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Kent County
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Has largest amount of deposits
of any Savings Bank in Western
Michigan. you are contem-

lating a change in your Banking
relations, or think of opening a
new account, call and see 'us.

3 N Per Cent.

Paid on Certificates of Deposit
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FIRE INSURANCE AGENCY

W. FRED MCcBAIN, President
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ELLIOT O. GROSVENOR

Lata State Food ContaUaaloaor
Advisory Counsel to manufacturers and
jobbers whose interests are affected by
the Food Laws of any state. Corres-
pondence invited.
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Collection Department

R. G. DUN & CO.
Mich. Trust Building, Grand Rapids

Collection delinquent accounts; cheap, ef-
ficient, responsible; direct demand system.
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Total Issues
of
State, County, City, School District,
Street Railway and Gas

BONDS
Correspondence Solicited

H. W. NOBLE & COMPANY
BANKERS

Union Trust'Building. Detroit. Mich.

EIE "botvf

Tradesman Co« grand rapidemich.

GRAND RAPIDS, WEDNESDAY, AUGUST 2, 1905

IMPORTANT FEATURES.

Window Trimming.
Around the State. |
Grand Rapids Gossip.

Card Making.
Editorial. i
Door of Opportunity.
New York Market.
The Whisky Habit.
Clothing.

Clerks’ Corner.
Woman’s World.
Business Creed.

Men of Mark.

Butter and Eggs.
Shoes.

Men of Mark.

Dry Goods.
Commercial Travelers.
Drugs.

Drug Price Current.
Grocery Price Current.
Special Price Current.

BADBWWWWRNINNN
SREBVEEERBBERNGGRanoam

VALUE OF A VOICE.

The newspapers of an Eastern
State the other day published the an-
nouncement of the death of a wealthy
man who left a handsome sum of
money to his wife. Not many months
before, the same papers published the
announcement of this man’s marriage
to a telephone girl. There is no rea-
son for any unfavorable gossip or
comment because a rich man sees
fit to marry a young lady whose em-
ployment is at the switchboard of a
telephone company’s central office.
The point of interest in this particu-
lar marriage was that the man was
so favorably impressed by the young
lady’s voice as he heard it over the
wire that he fell in love with her
before he ever set eyes on her face.
He heard it frequently as it repeated
the number he gave or said “They
don’t answer; | am ringing,” or “The
line is busy. Shall I call you?” Per-
haps to the charm of a pleasant voice
was not added the fault of forgetful-
ness and it is fair to presume that
the young lady in question remem-
bered and did call up the subscriber
when the line was released, as she had
promised. That fact, however, was
not affirmatively stated in the pub-
lished reports and is only a reasona-
ble inference, for evidently this was
an exceptional girl. Because of her
pleasant voice she made a match with
a man of means and is now a widow
worth more than a hundred thousand
dollars.

Aside from the interest which al-
ways encircles any romance there is
a valuable suggestion in this little
story of an Eastern love affair. The
man was attracted to the young lady
by her voice. Girls and boys, too,
for that matter, do not pay the at-
tention that is due to their voices,
and by voice is not meant the sing-
ing, but the speaking voice. Only
those who are musical are able to
sing, but it is reasonable to expect
that every person will speak in a
pleasant and agreeable tone. It is
impossible not to let the tone of
voice have considerable

influence in
estimating character. Those high
pitched, nasal, rasping voices, al-
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though they come from a handsome
face, make an exceedingly bad im-
pression. On the other hand, the
simpering, silly little voice is equally
objectionable. Many a young lady
has been set down for less than her
real worth because of her manner of
talking or the tone of her voice. This
is a matter that is entirely and easily
susceptible of cultivation. There are
voices that it is a pleasure to hear
and there are other voices that set
one’s teeth on edge and one’s nerves
to tingling. No man with a hundred
thousand dollars, more or less, would
be attracted by the thought of living
within the sound of such a voice for
the balance of his life. Young girls
do not pay as much attention to this
matter as they should. With a little
thought, attention and practice any
one can acquire a pleasant voice. It
need not be musical or melodious,
but it can be agreeable. It is worth
something to deserve the compliment
of being “pleasant spoken,” as they
say in the country. The raucous,
rough or high pitched voice seldom
fails to leave a bad impression. The
story of the telephone girl and her
hundred thousand dollar husband has
a very plain moral, well worth heed-
ing.

Gum chewing was commended by
one of the speakers at the meeting
of the National Dental Association
at Buffalo and his opinions were en-
dorsed by others. “I have,” he said,
“recommended the chewing of spruce
gum to several of my patients who
were afflicted with weak and loose
teeth, with the result that they were
greatly benefited by the practice. The
trouble is most of us do not use our
jaws enough. A majority of us do
not know how to eat properly. |
agree with the eminent English den-
tist, who in the course of his re-
marks on this particular subject a
short time ago in London, said there
was not a man in the hall of ban-
queters who could pick up a piece of
rye bread and masticate it properly.
We dentists are as negligent in our
eating as our patients, although we
pretend to tell them how to chew
their food.”

The demand for pianos is reported
to be increasing in Japan. Pianos are
only found in the homes of prosper-
ous people. They may, of course, be
rented or purchased upon the install-
ment plan, but under no circum-
stances are people who are abso-
lutely poor able to obtain the owner-
ship or use of instruments. So the
fast that the Japanese are buying
more pianos is an interesting illustra-
tion of their economic advance as
well as their development as a musi-
cal people.

Number 1141

NEW RULE IN NEBRASKA.

Every man who in private business
or in public office has the power to
appoint subordinates has his own
standards of fitness and qualifications
for applicants. In public life some
demand the endorsement of the ma-
chine, a congressman or the chair-
man of the county committee. Others
require proven ability. Gov. Mickey,
of Nebraska, has standards of his
own that are somewhat unique. He
declares that he will appoint no man
who either drinks or swears. It does
not appear that he recognizes any
degrees. If a man drinks once a week
he drinks and if he swears once a
day he swears and thus becomes in-
eligible. He is coming in for a good
deal of free advertising because of
this unusual rule. As he is the sole
appointing power it is his privilege
to make the standards what he likes
and the applicants must conform to
them or seek jobs elsewhere.

Even the Governor’s severest critic
must admit that while some very
able men both drink and swear in
moderation, they would be better off
if they did neither and that further-
more a man who neither drinks nor
swears is rather more liable to be a
creditable and reliable official than
one who does either or both. It is a
pretty high standard to exact in pub-
lic life, but where so many others
are low, one high one is refreshing.
That Andrew Jackson, Daniel Web-
ster, Franklin Pierce, Tippecanoe and
Tyler too both drank and swore does
not necessarily help the case. Gov.
Mickey is making an experiment
which deserves to be discussed with
respect and which will be watched
with interest. If by the application
of this rule he secures more compe-
tent and satisfactory incumbents for
the several positions in his gift it
will indicate the wisdom of the stand-
ards. It is entirely possible for a
man who neither swears nor drinks
to be dreadfully crooked in politics
or business, but it is not by the black
sheep that any class should be judg-
ed. It will take a year anyhow to
see how well the plan works and if
it succeeds as well as Gov. Mickey
expects, perhaps other states will
follow the example.

The new census of Kansas shows
that the men greatly outnumber the
women in several counties. In one
county there is a man and seven-
eighths to every girl. It is said the
girls of this county have developed

the haughty eye and marble heart
along with the straight front and
long stride.
When the average woman is
speechless with rage she talks a
blue streak.



Window
Trimming

Simplicity Should Be the Keynote of
Every Trim.

All first-class window embellishers
maintain that the less a window has
in it the better are its contents dis-
played. The eye of the observer is
not bothered with a mess of stuff and
so is focused on the little to be seen,
and the impression of that little re-
mains in the mind, which has not
to be burdened beyond what is easy
of remembrance.

Of course, if there be but one win-
dow of a kind in a town the case is
entirely different from conditions pre-
vailing in larger places. In the burg
there are at the most, a general store,
a drug store, a meat market, black-
smith shop and the postoffice—al-
though more generally Uncle Sam’s
headquarters is under the roof of the
first. In the last three mentioned
there is nothing to display and the
meager evidence in the window of the
embryo department store is the only
attempt at decoration to be seen.

But, while the village can boast of
but one window (or two or so) of
its sort, the large city sports hun-
dreds of windows carrying merchan-
dise of such varied description that
the eye wearies of the quantity to be
assimilated and gladly turns away,
and the object sought by the men
who arranged the exhibits is frus-
trated.

The foregoing does not apply to
large spaces filled with one kind of
goods of a plain nature; for instance,
pillows for the sleeping apartment,
or divan and porch cushions, or fold-
ed comforters and other large articles
of this character.

On Division street Winegar's cor-
ner window', where the Wealthy ave-
nue and Scribner street car turns, is
an example illustrating this principle,
where common everyday pillows, pil-
ed almost to the ceiling in different
groups, compel attention. This is
good advertising in that location as
nothing but a mass of one kind of
wares can be caught by those rid-
ing in the cars. Whenever | am on
that line, just for curiosity | try to
grasp enough of the buzz of conver-
sation going on around me to see if
the efforts of this firm’s window
trimmer have a chance to affect the
people sweeping along by the com-
mon mode of transit, and invariably
| hear voices interrupting each other
with a hurried “Oh, look at Wine-
gar’s windows! Don’'t they look
nice?” Sometimes the units employed
are gay waste paper baskets, some-
times prosaic carpetsweepers hold the
floor (literally). Then again immense
lamps, many of them electric lighted,
serve to proclaim the fact that here
is a large assortment to select from,
and at the same time they emphasize
the stands and tables on which they
rest. This week the entire space at
the left of the entrance (as large as a
couple of ordinary store windows) is
devoted to a stage setting of Mission
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furniture in weathered oak, suitable
for a library. Notwithstanding that
there are all the necessary pieces for
a good sized reading room (about
the dimensions of the handsome one
at the Lakeside Club), there is still
left plenty of opportunity for a dozen
people to walk around, and if they
embraced it their feet would sink deep
in the pile of two rich-toned velvet
tugs which give an air of Oriental
luxury. A room fitted out like this
invites to dolce far niente.
* * *

The Benjamins store, opposite the
Morton House (men’s furnishings),
gives an idea of fine simplicity this
week in its neat front. The single
elegant suitcase introduced in the
center of a vest and necktie trim calls
more attention to the circumstance
that traveling goods are sold here
than if two dozen bags were in sight.

* * *

Steketee’s people have a unique ex-
hibit of notions. Almost the whole
of their east window is given up to
these knick-knacks. These are ar-
ranged in small bunches on stairs ris-
ing some eight feet or so, and, al-
though there may be a thousand sep-
arate objects, the thought conveyed
is of but a few, for the reason that
the little heaps have a dividing space
of at least eighteen inches. The wide
flight of stairs is entirely covered with
white material. An excellent way to
dispose this class of household con-
veniences in a trim, as they are easier
of identification by the passerby than
if placed with no lines of demarca-
tion.

‘ * *

As a general thing, | admire the
Giant’s windows. The placards alone
are “worth the price of admission,”

to borrow from circus parlance.
Sometimes, however, Mr. Bush gets
his exhibits too crowded. If he over-

comes this tendency he will improve
along a line that is his only fault—
except, perhaps, the too frequent rep-
etition of his big bouquet of artificial
American Beauty roses. These have
bobbed up so many times that he
should pass them along—or, rather,
pass 'em up!

This week Mr. Gayboy stands in
an extremely natural pose, attired in
outing clothes (to sell the Golfsark
trousers). A racquet is gracefully
held in his left hand while the right
is affectionately clasped by Buster
B., scenting fun ahead on the tennis
court. Gayboy and Buster are get-
ting chummy these days. They make
a combination capable of infinite di-
versity. But Tige—oh, where is he!

Art in Window Trimming Pays the
Workers Well.

A profession of recent development,
but one which has already been re-
duced to a science, is that of window
trimming. This work, which less
than ten years ago was done by any
clerk who had a tendency towards
arrangement, artistic or otherwise, is
now one of the most important adver-
tising branches of every large retail
establishment. In small towns all
over the country the merchants em-
ploy a man whose work consists of
planning and executing window dis-

plays, while metropolitan firms main-
tain special departments to dress their
windows. Window trimming has thus
become an excellent business, clean
and interesting.

For a boy or young man who wish-
es to be a window trimmer there are
excellent opportunities. It is a pro-
fession which pays its followers ac-
cording to how long they have fol-
io.ved it. A boy may start in a win-
dow trimming department, drawing
$5 a week for carrying the stock to
the man who does the trimming it-
self, and by learning the merchandise
and the best methods of displaying
it raise himself to a position com-
manding $60 to $100 a week.

Most and the best of Chicago’s win-
dow dressers have learned the busi-
ness in just such a way, and Chicago
window displays are everywhere ac-
knowledged the best in the world.
However, this does not necessarily
mean that in order to be a good man
at the business one must begin as
a boy. Almost any young man of
artistic tastes and talent, combined
with a good memory, is capable of
becoming an expert window dresser
when once he has learned the stock.
Perhaps one of the most important
requisites of a good decorator is a
possession of knowledge of feminine
tastes. The creed of window trim-
mers in all save men’s furnishing
stores is “The women do the buy-
ing.” In addition to feminine ideas
of beauty he must possess a knowl-
edge of color. He must instinctively
and by rule know what colors asso-
ciate without friction. An otherwise
good display may be absolutely
spoiled by the introduction of a col-
or which does not gibe with its fel-
lows. All good trimmers make a
point of studying color combinations
whenever their work permits. In one
State street store the members of the
dressing force are required to spend
so much time per week at the Art
Institute studying just this feature.
In all, this study is considered a ne-
cessity.

Window trimming is work that can
not be done by the clock. The win-
dow trimmer must forget the item
of time entirely. At times, during
a sale, he may have little or nothing
to do. and again just before one he
may have to work twenty-four hours
at a stretch in order to get his work
done on time. In the big Chicago
stores, which make Monday their big
day, the first three days of the week
there will be but four or five hours’
trimming each day. and on the last
three there may be sixteen to be
put in daily.

The pay of the window trimmer is
above that of the average store work-
er, and is what is usually considered
good pay for men who work in mer-
chandise. It averages about $25 for
the man of experience. A beginner
may be paid $5, he may be paid $20,
entirely according to his ability. But
he may rest assured of this. If he is
a window trimmer, if he has ability
and makes it his business to know
the merchandise carried by his firm,
he will be found out and his pay rais-
ed proportionately. The merchant
employing him must do this, for good

trimmers are always in demand. A
man has but to give proof of his
ability and he will begin to receive
offers from other houses. The win-
dows of Chicago stores for a long
time have been watched by the entire
country for ideas and suggestions.

It must not be thought that a dec-
orator has no troubles. He has. The
head trimmer must be a man of
tact, or he is sure to clash with buy-
er and merchandise man. The mer-
chandise man may have one idea on
how a certain line should be display-
ed, the dresser may have another, and
the buyer a third. It then becomes
the trimmer’s business to listen to the
other two men, profit by their views,
do the job the way he thinks best,
and still satisfy his superiors. Often
a certain line of goods is bought and
does not sell. If the merchandise
man is asked why, nine times out of
ten he will blame the window dis-
play, justly or unjustly. In such cases
the trimmer must show that his work
is not at fault. Frank Sullivan.

Send Us Your
Orders

for

John W. Masury
& Son’s

Paints, Varnishes
and Colors.

Brushes and Painters’
Supplies of All Kinds

Harvey & Seymour Co.
Grand Rapids, Michigan

Jobbers of Paint, Varnish and
Wall Paper

For 25 Years

We have made Barlows’ Pat. Mani-
fold Shipping Blanks for thousands
of the largest shippers in this coun-
try.

We Keep Copies of Every
Form We Print

Let us send you samples printed
for parties in your own line of
trade—you may get an idea—any-
way it costs you nothing to look
and not much more if you buy.

Barlow Bros.
Grand Rapids, Mich.

Bayers and Shippers of

POTATOES

incarlots. Write or telephone ns.

H. ELMER MOSELEY A 0OO.
SRAND RAPIDS. MIOH



Profiting by the Persecution of
Unions,
Battle Creek, July 31 — Some

months ago the plant of the Battle
Creek Iron Works, on South Jeffer-
son "avenue, was closed, not on ac-
count of lack of business, but be-
cause of some internal trouble in the
affairs of the company. The com-
pany has a fine new brick building,
a very central location and all new
machinery. It is announced this week
that several Battle Creek capitalists
and manufacturers of experience are
negotiating for the property, and that
it is probable that the plant will
again be in operation. The nucleus
of the shops was the Hastings Iron
Co., which was moved to this city.

Three Battle Creek men, James
Baker, Paul F. Cox and L. Johnson,
are at the head of a company just
organized here for the manufacture
of a patent letter sealer, which does
away entirely with the nauseating
process of licking the glue off enve-
lopes when sealing them. The John-
son Foundry Co. has commenced
making the machines, but the Com-
pany is now negotiating for a build-
ing where it will do its own manu-
facturing.

After raising a good fat sum of
money among the citizens for the pur-
chase of the site of the new Grand
Trunk depot, and for the new Grand
Trunk locomotive works, the Citi-
zens’ Committee had $5,000 left. The
subscribers to the original fund have
consented that the balance shall be
placed in the hands of the Business
Men’s Association for the purpose of
booming the location of manufactur-
ing institutions in this city.

The Compensating Pipe Organ Co.,
of this city, built an especially fine
organ for the Lewis & Clark Expo-
sition at Portland, Oregon, which
has been installed in the Festival hall.
A duplicate of this organ has been
built for the great Chautauqua As-
sembly at Chautauqua, N. Y., and
has been installed for the use of the
2,500 music teachers who are to as-
semble there in August. They have
just put in an organ for the Metho-
dist church at Allegan and the Bap-
tist church at Manistique.

Last week the American Pump Co.
cast a monster water cylinder weigh-
ing 5200 pounds for special pump to
be used in elevator work in the old
Times building in New York. The
casting was perfect.

The Buechner Manufacturing Co.
has commenced the manufacture of
a new farm tool, invented by E. R.
Brookbank, of Connorsville, Ind. It
is a wheel cultivator, so constructed
that the shovels will always enter the
ground regardless of its condition
and will cultivate the soil at an even
depth, whether shallow or deep. The
shovel gangs are forward of the oper-
ator, so that the corn is always in
full view. The weight is also en-
tirely removed from the neck of the
horse. There are other improve-
ments over the old style cultivator.

The Verona mill, the oldest grist
mill in this section, which has been
dosed for some time past, is being
refurnished with improved machinery,
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and will again be started up for the
manufacture of flour.

Stephens & Meyers, of Chicago, the
largest manufacturers of children’s
shoes in the West, have been in the
city looking over one of the plants
of a defunct food factory with a view
of establishing a branch here. They
make the same complaint as do all
the rest of the manufacturing institu-
tions in Chicago: They are tired of
the constant labor troubles and de-
sire to locate in smaller cities, where
the labor unions do not control the
manufacturing concerns.

The Business Men’s Association
will make an effort greater than ever
before, for the coming year, to se-
cure the location of manufacturing in-
stitutions in this city. The new offi-
cers and Board of Trustees have en-

tered into the discharge of their du-
ties with a vim.

Good Report from Cheboygan.

Cheboygan, July 31— The Cheboy-
gan Pea Canning Co.’s plant, now on
its third season’s run, is having a
very prosperous season. The com-
pany has nearly a thousand acres of
the finest peas ever raised in this
section, the weather conditions dur-
ing the entire season having been ad-
mirably adapted to the culture of this
crop.

The capacity of the plant is 60,000
cans per day, using from twelve to
fifteen acres of peas. About 100 peo-
ple are employed. The estimated
output for this season is 1,500,000
cans, all of which have been sold, the
fine quality of the peas canned dur-

3

ing the past two seasons resulting
in a big demand.

Keeney & Son, who raise peas for
seed, are also contemplating a pros-
perous season, the crop being abun-
dant, and their big seed house will
have the longest run since it was
built six years ago. This plant em-
ploys nearly a hundred pickers for
about six months in the year, pick-
ing over the peas ready for ship-
ment. These peas are raised largely
on contract by the farmers, the soil
of this section being so well adapted
to pea culture that it is one of the
best paying crops for our farmers,
some of whom raise as high as $1,000
worth in a single season.

Nothing lifts one higher than love
for the lowly.

The Blend of Satisfaction
Is Always Found in a

Ben-Hur Cigar

There is but one difference between a BEN-HUR and other 5c
cigars—that is, it's made of better tobacco.

Fact is, that is where any true test must lead to.

Artificial

blending may stimulate a passing, pleasing aroma, but there's as

wide a difference between a cigar made of manipulated

leaf and

flavor, and a cigar rolled up from time tried natural cured tobacco

as there is between a glass of warm, insipid distilled water, and a
draft of spring water bubbling up from its cold, pure source.
Dealers find it is business wisdom to never let their case be

without them.

Its a 10c roll of goodness in the “role” of a 5c cigar.

All jobbers can supply.



Around
The State

Movements of Merchants.

Howell—-Wm. Porter will open a
new clothing store here about Sept. I.

Ithaca— Fred Brown has purchas-
ed the bakery business of H. C. Hill.

South Haven— Durkee & Gish have
sold their bakery to Cleveland &
Sons.

Cheboygan— Michael Speck suc-
ceeds Lucy J. McLeod in the grocery
business.

St. Johns— Geo. W. Beamer suc-
ceeds F. R. Northwood in the drug
business.

Alpena— Edward LaPointe is suc-
ceeded by Alfred DeLile in the gro-
cery business.

Sault Ste. Marie—The C. E. Davis
Co. will add a line of stoves to its
furniture stock.

Atlanta— Frank C. Harper is suc-
ceeded in the grocery and hardware
business by John Pettinger.

Clare— Lowenburg & Co. will open
a dry goods, furnishing goods and
shoe store here about Aug. 15.

Cheboygan—Jennie J. Doherty will
continue the grocery business form-
erly conducted by Doherty Bros.

Bay City— Adams & McMullen will
continue the grocery business form-
erly conducted by Orla E. Adams.

Lewiston— Geo. F. Sachs will con-

tinue the agricultural implement
business formerly conducted by Sachs
& Wright.

Bay City— The meat business form-
erly conducted by Spaulding it Cutler
will be continued in future by Spauld-

ing & Boss.

Cass City—Theodore H. Fritz,
dealer in drugs, wall paper and
books, is succeeded in business by
Edward Ryan.

Prescott— Barney Mill, proprietor

of the Keystone Milling Co., which
conducted a general merchandise
business, is dead.

Hartland— Charles P. Adams, of
Howell, has purchased the general
stock of B. H. Marling and will con-
tinue the business.

Lansing— E. E. Allen is moving his
stock of cigars, tobacco and candies
to Grand Ledge, where he will con-
tinue the business.

River Rouge—Undertaker T. P.
Sullivan, of Delray, and a cousin, W.
J. Sullivan, of Detroit, have entered
into partnership and will conduct a
furniture store here.

Adrian—The Adrian Lumber Co.
has been formed by C. H. Bogue, of
Chicago; E. L. Clay, of Maumee, and
Mann, Watson & Co., of Muskegon,
to engage in the sale of lumber at re-
tail.

Wayland—F. A. Burlington has
sold his grocery stock to Mark A.
and Arthur Beall, who will continue
the business under the style of Beall
Bros. Mr. Burlington will continue
in the meat business.

Belding— Foster, Ritter & Foster
have purchased the remainder of the
Staley & Co.’s stock of furniture, art
goods, window shades, carpets, pic-
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ture mouldings, etc., which they are
moving to their store.

Ishpeming—John Cassin, who has
had charge of F. C. Maynard’s drug
store and who was also employed by
H. N. Meloche previous to his dis-
posing of his business to Mr. May-
nard, will open a drug store here
soon.

Charlotte— Miss  Minnie  Perkins
has resigned her position with Geo.
J Barney & Son to enable her to en-
gage in business at Battle Creek with
Mrs. John Lane, of that city. The la-
dies will conduct a millinery estab-
lishment.

Pontiac—A corporation has been
formed under the style of the Pon-
tiac Tron Co. for the purpose of deal-
ing in real estate. The company has
an authorized capital stock of $50,-
000. all of which has been subscribed
and paid in in property.

Detroit— George A. Corwin is
named trustee in a chattel mortgage
on the dry goods stock of H. Rozans-
ka. The total of the indebtedness is
given at $9,713, the heaviest creditor
being Burnham, Stoepel & Co., whose
claim amounts to over $7,000.

Ishpeming—Joe Lowenstein, of Ne-
gaunee, has rented the building at the
corner of First street and Cleveland
avenue and will open a clothing
store there as a branch of his Negau-
nee business, as soon as necessary
improvements can be completed.

Belding— Milan J. Demorest has in-
vented a machine to mix material for
concrete work, which is evidently
destined to have a large sale. The
mixer is the most compact mechan-
ism yet constructed for this purpose
and can be economically operated
with a half horse power engine.

Pontiac—S. A. Kessell, George W.
Dickinson and Andrew W. Dickin-
son have purchased the clothing
stock of G. H. Turk. The new firm
will be Kessell, Dickinson & Dickin-
son. Mr. Turk has been in business
eighteen vyears, during which time
Mr. Kessell has acted as his manager.

St. Joseph —Theodore Krieger has
withdrawn his interest in the new
clothing and dry goods store and
will continue in his present position
with Shepard & Benning’s dry goods
store. Mrs. W. J. Dahlke takes the
interest that Mr. Krieger was to have
and she will have charge of the dry
goods department.

East Jordan—Ernest Coye, of Al-
den, has purchased the new brick
block and retail cigar and news stand
of R. F. Steffes. Mr. Coye will en-
large his line by the addition of a
bazaar stock. Mr. Steffes retains his
cigar manufacturing business, which
he will remove to rooms in the new
Madison brick block.

Thompsonville—J. W. Slater has
engaged H. L. Dawson as manager
of his house furnishing business,
which position was recently vacated
by H. A. Cavanagh. Mr. Dawson
has been with Mr. Slater at his Elk-
Rapids store for some time, and
previous to that time was in business
for himself at Central Lake.

Muir—Wm. A. McLaren, the gro-
cer, had a close call a few days ago
in attempting to steer a barrel of
vinegar down the cellar stairs. The

barrel got away, striking him in the
side and raking him all the way down.
How he escaped with whole bones
is a marvel. Late reports indicate
blood poisoning and the case may
yet prove serious.

Manufacturing Matters.
Hawks— Kunzie & Dillingham *are
operating a saw-mill here, with a bowl
factory in connection.

Adrian—The capital stock of the

Lion Fence Co. has been increased
from $150,000 to $200,000.
Ypsilanti—The Ypsilanti Reed

Furniture Co. has increased its capital
stock from $75,000 to $150,000.

Reese— Donaldson & Co. are suc-
ceeded in the elevator and flour mill
business by Harry D. Hinkley.

Saginaw—The capital stock of the
United States Horse Radish Co. has
been increased from $10,000 to $25,-
000.

Deerton—The Tioga Lumber Co.
has eighty men at work near this
place. The sawmill plant will be
completed Sept. 1.

Kenton—The Sparrow-Kroll Lum-
ber Co. will start its fourth camp next
month, when 100 additional men will
be added to the force.

Greenville—The Skinner & Steen-
man Co., which manufactures furni-
ture, has increased its capital stock
from $100,000 to $200,000.

Detroit—The Standard Skirt Co.,
organized to manufacture and sell all
kinds of ladies’ garments, is capital-
ized at $25000, all paid in.

Rose City—Prescott & Co. are
operating a saw-mill, formerly the
Stevens & Miller mill, near this place,
and are cutting 35000 feet a day of
mixed timber.

Vanderbilt—Tolfree & Bartholo-
mew, of West Branch, have purchas-
ed 1,800 cords of shingle bolts in this
vicinity, which will be shipped by
rail to West Branch and manufac-
tured.

West Branch—The Gale Lumber
Co. will finish cutting its timber in
this locality next spring. Just what
the company will do then is not
known, but officers have been look-
ing over timber in the Upper Penin-
sula.

Detroit—The Norseman Cigar Co.,
capital $5,000, has filed articles of
incorporation. The company pro-
poses to manufacture and sell cigars
in Detroit. The stockholders are Hal
B. West, Alfred T. Gibson, Delmar
E. Meyer.

Escanaba— The Escanaba Wooden-
ware Co. is employing 300 men in
its factory and 400 in the woods.
More than 6,000 carloads of raw ma-
terial are received at the plant each
year, daily shipments of finished ma-
terial averaging three carloads.

Sale— A corporation has been form-
ed under the style of the Finnish
Farmers Milling Co. for the purpose
of carrying on a general milling
business. The company has an au-
thorized capital stock of $5000, of
which $2500 is subscribed and $1,000
paid in in cash.

Lowell—The Lowell Specialty Co.
has been incorporated under the same
style and will continue its manufac-
turing and mercantile business. The

corporation has an authorized capital
stock of $40,000, all of which is sub-
scribed and $1,800 paid in in cash and
$19,050 in property.

Detroit— The manufacturing busi-
ness of the Standard Skirt Co. has
been merged into a stock company
under the same style. The new cor-
poration has an authorized capital
stock of $25,000, all of which is sub-
scribed and $1,707.02 paid in in cash
and $23,292.98 in property.

St. Clair—A corporation has been
formed under the style of the St
Clair Brick & Tile Co. for the pur-
pose of manufacturing brick and tile.
The company has an authorized cap-
ital stock of $40,000, of which $20,200
has been subscribed, $200 being paid
in in cash and $20,000 in property.

Lansing—The A. Simons Brass
Foundry Co. has purchased the right
to manufacture the Harry J. Newman
New Era spark plug, for which a pat-
ent has recently been obtained. The
factory will be located on the second
floor of the foundry on Cedar street
until larger quarters can be secured.

Detroit— A copartnership associa-
tion has been formed under the style
of the National Remedy Co., Ltd,
which will manufacture and sell med-
icine. The company has an authoriz-
ed capital stock of $25000, $15000
common and $10,000 preferred stock:
$20,000 has been subscribed and paid
in in property.

Ontonagon— The Ontonagon Stave
& Veneer Co. has shipped a quantity
of staves to Liverpool, England. Only
a small consignment was shipped, but
if this shall result satisfactorily heavy
shipments will follow-. The com-
pany has bought 350,000 feet of birch
logs on Madaline Island from the
Wachsmuth Lumber Co., of Ashland.
Wis.

Millersburg— E. M. Lewis, lately of
the lumber firm of Derry & Lewis,
has formulated plans to build a water
power plant at the rapids on Ocqueoc
River, near the Left mill. It is as-
serted that one of the best water
powers to be found in the State can
be procured there and the idea is to
furnish power for a number of wood-
working industries, as well as furnish
electric light to a number of small
towns in that vicinity.

Properly Introduced.

Margaret is a well-brought-up lit-
tle girl, who has some knowledge
of etiquette. She has been taken to
the country this summer to a house
w-here there is a large dog.

“Don’t go near the dog, Margaret,”
said her mother; “he doesn't know
you, and he might bite.”

But that did not suit Margaret, and
she knew how to arrange matters.
Going to the dog she made a little
curtsey such as she has been taught
to make at dancing school and said
politely:

“Doggie, | am Margaret Brown."
Then, the introduction having been
made and the dog having no excuse
for not knowing her, Margaret walk-
ed up and pated him, while he wag-
ged his tail with much graciousness.

There is no safe place to bury the
dead past.
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The Produce Market.

Apples— Duchess are in liberal sup-
ply at si@ i.25 per bu.

Bananas—$i for small bunches,
$1.50 for large and $2 for Jumbos.
The abundance of other fruits has
cut into the banana trade somewhat,
and lower figures seem to be needed
to make the fruit move as it should.

Beets— 18c per doz. bunches.

Blackberries— $1.50 per 16 qt. crate.
The crop is good, both as to size and
quality.

Butter— Creamery is steady at 2lc
for choice and 22c for fancy. Dairy
grades are strong at 18c for No. 1
and 14c for packing stock. Reno-
vated is in moderate demand at 20c.
There has been a steadily advancing
tendency in the butter market for
the past week. Practically the whole
line is higher by a half a cent a
pound. The condition is not abnor-
mal. There is simply a good demand
and the supply is just enough below
it to make the market a strong one.
The storage buyers are keeping up
a lively chase after packing stock
and they have been instrumental
largely in advancing the whole list.
Any reasonable quantity of storage
stock is taken when offered at a fair
price.

Cabbage— Muscatine fetches $2 per
large crate. Home grown has de-
clined to 65c per doz.

Carrots— 15c per doz.

Celery—20c per bunch.

Cucumbers— Home grown are in
large demand at 20@25c per doz.

Currants— Red fetch $1 per 16 qt.
crate.

Eggs— Local dealers pay isJ”™*c on
track for case count shipments, hold-
ing candled stock at ijyic. The re-
ceipts are just about equal to the de-
mand. Almost invariably of late
years the market has advanced dur-
ing late July and August and this
season proves no exception. The
shrinkage is naturally large now as
the eggs keep very poorly in hot
weather, and the difference between
candled and case count is spreading.

Green Corn— Has declined to 12j~c
per doz.

Green Onions— 15¢ per doz. bunch-
es for Silverskins.

Green Peas—$l per bu.

Lemons— Californias are strong at
$6 and Messinas fetch $7@72S- Re-
ports from New York indicate that
the situation there is without prece-
dent. The sudden coming of hot
weather found the stocks of lemons
short and the demand has cleaned up
the supplies very closely. Both the
foreign and the California fruit are
short, but the former is particularly
so. As long as the trade is willing to
pay the price, however, there seem
to be enough lemons in this market
to supply the demand.

Honey— 14c per Ib. for
clover.

Lettuce—75« per bu.
Onions—$1 per crate for Bermudas

white
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or Texas; $1.15 per 70 Ib. sack for
Louisiana.

Oranges— There is a steady tone
to the orange market and prices are
about on the same level as last week.
The supplies are light, as is usual at
this season of the year. Late Valen-
cias constitute the larger part of all
the offerings and they will continue
to be the chief oranges for the re-
mainder of the season. "Present quo-
tations are $4.60@5.25 per box.

Musk Melons— Rocky Ford canta-
loupes are on a basis of $6.50 per
crate of 54 and $6 per crate of 45
size. Indiana Gems fetch 60c per
crate.

Peaches— Elbertas from Georgia
fetch $1 per 4 basket crate or $1.50
per 6 basket crate.

Pineapples— Floridas fetch  $4.50
per crate of 30 and $475 per crate of
36. The demand is moderate.

Plums— Abundance command $1.25
per 16 qt. crate.

Potatoes— New stock commands
$1.75 per bbl. or $1.85 per 3 bu. sack.

Pieplant—50c for 40 Ib. box.

Pop Corn—90c for rice.

Poultry—The market is strong on
broilers. Local dealers pay as fol-
lows for live: Broilers, i5@I17c;
small hens, 5@6c; large hens, 8@gc;
roasters, 5@6c; spring ducks (white),
ii@12c; No. 1 squabs, $i.50@i.751
No. 2 squabs, 75c@ $i; pigeons, 75c
@$1 per doz.

Radishes— 10c per doz. bunches for
round and 12c for long.

Spinach—50c per bu.

Summer Squash— 60c per basket.

Tomatoes—60c per 4 basket crate.
Home grown fetch $1.75 per Z2 bu.

Turnips— 12c per doz.

Water Melons— 20@25c apiece for
Missouri or Indiana.

Wax Beans—The
around $1 per bu.

Whortleberries—si.25@i.40 per bu.

price  ranges

T. U. Hawley, who has had charge
of the Kelley and Webber general
stores at Lyons for the past six years,
will shortly engage in general trade
at that place on his own account.
The Grand Rapids Dry Goods Co.
will furnish the dry goods and the
Worden Grocer Co. will supply the
groceries. The shoe stock will be
supplied by a Milwaukee house.

L. D. Pierce has opened a grocery
store in Belding, purchasing his stock
of the Judson Grocer Co. and the
Worden Grocer Co. He was former-
ly a member of the firm of Pierce
& Henderson.

The confectionery business former-
ly conducted by Calvin Reed at
2ioj4 West Bridge street will be con-
tinued by Martin DeHamer.

Chas. T. Smith & Co. have engaged
in the grocery business at Vickery-
ville. The Judson Grocer Co. furn-
ished the stock.

Clothes do not make the man, but
they influence others in sizing him up.

There is nothing like the liniment
of another love for a broken heart.

Poor is he who has only rich rela-
tion.

The Grocery Market.

Sugar— The demand is very heavy
and refined is oversold two weeks,
in consequence of which quotations
have been advanced 10c per 100 Ibs.
Reports from abroad are to the ef-
fect that the present beet crop will
be a large one, but refiners will be
unable to realize on the same before
the middle of November.

Coffee—Both Lion and Ariosa cof-
fees are up half a cent a pound. The
reasons for this are as given last
week. The outlook is a very strong
one and it has been impossible to
buy green coffees even at quotations
for some time past. The demand is
not unusual for this season of the
year.

Tea—The market is without spe-
cial feature, as is usually the case
during midsummer. Anything desir-
able, however, is steady, by reason
of the firmness of the markets in the
East, which support our own mar-
kets on this side. The Eastern mar-
kets are quoted on a slightly higher
basis than the markets here. The de-
mand for tea at present is quiet, but
as soon as it improves, toward fall, a
slight hardening of values will not be
unlikely.

Canned Goods— Tomatoes attract
considerable attention by the very
fact that they have continued firm,
with an upward tendency, for some
time now, and according to advices
from packing centers there is no im-
mediate prospect of a change. Some
injury to the growing fruit was re-
ported from the hot weather, al-
though how serious it is no one ap-
pears to know in detail. Probably
no important damage was done in the
short time that the sun was blazing.
Corn is without particular feature.
The market is a steady one. Numer-
ous reports as to the outlook for the
growing crop are in circulation, but
they have little influence on the mar-
ket. Spot peas and beans are in
small demand at unchanged prices.
Canners are still awaiting the run of
Sockeye salmon in the Puget Sound.
If the fish do not appear very soon
the pack must be an extremely short
one. Until the size of the Sockeye
pack can be approximated, there will
be little done in the other varieties
of salmon. Comparatively little in-
terest is yet taken in the California
canned fruits by the Northwestern
trade. The retail business in these
lines is not large on account of the
abundance of the fresh supplies, and
there is consequently little call on
the jobbers by the retailers. The job-
bers have not manifested any great
desire to purchase these lines, as they
have reasonable quantities of the 1904
pack still on hand. Reports from Cal-
ifornia indicate a stronger feeling in
peaches and a slight boosting of the
prices. These reports also indicate
that the business in the new goods
has been rather disappointing so far.
The price question has been unset-
tled since the opening of the season
and the trade is a little bit afraid to
take hold evidently.

Dried Fruits—Owing to the pros-
pective short apple crop evaporated
apples are very high. The market
recently opened at 7c, which is ij~c

5

above last year, and some advances
have occurred since the opening.
Prunes are strong, so far as the fu-
ture outlook is concerned. Most
packers ask 3Zc basis, although
some are still willing to sell at 3c.
Buyers’ interest even at the latter
price, however, is very small. Spot
prunes are fairly active at unchanged
prices. Peaches are unchanged and
in light demand. The market is firm.
Currants are firm at the advance not-
ed last week. Seeded raisins are un-
changed and in small demand. Loose
raisins are scarce, firm and advancing
on the coast. Apricots have begun
to come forward, but there is no spe-
cial demand.

Rice— Quiet conditions still prevail.
Those who find assortments broken

are placing orders for moderate
quantity as needs occur. It is per-
haps as well that such is the case,

as any large general demand would
quickly disclose the meagerness of
supply at all points of distribution.
This is more especially true of the
Honduras sorts. Japans are in fair
request. Receipts of all kinds are of
but little moment, being less than
the amount of daily distribution.

Syrups and Molasses—The move-
ment in molasses is small, both in
a jobbing and retail way and no great
improvement is looked for before the
weather turns cooler. Syrups are
moving a little better than the heavy
goods, although this line is not ac-
tive.

Provisions— Hams of all grades are
wanted at ruling prices. Bellies and
bacon are also in good demand at un-
changed prices. Both pure and com-
pound lard are also active at ruling
guotations. Dried beef shows im-
provement in demand, but no change
in price. Barrel pork is unchanged
and in good demand. Canned meats
steady and fairly active at unchanged
prices.

Fish— Cod, hake and haddock are
quiet, but the market is rather firmer
than was expected. The receipts
have been and still are large, but the
Gloucester market seems to be tak-
ing everything at pretty high prices,
and the outlook is not so weak as it
was. Salmon shows no change for
the week. The run of Sockeye sal-
mon is still extremely small, and al-
though the season lasts until August
25, which allows some weeks yet, it
is now certain, even if the fish run
largely from now on, that the pack
will be much below expectations. As
the Columbia River pack is small al-
so, the outlook is for a firm market
on red Alaska salmon, with possible
advances. It is expected that prices
on new Sockeye salmon will be nam-
ed in about two weeks. Herring are
unchanged and in fair demand. Lake
fish and vvhitefish are unchanged and
quiet. There has been no actual
change in mackerel during the past
week, although the market is ex-
tremely firm, particularly on shore
fish. The receipts during the week
have been fairly large, but everything
has gone into consumption, appar-
ently, and the situation has shown
no relief whatever. Sardines are un-
changed. |
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CARD MAKING.

Practical Method of Preparing Ar-

tistic Designs.
Wrritten for the Tradesman.

There was a time when almost any
sort of a sign card would do, but
this time has passed. The merchant
or the manufacturer is as particu-
lar about the form, design and gen-
eral appearance of his advertising and
indexing cards to-day as he is of

the plan of his store or office ar-
T19 ~
rangement. The shabby, hastily-

made card is no longer scribbled in
ink and palmed off on the goods in
the show window or the counter. In
office work, also, there are occasions
in which evenly and neatly worded
signs are appropriate. We exhibit in
the accompanying illustrations some
modes of using the common black
varnish which can be obtained at
any paint store ready mixed and in
condition for immediate use. The
lamp-black varnish is likewise em-
ployed. The cans of either sort are
bought in 25 cent sizes, as a rule,
like that shown in figure 1. There is
either a stopper or screw top to the
can as the paint must be kept closed
up, owing to its drying qualities. The
brushes selected should vary in
numbers, as represented in figure 2.
A is a full brush for the bold-face
and heavy work, while B is the long,
line-making brush, suitable also for
flourishes, etc. The smaller pointed
brush C is for the striping and for
fine lettering. These three sizes are
enough to start with.

The process of lettering may be
followed out according to the dia-
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grams. The idea is to get a full
face, bold, plain letter. These plain
letters are preferred, as a rule, to

the fancy scrolls, flourishes and an-
gles often seen in lettering. The ob-
ject is to have the card read easy, in-
stead of having it showy, with the
reading portion buried in scrolls and
artistic finishes. Many good signs
are spoiled by the fact that the read-
ers can not interpret the meaning
readily. The process of producing
the character of letters exhibited in
figure 3 is by outlining the letters,
first in pencil and then drawing them
out in blocks with rule. Then the
lines may be filled in with the black
paint. It is a good plan to purchase
a few sheets of regular designing
paper. The kind used by farpet de-
signers is ready ruled in blocks for
this service. The squarings are most
convenient in making the shape of
the letters correct and uniform. The
common black faced letter is the

TzS S

Tiy &

most popular, but, of course, can be
touched up some and made to be
more attractive in appearance with-
out actually losing its general plain-
ness, as represented in figure 4. This
consists merely in outlining the let-
ters with the hair-line effect. The
block letter can be changed from its
plain, set pattern to the more easy
design in a very ready manner by
using this plan. This letter will be
found in service in many of the
card effects used in stores, work-
rooms, etc.

The clerk or the salesman of the
work-room, thé office or the store is
frequently required to do some mix-
ing when he attempts to produce the
kind of lettered cards shown. The
processes of mixing are accomplished
with best results if the tablet of stone

or marble is used as exhibited in fig-
ure 5. The stone is a flat section,
about ten inches long and about half
as wide. The upper surface is sup-
posed to be very smooth and flat.
There is a putty-like ball of lamp
black stuff used often, and this ball
is shown on the stone ready for roll-
ing out. This ball mode of retaining
the coloring is used in some places.
The clustered material is rolled flat
when desired for use and then some
varnish is added, and by working the
two together some very dark, in fact,
jet black, paint stuff results, which is
suitable for the making of the let-
ters. Some prefer the putty-ball sys-
tem of using the color to the varnish
cans, shown in figure 1. The mixing
knife which is used in connection
with the stone is shown in figure 6.
This knife can be purchased for 25
cents in any paint goods store. The
mixing knife, with its flexible and
wide blade, can be used to good ad-
vantage in stirring the color and
making it ready for use.

In figures 7 and 8 we show the
methods of producing the ordinary
designs of dollar and cent marks.
These are made in hair-line effects,
as shown, or the white grounds can
be filled in solid and therefore result
in plainer presentation. After a lit-
tle practice one can make these char-
acters quite readily, even in the free
hand order, but at first it is best to
use plenty of assistance in the way of
rulers, scrolls, forms, and the like, all
of which may be obtained at the
stores dealing in artists’ materials.
Some elaborate effects can be worked

We Sl

Baker’s Chocolate
Eagle Brand
Condensed Milk

Quaker Oats
Jennings’ Extracts
Dutch Rusks

Karo Corn Syrup

S. C. W. Cigars
Tradesman Coupons

Jackson
Baking Powder

out to good advantage, as in figure
9, and still rendered very plain. The
w'ord signs are spelled out as shown

and, although somewhat character-
ized, do not lack plainness. In fact,
the artistically-inclined clerk can

originate an endless variety of these
signs and cards for service in the
store or office. They are convenient
for display anywhere in the factory,
giving notice to employes about
rules, etc. George Rice.

Points About a Watermelon.

To plug is to let air into the melon,
causing withering and decay around

the edges of the whole, no matter
how carefully the plug is replaced.
To plunk does no harm. Down on
your knees over a fine, large one

shining green amid the vines of the
patch; lean over and press one hand
on each side—a quick, sharp squeeze
—an ear inclined to hear the sound.
Does it crackle in response? Does a
sound come forth like a ripping of the
heart within—a breaking down of
those walls of solid juiciness? Then
it has plunked, then it is ripe, then it
is fit for the gods to eat.

