
'P U B L IS H E D W E E K ?
$ 2  P E R  Y E A R
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'jnpaiieitce and dis
satisfaction are all 
right if  they lead to 
higher and better at

tainments. I f  the power behind 
your impetuosity is ambition, an am
bition well aimed and well thought 
ont, then have no hesitancy in giving 
way to it, or it may get away from 
you. i f  you have any particular 
talent cultivate it, and if  already cul
tivated keep on cultivating it. nature 
will do a lot for you, and is still do
ing, hut she has a place for sluggards 
and ragweeds, th e y’ re both in the 
same category and occupy the same 
vacant lot.

T. 6. Kennedy
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if little dreaming by the way, 
if little toiling day by day; 
if little pain, a little strife, 
if  little |oy**and that is life.

if little sborMived summer's morn, 
ttlben joy seems all so newly born, 
ttlben one day's sky is blue above, 
ttlben one bird $ing$»and that is love.

if  little sickening of the years,
Che tribute of a few hot tears? 
two folded bands, tbe failing breatb, 
ifnd peace at last»and that is death.

Just dreaming, loving, dying so,
Cbe actors in tbe drama go» 
if flitting picture on a wall,
Love, Death, tbe themes? but is tb<it all?

Paul Lawrence Dunbar.
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Pure Apple Cider Vinegar
Absolutely Pure Made From Apples 

Not Artificially Colored

Guaranteed to meet the requirements of the food laws 

of Michigan, Indiana, Ohio and other states 

Sold through the Wholesale Grocery Trade

Williams Bros. Co., Manufacturers
Detroit, Michigan

E v e ry  C a k e
| 1 of F L E IS C H M A N N 'S

without V "¿St ■
| fĉ iteSiWurBOj| ■  Y E L L O W  L A B E L  C O M P R E SS E D

a  y e a s t  you sell not only increases 
V  yeast. I

|  your profits, but also e n v e s  com- 
plete satisfaction to your patrons.

The Fleischmann Co.,
of flichigan

Detroit Office, h i  W. LarnedSt., Oread Rapids Office, 39 Crescent Avo.

SUGAR
for the

Canning Season

Simple
File

Charge goods, when pur.tiased, directly on file, then vour customer’s 
bill is always

and can  be

on account of 
the special in- 
dex. This saves 
you l o o k i n g  
o v e r  several 

a day 
b o o k  if not
posted, when a customer comes in to pay an account and you are busy 
waiting on a prospective buyer. Write for quotations.

T R A D E S M A N  e O M P A N Y ,  Grand Rapids

Buy as you need from our daily arrival 
of Cane Basis Eastern Sugars

Our prices are right 
Our goods fresh

The very best is always the cheapest

JUDSON GROCER CO.
GRAND RAPIDS, MICH.
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GRAND RAPIDS 
FIRE INSURANCE AGENCY

W. PRED McBAIN, President
Orand Rapid*, M ich . Th* Leading; Agency

ELLIOT O. QROSVENOR
Lata Mate Pood Commiaaieoar 

Advisory Counsel to manufacturers and 
jobbers whose interests are affected by 
the Food Laws of any state. Corres
pondence invited.
1331 fiajestic Building, Detrot*- filch

TDAPC Y O U R  D E L A Y E D
I n / fU L  F R E IG H T  Easily 

and Quickly. W e can tell you 
how. B A R L O W  BROS.,

Grand Rapids, Mich

We Buy and Sell 
Total Issues

Of
S ta te , County, City, School D istrict, 

S treet Railway and Gas

BONDS
Correspondence Solicited]

H. W. NOBLE & COMPANY 
BANKERS

Penobscot Building, Detroit, Mich.

— Kent County 
Savings Bank
OF GRAND RAPIDS, MICH

H as largest amount of deposits 
o f any State or Savings Bank in 
W estern M ichigan. I f  you are 
contemplating a change in your 
Banking relations, or think of 
opening a new account, call and 
see us.

P e r  C e n t .
Paid on Certificates of Deposit

Banking By Mall

Resources Exceed 3 Million Dollars

Commercial Credit Co., Ltd.
OF MICHIGAN

Credit Advices, and Collections 
O f f i c e s

Widdieomb Building, Grand Rapids 
42 W. W estern Ave., Muskegon 

Detroit Opera House Blk.. Detroit

S P E C IA L  F E A T U R E S .

2. W indow  Trim m ing.
4. Around the State.
5. Grand Rapids Gossip.
6. Held Valid.
7. Fu lle r Succeeds Cady.
8. Editorial.

10. The Soo Canal.
14. The Bean Crop.
16. T ra in ing  the Boy.
18. Butter and Eggs.
20. M ichigan Fairs.
22. Representative Retailers.
24. W om an’s World.
26. False Philosophy.
27. Champions of Crime.
28. M aintain ing Prices.
30. Retail Credits.
32. Shoes.
36. Tw enty a Week.
38. Commercial Travelers.
42. Drugs.
43. Drug Price Current.
44. Grocery Price  Current.
46. Special Price  Current.