To-Morrow Never Comes.

Although yesterday to-day was to-
morrow. and to-morrow to-day will
be yesterday, nevertheless yesterday
to-morrow would be the day after to-
morrow, because to-day would be to-
morrow yesterday, and to-morrow
will be to-day to-morrow, or would
have been the day after to-morrow
yesterday.

the Following Goods f
Advertised in the
Tradesman:

Royal Baking Powder
Ballou Baskets
Sapolio
Grandpa’s

Wonder Soap
Yeast Foam
Lion Coffee
Ben-Hur Cigars

Beech-Nut
Sliced Bacon

Baker’s
Brazil Cocoanut

W orden O kocer Company

Grand Rapids, Michigan



Demand for Builders’ Hardware In-
creasing.

While there is no marked increase
in the volume of business in general
hardware which is now being booked
in the East and West, the fact that
trade continues even moderately ac-
tive at this season of the year is re-
garded as very satisfactory by most
manufacturers, jobbers and retailers.
The business in builders’ hardware
shows no signs of abating, as new
construction is under way in almost
every prominent city in the country.
The demand for fall goods is fair and
is already considerably larger than
usual at this time. Axes and scoops
are selling well in the Chicago dis-
trict but stove pipe, elbows, hods and
stove boards have not yet begun to
move freely, although it is expected
that the demand for these articles will
be greatly increased next month.

The only distinctly disappointing
feature of the entire market so far
this summer has been the dulness in
pipe, garden hose and other supplies
usually in demand during dry weath-
er. It is hoped, however, that the
expected dry period, which usually
accompanies the month of August,
v/ill enable the leading sellers of
these goods to book enough orders
to make their sales average as large
as those of last year.

There is some weakness in the un-
dertone of the wire and cut nail
markets and concessions are being
made by the smaller mills to dispose
of stocks. Many mills have closed
this month, but the stocks are un-
doubtedly accumulating in the hands
of some manufacturers. Other wire
products, such as barb wire and
smooth fence wire, are more firmly
held, although there is also some
disposition on the part of smaller
manufacturers to cut prices in order
to secure immediate shipment of
their stocks.

The business in builders’ hardware
is growing daily and one local hard-
ware firm, which makes a specialty
of this class of goods, is now nego-
tiating with building contractors for
more than $50,000 worth of hardware
for several structures which are
nearing completion.

Many large manufacturers believe
that in accumulating goods for stock
they will be in a better position in
the- fall to supply their customers
promptly and thus save themselves
the annoyance of belated shipments
and disappointed buyers.

Wild Beauty in the Side Yard.

There are many city yards in which
the sun only peeps at morning or
late afternoon, and which seem to
lovers of flowers a failure, so far as
a garden is concerned. Yet a West
Philadelphian, who had a most un-
promising side yard, which, in addi-
tion to being at the side of the house,
had the fatal fault for a garden of

having a northern exposure, has
transformed it into a miniature
woods, in which wild flowers not

only grow, but thrive as in their na-
tive habitat. This interesting experi-
ment—a garden where a garden
ought to be a failure—has been made
by Dr. Henry Kraemer, Professor of
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P.otany and Pharmacognosy in the
Philadelphia College of Pharmacy,
who has transformed the side yard
of his residence, 424 South Forty-
fourth street, into a thing of natural
beauty.

The flower-bed
long and varies

is about 60 feet
in width from 17

inches to 2 feet 7 inches. In this
wonderful little garden, which is a
woods in miniature, Prof. Kraemer

has 114 different species of plants and
about 500 separate specimens. Next
to the wall, where the garden is most
shaded, the ferns, hepaticas, violets
and podophyllum are planted. In the
middle are arranged, at intervals of
five or six feet, a spice bush; black
snakeroot or blue cohosh, at intervals
of two or three feet; maple or other
young trees, elder or euonymus.
These are the “giants” of the minia-
ture woods. In front of them are
found columbine, wild geranium or
wild ginger. In between are ferns,
Jack-in-the-pulpit, violets. Among
others are the Burch flower, Ameri-
can white hellebore, the red lily, In-

dian cucumber, lily of the valley,
slender blue flag, stemless ladies’
slipper, and Northern rattlesnake

plantain, which are of the Orchida-
ceae group; alum root, meadow rose,
American senna, yellow meadow pars-
nip, American or mountain laurel and
white wood aster.

These are only a few of the more
interesting wild plants in the collec-
tion. Many, especially among the
ferns, are becoming scarce. Of ferns
there are eight varieties and sixty-five
plants.— Philadelphia Public Ledger.

Muskegon Secures a Motor Factory.

Muskegon, July 31—The Muskegon
Chamber of Commerce has been busy
during the last few days in entertain-
ing the representatives of several big
industries which may locate in this
city.

The Continental Motor Works, of
Chicago, is a new industry which has
been landed during the last week.
They manufacture motors, gasoline
engines and motorcycles. A new fac-
tory will be erected and upwards of
150 men will be employed.

The Racine Boat Manufacturing
Co. has, during its few years in this
city, become one of the most stable
industries. The business is always on
the increase, and the company is
compelled to constantly work over-
time to fill some of the big orders
for launches and yachts.

Charlevoix Beet Sugar Plant Sold.

Charlevoix, July 24—The plant of
the Charlevoix Sugar Co. was re-
cently sold under the hammer by or-
der of the court. The highest bid
was $21,000, made by A. H. Miten-
dorf, of Ironton, Ohio, to whom the
plant was knocked down. Represen-
tatives of various concerns having
machinery partly unpaid for still in
the plant were present and gave no-
tice that they claimed ownership of
the property still unpaid for. Some
of them bid on the plant, but stopped
at $20,000.

This is said to be Maude Adams’
favorite story: A colored “gemman,”

name unknown, but called “Culpepper
Pete,” who, being enamored of some
dusky maiden, and not having the
courage to “pop” face to face, called
up the house where she worked and
asked for her over the telephone.
When he got the proper party on the
line he asked: “Is dat Miss John-
sing?” “Ya-as.” “Well, Miss John-
sing, I've got a most important ques-
tion to ask you.” “Ya-as.” “Will
you marry me?” “Ya-as. Who is it,
please?”

We Can
Help You

In getting beautiful aud harmonious tints
on your walls with

kbaslivxvi

Write for sample card of handsome
tints. Tellusjustwhat work you have to
do, and see how we can help you in getting
beautiful effects. Alabastine is nota dis-
ease breeding hot or cold water glue kalso-
mine, not a covering stuck on with paste
like wall paper, buta natural cement
rock base coating. Anyone can apply
it. Mix with cold water. Alabastine does
not rub or scale. Destroys disease germs

and vermin. No washing of walls after
once applied. Buy only in packages prop-
erly labeled. “ Hints on Decorating” and

pretty wall and ceiling design free.

ALABASTINE CO,,

Grand Rapids, Mich. New York City.

Crackers and
Sweet Goods

TRADE MARK

Our line is complete. If you have not tried
our goods ask us for samples and prices. We
will give you both.

Aiktnan Bakery Co.
Port Haron, Mich

Twelve Thousand of These
Cutters Sold by Us in 1904

We_herewith give the names of several concerns
showing how our cutters are used and_in what
uantities b}éblg concerns. Thirty are in use in
the Luyties Bros., large stores in“the city of St.
Louis, twenty-five in use by the Wm. Butler
Grocery Co,, of Phila., and twenty in_use by the
Schne_lderGrorerY& aking Co:, of Cincinnat,
and this fact should convince any merchant that
this is the cutter to buy, and for the reason that
we wish this to be our banner year we will, for a
short time, give an extra discolnt of io per cent.

COMPUTING CHEESE CUTTER CO,
'«21-23-25 N. Main. St ANDERSON, IND.

Michigan Summer Resorts

The land of summer

pleasures.

The cost is small for a stay of a week or a

month at any of the

resorts in the

Famous Michigan Fruit Belt

There is splendid fishing.

The bathing is unsurpassed.

Sailing or canoeing is a pleasure.

Golf and tennis grounds everywhere.

The hotels are justly famed for first class

entertainment.

In fact—but the many attractions are best
set forth in the booklets issued by the

Pere Marquette Railroad

A request addressed to

H. F. MOELLER. G. P. A,

Union Station, Detroit, Mich.

Will bring you this literature free.
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To-day you are worth in the scale
of the world’s wealth all those things
which you have or control to your
own peace of mind and accordingly
as you can measure against them the
money that will or will not buy.—
John A. Howland.

THE POPULATION PROBLEM.

That brilliant essayist, Agnes Rep-
plier, finds fault with those writers
who “paint realistically the squalor
and wretchedness of penury, without
admitting into their pictures one ray
of the sunshine that must some-
times gild the dreariest hovel in the
meanest street.” She finds a notable
example of this black art in the nov-
els of the late George Gissing and
cites the following passage descrip-
tive of the London of the poor, as
it appeared to that author when he
was compelled to take a suburban
train: “Over the pest-stricken region
of East London, sweltering in sun-
light which served only to reveal the
intimacies of abomination; across
miles of a city of the damned, such
as thought never conceived before
this age of ours; above streets swarm-
ing with a nameless populace, cruel-
ly exposed by the unwonted light of
heaven; stopping at stations which it
crushes the heart to think should be
the destination of any mortal—the
train made its way beyond the out-
most limits of dread, and entered up-
on a land of level meadows, of
hedges and trees, of crops and cat-
tle.” Miss Repplier is inclined to
believe that this is a trifle strained.
The “nameless populace” she im-
agines would be not a little surpris-
ed to hear itself described with such
dark eloquence. “l remember,” she
says, “once encountering in a third-
class English railway carriage a
butcher boy—he confided to me his
rank and profession—who waxed
boastful over the size and wealth of
London. ‘Tt's the biggest city in the
world, that's wot it is; it's got five
millions of people in it, that's wot
it's got; and I'm a Londoner, that’s
wot | am,” he said, glowing with
pride that was not without merit in
one of mean estate. The ‘city of the

damned’ appeared a city of the gods
to this young son of poverty.”
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The sincerest people may differ in
their ways* of looking at things. The
butcher boy was proud of being a
Londoner because London is the
biggest city in the world. He was
one of the units that go to make up
the prodigious total of its population,
but his consciousness of that fact
added not a little to his cheerfulness
and, no doubt, inclined him to take
an optimistic view of things in gen-
eral. Mr. Gissing’s natural delicacy,
his refinement, heightened by his lov-
ing study of the masterpieces of
ancient and modern poetry, revolted
against “the intimacies of abomina-
tion,” and all the sordid surroundings
which the hardness of his lot had
made familiar to him, but never tol-
erable. Such a man in such an en-
vironment may be more easily proud
of his country’s past than satisfied
with the present state of its civiliza-
tion. And yet there was never a time
when the government of Great Brit-
ain was so earnestly engaged in the
high endeavor to better the condition
of the races subject to her rule in
every quarter of the world—a fifth
of the human race.

Certainly the destitution and degra-
dation of the London poor set philan-
thropy one of the hardest tasks it
could be called to undertake. But it
is not all the result of individual in-
capacity, ignorance, sloth or wicked-
ness. The truth is that there is a
submerged element in every wealthy
and populous country which should
be regarded as one of the by-products
of progress as it has been directed
hitherto. It would be absurd to at-
tempt to account for it by conditions
that are exclusively modern. It was
to be found in Rome under the Em-
perors just as it is to be found to-
day in England under Edward VII
But one can see that what is most
urgently needed now is the disgorge-
ment of the overcrowded centers and
a more rational distribution of popu-
lation. Great Britain has immense
and sparsely-settled colonial posses-
sions to which her unemployed mul-
titudes should be enabled to emi-
grate as speedily as practicable. The
struggle of the great powers for terri-
torial expansion is due in part to
their sense of the importance of re-
lieving the pressure of population up-
on the home soil; but they find that
the emigrant usually prefers to settle
in some country that is already in the
enjoyment of established civilization
and organized industries to making
the venture in a land whose soil is

still virgin, although under the old
flag. The United States are, there-
fore. of all countries the most at-

tractive to him. The populations of
the South American republics would
have been far more rapidly increased
than they have been by immigration
if their governments had not been
so notoriously subject to revolution.
But the practical difficulties in the
way of appreciably diminishing the
populations of great cities like Lon-
don by government aid are, of course,
enormous. A government already at
its wits’ end to meet its current and
other unavoidable expenditures would
be slow to enter upon an experiment

so costly. In the next place, a for-
cible deportation would be imprac-
ticable, and the very classes which
it would be most desirable to send
abroad would probably be found most
reluctant to try a chance of fortune
remote from the accustomed excite-
ments of city life. And those, more-
over, are the classes that are least
welcome abroad.

It is plain, however, that something
more than room, something more
than an abundance of arable land, is
needed to arrest the overcrowding of
cities. That tendency is about as
strong in the United States as any-
where else. The introduction of ma-
chinery and new methods of culti-
vating the soil account only partial-
ly for this fact. The love of a
crowd, the craving for excitement,
are drawing men everywhere away
from the farm to the town. Cities
like New York and Chicago, it is
hardly too much to say, are now
more in need of emigration than of
immigration. There is growing up
in this country a formidably large
class of unskilled laborers—men who
know no trade or handicraft, .and
who find it extremely difficult to ac-
quire any learning of that sort on
account of the opposition of certain
labor organizations. But this con-
dition presents a problem for states-
men which mere politicians can hard-
ly be expected to solve.

Four representative workmen
from different trades and different
nationalities have written to the Bos-
ton Globe on the comparative pros-
perity of wage-earners in Europe and
America. The verdict is not alto-
gether favorable to America. Wages
are high, but work is hard, and the
cost of living is burdensome. It is
contended that immigrants are ignor-
ant of their rights, are deprived of
fellowship, and miss many of the
enjoyments of life, although it is ad-
mitted that they gain some advan-
tages and will be better off in the long
run. The fact that the foreigners
keep coming in increasing numbers
is the best evidence that this country
offers the most favorable conditions.
Were the case otherwise our immi-
grant problem would speedily solve
itself.

Since the anti-cigarette law has
been in force in Indiana one may
not sell or give away cigarettes, but
the courts have held that one may
make cigarettes for his own use. As
a consequence it is believed more ci-
garettes than ever are being con-
sumed in Indiana. Manufacturers
are sending cigarette papers free by
mail to all kinds and conditions of
people, and despite all protests the
mail carriers are bound to deliver
them. Indiana has heard more about
cigarettes than ever before. The
crusade has practically served as an
advertisement.

A woman never appreciates the ab-
solute simplicity of man until she ac-
cidentally discovers that, like life, he
is all vanity.

Many a man who sees his neigh-
bors’ glaring sins has his own con-
science chloroformed.

WITHHOLDING THE TRUTH.

That honesty is the best policy is a
general proposition which needs no
defense. Whether it is ever justifia-
ble to lie or withhold the truth is a
question which has vexed those who
love to study ethics, and common
sense suggests that it comes under
the adage that there are exceptions
to all rules. Certainly the most rea-
sonable exception is in the case of
physicians and surgeons who are
asked by their patients what are their
chances for recovery. The news-
papers the other day reported the
case of a man who had been told by
an occulist that in a short time he
would be totally blind. So overcome
and depressed was the patient by the
statement that he committed suicide,
assigning as the reason that he
might as well be dead as to be
blind. There can be few more ter-
rible prospects to put before a man
than that within a short time he will
lose his sight. If it could have come
upon him gradually he would have,
adjusted himself to it and accepted
the conditions with as good grace as
possible, determined to get as much
enjoyment as he could out of the bal-
ance of his days bound to be spent in
darkness.

Every physician and surgeon will
tell you that the mind has a great
deal of effect and influence upon the
sick. If they think there is no chance
to recover they give up hope and the
disease at once has a valuable ally
and the patient is much more liable
to succumb. If, on the other hand,
the sick are told that there is a good
chance, they will join the doctors and
the nurses in fighting for it and hope-
fulness, determination and ambition
to get well often turn the scale in a
patient's favor. The surgeons almost
invariably say to friends and relatives
before undertaking a delicate and dif-
ficult operation that danger attends it
and that they will all hope for the
best and hopefulness joined with skill
accomplishes wonderful results. It is
usually the duty of the doctor to ac-
quaint the friends of the patient with
the seriousnes of the illness, but the
cases are very few and far between
where there can be any justification
for a physician saying to a patient
that he has only one chance in a hun-
dred or that he is sure to die. That
cuts off hope and hope in some cases
is better than medicine. Every indi-
vidual has a certain amount of rally-
ing power which should be summoned
and if successfully called into requi-
sition it may turn the tide toward
health. These are the times when the
truth need not be told.

The rain cure is being taken by
many people in Texas. Wonderful
benefits are said to have been deriv-
ed by them simply from standing
naked for several hours in a down-
pour. If there is anything in this
cure it should make Western Michi-
gan a mecca for thousands who suffer
from the ills that flesh is heir to.
The supply of rain here is unlimited.

It is better to have your hero born
great than to thrust greatness on
him in the last chapter.



DOOR OF OPPORTUNITY

Must Be Restored by Regeneration of
the Corporation.

The wise traveler, lost in the moun-
tains at night, waits for the light. He
takes no chance of going over a preci-
pice. A wise people, confronted by
political or industrial uncertainties,
will profit by the traveler's example.
Truth is light. The truth of a condi-
tion of things once known, more than
half of the problem presented is solv-
ed. Let us turn, if we can, then, to
the exact truth of the industrial con-
ditions with which our country is con-
fronted.

We are now well into the fifteenth
year since the American people start-
ed out, through the Sherman act, and

the several state anti-trust acts, to
destroy the so-called trusts. Are they
destroyed? Are they diminished?

Has any one of them, except from
causes arising within itself, been de-
stroyed or diminished? True it s
that some of them have been bitted
and reined until they are again in the
highways of the law. Some of them
have voluntarily come back to the
highways of the law. Some have
never departed from these highways.
Some, it is suspected, are still at
large. But none that | can recall
have been destroyed; none have suc-
cumbed to the full length of purpose
with which, as a people, we started
out to annihilate them. Whatever
has been the success of our policy
of measureable control, the policy of
annihilation has proved a failure—a
flat, sheer failure.

The reason of this is not far to
seek. A corporation is only the indi-
vidual multiplied. The so-called
trust is nothing but the corporation
enlarged. In these days when enter-
prises have grown so large that no
single individual can launch them, or
keep them going, the only industrial
expedient that civilization has yet
found of massing and co-ordinating
the wealth of the many into one
management, unless we accept so-
cialism as a workable means, is the
corporation.  Socialism has yet to
prove itself; so that the corporation
is civilization’s sole and only way of
wielding large masses of capital. As
such, as | have many times said, the
corporation is here to stay. The
large corporation is here to stay. To
blind our eyes to this truth is to
grope in the mountains in the dark.

But there is no need in all this,
that we should conclude that there
is nothing wrong— that the manifest
public sense that there is something
wrong is without foundation. The
corporation is here to stay, but not
to set aside all the industrial and
commercial laws of the past. The
corporation is here to stay, but not
to destroy the individual ideals, the
individual aspirations, and the indi-
vidual opportunities, that have given
to the past everything in it that is
worth preserving. The corporations,
and the enterprises they embody,
have grown great. But behind them,
and above them, still rise the peaks
of humanity; higher than commerce
itself, for commerce only serves hu-
manity by sitting at its feet; higher
than manufacture; majestic above the
state itself. And the heart and the
hope of humanity is the Individual
Man.

One summer evening, a few years
ago, | found myself in one of our
Northern lakes, pushing out from
shore in a little boat, alone. The sky
was clear, revealing a firmament
from which the stars hung down like
points of light. The water was un-
ruffled as a mirror, holding in its
depth the inverted sky. No sign of
a horizon was in .sight. Upward,
downward, to the right, to the left,
whichever way | looked, w”re the
unending reaches of a world-filled
sphere; and, in its exact center, so
accurately placed that upon him con-
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verged all the lines of the universe,
was an individual—an almost un-
known Individual Man.

When we turn from these oceans
of space to the smaller sea of human
activity, the same great wonder con-
fronts us—all its lines converging on
the Individual Man.

Now the heritage of the Individual
Man is opportunity. Nothing is more
interesting than to trace the vicissi-
tudes through which that inheritance
has passed. In the first years of its
possession the Individual Man en-
joyed political freedom. In these first
years were laid the foundations of
the great philosophies and the great
religions. And in these first years,
too, were laid the foundations of pri-
vate property, with the attendant
commandment: Thou shalt not steal.

But although thus born into po-
litical freedom, the Individual Man
soon lost it, became a mere pack
horse in the procession—behind him
no pride, no hope before him. Al-
though born into freedom of thought,
in time he lost that. And although
born into equal opportunity to
achieve a measurable individual inde-
pendence, in those things that lie
closest to life, as our lives are here
ordered, in time he let these oppor-
tunities slip—watched them go down
engulfed in the greed and ambition
of the successful few.

It was to regain these lost liber-
ties, and this lost individual opportu-
nity, that the world has gone through
the most interesting struggles of its
history. It was to regain individual
opportunity, as much as to regain po-
litical liberty, that the fathers of this
continent pushed Westward through
the ocean; that their children scaled
the mountains that barricaded the
Atlantic; and that our children, in
their migrations farther Westward,
have gone to the borders of the
Western Ocean. To enjoy opportu-
nity; to measurably exercise individ-
ual dominion; to be a man among
men; a proprietor, even although in
a small way, among the proprietors—
these are the instinct, the incentive,
and in great part the hope of the race.
And it is just this instinct, this in-
dividual hope, that having mounted
the heights, seem ready to disappear
again.

The cause of this phenomenon—to
a republican people, an appalling phe-
nomenon—is the corporation. As us-
ual in all great phenomena, there are
many side causes. One is the prac-
tice of the railways that, through
discriminations, choose who in a
given community shall survive and
who shall go to the wall. But the
efficient, dominating cause is the cor-
poration—the utter insecurity that
our present corporation policy puts
into corporation proprietorship.

I have spoken so often on this
phase of this subject that in the way
of illustration | can only repeat my-
self. It is legally possible, for in-
stance, under our present corporation
policy, for three or five men to sit
at a table, lay a silver dollar in its
center, sign articles of incorporation
and subscription to stock, repocket
the dollar, forward by mail to the
state capitol the articles, and by re-
turn mail receive a certificate from
the state, under the state’s great seal,
that the corporation created is a
million dollar enterprise and that its
stock is fully paid up. 1 know of
one corporation that organized re-
cently under the laws of New Jer-
sey with an authorized capital of
forty million dollars. For some rea-
son this must have looked high even
to the promoters, for only ten mil-
lion were issued. After 3. 1 le
while these ten million were reduced
to two, whether from some scruple
of the stockholders, or some business
expedient, I do not know. All I do
know is that a little while after that
the corporation landed in a bankrupt-
cy couft, with assets all told of twen-
ty-five thousand dollars; and this
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twenty-five thousand dollars presum-
ably acquired on the credit of the
corporation, after its organization, for
the current liabilities exceeded these
assets.

The honor of the New Jersey men
individually is above reproach. Her
judiciary ranks with the best courts
in the land. Her Governor and her
State officers are chosen from among
her best citizenship. Within her
borders is the university at Prince-
ton, a fountain of learning and mor-
als that reaches every corner of our
country. But with all that, could
there be conceived a case, of the peo-
jpie of a commonwealth, more dis-
Itinctly putting the great seal of the
commonwealth, the token of its maj-
esty and honor, upon a contrivance
born a bankrupt and destined from
the beginning to a career of disaster?
What is to save a commonwealth, in
such a case, from the moral conse-
quences of having issued a false and
Ifraudulent certificate? What saves
it from justifiable denunciation, ex-
cept the fact that such spectacles
have become so common that they
are no longer looked upon with acute
disapproval?

It may be said that a case like this
can not occur under the laws of
some of our states. True. Corpora-
tions thus constituted find no paren-
tage in some of our states. But when
born in one state they can do busi-
ness in all the states. They do do
business in all the states. So well
understood is this, and so easily is it
accomplished, that the known paren-
tage of nearly every big corporation
in the country can be safely imputed
to one of the four or five states that
have secured a reputation for so-call-
ed liberality.

But although over capitalization is
a cause, it is not the only cause—in
my judgment, not even the chief
cause—of the sense of insecurity
which has crept into corporation pro-
prietorship. One of the chief causes
is the trick that can be played in the
priorities giyen to the corporation’s
securities. The value of a security in
lany industrial structure depends upon
its place of anchorage—the number
and amount of issues that precede it;
and no one, not an expert, can tell
where, in many of the greatest cor-
porations of this day, any given se-
curity comes in. Another is the un-
restrained liberty to insert into the
administration of corporations per-
sonal purposes, schemes for personal
advancement on the part of those
who ought to be the corporation’s
trustees. Let me illustrate that again
by a case coming under my own ob-
servation.

The case | refer to is a street rail-
way enterprise. It began originally,
many years ago, in several separate
companies, each issuing bonds and
stock, that more or less accurately
measured the cost and value of the
venture. So far, so good. The en-
terprise proved a prosperous one to
the shareholders, and the people of
the city were served in accordance
with the facilities and expectations of
that da%/. .

But the city happened to be one
that was growing by leaps and
bounds. It happened, also, that in
time the methods of street railway
operation radically changed. Cables
took the places of horses. Better
rails werelaid. Larger and better
cars were introduced. These two
causes combined necessitated a re-
organization—a reorganization that,
financially and in methods employed,
went to the foundations of the en-
terprise.

he reorganization came. It took
the form, financially, of an assump-
tion of the previous bonds, and a
guarantee of dividends on the previ-
ously issued stock. On the top of
these new bonds and new stock were
issued—the bonds, perhaps, fairly
representing the cost of the improve-
ment, the stock standing for the
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franchises and prospects of the com-
panies. An honest purpose faithfully
to serve the public, and to conserve
the interests of the bondholders and
stockholders, would unquestionably
have kept the enterprise safely upon
its feet.

But the honest purpose was not
there. A street railway, like any-
thing else that suffers wear and tear,
must provide means out of what it
earns to replenish its losses. This
was not done. Like any other enter-
prise, too, that suffers waste through
the changes introduced by progress
and invention, the street railway
must reserve out of its earnings some
portion at least of the means needed
for the re-adaptation. This was not
Idone. Through eighteen long years
the property was allowed to work
on, only partially replenished—on
some of its lines literally shaking
itself to pieces—while the earnings
went to dividends.

Now, what, in this instance, was
the controlling purpose; and how did
it attain its end? Deterioration, be-
ing gradual, is not readily discerned.
Dividends, on the contrary, are open
and discernible. To put earnings in-
to replenishment would have been
partially, at least, to conceal them.
ITo put earnings into dividends trum-
pets them. The open card was the
one played, and the one that quickly
established a value so apparent, that
from every quarter came in the
Istreams of small investments—each a
Irivulet, but united, a river—until the
ingenious manipulator, having dis-
posed of his own holdings at the
high prices established, took out a
personal fortune that would buy out
whole counties in the State of Illi-
nois. Even then the light was not
let in. More stock was issued on top
of the old; common stock on the
top of the preferred; and then the
crash.

There are other corporations in
this country—too many of them—
built on lines like these, stratification
on stratification, with secret seams
through which are sapped the foun-
dations on which the stratifications

restt. They go on well for a little
while.  But the hour of reckoning
comes; and when that hour comes,

|that which appeared solid as rock,
crumbles under thé stress of its own
rottenness. How can it be expected
that under a public policy that winks
at these things, the ordinary man can
feel otherwise than that he is ef-
fectually excluded, except as a vic-
tim, front that large part of his coun-
try’s properties?

How long, | ask you, my fellow
Americans, ought such a sham cor-
poration policy to be tolerated? How
long will we go on blindly setting
upon practices such as these the great
seals of our commonwealths? Are we
willing, as a peole, to go on indefinite-
ly, aiders and abettors of iniquity?
Men sometimes talk of corporate re-

form as interference with industrial
liberty. Who proposes to interfere
with industrial liberty? The high-

ways of our country are open to
every one who wishes to travel; is it
interference with travel that it shall
be under the restrictions of law— that
the automobile, for instance, shall not
tear down upon us at such a crazy
speed that all other travelers are
frightened from the road? The
streets and the market places of our
cities are open to all alike; is it any
interference with the liberty of trade
to put the traders under such super-
vision of law that confidence men and
swindlers may be excluded? When
five or more men wish to organize
a bank, a trust company or an insur-
ance company, is it interference with
liberty that the state see to it that
the companies be honesly organized
and that their management remain
along lines calculated to make them
a business success? Whence comes
this claim of liberty unrestrained by
law; this right to disdain law; this
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right to disdain the right of others;
to disdain decency; to entrap the
honest corporate enterprise of this
country into a seeming affiliation
with dishonesty and fraud?

But there are those who tell us, as
if that solved the question, that no
one is under compulsion to invest in
corporate securities; that to sympa-
thize with those who have made the
effort, and have been bitten, is a
waste of sympathy; and to try to
prevent such a thing in the future
Is a waste of energy. These men look
at. the whole subject as if it concern-
ed only the particular individuals in-
jured—as if it were the case of a
boiler exploding or a bridge going
down, whereby the people who hap-
pened to be there were severely and

permanently injured. Even in that
view of the matter, | would be for
corporate regeneration. But that

viewr is a narrow, inadequate view. It
does not take in, does not begin to
take in, the whole held of conse-
quences to be considered. True, in
some aspects of its existence, the cor-
poration is a mere artificial person,
with whom the nation is concerned
only as it is concerned with this or
that particular individual. But in its
most important aspects, its political
and human aspect, the corporation
is infinitely more than that. In these
days the corporation is nothing less
than the prevailing, the dominant me-
dium of proprietorship of nearly the
whole of the country’s industries. Is
not the nature and character of the
proprietorship of the country’s in-
dustries a matter of national concern?
Already this proprietorship compris-
es nearly one-third of the country’s
wealth and two-thirds of the wealth
that by reason of its occupation is
most constantly in the public eye.
Has the nation no concern in deter-
mining, so far as an enlightened pol-
icy can determine, whether this vast
interest, rapidly growing vaster, and
lying close to all the nerve centers
of our political life, shall engage the

interest and loyalty of the people
generally, or only a very limited
number of people? The questions

answer themselves. The first con-
cern of every government is the Indi-
vidual Man and its supreme concern
the extent to which the Individual
Man will remain attached, by the
bonds both of patriotism and of in-
terest, to the country’s institutions.
The most striking effect of our
present corporation policy upon the
Individual Man is that it is driving
him out of industrial proprietorship
altogether— that the ownership of the
industries of the country, an owner-
ship that on a wide base is a peo-
ple’s strength, is narrowing, narrow-
ing, until in nearly every industrial
center, the men of property can be
easily counted. | need not give the
cause of this; for on the face of the
cases | have given, and of transac-
tions that have become common
knowledge within the minds of all,
the cause lies completely revealed. |
give only the fact. The fact is that
the artisan no longer is a proprietor,
interested in the trade to which he is
attached; although only a few years
ago the artisan’s name, as proprietor,
was always to be found above the
shop door where he with his jour-
neymen and apprentices worked. The
fact is that the farmer and the mer-
chant no longer invest their surplus
in either neighborhood or distant
enterprises or directly loan to these
enterprises; although it is only afew
years ago since the merchants’ and
farmers’ savings reached investment,
not by way of the great financial in-
stitutions in the great money cen-
ters, but directly from man to man.
I am not criticising these modern
methods. | am only pointing out the
fact, that outside the ownership of
lands, widespread individual proprie-
torship is becoming a thing unknown;
that the corporation having absorbed
what a few years ago was owned in-
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dividually and absorbing also the new
wealth of the country as fast as it is
created, there is no room, as things
now stand, practically speaking, for
proprietorship by the ordinary man.
Do you doubt this—you the younger
men of this generation? Enquire,
then, of the men whose lives bridge
the old order of things with the new,
Enquire of them. Do you still doubt
it? Read carefully the statistics of
our Treasury Department. They will
show you that during the past five
and twenty years the wealth of this
country, man for man, has increased
io per cent. But they will show you
also that during the same period,
covering as it does the rise of our
great corporations, the sums that the
bulk of our citizens have left unin-
vested, except as deposited in finan-
cial institutions, to be loaned by
them to the great borrowers of the
country, have increased over 500
per cent. The cause of this is not
that our people fall back from in-
vestment in a corporation merely be-
cause it is a corporation. The banks
are corporations, and deposits essen-
tially are a form of investment. The
cause is not that we have lost the
instinct of proprietorship. The wish
to own something, on the part of
every American, to be on the way
to a personal independence, was nev-
er stronger than at the present day.
The cause is the sense of insecurity
that the career of the present day
corporation justifiably inspires. And
the effect will be, in time, a Govern-
ment where power will be in the peo-
ple, but property the concern of a
few only of the people—a sea of in-
compatible conditions through which
no government has ever yet success-
fully steered.

But you ask me, How can the
course of things, as they are now go-
ing, be changed? How can the indi-
vidual man be brought back into pro-
prietorship? My answer is: Take
the corporation at once and forever
out of the list of those things that
are treated as mad dogs; but at the
same time take it forever out of the
list of suspects. Put the corpora-
tion, as national banks and trust com-
panies are now put, under the super-
vision and control of law, to the end
that it become a faithful steward.
Make it, for instance, impossible for
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the promoters of the street railway,
the case | have mentioned, to have
diverted from replenishment the
earnings that under any honest ad-
ministration ought to have gone to
replenishment. That would have
been no stretch of supervision be-
yond what is exercised now in the
case of banks, insurance companies
and savings societies; and it would
have saved the investor in these
street railway securities from the fi-
nancial morass into which he was
led, and the public any cause for
justifiable indignation.

Make it impossible to capitalize
corporations at figures that can have
no purpose other than that of arti-
ficial and temporary inflation—infla-
tion that on collapse leaves the vic-
tim holding the bag.

Make impossible the geologic cap-
italization— the capitalization laid in
layers, one on top of the other, the
last kept green for a little while only
by dividends snatched from the air,
or abstracted from the assets, and
then, when the object has been at-
tained, allowed to dry up and perish
from the earth.

The great heart of the world has
always been with the man who works.
To him now, more than at any time
in previous history, is turning also
the world’s great brain. All over our
country are springing up examples
of labor taken into partnership with
capital—examples of the men who
create and the multitude who carry
out these creations making common
cause. Make it possible to give cor-
porate form and governmental se-
curity to this kind of just and help-
ful industrial affiliation. In short, as
I have just said, take the corporation
out of the list of suspects. Make it a
medium of ownership into which the
principles of justice enter, and the
instinct of our people, always alert
to help us, man for man, to an indi-
vidual independence, will do the rest.

In thus emphasizing, as the su-
preme object of corporate regenera-
tion, the individual man and his re-
admission into the proprietorship of
the country, | do not wish to be un-
derstood as saying that the move-
ment has not an economic as well
as a human side. But | have not
time to pursue the economic side.
My purpose is to press the moral
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issue. | wish, if | can, to wake up
my countrymen to the reality that
right under their eyes a world dra-
ma is enacting—a republican people
individually casting off their stake in

republican institutions. Upon the
specific measures that have been
proposed | have no word to offer

now. Except that the power to be
conferred must, so far as it relates
to interstate commerce, be conferred
upon the Nation, the time is not ripe
for the discussion of this or that
measure as the better means to the
end desired. What must be done
now, as clearing up the ground for
specific measures, is to bring into the
public consciousness what the exact
nature of the trouble is; to clear up
the popular vision; to kindle popular
interest; to bring our people back to
the ideal that the first requirement
of stable republican government is a
country owned by its people as well
as governed by its people.

A year ago last February | hap-
pened to be in Baltimore at the time
of the fire. With some friends |1
went that night to the scene of the
fire. As we passed the College of
Loyola | noticed that although the
college was lost in the surrounding
darkness, the cross on the tower was
just high enough to catch the reflec-
tion of the fire beyond. Indeed it
lost all appearance of connection with
the building, looking like a gleam-
ing emblem hung down from the
skies.

The fire had started in the south-
western portion of the business dis-
trict and was burning northward.
Already it had almost reached St.
Paul's church and the Cardinal’s Ca-
thedral. To the northward lay the
residence district, with its twenty
thousand roofs and hundred thous-
and women and children. Toward
these the fiend’s red eyes were set.
Toward these its thousand tongues
reached out. No power, it seemed
to me, could stop those jaws. But
athwart its path hung that gleaming
cross, and what it said was this:
“Not here, not here.”

Baffled, the fires turned eastward.
Before them was the pride of busi-
ness Baltimore—the structures of
stone and brick and steel, impregna-
ble to assault by conflagration. But
at this fancied security the fires
laughed. Like soldiers besieging a
citadel they leaped by hundreds into
door and window, emerging ten
thousand strong on parapet and roof;
until, where a fortress had seemed
to stand, stood now only a broken
shell.  Then, encouraged, the red
eyes and flaming tongues were turned
again to the north. But there still
gleamed the cross, saying: “Not here,
not here.”

Southeastward the fires turned.
Factory after factory, mill after mill,
went down. The great warehouses
flattened out—mere heaps of ashes.
Against the giant fiend nothing stood
up. But its back stayed turned to
the gleaming cross, until, licking up,
to the water’s edge, the remaining
wharves, it fled out to sea and 'was
seen no more.

All over our country—all over the
world—there are signs that fires are
smoldering. Should they ever break
out, there is no prosperity, no com-
mercial achievement, no mere na-
tional greatness, that will effectually
stay them. There is but one thing
that will prove availing: Justice!
That quality of justice, that opening
to every man the opportunity that is
rightly his, invokes over every insti-
tution into which it enters the pro-
tecting finger of Providence, and the
voice that admonishes: “Not here,
not here.” Peter S. Grosscup.

Sold as “American Made.”

A gentleman who is traveling
abroad inquiring into trade condi-
tions, having especial reference to

the promotion of American com-
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merce, has written that foreign manu-
facturers in England and on the con-
tinent imitate American products and
sell them under the title “American
made.” The correspondent says on
this point:

“1 find that a great deal of imita-
tion of our manufactures under the
title of ‘American’ is going on in
Great Britain and on the continent.
I was recently told in London that
many of the so-called ‘American
shoes,” as well as many other Ameri-
can articles being sold in Europe and
elsewhere, are really of European
make, but made after American pat-
terns, and the English and French,
as well as the Germans and Austrians,
are doing more or less of this, both
for the home markets and for export-
ation. Apparently quite large quan-
tities of genuine American manufac-
tures are being sent from England to
Egypt, India, the Straits Settlements,
China and Japan.

“In  Germany many articles of
American and English manufacture
are being duplicated, and some of
these are being sent to the Orient as
well as to South America, Africa and
elsewhere. These imitations are also
sold in German markets as ‘American-
made’ goods. This is especially true
of shoes made after American pat-
terns.

“Considerable quantities
chandise originally made in the
United States reach France from
England, the Netherlands and Bel-
gium, being imported, however, as
products of those countries, thus se-
curing in some cases the benefit of the
minimum tariff rate which France
does not accord to the United States.
This may explain in part why our
direct exports to France do not in-
crease as rapidly as to England, the
Netherlands and Belgium.”

of mer-

Preserving Woods in Sugar.

Two measures for seasoning timber
and preventing the growth of dry rot
and other diseases to which it is lia-
ble have their adherents. One
method advocates the ringing by the
removal of a wide strip of bark, in-
cluding the bast and sap layers, of
those trees which are to be felled in
the autumn, as soon as the leaves or
new fir needles have been formed.
The ascent of moisture from the
ground being thus hindered, the foli-
age extracts from the trunk all the
sap and liquid particles in the cells.
Moreover, wood thus treated dries
rapidly after being felled. Another
process recently brought forward is
that in which beet sugar or saccha-
rine replaces the sap in the trees and
drives out the natural humidity. The
log is rolled into a huge cylinder pro-
vided with pipes and supplied with
sugar. The heat from hot water
forced through the pipes boils the
sugar, which penetrates the pores of
the wood. Cold water is then sent
through the pipes, and the log is con-
veyed into a special room, where it
is dried by hot air. After being again
cooled, the wood is left in such con-
dition that insects cannot destroy it.
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It's the Total-
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In Bed For Three_Months Before Coming
For Treatment.

Dr. Willard M. Burleson,
Grand Rapids, Mich.

Dear Doctor:— i
. | suffered with protruding and bleed-
ing piles between 15 and 20 years. For
the last eight years | followed railroad
office work™ and | thought they would
not bother me at that kind of work, but
I found it made no difference. Ever
time | would ask a doctor about it all
the satisfaction | could get would be
that | would have to get them cut out,
and as that was a dread to me, | kept
letting them go and all the time | got
worse, Last October I was taken down
with them and cquld not walk.
about the first of January | had to go
to bed and they kept me there until
March seventh. Durln?_thls time | suf-
fered everything and fried all the pat-
ent medicines ever heard of with no re-
lief. On March_7th went to Grand
Rapids_and saw Dr. Burleson. Upon ex-
amination he found that | had two large
ulcers. He treated me without pain and
cured me. To say that | was grateful to
him is putting it mild. It is a pleasure
to go to his office, as his method is pain-
less and he is a gentleman in every re-
spect. His charges are very reasonable
and he wants no pay ,until cured. |
have been working on a farm all summer
and have not tried to protect myself in
the Jeast and can safely say, ""I am
cured.” i

To anyone who has the piles, let me
urge you to _go to Dr. Burleson, as there
is 'no” use in wasting time and money

on medicines. 1 am

Yours trulﬁ,

J. E. I-éA TEB,
Shelby, Mich., Sept. 19, 1904 =~

On His Way to Have Them Cut Out.
For the benefit of anyone sufferin
rom_piles, | would like to recommen
Dr. Burleson’s New Painless Dissolvent
Treatment as being sure, quick, cheap
and ractlcal_l% p%ln ess. In fact, every-
é)he claims for it..
ad suffered with piles for a number
of years, and as my work (that of dray-
man) was rather hard, thev caused me
much inconvenience, becoming so painful
at last that | started for Ann Arbor to
be operated on, but was advised by a
friend to stop in Grand Rapids and “see
Dr. Burleson. | did so and have been
thankful a thousand times_ that I did. |
was rather skeptical at first, the thing
seemed so simple that | could not be-
lieve the cure could be permanent. But
it is. | was operated on early in March,
the time consumed not being over an
hour and the operation being practically
painless, and came home and went to
wo y work was unusually hard the
first few days and | noticed a”slight re-
urn of the old trouble and went back.
(Let me say right here that the doctor
had explainéd to me that | might have to
take a second treatment.) he second
operation did not occupy more than ten
m*nutes and | have never felt a trace of
the old trouble since. As that was six
\d 1 have been lifting hard
and workKing in all positions and on a
wagon from 12 to 15 hours every working
day since, | am now positive the cure
is "permanent, and can heartily recom-
mend it to anyone suffering from piles.
In addition 1 would like "to say that
a patient receives most kindly and
courteous_ treatment and that the cost
1s very little compared with the bene-
fit one receives.
Yours very trulv,
MARK CRAW,
254 Washlngton St.

Oct. 1. 1904. Traverse City, Mich.

In 2 Treat-
10, 1904.

Suffered 14 Years;
me

nts.
Grand Rapids, Mich., Oct.
Willard M. Burleson, City

Cured
ts

Dr.

rug store ‘pile cures, at any rate they

continued to_grow worse until | was
in such condition that it was |m%055|ble
0 Iget a_good. m% }s.reft. WJJ some
egree, of suspicio finally decided as a
last resort to try your treatment, and |
am now happy to” state that after two
treatments, | "believe my case to be
cured. All suffering from hemorrhoids
of any form can, | confidently believe, be
cured by your method. Yours truly.

. A. GREEN, .
Engineer Dep’t G. R. A L Rjr.

MICHIGAN TRADESMAN

Piles=Fistulae Cured

Without Chloroform, Knife or Pain

Family Physician Did Not Want Her to

ome.
Vermontville, Mich., Sept. 18, 1904.
Dr. Willard M. Burleson,
Grand Rapids, Mich.

Dear Doctor:— i

I am only too glad to do an thlngf |
can for you to show my gratifude Tor
the %reat_beneflt you have brought me
and to_bring others suffering as | was
to receive the same relief.

I have suffered with piles for about
eight years and have at intervals of a
week or ten days been unable to leave
my bed, and_suffered intensely. W ith-
out exaggeration | have used at least 50
boxes of” “Pyramid Pile Cure,” as_well
as numerous other “cure-alls,” without
receiving permanent relief. At last there
was no relief for me except through an
operation. | had often seen your adver-
tisement and in fact had written you and
received one of your little books of testi-
monials, etc., but_your claims and cures
seemed_so impossible that | could hardly
credit it. My brother, however, who
was awaY_ from home and was sent for,
being obliged to wait in Grand Rapids
for some time, improved the opportunity
to call on you, and was very favorahl
impressed b ou and came "home wit
the determination that | %o to_you for
treatment immediately. Therefore, on
the first of May, last, against the advice
of my physician and all my friends |
went to Grand Rapids and took the first
of 19 daily treatments. The relief was
immediate, as from the first | did not
suffer one-half what had suffered
nearly every hour of the three weeks
precedlnlg, and from the fifth treatment
on | felt more comfortable than | had
for the greater part of the time in elgnht
ears, and far from being painful, e
reatments were actually soothing. |
have had no recurrences "of the trouble

Bad Case Cured In Two Treatments.
X lonia, Mich., Oct. 20, 1904.
Dr. Willard M. Burleson,
Grand Rapids. Mich.
My Dear Sir:
ith reference to your treatment for

rectal diseases, will say that a member
of my family was afflicted with a very
severe case of protrudm? piles for a
number of years and suffered intensely.
All kinds of medicine and several doc-
tors were tried, but to no avail. We
heard of slou_r good work in_curing such
cases, and without the administrafion of
anaesthetics, and we decided we would
try %/our new painless dissolvent treat-
menf. This was done with some mis-
?lvmgs, but we are now very thankful
hat we did, for after two of your treat-
ments the piles are all gone and the
patient is in better health than before
in years. .