FU LLY SUSTAINED.
It naturally affords the Tradesman 

much pleasure to be the first publi
cation in the country to present the 
full text of the decision handed down 
by the Michigan Supreme Court last 
Thursday sustaining the validity of 
the so-called Sale-in-Bulk law.

The decision is well worded, clear
ly expressed and can leave no doubt 
as to the meaning of the court and 
ought to render the future application 
of the law easy. The subjects of at
tachment, garnishment, etc., have 
been disposed of in other states in 
a way that leaves no opportunity for 
them to dodge under our law. Of 
course the receivership clause is of 
material benefit, but the law can bt 
used all right without it. So far as 
the Tradesman’s information goes, no 
other state has that clause in iis 
laws. It will he a very great help in 
compelling purchasers to account for 
the property received by the sale.

For years one of the greatest evils 
of the mercantile business lias been 
the secret sales of stocks of goods 
in bulk.

This law was passed to regulate 
such sales, to prevent defrauding of 
creditors. The object of the act was 
to suppress a widespread evil, well 
known to current history and con
demned by repeated adjudications 
from time out of mind. That evil is 
the tendency and practice of mer
chants who are heavily in debt to 
make secret sales of their merchan
dise, in bulk, for the purpose of de
frauding creditors. The records of 
the commercial transactions in the I 
State show many thousands of dol
lars lost to creditors and a consequent 
loss to the legitimate retailer who has 
to come in competition with a bank
rupt or fraudulently obtained stock of 
goods. A legitimate dealer can not 
compete in price in a sale of goods 
with a thief. Common observation 
shows that when a dealer has reach
ed a point in his business career j 
where he can not go on, owing to the 
claims of creditors, the temptation 
is strong and the practice common 
of making a fraudulent sale. Fraud 
works in secret and the bargain is 
closed and the purchaser in posses

sion before the creditors know any
thing about it and the debtor has 
absconded or left the jurisdiction of 
the court, as was done by both prin
cipal defendants in this case. The 
evil is difficult for the courts to han
dle because the evidence to uncover 
the furtive scheme must, as a rule, he 
drawn from hostile witnesses, usually 
relatives or intimate friends of the 
seller, who took part in the fraud and 
shared in the plunder. All those who 
have had to do with the investigation 
of such transactions realize how well 
these frauds are protected by the 
forms of law and how frequently they 
are defended by perjury. The form 
of the fraud varies with the skill of 
the perpetrator and his advisers, hut 
the unvarying purpose is to enable the 
debtor to hold and enjoy property 
equitably belonging to his creditors. 
Inadequacy of consideration, ab
sconding with the proceeds of the 
sale and the preference of fictitious 
claims are familiar methods. Many 
other means of holding on to property I 
and concealing the facts are resorted 
to, and it is not uncommon to see a 
dealer in possession of all that he had 
before he failed and acting under an
other name, carrying on the same 
business with the same stock, all un
paid for. in unblushing defiance of his 
creditors. Whatever the method of 
committing the fraud, its success de
pends on secrecy and perjury.

When a merchant owes more than 
he can pay he has no substantial 
ecpiity in his stock of goods, and the 
claims of his creditors are superior 
to his own. The courts may not only 
prevent him from parting with his 
property, hut may seize and sell it 
and apply the proceeds upon his 
debts. If an execution issued against 
his property is returned unsatisfied, 
he may he compelled to disclose un
der oath all his business transactions, 
tell what he has done with his estate, 
both real and personal, and the pro
ceeds thereof, and if he still holds 
any property in the name of some one 
else, to divulge all the facts relating 
thereto— he may he imprisoned on 
civil process and punished criminally 
for making a fraudulent disposition 
of his property, and any person who 
is a party or privy to the fraud may 
be punished in the same way. Inter
ference with his liberty and property 
by such methods has never been sue 
cessfully questioned as a violation of 
fundamental rights. Many restraints 
upon the freedom of contract, some 
of which reach back to our colonial 
history, have passed without chal
lenge, or, if challenged, have uniform
ly been sustained as valid. The 
Statute of Frauds, the act to prevent 
fraudulent conveyances, insolvent 
laws, the Recording Act, the prohibi
tion of usury, lien laws, regulations 
in relation to chattel mortgages, con-'

ditional sales and preferences by cor
porations and in general assignments, 
show in how many ways and in what 
varied forms the Legislature may 
properly restrain freedom of action 
in commercial transactions in order 
to promote the general welfare. Orig
inally all parol contracts for the sale 
of personal property were valid and 
it was unnecessary to make delivery 
or payment wholly or in part. The 
Recording Act was unknown, and 
transfers in writing, whether absolute 
or conditional, did not have to he 
tiled. Now, however, many statutes 
require business to he transacted in a 
certain way, and that constructive no
tice should be given in order to pro
tect creditors and innocent purchas
ers. Such interference with liberty 
and such limitations upon the use of 
property, although arbitrary and in
convenient, have always been regard
ed as valid in order to prevent fraud 
•and promote justice. While commerce
is hampered to a lirniited c:xtent in
some ways, iit is protet:ted and pro-
mote<1 to a much greater (extent in
other ways. The inccinvenfence of
the rttstraint iis less than the ievil dc>ne
away with.

Th<2 statuti now hele1 valid was
passed for the stunR P5 Unera I pur piose
as the most f th.>se ment:ion eel. It
is aimed at tl:le same evil which is
admitted to b hot h seri ous ;md com-
mon. It does not p roll ihit ;t sale of
any kind, hut it provides safeguards 
against secrecy, which is the bulwark 
"i fraud. It simply requires that no
tice of what is to be done should he 
given in advance, personally or by 
mail, to those directly interested who 
are frequently made the victims of 
fraudulent sales.

Organization of Company Completed.
At a meeting of the stockholders of 

the Boyne River Power Company, 
held at the office of the Tradesman 
Company Monday, the following di
rectors were elected: Amos S. Mussel- 
man, S, A. Sears, C. C. Follmer, Fred
erick C. Miller and E. A. Stowe.

At a meeting of the directors, held 
subsequently to the meeting of the 
stockholders, the following officers 
were elected for the ensuing year:

President— E. A. Stowe.
Vice-President— Amos S. Mussel- 

man.
Secretary— C. C. Follmer.
Treasurer— Frederick C. Miller.
Mr. Miller was elected Manager as 

well as Treasurer and left Tuesday 
evening for Boyne City, where he will 
open an office and direct the erection 
of a thirty-three foot dam across 
Boyne River, three miles southeast 
of Boyne City, the power thus gen
erated to be utilized to light Boyne 
City, Boyne Falls, Clarion and the re
sorts on Walloon Lake.
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Window 
Trim m ing

September Colors Run Riot in Deco
ration.

Lverybody is remarking, “What 
beautiful windows the Steketees have 
this week!”

Their window trimmer has, indeed, 
done himself proud. Time was when 
this store paid hardly more than no 
attention to its windows, banking on 
the stability of its merchandise and 
the known reliability of its owners 
for the continuance of patronage on 
the part of old customers and the 
acquisition of new trade. But, with 
the alterations that brought them 
large windows, the old inattention to 
this important factor of commercial 
success was dropped and in its stead 
is a careful regard for window details 
that makes this store front the peer 
of any in Grand Raipds.

T he colors of autumn are in evi
dence in most of the local windows. 
A pleasing shade of brown cotton 
flannel (smooth side up) was selected 
for all the Steketee floors, while above 
this, and against the walls at either 
ends, is a generous drapery of brown 
sateen, matching the floor as nearly 
as possible in two different materials. 
All along the base are soft folds of 
a crinkly cotton stuff which bring 
flat against the background the lower 
edge of the sateen drapery. This 
crinkly cloth is in the pale sulphur 
shade so popular as one of the new 
fall colors in millinery and dress 
goods. At each corner this is gath
ered into a sort of rosette. At one 
side of the center of each large win
dow section above the drapery is a 
big white crescent. This is filled in 
with vertical sprays of white-’eaved 
vines, all sparkling with crystals. A 
large ball, open below, hangs on the 
other side of the center, projecting 
from the background as if hung by 
a crane. All across the top, down 
for about a yard, are long stems of 
grapevine entirely in silver. The 
leaves have a satin finish. There are 
numerous bunches of grapes, that 
look, for all the world, just like huge 
globules of mercury. The reader can 
have but a faint idea of their shining 
beauty.

In the window at the right are 
cream white wool goods artistically 
draped, also an elegant brocaded 
white silk. A papier mache form is 
used for the central drapery. Three 
teenty-weenty” spangled fans occupy 

a position near the glass and divide 
the accessories’ honors with elbow- 
length white kid gloves. Festoons 
of rich lace are gracefully disposed 
with the goods and through the space 
between. Lace of all description will 
again be extremely popular for fall 
and winter wear; also velvet is to the 
fore— two expensive luxuries to glad
den the heart of the rich woman and 
cause the one of the depleted re
sources to sigh for a contented spirit!

In the Steketee window section at 
the extreme left are darker evening 
shades, gray, etc., with trimmings of 
heavier sort than lace— passementer

ies, silk braid, and the like. Hand
bags are here introduced, to balance 
the chiffon fans in the east window 
mentioned above.

Laces and neckwear are on either 
side of the entrance. The laces are 
marked by fineness of design. The 
stocks are of linen, for common wear, 
while the dressy ones are elaborately 
fashioned. Cluny edging and medal
lions are used on some of the former.

The placards in each big window 
read alike:

Fall Opening 
Dress Goods 

And Silks.

It is a thoughtful idea among jew
elers to exhibit birth-month silver 
spoons and jewelry set with the stone 
for the current month.

In one jewelry store I noticed, in 
an oblong leather case lined with 
dark blue, a half dozen rings of va
rious designs, set with sapphires.

A card gave the following informa
tion :

Sapphire— September— Andrew.
It is the name given to all but the 

red corundums, being, color excepted, 
identical with the ruby. It is found 
in Siam, Burmah, Ceylon, Cashmere, 
Australia and the United States.

In yellow it is called Oriental to
paz; in purple, Oriental amethyst; in 
green, Oriental emerald. 