I" never lose an opportunity to speak
a good word for you and your treat-

ment, and will gladly answer any in-
quiry. ours v\e/\r)/ truly,
HERBERT . EVEREST.
Could Not Walk.
Dr. Willard M. Burleson, .
Grand Rapids, Mich.,

Dear Doctor:— o
Words cannot express my appreciation
of your kindness to me. and your skill
in treating me for piles. |
troubled for 12 years and for the past
few years had suffered all the time. 1
could”not work or even walk without my
?Iles coming out. | had driven team for
he past few winters and many a day
when the weather was below zero | had
to lie on my load, face down, in order

to keep ..ié piles inside. Although 1
suffered much from the cold and nearly
froze to death many times, | chose it

as the lesser of the "‘two evils, for when

EVERY CASE
CURED

since and from my own experience as
well as personal observation of other
cases far worse than mine, | am thor-
oughly convinced that you can do all
you claim, while the éxtreme reason-
ableness of your terms is sufficient to
convince anyone that you are working
to relieve the sufferings of humanity
and not to become a “Croesus.” no
?J‘r?dgew hesitate on account of lack of

I would most heartily advise anyone
suffering with piles to” go to you for
treatment immediately and it will be a
pleasure to me to give the particulars
of my case_and answer any inquiries of
anyone desiring information. 1 am,

Yours most sincer Ig,
MRS. MYRAH C. ENNETT.

Piles 20 Years; Cured in One Treatment.

Dr. Willard M. Burleson,
Grand Rapids, Mich.
Dear Doctor:—
I cannot thank you enough for what
ou have done fof me. | “suffered for
wenty years with the protruding and
bleeding “piles. | was in misery all the
time and could hardIP/ work, but | am
thankful to say that [ am now well and
ou cured me 'in one painless treatment.
am always pleased _to relate_ my ex-
ehrlednce tc% ho der sufferderlsI with pllec?.
ad spen ndre ollars for med-
_gnd WlIJTh other doctors, % 0
no relief. | would not take a thousand
dollars and be back in the condition |
was before coming to you.
W ishing you success in your good work,

I am, Yours truly,
WM. BERG,

Sept. 10. 1904.
Grand Haven, Mich.,, R. F. D.

the é)lles were out the% pained me so |
could not stand it, and bled so much that
it made me very weak. | had not gone
home from my~work a night in years
without blood in my shoes from the in-
fernal piles. No onhe who has not had
th%@e gursed things can realize what |
suffered.

When | went to you, you examined
me ana tola me that you Could cure my
case, and | am glad to say that you had
no trouble in keeping youf word.” | have
regained my health and can now do more
work than ‘| could before in years. | feel
very thankful to you for your kind treat-

ment and fgladle/ recommend you to all
sufferers of rectal trouble. 1 am.
Your friend,
HOMER MILLER,
Ooct. 1, 1904. She™ a" MiCh'

Piles Have No Terrors For Him.

Willard M. Burleson.

Grand Rapids, Mich.,
Dear Doctor.—

The piles have no more terrors for m
| know where can get relief if thi
ever »-eturn. | am beginning to te
what it is to be a well man again, than!
to you and your method.

1 have had a, very pleasant summt

Dr.

Lol o a1l REING TS
htte \/_lallage o\fv Newniira. 9 .
It will be a pleasure to speak a HOI
word for you whenever Hossmle. | ha'
great faith in your method and | kne
that you are just what you represe
yourself to be and that you will <
what you say you will do. "I am,
Very respectfully yours,

, FRED KERR,

°ct 7 Shelby, Mic

Nervous Wreck Cured in One Treatment.

GOODRICH & STANLEY,
Manufacturers ofB _Cﬁment Blocks
rick.

Traverse Cit)é, Mich., Sept. 24, 1904.
Dr. Willard M. Burleson, .
Grand Rapids, Mich.

Dear Sir and Friend:— X

had suffered with bleeding and pro-
truding piles for 20 years and they grew
worse all the time, was operated on
twice by m;ectm_? the tumors, = which
almost fook my life. Used all kinds of
ointments and suppositories to no effect.
M¥_nerves became so wrecked that | was
obliged to go out of business. In some
way | saw Dr. Burleson's advertisement
and decided to tr){ once more to get re-
lieved. | did not expect to get cured.
But I was cured with one treaiment and
have been able to do any kind of hard
work since. | would advise any sufferer
from piles to go at once and see Dr.
Burleson and not spend your money as
I did for salves and on quacks. I will
gladly answer any questions of anyone
writing me, for 1"know that Dr. Burle-
son can cure you.

ours respectfullx,
E. STANLEY.
1119 W. Front St.

Swindled By a Quack.
Rockford, Mich., (R. F. D. 28.) Oct. 10.
Dr. Willard M. Burleson,

Grand Rapids, Mich.
Dear Doctor:—

For years | was a sufferer from pro-
truding piles, which caused me no end
of suffering and often incapacitated me
from doing my work. tried to find
some medicine that would cure me, but
failed. Several years ago | was treated
by a specialist in your city, but he onl
took my money and did me no good. [t
took me some time before | realized that
| had run up against a quack, and then
| _quit. This experience made me sus-

icious and | was slow to try it again,

ut | was_ finally driven to do” somethin

and knowing of 'some cases that you ha
cured, decided to go to you. You cured
me with the greatest ease and | never
had a bit of "protrusion after the first
treatment.

I have recommended you to a num-
ber of my friends and you have cured
all_ of them as easily as” you cured me.

Refer anybody to me, if always gives
me pleasure to say a goo? fword for you.

rate

ully,
FRED ZIMM%RMAN.

Cured In One Treatment Without Pain.
Pastor’s Study, M. E. Church.
Charles Hayward, Pastor.

. Beaverton, ‘Mich., Oct. 11, 1904.
Dr. Willard M. Burleson,

Grand Rapids, Mich.
MY Dear Dr. Burleson:— i X

can cheerfully add my testimonial to

your list.  You  accomplished all you
claimed to do in my case. Really, |
felt that | must take time and see for
myself whether your work was a suc-

and

cess. but | must confess that | cannot
see any signs_of returning trouble. For
ears [ was afflicted with protruding and
leeding piles, also a prolapse and you

cured me in one painless treatment b
our New Painless Dissolvent Method.
ou are welcome to use m_Y name in
any capacity in which it will do good.
| am ratefullx\)/ours,
REV. CHAS. HAYWARD.
N VU wugbiih rues \auaars
Dr Willard M. Burleson cured my wife
or a very bad case of protruding piles.
Tie treatment was painless and caused
her no apparent discomfort.
I hope to be able to convince many suf-
ferers of his great success.
M. JENSEN,

. Greenville. Mich.
October 1, 1904.

; ad Ulcer Cured,

Dr Wlllar(? R/I Eurleson cured me of
a very painful Rectal Ulcer, and | am
pleased to recommend his treatment to
others RS. W. E. PORR.
Oct. 21, 1904. Albion, Mich.

s bFIstL_JIae Easily Cured.

ewaing.. Mich., Sept. 16. 1904,
This ?s to cegrtig\){l t'ﬂat Ipwas,a icted
about one year ago with a fistula (a
10rm of piles) which got to be more and
more aggravating, so that last spring T
consulted Dr. Burleson and consented to
treatment, which has given me very sat-
isfactory results and™ | gladly recom-
mend him to those Xersons similarly

afflicted. RICHARD MARTINI.



Bad Case of Prolapsus Cured.

_Chatsworth, 111, Sept. 19, 1904.
Dr. Willard M. Burleson,
Grand Rapids, Mich.
Dear Doctor:—

_In consideration of the lifelong bene-
fits | have received at your hands,
deem it no more than human gratitude

to write thanking you for the “services
you have rendered” me. and trust you
may be able to use this letter in a man-
ner that will enable others who are suf-
ferers as | was to secure a lasting cure
as you _have accomplished in my case.

| “suffered for upwards of thirty years
with hemorrhoids’ and prolapsus, * and
trying suppositories and  lotions of all
kinds, and being treated by doctors and
receiving no permanent benefits, my state
of health had become almost unbearable
from intense suffering and loss of blood.
I was unfitted for business of any kind
on account of the nervous condition into
which the pain and inconvenience | had
suffered had gotten me. Through the
kindness of a mutual friend | learped of
Youtand your unparalled success in tne
rea

ment” of rectal _troubles. On e
seventh day of April I _managed to get
to your office in Grand Rapids. The fol-

Iome day you olperated upon me. Ten
days later'you performed a second opera-
tion, and within a _month after the time
of the first operation | returned to my
home in Chatsworth, cured of the ter-
rible trouble which had made the greater
part of my life almost a burden To me.

| am happy to be able to add that the
cure is a permanent one and do not be-
lieve that | will ever again be annoyed
by the old trouble.

During the time | was under treat-
ment by you, | met and conversed with
numerous” patients who said they were

suffering with complaints of a "nature
similar to mine, and for whom you ef-
fected a cure Iin much less time than

you took to cure me But after the
years of sufferln% which | endured, 1
consider the month | spent under your
care to be the “best spent” month of
my entire life, as | am now enjoying a
state of health and freedom from pain
and inconvenience formerly unknown to
m

e.

. You are at liberty to use. this letter
in any manner you rnay desire towards
letting others know of~ the wonderful

cure you have accomplished for me, and
I will"gladly refer any “Doubting Thom-
ases” fo innumerablé of my “personal

friends. who are familiar with the facts
regarding the cure you accomplished for
me. Yours truly.

JAMES A. SMITH.

Piles 10 Years Cured in 60 Minutes.

1 was a sufferer for more than 10 years
with a very bad case of protruding,
.| tried many of the so-

called ‘remedies, but received
any benefit from them. | was told by
several {Jhys_lcmns that the onI%/_ Wa%/ |
could get relief was by an operafion ffnd

even then the%/ would not guarantee a
cure. About fwo months ago | was
obliged to quit work and bed.

. v 1d, go to
calling in the famlIP/ physician, who rec-
ommended Dr. Burles | took his ad-
vice and | am well and strong again.
Dr. Burleson cured me completely ‘with
one treatment, and no one, except he
who has suffered in the same way. knows
what a relief it is to be free from this
painful and aggravating disease.

1 gladly recommend Dr. Burleson and
will “gladly answer any letters of in-
quiry that" may be addressed to me.

G. PIERCE.
October 1, 1904. Alma, Mich.

Piles Many Years; Cured In One Treat-
ment.

X Toledo, Ohio, Sept. 17, 1904.
Dr. Willard M. Burleson,

Grand Rapids, Mich.
Dear Doctor

I was afflicted with ﬁrotrudintg piles

for man_%/_years—so_ much so that | had
great difficulty at times about doing my
work. | tried numerous remedies, but

nothing helped me permanently until |
went to ¥ou, more than a year ago.

I cheerfully recommend your painless
method of treatment. It has done waon-
ders for_me. Shall always feel grateful
to you for the benefit réceived. =~ Wish-
|Ing you success and again thanking you,

am,

Yours very truly,
MRS. C. S. FORD,
432 Western Ave.
(Formerly of Cedar Springs. Mich.)
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Just As Young as He Used to Be.
Office of A. J. Bradford, U. S. Pension
Attorney, Justice of the Peace and
Conveyancer and_ Dealer in Real Es-
tate, Baldwin, Mich., Dec. 16, 1903,
MDfr]. Willard M. Burleson, Grand Rapids,
ic

. Dear Doctor—I| suffered with protrud-
ing piles for 35 years and spent hundreds
of dollars for relief, but Iin vain, until
| tried your absorbent method. At times
was confined to my bed and unable to
work for weeks, but thanks to you and
our new method, the one operation has
been perfectly successful, and | am gain-
ing flesh and health every day. It seems
almost incredulous that your simple rem-
edy should cure so quickly and painless-
ly,” and that | should be able to do just
as hard a day’s work as_when | was a
young man. am now 61 years old, an
old soldier of the war of the rebellion,
and | feel just as youn%_as I used to do
In_my younger days. ixty days ago |
left your office and rode home, 75 miles
without any discomfort whatever, an
have been steadlly gaining ever since,
My friends all talk "about my wonderful
recovery, and | tell them that to Dr. Wil-
lar . Burleson stand all the credit
gntd glory for my present healthful con-
ition.

You can refer any and all persons to
me at any time, and | will. convince
them that this testimonial is from a
grateful heart. Very respectfully,

ANDREW J. BRADFORD.

Nine Months’ Did Him No
_Rockford, Mich., March 1, 1905.
Dr. Willard_M. Burleson,
Grand Rapids, Mich.

Dear Doctor:— i X

It has now been some time since |
took your treatment and | am satisfied
that I"am perfectly cured. | suffered for
12 Jl_ears with a_very bad case of pro-
truding piles, which often confined me to
bed for days at a time. | had tried ever
remedy | Could hear of, but the piles still
stayed” with me. Several years ago |
took treatment for about nine months of
a man who has posed in your city as
a rectal specialist for a number of years,
but he did me no good at all, buf took
my money. | called on you as a sort of
forlorn hope, hardly expectm? to take
treatment, but was so favorably impress-
ed. that | decided to give you a trial, and
I have never regretted that | did. From
my own experience | am satisfied that
you are the only man in Grand Rapids
that knows anything about piles. | am.

Yours truly,
HENRY HESSLER.

Treatment

Well-Known Business Man Cured.
Dr. Willard M. Burleson, City.

Dear Doctor— e

| wish to express my appreciation of
your treatment. | suffered for about 20
years with a bad case of piles and from
my experience with you | know that you
can do all you claim, and more, too. |
never lose an opportunity to recommend
you to my friends. No person with piles
can make a mistake by going to you for

treatment. | know of many other bad
cases, which you have cured.” | am
Gratefull ours,
| OTTO WEBER,
(Otto Weber & Co.)

W illard M. Burleson, M.D.

Rectal Specialist.

Originator of the New Painless Dissolv-
ent Method of Treatment for the Cure
of Piles and all other Diseases of the
Rectum.

103 Monroe St.

Charges and Terms

My charges are always reasonable and
are for a complete, permanent and guar-
anteed cure. The exact amount can only
be determined upon a complete examina-
tion. Any person who is not prepared

No Intelligent Person Can Doubt This
Overwhelming Evidence of the Suc=
cess of the Greatest Discovery Ever
Made for the Cure of Piles

Fistulae Easily Cured.

. Sebewaing, Mich., Sept. 16, 1904
This is to cerfify that | was afflicted
about one year ago with a fistula (a form
of piles) which got to be more and more
agFravatlng, so that last spring | con-
ulted Dr.” Burleson and consented to
treatment, which has given me very sat-
isfactory results, and I_gl_adl¥ recommend

him to those persons similarly afflicted.

RICHARD ARTINI.
Easily Cured.
Nov. 2¥1,

The Knife Failed Twice;
Teto 1904.

i skeé, Mich.,
Dr. Willard M. Burleson,
Dear Siri—

Grand Rapids, Mich.

In answer to your inquiry regarding my
condition since receiving your treatment,
am pleased to say that it is very satis-
factory. After suffering for 15 years and
having submitted to two very painful

operations, | had about decided that |

could not be cured. Your method of

treatment was so effective and painless

it seems almost like a miracle. am
Yours truly,

. R. SLY,
Vice-President Elk Portland Cement &
Lime Co.

Duty To Recommend the Treatment.
Willard M. Burleson, City.
Dear Doctor— X X
Having had personal experience with
Your new painless method of curing piles.
feel it a duty to suffering humanity to
spread the news of your great work.
never lose an opportunity to recommend
you and it will give me great pleasure
to answer any inquiries you may refer to

me. | am Yours truly,
REV. FATHIlER

A
Dr.

KRAKOWSKI.
68 Butterworth Ave.

Lthough he paid the largest fee.
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to pay the entire fee at once will be al-
lowed to make payments as his conven-
ience permits.

Any person who is too poor to pay will
be cured absolutely free of charge and
will  receive as careful attention as
I want
no person to be kept from the benefits of
'my wonderful financial
reasons.

Write any of the people whose testi-
monials appear here and ask them if
they were satisfied with my charges and
terms.

discovery for

The Method

| cure Piles by a NEW PAINLESS
IDISSOLVENT METHOD, which is my
own discovery, no other person using it
or knowing what it is. No hazardous
operation of any kind is employed and
[no knife or chloroform used. Many bad
Icases are cured in one painless treat-
ment and few cases require more than
two weeks for a complete cure. The
PATIENT CAN ATTEND TO BUSINESS
DURING THE COURSE OF TREAT-
MENT.

| have a booklet explaining my method
more fully than | can explain it here,
and | am pleased to send this booklet to
anyone who will ask for it.

Any sufferer solicitous for his own
Iwelfare would not think of submitting
to any other method of treatment, after
investigating my Painless Dissolvent
| Method for the cure of Piles and all
other Diseases of the Rectum.
| SEND FOR BOOKLET, IT CONTAINS
IMUCH VALUABLE INFORMATION.

How to Find Out

Ask some one who knows, some one
who has been cured, some one who has
tried everything else without relief.
Write to any of the people whose testi-
monials appear here. They will tell you
truthfully of their experience and without
prejudice.

Don’t ask some one who knows no
more about it than you do. Don’t ask
some doctor who is trying to get you to
submit to the knife. He is all one-sided
and can see nothing but the knife and a
small prospective fee. The experience
of A J. White, as told in his testimonial
in booklet, is a good illustration of this.
He investigated for himself, however,
and then did the only thing any sensible
person could do—come to me and was
cured without submitting to a barbarous
surgical operation.

Any person who investigates honestly
and carefully would not think of submit-
ting to any other method of treatment.

Guarantee

I guarantee to cure piles and all other
diseases of the rectum or accept no pay
for my services. Any person who doubts
my ability to cure néed not one cent
until satisfied that
claimed. IF 1 FAI
NO CHARGE. | REQUIR NO
POSIT OR WRITTEN CONTRACT.

Write and ask any of the'people whose
testimonials a?tpear here if my guarantee
iIs not good. your trouble ever returns
after | cure you, | guarantee to cure you
again free of charge.

Testimonials and References

I have hundreds of other testimonials
of cured patients which 1 have not room
to publish here. | can also refer you to
many prominent people who have known
me for ¥ears. .

I would say for the benefit of out-of-
town people that | am a permanent resi-
dent of Grand Rapids and have practiced
medicine in this city for years.

The enormous practice I enjoy is con-
clusive proof of my success._~ ~

Dr. Willard M Burleson

Rectal Specialist
103 Monroe Street, Grand Rapids, Mich.
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Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, July 29— The spot cof-
fee market continues firm and adds
to the strength almost every day.
There is a comparatively small sup-
ply of lower grades and some slight
advance has taken place. Rio No. 7
seems to be pretty well established
now at 8}A@8jEc. Of Brazil coffee
there are in store and afloat 3,748,-
147 bags, against 2,778,400 bags at
the same time last year. Mild grades,
in sympathy with Brazil sorts, seem
to be well sustained, and at the close
good Cucuta is worth 934@9/4c and
good average Bogotas ii@iildc.
Some pretty good lots of Maracaibos
have changed hands and holders feel
confident as to the future. East In-
dias have remained steady, but the
demand is of only moderate propor-
tions.

The sugar market is “picking up.”
It is said that on Wednesday and
Thursday Arbuckles sold 200,000 bar-
rels. Figure this up at about $15 a
barrel, and you get “a good round
sum.” The general market, as com-
pared with previous weeks, can be
called active. Quotations are some-
what unsettled and it is hardly safe
to say just what the established rate
on granulated is. All refineries are
actively at work and everybody seems
content.

The “consuming public” seem to
be taking very little tea and the gen-
eral outlook is in favor of the buyer.
Primary markets are firm and re-
ports come of short crops; but none
of these things moves the American
buyer and he takes small lots to
tide him over a little while.

The trade in rice is not as active
as a week ago and yet matters might
easily be worse. Stocks are moder-
ate and quotations are well sustain-
ed. Prime to choice domestic is
quotable at 4@4j~c.

Sales of spices have not been very
large, but the market is well sus-
tained on about every article.
Stocks are certainly moderate and
the outlook for the future certainly
seems favorable for higher quota-
tions.

The molasses market has been de-
cidedly active for midsummer and.
while sales are not, as a rule, of large
lots, there is a confident feeling as
to the future, and it is rather hard to
find any “bargains.” Offerings are
light and quotations as yet are with-
out any perceptible change. The de-
mand for low grade has been well
sustained. Syrups are firm and both
the home and export trade have
shown some interest.

The canned goods market is be-
coming more interesting and toma-
toes especially are more firmly sus-
tained than for a long time. Itwould
be difficult to find any desirable stock
for less than 70c, nor would it be
fair to assume that 72$4c is well es-
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tablished because a few cases have
sold at that. Reports all indicate a
comparatively short output, but there
is likely to be enough to go around.
Salmon is now reported as making
a big run and packers are making the
most of it. The trade seems to be
awaiting the result of the pack of
Sockeye fish before they start opera-
tions. Peas are very likely to be
light delivery and holders are gener-
ally very firm in their views. Corn
is unchanged and quiet. The crop in
Maine promises well if there is no

early frost.
Extra creamery butter is officially
up and at the close seems to be

pretty well established at 2lc. Sec-
onds to firsts, 195'£E@20j£c; imitation
creamery, steady at i8@19J4c; West-
ern factory, i6j4@i7/4c; renovated,
in moderate demand at i6J4@I9C.

Cheese shows some improvement.
There is a good deal of difference
in the quality of arrivals and much
stock shows the effect of heat. At
the close New York State full cream
small size is worth 1034c. Large
sizes are in light demand and the sup-
ply very moderate.

The arrivals of eggs show an
enormous quantity of inferior stock.
The heat has been too much for them
and prices show wide variation. If
good goods are really desirable they
fetch i8J4@19J4c for Western and
from this down to 12@i3c.

His Only Opportunity.
“Little boy,” said a gentleman,
“why do you carry that umbrella over

your head? It's not raining.”
“No.”
“And the sun is not shining.”
“NoO.

“Then why do you carry it?”

“'Cause when it rains pa wants it
and when the sun shines ma uses it
and it's only this kind of weather that
I can get to use it at all.”

Croakers always advertise their

own swamps.

He moves no one who can not be
moved.

Finest Toast in the World
A Health Food sold at moderate
prices
Sold in barrels and cases, 3 and 5
dozen cartons in case

Ask for prices

Special price in large quantities

Manufactured only by

DUTCH RUSK COMPANY
HOLLAND, MICH.

For sale in Grand Rapids by
Judson Grocer Co.

Ten Strike

PUTNAIT FACTORY,

The

Manufacturers’ Agents
for all kinds of

Fruit Packages

Citizens Phone, 1881

10 Boxes 50 Pounds

A Display Tray with Every Box

Superior Chocolates, Assorted Cream Cakes, Cape Cod
Berries, Messina Sweets, Apricot Tarts, Chocolate Covered
Caramels, Oriental Crystals, Italian Cream Bon Bons, Fruit
Nougatines, Ripe Fruits.

Try one case.

Price $6.75.

Grand Rapids, Mich.

B w aH O M

“ If you don’t buy candy of

Hanselman Candy Co.

Kalamazoo, Mich.

you don’t buy candy right.”

Reputation

If you can’t make out the next line
hold it up to the looking glass

Jpgi @ pdgsinSupsiQ saipue™ *y jy *g <8
This means business—a steady growing business for you—
you need us as bad as we need you.

STRAUB BROS. & AMIOTTE
TRAVERSE CITY, MICH.

ational Candy Co.

Seel

Bushels, Half Bnshels and Covers; Berry Crates and Boxes;
Climax Grape and Peach Baskets.
Write us for prices on car lots or less.

Warehouse, Corner E. Fulton and Ferry Sts., Grand Rapids

Satisfaction guaranteed.

n n

Assortment

Every Package Put Out Adds to Our

John G. Doan Company

n



THE WHISKY HABIT.

Why the Business Man Must Cutj

It Out.
W ritten for the Tradesman.

As | understand the situation, the
Tradesman is not a prohibition pa-
per. Neither am | a prohibitionist.
I am not talking temperance on mor-
al grounds, although that may well
be done. What |I am trying to show
is that business men, and especially
young business men, can not afford
to drink whisky. It is a cold, hard
business proposition that | am pre-
senting. Whisky drinking does not
pay.

There may be some excuse for the
convivial habits of the veteran com-
mercial man who has made his pile
and seeks a wrong-headed, delayed

youth in a worn-out old age, but
there is none for the young man
who wants to make his way in the

world. A reprehensible feature of
this sort of drinking is that the vet-
eran sets a bad example for the men
who are just starting in.

If the veteran clouds his intellect
and gets out of bed in the morn-
ing with a heavy head, a sick stom-
ach and an anxiety to know what he
has been doing and saying in his
maudlin hours, that is his own busi-
ness. If he seeks a relaxation which
bestows an hour of exhilaration and
half a day of headache and remorse,
that is his own affair. The regretta-
ble thing about the matter is that the
young men see only the merry hour
—never the dejection of the cold,
gray dawn.

I am convinced that if the veter-
ans of convivial habits 1 am writing
about should again engage in active
business they would release an em-
ploye the first time they saw him
drinking intoxicants. They did not
make their money while befuddled
with liquor, and you cannot make
them believe any one else can achieve
success under such conditions.

Here is a case in point which
shows how active is the business boy-
cott on whisky: | know a young
business man who is influential in
many branches of commercial life.
There is never a day when he can
not place a dozen men in responsible
positions—that is, if he can find the
men he is willing to recommend.
And yet he does not run an employ-
ment bureau. He is just a plain busi-
ness man with a knowledge of char-
acter, and he serves his friends with-
out reward.

Not long ago a traveling man was
recommended to this young man for
a position. This applicant seemed
to be of the right sort. He had a
technical knowledge of the business
he sought to engage in. He had a
good record as a salesman. There
was only one question the business
man did not ask the applicant, and
that was the all-important one, “Do
you drink whisky?”

I do not know why he did not
ask this question. He is usually
prompt enough with it. After the
conversation had reached this point,
my friend proposed a luncheon. They
went to a place where eatables and
drinkables are served and the trav-
eling man was asked what he would
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have. He hesitated. The business
man said he would take whisky
straight and the other smiled a
good-fellowish smile and said he

would take the same drink. Then the
business man changed his order.

“I'll take buttermilk instead,” he
said.

| do not know how good that sol-
itary glass of whisky tasted to the
applicant, but | do know that he did
not get the position he sought. He
threw away a chance for a drink.
Young business men are doing the
same thing every day.

There is no chance for argument
here. To use a term' of the street,
men who control the best positions
will not stand for whisky. They pay
men for what they can do with their
intellectual powers at their best.
They are not willing to enter into
partnership with whisky, give the
bottle imp the first chance, and pay
the entire salary.

There are men who drink whisky
and succeed, but the size of the
group is not encouraging. There are
even business men who drink whisky
and seem to succeed. They glide
along over sunken rocks and seem
to lead a charmed life. First, friends
indorse their paper. Then relatives
step in. Then the whole world finds
out where the trouble lies, and there
is a funeral or one more chair-warm-
er in a cheap saloon. You can not
eat your cake and have it, too. You
can not lead the life of a man-about-
town and run your business success-
fully. Cut whisky out.

To be honest about it, I can not
understand why young business men
want to drink whisky. It does not
taste good—at least | have been so
informed. It mixes one up withra
lot of bums he wouldn’t speak to

when in his right mind. It sends
him about his business in a dazed
condition. It knocks his stomach

out, and he does not know how a

good meal tastes from one year’s
end to another.

Conviviality is the only excuse.
There are people who like to get
off alone and have a “souse.” There
are even those who walk about

among friends
“Dick Smith”
ment.

and partake of a
in economical enjoy-
This being a commercial pa-
per, I do not know whether the read-
er will know what a “Dick Smith”
is, but he may ask the first red-nosed
man he meets. It may cost him a
quarter, but he will receive the de-
sired information at first hand.

Philanthropists have tried to re-
produce this convivial feature with
the intoxicants cut out, but the plan
has never produced good results. The
fact is that men are not in a con-
vivial mood until they are stimulat-
ed. Until a certain stage of intoxi-
cation is reached the stories are not
funny.

A business man said to me: “I tried
taking so many drinks a day. | tried
drinking at home. 1 tried drinking
from a bottle at the office. All fail-
ures. Then | made up my mind
that the only way to quit was to quit
and | quit. 1 was a fool not to
have done it long before.”

Alfred B. Tozer.
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“You have tried the rest now use the best."

«jbv

Golden Rom

Flour
T$ the Best

BECAUSE—it is made in the best mill on earth—by
the best millers—from the best wheat. Always uni-
form, reliable and the right price ORDER NOW.

Manufactured by

Star $ Crescent milling Co*, Chicago, 111*
Che finest mill on Earth

Distributed by

Roy Bakert grandBarigs*

The “American Beauty” the
Marvel Show Case of the Age

“ American Beauty’’ floor case No. 400

Holland, Mich.. April 28. 1905
GRAND RAPIDS SHOW CASE_EO. .
Grand Rapids, Mich, .
. Gentlemen—The “American Beauty” Cases have been received and have been
installed and_ in use for some time. | desire to say that | cannot find words to express
the satisfaction that these cases give, both in appearance, price, and also the adver-
tising they have given my store, weich makes it by far the prettiest fitted store in the
city, and everybody who comesin speaks of them”as being the finest cases they have

ever seen. Y OUrS U ORGE H. HUIZINGA

i Grand Rapids. Mich., July 6,1905
GRAND RAPIDS SHOW CASE CO.. City

Gentlemen—About eighteen months ago we bought of you 38 feet of your “Ameri-
can Beauty” Cases, and we take pleasure in recommending them, without stint, to
our fellow caterers and confectioners.

They are perfectin every respect and well deserve the name they bear.

Yours very truly, CHAS. S. JANDORF

Write for catalogs “A” and “B” relating to store fixtures and display cases; also for
catalog “C” describing ourclothing cabinet and the new bracket' now used in same.

The Grand Rapids Show Case Company
Grand Rapids, Mich.

New York Office 718 Broadway. Same floor as Frankei Display Fixture Co.
The Largest Show Case Plant in the World
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Clothing

Properly Advertising the Hat De-
partment.

There are many necessary details
in the advertising of hats which may
not be direct advertising and yet
have a decided effect on the success
of the department, and again there
are ideas which may be successfully
carried out and even essential to a
business in a smaller city that might
not be feasible in New York or Chi-
cago and vice versa; in fact, a great
many of the clever and original ad-
vertising schemes suggested in the
trade papers are not possible of
adoption in smaller cities on account
of local conditions, etc.

The first advertisement, and the
only one that costs the retailer noth-
ing, is to be sure and have your own
name in every hat sold, a thing that
is, of course, done by most every
progressive dealer, for there is no
advertisement as lasting, presuming,
of course, that the hat gives satis-
faction. as chances are favorable for
the return of a customer under the
above conditions, especially in a
small place. The first advertisement
of the season, of course, is always
about hats, and can be brought out
very early, providing the weather is
favorable, and in spring, even if the
first advertisement is followed by
bad days, it is usually for but a short
time, so that the first or introduc-
tory advertisement—the one an-
nouncing the arrival of the new styles
—may then be followed by a direct
advertisement as to shapes, styles,
etc. There is no advertisement in
which cuts show off as advantage-
ously as in a hat advertisement—not
much wording required, just an an-
nouncement giving names, styles and
colors in the season’s first advertise-
ments, followed by a more detailed
advertisement giving prices, etc.
With consistent, regular advertising
in the beginning of the season, cou-
pled with good window displays, the
hat business is sure to be in full
blast from March 15 to April 1 in
spring, and September 1 to 15 in
fall, depending upon the weather.

The amount of space required for
a hat advertisement does not vary
from that of any other department
in a clothing and furnishing goods
store, as in no other advertisement
does white space show up as well as
alongside a good hat cut. In the
springtime it is essential to keep
pounding away at hats, as it is but a
short time until the straw hat sea-
son, and then, even if one could sell
more soft or stiff hats, it is prefera-
ble to advertise and “push” straw
hats, once the time is at hand (al-
though the weather really says when
that time is), because one can easily
sell a spring hat in the fall, but
straw hats are hardly worth 100 per
cent, at invoicing time.

In advertising a hat at a given
price it is well to remember that
every store has a similar priced hat,
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and it is therefore necessary that the
advertisement should state why this
hat is better, which must be either
in durability, or newness of style, or
more easy fitting (if a stiff hat), or
in the large variety of shapes offer-
ed. As the tendency is to “trade
up” one is justified in advertising
more of the better hats, even al-
though the cheaper grades are sold
also, for not alone are you educating
the public to buy better goods, but
you are more positive of the cus-
tomers being satisfied, for it is a fact
that as a rule, if a man buys a hat,
and it does not give satisfaction, re-
gardless of how small the price, the
customer is dissatisfied, as he has
forgotten the fact that he did not
pay much for the hat, and for “poli-
cy’s” sake it is necessary to adjust the
claim, although the hat may have
been all right for what it cost.

The prestige that a store receives
in selling a well-known brand is ad-
vertising already paid for, and cer-
tainly brings business, but the hats
to push are those with your own
name and brand in—in the better
grades your own “special” name— so
that you are “boosting” your own
business and not the aforesaid well-
known brand which sell themselves,
or the name of some firm never heard
of before by your customers, as it
is possible you may desire to change
houses, thinking, of course, to better
yourself, and then if you had your
own named hats you would not be
losing any of the business built up
by handling the other line, which
would certainly be the result if, in-
stead of your name in the hats and
your brand advertised, the maker’s
was given, and upon your discontin-
uing same, the line was put in by a
competitor, who went on advertis-
ing it.

One thing true is the fact that no
advertisement requires so few words
as a hat advertisement, and the less
words used the more apt it is to be
read. We are at present giving a
hat brush, or cloth, with our name
on, with every good hat sold. This
can be carried inside the hat. We
advertise strongly our Schloss Spe-
cial $3 Hats in Derbies and Soft
Hats, not alone in newspapers, but
on signs and in theater programmes,
etc., and as it is a popular price, and
as we have been pounding away for
season after season, results, of
course, are satisfactory. At the be-
ginning of each season we mail an-
nouncements of the arrival of new
styles to the best dressers in the
city and adjacent country, as they
are more apt to buy a hat early, be-
cause the style is new, than to wait
until they actually need a new hat.
One thing necessary to help adver-
tising bring results is the co-opera-
tion of the selling force in showing
the new things to men coming in
for other things, regardless of wheth-
er they wish to buy at the time or
not, for that is direct advertising.

If the business is to be built up,
one thing must always be done, and
that is the adjusting of any just
claim on a defective hat, for it is the
best kind of advertising.— Eli Schloss
in  Clothier and Furnisher.

PANTS

Jeans
Cottonades
W orsteds
Serges
Cassimeres
Cheviots
Kerseys

Prices

$7.50 to $36.00

Per Dozen

The Ideal Clothing Co.
Two Factories
Grand Rapids, Mich.

It doesnt cost a cent more to

Make Clothes Fit*
Right™*

It is all a question of knowing how—having the
right amount of brains in the fingers and knowing
where to poise and balance a garment.

You will come across many makes during the
coming season, but you will find no garments that fit

the price so liberally and fit the figure so exactly
as ours.

The Wile«\kill way
Is the wear-well way

HANANAIAWAIN 1
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Pads and Fashions in Fall and Win-
ter Clothing.

While the fall lines of men’s suits
do not embody any great amount of
innovation, they embrace a sufficient
variety of style and fabric to meet
the requirements of the most fastidi-
ous. The garments are built on the
same long, roomy lines which have
characterized them for some time
past, and which have met with the
popular liking by reason of the sense
of comfort and artistic effect which
they convey to the wearer. In sack
suits both three and four button coats
are the thing, so that the consumer
can suit his own ideas and desires in
that connection without contraven-
tion of the mode. The broad, square
shoulder effect is a prominent char-
acteristic of the new lines, being in
this respect a perpetuation of cur-
rent season’s styles. The coats are
of good length, some garments be-
ing somewhat longer than recent
models. Roominess combined with
length gives the garment an artistic
effect which is very pleasing. Breast
pockets are cut with and without
lapels, and the collar lapels are made
long and broad. Trousers and vests
are fashioned along the same general
lines that characterize current mod-
els.

Fabrics used show a strong leaning
to smooth effects in worsted cloths,

white and black being prominent.
The percentage of grays shown in
all the leading lines is very large.

Greens and browns are included, but
not to a striking extent. Worsted
cheviots play a minor part in the
market, but are shown in attractive
styles and have been taken in a fair
way in certain directions. Fancy
cassimeres in the smooth effects and
live-styled cheviots are quite well
represented, but in other than the
cheaper lines have to take a posi-
tion inferior to the fancy worsted.
Cross dye worsteds, or mercerized
worsteds as they are more common-
ly called, play an important part in
the popular lines and have attracted
excellent orders. In fancy woolens
and worsteds mixture effects, etc., are
prominent sellers, some lines of
stripes and checks likewise coming in
for good orders. Plain-colored wor-
steds, cheviots, thibets, tricots, mel-
tons, are all more or less represent-
ed in the order books. The double-
breasted sack suit holds its position
well among the stylish selling mod-
els, many excellent orders being se-
cured therefor in piece dyes.

The popularity of the English
walking coat with its long, roomy
skirt and low waist line is assured.

The orders taken by leading clothing
manufacturers lead to the prediction
that this style of garment will be
worn to a greater extent than it has
been during the past year. The great
strength of this garment lies with the
high-class trade. The young man
about town is particularly favorable
to it. It is made in both smooth and
fairly rough fabrics.

In overcoats the long, loose gar-
ment which hangs from the shoulder
is destined to share favor with the
long form-fitting models. The long,
loose, so-called Chesterfield garment,
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with and without a belt in the back,
promises a big run with the young
men. The surtout, paddock and pale-
tot are popular models which are ex-
pected to be worn to a greater ex-
tent than last season. Lengths shown
in the new lines vary considerably,
ranging from about knee length
down practically to the shoe tops.
Both double-breasted and single-
breasted overcoats have been sold in
kerseys, meltons, beavers, vicunas,
friezes, etc. Fur-lined coats have at-
tracted promising orders and are
looked upon to sell to a greater ex-
tent than for many years. They are
made double-breasted, long and loose.

There is one thing of which 1
meant to write before this, but it has
until the present moment slipped my
mind, and that is the habit which
some men have of making themselves
symphonies of one color. | remem-
ber that when, a season or two ago,
brown was a popular shade, it was
not uncommon to see some persons,
well dressed but for that one particu-
lar, togged out from head to toe in
brown—brown hat, brown shoes,
brown clothes, brown hose, brown
tie, etc.

“It is a mistake for men to go in
for a complete rig-out of one color.
A man has no business to make him-
self a study in brown or gray, or, in
fact, any color. Of course, if a man
is wearing a gray frock coat suit
there is no reason why he should not
wear gray gloves, but | should omit
the gray tie of exactly the same
shade and a gray hat.

“Many men go in for this ‘study in

color’ idea, during the hot months
especially; they appear to think it
very fine. The idea is bad from the

point of view of appearance. | saw
a man, only this morning, wearing
a brown tweed suit, a tie, a hat, a
pair of shoes, gloves and hose all
of the same color. He probably
thought it was great, otherwise he
would have been dressed differently.

“Does not the fact that a man has
made himself a study in one color
show that he has paid too much at-
tention to his personal appearance?
It is for that reason that a study in
color is bad form—and it is also de-
cidedly effeminate.” These are the
words of an authority.

If 1 were to express an opinion
myself on this condition | would use
even stronger words than the above.

There is one thing upon which |
have always prided myself and that is
that my clothing is never boisterous,
nor does it attract undue attention.
And this is one thing to which |
think every man should give some
consideration.

| found at my tailor’s the other day
that homespuns were again coming
into favor. These cloths have latter-
ly lost cast, because of the cheap
imitation homespuns with which the
market has been flpoded, but now
that the popular craze for them has
expired, the high-class tailors are
again importing small supplies. | or-
dered a two-piece suit to be made
from a piece of my own selection.
This cloth is just one suit length and
| am assured that there is no other
piece of its style in this country. The
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A claim so broad that it becomes
a challenge to the entire clothing
trade.

A claim which is being proven
by the splendid sales record we
have already rolled up for Fall.

Hermanwile Guaranteed Clothing
is well made and well finished—AND IF FITS better
than any clothing at $7. to $12. in the market.

Every retailer who wants a splendidly advertised line,
GUARANTEED TO GIVE ABSOLUTE SATISFAC-
TION, should see Hermanwile Guaranteed Clothirg before

placing his order.
Our salesmen cannot reach every town—the express

companies can—at our expense, too.
Write for samples.

HERMAN WILE & CO.

BUFFALO, N.Y.

NEW YORK CHICAGO
817-819 Broadway Great Northern Hotel

MINNEAPOLIS
512 Boston Block

The Best

Medium=Price
Clothing in the
United States

The Unanimous Verdict

That the Long Distance Service of this Company is

Beyond Comparison

A comprehensive service reaching over the entire State and
other States.

One System all the Way

When you travel you take a Trunk Line. When you tele-
phone use the best. Special contracts to large users.
Call Local Manager or address

Michigan State Telephone Company

C. E. WILDE, District Manager Grand Rapids

Our Cheerful Living Assortment

Good Live Pieces
72 Dozen Decorated Ware

Cups and Saucers Count as One Piece Only. No Package Charge. Beautiful Deealcomnaia
Flowers and Each Piece Gold Lined. Deserving Attention!

The American China Co., Toronto, Ohio, U. S. A.

Manufacturers High Grade Decorated Semi-Porcelain
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coat is to be made loose, fitting the |it is not true, anyway—it is sheer im-
shoulders and with a well-fitting col- jpudence.

lar, and then from the shoulders it
hangs straight down.

I had thought when 1 left town
that my wardrobe for the summer
season was complete and | had no in-
tention, when | ran in for a few days,
of ordering this homespun suiting,
but an extra lounging suit or one to

knock around in in mornings never i
comes amiss. As to the causes of my failure, |

I have seen few suitings at my _|know now pretty well where to look
tailor's that contained any silk Jfor them, and I plead no baby act.
threads in their construction—silk Barring luck—for there is such a
mixtures, | believe they are called. I thing—viz.: a fortunate or unfortu-
myself would hesitate ‘to wear fab__!nate combination of circumstances
rics of this kind, for several reasons. JNot due to the intention of the fated
First, | firmly believe that in outer °Oné—barring luck. I can lay my fail-
garments for a gentleman's wear Ure SO far to several causes, inexperi-
there is no place for silk. Silk hose, ence. poor judgment, lack of initia-

silk underwear and silk ties are prop- Itive and following other people’s ad-
er enough. But silk mixed with lvice instead of my own. Two of the

woolen in overcoatings or suitings, to lWorst breaks I ever made were due
my way of thinking, cheapens the Jto the last stated cause, and after the
whole effect. A man with a silk- |Second I swore a big swear that nev-
mixed suiting always reminds me of ler again would | take any important
a “speckled beauty” trout. And SteP except on my own judgment,
again silk is apt to spot or lose color, ] Then in case things turn out wrong,
which is another objection to its use. || can kick the adviser.

| am told that in the future trous- By hard knocks | have learned a
ers are to be cut with less fullness |[few things pretty thoroughly—that a
than has heretofore characterized !man can not have too many friends
them. Of course, we have long since and well wishers of the decent kind:
given up the extremely full peg-top-|that he must stand on his own feet
ped trousers, but | have had all of and be careful not to stand on other
my trousers for this summer’s wear people's; that he must save money,
cut medium full. Speaking of tight jand that he must fix his eye on some
trousers, such as were in vogue four goal early in life and push for it
or five years ago, but which happily jsteadily with all his might.

Well, I let him have a discount of
25 per cent, for cash. For personally
I shall refuse to consider myself, or
be considered, a failure so long as |
Ican stand on my feet. There’s plen-
Ity of ginger in the old hoss yet, and
lhe will hold his head up until he
crosses the tape.

were in style only for a brief sea-
son. makes me think of two young
German students who are stopping
at my hotel en route for Japan. They
both have very extensive wardrobes
and all of their trousers are of the
close-fitting variety. Contrasting
them with the sensible medium full
trousers, as worn pretty generally in
this country, causes me to hope that
the predictions of their adoption gen-
erallv are without foundation.

No Man Is Utter Failure Until He
Stops Trying.

It is hard to say which is the more
exasperating to look back on. a life
wasted in riotous living or upon a
career of Sunday school rectitude
ending in a fizzle.
the possible consolation of being able
to recall some pretty jolly times and
of knowing just whom to blame for
his failure; the second has no gay
memories, and is at a loss to account
for finding himself beaten.

As the world counts success | am
a failure. 1 have no bank account,
have not even broken into who’s who,
and am so old that when a prospec-
tive employer is so impertinent as to
ask my age | give him an evasive
answer—just about 75 per cent, of
the answer.

By the way, what right has any
one to ask a man's age any more
than a woman's? If the inquisitor
should “dare” to ask a woman her
age what would he get? The stony
stare! Of course he would claim that
he needs to know my age in order
to judge of my fitness for the posi-
tion. but that is no more true in the
one case than in the other. Besides.

The first man has |

In my own case the hardest prob-
:lem was to find out what I was best
fitted for. | was ambitious enough.
|but too much like millions of others
in being able to do several things
fairly well, and no one thing super-
llatively well. Besides, | had no spe-
|cial learning or opportunity to help
|me decide. In this dilemma | made
a desperate plunge, and wasted ten
Iprecious years and all my savings
Itrying to get started in a profession
jfor which | had little fitness.

Now, why am 1 not a sure enough
dead failure? Simply because | am
not dead. As a result of all those
|years of hard work, high ambitions
jand low returns. | have found my-
Iself, which means that at last | know
what | am fit for. and I am now en-
jgaged in a determined effort to make
|the public know the same thing. To
ibe sure, my progress is slow, for
lalong my line it takes money to se-
~cure public attention, and | am as
| short on cash as I am long on stick-

|to-itiveness. But | will never say
die until I m dead—no, I'm not an
Irishman.

I have only contempt for men who
|whine, or shoot themselves for one-
tenth of the trouble and disappoint-
ment | have been through. But
whether | fail or succeed before |
|cross the Great Divide, let my epi-
Itaph be that of the thoroughbred:
1"He went with his head up until he
|dropped.” R. W. Conant.

Losing the temper is a sure way
of finding trouble.

He knows little who comprehends
all he knows.

We Have Moved

We are now located in our large new quarters
31 North lonia St.
Right on the way to the Union Station

Where we will be pleased to meet all our old customers and
prospective new ones. We are now selling a line of

Clothing, Woolens,
Tailors’ Trimmings

Immediate delivery on Spring and Summer Clothing, as
we still have a nice line to select from for the benefit of our
customers. Mail and phone orders promptly attended to.
Citizens phone 6424. If preferred will send representative.

Grand Rapids Clothing Co.

Dealers in Clothing, Cloth and Tailors’ Trimmings

Grand Rapids, Michigan

One of the strong features of our line—suits to retail at $10 with a
good profit to the dealer.

The Improved Sun No. 10

Substantial

itsg n u Attractive
Hi Highly Mechanical
The best method of making
ifw money is to protect cash

receipts.

Self and Detail Adding- Cash
Register is the proper safe-
guard.

Guarantee
With
Every
Machine

All-Metal
Cabinet

K

The machine is all metal, most durable and simple, embodying princi-
ples patented and the study of years. Warranted a perfect Cash Register.
Is encased in metal cabinet, highly finished, has full nickel mountings.
Dimensions: Extreme outside 19% inches long, i7% inches wide,
10/i inches high in front, 19 inches high to top of sign.
Plainly indicates every sale to customer and salesman.
Given as a Premium . 100 P°unds of our Extra Pure Ground
S>pices. Assorted, In Bulk for ... ...
Spices F. 0. B. Toledo. Register F. 0. B. Toledo, Ohio.

«A? NN

WOOLSON SPICE CO., Toledo, Ohio



Market Conditions in Shirts, Collars
and Cuffs.

Significant signs of the excellent
condition of the shirt business, pres-
ent and future, are discernible in all
directions. Furnishers are enjoying
unusual business and are still active
as buyers of merchandise for imme-
diate use. Their wants include the
fine as well as the popular grades,
and while jobs are sought after and
picked up wherever found at advan-
tageous prices, there is likewise a
good market for qualities up to $24 a
dozen. Manufacturers who own
stocks of desirable goods get full
market value for their possessions,
and the valuable stock will not be
sacrificed before next month.

In some quarters the belief obtains
that the short market is the result of
a lack of confidence among manufac-
turers who failed to make stock in
anticipation of a brisk demand. Yet
this is not true in every case, as many
of the shirt factories are sold up on
desirable styles and not in position
to make up on order, as they are
without the necessary goods. While
the bulk of the shirt business through
the country is done on the dollar
grade, there has been so much more
of the $1.50 quality sold this season
than before that almost every large
maker enlarged his fall ranges of
shirts selling from $9 to $12.50 to
meet this growth.

As buyers have been in market for
summer goods up to a later date
than has been the case for several
seasons, considerable fall business is
yet to be done by buyers located in
large cities, because summer trade
has kept them well engaged in their
own stocks. The salesrooms, there-
fore, look for the present active mar-
ket buying to extend well into Au-
gust.

As the fall season grows more and
more is heard of the very large
amount of business booked, exceed-
ing in volume that of any previous
fall. There is also considerable
comment regarding the big values
given by certain manufacturers in
$7.50 and $9 goods, which buyers and
competitors say can be explained
only, on the supposition that the
makers are taking less profit on their
products. When questioned on this
point, the manufacturers concerned
said the profits were sufficient for
them, and, being themselves satisfied,
they saw no reason why they should
be the subject of competitors’ com-
ments. These concerns are giving
values at $9 that readily bring $1.50
at retail against other $12 lines.

The corroborative statements of
manufacturers show' that the percen-
tage of coat shirts sold for fall is
greater than ever before— estimated
at 80 per cent. Its growing popular-
ity embraces front as well as bosom
styles, and more of them will be
shown in the spring samples, now in
process of preparation.

Plaids, single and double, in every
conceivable combination suitable for
shirts, are so popular with buyers for
the fall season that many say the
bulk."of their orders is comprised of
plaids in one form or another. This
seems to indicate a plaid season
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ahead. One of the new styles for the
coming season is an overlaid plaid
with swivel figures dotting the cen-
ter of the line squares, and this fab-
ric, a woven madras of plain color
ground with the plaiding and .figures
in contracting colors, forming the
bosom and cuffs, the body fabric of
like material in stripes.

Plaids are referred to as a spring
possibility, although there will be a
greater variety of novelties in sepa-
rate figure effects, new mottled
grounds in woven and printed yarn
effects, and Russian cords guaranteed
to withstand the wear of the laundry
better than Russian cords have hith-
erto. Jacquarded fabrics in great va-
riety, with grounds of fancy weave
and yarn effects, are prominent in
the foreign and best domestic collec-
tions of spring shirtings.

Although woven fabrics are as
strong, if not stronger, than ever in
fall favorites, percales of the best for-
eign and domestic make are more
than ordinarily prominent in fall
showings, so much so that prints are
pressing woven goods closely.

The peculiar state of the collar
market produced by the Troy starch-
ers’ strike is perhaps without prece-
dent, when we consider that retailers
are offering unlaundered collars for
sale at 10 cents each for the regular
15-cent straight or two-for-a-quarter
grade.

Recently we referred to the inci-
dent as novel between the strike-af-
fected collar manufacturers and re-
tailers, and within the fortnight we
find department stores in the large
cities making capital out of the strike
and the consequent scarcity(?) of
collars for trade-getting purposes, i.
e., advertising unlaundered collars at
a lower price than dressed and urg-
ing the strike as a reason for it. For-
tunately for those stores, the public
does no know that there are very
many more collar concerns not in-
volved in the starchers’ strike than
are in it, and that collars are made
elsewhere than in Troy, which does
not yet enjoy a monopoly, although
it be the Collaropolis of the country.

Hot July weather has sent all low
forms of turn-down and fold collars
a booming, and all shapes, from the
widely cut out fronts of the Germanic
style to the long-pointed Shake-
speare, once so very popular and re-
cently revived, improved and under
many new names, according to the
maker, are in brisk demand in city
and country. The dog days brought
such a heavy call for all popular low
forms that manufacturers’ reserve
stocks were depleted in short order,
and retailers report deliveries as small
in quantity and tardy. A collar fam-
ine? It is not likely so long as man-
ufacturers have reserve stocks of
many thousands of dozens of brands
not their own they would sacrifice
at 25 cents a dozen, “regular $1.10
quality, you know, but not our make.”
— Apparel Gazette.

The strong man never fears care;
but he flees from fret.

A short temper has the other kind
of a tongue.

19

Michigan Fire and Marine [t
Insurance Company

Established 1881.

Cash Capital $400000.
Surplus to Policy tiolders $635/100.

OFFICERS

D. M. FERRY, Pres. F. H. WHITNEY, Vice Pres. M. W. O'BRIEN, Treas.
GEO. E. LAWSON, Ass't Treas. E.J. BOOTH, Sec'y E.P. WEBB, Ass’t Sec'y

DIRECTORS

D. M. Ferry, F. J. Hecker, M. W. O'Brien, Hoyt Post, Walter C. Mack, Allan Shelden
R. P.Joy, Simon J. Murphy, Wm. L. Smith, A. H. Wilkinson, James Edgar,
H. Kirke White, H. P. Baldwin, Charles B. Calvert, F. A. Schulte, Wm. V. Brace,

. W. Thompson, Philip H. McMillan, F. E. Driggs, Geo. H. Hopkins, Wm. R. Hees,
James D. btandish, Theodore D. Buhl, Lem W. Bowen, Chas. C.Jenks, Alex. Chapoton, Jr.,
Geo H. Barbour, S. G. Caskey, Chas. Stinchfield, Francis F. Palms, Carl A. Henry,
David C. Whitney, Dr.J. B. Book, Chas. F. Peltier, F. H. Whitney.

Michigan

Assets $1,000,000.
Losses Paid 4,300,000.

Agents wanted in towns where not now represented. Apply to
QEO. P. McMAHON, State Agent, too Griswold St., Detroit, Mich.

Fire and Burqglar Proof

Safes

Our line, which is the largest ever assembled in
Michigan, comprises a complete assortment ranging
in price from $8 up.

We are prepared to fill your order for any ordinary
safe on an hour’s notice.

Tradesman Company, Grand Rapids
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Customer Offended and Lost by
Snip-Snap.

Wrritten for the Tradesman.
As to good salesmanship, a book-

let might be gotten out on the one
subject of suavity to customers,
which is as much a part of clerical
duty as pulling down goods from
shelves or getting them out of draw-
ers and boxes.

This suavity has as one of its ele-
ments the ability not to make re-
marks about customers in their hear-
ing.

A funny little circumstance hap-
pened to a young lady friend of mine
not long ago in one of the most
popular of the local stores:

The clerk who waited on this pa-
tron is known to all who come in
contact with her as a silly, snippy
thing, who commands as little knowl-
edge of the ethics of barter as a kit-
ten knows of the intricacies of
breadmaking!

My friend went into the store with
the intention of buying a certain ar-
ticle, but she did not know exactly
where to go for it. There was no
floorwalker in sight and so she wan-
dered along toward the counter at
which she thought she might find
it. Not running across the object of
her quest, she went the whole length
of the counter, thinking she might
see it without having to enquire for it.

The clerk standing in that particu-
lar section was busy winding some
goods on a pasteboard and apparent-
ly paid not the slightest attention to
this incomer.

A clerk at the next counter said
to the girl:

“There’s a customer—why don't
you wait on her?”

The one addressed answered with
a contemptuous toss of the head and
in a hardly perceptibly lowered
voice:

“I'will when she stops!” and there
was a sarcastic ring to the last word.

With that she did have the grace
to make a few steps in the direction
of my girl friend.

Then the latter came to a stand-
still, looked the clerk straight in the
eye and, with the ghost of quizzism
in her smile, softly announced:

“I've stopped!”

“You should have seen the look
that stole over that rude girl’s face
as she met her deserts,” said my
friend, in regaling the circumstance;
“it was a study in embarrassment.
She flushed a humiliated red and
asked me if there was ‘anything |
wanted.’

“‘Yes,” | answered, “and told her
what | came for. As it happened,
they didn’t have the article | wished
—and, after her remark about me, |
wouldn’t have purchased of her if
it was in stock! | would have said
that 1 was ‘only looking’ or given
some other reasonable excuse. |
wouldn’t, after her petty treatment
of me, have got a thing at her de-
partment, and you may be very sure
I shall never trouble her again.

“She could say what she pleased
about me to another clerk but she
need not have allowed me to hear
her gibe.”

MICHIGAN

No reason to put “Moral!” here,
as at the end of Aesop’s Fables.
Ph. Warburton.

To Avoid Forgetting.

It is a fine thing to have a good
wholesome horror of the words, “I
forgot.” Such a horror, backed lip by
the right methods, has won suc.cess
for many a man and can do so for
many another.

“1 forgot,” when confessed to your-
self or spoken to your superior, is an
admission of a bad personal system,
not necessarily of a bad memory.
Men with notoriously bad memories
have been known to go for years
without once saying “1 forgot” in
business affairs. It is not a matter of
memory but of system.

If a man wishes to remember the
promises he has made, the work to be
attended to the day after tomorrow
or a month from now. he is foolish to
attempt to tax his mind with it in any
way, says System. He needs all the
forces of his mind for the work of the
present, and to store it full of the
work of the future simply decreases
his capacity. Further than this, the
mind is treacerous and shouldn't be
trusted with important duties of the
future.

The remedy is simple. Keep your
mind free for the work of the present
and avoid the chance of forgetting
by making your memory mechanical
—develop a “business memory” that
isn't entirely dependent upon human
frailties.

A “business memory” can be de-
fined as the habit of memoranda— the
notebook and “tickler” habit. It is
just the simple means by which a man
in business checks himself against
saying “lI forgot,” which keeps him
from neglecting any work, great or
small, that falls to him at any time, in
or out of his routine. It keeps every
task and duty constantly in sight un-
til completed, and makes it possible
to give an account of one’s work
whenever called upon to do so.

True Bravery and False.

In contrast to the foolhardiness of
two men who risked their lives in a
swimming match through the rapids
of Niagara stands the humanitarian
feat of a Wyoming doctor who raced
too miles by relays of horses to save
the lives of four men injured in a
mine explosion. In contrast also is
the true bravery of Frederick Linen-
kohl, who rescued a boy and a girl
from the swirling eddies of Hell Gate,
and the quick, purposeful work of
George King and Edward Mabher,
who dragged three girls from the
Hudson River after the overturning
of a rowboat. Here are three in-
stances of personal courage put to
noble uses. Glover and Graham, who
swam Niagara, merely wrote their
names on the scroll of notoriety.
Their feat was remarkable, but it
served no sane purpose. They are
familiar types of men who cast hu-
man life in the balance against in-
sane sensationalism.

When the people go to sleep it's
the preacher who needs to be awak-
ened.

TRADESMAN

21

Absolutely Pure

Yeast

Team

You can Guarantee It

me Do

northwestern Yeast £0.

Chicago

L

umJlI

Pacts In a
Nutshell 1

MAKE BUSINESS

WHY?

They Are Scientifically

PERFECT

129 Jefferson Avenue 113-US-U1 Ontario Street
Detroit, Mieta. Toledo, Oblo



Clerks'Cdrne%

Faults of Clerks Drive Trade from
Many Stores.

Lack of consideration is the great-
est fault to be found among clerks
and saleswomen in the stores to-day.
This is the conclusion at which |
have arrived after having been a cus-
tomer of stores and salesrooms for
twenty years. How often do you
find a clerk who is really considerate
of your wants? If you have found
one in your career as a shopper stick
to him as you would to a fast friend,
for he is a gem doubly valuable be-
cause of his rarity.

I, for my part, must confess that in
my experience the clerk who is con-
siderate is exceeded in scarcity only
by the proverbial hen teeth. | have
never seen any hen’s teeth. 1 have,
in  twenty years, been fortunate
enough to find just six— one-half doz-
en—clerks who showed by their con-
siderate treatment of me that they
regarded my convenience than their
fort as of greater moment than their
own, which is just what a clerk is
paid to do.

I suppose in these twenty years |
have had dealings with a thousand
different clerks, and have found these
six—six among a regiment. Of the
six one is general manager of a de-
partment store, three are heads of
departments in large enterprises, one
is a store owner on a small scale,
and the other is dead. If he had not
died it is certain that he would have
risen to some high position. Nothing
could stop him. He was a consider-
ate clerk, and the considerate clerk
is more liable to promotion than any
employe in the mercantile world.

The behavior of some salespeople
to a store’s customers passes all
comprehension when it is considered
that the store is glad to get these
customers within its walls that good
goods, neatly arranged, and pleas-
antly handled by competent em-
ployes, may bring them to make pur-
chases. Go into the average store,
when an employer or floorwalker is
not looking, and see the reception
you get at the hands of the clerks.
You may be pleasantly received, but
venture to ask for some piece of
goods the showing of which will en-
tail a cost of several minutes of the
clerk’s time and the atmosphere
grows chilly and full of clouds with-
out delay and you are distinctly
shown by looks, and even innuendoes,
that you are unwarrantably presump-
tuous. At least this is the truth in
all too many cases.

Often this attitude of the clerk as-
sumes proportions of downright im-
politeness and even insolence.

A good share of the girls and
young women who clerk in the larger
stores seem to regard all other peo-
ple in general, and the customers of
their store in particular, as mortal
enemies whom they must slight at
every opportunity. The hauteur with
which a saleswoman can regard a
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prospective customer was always a
marvel to me. Time and again have
| tried to pay these young people
back in their own coin, and again and
again have | retired from their pres-
ence humbled and broken in spirit.

A man is better as a clerk for sev-
eral reasons. First, he is naturally a
creature of business. The marts of
trade are his natural environments,
or at least he is not out of place in
them as is woman. He makes a bet-
ter “business man” than does a wom-
an because of generations of training
in business. He is adaptable. He
sees that it is policy to treat custom-
ers nicely, sees that it is a matter of
business to be considerate of them,
and is so—semi-occasionally. It is
his business policy that prompts him.

Business policy is generally noth-
ing to the woman clerk. She knows
that there are extremely few posi-
tions to which she can rise, even if
she makes the best saleswoman in the
world. So she does not try to make
a good saleswoman, except to hold
her job. She worries more about
her chances of getting married well
than she does of treating the cus-
tomers well, which is undoubtedly
good business—for her.

But lack of consideration is not the
only fault that a confirmed shopper
may find with the people who wait
upon one in stores. Their faults are
legion, and the strange part of it is
that they are faults that mitigate di-
rectly against the welfare of the
clerks and their employers. They are
faults that drive away trade. Impo-
liteness is, of course, one of the
greatest of these, but lack of polite-
ness is one form of lack of consider-
ation.

Why is it that when by mistake
you stray tremblingly to the ribbon
counter and ask for some linen hand-
kerchiefs, the young person behind
the counter must search you through
and through with a look that tells
just what kind of a helpless idiot she
thinks you are and then snort: “This
is the ribbon counter.” Then when
you ask her to direct you to the
place where handkerchiefs may be
purchased, why must she inform you
that she is not the floorwalker? And
why, Oh, why, can’t she wait until
you are out of hearing before she
confides to her friend that “Some
people are enough to make you sick.”

Inattentiveness to their work is an-
other fault of many clerks. This fault
in their salespeople proves more ex-
pensive to storekeepers, possibly,
than any other. The other day |
went into a downtown store to make
a 50 cent purchase. The item which
| wanted was one that requires only
wrapping to be ready for the cus-
tomer. | was in a hurry. | went to
the counter where my article was
sold—or, perhaps, “kept” is better—
and waited. A girl at one end of it
gazed in the other direction. | called
to her gently. She turned her head
farther away. T waited awhile and
called again. This time the clerk
walked around to the other side of
the counter and began a most ani-
mated conversation with another girl.
I was in a hurry, so | went away. It
would make interesting reading to
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know just how many prospective
patrons of stores follow a similar
course each day.

These are the cardinal faults of
clerks as a body, as | see them. |
believe that most clerks are efficient.
1 believe that they know their busi-
ness well enough for all practical
purposes. They are quick enough
when they act, and if they would at-
tend more strictly to their work, be
just a little more polite, and learn to
be considerate of the people doing
business with them they would be
generally satisfactory. But they will
not do this. Why they won't is a
mystery, for it is only by correcting
these faults that they can ever hope
to work to their own advantage.

Martha Edwards.

Good Name Means Riches in the
Business World.
Andrew Carnegie said in his ad-

vice to a graduating class at the
Stevens Institute: “Young man,
make your name worth something.
If you can sell a hat for one dollar,
you can sell it for two dollars if you
stamp it with your name and make
the public feel that your name stands
for something.

The truth of this remark is dem-
onstrated every day in the business
world. Only last week a man was
noticed buying hats of a well known
hatter. For one hat worth $3 else-
where, he paid $5; for another, pric-
ed at $1 at other houses, he paid $3.
Did the purchaser know this? Cer-
tainly. He knew that the name
stamped on the hat was a guarantee
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of good form, taste, reliability and
worth. And rather than risk a pur-
chase at a less conservative or un-
tried house he was willing to pay
the extra $4 for the hatter’'s name,
the hallmark of merit.

And if the men are willing, how
about the women? They are eager,
nay, feverishly anxious, to wear the
inner badge of a noted name on
their frail headgear, which without
the name dwindles in worth to one-
half or one-fifth its value.

In one Eastern city there is not a
woman with any pretention to style
or fashion who would deign to wear
any hat that is not a Langer, and for
a Langer hat fabulous prices are ex-
acted. | once asked one of the vota-
ries at this millinery shrine why this
was the case, and if there were no
other shops of equal worth. She ex-
pressed her surprise at my question
and pardoned it only on the ground
that | was from another city.

“Why, don’t you know that no
other hat could feel the same on my
head? | know | can go across the
street to that new establishment and
buy a hat that looks like this, or |
could get a silk hat in New York
for one-third the sum; but you see,
it would not be a Langer, and |
could not wear it feeling I had just
the distinctive style suited to me.”

That is just it. The proprietor
made the public feel that her name
stood for something, for a character-
istic, elusive style, that could be du-
plicated nowhere else. Her name
became her capital, and she drew

Do You Want a King?

Do you want the man who shows you his false photograph? Are you willing to put your business into the hands of these so-called sales specialists,
whose novice methods and false advertising claims blacken your reputation; who are trying to secure your business at any price by their

misrepresentation?

Is it a question of what kind of a claim or fake, unreliable special sale that you want, Mr. Merchant?

large tribute from it, until with busi-
ness acumen she sold out her shop
with a year’s use of her name for a
figure sufficient to make her indepen-
detn for life. Her name had a dis-
tinctive commercial value.

Yet she began life as a barber’s
daughter, and won her first success
and her first fame as a millinery
salesgirl under the name of Mary.
She believed in herself, closely stud-
ied her mistress to gain her exclusive
style, and, not content with that, add-
ed a rare creative element of her
own, and soon became more sought
after than the madam herself. For
she made the name Mary worth
something; and when she changed
the name to Langer she simply
changed the name and not its value;
for the merit represented remained
unchanged.

Emerson once said in a talk with
a college boy: “The Me is the judge,
after all. And if a thing seems good
to me, it shall to my fellow. Here
lies the whole secret. The opinion
we have of ourselves and of our
work (provided we are true work-

men) is the opinion which will in
the end prevail with the public. The
name is, as Carlyle says, only the

Garment you wrap around the Me.
Therefore to make the name count
and stand for something, the Me,
whose form it takes, must be some-
thing.”

Make yourself and your work of
value, believe firmly in this, and your
name and fame are assured.

It was Albert Durer who said of a
piece of his work: “Sir, it can not
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be better done.” And the world took
his word for it. Corot it was who
said (and that before he had achiev-
ed any great success): “l can give
my things away if | see fit, but I can
not degrade my art by selling them
below their value.” At last he dared
to price one picture at $5000, and
was himself astonished when it sold
for that sum.

With modesty ask yourself, then.
“What is my name worth?” Take
your own measure. Gauge yourself
and your work; find out just what
you are worth and just what you
can get out of your work. Remember
that “the good opinion which gets
abroad of us begins at home.”

The mass of men are too busy to

spend time themselves to judge the
merit of a thing. They want an ar-

ticle that has the sign and seal of
public approval. If your name is of
no worth it is your own fault. If it

is a good name and means anything
obtrude it upon the world. Do, if need
be, what Lipton did when he scour-
ed up his two pigs, hitched them to
a cart painted glaringly with “Go tc

Lipton’s,” and then drove them
around town to the astonishment of
all beholders.

Make your name known, and if if
stands for what is individual and dis-
tinctive—what is fair, honest, true
and good, as opposed to trickery and
imitation—be assured that the world
will welcome it. M. M. Atwater.

Some people couldn’t crack a joke
with a sledge hammer.

Do You Want a Monarch?

Or is it a question of what kind of a reliable

concern you can secure to inaugurate a sale and get big cash results, produced by a clock-work system, and bv advertising you and your business

in a legitimate manner,

Is it a question with you,

so that the sale will appear before the public as being conducted by and through your effort?
Mr. Merchant, of getting results and blacken your future reputation for the balance of your business career in

your city, or is it a question of getting big cash results and re-establish your honored name amongst your community as a better and more reliable

business house after the sale?

These Are the Questions that Confront You Now, Mr. Merchant!

Is it a question with you how cheap you can get a concern to conduct a sale, who will incur for you larger expenses and less business, or is it a
question whether you wanta concern that will conduct a sale for you and realize and produce bigger cash results with less expense to you, pro-
viding you are willing to pay for our services?

When we conduct a sale for you, we do not have to tell the public that you are going out of business, or that you are in need of money, or that

you are overstocked in order to dispose of your stock.

advertising system that gets you the big cash results.

Is it a question of whether you want to sell the stock you have in your store-room, or is it a question of buying Loom Ends, so that when your sale
opens you will be selling Loom Ends instead of your stock? Do not pay any attention to these Sales Novices—these Kings—these Monarchs, whose
false advertising blackens your reputation. Do not pay any attention to these so-called specialists, who ask you to buy two dollars’ worth of signs for

three hundred dollars!

Who ask you to buy their Loom Ends for thousands of dollars!

We simply know how, by our modern methods of inaugurating, and applying our legitimate

Who ask you to buy their circulars for ten dollars per

thousand which you can get printed in your home city for one dollar and a half a thousand! You do not have to buy any of these profit-making schemes.

We have the circulars printed in your home city. We have the signs painted in your home city by youi painter.

We sell what you have in your

store-room or building at a good profit to you. We do not blacken up your building with signs, announcing that you are retiring from business, when in
reality you intend to re-establish your time-honored reputation and place your well-paying business on a firmer foundation than ever before.
When you secure our services you can pay for your own signs, you can print your own circulars, and you do not have to buy our Loom

Ends.

We do not show you pictures.

others we can, and will, produce for you.

We will inaugurate a sale for you upon a basis as described above, using our Original Mode and System of Legitimate Advertising, which
tirely foreign to any other ever used.

or other fake sales.

We will show you records of the business we produced for others—and what we have produced for

is en-

It is the only system ever known to be a reliable system, producing big cash results, and appears before
your community by all means as a legitimate-campaigned, advertised sale, and not as the so-called “Going Out of Business” Sales, Loom End Sales

If you contemplate clearing out your summer stock, write us immediately, giving us the size of your store-room and a rough estimate of what stock

you have in your building.

We will draw up plans immediately to suit the size of your vicinity and your business.
We do not ask any compensation for our services outside of a small commission to us for our labor.

Stores, Department Stores and Dry Goods Stores throughout the United States.

Do Not W ait for the Man Across the Street!

Sign enclosed contract, so we can book you immediately as per terms and detailed plans enclosed.

New York and St. Louis Consolidated Salvage Co.

ADAM GOLDMAN, President and General Manager.

INCORPORATED. CAPITAL STOCK $100,000.00.

Fully Paid.

We are now booking Clothing

HOME OFFICES, Contracting and Advertising Departments, Century Building, ST. LOUIS, U. S. A.
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Women Should Develop and Not In-
vent Beauty.

“If you get simple beauty, and
naught else, you get about the best
thing God invents.” This saying of
Robert Browning, much quoted and
often misapplied, is not apropos,
neither was it intended to be so, of
matrimony. Mrs. Browning, who is
held up always as a bright and shin-
ing example of a brilliant literary
woman, who was all that could be
desired as a wife, was by far more
remarkable for beauty of character
than of person, and “simple beauty
and naught else” in either husband
or wife is too much like the apples of
Sodom, exquisite without and within
ashes, to satisfy the soul of any. The
sense of sight, precious as it is, is but
one of five, each of which is impor-
tant, and can not compensate for the
absence of the other four.

There is an old story of an im-
poverished nobleman and his house-
hold, who dined every day from gold
and silver plate of rare and exquisite
workmanship, yet were half starved,
with no food but bread and herbs.
The plate was an heirloom and as
such could not be parted with. Its
beauty gratified the pride but not the
palate. Even thus is it when a man
marries a woman solely for the de-
sire of the eye and finds her as an
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empty vase, or, worse, both silly and
selfish. It is often said that “a man
will forgive anything to a beautiful
woman,” but the truth of the say-
ing, however much it may hold for a
sweetheart, rarely extends to a wife.
“While yet the flesh enfolds us,” we
can not live by beauty alone; it may
count for much, but it is not all suf-
ficing.

In spite of the fact that we are
taught from the beginning not to
trust to appearances, that “beauty is
deceitful and favor is vain,” that we
are admonished to “prove all things,
hold fast that which is good,” an at-
tractive exterior has charms for all
humanity; it is the law of nature, the
law of life. Few persons are gifted
with mental X-rays which discern
below the surface of things; the gold-
en casket and that of silver are usual-
ly preferred to the leaden one. More-
over, beauty may be, and often is.
co-existent with other desirable quali-
ties. To quote the immortal Mrs.
Poyser, “I niver said that a woman
had need to be ugly to make a good
missus of a house,” nevertheless, we
are assured by the same authority
that: “It's well seen what choice the
most of men know how to make
by the poor draggle tails of wives you
see, like bits of gauze ribbin, good
for nothin’ when the color is gone.”
None the less, most men prefer, and
naturally, to see a pretty, certainly a
pleasing face opposite them at the
table three times a day for 365 days
in the year.

The woman whom a man marries
usually is, and she ought to be, the

Because!

prettiest and nicest girl whom he can
find; and it is the business, not to
say the duty, of all women to bear
this fact in mind and to make the
best of themselves outwardly and in-
wardly. Lord Beaconsfield wrote
that: “A girl's beauty is as potent a
power as is genius in man.” There
is no disputing the statement, neither
is there any cause why one should
deplore the fact. Beauty of person
is a woman’s strongest weapon in
her equipment for the battle of life.
True, it may be a “fatal dower,” un-
less therewith she has sufficient com-

mon sense not to regard it as the
one thing needful and neglect the
cultivation  of more substantial

charms because of her confidence in
the potency of her fair face. But
this danger in nowise affects the fact
that it is the duty of the fortunate
possessor of beauty to value it duly
and to make the most of it, as of any
other talent.

All men and most women are sus-
ceptible to the charm of personal
beauty. Pope tells us that: “Beauty
draws us by a single hair;” Shake-
speare that “it lends a precious see-
ing to the eye.” It allures all sorts
and conditions of men from peasant
to king. The prettiest girl in a coun-
try neighborhood is always the belle
of the community and in town and
city beauty in woman is at an even
higher premium. A recent English
author has written an entertaining
book upon “The Loves of Great
Men;” the notabilities of the world,
and not at all the kind of men who
might be expected to let their hearts

run away with their heads. Yet al-
most without exception all of them
married women who were more or
less distinguished for good looks,
and those of them who recorded their
experience confessed to falling in
love at first sight, attracted by ap-
pearances.

In view of the vast diversity of
face and figure among women it is
well that all men have not the same
standard of the beautiful. Not long
ago an enterprising journalist made
the rounds of the prominent artists
residing in London requesting their
opinions as to the most beautiful
hair for women. The result was
merely to prove that “opinions dif-
fer.” Some gave preference to gold-
en tresses, some admired black, some
chestnut, some auburn, and Whistler
pronounced dark red, “the russet hue
of an oak leaf in autumn,” as in his
opinion the most beautiful of all
shades. “The moral,” wrote the edi-
tor, “appears to be that a woman,
whatever the color of her hair, will
find some one to admire it, provided
she takes a proper care of it and does
not dye it; the only point upon which
the artists agreed was that of their
aversion for dyed hair.”

Poets have been found to eulogize
all styles of beauty. Chaucer sang
the praises of “ye nut brown maid,”
and the trumpeters of blond beauty
are too numerous to mention. Poets
have been found to write in praise of
turned up noses; “a nose tip-tilted
like a daisy flower,” and we have all
read of the freckled faced girl whose
complexion was likened unto “straw-

W e judge each single grain by

itself, in the Quaker grading

machine, which leaves nothing

to chance—

TretSAM

Best for you
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has no thin-and-woody, flat-
and-flavorless grains to spoil
its quality.



berries smothered in cream.” Lord
Chesterfield, in his courtly OlIld
World fashion, said that no woman
need be homely unless of her own
will, or words to that effect; and the
same saying holds good to-day, a
beautiful soul has power to glorify
the plainest face and render it beau-
tiful for those who love it. “Let no
woman consider herself plain featur-
ed until she sees her bad qualities
written in her face,” says an old writ-
er in a “Book of Beauty;” “and let
no girl consider herself fair to behold
so long as she makes no effort to
free her heart from the evil thoughts
and passions which may disfigure her
countenance. A sweet and amiable
disposition is the best assurance of
beauty. But let every woman be
careful not to neglect the care of
her beauty, as beauty. It deserves
her attention and respect as much as
it deceives that of men.”

Women make a grave mistake
when, in their desire for beauty, in-
stead of making the best of what they
possess they try to manufacture an

artificial prettiness for themselves.
Bondret, the great Parisian beauty
and artist, used to tell his clients:

“My dear madame, develop and do
not invent, is the secret of becoming
as beautiful' as Providence ever in-
tended that you may be. It is also
the secret of being as beautiful as it
is possible for you to be.”

Dorothy Dix.

Demand for Chemists in the Business
World.

| asked a big manufacturer what
study a young man employed in a
minor capacity in any of the large
industries would find most useful in
advancing himself, and the unhesitat-
ing reply was—chemistry.

“Of course | am assuming that
your young man has an aptitude for
study, close observation and system-
atic thought,” he explained. “Pos-
sessing these qualifications, | know of
no other acquired knowledge that will
make him worth more to his concern
in quicker time.”

A canvass of the large industrial
lines reveals the fact that scarcely a
factory of any importance attempts
to get along without a chemist. Hard
headed business men, with little or
no pretentions to scientific attain-
ments have learned that the labora-
tory worker is the greatest money
saver in the business outfit. It has
been discovered that industrial and
commercial enterprises can be more
advantageously and profitably man-
aged if conducted on business prin-
ciples. For this reason the field of
the practical chemist has become al-
most limitless, and demands for his
services are increasing in new direc-
tions every day.

He is one of the most important
factors in the sugar refinery, the glu-
cose factory, the tannery, the steel
mill, the flour mill, the brick and
cement works, the paint and dye
works, the soap factories, the pack-
ing houses, the photograph supply
and artificial food industries, and hun-
dreds of others.

Possibly the last of all places where
the average man would expect to find
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a chemist wanted is on a railway sys-
tem. Enquiry fails to find a railroad
company of any importance that does
not employ a high salaried chemist
with one or more assistants. He is
the right hand man in the purchas-
ing department, saving the road
thousands of dollars a year and in-
cidentally protecting the public, for
he passes on all the steel rails, boiler
material, and iron for wheels and
axles that stand between the public
and possible disaster. He keeps the
road from being loaded up with poor
grades of coal. Paints, oils, brass
and nearly all other materials used
in locomotive and car equipment are
analyzed by him to guard against
adulteration and poor stuff. He is
called on to investigate the water
supply along the line with a view to
cutting out that which plays havoc
with valves and the interior of boil-
ers.

The chemist is one of the first as-
sistants to the engineer and architect
in the construction of modern build-
ings, and, since the days of steel in
shipbuilding came in, he is an im-
portant man in the shipyards.

The expert usually prefers to run
a laboratory on his own hook, and
he is one of the few workers in the
world to-day who does not have to
seek business. It seeks him. The
chemist who has a private laboratory
is usually a graduate of some large
industrial concern. He can afford to
throw up a salary of from $3,000 to
$6,000 a year and devote his time to
the analysis of water, gases, oils, min-
erals, inks, coals, metals, baking pow-
ders, perfumes, extracts, soaps, fer-
tilizers, and the one hundred and one
other things sent to him.

The wise investor, before he takes
the word of a promoter with a weath-
erproof paint, ready made ice, butter
compound, food product, or anything
else guaranteed to sell, goes to the
chemist with samples for analysis.
The number of fakes uncovered in a
commercial laboratory in a year is
something astounding. Fifty dollars
placed with a reliable chemist often
saves thousands of dollars.

A commercial chemist of long ex-
perience states that the young man
who has acquired the basic principles
and a fair amount of technical knowl-
edge usually has no difficulty in get-
ting permission to work in a labora-
tory, provided he is quick, handy,
neat and bright. W. E. Danforth.

The End She Had in View.

At the opening day of a kinder-
garten little Billie had worn out the
teacher’s patience and, being of the
old school, she administered the
time-honored remedy for naughti-
ness. As fate would have it, Billie be-
longed to the elect. His mother was
a member of the school board, and
forthwith bore down upon the school
teacher. Her tones were icy: “Miss
Harrington, | wish some information
on this outrageous proceeding. Kind-
ly tell me just what end you had in
view in punishing my son.” “Mrs.
Grant,” was the reply, “I had the
same end in view that anybody would
have in spanking a little boy.”
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Fans

warm
W eather

Nothing is more appreciated on a hot day than a substan-
tial fan. Especially is this true of country customers who
come to town without providing themselves with this
necessary adjunct to comfort. We have a large line of these
goods in fancy shapes and unique designs, which we furnish

printed and handled as follows:

100.............. $3.00 400........... $ 7.00
200 4.50 500........... 8.00
300......c... 5.75 1,000.......... 15.00

We can fill your order on five hours' notice, if necessary,
but don't ask us to fill an order on such short notice if you

can avoid it

Tradesman

Company
Grand Rapids, flich.
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BUSINESS CREED.

It Is Vital To Men Who Would
win.

_“Be honest and keep one eye open
for luck,” said Theodore Perry
Shonts. “That’s about as simple a
statement as | can make regarding
my business creed. It is not possi-
ble for a young man to outline at
the beginning of his career such max-
ims and beliefs as will be an infalli-
ble guide to success. A creed is like
any other development. It requires
good material and time to season it
before it will support an undertaking.
A man’s ability and his belief in him-
self constitute his creed building ma-
terial, and his opportunity to use it
is his luck. When these two factors
work together he is successful.

“Be honest. Tell the truth. That
part of a man’s business creed can
not be recited too soon nor too oft-
en. Personal integrity is what gives
business success its finest flavor. It
gives a man courage to know him-
self to be honest, and without cour-
age even the finest ability often fails
in accomplishment. The attitude of
a man’s mind has a great deal to do
with his luck. We attract luck by
being ready when opportunity comes.
The man who has to say, ‘Wait a
minute until |1 get ready,” opens the
door too late, while the man who can
jump up at the first tap and say, ‘All
right,” walks out and embraces his
opportunity. This last case will il-
lustrate what I mean by saying,
‘Keep one eye open for luck.

“Ingalls’ poem on ‘Opportunity’ is
fine, and, | think, expresses the truth
that opportunity is largely the master
of human destiny, but it must always
be remembered that opportunity is
not blind chance, but the chance for
a man to use such ability as he has
in readiness when the chance comes.

“Too many young men regard op-
portunity as a sort of ready to wear
garment which covers them with suc-
cess regardless of how little they are
able to fill it out. There is no such
thing in legitimate business.

“If there is one thing which ought
to be impressed upon the minds of
young men it is the necessity of
marking out their course on the busi-
ness chart as clearly as their capital,
knowledge, field and scope will per-
mit; to move slowly in the begin-
ning until they have learned the mo-
tion of fortune’s wheel, and never to
venture on an undertaking unless
they have an objective point—some
definite idea as to what it is they
wish to accomplish. Having done
this, they need have no fear of the

result, providing they keep turning
the wheel. That part of luck is up
to them.

“It will illustrate my point to re-

late an incident which happened, not
long ago, while I was with my family
on a little yachting excursion at Mo-
bile. We had invited a party of
guests to take a pleasure trip on the
Gulf of Mexico. Our yacht was ly-
ing in the harbor, the guests all
aboard, everything in readiness to
start, when the crew struck.

“Here was a new situation—an op-
portunity. | never had sailed the ship
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before, but | had gone over the route,
knew how to use a chart and com-
pass, remembered the location of the
buoys which mark the channel,
and knew my objective point. 1 knew
the point | wanted to reach. | sent
for my wife, who was entertaining
her guests below, all unconscious of
the situation, told her the facts, and
together we laid out our plan.

“Let me say right here that my
wife has always been my ship’s good
commander. | went to the pilot
house, and she to the guests. After
a few zigzags | learned the motion
of the wheel, that turning it one way
sent the boat to the right, and an op-

posite turn sent it to the left. 1 fol-
lowed my course outlined on the
chart, keeping my objective point
steadily before me, and before long

I saw right ahead of me the buoy
which marked the place of landing.
My guests enjoyed themselves to the
fullest extent, and were not aware
that | was their captain as well as
host until after the trip had been
successfully made.

“Now, if I had trusted merely to
luck in this situation, | would have
found a good opportunity to get into
trouble. If | had gone to the pilot
house and begun steering without
having previously marked out my
course on the chart, I might have
found not only myself but all my
guests in deep water.”

Mr. Shonts’ business creed is most
interesting at this time. His being
selected to act as chairman of the
Panama Canal Commission and to
have absolute control of the dis-
bursement of over $200,000,000 of
public money stamps the first part
of his creed as sound doctrine. The
second part is equally sound, for
when a man’s own efforts can re-
sult in an income of over $100,000 a
year before he is 50 years old it
seems pretty good evidence that he
has not only kept one eye open for
luck but has managed to get his hand
as well on a good share of it.

It would seem as if men were be-
ginning to realize the value of hav-
ing a creed—a definite principle to
guide their actions. Over the desk
of a successful Chicago man there
hangs a card on which is printed in
bold type, “Initiative is the secret of
success.” The whole appearance of
the man, his confident voice, the evi-
dences of wealth and prosperity all
about his office give this legend a
fascination. One looks at it eagerly
in the hope of discovering the recipe
for making money. What was there
about this individual that won for
him wealth and power? He declared
that his creed cost him $5000. Most
people who have creeds pay for them

either in dollars, or experience, or
both.
This particular man says: “Initia-

tive is not mere plunging or enthusi-
asm. It combines creative with ex-
ecutive ability. It not only opens
the way and starts the procession but
has the stamina to keep things going.
The desire to undertake, to map out
for one’s self, to start something dif-
ferent, to create new lines as soon as
one finds too much competition in
the older lines of work—this is in-
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itiative as far as it can be defined.”

Many men look longingly at op-
portunities, but they lack just that
degree of courage which inspires
them to go ahead and try out a new
line. Soon some braver spirit witn
“initiative” comes along, sees the op-
portunity, grasps it and succeeds. The
first man spends the rest of his life
telling of the wealth he might have
had.

Howard Russell Butler, one of the
most successful promoters in  New
York, says: “You can always get
mnoey for any scheme, old or new,
if you can create a new boom.” Mr.
Butler is manager of Carnegie hall,
adviser and dispenser of many of
Andrew Carnegie’s benefactions,
builder and manager of the Vander-
bilt galleries, chairman of the Ex-
ecutive Committee of thirteen artor-
ganizations and at present is inter-
ested in the contemplated art palace
to be built in New York City at a
cost of $5,000,000.

While Mr. Butler possesses initia-
tive to a remarkable degree, his per-
sonality is not aggressive. Although
one of the busiest of men, he has
time to listen to every one with
courtesy, sympathize with their ambi-
tion to make their scheme “win out
against all the rest,” and has man-
aged with it all to devote considera-
ble time to painting, and is an artist
of unusual merit.

In speaking of initiative, he said:
“While a few men possess that rare
quality of initiative which carries
them through difficult situations with
brilliant success, there are thousands
of others who fail through lack of
endurance. Another man may, pos-
sessing endurance, cultivate a power
of observation which will enable him
to see the value in another man’s
idea and to make use of it for his
own advantage. This power of
adaptability, of being able to reap
what others have sown, is a safer
course for the majority of men, for
the more we learn by observation the
less we need to learn by experience.
A man may earn ten years by this
thought.”

For those who wish to find in a
man’s creed a reason for his success
or failure, not only the creed but the
man who professes it should be stud-
ied; for that elusive thing called
“personality” determines what we
shall believe. Personality is the con-
crete expression of feeling, and feel-
ing rightly guided is the strongest
force in life. Get a creed, believe in
something, use your reason to guide
your emotions, and realize the truth
that “as a man thinketh in his heart
so is he. Catherine E. Cook.

Fortunes in Woman’s Work.

Droning musically, a great red mo-
tor-car sped up to the station and a
woman in beautiful clothes got out.
She rode into town on the early
morning train among a number of
business men, says the Minneapolis
Journal, and one of these said of her:

“That woman makes $20,000 a year.
She is a dressmaker. She has 90
girls working for her in her big es-
tablishment down town. She won’t
make the simplest linen frock under

$25, and the average price she charges
for a gown is $150.

“She is a college girl. Twelve years
ago she was a reporter on a morning
paper, covering the Board of Educa-
tion, women'’s clubs, and so on, wear-
ing shabby clothes and earning, |
suppose, $15 a week. She was too
clever, far too clever, for such work,
yet she stuck to her paper for two
years and never an inch did she ad-
vance.

“She had always liked dressmaking.
She had always had good taste. Now.
in despair, she took a course in cut-
ting and fitting, and she interested in
her idea one of the rich women whom
she had met in her news-gathering
among the clubs.

“With this woman’s help she
opened a small dressmaking shop in a
good neighborhood. Success seemed
hard to achieve at first, but she liked
the work, and she got in time the

patronage of three or four of our
best-dressed young matrons.  After
that she advanced rapidly. To-day

she is to be envied by most men.

“She built in 1902 a house that cost
$40,000. She lives at the rate of $12,-
to $15000 a year. And still she is
saving money.

“If intelligent college girls of good
taste, puting aside their pride, would
take up dressmaking instead of elbow-
ing into the overcrowded ranks of lit-
erature or journalism, they might live
in $40,000 houses and drive 60-horse-

power motor cars and still save
money.”
Character in the Neck.
It is claimed that character, and
often the state of health, may be

judged from the neck as readily as by
the features.

A short, thick neck denotes a will-
ful disposition and a sagacious mind.

The avaricious person is discovered
by a long, thin neck, stretching for-
,ward in an ungainly manner.

The perfectly formed neck is rather
long, but gracefully proportioned and
rounded, denoting a pleasant disposi-
tion, while the coquettish neck is of
medium length, but allows the head to
toss, and generally holds it at an
angle, while the oversensitive shy
woman generally has a long, thick
neck.

The short, rounded neck of the af-
fectionate woman retains its grace-
ful curves longer than any of the
others.

All of which goes to show that,
if only the neck were to be consid-
ered, a woman would, indeed, have
every opportunity to improve her dis-
position and mold her character.
Even a thin neck may be strength-
ened and rounded by proper exercise
and massage— unsightly wrinkles and
black spots escaped by avoiding tight
high collars and collar buttons. A
pretty, well-formed neck and well-
poised head go far toward improving
a woman’s looks and carriage, and,
knowing this, it seems strange that
the average woman pays so little at-
tention to this important part of her
anatomy. Like her wrists with the
fashionable elbow sleeve, her neck in
the popular Dutch yoke will make or
mar her appearance.
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Perpetual

Half Fare

Trade Excursions
To Grand Rapids, Mich.