Crystallization, hexagonal.
Hardness, 9; specific gravity, 4, or 

nearly so.
Composition, pure alumina.
Gem color, corn flower blue. 
Symbolizes constancy, truth, virtue. 
From “ Precious Stones,” by W. R. 

Cattelle.
Bracelets and sterling silver flag 

pins seem still to please the many 
among the ladies, while this fad is 
counterbalanced by the masculine lik
ing for the leather fobs, the newest of 
which are the secret society and the 
monogram ones. The monograms are 
outlined in yellow metal with open 
spaces between the entwined letters.

* * *
Frederic Wurzburg has two artis

tic windows. Much new fancy work 
is in evidence, originated by Mr. 
Wurzburg s accomplished wife, who 
is the daughter of our famous war 
hero, Captain Charlie Belknap.

A pretty calendar has an olive 
green background about 18 'inches 
high and 8 wide. In the center of 
this is an oval of fine white linen, 
neatly folded over a lining of bristol 
board, so that the center is slightly 
raised. On the linen are embroidered 
a bright tulip and bud, which stand 
very erect, snd two drooping leaves. 
Below the oval and a little to the 
right is gummed a tiny calendar. The 
hanger is of narrow green satin rib
bon. A piece of cardboard of the 
identical weight of the date-pad 
should always be glued to the back 
of such a calendar arrangement, else 
it will not hang straight.

In the west Wurzburg window, 
across the corner, are two sofa pil
lows. Above are tinted pillow sam
ples ready to be embroidered. There 
is a semi-circle of bolts of striped lin
en scrim for pillow ruffles— 454 yards 
in each piece. Next is another semi
circle— this time of teacups and sauc-

179 Overall - - - - $8.50

279 Coat - - - - 8.50

180 Overall - - - - $7*5°
280 Coat - - - - 7-50

182 Overall - - - - $8.00

282 Coat - - - - 800

184 Overall - - ' * «5-50
284 Coat - - - - 5-50

All the  Improvements

W rite for Samples

San Francisco, 
California, Crowd.

Fifteen thousand people were congre
gated, to attend the special sale an
nounced by Strauss & Frohman, 105- 
107-109 Post Street, San Francisco, Cal
ifornia. Their stock was arranged, their 
advertising was composed, set up and 
distributed, and the entire sale man
aged, advertised and conducted under 
my personal supervision and instruc
tions. Take special notice the amount 
of territory which the crowds cover on 
Post Street. Covering entire block, 
while the sale advertised for Strauss 
& Frohman by the New York and St. 
louts Consolidated Salvage Company is 
located in a building with only a flfty- 
foot frontage.

Yours very truly,
Adam Goldman, Pres, and Gen’l. Mgr. 
New York and St. Louis Consolidated 

Salvage Company.

I am the “Ideal” Girl 

With “Ideal” Clothes

How Do You Like Me Dressed in a

Hercules Stripe Suit
Cost $1.33 1 .3?

Railroad

Overalls
S tar and Heart Pattern

Monopolize Your 
Business in Your City

0° you want something that will 
monopolize your business? Do you want 
to apply a system for increasing your 
cash retail receipts, concentrating the 
entire retail trade of your city, that are 
uow buying their wares and supplies 
from the twenty-five different retail 
c.  k .8’ goods and department
stores? Do you want all of these people 
to do their buying in your store? Do 
you want to get this business? Do you 
want something that will make you the 
merchant of yonr city? Get something 
to move your surplus stock; get some
thing to move your undesirable and un
salable merchandise; turn your stock 
into money; dispose of stock that you 
may have overbought.

Write for free prospectus and com
plete systems, showing you how to ad
vertise your business; how to increase 
your cash retail receipts; how to sell 
your undesirable merchandise; a system 
scientifically drafted and drawn up to 
meet conditions embracing a combine- 
tlon of unparalleled methods compiled by 
u !',8hest authorities for retail mer

chandising and advertising, assuring 
your business a steady and healthy in
crease; a combination of systems that 
has been endorsed by the most con
servative leading wholesalers, trade 
Journals and retail merchants of the 
United States.

Write for plans and particulars, mail
ed yon absolutely free of charge. Yon 
pay nothing for this information; a sys 
tem planned and drafted to meet con 
dltlons In your locality and vour stock 
to increase your cash daily receipts,
r?,iiUeid *y0U i ree o f charK®- Write for rull Information and particulars for our 
advanced scientific methods, a system 
of condncting Special Sales and adver- 
• if.A8 ,y °n,\  business. AH Information 
absolutely free of charge. State how 
large yonr store is; how much stock 
J?" o f r o a r  town, so plans

drafted up in proportion to yonr 
f^Hy. *nd yoor Address care-

ADAX GOLDMAN, Pres, and Gen’l Mgr.

New York and S t  Louis 

Consolidated Salvage Company

Home Office, General Contracting and 
Advertising Departments,

Century Building, 8t. Louis, Mo.

Eastern Branch;
ADAM GOLDMAN, Pres, and Gen'l Mgr.

377-879 BROADWAY,
NEW YORK CITY.
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ers from Japan, seventy-two of them. 
They are lying in groups of a dozen, 
making bits of bright color. Each sauc
er sets on its neighbor at the edge 
and all the seventy-two cups are up
side-down in the saucers. Every other 
group is mostly red, alternating wi'li 
blue-and-white. Just the little touch 
of the something-different that gives 
these small window spaces an indi
viduality so charming.

* * *
Among the latest things in art em

broidery I noticed a sofa pillow the 
general impression of which was yel
low. They are at the seashore. A 
handsome young fellow is gazing 
rapturously at a very pretty summer 
girl, who holds a long loose bunch of 
golden rod in her lap. At the top of 
the pillow the situation is aptly ex
pressed: The Yellow Peril.

* * *
Lattice work of planed covered lath 

is to be observed in several of the 
stores, adorned with big paper flow
ers. In one store the blooms are 
enormous purple morning glories, in 
another red and yellow poppies. This 
gives a pleasant hint of the out-of- 
doors simple life. Mr. Bush, at the 
Giant, employs the poppies in his trim 
this week.

In one corner of the window at the 
right of the entrance is to be seen 
what is probably the last picture of 
the lamented Mr. Abraham May, who 
was revered by all who knew him— 
Hebrew and Gentile alike— for his 
many admirable and lovable traits of 
character. In the photograph Mr. 
May is sitting at the right of a group 
of West Michigan State Fair officials, 
his arm resting companionably on the 
knee of Robert Graham, who sits 
back of him and a little to his right. 
Every one who stops to look at the 
excellent likeness does so with regret 
that so good a man should have been 
taken from our midst.

Special Features of the Grocery and 
Produce Trade.

Special C orrespondence.
New York, Sept. 22— For days we 

have been suffering with the mercury 
from 85 to 90 degrees and, coming 
at the end of summer, it is enough to 
take the tuck out of men. women and 
children. Butter and cheese show the 
effect of the torridity, especially the 
latter. Fruits, too, decay very quickly 
and one man who was taking 500 bar
rels of pears out of storage found the 
lot rotten all through. He «paid 
something like $3.50 per barrel, and 
his experience is not exceptional by 
any means.

We have had a fairly firm coffee 
market, but changes have been small 
and unimportant, so far as quotations 
go. Jobbers report a pretty good 
call and think that if we had had bet
ter weather many more buyers would 
have been present. The official rate 
for Rio No. 7 is 8Hc> against 8^c at 
the same time last year. In store and 
afloat there are 3,015,040 bags, against 
4,158,064 bags at the same time last 
year. Buyers of mild coffees have 
not been much in evidence and the 
market has ruled quiet at unchanged 
quotations—-Good Cucuta, g%c and 
Bogotas to io}ic  for washed.

Sugar has had a remarkably quiet

week. So far as new business goes 
there has been absolutely nothing do
ing, and very little in the way of with
drawals under old contracts. The 
Cuban situation seems to “cut little 
ice” in the market, and it is ice we 
are all panting for. Quotations have 
shown very little, if any, variation.

Not a solitary item of interest can 
be gathered in the tea market. Both 
buyers and sellers are apparently tak
ing another vacation and the best 
that can be said is that prices are 
well sustained and that sellers have 
quite a good deal of confidence in the 
future. Choicest grades of Formosas 
are in limited supply and rates are 
especially firm.

Spices are moving slowly. Buyers 
take the smallest possible quantities 
and, until we have cooler weather, lit
tle change can be hoped for.

In canned goods the gay and fes
tive tomato is on top. A few weeks 
ago packers were more than anxious 
to take 75c for their goods, while at 
present 90c seems to be the prevailing 
rate, and the tendency is still upward. 
One broker says the pack in Mary
land, Delaware, Virginia and New 
Jersey will be over this week, while 
another says it will last three weeks 
yet. The favorable weather of this 
month has given us a larger pack than 
could have been anticipated Sept. 1, 
but it is still evident there is a great 
shortage, and the general opinion ap
pears to be that, if one can buy at 
90c, he is making pretty judicious 
use of his money. Salmon, “in sym
pathy with tomatoes,” is now also 
reported a very short “crop”— say, 
1,500,000 cases, less than last year. 
Prices are firm, but show no special 
change. Other canned goods are 
quiet, but the market, as a whole, is 
rounding up into very good shape.

Butter is, not as well sustained as 
at last report because of the hot 
wave. Very fancy creamery commands 
25^c, but it must be gilt-edge to fetch 
this figure. Western imitation cream
ery, i8@22c, the latter for extras; fac
tory, I7@ r8c for seconds; i8H@ i9c 
for firsts; renovated, i 8@22c.

Cheese, like butter, is feeling the 
effects of heat, but, as yet, prices are 
maintained at the former level and 
probably will show little, if any, de
cline in the future for really desirable 
stock.

Eggs are firm for near-by stock— 
29@30c. For best Western the range 
is from 22c for firsts to 22H@23c for 
selected finest.