Good Every Day in the Week

The firms and corporations named below, Members of the Grand Rapids Board of Trade, have
established permanent Every Day Trade Excursions to Grand Rapids and will reimburse Merchants
visiting this city and making purchases aggregating the amount hereinafter stated one=half the amount of
Al that is necessary for any merchant making purchases of any of the firms named is to
request a statement of the amount of his purchases in each place where such purchases are made, and if the
total amount of same is as statedbelow the Secretary ofthe Grand Rapids Board of Trade, 89 Pearl St.,

will pay back in cash to such person one=half actual railroad fare.

their railroad fare.

If living within
If living within
If living within
If living within
If living within
If living within
If living within
If living within
If living within

O fl 1*0~1l I 1y
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Amount of Purchases Required

miles purchases made from any member of the following firms aggregate at least
miles and over 50, purchases made from any of the following firms aggregate...
miles and over 75, purchases made from any of the following firms aggregate...
miles and over 100, purchases made from any of the following firms aggregate ,..
miles and over 125, purchases made from any of the following firms aggregate...
miles and over 150, purchases made from any of the following firms aggregate...
miles and over 175, purchases made from any of the following firms aggregate...
miles and over 200, purchases made from any of the following firms aggregate...
miles and over 225, purchases made from any of the following firms aggregate .

N flllIC S

as ~urc™ases ma<e  any other firms will not count toward the amount
of purchases required. ~Ask for “Purchaser’s Certificate” as soon as

you are through buying in each place.

Automobiles
Adams & Hart

Richmond-Jarvls Co.

Bakers
National Biscuit Co.

Belting and Mill Supplies

Cement, Lime and Coal
S. P. Bennett & Co. (Coal only) Ciark-Rutka-Weaver Co. Tradesman Company
Century Fuel Co. (Coal only) Foster, Stevens & Co. Seeds and Poultry Supplies
A. Himes A. J. Brown Seed Co.
A. B. Knowlson Jewelry
S. A. Morman &. Co. W. F. Wurzburg Co.

Hardware Safes

Shoes, Rubbers and Findings

F. Ranlville Co.
Studley & Barclay

Bicycles and Sporting Goods
W. B. Jarvis Co., Ltd.

Billiard and Pool Tables

and Bar Fixtures
Brunswick-Balke-Collander Co.

Books, Stationery and Paper
Grand Rapids Stationery Co.
Grand Rapids Paper Co.

M. B. W. Paper Co.

Mills Paper Co.

Confectioners

A. E. Brooks & Co.

Putnam Factory, Nat'l Candy Co

Clothing and Knit Goods

Clapp Clothing Co.

Wm. Connor Co.

Ideal Clothing Co.

Clothing, Woolens and
Trimmings.

Grand Rapids Clothing Co.
Commission— Fruits, Butter,
Eggs Etc.

C. D. Crittenden
J. G. Doan & Co.
Gardella Bros.
E. E. Hewitt
Vinkemulder Co.

If you leave the city without having secured the rebate on your ticket, mail your certificates to the Grand Rapids Board
of Trade and the Secretary will remit the amount if sent to him within ten days from date of certificates.

Wykes-Schroeder Co.

Cigar Manufacturers
G. J. Johnson Cigar Co.

Geo. H. Seymour & Co.

Crockery, House Furnishings
H. Leonard & Sons.

Drugs and Drug Sundries
Hazeltine & Perkins Drug Co.

Dry Goods
Grand Rapids Dry Goods Co.

P. Steketee & Sons.

Electrical Supplies
Grand Rapids Electric Co.

M. B. Wheeler Co.

Flavoring Extracts and

Perfumes
Jennings Manufacturing Co.

Grain, Flour and Feed
Valley City Milling Co.
Voigt Milling Co.
Wykes-Schroeder Co.

Grocers
Clark-Jewell-Wells Co.
Judson Grocer Co.
Lemon & Wheeler Co.
Musselman Grocer Co.
Worden Grocer Co.

Liquor Dealers and Brewers
D. M. Amberg & Bro.

Grand Rapids Brewing Co.
Kortlander Co.
Alexander Kennedy

Music and Musical
Instruments
Julius A. J. Friedrich

Oils
Republic Oil Co.
Standard Oil Co.

Paints, Oils and Glass
G. R. Glass & Bending Co.
Harvey & Seymour Co.
Heystek & Canfield Co.
Wm. Reid

Pipe, Pumps, Heating and
Mill Supplies
Grand Rapids Supply Co.

Saddlery Hardware
Brown & Sehler Co.

Sherwood Hall Co., Ltd.
Plumbing and Heating
Supplies

Ferguson Supply Co., Ltd.
Ready Roofing and Roofing

Material
H. M. Reynolds Roofing Co.

Herold-Bertsch Shoe Co.
Hirth, Krause & Co.

Geo. H. Reeder & Co.

Rindge, Kalm*h, Logie & Co. Ltd

Show Cases and Store
Fixtures
Grand Rapids Fixture Co.

Tinners’ and Roofers’
Supplies

Wm. Brummeler & Sons
W. C. Hopson & Co.

Undertakers’ Supplies
Durfee Embalming Fluid Co.
Powers & Walker Casket Co.

Wagon Makers

Belknap Wagon Co.
Harrison Wagon Co.

Wall Finish

Alabastine Co.
Anti-Kalsomine Co.

Wall Paper

Harvey & Seymour Co.
Heystek & Canfield Co.
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MEN OF MARK.

Geo. M. Morse, Manager Morse Dry
Goods Co.

It is an old saying that there are
a great many men in the world who
ought to be doing something else.

There seems to me to be a lot of
sense in the statement, for if a man
does not show adaptability to the
business in which he is engaged, he
ought to get out of it. If he does
not quit it of his own notion, the
chances are that he will be crowded
out by rivals who love every detail
of their establishments as a mother
loves her child.

To my mind nine-tenths of the
failures result from men getting in-
to wrong lines. Of course, there are
failures from lack of capital, for there
are men who have the battle planned
fit to win, and then fail from lack of
ammunition, but such cases do not
apply here.

The main thing for a young man
to consider when he gets ready to
make the fight for something more
than enough to eat and a bed at
night is: “What business will best
develop any commercial talent 1 may

have?” If this question is fittingly
answered, look out for that young
man. He will arrive.

Now, here is a case in point:

George M. Morse, of the Morse
Dry Goods Co., is, probably, as well
known throughout the State as any
Grand Rapids business man. He has
made a wonderful success of his es-
tablishment and, it is said, carries
more money in bank than any other
man on the street. He has a talent
for detail that makes it easy for
him to manage the many departments
of the big store.

George’s father wanted to make a
book-keeper of the hoy. That would
have been a pity, for he would have
made a failure of it. He might have
stuck to the stool and the pen, but
he would never have made a hit. |
say he would have stuck, for he is a
tenacious sort of a man. For thirty
years he has been buying, training
and breeding horses in the hope of
finally getting one that could clean
up all the speedy ones.

| have never heard of one of his
wild animals bringing home a roll
too big to carry in a trunk, but

George sticks to the notion that some
day he “will make a killing.” This is
George’s only recreation. When he
wants a vacation, which is seldom,
he goes to a horse meet somewhere
and mixes with men who wear loud
clothes and speak a language not
recognized by teachers of pure Eng-
lish. He studies sport and tout and
bets just enough to make it inter-
esting. “It's a change,” he says,
“and that’s what a vacation should
be.”

I am getting away from my sub-
ject. The senior Morse was deter-
mined that George should become a
book-keeper and George objected.
They lived in Chicago and the young
man was sent to a business univer-
sity perched at the top of a build-
ing above an auction store. When
he ought to have been learning how
to make single and double entries,
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George was listening to the silver-
tongued auctioneer downstairs. He
would sit around on boxes and bar-
rels all day and wonder how any
man could know as much as that
salesman seemed to know.

At last the book-keeping plan was
abandoned and the family came to
Grand Rapids. This was Thanks-
giving Day, 1882. By this time
George had the auction lingo down
pretty fine and they started an auc-
tion store on Pearl street, just where
the entrance to Powers’ theater now
is. ‘George was the actioneer. He
knew what the Chicago man had said
regarding the goods he sold and it
was easy to elaborate and make a
pretty fair talk. | guess it was a
little rocky at first, but it was better
than book-keeping and the young
man sailed in for all he was good for.

J. Friedrich as a music house. From
there to 62 Canal street. George
says that the farther up Canal street
they went the harder luck they had,
so they moved back to 41 and 43
Pearl street. The big department
store began at this place. About this
time the Fair was opened in Chicago.
The Morse store was one of the first
department stores in the country—
crude in many ways, but the begin-
ning was there. George bought
everything he could make a profit on
and sold at narrow margins, for he
had little capital to do business with.
From Pearl street the store went
to the old Messmore building, 43
and 45 Monroe street, and from there
to The Gilbert, at the corner of Mon-
roe and Commerce streets. This last
move was made in 1894. And there
the man who would not become a

George M. Morse

If he had listened to his father
and remained upstairs in the busi-
ness college, like a good little boy,
he might have been earning $15 a
week now and losing his job every
time he got a place with a merchant
who ought to have been running a
steam plow in the Distant West in-
stead of doing the commercial.

This is not an essay on disobe-
dience to parents. When a young
man gets ready to begin his life work
he should give due attention to pa-
rental suggestions—that is, if he has
reason to know that his parents have
tried to learn the truth about his
abilities and inclinations. Advice to
the young is valuable only when
coming from those who know the
capabilities of those who buy.

From the theater building the
Morse auction store went to the Judd
building, now occupied by Julius A.

book-keeper ground out a fortune.
When he is not away on one of his
infrequent vacations he is always at
the store watching the wheels go
round.

He has taken chances in his busi-
ness life. 1 know from inside sources
that when he took the Messmore
building he would have gone broke
in a month if he had not got the
trade from the start. It was just the
same when he moved to The Gilbert.
If he had made a single mistake in
buying goods or in handling them,
if he had not got the ear of the buy-
ing public right off, he would have
gone on the rocks. But he did not
go on the rocks. He made his fight
and won, and is not one of the men
who ought to be doing something
else.

I did not begin this story to give
an account of George M. Morse, but

the case was so pat that it just crept
in. It proves the point | wish to
make: George Morse is a depart-
ment store man. He would have
made a mighty poor book-keeper.
Even during his spells of rest he is
boosting trade.

Not long ago a horseman told me
that the breeders and trainers of
Western Michigan made the big
store headquarters. And there you
are. George has two speedy horses
eating their heads off now. | guess
he has not pulled a rein over either
one of them in a year, but he ex-
pects to steer them about the city
at a good clip after a time. He may
have an idea that the fruits of his
thirty years’ of breeding and training
will show in one of these horses. If
this should happen | have no doubt
that George would put a bronze
image of that speedy equine in a
front display window and draw cus-
tomers by showing that his goods
went faster than his horse. Well,
anyhow, he is one of the business
men of the city who ought to keep
at what he is doing now.

Alfred B. Tozer.

He Got Little Sympathy.

A physician had a hurry call the
other night to a house in the East
End where a forlorn man was taking
care of himself as best he could
while his wife was enjoying herself
at Bay View. The doctor arrived a
little after midnight, to find a pale
and agitated man walking the floor
and clutching in one trembling hand
a small vial marked “Morphine.”

“I've taken enough to Kkill an
army,” .he gasped. “I thought it was

quinine. For heaven’s sake, do some-
thing quick!”
Well, the doctor did a number of

things and all as quickly as possible,
and the man put in a horrible quar-
ter of an hour—several of them, in
fact, for the medical man was one of
your painstaking and thorough Kkind.
The man was pronounced out of dan-
ger by morning, and as his anxiety
lessened his wrath increased. Any
woman who would go off and leave
a bottle of poison in the medicine
chest where anybody looking for
quinine pills might find it ought to
be—he couldn’t find words to express
what ought to happen to her. The
letter he wrote that wife of his next
day was of a sort to keep her hair
in curl in the dampest weather. She
is, however, a perfectly heartless
creature, and this is what she wrote
back:

“You ought to be more careful
about taking things without looking
at the bottle. I've told you that be-
fore. I'm glad you called the doc-
tor, for | don’t know what would
have happened if you hadn’t. I mark-
ed that bottle morphine to keep the
maid from taking anything out of it.
What you took were some of those
sachet tablets Flora sent me from
Paris, and I'm sorry you wasted
them.”

Among the Impossibilities.
Johnnie— My pa’s richer'n your pa.
Freddie—P’haps he is, but he’'ll

never get back the money he lent
my pa.
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Profits Guarded
by System

Mistakes are costly and embarrassing. A customer
prefers to trade at a store where mistakes are not
made. You should insure against mistakes.

“Mr. Hardy is anxious to avoid mistakes. He pays a money penalty to customers who
do not receive a receipt from his National Cash Register for the amount of each purchase.
This printed check on which he announces to pay this penalty is given with each sale. Special
bargains are advertised on this check. This gives notice of sales that would ba overlooked.”

A National Cash Register automatically prints and issues this check. It is ready

for delivery the instant the sale is completed.
This system insures accuracy and carefulness, which bring increased profits.

CUT OFF HERE AND MAIL TO US TODAY

NATIONAL CASH REGISTER COMPANY, DAYTON, OHIO

I own a Please explain to me what kind of Name

a register is best suited for my business. Address

This does not obligate me to buy. 1 Clerk
.0 Clerks
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utteranmwEggs

Observations of a Gotham Egg Man.

A prominent Ohio egg
writes to us as follows:

“I'nave read your article concern-
ing egg quotations and think it will
not hold together. To start, you say
last season’s firsts must contain 65
per cent, full, strong bodied eggs,
maximum loss 1% dozen to the
case. To-day you only ask for 50
per cent, good ones to grade as firsts,
until you get to extra firsts, as you
call them, which is only top quota-
tion of ‘Western firsts’ and you can
not deny it. If you can, please let
me hear from you.

“My contract was made on the ba-
sis of top quotation of Western firsts
as quoted last season, which meant
65 per cent, good ones, and if | should
settle on the basis of your Western
firsts quotation to-day as you have
it, 1 would only get paid for 50 per
cent, good ones. Now, is it not plain
to you that | should be settled with
for an egg that grades to-day 65 per
cent, good, which is the egg you
guote as ‘extra firsts,” and at the same
time is the top quotation for Western

shipper

firsts. | know you will say I am
right, because | am right and right
is all I want.”

As the question brought up in this
letter may be of interest to others
I give below the answer to it:

“We have yours of the 17th in re-
gard to the egg grading question and
the relation of quotations for ‘firsts’
and ‘extra firsts.’

“1f, when the rule for ‘firsts’ called
for 65 per cent, full, strong bodied
eggs, the quotation for that grade
had been based upon the value of
eggs which would meet the technical
requirement of the rule, and if the
change in grading had really caused
the quotation for firsts to be based
upon the value of a lower quality
than before, then you would he right
in your contention. But this is not
the case. As | tried to explain in the
article to which you refer the quota-
tion made for Western firsts, just
before the rule was changed, was
based on the value of prime lines of
Western eggs which would, in fact,
not pass the technical requirements
of the old rule. If the quotation for
firsts had been made according to the
value of the stock that would pass
official inspection as such, it would
have represented (after hot weather
set in) the selling value of only an
occasional lot of exceptionally fancy
country candled stock.

“During the hot weather just be-
fore the grading was changed the
quotation for Western firsts was 155/2
@i6c, even although there were pub-
lic bids for ‘firsts’ under the old rule
of 17c or even 17" c.

“The point is that the rule was
changed so that the eggs quoted as
firsts would be gradable as firsts un-
der the Exchange inspection; and it
is a fact that the qualities of eggs
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whose value now governs the quota-
tion of ‘firsts’ are relatively the same
as gave the basis for the quotation
for firsts before the rule was changed.

“It is for this reason | contend
that any one who contracted on the
basis of the quotation for firsts will
get just as much now as he would
have got if the rule had not been
changed—for, regardless of the tech-
nical rule, the same relative grade of
eggs is used as the basis of the quo-
tation. The only difference is that
now the eggs quoted as firsts are ap-
proximately such under the rule,
while before the grading was chang-
ed they were not.

“Under the old rule the eggs quot-
ed as ‘firsts’ would pass as such un-
der official grading only during the
spring, before qualities were general-
ly affected by hot weather. It must
be evident to anyone that the average
quality of eggs varies widely from
season to season, according to weath-
er conditions. The old rules pro-
vided for some reduction in the re-
quirements for grade after hot
weather set in, the object being to
make the gradings bear a reasonably
uniform relation to general qualities.
But the reduction provided for was
not sufficient to accomplish the ob-
ject sought, and it was found that
while ‘firsts’ represented a large part
of the receipts in April and early
May, the requirements for the sum-
mer grade of firsts were so high as
to be met by only an occasional lot
of exceptional quality.

“Whether or not it is right that
qguotations for named grades should,
under certain conditions, be based
upon the value of qualities that would
not pass technical inspection is an-
other question. As to this it must be
remembered that if the requirements
for grade are maintained at all sea-
sons, and the quotations based upon
technical requirements, the quota-
tions would bear an extremely irreg-
ular relation to the value of the re-
ceipts as a whole and would be like-
ly to prove misleading. But | wish
to emphasize the fact that whenever
the falling of general quality has
made the technical grade of ‘firsts’
relatively very high, so that it could
be met by only a few exceptional
lots, the quotation for that grade has
not been held to strict official re-
quirements as to quality.

“If 1 have not made the matter
clear to you | should be glad to an-
swer "any further enquiry.”

To this it may be added that the
eggs in question would probably not
pass an official inspection as “firsts”
even under the reduced requirements
of the present rule.—N. Y. Produce
Review.

How the Cannucks Get Excess of
Water in Butter.

It has been demonstrated by ex-
periments that excessive churning
means excessive moisture in butter,
and also a high per cent, of casein.
When such methods are carried to
extremes it injures the keeping quali-
ties of the butter. There are in the
United States a number of large
creameries™ termed central plants.
The cream is shipped hundreds of

Butter, Eggs, Potatoes and Beans

I am in the market all the time and will give you highest prices
and quick returns. Send me all your shipments.

R. HIRT. JR.. DETROIT, MICH.

Butter

I would like all che fresh, sweet dairy
butter of medium quality you have to

send.

E F. DUDLEY, Owosso, Mich.

Fruit Packages

We handle all kinds; also berry crates and baskets of every de-
scription. We will handle your consignments of huckleberries.

The Vinkemulder Company

14 and i6 Ottawa St. Grand Rapids, Mich.

NEW SOUTHERN POTATOES

Carlots or Less
Clover and Grass Seeds

Millet and Buckwheat
MOSELEY BROS., grana

Office end Warehouse *nd Avenue and Hilton Street.

rapids, mich.
Telephones. Citizens or Bell. 1*17

W. C. Rea a.Jnwitzig

REA & WITZIG

PRODUCE COMMISSION
104-106 West Market St., Buffalo, N. Y.

We solicit consignments of Batter, Eggs, Cheese, Live and Dressed Poultry,
Beans and Potatoes. Correct and prompt returns.

RBFBRBNCES
Marine National Bank, Commercial Agents, ES)FPress Companies Trade Papers and Hundreds oi
ippers

Established 1873

Fresh Eggs Wanted

Will pay highest price F. O. B. your station. Cases returnable.

C. D. CRITTENDEN, 3 N. lonia St., Grand Rapids, Mich.

Wholesale Dealer In Batter, Bn*. Fruits and Produce
Both Phonee 1300



miles and churned at some central
point.

Serine of these plants make 50,000
pounds of butter a day, so even a
small fraction of a per cent, means a
lot of money to them. This ques-
tion therefore, receives strict atten-
tion from their managers and chem-
ists/, | may be giving away a secret.
The ‘method used by many of these
plants is to churn at a low enough
temperature to get an exhaustive
churning, or so that butter will gath-
er in..30 to 35 minutes. Let the churn
run until the butter gathers in gran-
ules.as large as peas; remove the
buttermilk and place fifty or sixty
gallons of water in the churn, put
the rolls in gear and work the but-
ter for ten or eleven revolutions in
the water with a Disbrow churn. This
has the effect of getting the butter
in a'~condition where it will hold an
exhaustive amount of water. It has
the £ame effect on the butter as ex-
cessive churning and also removes
a lot of undesirable casein.

At, this point the water is removed
and the salt is placed on the butter,
and the rolls are put in gear again
and ~the butter worked for twenty
revolutions, when it is ready to pack.
Sonre of these plants have the busi-
ness down so fine that they can in-
corporate between 15 and 16 per cent,
of water right along and 3 to 3™2 per
cent... of salt, thus keeping within the
limit of the law. It is almost im-
possible to tell the water content of
butter outside of chemical analysis
unless you incorporate over 20 per
cent. In fact, butter that is high in
water content is usually dry in ap-
pearance.

. To illustrate this still further |
quote from a Washington report. In
the September scoring of the national
contest held in Chicago in 1902 the
scoring was done by the Government
expert and one of the leading pro-
fessors of dairying in one of our col-
leges. At request of Major Alvord
abnormal packages were left out for
chemical analysis. They set aside four
packages of butter. Two of them
were marked “worked too dry,” and
two as “full of water.” The two
packages marked full of water had
10.77 and it.45, averaging 11.11 each.
The two marked as worked too dry
had 11.25 and 13.30, averaging 12.27
each, thus showing the lack of
knowledge on the part of the experts.
Experts, like anyone else, are liable
to make mistakes.

, In connection with the quantity,
flavor is a quality that is desirable in
all edible foods. Each kind of food
has its own distinctive flavor. This
is particularly true in butter, as in
scoring butter in various, parts of the
world about one-half of the total for
perfection is allowed for flavor:

Established 1883
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When examining butter in various
parts of this continent, and in the
English markets and Denmark, | find
the same peculiar quality is desira-
ble. People may differ in the shade
of butter and kind of salt, but when
it comes to flavor they all want a
sweet, clean, pleasant aroma.

Ordinarily the factor that controls
flavor is cleanliness. When | was a
boy it was a common saying that a
certain woman was the best butter-
maker in the community. Had it
been said that this woman was the
cleanest buttermaker in the commu-
nity the statement would have been
challenged. Nevertheless there was
considerable truth in it. The flavor
of butter is largely a product of fer-
mentation, and the kind of bacteria
that give the desired flavors grow and
thrive best under the most perfect
sanitary conditions.

We find just the reverse in winter,
conditions. As soon as cows are
milked in the stables a noticeable
change takes place in the flavor of
the butter. We call this winter con-
dition. It was formerly supposed to
be due to the dry feed given the
cows during the winter, or to the
advanced period of lactation. It was
found on a bacteriological analysis of
the milk at our school that when the
cows were milked in the stable dur-
ing the winter months about 75 per
cent, of the bacteria in the milk were
ofi the undesirable kind, while in June,
which is considered the best month
of the year for butter or cheese, only
about 10 per cent, of the undesirable
bacteria were present.

The species of bacteria that usually
predominate in stables are of the
putrefactive variety, those that cause
ordinary decay, hence the skilled but-
termaker skims a much thicker cream
in the winter than he does in the
summer to get rid of as much milk
serum as possible, thus carrying off
a lot of the wundesirable bacteria.
Then he dilutes his cream with a
heavy starter which only means add-
ing an enormous quantity of the right
kind of bacteria, so that they may
predominate and control the sour-
ing of his ctfeam.

From my experience as a butter
judge in various parts of the country,
I think I am safe in saying that the
makers who use starters and en-
deavor to control the conditions of
cream ripening, score usually three or
four points higher than the makers
who follow the old methods. The
successful cheese and buttermaker of
the future must have a knowledge of
the principles of bacteriology and
dairy chemistry as well as a practi-
cal knowledge of dealing with men.

G. L. McKay.
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Ice Cream
Creamery Butter
Dressed Poultry

Ice Cream (Purity Brand) smooth, pure and delicious. Once
you begin selling Purity Brand it will advertise your business and in-
crease your patronage.

Creamery Butter (Empire Brand) put up in 20, 30 and 60 pound
tubs, also one pound prints. It is fresh and wholesome and sure to
please.

Dressed Poultry (milk fed) all kinds.
these goods and know we can suit you.

We make a specialty of

j We guarantee satisfaction.
our best advertisement.
sell themselves.

We have satisfied others and they are

A trial order will convince you that our goods
We want to place your name on our quoting list, and
solicit correspondence.

Empire Produce Company

Port Huron, Mich.

SUMMER SEEDS

Fodder Corn  Crimson Clover Dwarf Essex Rape
Turnip Rutabaga, Etc., Etc.

If in the market for Timothy Seed either immediate shipment or futures
let us know and we will quote you.

ALFRED d. BROWN SEED CO.
QRAND RAPIDS. MIOH.

We told you last week something about

Display Baskets

Let us give you another lesson:

West Michigan
State Fair

and see 1,000 exhibits in our baskets.
“This is on the level.”

Go to the

W. D. GOO & CO., Jamestown, Pa.

MILLERS AND SHIPPERS OF

WYKES-SCHROEDER CO.

Fine Feed Corn Meal
MOLASSES FEED

LOCAL SHIPMENTS

Cracked Corn
GLUTEN MEAL

STREET CAR FEED

____________ — STRAIGHT CARS

Write tor Prices and Samples

GRAND RAPIDS, MICH.
Qil Meal /, Sugar Beet Feeid
KILN DRIED MALT

Mill Feeds
COTTON SEED MEAL
MIXED CARS *
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New One for the Shoe Store Win-
dow.

A long time ago | told you about
how A. Small Sizer was using his
skill in modeling in clay for window
features. Not window trims, mind
you, but “window features.” That’s
the great mistake with lots of good
shoe store window ideas. They en-
tirely dominate the window with
something alien to the business, and
thus, while they attract great atten-
tion to the window get no business
good out of it.

A. Small used to do quite a little
in the clay modeling stunt and it
made many novel features, but it is
some time now since he has bothered
much with it. Our successful win-
dow dressing contest, however, of
which | told you, put the new idea
into Willie Fitem’s head, and this
is the way we worked it out.

In the first place, we bought a
large quantity of modeling clay in
various colors. It didn’'t cost very
much. Then we had a large number
of small modeling boxes, one inch
deep and 6x8 inches in size made out
of thin wood. They didn’t cost much.
Then we offered to give one of these
boxes filled with modeling clay to

every purchaser of boys’ or girls’
shoes.
That was the beginning of it. Then

we advertised that these premiums
were given to allow the little people
a chance to practice at home for
competition in our great window con-
test for clay modeled advertising de-
signs. We had a modeling box made
four feet long, two feet wide and two
inches deep, mounted on a specially
built adjustable easel for the window.
Every boy or girl who secured a
pair of the shoes with the clay pre-
mium was eligible, after he had
proved to A. Small Sizer that he had
developed some talent and ability to
compete for a series of prizes in our
contest.

The conditions were that all work
should be done in the show window
during business hours, that each de-
sign should be judged not only for
its artistic merit, the age and instruc-
tion of the modeler being taken into
account, but its value from an artis-
tic advertising standpoint being tak-
en into account. The widest latitude
was allowed, only the firm name,
“Laster & Fitem,” must appear in
each design. The artist was allowed
to make his design humorous, artis-
tic, merely a worded advertisement in
clay, or to use any embellishments
which he furnished himself. The de-
sign could be completed as quickly
as deemed desirable and possible, but
not more than three days was allow-
ed to one competitor.

Well, say, the way clay modeling
became the fad in Lasterville was
wonderful. We sold shoes to chil-
dren who had two good pairs at
home and there was hardly a family
in town where there were children, of
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sufficient age, who hadn’'t some one
or more of them busy practicing,
right in the heart of the family, mind
you, clever things to model in clay
advertising our store and goods.

We had so many entries for the ten
prizes which we offered and the ten
more to be honorably mentioned,
that we had to construct several more
modeling boxes, and at times had a
young modeler at work in one corner
of each of our three windows. We
took care not to fail in a good shoe
display in each window, besides.

It will be hard to estimate the at-
tention which this plan has attracted
to our windows, our store and our
goods. It has been, as it chanced,
worked during the vacation time, so
that hardly any day has there been a
time during business hours when
some little girl or boy has not been
busy over a design in some one of
our windows. It would have worked
equally well, though, | am sure, in
regular school time as after school;
noon time and evenings would have
answered just as well.

Many of the designs were so good
that we kept them on exhibition for
several days, properly carded, in the
windows. Each design was photo-
graphed with a kodak, for the final
use of the committee, and these pho-
tos we displayed in the window
properly carded, and gave a copy to
each contestant of his design. Sev-
eral of the designs were so good
when reduced with the camera that
we had half-tone plates made and
reproduced in the local papers in con-
nection with our advertisement.

It has been a great scheme for us,
and has not only furnished us with
a lot of good advertising, but has
made us friends of a great many
young people and has been the most
enjoyable thing of the kind we have
ever done.

Advertising at a funeral is about
as far as it can go, but that is exact-
ly what we have done, and whether
we have offended good taste in do-
ing it is a question. Hi Ball claims
that we have not. No, we did not
get the privilege of putting a one-
sheet bill on the coffin or advertising
blankets on the hearse horses. Our
plan is only available for Episcopal
funerals, and so has only a limited
use.

The way of it was this: Hi went to
an Episcopal funeral at a house
where most of the people had failed
to bring prayer books so that the
beautiful responsive service of the
Episcopal church had to be omitted.
At another funeral only a few
brought prayer books, and the re-
sponses were weak and much of the
beauty of the service was lost.

Then Hi sought the rector and
broached his idea. The rector was
a sensible man, and although limit-
ing us to the merest line we were sat-
isfied. On cardboard, of note paper
size, we had printed the responsive
portion of the burial service in large,
clear type, surrounded with a heavy
black border and surmounted by a
design of the cross. Nothing else
appeared on the face of the card. On
the center of the back which was

Quality
Comfort and Profit

You're in the shoe business for a profit.
But getting a profit is one thing and hold-
ing trade is another. It takes quality to
hold trade.

You must sell at a profit shoes that con-
tain big value in durability, style and foot
comfort— that is quality.

That's where we come in. We make
the shoes. Our trade mark guarantees
them to your customers.  Our reputation
for quality was established years ago and
we’'re adding to it daily.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

Blow Your Horn if You
Don't Sell a Clam

We are not so very long on the blow; but when it
comes to furnishing

Dependable

footwear to our customers we are there with the goods.
If you don’t believe it let us show you.

Our Leather Line We Know to be Good

Hood and Old Colony Rubbers
Cant be Beat

Geo. H. feeder & Co.

Grand Rapids, Mich.



entirely plain we had printed in small
type:

“Furnished to St. John’s church by
Laster & Fitem, Lasterville.”

Just that and nothing more. Not a
word about business or shoes. We
had an edition of 2000 printed and
given to the rector and sexton. They
were placed in all of the pews at a
church funeral, and on occasion of a
house funeral one is handed to each
person present. They are seldom
taken away, although no restriction
is made, and the same cards are used
over and over again.

We not only furnished our Epis-
copal church here, and the one at
Laster’'s Point, but two neighboring
towns where we have trade, as well.
Church people tell us that the beauty
of the funeral service has been great-
ly benefited by the responsive service
made possible by the cards, and the
only wonder is that it has not been
thought of before.—lke N. Fitem in
Boot and Shoe Recorder.

Small Cities More Advantageous
Than Large Ones.

Wrritten for the Tradesman.

“When | see the exodus of our
young business people from the
smaller to the larger cities | am

sorry.” said a prosperous business
man in a prosperous Michigan town,
the other day; “and | know what |
am talking about for | came from a
city of five times the size of this to
take up my work here.”

Tt was true. The man had come
from one of the larger Eastern cities
to assume the management of a
large dry goods store. He had a
good position in the other city in the
same capacity but recognized that a
young man had more chance to make
a start in a smaller city than in a
larger one and so made the change.
And a little careful thought will
bring forth many arguments to prove
the truth of this statement, although
it is generally thought that the ad-

vantages in the larger city are
greater.
Of those who make the change

from the larger city to the smaller
one the greater number do not do
so with any idea that by so doing
they are bettering their business
chances, but they are compelled to
do it if they wish to retain their
health. The unhealthy conditions at-
tendant upon the congested life of a
large city drive many to the smaller
—and therefore more healthy— towns
and they are benefited in both health
and business prospects.

And that this is true is one of the
strongest and best arguments in fav-
or of the small towns. A man may
be getting along ever so well in
business, but if his health fail him
when he is at the point of adding the
finishing touches to a successful ca-
reer it has all been for naught, and
the unceasing labor of years may be
swept away by a sudden breaking
down of the machine that has been
toiling all these years to attain that
which has been snatched away at the
instant of attainment. If the last suc-
cessful stroke has been given, and
the machine that has been held up
by the nervous tension during the
struggle collapses, what have the
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years meant? A successful business
career but a physically wrecked life.
And the friends of the family con-
vey the expression of their sympathy
to the bereaved relatives and say to
one another, “Yes, John was a hard
worker. He set a stiff pace and he
kept it up.”

Yes, he kept it up, but at what a
cost! His brother who has chosen
to cast his lot in a small city is still
on earth and doing a successful busi-
ness. He is still in his prime and
people are enjoying his society and
he is enjoying theirs. His success,
while not so rapid or spectacular, is
just as sure and he is alive to enjoy
it. People know him. too.

And here is another thing: The loss
of individuality that comes with res-
idence in a large city is not by any
means compensated for by the other
seeming advantages which the city
is said to offer. One might do a
thing that would pass unnoticed in
a large city but which would create
a very furore in a small one. Busi-
ness achievements, unless they are
colossal in proportion, are unnoticed
in a large city while in a small one
merit and worth are noticed and ap-
preciated.

I would say to a man, or woman
either, starting in life in a humble
place by all means start in a small
city. The advantages are easily seen:

In a small place the owner usually
knows every one connected with his
business. If an employe does a mer-
itorious thing the owner sees it and
the reward is a good deal more sure
to come than if it had to get to the
owner by the uncertain and dubious
means of a manager’s telling him.
Again, there are countless small
things that a worker in a store may
do which in themselves do not
amount to much but which, observed
by an employer from day to day,
create a favorable impression of the
work and tend to pave the way for
advancement. If the worker had a
position in a large store he would be
engulfed in the business. He would
be a small factor and the things he
did, if they were all right, would
pass comparatively unnoticed. It
takes as long for advancement in a
large place, with all its much-talked-
of advantages, as it does in a small
one, and in some instances longer
and, besides, the work is a good deal
harder than it is in a small store.

There is a certain satisfaction in
knowing that things that are done
are noticed and appreciated. More
people know about them in a small
town and they are more appreciated,
but good strokes are more rare in
a small city than in a large one. That
all this is true is best proven by the
following little instance, which is an
excellent illustration of the question
in hand:

In a go-ahead city of 20,000 inhab-
itants there were two boys gradu-
ated from the same class in high
school. Both took a course in a
business college, as a more practical
preparation for the business life they
intended to follow, and both took
positions in the small home town.
They worked on for a time, but the
rapid advancement they had been
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Keep
Your
Eye on
This
Brand

We are distributors of this most popular low
shoe and have a complete stock on hand for imme-
diate shipment. You will want to sort up your
stock and we will help you. Send in your order and
we will guarantee it will be shipped the same day
received.

Michigan Shoe Co.

Distributors

Detroit, Mich.

Our “Custom Made” Line

of
Men’s, Boys’ and
Youths’ Shoes

Is Attracting the Very Best Dealers in Michigan.

WALDRON, ALDERTON & MELZE
Wholesale Shoes and Rubbers

State Agents for Lycoming Rubber Co. SAQINAW, MICH

You Are Out of
The Game

Unless you solicit the trade of your
local base ball club

They Have to
Wear Shoes

Order Sample Dozen

And Be in the Game

SHOLTO WITCHELL Majestic Bid., Detroit
Everything in Shoes

Protection to the dealer my ‘«motto.”* No goods sold at retail.

Sizes in Stock

Local and Long Distance Phone M 222«
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dreaming of did not come. Soon one
of the boys grew discouraged and
exceedingly disgusted and, finding a
situation in one of the larger cities,
went there. The other, although just
as ambitious, stayed where he was,
wisely figuring that, if advancement
was slow in the smaller town, it was
sure. He was right. Shortly after
the over-ambitious one had left town
the stay-at-home got his first ad-
vancement, and was working along
filled with new ambition, while his
friend in the city was plodding along
at the same old salary trying to make
a place for himself in the new field
he had chosen. It was hard uphill
work. There was no one to come
around and congratulate him on a
piece of work well done—they don’t
do things that way in the city. The
employers did not have time and
left the help entirely to the head
clerks and superintendents. The fel-
low-workmen were too self center-
ed and busy—too jealous—to notice
it and the young man went stolidly
along losing heart and hope every
day. Meanwhile more good work
had brought the one in the home
town a further promotion and he was
plunging into his work with renewed
vigor. Things went on in this fash-
ion, the city man getting about one
promotion to his friend’s three, un-
til one day the stay-at-home wrote a
joyous letter to his friend telling him
that he had been offered a working
interest in the business. This, of
course, was an expression of the per-
fect confidence the firm placed in
him and landed him on the sure road
to success. Then, and not until then,-
did the city man realize his mistake
and wish he had stayed in his boy-
hood town. Conditions were the
same in the place where he had start-
ed and he thought that he might even
now be enjoying a similar position.
Such a place was a long way off at
the rate he was going at present.
Granted that advancement is great-
er, when it does come, in a large
city, it is not so sure nor so fast in
coming as in the small one and the
beginner in the business field should
consider the matter carefully before
he goes to a big city with its hard
work and other evils. The small city
does not hold forth so much at first
glance, but a careful study of the
situation will prove the worth of the
small one as compared with the large
one. Burton Allen.

Not the Horse He Wanted.

Hans, the ruralist, was in search of
a horse. “lI've got the very thing you
want,” said a stableman, “a thorough-
going road horse. Five years old,
sound as a quail, $175 cash' down and
he goes ten miles without stopping.”
Hans threw his hands skyward. “Not
for me,” he said, “not for me. |
vouldn’t gif you 5 cents for him. |
live eight miles out in de country and
I'd haf to walk back two miles.”

Educating your conscience into
elasticity will not relieve you from
guilt.

The self-satisfied are seldom of any
service.

MICHIGAN TRADESMAN

Employer More of Slave Than Em-
ploye.

“l have been a salaried man ever
since | began work in the world,”
complained an old friend of mine the
other day, just after he had given up
a work of twenty years or more. “I
still have to work for my living, but
when | go to work again it will be
as my own boss,” he added force-
fully.

| don’t know whether that friend
has completed the negotiations
whereby he was expecting to take up
a business of his own, but if he has
I think he will have cause to remem-
ber the truth of my contention as we
talked that, wherever he might go
and in whatever line of world endeav-
or he might seek absolute independ-
ence, he must suffer disappointment.

Somewhere the other day in the
business world | heard the complaint
of a business man, made in the spirit
of utter disgust and irritation:
“Where shall | turn to find the man
to whom | can say, ‘Do this, please,’
and still be certain of its being done?
It seems to me that the attitude of
the present generation is one of re-
volt against the ‘do this’ of the em-
ployer, no matter how pledged they

may be to carry out his instruc-
tions.”
This is the situation in hundreds

of great businesses to-day, and per-
haps one of the greatest single con-
tributing causes to the condition is
the fact that the average employe
fails to recognize that his employer
is more a slave to the business than
he would lend himself to be under
any circumstances.

I wish to lay particular stress upon

-

J

satisfactorily to them and profitably
to himself. Plainly, the house which
gets no business, however its equip-
ment may be, must fail. But, in these
days of almost universal sharp com-
petition, the house which gets busi-
ness under competitive conditions

must meet the exactions of customers lgood habits.

under competitive conditions or else

Bob the Blacksmith

We face you with facts and clean-cut
educated gentlemen who are salesmen of
Experienced in all branches
f the profession. Will conduct any kind
of sale, but earnes_tlg advise one of our
“New ldea” sales, independent of auction,
to center trade and boom business at a
profit, or entire series to get out of busi-
ness at cost.

G. E. STEVENS & CO.
209 State St., Suite 1114, Chica?o. .

N. B. You may become Interested in
a 300-page  book " by Stevens, entitled
“Wicked C|ty,"_stor¥ of merchant’s
siege with bandjts. 1f so, merely send us
your name and we will writel you re-

jnnUnc it when r»"'"» for distribution.

Bob the blacksmith is hearty and hale,

Makes shoes for horses that never fail,

W ears shoes that are shoes upon his feet.

That don’t set him crazy on account of j
the heat.

They are made by a firm who calls them
HARD-PAN

And they are never bunched with the
“Also Ran.”

Dealers who handle our line say

we make them more money than

the position of the average active em-1 gther manufacturers.

ployer in the average business con-
cern in the United States. No mat-
ter in what line of endeavor his busi-
ness is conducted, his first great con-
cern is to get business for his house,
while next in importance is the ne-
cessity for catering to his customers

Write us for reasons why

Herold-Bertsch Shoe Co,

Makers of Shoes Grand Rapids, Mich.

CHARLES E. FLEMING

Another Song

Single Strap
Harness

No better harness made
than that made by

Brown & Sehler Co.
Grand Rapids, Mich.

Wholesale Only

HOLD UPS

From Kankakee

The only drawers support«rs
for men. We prove it by your
wearing them. They hang
direct from suspender and are
easily adjusted A quick seller.
Your jobberor sample for dime.

HOLD UP MFG. CO., Kankakee, IlI.

Boots. Shoes, rubbkhs
EMC rOOTWSAS A SPCCIALTY



go out of business. Taking into con-
sideration the makeup of the average
man in civilization—how easy he is
to drop old associations—how little
of the habit of conservatism is left
him— how little in his nervous life is
required to offend, or prejudice, or
take away his interest—shall a sane
observer imagine that the employe
of the active business man is merely
a slave to the idle whims of his em-
ployer?

It is granted in most cases that the
employer may have the greater sel-
fish interest in being the slave of his
business. But it will not be disputed
that tens of thousands of employes
are working to-day at routine, certain
of the salaries that the troubled heads
of the houses are striving to make
certain, as such salaries always have
been in the past.

How much the man of affairs s
the slave of his business constituency
is not to be determined as a whole.
Trust organization and individual ef-
forts in commercialism where the ele-
ment of competition does not enter
would make an approximate venture
difficult. But it may be said without
fear of question that not one busi-
ness man in a hundred can leave his
business cares behind him every day
with his office coat. On the other
hand, in contrast, how many of the
average active employes of the coun-
try allow business cares to take up
all their thoughts for even the eight
hour business day? How many of
these hold a thought of the work
ahead of them unless it be to wince
from it, or of the work behind them
unless it be to congratulate them-
selves that they have just broken
away from the strain of it?

The whole point of the argument
is that the man who owns his own
business, and who does not feel the
exacting stipulations and demands of
his customers, is one to a thousand
who are slaves to these characteris-
tics of the trade. The employe who
would have a business of his own
only that he may escape the spur of
“Do that” and “Do this” as the head
of the institution has a lesson to learn
of competitive business.

The wholesale business house, and
perhaps the small retail business of
a neighborhood, are in positions
every day to attest more widely than
almost any other to the small causes
assigned for the loss of a customer.
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To a great jobbing house it may be
a question of great seriousness why
a customer of long standing deserts
it in favor of another house in per-
haps the same city. Proportionately
the small retailer wishes to know
why a family is buying its groceries
of his competitor, having dropped
from his list. And in any community
the possibility that some offense has
led to the action may trouble the
dealer out of all seeming necessity.
Yet the defection for cause on the
part of one customer in any circum-
stance may be serious.

As a customer going into an estab-
lished house in a certain line, have
you never felt the irritations that
come of being told that the house
“is just out” of something that it
ought to by all means have had? You
are extremely good natured if under
some circumstances you have not
felt the disposition never to go into
that place again. The lax methods
of some clerk may have caused it,
but it reacts upon the house itself,
and the disappointed or offended one
may have occasion to speak of the
laxity time and again to the detri-
ment of the employer.

Can the employe who resents be-
ing asked to “Do this, please,” or
“Why didn't you do that?” feel or-
der or complaint any more than the
employer already has felt it?

And can employer, even as much
as the employe, hope to be unquali-
fiedly his own boss?

John A. Howland.

Auto Opens New Fields.

An automobile milk wagon which
is running in Ohio and doing the
work of two and three horses every
day is one of the recent developments
of the horseless age. Another is an
automobile in the Congo Free State,
where electricity and coal are not to
be considered as power generators,
and where, therefore, wood was mus-
tered into the service as the only logi-
cal fuel. The wood burning car
weighs a ton and has a maximum
speed of twelve miles an hour. Sheet
steel wheels with" heavy pneumatic
tires are used. The fifteen horse-
power engine is inclosed in a bullet
proof bonnet, as the vehicle is to be
used in transporting troops and is
expected to be under fire at times.
A third novelty in the automobile
business is the arrangement of an en-

terprising Yankee for a regular serv-
ice of motor umnibuses to the pyra-
mids.

Doing things a little better than
is expected of you will never do any
harm.
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PILES CURED

DR. WILLARD M. BURLESON
Rectal Specialist
|03 Monroe Street Grand Rapids, Mich.

Quinn Plumbing and Heating Co.

Heating and Ventilating Engineers.

tention given to Power Construction and Vacuum Work.

Plumbing Goods

High and Low Pressure Steam Work. Special at-

Jobbers of Steam. W ater and
KALAMAZOO, MICH.

JIOSTER”ATEVEA™.

Grand Rapids, Michigan

Merchant«’ Half Fare Excursion Rates every day to Grand Rapids.
Send for circular.

We have the facilities, the experience, and, above all, the disposition to
produce the best results in working up your

OLD CARPETS

INTO RUGS

We pay charges both ways on bills of $5 or over.
If we are not represented inyour city write for prices and particulars.

THE YOUNG RUG CO.,

KALAMAZOO, MICH.

FOOTE & JENKS

MAKERS OF PURE VANILLA EXTRACTS
AND OF THE GENUINE. ORIGINAL. SOLUBLE,

TERPENELESS EXTRACT OF LEMON

r FOOTE A JENKS’

Sold only in bottles bearing our address

JAXON Foote & Jenks

Highest Grade Extracts.

JACKSON. MICH.

WE TOLD YOU SO

Glass Did Advance July 17th

after the Jobbers’ Meeting which took place on the 15th.

see how true our statements have been.

again advance.

BUY

Look back over previous numbers of the Tradesman and

Another Jobbers’ Meeting will be held in about two
You cannot afford to disregard our advice to

NOW

weeks. Glass will

GRAND RAPIDS GLASS & BENDING CO., Grand Rapids, Mich.
Most Complete Stock of Glass in Western Michigan
Office and Warehouse 199, 201, 203 Canal St.

Bent Glass Factory Kent and Newberry Sts.
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MEN OF MARK.

Eugene E. Winsor, Who Links the
Past To the Present.

This has been hailed as the era of
the young man. His presence is felt
in every field of action, whether it
be of war or peace, in the arts or
commerce. The artists whom we ad-
mire, although their work may
scarcely rank with that of Rembrandt
and the old masters, are the young
men of to-day—the Gibsons, the
Stanlaws and the Remingtons at
home and their contemporaries
abroad. We quote Kipling rather
than Tennyson, and in America our
songs are sung by Carman, Stanton,
McGaffey and Riley and a host of
poets who may still be called young.
Our captains of industry are not all
gray bearded. Because of all this
we unfortunately get the impression
that only men under 50 can do
things. It has been said, however,
and truly, that a man is only as old
as he feels. “We live in deeds, not
years; in thoughts, not breaths; in
feelings, not in figures on a dial. We
should count time by heart throbs.”

Activity comes naturally to the
younger man. It is a part of youth.
He is entitled to more credit for its
proper exercise than for its posses-
sion. But we have failed to pay prop-
er tribute to the young-old man, who
laughs at time; who lives in deeds,
not years; who does not let gray
hairs frighten him into retirement,
and who holds his interest in life
and exerts an influence on his fellow-
men.

He doesn’t, for an instant, look the
part, nevertheless it is a fact histori-
cal that Eugene E. Winsor, of this
city, is the first child born of white
parents in the Grand River Valley.

What year? did you ask?

That is not important, neither
would it be courteous to state, if we
knew; which we do not. We hate
statistics because they are boresome
and because we have great admiration
for 'Gene the fair, the debonair, who
for more than a quarter of a century
has been one of the most courtly and
well-groomed fire insurance agents
in Michigan.

Much more interesting than calen-
dar records is the fact that very
shortly after the pioneer Dexter
Colony “from York State” had pack-
ed their wagons, hobbled their cattle
and broken bread in the forests
where now stands our pretty and
thrifty neighbor, lonia, Mrs. Sally
Winsor—formerly of Pittstown, N.
Y.—wife of Darius Winsor, a native
of Smithfield, R. I., gave birth to a
baby boy and he was christened Eu-
gene E.

Thus it happened that lonia has
the prior claim over Grand Rapids to
the honor of being the first home of
the subject of this sketch. For three
or four months the proud parents
and devoted brothers and sister of
the babe remained at lonia. Then
the journey to Grand Rapids was
completed. Like all frontier in-
fants 'Gene learned his early sports
and games largely from the Indian
children who were constantly com-
ing to and going from the little vil-
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lage of Grand Rapids, so that the
use of shot guns, bows and arrows,
steel traps, canoes and paddles was
well understood and frequently in-
dulged in by the boy. When about
6 years old the parents of the Win-
sor boys were both taken to their

eternal homes, so that the care of
Eugene fell upon his brothers and
his sister. Industrious, energetic and

determined, these brothers, who were
eighteen or twenty years older than
the boy, worked hard and with var-
ied success, while the sister—the late
Mrs. Adelaide Winsor Henderson—
gave of her gentleness and womanly
skill and intelligence as the little
mother of the household. Presently,
however, Zenas G. Winsor was mar-
ried to Mrs. Hannah Tower, a most
estimable young widow whose hus-
band had passed away nearly two

on the southwest corner of Fountain
and Ransom streets.

There are traditions that Eugene
E. Winsor, the boy, was but the
precursor of Eugene E. Winsor, the
man, unassuming yet of courtly man-
ner; a quiet, close observer and a
careful, systematic student and
worker, always ready for any duty
tc which he was called and at the
same time kindly and genial among
his friends. His brothers being trad-
ers, merchants and enterprising pub-
lic-spirited men who had unbounded
faith in the future of Grand Rapids,
the boy very early in life absorbed
an intimate and valuable knowledge
as to rules of business and proved an

able helper to the brothers. Al-
most hourly intercourse with the
French “packers” and with Indians

enabled him to speak the Pottawato-

Eugene E. Winsor

years before. And so under the care
of the fatherly brother and his wife
Eugene grew into boyhood.

The first school he attended(?) was
when he was about 3 years old, a
Miss Day, of the Slater Mission, on
the West Side, being the teacher of
a private school conducted on the
second floor of his father’s house, his
sister, Miss Adelaide, being one of
the eight or ten pupils. When 6
years old Eugene was a pupil in a
select school on the north side of
Fulton street, opposite Jefferson ave-
nue, the teacher being a man named
Joseph B. Galusha. Later in his life
he was a pupil under the late Henry
Seymour in the Grand Rapids Acad-
emy, which stood on what is now
called Fulton Street Park, and still
later he was a pupil in the late Prof.
Franklin Everett's private academy,

mie Indian dialect and its French
counterpart, so that in buying pel-
tries, mokoks of maple sugar, bas-
kets, berries, canoes, bows and ar-
rows and other products of wood-
craft Eugene soon became a helper
in a mercantile way, gradually de-
veloping an intuitive business in-
stinct. When he was but 11 years of
age his brothers built the stone
building on the southeast corner of
Monroe and Waterloo— now Market
—streets, which building is still
standing. His brother Zenas also
built a fine stone residence at the
corner of Jefferson avenue and Wash-
ington street, on the present site of
our Museum. The stone for both of
these buildings was quarried from
the bed of the river, a process which,
together with the erection of the
buildings, occupied a large share of

the boys’ time and to future profit.

Thus Eugene Winsor grew nat-
urally into a commercial life, which,
at various times in Grand Rapids and
Grand Haven, he followed with prof-
it, both to himself and his brothers.
Incidentally, and because the broth-
ers were interested in steamboat
property, Eugene enjoyed an intimate
and active participation in the river
transportation history when there
were two or three boats each way
daily between Grand Rapids and
Grand Haven, with no railroads
present to interfere with the combin-
ation.

There is a tradition that at one
time Eugene was acting as clerk on
the old side-wheel steamboat Algo-
ma, whose exhaust could be heard
with reverberant regularity as she
breathed her way along, a distance
of two or three miles up or down
the river. On one down-bound trip,
when nearing the now extinct vil-
lage of Ottawa Center and when the
IAlgoma was crowding on all steam
to make up about an hour of lost
time, her captain, DeWitt Shoemaker,
discovered a man on a lumber pile
at Ottawa Center frantically waving
a handkerchief. The course of the
boat was changed by Michael Shields,
Ithe pilot, to take on the passenger
and as she was laid along the lumber
pile, Capt. Shoemaker shouted,
“Never mind the line, jump aboard.”

“Is 'Gene Winsor aboard?” asked
the very well-dressed stranger, at
which the clerk showed himself with:
“How are you, Harley? Jump
aboard.”

Instead of making the jump as di-
rected the man on the lumber pile
said:  “Say, 'Gene, will you kindly
oblige me by loaning me five dol-
lars until to-morrow, when 1 will go
up to the Rapids with you and set-
tle?”

As Mr. Winsor darted back to his
office with: “I'll get it for you, Har-
ley,” Capt. Shoemaker and Mike
Shields directed several forcible ejac-
ulations at the man and before Eu-
gene reappeared the Algoma was a
cable’s length away from the pile of
lumber. “I'll see you to-morrow!”
shouted Winsor to his friend and
then, turning on his heel, he observ-
ed: “You should have waited, Cap’n.
Maybe Harley’s in distress.”

While Mr. Winsor was thus inti-
mately identified with the business
interests of Grand Rapids and of the
entire valley, for that matter, he has
never lost his interest or faith in the
future of our city. Away back in
the days of the old goose-neck type
of hand engines for fighting fire, he
was an active member of “Protec-
tion No. 2 Company,” when Farnham
Lyon was its foreman. Later he took
a deep interest and was a generous
supporter of the militia company
known as the Grand Rapids Grays, of
which J. C. Herkner was captain.
Always popular and prominent in a
social way, eternally loyal to his
friends and a man of strictest busi-
ness rectitude, Mr. Winsor has “kept
up with the procession” in his broad-
ness and fairness of views, and no
man, young or old, has a keener ap-
preciation of or greater pride in the



steady spiendia development of
Grand Rapids from the status of an
Indian trading post to the dignity of
the great metropolis of Western
Michigan.

According to Directions.

“He must take the medicine in a
recumbent position,” said the phy-
sician who had been called to attend
an injured Irishman. The man’s
wife was puzzled, but would not ad-
mit it. The Baltimore Sun relates
the consequences of her false pride.
She confided her dilemma first to her
husband.

“Tim, dear,” she said, “here’s your
midicine all roight, but the docther
do be saying ye must take it in a
recoombant position, and niver a
wan have we in the house.”

“Ye moight borry wan,” suggest-
ed Tim. “Ther’'s Mrs. O’Marra, now,
she do always be having things com-
f'table and handy loike.”

So the wife made her appeal to the
more provident neighbor.

“Mrs. O’Marra, me Tim has been
hurted.”

“The poor soul!”

“Yes, and he’s that bad the doc-
ther says, ‘Give him his midicine in
a recoombant position,” and, Mrs.
O’'Mara, we haven’t wan in the house.
Would yez moind giving me the loan
av yous?”

Mrs- O’Marra was puzzled in her
turn, but she, too, refused to admit
it. “Faith, and yez can have it and
wilcome,” she said, heartily, “but me
friend, Mrs. Flaherty, has it; she bor-
ried it Chewsday week—jist round
the third corner beyant, forninst the
poomp.” So the quest was contin-
ued.

“Mrs. Flaherty, excuse me fer trou-
bling yez, me being a sthranger en-
tirely to yez, but me man is hurted,
and the docther says, ‘No hope of
saving him onless yez give him his
midicine in a recoombant position.’
Mesilf didn’t happen to have wan,
so | stepped over to borra Mrs.
O’'Marra’s. Would ye moind me tak-
ing it the while, me Tim being so
bad?”

“Moind? Av coorse not!” returned
Mrs. Flaherty, with the polite read-
iness of her nationality. “But sorra
the day! Flaherty—he do be moigh-
ty onstiddy betimes—he dropped it
on the flure last noight and bruk it.”

“I'll have to pour it into him the
best way | can, poor man!” said
Tim’s wife, as she hurried home.

Reducing Domestic Expenses.

Young husband (looking over ex-
pense account)— My angel, the
amount of money we are spending
for kindling wood is perfectly terri-
ble. You must do something to pre-
vent that girl from using it up so
fast.

Young wife (after long thought)—
I have it. When the girl goes out
to-night I'll slip into the kitchen and
put the wood to soak.

Blessings are not to be measured
by their bulk.

The church needs men more than
meetings.
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Hardware Price Current
ﬁ_arhltrog y 2 25 rate
ig an
AMMUNITION Knobs—New List
Caps Door, mineral, Jap. trimmings .... 75
G D., full count, per m.. 40 Door, Porcelain, Jap. trimmings .... 85
Hicks’ Waterproof, per m. 60 Levels
Musket, per m ... 75 Stanley Rule and Level Co.’s ....dis.
Ely’s Waterproof, per m. 60 Metals—zZinc
Cartridges 600
No. 22 short, per Per
No. 22 long, per m. Miscellaneous
No. 32 short, Bird Cages ...
No. 32 long, per m.. Eumps, ’\ilstern
i crews, New List ..
Primers Casters. Bed and Plate
No. 2 U. M. C., boxes 250 5per m.... 160 Dampers, American
No. 2 Winchester, boxes bl 0, per m..l 60 Molasses Gates
Gun Wads Stebbins’ Pattﬁrn .
Black Edge, Nos. 11 & 12 U. M. C... go CNterprise, self-measuring.
Black Edge, Nos. 9 & 10, per m...... 70 Pans
Black Edge, No. 7, per m 80 Ery, A
ommo
Loaded Shells
" Patent Planished Iron
Drs ot GO Size . ey AT Woods pat pland. No. 24-27.10 &
: : ood's pat. plan'd. No. 26-27..
TZOO Poxvder %D')Ot Sigm Gauge $2188 Broken pac?(ageg %c per Ib. extra.
129 4 106 9 10 290 . Planes
1128 4 1% 8 10 2 90 Ohio Tool Co.’s fancy 40
1126 4 1% 6 10 2 90 Sciota Bench ... 60
135 4% 1% 5 10 2% Sanduskfy Tool Co.’s fancy.. 40
154 4% %% 4 10 300 Bench, first quality 45
200 3 10 12 2 50 Nails
%%% %% i% % % % gg Advance over base, on both Steel & Wire
1266 3% 1% > L 270 Wire nails, tase .. T 3%
4 3% 1% 4 12 270 20to 60 advance Base
Discount, one-third and five per cent. 10 to 16 advanc
Paper Shells—Not Loaded 8 advance .
No. 10, pasteboard boxes 100, per100.72 2 ggi’,gﬂgg %8
No. 12, pasteboard boxes 100, perl00.64 3 advance . 5
Gunpowder FZ_ advsan%e . gg
ine 3 advance
R B 07 KB By i B
' N ' asin advance
% Kegs, 6% Ibs., per % keg.. '1600_as_ing 6 advaane £
Shot Finish 10 advance.. 25
In sacks containing 25 Ibs E:ﬂ:gn g gg‘\;gﬂgg %
Drop, all su;s smallerdtge.ltn B 85 Barrel % ‘advance &
ugurs an its :
Jsenﬁrl]li'ﬁgsw genuine gg Iron and  tinned Rivets 50
Jennings’ im itation. Copper Rivets and 45
A Roofing Plates
. i Xes 14x20 IC, Charcoal, Dean ..
| Eirst uallt%/, S. B Bronze.. .65014x20 IX, Charcoal, D ean...
First Quality, D. B. Bronze 90020x28 IC, Charcoal, Dean .
IEirst Quality, S. B. S. Steel - IC, Charcoal, Allaway Grade. 7 50
First Quality, D. B. Steel.. Charcoal, Allaway ‘Grade .. 9 00
Barrows Charcoal, Allaway Grade ..15 00
Railroad Charcoal, Allaway Grade ..18 00
Garden.... ) ) Ropes
Sisal, % inch and larger ... 9%
Sand Paper
0 \
70 List acct. 19, '86 50
60 Sash Weights
Buckets Solid Eyes, per ton ... 2800
i Sheet Iron
Well, pl 4 50
€ plain NOS. 10 t0 14 . 3 60
c BL#ITS, Cdast 0 Nos. 1158 t{) 1271 3 38
ast Loose Pin, figure 7 0s. 0 21
Wrought, narrow g 60 Nos. 22 to 24 410 300
Nos. .4 20 400
..4 30 410
i ] hter, over 30
inches wide, not less than 2-10 extra.

Com. 4 piece, 6in.,
Corrugated, per doz
Adjustable

Expansive Bits
Clark's small, $18;
lves” 1, $18; 2, $24; 3, $3

Files—New List
New American .
Nicholson’s ...
Heller’s Horse Rasps

Galvanized Iron
Nos. 16 to 20; 22 and 24; 25 and 26; 27, /8
L 2 @ T BT

ist 1 13

Discount, 70.

Gauges

Stanley Rule and Level Co.s 60&10
Glass

Single Strength, bybox 920

Double Strength, by box 90

By the light ...l 90
Hammers

Maydole & Co.’s new list

Terkes & Plumb’s ...........

Mason’s Solid Cast Steel....

Hinges
Gate, Clarks 1. 2, 3.
Hollow W ars

Au Sable......coocioeiiiiiicii i dls. 40*10
House Furnishing Goods
Stamped Tinware, newUsL
Japanned Tinware. ... 60*10

Shovels and Spades
First Grade, Doz .

50
Second Grade,

00

QOB®YD oo 2
The prices of the many other qualities
of solder in the market indicated by pri-
v_z%_te brands vary according to compo-
sition.

Squares
Steel and Iron

Tin—Melyn Grade

10x14 IC. Charcoal....
14x20 IC, Charcoal
10x14 11X, Charcoal

he . .12 00

Each additional X on this grade, $1.25
Tin—Allaway Grade

10x14 IC, Charcoal

14x20 IC, Charcoal

10x14 1X, Charcoal

14x20 1X, Charcoal

Each additional X
Boiler Size Tin Plate

14x56 1X, for Nos. 8 * 9 boilers, per Ib 13

....900

Traps
Steel, GamMEe i 75
Oneida Community, Newhouse’s ..40*10
Oneida Com’y, Hawley & Norton’s.. 65
Mouse, chokeér, per doz. holes . 125
Mouse, delusion, per doz

Wire
Bright Market ...
Annealed Market
Coppered Market

Tinned Market .. 60*10
Coppered Spring _S i 40
Barbed Fence, “Galvani 2 75
Barbed Fence, Painted 2 46

Wire Goods

yes.

. Wrenches
Baxter’s Adjustable, Nickeled. .. 80
TO Coe’s Genuine......, .. 40
Coe’s Patent Agricultural, Wrought, 79R>19
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Crockery and Glassware

STONEWARE

Butters
% %al. per doz 48
1 to 6 gal. per doz 6
8 gal. each .. 56
10 gal. each 70
12 gal. each . 84
15 gal. meat tubs, each 120
20 gal. meat tubs, each... 160
25 gal. meat tubs, each . 2 26
30 gal. meat tubs, each

Churns
2 to 6 gal, per gal.. 6%
ChurnDashers, per . &

Milkpans
% gal.fiator round bottom, per doz. 48
1 gal.fiator round bottom, each 6

Fine Glazed Milkpans

% gal.flator round bottom, per doz. 6Q
1 gal.flator round bottom, each .. 6

Stewpans
bajl, per doz
bail, per doz
Jugs

% gal. fireproof
1 gal. fire‘;))roof

% gal. per

% ?al. per doz...
1 1o 5 gal., per
Sealing Wax
5 ths. in package, per Ib ... 2
LAMP BURNERS &
38
60
N 86
T 50
Nutmeg .. 50
MASON FRUIT JARS
With Porcelain Lined Caps
Per gross

LAMP CHIMNEYS—Seconds
Per box of 6 doz

Anchor Carton Chimneys
Each chimney in corrugated tube1

No. 0, Crimp top
No. 1, Crimp top
No. 2, Crimp top...
Fine Flint Glass in Cartons
No 0, Crimp top... 3 00
No. 1, Crimp top... 325
No. 2, CVrimp top... AN
Lead Flint Glass in Cartons
..0. 0, Crimp top..... 330
No. 1, Crimp top. 400
No. 2. Crimp top.. 500
Pearl Top in Cartons
No. 1, wrapped and labeled... ...4 60
No. 2, wrapped and labeled. ..530
Rochester in Cartons
No. 2, FineFlint, 10in. (85c doz.)..4 66
No. 2, Fine Elint, 12in. ($1.35 doz.).7 60
No. 2, LeadFlint, 10in. (95c doz.)..556
No. 2, LeadFlint, 12in. ($1.65 doz.).8 76
Electric In Cartons
No. 2. Lime, (75c doz.)
No. 2. Fine Flint, (85c doz.
No. 2. Lead Flint, (95c doz.
LaBastie
No. 1, Sun Plain Top. (($1 doz.) ... 570
No. 2, Sun Plain Top, ($1.25doz.) ..6 9

OIL CANS

1 gal. tin cans with spout, per doz. 1 ZA
1 gal. galv. iron with spout, per doz. 1
2 gal. galv. iron with spout, per doz 2%}
3 gal. galv. iron with spout, peer doz. 3
5 gal. galv. iron with spout, per doz. 4 1
3 gal. galv. iron with faucet, per doz. 3 71
5 gal. gralv_. iron with faucet, per doz._4 75
5 gal. Tilting cans .7 00
5 gal. galv. iron Nacefas
LANTERNS

No. 0 Tubular, side lift
No. 2 B Tubular
No.
No.
No.
No.

LANTERN GLOBES
No. 0 Tub., cases 1doz. each, bx. 10c. 5-
No. 0 Tub., cases 2 doz. each, bx. 15c.
No. 0 Tub., bbls. 5 doz. each, per bbl.2 00
No. 0 Tub.. Bull’s eye. cases 1dz. eachl 25

0
BEST WHITE COTTON WICKS
Roll contains 32 yards in one piece.

No. 0 % in. wide, per gross or roll. 25
No. 1, % jin. wide, per gross or roll. 30
No. 2, 1 in. wide, per gross or roll 46
No. 3, IV* in. wide, per gross or roll 85
COUPON BOOKS

50 books, anydenomination .16l
100 books, anydenomination .2 50
500 books, anydenomination 11 50
1000 books, anydenomination 20 00
Above quotations are for eith ades-

Superior, Economic or Universal
i here 1,000 books_are ordered
i time customers receive specially
printed cover without extra charge.
Coupon Pass Books

Can be made to represent any denomi-
nation from $10 down.

50 books
100 books
500 books
1000 books

t Checks

500, any one denomijnation
1000, any one denomination
2000, any one denomination
Steel punch
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Weekly Market Review of the Prin-
cipal Staples.

Brown Cottons—Jobbers are will-
ing to pay a premium on goods for
nearby shipments and the cutting-up
trades are also inclined that way.
Coarse waste yarn goods, such as
osnaburgs, are perhaps out of reach,
as compared with prices in the gener-
al lines of heavy goods. Ducks and
drills are so well sold ahead that
much difficulty is experienced by
buyers looking for spot goods. Heavy
twills and similar goods that are
converted into linings are well con-
tracted for for months to come; in
fact, so far ahead that converters are
somewhat worried as to where they
will be able to procure gray goods
to cover their finished goods con-
tracts.

Bleached Cottons— No change has
taken place in the bleached goods
situation since a week ago, as re-
gards prices. Ticketed goods as
rule are quoted at value only and
manufacturers of the same are not
inclined to force orders at any price.
A scarcity of desirable grades con-
tinues and will continue for a long
time to come. Less prominent lines
are in nearly as good a position as
widely known goods. In the finer
lines of bleached goods, such as
cambrics, batistes, nainsooks and
long cloths, the situation as regards
future business is even more favora-
ble than it has been of late. It is
now almost assured that the spring
of 1906 will be a “white season,” and
semi-hard-finished goods will be a
factor.

Wash Goods— Fine printed wash
goods will be a factor in the spring
of 1906 retail trade. Converters are
now ready with their spring lines of
printed lawns, organdies and fancy
muslins. Heavier prints of less fine
construction are also ready for exhi-
bition, as well as fancy embroidered
muslins and printed lenos and other
fancy warp goods. Printed lawns
and organdies were in as much fav-
or during the past season as any of
the wash goods, and retailers have
given out that they believe these
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goods are destined to become even
stronger for 1906. New lines are
being shown in many instances in
patterns that are far from conserva-
tive. These goods as a rule are want-
ed in small, neat floral patterns and
converters should bear this in mind.

Shirtings — The spring shirting
season is well under way and a very
fair representation of the usual ini-
tial contracts has been placed. While
fancy woven goods have had a very
Jgood business, the better lines of
printed shirtings, such as percales,
have done well. In percales
white goods with black, blue and
1other popular shades of stripes and
small figures are in request. Buyers
thus far have shown no favor for
flashy effects, either in printed or
fancy woven goods. Some excellent
madras shirtings are shown and buy-
ers are favorable to them to a large
degree, especially in black and blue
colorings. Floating warp, embroid-
ered and fancy warp dyed and print-
ed goods are favored by the higher
grade shirt men. In lower grades
chambrays in end and end effects and
Southern stripes are taking well.

Towels and Quilts—Toweling man-
ufacturers are doing an excellent
jbusiness in  Turkish, damask and
Iplain effects. Orders are so heavy
that deliveries on new business can
not be made until months ahead.
Fancy colored Turkish bath towels,
which have been an experiment in
the market, are not good sellers.
Consumers show preference for white
goods. Marseilles quilts are having
a ready call, particularly in conserva-
tive patterns. Special business of the
hotel variety keeps up remarkably
well. Damask tablecovers of the
colored variety are in small demand.
White goods apparently are the
choice of buyers.

Flannels— Domets or Canton flan-
nels have been so well sold up for
so long a time that buyers have al-
most become reconciled to the fact
that they are unobtainable for near
future wants. On new business
manufacturers are not disposed to
push  prospective buyers. Some
large contracts, however, were put
through during the week for Orien-
jtal account. Printed flannels or
flannelettes continue in much favor
in the cutting-up trade and makers
are well sold ahead.
I  Waistings— Spring

waistings are
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being shown by both importers and
manufacturers and a very fair busi-
ness has been taken thus far. All
lines run to white and light-colored
goods in cotton lines, particularly
brocades, fancy combed yarn goods,
embroidered fancies and printed
warp fancies. Mercerized effects are
shown in most cases.

Cotton Underwear— Buyers of cot-
ton underwear are very much dis-
turbed over the terms now prevail-
ing in selling houses with regard to
spring underwear, and because of
this difference in feeling the business
of the week was very much restricted,
as compared with what it would have
been had buyer and seller not been
apart. Nevertheless, a fair business
was done in certain lines, such as
five-pound standard balbriggans, ribs,

Don’'t Buy an Awning

Until you get our pnces.

We make a specialty of store, office
and residence awnings. Our 1905 Im-
proved Roller Awning is the best on the
market. No ropes to cut the cloth and a
sprocket chain that will not slip. Pricts
on tents, flags and covers for the asking.

CHAS. A. COYE
Il and 9 Pearl St.,  Grand Rapids, Mich.

Goads for Tall

We carry a large and complete line of Out-

ing Flannels in all the latest patterns.

AsS

to quality they cannot be beat and our prices
are right, ranging from 4c to io”c a yard.
We are in a position to make immediate

delivery.

Alexandria Outings,
Amoskeag Teazle Outings,

1921 Outings,

Sunflower Outings, etc.

Be sure and see our line before placing your

orders.

P* Steketee $ Sons

Wholesale Dry Goods
Grand Rapids, Itticb«

L amson

k Pneumatic Tube Service

The quickest and most practical
method for centralizing cash and
credit transactions.
Our engineering department is
at your command.

LAMSON
COSOLIDATED STORE SERVICE CO.

General Offices: Boston, Mass.
Detroit Office, 220 Woodward Ave.



gauzes and lisles. One thing that
certainly showed an improvement in
the underwear division of the market
during the week was the position of
sellers in relation to the stability of
prices. Strong efforts were made to
keep prices on the old basis, but sell-
ers were not inclined to grant any
concessions. As regards the outlook
for future business, it can be said that
prospects appear very favorable. Buy-
ers have only a small portion of
their needs supplied and stocks of
old goods on hand are very light.
Every indication points to an active
season and provided sellers keep up
values, it is safe to say that when
the books are closed and initial
heavyweight orders are ready to be
received, sellers will, no doubt, find
that the season has not been as dis-
astrous as it might have been. At
$2 for s and sH pound standard bal-
briggans, sellers can find little or no
profit, yet buyers want to purchase
at a considerably lower price. Ribs
and lisles are quoted in the market
on the same basis. The continuation
of duplicate orders on heavy fleeces
and ribs is quite surprising in view
of the heavy business which was done
in these goods earlier in the year.
Prices at which manufacturers are
accepting orders are no better than
the market prices of several months
ago. Demands run as largely to sub-
standard lines as standard lines, and
prices are based on $3.37" for 12-
pound men’s standard fleeces. Wom-
en’s ribbed goods are also in demand.

Cotton Hosiery—A very active
business was experienced in cotton
hosiery during the week and prices
paid were fully 5 per cent, higher
than those quoted two weeks ago.
Even higher prices are anticipated
before the end of the present week.
The greater portion of the business
was done in low and medium priced
standard lines, although embroidered
half hose and full laces were quite ac-
tive for spring needs. Duplicating
of fleeces and heavy goods continues
and prices are showing slight ad-
vances from week to week in these
lines.

Carpets— Carpets are beginning to
pass into the hands of consumers in
a satisfactory manner. The jobbers
report better than an average demand
from retailers. At present prices it
is expected that retailers will buy
liberally for the fall and winter
trade. From the manufacturer s
standpoint the outlook for the next
season is not promising unless prices
are advanced. At present a number
of mills are not able to secure suffi-
cient jute yarn to keep all their
looms going. Furthermore, there is
a strong probability that the jute
crop will be short and that means an
advance in the price of jufe yarns.
An advance in jute yarn prices com-
bined with the present high prices
of wool would render a paying busi-
ness in carpet manufacturing at the
present selling prices of carpet an
impossibility. Within the last two
or three weeks manufacturers have
changed their opinion in regard to the
price of wool and they now realize
that the wool market will be stiff
this fall. Already wool dealers are
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advancing prices over those that pre-
vailed a few weeks ago. It is said
that a number of the large mills have
representatives abroad endeavoring
to buy wool in the primary markets,
thereby saving the middlemen’s prof-
its. High prices abroad will prevent
much wool coming in under the low
rate of duty, and if this class of wool
is to be used by carpet manufactur-
ers the prices of the finished product
will have to be greatly advanced over
present rates.

Sixth Sense of Traffic.

The doctors and the psychologists
have discovered that we who live and
work in large cities are developing a
sixth' sense. Some of us possess it
instinctively, as one man hears more
quickly than another. Others still
might acquire it if they chose. A

hapless few can never have it. Na-
ture denies it to them. It is rare in
children and elderly women. Among

those that have spent their lives in
the country it is usually absent alto-
gether. The sense of traffic the dis-
coverers call it, and in the last num-
ber of the Lancet there is this defi-
nition of it:

“By the possession of such a sense
the individual hears and sees ap-
proaching vehicles without con-
sciously employing his eyes or ears.
Without thinking, he looks both to
the right and to the left before he
crosses a street, and he does not
leave the curb before his course is
safe before him. Then he takes every
step with reasoned consciousness.”

What minds these scientists have,
and what minds to reason from what
they see! Here in New York many
of us have been practicing these
things for years with increasing zeal,
indeed, but without a thought that
we were adding one to the scanty
sum of human senses. The bicycles,
in their time, and then the automo-
biles, the surface cars and the cabs,
the lumbering drays and the bound-
ing tradesmen’s carts have been our
teachers. The mere instinct of self-
preservation has been the steady
stimulus to our progress. And now
at last we learn proudly that we are
the unconscious possessors of this
sixth sense.

Danger in Celluloid Combs.

Logansport, Ind., July 29.— Miss
Florence Moore, stenographer in a lo-
cal real estate office, had a strange
experience with a celluloid comb,
which caught fire while she was
-ombing her hair. The young woman
was drawing the comb vigorously
through her hair, when she felt it be-
coming hot. Throwing it on the
dresser, it suddenly burst into flames
and set fire to the dresser scarf.
Seizing the comb again to throw it
out of the window, the burning end
broke off and, falling to the floor, set
fire to a rug, but before the fire could
do much damage the young woman
had stamped it out with her feet.
The supposition is that friction
caused the comb to ignite.

It is easier to live with a woman of
emper than with one of tempera-
nent.

Do
You
Sell
Canvas
Gloves

Every general merchant
can and ought to sell canvas
gloves and mittens because
they are rapid sellers. See
to it, however, that you pur-
chase the well-shaped, good
fitting article because there
are so many of the scant cut

goods on the market.

We always have the good
fitting kind.

Prices range at 70, 75, 85

and 90 cents per dozen.

Ask our salesmen or write

us.

Grand Rapids
Dry Goods Co*

Grand Rapids, Mich.
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HARNESS

Special Machine Made
vy, 2 in.

Any of the above sizes
with lIron Clad Hames or
with Brass Ball Hames and
Brass Trimmed.

Order a sample set, if not
satisfactory you may return
at our expense.

Sherwood Hall Co., Ltd.
Grand Rapids, Mich.

PROM

i R U G S O-@ARPETS

THE SANITARY KIND

We have established a branch factory at
Sault Ste Marie, Mich. All orders from the
Upper Peninsula and westward should be
sent to our address there.

ft agents soliciting orders as we rely on
p Printers* Ink. nscrupulous persons take
1 advantage of our reputation as makers of
1 “Sanitary Rugs’*to represent being in our
p employ {turn them down). Write direct to
tus at eitner Petoskey or the Soo. A book-

We have no

let mailed on request.

Petoskey Rug Mf’g. & Carpet Co Ltd.
| Petoskey, Mich.

Belding Sanitarium and Retreat

For the cure of all forms of nervous diseases,
paralysis, epilepsy, St. Vitus dance and de-
mentia. also tirst-Class surgical hospital.

ANDREW B. SPINNEY, Prop., Belding, Mich.

CORL, KNOTT & CO.

Jobbers of Millinery and manufacturers of
Street and Dress Hats

20-26 N. Division St. GRAND RAPIDS, MICH.
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WAlter Baker & Co.’s

Highest Awards

in Europe S31. America

-AND-

CHOOOLATE

are Absolutely Pure
therefore .in confor-
mity to the Pure Food
Laws of all the States.
Grocers will find them
in the long run the
most profitable to
handle, as they are of
uniform quality and
always give satisfac-
tion.

GRAND PRIZE

World’s Fair, St. Louis. Highest
Award ever given in this Country

Walter Baker & Co. Ltd.

DORCHESTER, MASS.
Established 1780
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Commercial
Traveiers

Michigan Knights of the Grip.
President, Geo. Randall, Bay City;
*Secretary, Chas. J. Lewis, Flint; Treas-
urer, W.” V. Gawley, Detroit.

United Commercial Travelers of Michigan
Grand Counselor, W. D. Watkins, Kal-

amazoo; Grand Secretary, W. F. Tracy,
Flint.
Grand, Rapids Council No. 131, U. C. T.

Senior Counselor, Thomas E. Dryden:
Secretary and Treasurer, O. F. Jackson.

Utility of the Traveling Man’'s Ex-
pense Account.

Let us enquire into the ethics of
the expense account and its effect
upon the salesman as a man and
worker. How do the salesman and
the expense account square with each
other?

There was a time when the manu-

facturers and wholesalers never
thought of requiring an itemized
statement, a time when salesmen

were as careless as their employers
and did not know what their ex-
penses had been for any one trip be-
yond the fact that they were “out”
a certain amount; but how much of
it was house money and how much
their own was beyond their power
to figure out. Accordingly, rather
than make any sad mistake in the
matter, the house was allowed to
pay it all.

This was in the “good old days”
before competition had called a
right-about and the business world
began to measure trade by profits
instead of sales. When the change
came, hit-and-miss methods had to
go and, as an essential feature of the
new system, the itemized expense ac-
count was introduced.

It was not looked upon with favor
by many of the veterans who enter-
tained an honest horror of “red tape,”
and it was hated by another class—
the rounders—who regarded it as a
trap set to catch them in their de-
linquencies; but it was moderately
successful from the start and has
done much to systematize the work
and daily life of traveling salesmen.
It also aids materially in solving the
guestion of profit by showing the
firms how much it costs to get the
business obtained by their represen-
tatives.

Naturally, an expense account that
is honestly posted every night will
serve the double purpose of keeping
the house properly informed and re-
lieving the salesman of carrying the
list of expenditures “in his head” or
“fixing it up” when his memory fails
him. The very regularity of posting
his account once a day is excellent
discipline and a good aid in increas-
ing his reserve force.

When a salesman is of easy con-
science or dishonest, it is an annoy-
ing but serviceable prod that may
bring him to his senses or, if that be
impossible, it will reveal the situa-
tion to his employers; for there never
was a pernicious doctorer of ex-
penses who did not get himself found
out. The auditing of these accounts
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for many salesmen from month to
month develops a keenness of per-
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mixture remains clear; if, however,
|blood be taken from an ape and in-

ception that is quite remarkable and jjected into the veins of a rabbit the

a salesman whose expense account
is open to the criticism of being
ijueer is not to be envied.

Once he is suspected, his whole
record for the month in expenses,
sales and house correspondence in-
vites close investigation—and gets it;
and perhaps several previous months’
records get it, too. With three lines
like these drawn on him, he has not
much chance.

Should a salesman escape being
suspected for a time, his conscious-
ness of what is liable to happen at]
any moment seriously affects his abil-
ity to do good business; but it is
nearly always the case that, in spite
of his resolutions, if the account is
0. 'ed, he commits the same kind
of petty |arceny again. Ffowever, the
good effect of the itemized account
is noticeable in the arousing of his
conscience and, if he be not too hard-
ened, he may conclude that honesty
is preferable to the “rake-off” and
continual worry.

In the interest of both employers
and salesmen there should be an ex-
plicit understanding of exactly what
is included in legitimate expenses.
Requirements vary with different
lines; but what is allowable should
be distinctly set down. This will aid
in preparing the account and also in
auditing it, saving time, discussion
and correspondence. Such a precau-
tion will do more, it will prevent the
possibility of “running short” on the
road; or, if such a thing happen, the
fault would lie with the house.

However, it is generally admitted
that the method falls far short of
perfection and attempts are now be-
ing made to substitute for it a
weekly posting of salary and ex-
penses as reported by the salesman
against his sales and giving him the
benefit in increased salary of what-
ever extra percentage of profit his
sales show above the profit required
by the house, the salary to be ad-
justed once a year.

On the face, it looks like a return
to the old style; but it is wholly dif-
ferent because it makes the expense
account the basis of a part of salary
increase and will lead to careful ex-
penditures. It does not do away with
the itemized account except insofar
as the house records are concerned;
for the salesman will keep it up in
his own interest even more indus-
triously than before. It is to be
highly commended, however, for the
reason that it makes him accountable
for results only and sets him up in
business for himself where he must
do his own book-keeping.— Salesman-
ship.

Missing Link Now Found.

Professor Dr. Uhlenhuth, an emi-
nent army doctor at Berlin, definite-
ly claims to have discovered the
“missing link” by a long series of
investigations, having established the
similarity in every respect of the
blood of the higher apes and human
beings.

If the blood serum of one animal
be mixed with that of any other the

blood subsequently taken from the
rabbit becomes troubled when mixed
with more ape’s blood. A similar
result is obtained if human blood is
injected into the veins of a rabbit,
and the experiment is often relied
iupon to prove if blood found on the
clothes of a suspected murderer is
|human.

The higher the ape in the scale of
development the more pronounced
is the reaction.

Salesman selling Gro-

ceriesor Grocers’ Spe-
cialties on commission to sell our well-
established and favorably-known brands
of flopr as a side line. Address FLOUR,
care of this J})urnal,

LIVINGSTON
HOTEL

The steady improvement of the
Livingston with its new and unique
writing room unequaled in Michigan,
its large and beautiful lobby, its ele-
gant rooms and excellent table com-
mends it to the traveling public and
accounts for its wonderful growth in
popularity and patronage.

Cor. Fulton and Division Sts.
GRAND RAP.DS, MICH.

Forest City
Paint

gives the dealer more profit with
less trouble than any other brand
of paint.

Dealers not carrying paintat the
present time or who think of
changing should write us.

Our PAINT PROPOSITION
should be in the hands of every
dealer.

It's an eye-opener.

Forest City Paint
& Varnish Co.

Cleveland, Ohio

Before Buying Your

Gas or Electric
Fixtures

look over our stock. We carry the
largest line of
Lighting Fixtures
in the State.

WEATHERLY & PULTE
Heating Contractors
97-99 Pearl St., Grand Rapids, Mich.

A Whole Day for Business Men in
New York

Half a day saved, going and coming, by
taking the new

Michigan Central

“Wolverine”

Leaves Grand Rapids ii:io A. M.,
daily; Detroit 3:40 P. M., arrives New
York 8:00 A. M.

Returning, Through Grand Rapids
Sleeper leaves New York 4:30 P. M.,
arrives Grand Rapids 1:30 P. M.

Elegant up-to-date equipment.

Take a trip on the Wolverine.

New Oldsmobile

Touring Car $950.

Noiseless, odorless, speedy and
safe. The Oldsmobile is built for
use every day in the year, on all
kinds of roads and in all kinds of
weather. Built to run and does it.
The above car without tonneau,
$830. A smaller runabout, same
general style, seats two people,
$750. The curved dash runabout
with larger engine and more power
than ever, $650. Oldsmobile de-
livery wagon, $850.

Adams & Hart

47 and 49 N. Division St., Grand Rapids, Mich.

Gasoline Mantles

Our high pressure Arc Mantle for lighting
systems is the best that money can buy. Send
us an order for sample dozen.

NOEL & BACON
345 S. Division St. Grand Rapids, Mich.

For $4.00

We will send you printed and complete

5.000 Bills
5.000 Duplicates
100 Sheets of Carbon Paper

We do this to have you give them a trial.

a Patent Leather Covers

We know if once

you use our Duplicate system you will always use it, as it
pays for itself in forgotten charges alone.
For descriptive circular and special prices
on large quantities address

ORIBINAL-
CARBON-
UUPUCATE-

A. H. Morrill & Co.,

105 Ottawa Street,
Grand Rapids, Michigan



Possible Competition in Electric
Light and Power.
At the session of the Common

Council Monday evening the Cascade
Electric Co. petitioned for a fran-
chise identical with the franchise
granted the Thornapple Electric Co.
Nov. 4, 1904. It was given out at the
time that the Thornapple Electric
Co. proposed to run wires into the
city from its dam at LaBarge for the

purpose of furnishing current for
light and power, but it has since
transpired that the owner of the

Thornapple Electric Co., Wesley W.
Hyde, obtained the franchise for an-
other purpose and does not intend to
utilize it in the manner originally
stated.

The Cascade Electric Co. is a cor-
poration organized a couple of years
ago for the purpose of acquiring by
purchase flowage rights on the
Thornapple River with a view to
erecting and maintaining a dam at
Cascade village. On the return of
Frederick C. Miller from Europe,
about two months ago, he acquired a
substantial interest in the property
and has been quietly perfecting his
plans to utilize the flowage purchas-
ed by the company with a view to
either bringing the current into the
city or using it to drive a paper mill
to be erected at the dam at Cascade
village. Mr. Miller naturally pre-
fers to dispose of the current in
Grand Rapids, where he has lived for
the past thirty-five years, and, in line
with this determination, he has made
formal overtures to the Council for a
franchise. Associated with Mr. Mil-
ler in the project are a number of the
strongest men in the city, financially
speaking, who will furnish the neces-
sary additional capital to make the
undertaking a success.

Mr. Miller has been long and fav-
orably known to the citizens of Grand
Rapids on account of his having been
engaged in business here, first as a
contractor and builder and afterwards
as a successful box manufacturer, and
for the past half dozen years as a
lumberman. He has been a member
of the Board of Trade ever since it
started and has served as chairman
of important committees, on which
he made a most enviable record. He
has always been first and foremost in
promoting the welfare of the city and
has contributed liberally, both of time
and money, to that end.

In view of the attitude assum-
ed by the Grand Rapids Edison
Co. since it acquired a monopoly
of the electric lighting business of the
city, business men generally—and
power users in particular—will wel-
come the advent of a second com-
pany, because it will place the electric
business of the city on a competitive
basis.

The Grain Market.

The wheat market is in rather a
nervous condition, with prices drag-
ging heavily. The black rust reports
from the Northwest and the Russian
crop report, which indicates that
Southern Russia will have sufficient
for bread and seed, while Northern,
Eastern and Western territory will
have practically nothing, were the
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bull arguments, while heavy receipts,
excellent progress of the winter
wheat harvest, large yields and per-
fect quality, together with the fact
that the Northwest is within a week
or ten days of harvest and the wheat
in Southern sections out of rust dan-
ger, were the principal bear argu-
ments, and the bears certainly have
the best of the argument at present.
The visible supply of wheat showed
an increase for the week of 1,479,000
bushels compared with a gain of 917,-
000 bushels for same week last year.
Receipts of wheat throughout the
winter wheat belt are liberal in the
face of a declining market. Our mar-
kets are now on an export basis and
heavy export orders for both wheat
and flour are coming in daily and
with flour stock in the United States
worked down to an unusually low
basis, present values of wheat look
low enough.

Corn has shown a decline of three
to four cents per bushel to arrive dur-
ing the past week due largely to the
fine outlook for growing crop. High
temperature and warm rains through-
out the corn belt has brought
about a complete change in sen-
timent and further decline is freely
predicted. The visible supply showed
a decrease of only 181,000 bushels as
compared with a loss of 1,103,000
bushels for the previous week. No. 2
yellow corn, fine condition, is now
quoted at about 59 cents carlots
Michigan common points.

Oats are decidedly weak owing to
fine outlook for new crop and free
movement. Old oats will continue
scarce and high, but new oats will
show sharp decline, in fact twenty-
five cents for new oats at country
points seems to be the ruling price.

Millfeeds have shown a decline of
about fifty cents per ton for the week,
that is for winter wheat goods, while
spring wheat feeds are selling from
seventy-five cents to one dollar
cheaper. L. Fred Peabody.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, Aug. 2—Creamery, 20@
22c; dairy, fresh, 15@i8c; poor, 14
@i6e.

Eggs— Fresh, candled, l9@2o0c.

Live Poultry — Fowls, 13@i4c;
ducks, 12@i3c; geese, io@iic;
springs, 15@i7c.

Dressed Poultry— Chickens, i6@
17c.

Beans — Hand picked marrows,
new, $3; mediums, $2.i5@2.20; peas,
$i.80@i.90; red kidney, $2.50@2.60;

white kidney, $2.75@2.90.
Potatoes— New, $i@i-So per bbl.
Rea & Witzig.

A. P. Hough, who has traveled for
Foote & Jenks, of Jackson, for the
past seventeen years, has engaged to
represent the perfumery department
of the Jennings Manufacturing Co.
His territory will comprise the retail
trade in the cities and large towns of
Michigan and the Western States.

The way to make little troubles
grow big is to tell them.

Bluff is half of the game of life,
and brag the remainder.

Entertainment Features Provided by
Kalamazoo Hosts.

Kalamazoo, Aug. 1—The pro-
gramme for the twenty-third annual
meeting of the Michigan State Phar-
maceutical Association to be held in
Kalamazoo Tuesday and Wednesday,
August 8 and 9, has been supple-
mented by an entertainment pro-
gramme which will probably prove
very enjoyable.