Carp Pass as White Fish.
Monroe, Sept. 25— This no doubt will 

be the banner year in the carp indus
try for the Standard Fish Company, 
which has a large carp pond on the 
Raisin, near Lake Erie. The com
pany has raised 70,000, an increase of 
10,000 over last year. They are most
ly fed on cracked wheat, oats and po
tatoes. Fresh water is daily pumped 
into the pond. Large shipments are 
already being made East, where it is 
said they are served in the swell 
hostelries in New York City as choice 
whitefish and are also frequently 
branded as herring.

Solves Problem of Beet Harvest.
Saginaw, Sept. 25— One of the most 

formidable obstacles to the develop
ment of the Michigan beet sugar in
dustry has been that of the labor in
volved in the cultivation and har
vesting of the beets.

Not only is help scarce and high- 
priced, but it has been generally dif
ficult to obtain at any price. It will 
be gratifying to beet sugar manufac
turers and beet growers to learn that 
the problem in this matter in so far 
as it concerns the harvesting of the 
beets has been practically and suc
cessfully solved.

During the last three weeks a se
ries of tests have been made with a 
beet harvesting machine on what is 
known as the Dunning farm, three 
miles south of Saginaw, and the ma
chine has demonstrated its thorough 
success and ability to do what is 
claimed for it.

It was invented some five years 
ago and no difficulty was experienced 
at the outset in pulling the beets, but 
the owners are not satisfied with that 
and have been perfecting the machine 
from that time to the present until 
every obstacle has been obviated.

This machine not only pulls the 
beets without any breakage, but it re
moves the tops with far greater pre
cision than could be done by hand, 
and also deposits the beets and leaves 
in separate and distinct piles. It does 
this with one team and driver at the 
rate of three to five acres a day.

It is claimed that with three horses 
five acres of beets can be pulled, top
ped and leaves and beets bunched 
in ten hours. The machine is ex

ceedingly simple and penetrates the 
ground to the depth of only two to 
two and a half inches.

May Lose an Industry Through Dis
agreement.

Ypsilanti, Sept. 25—As a result of 
a disagreement between the Council 
of the city and the President of the 
Michigan Pressed Steel Co., this city 
is likely to lose one of its chief in
dustries. Some time ago the Michi
gan Pressed Steel Co. received offers 
to locate its factory in various places. 
When the information was conveyed 
to the Board of Commerce of this 
city the Council voted to give the 
company a factory site and a building, 
provided the company would agree to 
remain in Ypsilanti for a period of five 
years and employ a certain number of 
men.

When the final details were arrang
ed C. Stevens, of Ann Arbor, Presi
dent of the company, refused to sign 
the bond, which the city insisted up
on, containing the conditions about 
the number of years the company 
should do business in this city and 
the number of men it should employ. 
Further negotiations were declared 
off, and there is talk about the fac
tory moving from the city.

An industry that is being taxed to 
the limit this summer is the canning 
business of the Ypsilanti Canning Co. 
This year the company has confined 
itself to tomatoes and apples. Em
ployment is given 144 hands, man} 
being women.

The hero is all right so long as he 
keeps his job.

Have you ever noticed that the 
women who write essays on how to 
choose a husband are all old maids?

M a i l  O r d e r s
orders are for goods the dealer 
wants in a hurry. We appreciate 
this, and with our modern plant, 
complete stocK and splendid organ* 
ization, can guarantee prompt ship* 
ment of all orders entrusted to our 
care. We solicit your special orders 
as well as the regular ones through 
the salesman. ^  ^  ^  ^  ^

W o r d e n  P r o c e r  C o m p a n y

Grand Rapids, Mich.
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_  A r o u n d  
The  S t a t e

Movements of Merchants. 
Onaway— A new meat market will 

soon be opened here by Archie Mc
Lean.

Olivet—J. O. Hornbeck, of Homer, 
has opened a general store at this 
place.

Monroe— Mrs. M. A. Sheets will 
soon open a grocery and confection
ery store here.

Dexter— Will Curlett, druggist, an
nounces a reduction sale preparatory 
to removing to Detroit.

Coopersville—J. Mooney & Son, of 
Hart, have leased the grist mill of F. 
J. Young and taken possession.

Farwell— W. C. Fuller has in
stalled in his mill machinery for tak
ing care of beans and clover seed.

Northville— A. E. Stanley, of Mil
ford, has purchased the drug stock of 
Mrs. Angie Hueston and has taken 
possession.

Albion— Greenmail & Brodox have 
sold their meat market to H. H. 
Klemm and Fred Young, who will 
continue the business.

Price— F. S. Loree, of Ionia, has 
purchased the grocery and general 
stock of H. E. Pierce. Mr. Pierce 
will remove to St. Johns.

Kinross— Emerson M. Batdorff has 
sold his stock of general merchandise 
to Clias. Dysinger, of Sault Ste Marie, 
who will continue the business.

Hudson— Frank Cortright has sold 
his department store stock to A 
Beers and E. C. Hagaman, of Hills
dale, who will continue the business 

Menominee— A new store has been 
erected here by Jos. Kuber, who has 
installed a stock of general mer 
chandise and is now doing business 
in the new building.