In addition to the papers scheduled
there will be, so far as time permits,
open discussion for an interchange
of thought and experience on practi-
cal and helpful topics of daily im-
portance in the drug store. These will
prove of great interest and profit to
progressive druggists. The meeting
of the convention will be held in the
auditorium of the Young Men’s
Christian Association building.

The business sessions of the As-
sociation held during the two days’
meeting here will be made addition-
ally pleasant by the incidental enter-
tainment furnished by the local drug-
gists’ association. One feature of the
meeting wil be the entertainment for
the women who attend. Wives of the

Kalamazoo druggists have held a
meeting and formally organized
themselves into an Entertainment

Committee and they are planning to
make the visit of the druggists’ wives
most enjoyable. On Tuesday after-
noon the visiting women will be tak-
1en on a street car ride about the city
and in the evening they will attend
the banquet to be given at the Elks’
temple. On Wednesday morning at
8 o’clock automobiles will be furn-
ished and all visitors will be taken
in a trip over the city. During the
ride a stop will be made at one of
the paper mills, and the druggists and
their wives will be taken through the
plant. The auto ride will end at the
plant of the Upjohn Pill and Granule
Company, where the visitors will be
shown through that institution.

Wednesday afternoon the women
will be taken to Gull Lake on a spe-
cial car, provided the weather s
pleasant. Wednesday evening the
visitors will depart for their homes.

Nothing is lacking in the plans to
make the meeting here a week hence
the most pleasant in the history of
the Association.

Plans for the Muskegon
Thursday.
Muskegon, Aug. 1—The merchants,
their families and friends of this city
will enjoy their annual holiday this
year on Thursday, August 3, at Lake
Mona, and from present indications
the picnic will be the same big suc-

cess it has been for the past three

Picnic

years, despite the handicaps under
which it has labored.
When the first committee began

working on the picnic proposition
early in the present summer it met
with so much opposition from prom-
inent business men that the idea of
a general holiday was dropped. The
grocers and butchers, however, re-
fused to be denied their pleasure, so a
committee began the work which re-
sulted in setting aside August 3 as
the occasion.

The hardware dealers and the in-

«l

surance and real estate men were the
next to fall in line, and announce-
ment was made that they would join
with the grocers and butchers, and
the same statement soon followed
from the dry goods men, feed men.
jewelers and other merchants, thus'
making the holiday of as much gen-
eral interest as in years past, although
the arrangements are not as elabor-
ate.

The programme for the day em-
braces an old fashioned basket pic-
nic, and there will be band concerts
and balloon ascensions. The resort
also affords facilities for boating,
bathing, bowling and fishing, and
there will be dancing in the afternoon
and evening. J. F. Cremer.

The Meat Dealers’ Convention a Suc-

cess.
The butchers’ convention now in
session in this city is probably the

largest gathering of the kind ever
held in this country. The weather
is delightful, the attendance is large
and enthusiastic and the programme
is being carried out substantially as
previously published in the Trades-
man.

To-morrow is the big day of the
convention, inasmuch as most of the
entertainment features will be car-
ried out during the day. The princi-
pal feature of the morning will be
the parade, in which it is expected
that 7,000 marchers will take part.
There will be a band from Lansing
followed by 1,000 marchers; a band
from Kalamazoo followed by 500
marchers; a band from Grand Haven
followed by 350 marchers, and two
local bands, one of which will be
a rube band. Four hundred clerks
have been recruited to ride in the
cavalry squad, commanded by a lieu-
tenant. The proprietors to the num-
ber of 500 will dress in white. They
will walk, preceded by a band. The
city salesmen will ride in hacks. C.
W. Mulholland is in charge of this
feature. The visiting delegates will
ride either in carriages or automo-
biles. The comic features will be
headed by a rube band. C. M. Brad-
field is Marshal and Homer Klap
Chief Aid.

In the afternoon a monster picnic
and barbecue will be held at the West
Michigan Stnte Fair grounds and in
the evening a special train will con-
vey the delegates to Ottawa Beach to
enable them to witness the Venetian
Night feature.

Chas. W. Stone, who has been on
the road for the past three years for
the Puritan Corset Co., of Kalama-
zoo, has taken the management of
the French Garment Co., manufac-
turer of skirts and underwear at
Kalamazoo. Mr. Stone has resided
for several years at Battle Creek, but
has lately removed to Kalamazoo, to
be in close touch with his new posi-
tion.

Cash is the cold cream that
beautify the plainest face.

can

Happy is he who enjoys the con-
fidence of his creditor.

A philosopher is a man who has
quit being a fool.
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Michigan Board of Pharmacy.
President—Harry Heim, Saginaw.
Secretary—Arthur H. Webber, Cadillac.
Treasurer—Sid A. Erwin, Battle Creek.

J. D. Muir, Grand Rapids.

W. E. Collins, Owosso.

Meetings for 1905—Houghton, Aug. 15,
16 and 17, Grand Rapids, Nov. 7, 8 and 9.

Michigan State Pharmaceutical Associa-

President—W. A. Hall, Detroit.
Vice-Presidents—W. C. Kirchgessner,
Detroit; Charles P. Baker, St. Johns; H.
G. _Spring, Unionville, i
Secretary—W. H. Burke, Detroit.
Treasurer—E. E. Russell, Jackson. .
Executive Committee—Jjohn D. Muir,
Grand Rapids; E. E. Calkins, Ann Arbor;
L. A. Seltzer, Detroit; John Wallace, Kal-

amazoo; D. S. Hallett, Detroit.
Trade Interest Committee, three-year
term—J Lemen, Shepherd, and H.

Dolson, ‘St. Charles.

Who Gets the Job?

A pharmaceutical manufacturing
house of New York City recently
had occasion to advertise in one of
the daily papers for a packer in its
shipping department. On the morn-
ing after the advertisement had been
inserted the applicants began to ap-

pear. With the strong belief that
the early bird catches the worm,
there arrived, at 8 a. m., a gilded

youth of independent action and self-
satisfied mien. A derby hat was
jauntily set upon the side of his
head and a cigarette breathed forth
clouds of unspoken truths. The can-
didate was directed to the superin-
tendent’s desk, and that individual
having not yet made his appearance,
his cushioned chair presented itself
invitingly. Without the least hesi-
tation, this “already got the job” man
seated himself, forgetting to remove
either hat or cigarette, and prepared
to await the coming of the “boss.”
In the meantime four other youths
of varying ages had appeared and all
awaited, with more or less trepida-
tion, the hour of g and the coming
of the superintendent. Promptly at
9 he came as was his wont and, con-
cealing the surprise he felt at seeing
his chair thus summarily taken pos-
session of, hastily removed his hat
and coat. He then faced the youth
at the desk with a mild look of en-
quiry. Instead of getting up, this in-
dividual broached the following: “Are
you de boss? If so | want de job
| see advertised in de paper. | was
waitin’ since 8 o'clock and | oughter
have it.” “Young man,” said the
mild-voiced superintendent, “we ad-
vertised for a person of intelligence,
someone who would do as he is bid-
den, without comment or question-
ing; one whom we can direct to do
things, not one that will dictate to
us. | bid you good morning.” With
this hasty but efficient dismissal, the
superintendent, raised the lid of his
desk and took the seat made vacant
by the youth, who lost no time in
leaving, too much surprised to reply
to a well-merited rebuke. After dis-
missing three of the other applicants
on account of their inexperience, he
turned to the last person to arrive, a
young man of quiet address and po-
lite air, who came forward, hat in
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hand, and stated his qualifications. A
careful, searching look, a few well-
directed questions on the superinten-
dent’s part and the last comer had
secured the position. Moral: It is
not always the early bird that catches
the worm, if the bird in question has
not more brains than the worm. A
quiet flank movement and close ob-
servation has won greater victories
than the one just quoted.

The Drug Market.

Opium—The report of small crop
has been confirmed and the article
is very firm with an advancing ten-
dency.

Morphine—1Is as yet unchanged,
but is in a very firm position.

Quinine— Is dull and weak at un-
changed prices.

Cocoa Butter—1Is in a very firm
position and an advance is looked for.

Cod Liver Oil—Norwegian has
been advanced in the primary mar-
ket and is higher here by $2 per bar-
rel. A further advance is looked for.

Menthol—Has again advanced and
is tending higher.

Quicksilver— Has
mercurial
follow.

Bayberry Bark—Continues to ad-
vance on account of small stocks.

Oil Peppermint—Is very weak and
lower in price. There are conflicting
reports in regard to amount and con-
dition of the new crop, but it is gen-
erally believed that it will be a
large one and marketed at lower
prices.

Oil Cloves—Is very firm and has
advanced on account of higher prices
for the spice.

Oil Rose— It is believed that the
price for the new crop will be 30 per
cent, higher than for the last crop.

QOil Coriander— Has again advanc-
ed on account of higher prices for
the seed.

advanced and
preparations are likely to

Saffron Flowers — American are
very firm and advancing. The stock
is well controlled by one or two

houses and is firmly held.

Camphor— It is said that stocks
held by speculators are about ex-
hausted and the tendency is to higher
prices.

Caraway Seed— Is very firm in the
primary markets and advancing here.

Sunflower Seed— Stocks are small
and concentrated and prices higher.

Gum Shellac—1Is very firm and
steadily advancing.

Linseed Oil—Has again advanced
and higher prices are looked for.

George W. Vanderbilt is to give up
farming at Biltmore, N. C., and will

divide his great estate into numerous
small farms which he will rent to ten-
ants on the English plan. He has be-
lieved all along that his venture could
be made to pay expenses, or nearly so,
but has been disappointed. He con-
siders that his experiment of ten years
justifies him in changing his mind
about the money there is to be made
in farming. Mr. Vanderbilt has made
the Biltmore farms among the most
famous in the country. They consist
of general truck farms, a dairy, a
creamery, a chicken and duck farm,
livestock, kennels and hothouses.

Suicide by Carbolic Acid.

Health Commissioner Darlington,
of New York City, gives out some
startling figures relating to the use
of carbolic acid by suicides in the
big city, and calls upon druggists
to be more careful in dispensing the
poison. In 1903, 805 men and women
in the five boroughs of that city kill-
ed themselves, and, of these, 337 used
carbolic acid, a trifle more than 4°
per cent, of the total number. The
records show a steady increase in the
number and proportion of suicides by
carbolic acid.

It has been suggested that an or-
dinance be enacted like that now in
force in Chicago, providing generally
that carbolic acid may be sold only
in 5 per cent, solution, unless called
for in a prescription.

The question presents itself wheth-
er any such enactment would result
in decreasing the number of suicides,
presuming that to be the purpose.
Anybody so desperate as to attempt
to use carbolic acid to destroy him-
self, after all that has been printed
of the horrible agonies of such a
death, would be likely, if thwarted in
his original attempt, to find some
other way of accomplishing his end.
When the carbolic-acid ordinance
shall have been in effect for a year in
Chicago, other municipalities will
know whether or not similar ordi-
nances are likely to be worth while.

Carnauba Wax.

This wax is collected in Brazil, es-
pecially along the banks of the Ja-
quariba, in the provinces of Ceara
and Parahyba. The leaves, after be-
ing gathered, are left to dry in the
sun for two or three days, when the
wax can be easily brushed or scraped
from the surface owing to the shrink-
age of the leaves. The white powder
thus obtained is put into a vessel of
hot water, when it melts, floats and
can be removed from the surface or
left to cool. When quite cold it
forms a hard, somewhat yellow, or
pale greenish wax. Two to five
thousand leaves are necessary to
give 15 kilos, of the wax. The year-
ly export is about 1,000 tons. It is
usually packed in bags containing
about 90 kilos., and is chiefly sent
to Hamburg. It melts at 84 deg.,
and has a .specific gravity of 0.995.
It is largely used in the preparation
of church candles to prevent gutter-
ing, in the manufacture of shoe
paste, and for phonograph and gram-
ophone records. About 10 per cent,
of it added to stearin, paraffin or
ceresin raises their melting points
and increases their hardness and
luster. It is also used in the man-
ufacture of sealing wax, waxed col-
ored papers and other tissues, wax
varnishes and Swedish matches.—
Phar. Weekblad.

Ozone Held to be Poisonous.

The hosannas with which  ozone
was at first hailed as the quintessence
of life and vitality are dying away in
cries less laudatory. Prof. E. Wiede-
mann of Erlangen says that ozone
belongs to the poisonous gases, and
is the more dangerous since the in-
jurious effects are not manifest at the

time; on the contrary breathing the
gas at first produces a feeling of ex-
hilaration, but afterwards it has a
depressing effect on the nervous sys-
tem. Binz has shone that it may
cause sleep. During his observations
he has suffered severely from nervous
disturbances due to breathing ozone.
These lasted for one or two years
Moreover he always experiences dis-
comfort after giving experimental lec-
tures relating to ozone. He advises
persons who work for a long while
with influence machines not to have
these machines situated in the work-
ing room.

Removal of Dust from the Eye.

A correspondent of the Chemist
and Druggist has related the followr-
ing experience: “An experiment |
made the other evening in taking a
speck of dust out of one of my own
eyes was so successful that I send
you particulars, in the hope that they
may be useful to chemists, who are
often appealed to to do this minor
operation. The particle entered my
eye on my way home, and was caus-
ing a good deal of pain. Finding
none of the usual means at hand by
which to get rid of the offender, |
thought of trying a thread of wor-
sted folded to form a bow. | raised
the eyelid, inserted the bow, let the
lid fall, then drew out the bow, and
was successful in bringing out the
trespasser at the first attempt, ad-
hering to the thread.”

Six million acres of land belonging
to the state of Texas will be offered
for sale September 1. This land in
Western Texas has been wused for
cattle ranches, but farming interests
have been encroaching on it and now
the people are to have a chance to
acquire possession. The land is to
be sold in lots of from one to eight
selections. And no one person can ac-
quire more than eight sections. The
minimum price will be $1 per acre
payable in forty annual installments
with 3 per cent, interest.

SCHOOL SUPPLIES

Tablets, Pencils, Inks,
Papeteries
Our Travelers are now out with a
complete line of samples. You will
make no mistake by holding your or-
der until you see our line.
FRED BRUNDAGE
Wholesale Drugs and Stationery
32 and 34 Western Ave.

Mewegm, Mich.

See our line of

SCHOOL SUPPLIES

before placing orders.

Special Prices on Hammocks
to close out line.

Grand Rapids Stationery Co.
29 N. lonia St
GRAND RAPIDS, MICH.
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w holesale drug price

Advanced—
Declined—

Aceticum ...
Benzoicum, Ger..
Boracic ...

Carbolicum
Citricum ...
Hydrochlor
Nitrocum

Oxalicum .
Fhosphorium, dil.
Salieylicum
Sulphuricum
Tannicum
Tartaricum

Aqua, 18 deg....
Aqua, 20 deg.
Carbonas ..
ChlorldumA

Black

Brown
Red ..
Yellow

Cubebae
Juniperus
Xan hoxylum .

Balsamum

Cortex
Abies, Canadlan
Cassiae ...
Cinchona "ETava..
Buonymus atro..
Myrica Cerifera.
Prunus Virgini..
uillaia, grd
assafras ~..po 25
Ulmus e
Extractum
Glycyrrhiza Gla.
Glycyrrhiza, po
Haematox ..
Haematox,
Haematox,
Haematox, %s ..
Ferru
Carbonate Precip.
Citrate and Quina
Citrate Soluble
Ferrocyanidum S
Solut. Chloride
Sulphate, com’l .-

Sulphate, com'l. by

bbl. per cwt.
Sulphate, pure
. Flora
Arnjca .
Anthemis
Matricaria

Folia
Barosma .
Cassia Acutifol,
Tinnevelly -—
Cassia, Acutifol.
Salvia officinalis.
%s and %s
Uva U rsi.....
Gummi
Acacia, 1st pkd..
Acacia, 2nd pkd..
Acacia, 3rd pkd..
Acacia, sifted sts.

Aloe SO(’:]O'(I'I
Ammoniac
Asafoetida
Benzoinum
Catechu, Is
Catechu, %s

Catechu, *4s

Camphorae .......
Euphorbium
Galbanum ...
Gamboge ...po..l
Guaiacum ..po 35
Kino

Shellac, ached
Tragacanth ........

.. Herba
Absinthium ... 4 50@4

Eupatorium oz pk
Lobelia ....... oz pk
Majorum ...0z pk
Mentra Plp oz pk
l'\?/Ientra Ver. oz pk

............... k
Tanacetum . .V p
Thymus V.. oz pk

Magnesn’:\

Calcined, Pat ..
Carbonate, Pat..
Carbonate, K-M!.
Carbonate’ ...

Oleum
Absinthium ..... 4

Amygdalae, Dulc. 50®
Amygdalae, Ama 80l

Chenopadii
Cinnamoni
Citronella

Conium Mac

opaiba Scillae Co ..
Cubebae . Tolutan
Evechthitos 1 00@110 Prunus virg
CE;rJgIe'(Lonl Tinctures
Garamena - Anconitum Nap’sR
Gossippii Sem gal 50 60 Aficonitum Nap'sk
Hedeoma ......1 40®150 ..o,
Junipera 120 ‘Alges &
Lavendula 0@2 75 Asafoetida ...
,\L/I'm?rrl”sp ---- "y 3981 2 Atrope Belladonna
entha Piper ... @ Auranti Cortex

Mentha Verid

wRnw
oo
oSS
@
a

Morrhuae gal 25®@1 50
Myricia 00®3 50
Olive .. 75@3 00
Picis Liquida 10®
Picis Liquida gal ®
Ricina ... 92® 96
Rosmarini ®1 00
Rosae oz 5 00®6 00
Succini 0® 45
Sabina 0 100
Santal .. 2 25@450
Sassafras 5®
Sinapis, es ® 6
Tiglil ... 1 10@120
Thyme 0® 50
Thyme, op 1 60
Theobromas . 15 20
Potassium
Bj-Carb . 15@ 18
Bichromate 3@ 15
25®
12® 15
12@ 14
4®

. 3 60%3 65
Potassa. Bitart pr 30 32
Potass Nitras opt 7® 10

Potass Nitras ... 6®
.Prussiate .2 26
Sulphate p o 18
i Radix
Aconitum . 25
Ithae 33
Anchusa 12
Arum po 25
Calamus 40
Gentiana 15

Olychrrhlzg v 15 16® 18

Hydrastis, anada 19
Hydrastis, Can. po gz 00
Hellebore, Alba. 12 15
Inula, po 18 22

Ipecac po
Iris plox ..
Jalapa. pr ...
Maranta. %s .. ® 35
Podophyllum po 15®@ 18
Rh 75®1 00
Rbel
Rhei.
Spigella .. .3
Sanuginari, po 18 g 15
Serpentarla 50! 55
Senega 85® 90
Smilax. ® 40
Smilax. 25
Smllae g . 12
Symplocarpus ... 25
Valeriana Eng .. 25
Valeriana. Ger. .. 15 20
Zingiber a . 14
Zingiber j . 20
Semen
Anisum po 20 ® 16
Anium  (gravei’s) 13® 15
ird. Is ... 4 6
Qarui po 15 . 10 11
Cardamon . 70 0
Coriandrum ... 12 14
Cannabis Sativa. _5 7
Cvdonium ... 75®1 00
Cbenonodium ... 25 30
Dipterix Odorate. 80®1 00
Foeniculum ... ® 18
Foenugreek, po.. 7® 9
Lini .4 6
. 3 6
75 80
Pharlaris 9 10
Rapa _ .. 5 6
Sinapis Alba __ 7 9
Sinapis ngra 9 10
Frumenti \}\)I D 2 00®2 50
Frumenti ... 1 25®1 50
Juniperis Co O T 1 65®2 00
.Tuniperis Co ....1 75®3 50
Saecharum N E | 90®2 10
Spt_Vini Galli ..1 75®6 50
Vini Oporto 1 25®2 00
Vina Alba .1 25@2 00
Sponges
Florida Sheeps’ WOO|
carriage ... 3 00@3 50
Nassau sheeps wool
carriage ... 50@3 75
Velvet extra sheeps
wool, carriage.. @200
Extra yellow sheeps
wool " carriage.. @125
Grass sheeps wool,
carriage @1 25
Hard, slate . @100
Yellow™ Reef, for
slate use .. @1 40
) Sy
Acacia . ..
Auranti
Zingiber 50
Ipecac 60
erri lod . 50
Rhei Arom . @ 50
Smilax Offl’s ... 50@ 60
Senega . ® 50
Scillae @ 50

current

Benzoin
Benzoin C
Barosma
Cantharides
Capsicum

Cardamon
Cardamon Co ...
Castor ...

Cinchona ...
Cinchona Co ___
Columbia
Cubebae ...
Cassia Acutifol ..

Cassia Acutlfol Co

Gentian
Gentian Co
Guijaca

Guiaca amm
Hyoscyamus
lodine

pi
Opil. camphorated
Opil, deodorized..
Suassm
hatany

Sangumarla
Serpentaria
Stromonium
Tolutan
Valerian .. .
Veratrum Veride.
Zingiber ...

Miscellaneous

Aether, Spts Nit 3f 30®
Aether, Spts Nit 4f 34®

Alumen, grd po7
ANNALO  oovvovrvornnns
Antimoni, po

Antlmonl et po T 40®

Antipyrin
Antifébrin .
Argenti N|tras 0z
ArSenicum ...
Balm Gllead buds
Bismuth S N.

Calcium Chlor, Is

Calcium Chlor, %s
Calcium. Chlor_ %s

Cantharides, Rus
Capsici Frue’s af
Capswl Fruc’s po
Cap’i Fruc’s B po
Carophyllus ........
Carmine. No. 40.
Cera Alba ..
Cera Flava
Crocus
Cassia Fru
Centraria
Cataceum
Chloroform
Cbloro’m Squibbs

Chloral Hyd Crssl
20

Chondrus ™ ...........

Cinchonidine P-W
Cinchonid’e Germ
Cocaine, ... 4 05
Corks list D P Ct

Creta, greglp
ubra

mbler .
Gelatin, C'ooper..
Gelatin, French

Glassware, fit box
Less than box .

Glue, brown

Gl

Gl

G

Hu

Hydrarg Ch ..Mt
Hydrarg Ch Cor
Hydrarg Ox 'm
Hydrarg Ammo’l
Hyd;grrg Ungue’'m
chgh %yWa AT 90
Ind!g ...................
Iodmfe, Resubi
chopodlum
Macis e

Magnesia, Sulph. ® 3
Magnesia, Sulph bbl g 1%
Mannia. S F 50
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4 85@
49
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1 15@1 20

uor Arsen et

ydrarg lod Saecharum

@ 25
Lig "Potass Arsmlt 10® 12 Salacin ...
Sanguis Drac’s..

P D Co e @1 00 Soda et Pot’s
Picis Lig N N % -

The Hazeltine & Perkins

Rubia Tinctorum 12® 14 Vanilla
La‘s.4 22® 25 Zinci Sulpho

12 Lard, extra

Menthol Sapo, g 15 Lar o}
Morphia, S 2 35 Seidlitz M 20 22 Linseed,
Morphia, SN Y Q235@2 60 Sinapis 18 Linseed

Morphia, Mai. 35@2 60 Sinapis, op @ 30 Neat’s-foot, w str
Moschus Canton, 40 Snuff. Maccaboy. Spts. Turpentine
Myristiea, No. 1 30 DeVoes ... @ 51 Paint:
Nux Vomica po 15 10 spuff, S'h DeVo’s g 51 Red Venetian
Os Sepia ... 25® 28 Soda, Boras 9

P%)SIB %a(l)ac, H & Soda, Boras, po. 9@ 1 Ocre, yel

art zsg 2 Putty, Commerlzl*
1%®

gal doz ... 2 00 5 Vermillion, Prime

Picis Lig qts gl 00 h 2 American

Picis Liqg. pints, ® 60 . Sulphas 8 2 Vermillion,

Pil Hydrarg po 80 ® 50 Spts, Cologne .. 2 60 Green, Paris .

Piper Nl%ra po 22 © 18 Spts, Ether Co.. 50® 55 Green, Peninsular

Piper Alba po 30 Spts. Myrcia Dom @2 00 Lead, red

Pix Burgum .... 7 Spts, Vini Rect bbl Lead, white ..

Plumbi Acet Spts, Vi'i Rect %b Whltlng, white S'n

Pulvis Ip'c eto** 130@150 Spts, Viii R’t 10gl Wﬂltlng Gilders’.

Pyre hrum bxs SPts, Vi'i Rt 5gal ite, Paris Am’r

b th D Co. doz 20% %.g gr chhmaS % st %095 125 Wg.l}fg Paris Eng 1 40
rethrum, Vv o.. u ur ubi ... o@ 4  CHIT s o

)llj_assiae A 8® 10 Sulghu_r, Roll "..2%@ 3% Universal Prepd 1 10®1 20
uina, S P. & W 22® 32 Tamarinds 10 Varn

uina, S Ger. .. 22® 32 Terebenth Venice 28® 30 No. 1 Turp Coachl 10®1 20
uina. N. Y. .. 22~ 3% TVipnhT'OTTii'P 4 n Ro PbrtrT Turn .....1 60®1

Drug Company

Holiday Line

is now complete and the most complete we have ever
Our Mr. Dudley will notify you when to inspect
list of the goods we are

shown

itt. We give below a partial

showing this season:

Albums

Ash Trays

Atomizers

Austrian Novelties

Autographs

Baskets

Blocks

Bronze Figures

Bouquet Holders

Candelabra

Candlesticks

Card Receivers

Child’s Sets

Cigars Sets and Cases

Cellar and Cuff Boxes

Curios

Cut Glass

Desk Sets

Dolls

Fancy Box Paper to retail 5¢c to $3 each

Fancy China

Fancy Hair, Cloth, Hat and Bonnet
Brushes

Flasks

Games

Gents’ Leather Cases to retail 75c to
$10 each

German Novelties

Glove and Handkerchief Sets

Gold Clocks

Hand Painted China

Hargreave’s Wooden Boxes

HovAy & Harding Novelties to retail
25c to $3 each

Infants’ Sets

Ink Stands to retail 25c to $5 each

Japanese Novelties

Jewel Cases

Lap Tablets

Match Safes

Hazeltine & Perkins Drug Company

Manicure Sets in Stag, Ebony, Cellu-

loid, Silver and Wood
Medallions
Medicine Cases
Metal Frames
Mirrors
Military Brush Sets
Music Boxes
Music Rolls
Necktie Boxes
Paper Clips
Paper Files
Paper Knives
Paper Weights
Perfumes
Photo Boxes
Photo Holders
Placques
Pictures
Pipe Sets
Rogers’ Silverware

Rookwood Pottery in Vases,

Shaving Sets

Stag Horn Novelties
Steins

Tankards

Thermometers on Fancy Figures to re-

tail 25c to $2 each

Toilet Sets in Stag Horn, Ebony, Ebon-

ite, Cocobolo, China,

and Celluloid
Tobacco Jars
Whisk Holders

BOOKS—AIl. the. latest,
Books, Popular Priced 12 mos.,
mos., Booklets, Bibles,

Books, Etc.

Atso a full line of Druggists’

Sundries, Stationery,
plies. Etc.

Grand Rapids, Mich.

12® 14 Whale, winter ..

. 0®
ure Taw 52® 57

ININTN<y

11 Ochre, yeI Mars 1%

2 Putty, strictly pr2%
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GROCERY PRICE CURRENT e o ——

These quotations are carefully corrected weekly, within six honrs of mailing, American Flag_ Spruce 55 Honex| Jumbles Terpeneless Lemon
60 0

- Beeman’s Pepsin
and are intended to be correct at time of going to press. Prices, however, are lia ok Jack P lllllllllll “ 25 Imperials ) No. 2 Panel DC.......DOZ7'5
ble to change at any time, and country merchants will have their orders filled at Largest Gum Made .. 60 Jergey Lunc 8 No. 4 Panel D. C...
market prices at date of purchase Sen- 3en v B ll_ady g ingers 5% No. 6 Panel D C.
Sen Sen Br I 00 lady Fingers, Taper Panel D. C
ugar Loa
Sug Loaf 55 Lemon Biscuit Square 9 1 p Full M D&
ADVANCED DECLINED Yucatan .. % Lemon Wafer ~16 507 Full Meas: D C.1 20
Bulk 5 Lem Yen ... 4 0z. Full Meas. D. C..2 25
EEdI . 1 Marsﬂmanow C 8 Mexican Vanilla
agle " arshmallow Cream ..
Eraneks 7 Marshmallow Walnut 17 INo. 2 Panel D. C.
S GEGLATE ° Mary Amn . 8% N0 2 Banel B &
M a 11
G Walteé Baker & Co.’s ” MIICI? ‘930000 Fs'd honey. 12 I%gerFupl?nI&IeaEs)' DC _C_2 085
erman Sweet i iSCUTt vovnrrrrrrnene .D. T
\P/rem.llllrm 421? Mlch.d l;rosted Honey. 11%/ ggg IEEH Mggg. D. 8% 88
anilla... ixed PiCNiC oo b .
Index to Markets 2 Caracas 35 Molasses Cakes, Scolo’d 9" INo. 2 Assorted Flavors 75
Eagle a2 mgﬁeJSHVBrBanch"'i'éé'dlllz AlNGBAC
By Columns AXLE GREASE Plums Baker's = 35 Newss Q lllllllllllllllllllllllllllll Amosll:eag, I100 Ihn ballelg0
Fra PIUMS  oivieieireseeeennens 86 Cleveland m Oatmenl Erackers 9 Amoskeag, less than bl 19%
cm Jib. wood boxes, 4dd5 8% Pineapple Colonial, %b 35 Orange Slice GRAINS AND FLOUR
3'0/|>“" obxes X% 452 Grated 25@2 75 Colonlal %s 33 Orange Gem ... W heat
A °g “I? OXES 1ex - Sliced 1 5362 5 42 Penny Assorted old Wheat
%g%b Raiie P O 9 88 Pumpkin 4 Pilot'Bread No. 1 White 7s
Axle Orauc...nnn. 1 3210, pa“s, perd 0X b 8 Fair.. 70 12 Plneapple Honey No: N . s
- palls, per dox G & Van Houten, 20 Pretzels, hand m 8% : h i
. AKED BEANS 5 160 Van Houten; 30 Protselettes "hand m'd 5% Wlnter WI eat Fdour
Bath Brick 1 Columbia Brand G o2 00 Van Houten, I's 72 Pretzeleties moh. m'd 79 e g Local Brands
Brooms .. L b S ber o 1 ® Raspberries ng?) %S 2 Rasn Cookies Second Patents..
- ilbur. % s.. evere. r -
Erushes . -1 5lb can, per doz .1 8 Standard..... - © Wilbur, %s " 42 Richmond..
A BATH BRICK Russian Caviar COCOANUT Richwood
C meirl%an - - %lb. cans.. 375Dunham’s % S ... 26 Rube Sears.
Confections .11 Englis %]Ib. cans 04 Dunham’s %s & %s.. 76% Scotch Cookies
andles ... I No. 1 Carpet lib " cans Bﬂgﬂgmjg 0;/osS - 27 gnowd 0PS
Canned Goods 1 : Salmon 0 pice ugar 10ps
Carbon Oils 2 N9 5 Garbet Col'a River. tails. @1 & BU CBEBA SHELTS 3 Sugar Cakes, scalloped 9 | Subject to usual Gash dis-
Cheese 2 Povtor Gem ! 75 Gole fiver flats ] 8601 80 oo bagss 6 Sultanas ' . “*Flour in barrels, 25¢ per
Chewing 'Oum 2 Common WHh a5 Pink Alaska ... © 95 Less quantlty 3 Superba barrel additiona
Chicory® ... 2 EanevWhisk 15 Sardi Pound packa'__gi:es Spiced Gingers. Worden Grocer Co ’s Brand
Chocolate 2 h s a9 9 Lrehins ... uaker paper . 5 O
Ehogolate . 5 Warehouse 3 00 Domestic, %s .. 3%@ 3% Vienna Crim uaker cloth
Co es Lines 2 BRU Domestic, %s .. 5 Comnjor. 12% v/anilla Wafé’r Drino W he
ocoa ... Scrub Domestic, Must'd 6 © 9  Fair . 13% :
Coeoanut t Waverly .. | Roy Baker’s Brand
. Solid Back 8 in ... 75 California, %s ... 11 @14 Choice 16%
Cocoa Shells | Solid Back, 11 I'n 95 () Zanzibar | Golden” Horn, family ..
Coffee 2 B9 a — California, A’S L7 ©24  Fancy 20 Golden Horn, bakers .
e Pointed ends .. 8 French, %s W7 14 CREAM TARTAR P R light .
Crackers 2 Stove French, % s Ure Rye
No. 3 75 Earrels or drums g%lléuie Rye ark
[ alumet
Dried FruitsD 4 : ISquare cans . 32 Dearborn
. Fancy caddies .35 CIark—JeDwe_II-WdeIIs Co.’s
elivere
Farinaceous Goods 4 DRIED FRUITS golg M'”e gf’s C:"%R“-G 5%
Fish and_Oysters ............10 Apples 0 Ine.. /s cloth...6 4
Fishing Tackle 4 sundried 5 gojd Mine. %s cloth... o 3f
gty Sfacs B T PG el f g
y Per..... P California Prunes
Fresh Meats B Rien! Sslze 200 ) 100-195 251b boxes. © 3 C‘I’érrdéssoontaGr%/ggr Co.’s Brgnfo
Fruits 11 ight. 8s ... 9% Fair .. 90-100 251b boxes © 3% Geresoia. 1as & o
ht 16s .10 ©90d 80- 90 251b boxes © 4  geresoid- s oo
ancy ; 9 . e
Gelating ... : -9 Gallons 70- 80 251b boxes 4 4% | emon A Wheeier's Brand
Grain Bags 5-9% 60 -70 251b boxes © 6 Wingold, %S ... .6 40
Grains and Fiour .. (|: NREB GOODSZO CARBON OILS 20- 60 251b boxes 6% Wingold. %s . .6 30
Apples Perfection Do @10% 3090 2200 boxes & % Wingold. = %b 6 A
errection ... 0 Arabian . - 0 Plllsbtlrvs ‘Brand
Herbs . %allts)' Sstlggggrgé.. @2% W ater W hite ... @10 Package %c less In 501b cases. Best. %s cloth.. 6 45
Hides and Pelts .. : lac -erries Béostjor(sdaslc\)llalgea" %%% Arb Chlleew York Basrs 4o Citron Eest, g/&s CIOtR 6 Zzs‘g
u . est. s clot .6
Indigo | B Standards . 8 Cygndﬁer .2196 %AE% Dilworth Corsicn G @13% |Best. %5 paper "6 3ft
"""""""""""""" Baked.. 80® _ BlackY winter 79 @10% : Im ‘DK B aodtPer o
, - p'd, lib. pkg... @7  Beat wood... .6 45
Jell ; B Etegnglfld ?(5)@1 ?g CEREALS McLaughiin’s XXXX Imported bulk .. 6%@ 7  \Worden Grocer Go.s Brand
Bl s Wax 5e1 25 Breakfast Foods McLaughlin’s XXXX_sold Peel Taurel. %s cloth 6 5ft
) es P M Vit 3doz 4 25 1O retailers only. Mail all Lemon American ....12 Laurel. %s cloth ....6 4ft
B Standard @ ! fﬂéryél kl 0s, |%Z 4 6 orders direct “to 'W_ F. Orange Amerrcan <12 Laurel %s A %s paper's 3t
8 Gallon, BrO0K Trout - Ml iy 1 3 B Mssaughtin A Co., - Chi- CAUrel [ 965 oo 6 30
allon.....ooiiriens Gra[é% uts, 2 doz.......2 70 : London Layers Jer 150 vaes Schroeder Co.
21b. cans, s, F'Ced 190 Malta Ceres, 24 lib .2 40 Holland, O/F?)thrr%mboxes. 95 London Layers 4cr 195 Sleepy Eye, %s cloth .6 sft
| kC ams | | Cream of Wheat, 36 2Th4 50 Felix, % gr0SS ..o 115C luster 5 crown ... 3 40 Sleenv Eve. %s cloth .6 20
Little Neck, -1 OOffl 25 Eqq.0-See. 36 plies .2 85 Hummel’s foil, 0 gro. "85 Loose Muscatels, 2¢cr.. 5 Sleepy Eve. %s doth .6 1ft
Little Neck! 21b.. ~ ©1 50 \3piFlake, 36 lib ...4 05 Hummel's tin. % gro.l 43 Loose Muscatels, 3 cr. 5% Sleepy Eye. %s paper .6 10
Burnharrlra? 0/?0“{“0” 1 90 Excello Flakes, 36 lib. 2 75 ) ACKERS |-°059 MUSCGt9|31 400r 0 Sleepy Eye. %s paper .6 10
Burnham’s, pts i3 " \E/)_(cello?)éar?(e pkgs. 4 ?g National Béscmé Company’s [+ M. séeeeé'féj P %6/0@7/0 Meal
igor, S.. rands . g
Burnham 5, gt & Force, 3621 4 5 Bltter Siltanas, bulk ..~ @e @A &rinlisied L af
Red Standards Zest, 20 21b "4 10 Seymour Butters ... ...6% Sultanas, package . 8% SP'Car Feed screencd 23 oft
Whit " gest, 36 small pkgs .4 50 N ¥ Butters -~ 8% EARINACEOUS GOODS No. 1 Corn and Oats 23 bft
Ralston, g ........... 4 50 Salted Butters .. 6% Corn. Cracked 23 5t
| Fair D t Family Butters 6% Beans Corn’ Meal, coarse ..23 5ft
i p EOOd ' Bulk, per 100 & a 6o Med Ha Bl G 8 Qil Meal, new proc .27 ot
Playing < Fancy - i P Oil Meal, old ‘proc ..30 00
Erench peas Rolled Oats.  Select ... ... 8 Brown Holland ............. 225
E(r)rg?/srgron E sur ExtraFlne . 22 Rolled Avenna. bbls 4 95 Saratoga Flakes ... -.13 Wlﬂ%gﬁ V\/\\Ilrrrlge?tt n?lrdagglls7 (r)rg
Extra Fine 19 Steel Cut. 1001b sack_z 50 Oyster 24 lib. packa es -175 Cow Feed ... 5t
Monarch bbl....coooncnnn. 4 70 Round Oysters... . 8% Ik,
xlce B Knlne ﬁ Monarch, 1001b. sack. 2 2% Square Olysters g Bulk. per 100 3 Oats
...................................... oyen - -

Gooseberries QuAKer, CASES...co.ees 310 Faust . Flake. 5000 sac{ 1 g Car lots __
salad Dressrr?g ; Standard iy 90 Bulk Cracked Wheat Eearl' %88%% Sact :3L go Com. new Com ot
Saleratus ! standard 8 24 21b. paciraes . R o \er —

Sal Soda 7 Lobster ™" pacira.es . Maccaronl and | Vermicelll o 4 yim o yH8Y, 11046 14 50
It 7 CATSUP Domestic, 101b box ,. 60 y
7 glar, Columbia, el s 2 _ Imported, 251b box ..2 50 No. 1 “mol_:?;g’g lots 12 50
Picnic Tails Columbia, 25 "% 2 60 Currant Fruit ---10 Pearl Barley Sage 15
; Mac gnrgers quatrts g%g BaﬁleyRGems .. 8 Common .2 0 Ho%s . R
Mustard, 1Tb. 180 nider’s pints . ose . .. )
7 Mustard. 21b. 280 Snider’s S}plnts ..130 Bent's Water . 17 géanurrgl tg:\ygss ]ég
8 Soused, 1% 180 CHEESE Butter Thin.... .13 Peas
8 Soused, 2Th 280 Acme @11 &hocolate Drops ~17  Green, Wisconsin, bu ELLY
8 Tomato lib 180 @ it i1 COCO Bar ... 11  Green, Scotch, bu. ... 5Tb palls, per doz .1 70
8 Tomato. 21b. 580 Parsrl)n ity Tho Coeoanut Taff 12 Split, ' 751b palls .. 85
8 Mushrooms perless . 9% Coffee Cake, B 210 301b palls .. 65
Elo;r{els %g Errsrlglem @%2 (C:Ioffee CtaK/? Iced 11% LICORICE %
uttons oeoanut Macaroons ..
! n g 8 S :
oe. li ocolate Dainty . .. , X :
2 Cove, 21b. 1 70 Jerse @11 Cartwheels AT Flake 110i2Ploca 3% 1
. \Y Cove, lib Riverside @11 Curlycue .. Si4 f a ? o sacks 3 { Ve
VINBGAr  woooerrrerreserrsnernne 2 Warner’s @12 Dixie Cookie L9 peall 201, WKgs .. &  Condensed, 2 doz ....1 60
) W slellelo'i/\}'. """" 1 65 %%g Eggm' gég 'l::llgltgdlpéoéoéhu 1111 ’ Condensed. 4 doz .. 8 00
Washing Powder 2 Leiden @15 Frosted Creams .9 FTLAVORING EXTRACTS MEAT EXTRACTS
Wteking ... -2 Standard 1 00@135 Llmbur 14% Frosted Gingers.”.. .. 8 Foote A Jenks Armours 3oz . 4 45
Woodenware .. . I Eanc 2 M Pineapple @60 , mour’s 4 os .8 20
y p Ginger Gems.......... 9  Coleman’s Van.Lé
Wrapping Paper . .10 Sap Sago. @19 Ginger Snaps, N B ¢ 7% ebrgs Chicago, 8 0z.J 75
Marrow fat . 90@1 M Swiss, domestic .  ©14% Grandma sgndwwh M .2322 $289| """" Jl 58 1 gg Ilfrleegrlgss I%h'%ar gd 4532354 gg
Vaags Oaks 22 a» June is Swiss, imports« . ©29  Graham Cracker« .. .. 8 No. 4 Rich. Biake.8 H I M L.ebrgs |mﬁon«« 401.8 50
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MOLASSES RICE
New Orleans Screenings .. 2% @2% B. Wrisley TOBACCO Pails cases
Fancy Open Kettle 4 Fair Ja ga ) %@@ Good Cheer ..4 00 Fine Cut 2- hoop Standard 1 8
Chaice ... «& |Choice Papan 4%@ 5 Old Country .3 40 .54 3- hoop Standard 1
Egolé- . 2 Imported Japan _. Soap Powders aweet tlﬁomglb i 5361 % m{g gggig R
9 jawatha ails .. -
Half ‘barrels 2e extra. E?]g,c'g"ﬁ';_'aﬂg hd’ 4% Jacﬁgglt]ralléilty Coap CO 5 40 Hlawatha 101b %alls 54  Cedar, all reg brass 12 2
MANCE  MEAT HFaH?S hf o Te e% ar gg E?t?reer Fureka . 2 Grocers 6
Coton»Oi» Pin ox. faioy  eddh Gold Dust, 24 large .4 50 B Ko a0 - 2 it "5
MUSTARD SALAD DRESSING Gold Dust, 100-5c ....4 00 rairie Ko Toothpicks °m99|"°” 0
I Columbia, % pint __ 2 25 Koli 41b 3 g9 Rrotection .. 40 Hardwood . .2 50 Specia 1%
Horse Radish, 1dz ..,.I 75 Columbia, 1 pmt 2 00 ; 375 |Sweet Burley x4 Softwood Conserve 741
Horse Radish, 2 dz. ...3 50 Durkee’s large, doz.4 50 Soapine 210 Tiger .. «0 Banquet 1 Eobybal 16%
Bayle's Celery, 1dz " SDurdkeeslsmall L ddoz 5 %g Babbitt's 375 Ideal 21 Ribbon g
nider’s large 0z Roseine 3 50
Bulk. 1 galilvlfe%s Snider’s sm%ll 2.doz...I 35 Armour’s 370 Mouse, wogdrapzsholes .2 Eg;dle_roaf 2
Bulk, 2 gal kegs SALARATUS Wlsdom .3 80 ylo Mouse, wood, 4 holes . 45 Kindergarten .10
Bulk, 5 gal kegs. Packed 601bs in box. g Compounds Battle A'X . Mouse, wood, 6 holes . 70 Bon Ton Cream 8
Manzanilla, 8 oz. Y Hommor “ Jonnson’ Fine 5 10 American Eagle 33 Mouse, tin, 5 holes .. 6 Erench Cream 10
IDeIand a 3 00 Johnson’s X X X 4 25 Rat, wood . 80 sta kit
ueen, pmts dlit ¢ 1 Standard Nav .37 Rat
ueen, 19 oz Dwight's Cow 315 Nine Oclock 335 Spear Head 0z, ‘a7 at, spring’ - Hand .16
ueen. 28 oz IEmb em 2 10 Rub-No-More 375 Spear Head 14% oz." 44 Tubs Premio Cream mixed 13
tuffed, 5 oz L. i 300 Scouring Nobb t. 55  20-in., Standard, No. 1.7 00 O F Horehound Drop 11
Stuffed, 8 oz Wyﬁndotte 100 %s .3 00 Epgch Morgan's Sons. !olly Th 3 26 00 Fancy—In Pails
Stuffed, 10 0 z .. 2 30 DA Sapolio, gross lots ....9 00 |0 3500 Gypsy Hearts .....14
PIPES IGranuIated, bbls ........ 85 Sapolio, ﬁalf gross lots 4 60 Todd ..7 50 Coco” Bon Bons
Granulated. 1001b casesl 00 Sapolio, singl¢ boxes .2 25 J. T. -6 60 Fudge Sguares
Clay, 216 e 1 70 Lump, bbls ... .. 15 Sapolio, hand .. 2 25 Pipe -5 20 Peanut Squares
Clay, T D., full"count 6 Lump, 1451b Kegs .... 9% 22 urine Manuf Co B 0 80 ared Peanuts
Cob.” No. 3’ & SALT Scourine, 50 cakes ..180 Hone 9 45 ted Peanuts..
Scourine, 100 cakes .-.3 50 .8 55 Starl ht Kisses...
PlCKLES Common Grades Wash Boards San Bias Goodies.
Medium 100 3tb sacks ... . B SODA Bronze Globe 2 50 Lozenges, plain
Barrels, 1,200 count ..4 75| 60 5lb sacks OXES .. Dewe : “f 75 Lozenges, printed....1
Half bbls., 600 count ..2 88 28 10% sacks Kegs, En - | Double Acme 2 76 Champion Chocolate .. 11
“ | gg T{)b Salfks ~ SOUPS Great Navy Single Acme ... 2 25 Ecllpge Crr]locollates .13
Barrels, 2400 unt .7 00 sac ; %%urlr_]keltatei" o3 gg Sweet C Smoking 34 g.%tétfée F":’eeeerrlleesssS 3?8 Elljlrr?tef‘lttec Cohcgcglgstes "1:[32
. w F . .
Half bbs., 1200 count 400 56 Ib. dalry |n drlll bags 40 |:|aete(;ar?_e '3 Northern Queen 275 8hamp|on Gum Drops 8%
PLAYING CARDS 8 1b. dairy in drill bags 20 SPICES W ar "2  Double Duplex 300 'IYIOSS DgOPS .10
No. 90 Steamboat ... &5 Solar Rock Whole Spices Bamboo, 16 0z. N Good Luck 275 InimeorrEalsours
No. 16, Rival, assorted 1 20 561b. SaCKS....ccooccruuruereen. 20 AlISPICE oo 12 I XL, 5lb Universal ... -2 65 e eam
No. 20, Rover enameledl bu Co Cassia, Chma |n mats. 12 ! X L, 16 oz. pails ....31 - Window Ital Cream Bon Bons
No. 672, Special ... 1 7a Granulated, . 80 Cassia, N . 16 Honey Dew’. .40 i 3 2010 PAIS woorrerromiers 12
Na 98 Gofsatln hnisb2 00 Medium fine & Cassia, Batawa bund. 28 Gold Block .40 5 Molasses Chews {5th.
No. 80S Bic ycle ........... 2 00 SALT FISH Cassia, Saigon, broken. 40 Flagman .40
No. 022 Tourn't whist2 26 Cassia, Saigon, in roils. 55 Chips .. .33 w Golden Waffles .
Cod Cloves, Aniboyna....... 22 Kiln Drie 21 11 in. B . Topazolas 12
POTASH Large whole ... &% Cloves Zanzi 14 Duke’s Mixiure . & 13in B 1 Fancyoin b Boxes
48 cans in case Small whole .. 5% Mace ...oooovoer 55 Dukes’s Cameo 43 15in. B 2 Lemon OUTS oo 25
Babbitt’s ... .4 00 Stnps or bricks. 7% 10 Nutmegs 75-80 .. 45 44 17 in. B 3 Peppermint Drops
Penna Salt Co's ... .3 00 Pollock ......... Nld{mggg ]i‘él)_g %8 gg igssone[l? 421 ﬁho'(\;/lolatehDro S
. . M. Choc. Drops
PROY'(jS'ONSk Strips Halibut 1 Eepperg Sslngapore bk, 15 8 Assorted 15-17-19 T3 25 H! M, Choc 2|_|_p
Barreled Por Y epper, ingp. white / Dark No. 12 ...
. 1300 : +14%  pepper. SROL ..o i ,lib 2 . WRAPRING PAPER . piiter Sweets, assid "1 2i
Fat Back 1400 Herrin 1% oz .39 common Straw ... % Brilliant Gums Crys&
a ac - Hollan Pure Ground In Bulk 3% o 39 Fibre Manila, white .. 2% & A’ Licorice Ijr
Back Fat . % 28 White Hoop, Allspice 16 Peerless, 3% oz.. '35 Fibre Manila, colored . 4 ) .
Sggrqt .(Eut 1 g White Hoop, %bbls Cassia, Batavia 28 Peerless, 1% oz.. No. 1 Manila 4 t

White Hoop, ke 70 Cassia, Saigon .. 48 Air Brake... Cream Manila

. @ . 3
Pig - 18 00 white Hoop’ mchs 80 Cloves, Zanzibar 18 Cant Hook Butcher’s Manila ... 2%
Brisket. . 1500 Norweglanp .......... g Ginger, African . 15 Country Club Wax Butter, short c'nt.13
Clear Famlly 1250 Round,” 100lbs 3 Ginger, Cochin . 18 Forex-XXXX . Wax Butter, full count 20 & M. Peanut Bar
Dry Salt Meats Round, 401bs. Ginger, Jam aica 25 Good Indian ... .25  Wax Butter, rolls ...15 .54 "Made Crms. 80@9|
S P Bel . 9% Scaled Mace ......... 65 Self Binder, 160z, 80z 20-22 YEAST CAKE Cream Buttons, Pep
Bellies n Trout Mu tard 18 Silver Foam .. ~24 Magic, 3 w1 and Wintergreen. .
Extra Shorts No. 1, 100Ibs Pepper, Singapore, bik. 17 Sweet Marie Sunlight, String Rock
Smoked Meats No. 1, 40lb Pepper, Singp. white . 28 Royal Smoke A Sunlight, 50 Wintergreen Berries .60
Hams, “121b. average. .11% N ngper Cayenne 2 Cotton, 5 TWINE Yeast Foam, 3dodz 115 OIIdb Tnme Assorted, 252 7b
9 . .- .1 00 1D, CaSe ....iiiiiiininnns
ﬂgmi ]]:élll? 333285 l1110//% STARCH ﬁ?‘é"”é 4 B'y’ 122 ¥gg§% 'gorgg]n’w 1% doz ..1 gg Z?Olilsnter Browi Goodles3 5
Hams, dlﬂb average. .11% Mess. Common Gloss Hembp, ¢ Iy 13 FRESH FISH Up- toclfa)saete ‘Asstmt. 32
i dricd boef Sats 5 Mess, lib packages 4@5 | Flax, medium 20 U TPEL D DL CASE e 8 76
Ham, dried beef sets . Mess, 31b. packages Wool, ||b balls™"""""6  Jumbo Wohitefish 12% Ten Strike ASsorts
Shouldersl (N. Y, eut) Mess 61b packages 5% VINEGAR No. 1 Whitefish ..10@i1 ment NO. Lo,
gacon, clear ... 10%@11% Ho. 40 and '501b. b @3% | malt white Wine, 40gr 8 Trout 8%@ 9  Ten Strike No. 3
Califoria Hams. i3 NO. Barrels... 2% INalt White Wine, 8ogril  Halbu! 0 Ten Strike No. 3"..0...
Boiled Ham 77 No. Common Corn Pure Cider, B & B Ciscoes o 5 Ten Strike, Summer as-
Berlin Ham Bred™ 201b  Packages ... Pure Cider, Red Star. 11 Bluefish . SOTEMENT.mererreoreeeosreeoe 6 75
Mince Ham © 401b packages 4%@7 Pure Cider, Robinson,i0  Live Lobster ... Kalamazoo Specialties
.............. Pure Cider, Silver ....10 Boiled Lobster. . Hanselman Candy Co.
Lard SYRUPS WICKING “ Chocolate Maize
Compound ..o, Corn No pergross old Mgda
eoib. tubs, .advance Barrels 22 No. 1 pergross . (e

801b. tubs ..advance Half Barreis 24 No. 2 pergross .....50  perch, dressec Chocolate Nugatines "..18

Perch dressed

. . . uadruple Chocolate .15
50tb. tins.. advance i 201b cans % dz in case 1 55 No. 3per gross.. - Smoked W hite
301b. pails . .advance % QM - g 101b cans % dz in case 1 50 WOODENWARE Red Snapper .7 Liolet Gream Cé‘?ggmbg‘go
0 xanary, - 51b cans 2dz in case 1 65 asket 0
101b. pails ..advance % Caraway 8 2 Bushel Col. River Salmon. gll palls ............................... 13%
51b. pails .‘advance 1" Gardamom. WMaiabar 1 0o 2%Ib cans 2.dzin case 170 Bushels. ~1 10 Mackerel ... 15@16 Po
Sib. pall dvan 1 - Purs Can Bushels,” 160 op.C
- palls . advance Celery <120 eair urs Lane 16 'Market’ . 35 OYSTERS Dandy Smack, %%s .. e
Bologna Sausages Me])r(nep I§|lrlasmn ﬁ Good . : 20 Sp|Ilnt a di e cans P E&?d or%mlgflliterlsoosloosz gg
"""""""""""" 62 Mustard, white g Choice N S medium 3 F M. counts 2" 4 Pop Com Toast’ 1005 30
Egarrllkfort . '20/ PR%?J%Y . g TEA W'”OW C(Illoﬁhes Ia&g 88 Bulk Oysters gg?)cé%rrnjaé:ell(llsméﬁﬁé """ ?i(\)lo
b illow Clothes, me .
Veal . 8 Cuttle Bone .26 Japan F. H. Counts T 2 25 Cicero Corn Cakes .... 5
T S oSS s i oy W HRRIE S " S0 T
eadcheese . P —Whole
Beef ’ Hand¥ Box, smgall 1 25 Sundried, fancy %%B §'.§S %‘é :H SSSS - Z;% Clams Perllgg Almonds, Tarragona .. 16
Bixby’s Royal Polish' .. 85 Regular, medium b Almonds, Avlca ...
Extra Mesa . 950 E 51b size, 12 in case .. 63 Qysters 125
Boneless Miller’s CS’?\IWJ‘ Polish. & Eggtﬂg; f%hnoécye 101b S|zBe tt6 |nP|catse 60 HIDES AND PELTS Alsmhgndsnecv?“forq? Sft16
Rump, new Scotch, in bladders ....37 Basket-fired, med 31 No. 10val 250 |rE11 S te 40 A, Brazils e i
Pig’s Feet Maccaboy, in jars --—- 35 Basket-fired, choice ...38 Green No. Fllberts 13
% bbl 110 J B: k fired T 23 No. 2 Qval, 250 in crate 45 .11
ifchbla., 375 Central Cly 'Soap Co, _ Sifting gml 0. 5 Oval, 220 in crate &0 Gureq No. o3 walnuts, Ehili @12
1 bbl... e 776 Jéa(;(r%n N YW S e FannanSG J 1 EarrelI 10galI eacrp] % ég gallgsllims green No 1 gggalx%snuk/lsedfancy %155’[
ripe unpowder arre al., each .. alfskins, green No
Kite, 16 Ibs, P (] J. S. Moyune, me%lum 30 Barrel, 15 g al., each .2 70 Calfskins, gcured No. I2 11%% Pecans, ex. large @12
%bbla., 40 % 150 Amencan Fam ily 4 05 Moyune, choice Clothes Pins Calfskins, cured No. 2. 12 Pecans, Jumbos.. @13
%bbls, 801bs.. .3 00 Dusky Diamond, 50 8022 80 Moyune, fancy Round head, 5 gross bx 55 Steer Hides, 601b over 205 Hickory Nuts pr bu
Casings Dusky D’nd,” 100 60z...3 80 Pingsuey, med Round head, cartons .. 75 Pelt Ohio new ..176
Hogs, per 1b........ .. 28 JS%e/onolsfnpgrlablars 3 Zg Pingsuey,  choice Egg Crates old Wool. " pooamuts s o
Beef rounds, set. ... . 16 B ingsuey, Tancy Hum ty Dumpty 2 40 40@i 00
White Russian.. 31 f ) State, per bu ...
Beef middles, set ... .. 45 Young Hyson complete 32 Shearlings
Sheep. per bundle . 70 22%55 Choice 2. No; comglete s ® ow 2% spanish oREEY 1 o
ncolore utterlne ancy .. . ets No. 1 .. o b
ol A, 100 @ii% LAUTZ BROS. & (:4000 . Oplong o SOk ;meg BN T 8 No. 2 ... 6 WemuAies G
: ormosa, fancy . ork lined, 9 i / -
Acme soap, 100 cakes 2 85 Wool Filbert Meats ... 25
Comengre]Q]gdzMeats 25 Vontbo B T oeas % 60 ﬁm%: &e}%gm - gg(rjlgrllnfed 10 < 8 Unwashed, med 28@30 Alicante Almonds 83
Corned beef 14 Big Master, 100 bars 4 00 | Enalish Breakfast. Unwashed, fine #3@24 Jordan Almonds . 47
ROASt B e6f ... Marseilles White soap.4 00 'y oqi 9 Mop Sticks CONEECTIONS Peanuts
Potted ham’ Snow Boy Wash P’w’r'4 00 ﬁ‘ um Trojan spring ... to Fancy, H. P. Suns .. 8
0 Proctor & Gamble Co. Choice Ecllpse patent spring . 85 Stick Candy Palls Fancy, H. P. Suns,
Potted h 85
pottec, ham. e - 82 Lenox "5 g5 Fancy NO. 1 COMMON v 75 Standard e 8 ROBSEA  ..oovvvernyiooeerinnnnnse, T
Beviled nam. Hs 1 g Ivory, T4 %o India No. 2 pat brush ioider 8 Standard . 8 Choice H. P. Jbo. @7%
Potted tongue. U .. a8 Ivory 10 f 76 Ceylon, choice ... St 121b. cotton mop heads 1 40 Standard Twist ...8% Choice, H. P. Jum-
Potted tongue. %s ... 8 Fancy. ,,.,meovovr0r--48  ideal No. T oo M Cut Loaf bo, Roasted ... @8%




MICHIGAN

Cotton Linea

No. 1, 10feet ...
No. 2, 15feet
No. 3, 15feet
No. 4, 16teet
No. 5, 15feet
No. 6, 16feet ..
No 7 15feet ..
No. 8 15feet ..
No. 9. 15feet

Linen Lines

Poles

Bamboo. 14 ft., per doz.
Bamboo, 16 ft., per doz.
Bamboo. 18 ft., iter doz.
GELATINE
Cox’b 1 qt. size ..
Cox’s 2 qt. size

.110

w1 6
Knox's Sparkling, doz 1 20
Knox’s Sparkling, gro 1408

Knox’s Acidu’d. "doz ..1 2

Knox’s Acidud. gro 14 00
Nelson’s .1 50

Full line of fire and burg-
lar proof safes kept 1in
stock by the Tradesman
Company. Twenty differ-
ent sizés_on hand at all
times—twice as many safes
as are carried by any other
house in the State, "If you
are unable to visit Grand

4«
AXLE GREASE
11%
7%
10%
Shoulders 9
Leaf Lard.... . 7%
Mutton
Carcass 87%
Lambs 12
Carcass ..o 5%@ 8
Mica, tin boxes ..75 9 00
Paragon ... 55 6 00
BAKING POWDER al O
JA X O N
%tb. cans, 4 doz. case.. 45
%n>. cans, 4 doz. case.. 85 24 10c cans 84
lib. cans, 2 doz. case 1 60 12 25¢ cans . 2 30
6 50c cans ...2 30
Royal
10c size 90 CLOTHES LINES
%Ib cans 135 COft 3thresalfialextra 1 00
60z.cans 190 5% 3thread extra..1 40
%]Ib cans 250 9oft.  3thread, extra. 1 70
o 60ft.  6thread, extra..1 29
%Ib cans 375 VY2ft. 6thread, extra..
lib cans 480 Jute
sib cans 1300 | S0 R
..105
61b cans 21 50 1905 w8
. BLUING Cotton Victor
Arctic, 4oz ovals, p gro 400 58;* ,,,,,,, . .1 10
Arctic, 80z ovals, pgro 600 « .1 *6
Arctic, 160z ro’d, p gro 900 1 aft. . .. ..1 60
BREAKFAST FOOD Cotton Windsor 1
Walsh-DeReo Co.’s Brands 1
.. 1
80 .2 00
Cotton Braided
40ft .. 95
50ft... 135
60ft ... 165
Galvanized Wire
No. 20, each 100ft. longl 90

Sunlight Flakes

Per case 4 00
W heat Grits

Cases, 24 2lb pack’s,. 2 00

CIGARS

G. J. Johnson Cigar Co.’s bd

Less than 500..
500 or more...
1,000 or more

Worden E?rocer Co. brand |

en Hur
Perfection |
Perfection Extras 5
Londres .......... b
Londres Grand...
Standard
Puritanos 35
Panatellas, Finas. 35
Panatellas, Bock
Jockey dub

COCOANUT

Baker’s Brazil Shredded

No. 19, each 100ft. long2 10
COFFEE
Roasted
Dwinell-Wright Co.’s B’ds.

W hite House, lib

W hite House, 21b
Excelsior, M & J, .
Excelsior, M & J, 21b..
Tip Top, M & J, lib
Royal Java .................

Royal Java and Mocha.,
Java and Mocha Blend..
Boston Combination ....
Distributed by Judson
Grocer Co., Grand Rapids;
National Grocer Co., De-
troit and Jackson; F. Saun-
ders Co., Port Huron;
Symons Bros. & Co., Sagi-
naw; Meisel & Goeschel,
Bay City; Godsmark, Du-
rand & "Co., Battle Creek;
Fielbach Co., Toledo.

70 %Ilb pkg, per case 2 60 |
35 %Ib pkg, per case 2 60 .
. 4 doz. in case
0
38 %Ib pkg, per case 2 60JGaiI Borden Eagle ....6 40
16 %!b pkg, per case < 60 Grown ..... 5 90
Champion 4 52
FRESH MEATS Daisyp: _____ 1%
Beef Maglnolla 400
Carcass ... 4%@ 7% Challenge -
Forequarters 4%@ 5 Dime 5 .
oreq Peerless Evap’d Cream 4 00
Hindquarters ... 7%@ 9 FISHING TACKLE
L0OiNS s e 9 @16 % to 1 in 6
1% to 2 in 7
AN g
02in
Chucks 5 @6 2 in 15
Plates ... @3 3 in 0

Rapids and inspect the
line personally, ‘write for
quotations.

SOAP

Beaver Soap Co.’s Brands

100 cakes, large size..650
50 cakes, large size..325
100 cakes,small size..385
50 cakes,small size..1 9%

Tradesman Co.’s Brand.

Black Hawk, one box 2 50

Black Hawk, five bxs 2 40

Black Hawk, ten bxs 2 25
TABLE SAUCES

Halford, large
Halford, small

76
25

nNw

Place
your
business

on
a

cash

basis

by

using
Tradesman
Coupons

TRADESMAN

A Catalogue That
Is Without a Rival

There are somfth.ng like 85000 com-
mercial inst:tutions in the country that
iscue catalogues of some sort. They are

all trade-getters—some of them are success-
ful and some are not.

Ours is a successful one. In fact it is
THE successful one.

It sells more goods than any other three
catalogues or any 400 traveling salesmen
in the country.

It lists the largest line of general mer-
chandise in the world.

It is the most concise and best illustrated
catalogue gotten up by any American
wholesale house.

Itis the only representative of the larg-
est house in the world that does business
entirely by catalogue.

It quotes butone price to all and that is
the lowest.

Its prices are guaranteed and do not
change until another catalogue is issued.

It never misrepresents. You can bank
on what it tells you about the goods it
offers—our reputation is back of it.

It enables you to select your goods
according to your own best judgment and
with much more satisfaction than you can
from the flesh-and-blood salesman, who
is always endeavoring to pad his orders
and work off his firm’s dead stock.

Ask for catalogueJ.

BUTLER BROTHERS

Wholesalers of Everything—
By Catalogue Only.
St. Louis

New York Chicago

AUTOMOBILE BARGAINS

1903 Winton 20 H. P. touring car, 1903 W aterless
Knox, 1902 Winton phaeton, two Oldsmoblles, sec-
ond hand electric runabout, 1903U. S. Long Dis-
tance with top, refinished White steam carriage
with top, Toledo steam carriage, four passenger,
dos-a-dos, two steam runabouts, all in good run-e
nine order. Prices from $200 up.

ADAMS & HART, 47 N. Div. St., Grand Rapids

Mica Axle Grease

Reduces friction to a minimum. It
saves wear and tear of wagon and
harness. It saves horse energy. It
increases horse power. Put up in
1 and 3 Ib. tin boxes, io, 15 and 25
Ib. buckets and kegs, half barrels
and barrels.

Hand Separator Oil

is free from gum and is anti-rust
and anti-corrosive. Put up in
1 and 5 gal. cans.

Standard Gil Co.

AUTOMOBILES

W e have the largest line in Western Mich-
igan and If you are thinking of buying you
will serve your best interests by consult-
ing us.

Michigan Automobile Co.
Qrand Rapids, Mich.
The Qrand Rapids
Sheet ITetal & Roofing Co.
Manufacturers of Galvanized Iron Cornice.

Steel Ceilings, Eave Troughing. Conductor
Pipe. Sky Lights and Fire Escapes.

Roofing Contractors
Cor. Louis sod Catnpau Sts. Both Phones 2731

Leading the World, as Usual

UPTONS

CEYLON TEAS.
St. Louis Exposition, 1904, Awards

GRAND PRIZE and Gold Medal for Package Teas.

All Highest Awards Obtainable.

Chicag

Gold Medal for Coffees.
Beware of Imitation Brands.

o Office, 49 W abash Ave.

1 Ib « J7-Ib,.\ 1h. air-tight cans.

Grocers, Why Not Turn Out Your
Own Bakery Goods

A Hiddleby Oven Will Guarantee You Success

Send for catalogue and full particulars.

Middleby Oven Manufacturing Company
60-62 W. Van Burén St., Chicago, 111
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BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each

subsequent continuous insertion.

BUSINESS CHANCES.

80 acre improved farm, good location
for sale or would exchange for stock of
merchandise. Advertisement will not ap-
pear _again. Address No. 810, care Michi-
gan Tradesman. 810

Wanted—To rent space for shoe de-
partment in a department store; no shoe
stock now, but business is well estab-
lished; has run 10 years; have a large
trade; will have a larger store in early
fall, and wish to rent space on commis-
sion basis, fixtures, advertising, heat and
lights, also window trimmed,” all by the

general store management; party “must
put in a g{ood stock of reliable goods and
run it on the department store plan. Ad-
dress “California,” care Michigan Trades-
man. 826
For Sale—Grocery, market, soda foun-
tain. Steam boat, all nrst-class. A
money maker. eap, at Gull Lake.
Addréss P. W. Rice, Yorkville, Mich. 825

W anted—Small farm in Western Michi-
gan, to trade for drug_ store, stationery,

news stand and fountain in good city in
Southern Wisconsin. H. C. Eicliel, Iliuns-
wiek, Mich. 813

For sale or exchange for land or mer-
chandise, store and lot in good Northern
lowa town; store 22x100; “clear and in
first-class_ shape. Address W., care
Michigan Tradesman. 815

For sale or will exchange a good gen-
eral stock of about $7,000 for a~ weft im-

proved farm. No trader need a p!}/. Ad-
dress C. W., care Michigan Tra esgl%n.
For Sale—General stock and store

building located at country crossroads in

center of good farming community. No
other store within three miles. =~ Good
reasons for selling. Property is_worth

$4,000. Will sell for $3,000.
Salem. Mich.

Merchandise stocks for sale or trade.

Box 37, New
818

$6.000 stock dry goods, clothing, shoes
and_ groceries; “Minnesota; doing ood
businéss. Will sell 85¢ on dollar, $g.000

stock shoes, fine city in Ohio; will trade
for good timber proposition. $10,000 stock,
Minnesota, general dQ/ goods, furnishing
goods, etc. Will trade part cash, part
good land or income property. 112 000
stock, Minnesota, shoes, dry goods and
Will sell SOc on dollar. A
snap. Drugs, implements, hardware and
furniture stocks 'in different states for
sale or trade. What have you to offer?

groceries.

What do you want? Where do you want
it? Somers & Warren, 500 anhattan
Building, St. Paul, Minn. 819

For Sale—Lrug store in good town of
1,500 inhabitants. A goodly amount_of
manufacturing in as "good” a farming
country as Michigan has. Best location
in town, doin? good business, town hav-
ing good healthy growth. Worth inves-
tigating, Must be” sold at once. Good
reason for_selling. Address No. 808, care
Michigan Tradesman. 808

W anted—Location for shoe and gents’
furnishings store or will buy small stock.
Box 116, Bear Lake, Mich. 822

For Rent—Meat market. Good point
for experienced man, Appl@/ E. hite,
comer of 6th and Scribner, Grand Raglds,
Mich. 23

For Sale—Building occupied_as groce[?/
and meat market.  Price $7,5Q0. Will
Flther give immediate ossession  or
ease by the year at 10 per cent, on pur-
chase price. "Apply No. 824, care Trades-
man. 824

For Exchange—For income property or
merchandise, a_ fine farm of 825 acres, lo-
cated in the oil and gas belt of Eastern
Kansas. R. H. Thompson, Clinton,S%o.

For Sale—Restaurant in first-class lo-
cation and doing good business. For
particulars address Box 248l. Battle
Creek. Mich. 807

Wanted—Stock merchandise for im-
proved lands or wild lands. Jno. W. Cur-
tis. Whittemore, Mich. 812

Fine opening for youn man who
wants a shoe business Stock located in
summer _resort town of 3,000; new in-

voices $5.000: cash sales $14.000. Owner's
health failed. Address Box 742, Storm
Lake. lowa. 817

For Sale—Bargain in_coal lands, 2.000
acres (mining r|?_hts) in famous South-
ern lllinois coal Tield. Fine quality coal;
veins 7 to 12 feet thick. Lands’ lie in
solid body along |Illinois Central rail-
road. Samuel Smith, C311 Woodlawn
Ave., Chicago, 111 811

No charge less

Business Chances—Good flour mill for
sale in one of the best towns in North
Dakota, capacity 100 barrels; good terms
if deal made soon. Write Box 55 Mu-
tt-n, N 806

For Sale—An _established business;
stock consists of clean and fresh dry
goods, cloaks, suits and carpets; doing
one of best businesses and best location
in thiiving Indiana city; will sell whole or
reserve annex carpet department: will re-
duce stock to suit buyer; reason for sell-
ing. death of one of “partners; no bonus
asked. Address at once, Schmitt, Hein-
ly. Leachman Company, Logansport,805

. To exchange by owner, a first-class
improved Illinois farm for stock of goods,
want a stock to run, and will trade on a

fair basis. No traders need answer. Ad-
dress J. D., care Michigan Tradesrglin.

For Sale—The best water power mill,
with two turbine wheels, well equipped,
lumber mill. Good  chance for ‘electric
light F_Iant or any _kind of factory, in the
best little town”in Northern Michigan.
Good shipping point either by rail or lake.
Address _ 'all” "communications to _the
Boyne Falls Lumber Co.. Boyne Falls,
Mich. 829

For Sale—The best saloon and restau-
rant in Northern Michigan. Want to go
out of business. Address all communica-
tions to Finnan & Rae Boyne Falls,

ich. 828

Foi Sale—Harness business in one of
the best harness towns In Western Penn-
sylvania. Good schools. County seat.
Stock and fixtures $2,000. Best reasons
for selling. Investigate. Address Lock
Box 183, Ebensburg, Pa. 742

For Sale—Dirt Cheap, cheese factory,
skimming station or creamery at North
Dorr. Zeeland Cheese Co., Zeeland, Mglgh'

7

For Sale—, _?ood paying drug stock in
Michigan. ~ Will sell for_ invoice price
Address No. 788, care Michigan Trades-
man. 788

For Sale—Cheap for cash, drug stock,
located In Kent Coun;rjy Mich. A bargain
if taken at once. A dress No. 803, care
Michigan Tradesman. 803

For Sale—First-class combination sheet
metal and plumbing shop; invoice $3,000;
Can cut down to $:1,000; best of reasons
for selling; onIY shop In Clt%/; fino busi-
mostly a

ness and cash; ren nd living
cheap._ Address Geo. J. B. Wright, Or-
ange, Texas. 802

Chadron, Nebraska. Population 3,000.

W ants general department, dry goods and
furniture stocks. Merchants “can get
finest quarters for Write P. B.
Nelson. 799

Wanted to buy drug store for cash.
Give full particuars. Address “King,”
care Michigan Tradesman. 800

For Sale—The D. Robeson_ship chand-
lery, awnings, sails, paints, oils and wood-
enware business; established over 30
ears, at Port Huron, Mich. Real es-
ate and business must be sold owing to
HI health. Applx to Schoolcraft &_Co.,
Port Huron. Mich. 743

For Sale—Only harnpess shop in town_of
2500 inhabitants, at invoice. Address Ed.
Cordeman, Chetopa, Kansas. 769

For Sale—Clothing and shoe business

such.

in_a lively up-to-date town of 2,000. Stock
ill_invoice about $9,000. Annual sales,
18.000. Good reason. for sellin Ad-

dress No. 768, care” Michigan Tragés%agn.

The store vacated by Gitts & Co., at

Marsnall, Minnesota, is for rent. En-
quire or write M. E. Mathews, Marshall,
Minnesota. 760

. Wanted—Merchandise for cash and lots
in a city of 7,000. Address No. 763, care
Michigan Tradesman. 763

Chance to sell for cash, all machinery

in your factory or mill mortgaged or
otherwise, Hastl_nﬁs Metal & Machinery
Co.. Hastings. Mich. 680

For Sale—A stock of hardware at Kala-
mazoo. Good location. Good reason for
R}Iellwg. Address Hardware, Kalamazoo,

ich. 797

6 per cent, gold bonds, interest payable
January and July 1st; safe investment
f<T trust funds. "American Underwriting
Eﬂqnplpany, 802-843 Majestic Bldg.. Detroit.

ich. 793

tor Sale—A 100-horse-power  tubular
boiler and 250-horse-power engine, both
guaranteed to be in_ first-class _condition;
can be seen at our factory. Sligh Furni-
ture Company, Grand Rapids, Mich, 804

than 25 cents.

. T.ivery for Sale—Owing to my engaging
in other_business. | offer for sale my liv-
ery business and mail route. Address
Box 218, Clarkston. Mich. 780

. For Sale—Good up—to-date drug store
in_one of the bes 8r_owmg towns_in
Michigan of about 4.000 inhabitants. Do-
ing good business. Will sell for part cash,
balance in monthly or quarterly payments,
or exchange for farm property. [nvoices
$3.500. Address Pill Roller, care Michi-
gan Tradesman. 773

For sale for cash; small stock of clean,

-to-d general merchandise;

Postoffice in connec-

routes; in_as go a

as there is on earth.

Mount Hamill, lowa.
775

new. up-to-date
only stare In town.
tion.. Two rural
farming communit
Address Ed. Hough,

Bakery—Good business,
Cash or easy payments.
Ruhr. Rock ‘Island. 11

For Sale—General merchandise; inven-
tory eight thousand dollars; store 70x20;
flour house 20x20: shoemaker employed;
shoes a specialty; fine opening for shoes
exclusively; town twelve hundred; big
country trade; best location and_trade in
town; “stock reduced half if desired. No
trades. Health failing. Address F._ F.
Frazee, Seneca, 111 76

For Sale—A Vincent gas lighting ma-
chine and fixtures. In good condition. Call
or. address Dudek Kage, Petoskey,
Mich. 77

_For Sale—profitable pharmacy. Will
ive you a bargain this month. "Must go
outh.  Write. 30 North College Ave.,
Grand Rapids. Mich. 784

price  $700.
Address Emil
771

For Sale—Fiist-class _general ' stock
$3.500. Live town, 25 miles from Grand
Rapids. Apply E. D. Wright, care Mus-

selman Grocer Co., Grand Rapids, l\élich.

For Sale or Trade—One hundred_shares
of the Watson, Durand-Kasper Grocery
Co.’s capital stock, of Salina, En%une
W. J. Hughes. Box 367, Enid, O. T. 598

ro-

For Sale—A good clean stock of

ceries, lamps and crockery, located in
one of the brightest business towns in
Central Michigan. Has electric lights,

water works and telephone system, popu-
lation 1,500 and surrounded” by splendid
farming community. Store is situated on
Eopular side of the street and one of
he finest locations on the street. No
trades will he entertained, hut reasons
for selling will be entirely satisfactory to
the purchaser. Address No. 422, care
Michigan Tradesman. 422

Cash must accompany all orders.

_War.ted—An experienced men’s fur-
nishing goods man, to take charge of a

department in department store; will

have a new location_in early fall; a man

greferred who can invest from $1,000 to
1,000; good pay to the right part%/. Ad-

dress. wu.. references, No. ' 827, care

Michigan tradesman. 827
Wanted—A

%ents competent to sell terri-

tory or manufacturer to put on the mar-

ket, best heat and fuel saver made. A
money maker. Address J. A. McDaniel,
Letts; lowa. 809

AUCTIONEERS AND TRADERS.

To Traders— L. Weaver, Fremont
Mich., with 30 years experience in mer-
chandise. invenfories and prices stocks,
takes full charge until deal is closed.
References, three leading bankers and a
score of merchants. 821

H. C. Ferry & Co., Auctioneers. The
leading sales “‘company of the U. S. We
can sell your real estate, or any stock of
goods, in any part of the country. Our
method of advertising “the best.” Our
“terms” are right. Our men are gentle-
men. Our sales are a success. r we
will  buy your stock. Write us, 324
Dearborn St., Chicago, 111 490

W ant Ads. continued on next page.

For Sale
Drug store. Greatest bargain yet
offered. If not sold at once will
close at auction. Other business.
Don’t miss this.
PHARMACY, care of Tradesman

For Sale at a bargain, small stock of.

clean general merchandise and store with
adjoining dwelllng. Wish to go out of
business before_ September 1.~ Address
Bargain, care Tradesman. 721

For Sale—Grocery and crockerg stock.
A good clean stock, good store building
situated in best of location and on popu-
lar side_of the street, in active up-to-date
town of 1,500 in the midst of good farm-
ing country. Address No. 666, care Michi-

gan Tradesman. 666
_For Sale—A large second-hand safe,
fire and_bur'gilar-proof. Write _or come
and see it. . S. Bogers Co., Copemish,
Mich. 713
Stores Bought and Sold—I sell stores
and real estate for cash. | exchange
stores for land. If you want to bu%/, sell
or exchange, It w ay you to write me.

ill
Fignk P._Cleveland,pl 61 Ad
B m

ams Express
g., Chicago, 511

W anted—Established mercantile or
manufacturing _business. Will pay cash.
Give full particulars and lowest price.

Address No. 652, care Michigan Trades-
man. 652

For Sale—One of the nicest little dru
stores in the best business city of 30,00
in Southern Michigan, ent Have
$2.000 home off

bought anti paid for this
store the past year. June sales over
$800. Address No. 764, care Michigan
Tradesman. 754

POSITIONS WANTED

Situation Wanted—Position wanted by
oung man to do some Ilfght_work at
ome, like copying letters, folding circu-
lars, etc., good reference. H. C.” Lundy,
Cameron, is. 792

HELP WANTED.

ted At Once—An experienced drug
Must be of good character, active
A goo lace for the right
ess No. 794, care Michigan
794

Wan
cledrk.
and young.
man. Agdr
Tmeclesnan.

PROVE IT
i
1
I
|
S. TAYLOR F. M. SMITH
MERCHANTS, “HOW IS TRADE?” Do

you want to close out or reduce your stock fry
closing out any odds and ends on hand? We
positively guarantee you a profit on all reduction
pdes over all expenses. Our plan of advertising
is surely a winner; our lone experience enables us
to produce results that will please you. We can
furnish you best of bank references, also many
Chicago jobbing houses; write us for terms,
dates and full particulars.

Taylor & Smith, 53 River St, Chicago

AUCTIONEERING

Betn at it
13 years

STILL AT IT

Write for
terms

A. W. THOfIAS

477 Wabash Ave.. Chicago, Il

WE ARE EXPERT
AUCTIONEERS
and have never had a fail-
ure beevause we come our-
selves and are familiar
with all methods of auc-
tioneering. Worite to-day.

R. H. B. MACRORIE
AUCTION CO,,
Davonport, la.
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FORESTRY ASSOCIATION.

What the Proposed Organization
Will Stand For.

At Grand Rapids on Tuesday and

Wednesday, August 29 and 30, the
Michigan Forestry Association will
be organized. It will have for its

mission one of the most important
objects connected with statecraft in
Michigan.

There has for a great many years
been an agitation of the great prob-
lem of forest conservation in our
State, which has resulted in the or-
ganization of a Forestry Commission,
having certain limited powers given
it by the Legislature. Experimenta-
tion in a small way has been at-
tempted. There is awakening, how-
ever, among the people a feeling that
the problems connected with the cut-
ting off of our timber and the main-
taining of our manufactories which
depend upon wood for raw material
are so far reaching and of immedi-
ate importance that there must be a
general movement looking toward
carefully planned methods of action.

The Michigan Horticultural So-
ciety accomplished a great work in
bringing home to the masses of the
people the possibilities of our State
in connection with fruit-growing,
and this same kind of a movement
must be inaugurated to enlist the
people in this greater problem of for-
estry.

For over half a century the exploi-
tation of the enormous forest growth
has been the second greatest indus-
try of our State. For many years
this great resource was deemed inex-
haustible, but the last fifteen years
have clearly proven otherwise. The
State has changed from the greatest
lumber exporting district in the
world into an importing timber dis-
trict. Hundreds of thousands of
dollars are paid by our people for
freight alone upon imported raw ma-
terial which should be grown in
abundance within our own  State.
This is but a feeble indication of the
great changes that havebeen
wrought. Probably no less than $100,-
000.000 of our own capital have sought
investment during the last fifteen
years outside of our borders, simply
because the timber was no longer to
be found in the State. At the same
time millions of acres of land which
have been stripped of their forest
cover still remain denuded, having
been wasted by continuous confla-
grations. and are now an unproductive
waste. This capital is needed in our
State. Hardly one-third of our land
is improved and less than one-half
is actually settled. The loss to our
State which results from this lack of
intelligent management amounts to
at least $10,000,000 per year.

One of the great objects in the for-
mation of the Forestry Association
is to check these enormous losses; to
induce the State and private enter-
prise to handle judiciously what there
is left of our forest growth, and to
protect and restock the vast areas of

denuded lands. What more import-
ant work can be undertaken in our
State than to utilize properly the

more fertile of these waste lands for
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agriculture and the less fertile for
permanent forest growth? This is
not a Utopian scheme. Under a
proper forest policy Michigan will in
the near future again have her home
supply of timber and will be able to
hold the many industries dependent
upon the raw material from the for-
est, which are now rapidly slipping
away from us. A factor also to be
considered in this relationship is the
importance of awakening in our peo-
ple a moral sense with regard to the
extravagant waste in connection with
our forest cover.

At this initial meeting of the For-
estry Association, there are three sub-
jects which will probably be consid-
ered by the most level-headed men of
our State. They are: first, proper,
business like action of the State with
regard to its large holdings of lighter
and inferior lands; second, better
protection of all kinds of forestry
property, especially protection from
fire; and third, a reasonable method
of taxation of forest property which
shall make investment in lands for
the production of timber attractive to
capital. Several hundred men have
already indicated interest in this
movement by becoming members of
the Association, and there certainly
should be a thousand Michigan names
in its roster of members before this
convention shall adjourn. We shall
give other details with regard to the
program of the meeting in succeed-
ing numbers of the Tradesman.

Recent Business Changes
Buckeye State.
Cincinnati—Julius C. Frei will con-

tinue the leaf tobacco business form-

erly conducted by Daly & Frei.

Dayton— Henry Hoeke has discon-
tinued his wholesale grocery business.

Dayton— Weidner & Kielman will
continue the tinning .business form-
erly conducted by John Kielman.

Minersville—Jacob Gimbel & Co.
are succeeded in the grocery and
meat business by John Hudock & Co.

North Baltimore—F. E. Davis has
removed his bakery to Toledo.

Pemberville—The stock of general
merchandise and implements of the
Hobart-Bowins Co. has been destroy-
ed by fire.

Toledo — The millinery business
formerly conducted by the Le Baron
Co. has been absorbed by the Clinton
Close Co.

Chillicothe— A petition in bank-
ruptcy has been filed by the credit-
ors of A. C. Athey, who formerly
conducted a laundry business under
the style of the Chillicothe Laundry.

Cleveland—John H. Boldon has
given a bill of sale of his grocery
stock to Jos. W. Kirk.

Cleveland— The creditors of the
Ferry Butter Co., which formerly
conducted a wholesale butter and egg
business, have filed a petition in
bankruptcy.

Cleveland— A receiver has been ap-

in the

pointed for the National Popcorn
Co., which does a manufacturing
business.

Cleveland—A petition in bankrupt-
cy has been filed by the creditors of
Herman Rosenberg, manufacturer of
cigars.

Cleveland— A receiver has been ap-
pointed for the Wailliams-Pivos
Sash Co.

Dayton— A chattel mortgage has
been uttered by the Sachs-Pruden Co.,
which manufactures mineral waters.

Elgin— A petition in bankruptcy
has been filed by Wm. E. Bennett,
of the firm of Bennett Bros., who
conduct a general store business.

Galion—S. M. Reese, dealer
clothing, has made an assignment.

Glouster— An assignment has been
made by W. E. Wheeler, grocer.

Lima—A petition in bankruptcy
has been filed by the creditors of the
National Oil Co.

Marion— The creditors of A. O.
Jennings, dealer in queensware and
notions, have filed a petition in bank-
ruptcy.

Martins Ferry—W. A. Blockinger,
hardware dealer, has made an assign-
ment.

Shepards— An assignment has been
made by James J. Halley, baker.

in

Recent Business Changes in the Hoo-
sier State.

Butler— Maxwell & Robinett are
succeeded in the feed and implement
business by Robinett & Fink.

Hillsboro— Earl  Shular succeeds
Wm. M. Lyon in the grocery busi-

ness.
Indianapolis — Robert Bell has
merged his grain business into a

stock company under the style of the
South Side Grain Co.
Indianapolis— The capital stock of

the National Grain & Hay Co. has
been increased to $15,000.
Knox— Chas. Prettyman has sold

his interest in the general merchan-
dise business formerly conducted by
Prettyman & Scott.

Lafayette— Phillip J. Tresch, drug-
gist, is dead.

Marion—The  business formerly
conducted by the Marion Wholesale
Notion Co. will be continued in fu-
ture by the Osborne Paper Co.

Mecca— The general merchandise
business formerly carried on by J.
M. Goshorn & Co. will be conducted
in future by Oliver Hixon.
.Middlebury— Griner Bros, are suc-
ceeded in the lumber business by
Griner & Nusbaum.

Richards—J. L. Turner is succeed-
ed by Singleton Bros, in the general
merchandise business.

Rockport— Glackman & Son, deal-
ers in furniture, have dissolved part-
nership. The business will be con-
tinued in the future by Glackman
& Co.

South Bend— The Post Paper &
Mercantile Co. has been incorporated
under the same style.

Seeking New Manufacturing Enter-
prises.

St. Johns, Aug. 1.—J. Earle Brown
is receiving a number of inquiries
from a number of concerns all over
the country relative to locating here.
It seems unquestioned that as soon as
the city purchases the buildings of the
St. Johns Table Co. they will be oc-
cupied by reputable concerns. The
election to decide the advisability of
purchasing the buildings will be held
August 14.

Failure of Grocer Jones at Dowagiac.

Dowagiac, July 28.—Actuated by
the downward trend of business af-
fairs, resulting from a long period of
ill health which has incapacitated him
to a great extent, Ex-Mayor W. D.
Jones has uttered a trust mortgage to
W. M. Vrooman as trustee.

The liabilities amount to $6,497.44.
The assets, it is believed, will be suf-
ficient in amount to meet every cent
of the liabilities. The creditors num-
ber upwards of fifty, whose accounts
vary in amounts, they being debts
chiefly contracted in the course of Mr.
Jones’ retail business. To secure
their payment Mr. Jones executed
chattel and real estate mortgages to
William M. Vrooman. as trustee, to
be held in trust for creditors, covering
all personal and real estate holdings
to be sold and applied as payment on
the debts.

The English Language.

“Ah, your
difficult.”

“What’s the matter, Count?”

“First zis novel eet say ze man was
unhorsed.”

“Yes?”

“Zen it say he was cowed.”

language! Eet ees so

BUSINESS CHANCES.

Two hustling young men can clear two
thousand dollars a year with our hardware_and
implement store. “Town 1,500, electric light,
water works, excellent farmers, pretty town,
low rent. Cheap heIF. “Annual sales; $20,000.
If taken at once will discount two per cent.
Address "Northern Indiana,”
Tradesman.

Wanted—To buy stock of merchandise
F\‘rom $4.000 to $30.000 for cash. Address

0. 253. care Michigan Tradesman. 253
W anted—Stock of general merchandise
or clothing or shoes.” Give full particu-
lars. Address “Cash,” care Tradesglzin.

care Miché%an

Cash for your stock. .
closm? out “stocks of goods or makin
sales for merchants at your own place o
business, private or alction. We clean
out all old dead stickers and make you a
rofit. Write for information. Chas. L
ost & Co.. Detroit, Mich. 250

For Sale—480 acres of cut-over hard-
wood land, three miles north of Thomp-
sonville. House and barn on premises.
Fere Marquette Railroad runs across one
corner of land. Very desirable for stock

Our business_ is

raising or potato ‘growing. Will ex-
change for stock of ‘merchandise. C. C.
Tuxbury, 28 Morris Ave., South, Grand
Rapids.Mich. 835
For Sale—Factory doing a good custom
business. Plenty of work on hand. Pres-

ent owner has ‘age and infirmities. Ad-
dress Jackson Rug Co., Jackson, l\%gh

For Sale—General stock, store building,
dhwelllnghand barn located in thriving por-
tion of Holland colony. Only store within
four miles. Enquire” 240 Alpine avenue.
Grand Rapids, or Michigan Tradesma7r§.2

For Sale—Nice clean stock groceries,
located in Newaygo county, town of 2,000;
good location; good business; ~with or
without building; stock invoices about

.800. Reason, owner_wishes to retire.
Address E. J. Darling. Fremont, Mich. 756

Merchants, are you overstocked? Yes!
Then employ us to_conduct a special 10-
day sale for you. Our new and only sys-
tem never falls to realize the Quick Cash
with a Profit on Your Old Merchandise.
All correspondence confidential. Refer-
ences given. C. N. Harper & Co., Quick
Sale Promoter. Room 211, 87 Washm%ton
St., Chicago. HlI, 5

For Sale—One of the best stocks of
general merchandise in Northern Michi-
an, in farming community and on the
inest lake in Michigan. Address No. 758,
care Michigan Tradesman. 758

For Sale—Number seven Blickensdorfer
typewriter; éUSt the thing for_ country
merchant. rnest McLean. L|vmg7ston
Hotel Grand Rapids. Mich. 40

For Sale—Drug stock .in town of 700.
Nearest drug store 12 miles. Reason for
selling, am "not registered. Address No.
789, care Michigan Tradesman. 789