Plainwell— J. S. Beigh & Son have 
discontinued their general merchan
dise business here and moved to Bat 
tie Creek, where they will engage it 
the same line of trade.

Escanaba—The Japan Tea Co. has 
opened a grocery store at this place, 
but, as the name indicates, it will 
make a specialty of tea. R. E. Digby 
will manage the business.

Pontiac— M. J. McHale, tailor, has 
purchased the stock of Peter Betzing, 
also a tailor, and has removed from 
his present quarters to those formerly 
occupied by Mr. Betzing.

Pontiac— Wm. W. Beattie has sold 
an interest in his hardware business 
to Colin MacCallum and the business 
will be continued in future under the 
style of Beattie & MacCallum.

Imlay City— The firm of Horace 
Lamb & Co., dealers in produce, has 
been dissolved. Mr. Lamb intends 
to take a rest and Mr. Johnson has 
not yet decided what he will do.

Kalamazoo— The Maxwell grocery 
stock has been purchased by L. F. 
Phillips and G. L. Trombley, both 
local men, who will conduct the busi
ness under the style of the L. F. Phil
lips Grocery Co. Mr. Phillips will 
assume the management of the busi
ness, having been in the employ of 
Mr. Maxwell for several years past.

will
will
Mr.

Saginaw —  Horace and Thomas 
Johns, formerly of Millington, have 
purchased the Wells-Stone elevator 
here and will handle peas, beans, 
oats, clover seed and other farm seeds.

Clifford— A meat market has been 
opened by A. P. Randall & Co. Mr. 
Randall, the senior member of the 
firm, comes from Mayville, and Mr. 
Wagoner, his partner, is from North 
Branch.

Almont— B. F. Johnston has pur
chased the furniture stock of A. V. 
Parmlee and will conduct the busi
ness. Mr. Johnston was formerly en
gaged in the same line of trade at 
this place.

Bay City— W. S. Hyatt has pur-1 
chased the interest of B. H. Martin | 
in the firm of Hyatt & Martin, who 
conducted an undertaking business. 
Mr. Hyatt will continue the busi
ness alone.

Alto— O. J. Reyberg has sold his 
drug stock to D. G. Look, of Lowell. 
Chas. Brown, who has been identified 
with Mr. Look in his store at Lowell, 
will remove to Alto and take the 
management of the store.

Kalamazoo—W. S. Maxam 
close out his grocery stock, but 
retain the meat department.
Maxam is also agent for an auto
mobile company and will devote a 
part of his time to that occupation.

Grand Haven—J. A. Olsen has sold 
his shoe stock to the Wm. D. Hardy 
Co., of Muskegon, which has removed 
the stock to the latter place. Mr. 
Olsen is interested in transportation 
lines and will now devote his entire 
time to same.

Ironwood—James Devoy has merg
ed his grocery business into a stock 
company under the style of the James 
Devoy Co. The corporation has an 
authorized capital stock of $25,000, all 
of which has been subscribed, $1,995 
being paid in in cash and $23,005 in 
property.

Leetsville— Philip H. Gosling, Wil
lard J. Towers, Claud Cole and Clyde 
Cole have formed a copartnership un
der the style of Gosling, Towers & 
Cole Bros, for the purpose of con
ducting a general merchandise busi
ness. They also intend to engage in 
the handling of potatoes to a consid
erable extent.

North Branch— The North Branch 
Co., Ltd., has merged its business in
to a stock company under the style 
of the North Branch Grain Co. and 
will continue its brokerage business 
as heretofore. The company has an 
authorized capital stock of $25,000, all 
of which has been subscribed and 
paid in in property.

Ionia— The grocery stock of J. C.
& L. Hickey has been purchased by 
S. R. Rice, who paid $1,080.85 for 
same, leaving in his hands for the 
creditors of the old firm $580.85 after 
paying each partner his exemption 
under the law of $250. The total 
amount of the indebtedness of Mr. 
Rice’s predecessors is $2,904.27 and he 
has distributed the amount in his 
hands among the creditors pro rata, 
each creditor receiving 20 per cent, 
of his original claim. These credit
ors are to be congratulated upon the 
fact that the Sale-in-Bulk law is in 
force, because, if such was not the 
case, it is altogether likely that none

would have received oneof them 
penny.

Fenton—Judge Wisner has appoint 
ed Lawson E. Becker, of this place 
receiver of the Detroit Portland Ce 
ment Co. His bond was fixed at $20,- 
000. This is the case in which the 
minority stockholders secured an in 
junction restraining the sale of the 
$200,000 plant by mortgage foreclos
ure, which action was bitterly fought 
by Detroit attorneys who represented 
Eastern capitalists. Subsequently 
Judge Wisner approved the bonds of 
the receiver and granted a stay of 
proceedings, pending an appeal to the 
Supreme Court. The present manage
ment remains in control until the Su
preme Court decides the case, which 
will probably be some time next 
spring.

Whitmore Lake— T. Frank Tay
lor’s stock of groceries and general 
merchandise was sold at auction Sept. 
20 by Charles L. Miller, trustee for 
the creditors. The liabilities amount
ed to about $2,100, and the stock, ex
clusive of legal exemptions, inven
torying $1,247.24. was struck off to 
John Rane for $600. Mr. Rane, whose 
father owns the store building which 
Mr. Taylor occupied, and also a por
tion of the fixtures, expects to re-open 
the store about Oct. 1, provided the 
sale is confirmed by the United States 
Court. Mr. Rane has been a popu
lar clerk in B. St. James’ dry go'ods 
store, Ann Arbor, and, it is rumored, 
will form a partnership otherwise 
than merchandise with a daughter of 
his employer. Mr. Taylor succeeded 
Lance & Taylor some four years ago. 
He has taken a position in his broth
ers store at Battle Creek.

Manufacturing Matters.
Millington—The Millington Grain 

Co. is completing a new grain eleva
tor.

Carleton—J. E. Kahlbaum, owner of 
the flour mills at this place, has in
stalled new machinery for a roller 
system for rye and buckwheat.

Grayling— B. Hehle, a Detroit mill 
engineer, has made a proposition to 
the people of this place to establish 
a flour mill here, the towm having 
none.

Bay City—The Flood sawmill,
which has been idle for many weeks, 
will start next week on a contract 
for Sailing, Hanson & Co., the logs 
to come to the mill by rail.

Black River—John Katziantsch-
itsch, of Bay City, is putting up a 
small sawmill at this place and says 
it will be ready to cut lumber in two 
weeks. He has a raft of logs in the 
River and several hundred thousand 
feet skidded.

Holly— The Michigan Manufactur
e s  Lumber Co. has received a num
ber of cargoes of lumber by boat this 
season. It was landed at Bay City 
and thence shipped here by rail. The 
company is doing a successful and 
growing business.

Saginaw— A corporation has been 
formed under the style of the Univer
sal Oscillator Co. for the purpose of 
manufacturing machinery. The com
pany has a capital stock of $100,000, 
all of which has been subscribed, $100 
being paid in in cash and $99,900 in 
property.

Millersburg— R. P. Holihan is cut
ting 800,000 feet of logs a short dis
tance from town, and he is to con
struct a mile and a half of railroad 
from the main line of the Detroit & 
Mackinac to get out lumber manu
factured by a portable mill.

East Jordan— A corporation has 
been formed under the style of the 
Black Land & Lumber Co., which 
will manufacture lumber, lath and 
ties, with an authorized capital stock 
of $40,000, of which amount $20,000 
has been subscribed, $8,000 being paid 
in in cash.

Ubly—A corporation has been 
formed under the style of the Page 
Milk Co. for the purpose of manu
facturing condensed milk. The com
pany has an authorized capital stock 
of $30,000, of which amount $20,000 

as been subscribed, $5,000 being 
paid in in cash and $15,000 in property.

St. Johns— Chas. H. Manley, who 
has been engaged in the manufactur- 

of portable buildings, has merged 
his business into a stock company un
der the style of the Chas. H. Manley 
Co., with an authorized capital stock 
of $92,000 common and $8,000 prefer
red, of which amount $54,000 has 
been subscribed.

Grand Marais— R. E. Schneider has 
purchased from the Marais Lumber 
Co. a shingle mill and dock located 
on the bay front at this place. The 
mill was built in 1896 by George L. 
Colwell, of Harrisville, and subse
quently sold to the Marais Lumber 
Co. It is expected the new owner 

ill stock and operate it.
Iron Mountain— Andrew Bjorkman, 

who is reputed to be the largest indi
vidual logger in Northern Michigan, 
has commenced operations for the 
winter. He has several camps in op
eration with 150 men employed. Mr. 
Bjorkman intends to cut 12,000,000 feet 
of logs— pine, hemlock and cedar— be
sides 50,000 cedar posts and 15,000 
cedar poles this winter. In addition 
he will cut 10,000 cords of pulpwood. 
Later he will increase his working 
force to 450 men.

Iron River— The Lake Superior & 
Southwestern Railway Company, 
which was organized about a year ago, 
after buying large tracts of land in 
Northern Michigan, and which in
tended to build a railway along the 
line of the old Huron Bay railroad, to 
be used for logging purposes, has 
again come to the fore and the state
ment is given out that the old line of 
the Huron Bay is to be re-ironed and 
extended possibly through Mansfield, 
v.rystal Falls and Iron River. It is 
also reported that the company in
tends building mills near this place.

Rose City— Charles Woods and A.
L. Fournier have taken a contract of 
Selig Solomon, of Au Sable, to deliver 
on the Detroit & Mackinac Railway, 
a couple of miles north of this place, 
4,000,000 feet of manufactured mer
chantable pine lumber, to be taken 
from a block of white pine timber 
standing partly in Ogemaw and partly 
in Oscoda counties. Part of the lum
ber will be manufactured at a mill at 
Island Lake and the remainder at a 
portable mill near the timber. This is 
one of Mr. Solomon’s pickups, and 
the timber has not been cut because 
it was somewhat isolated.
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The Produce Market.
Apples— Fall apples are very plenti

ful in the market and are of fine 
quality. They are cheap and are sell
ing in fair quantity. Wealthys fetch 
$2 per bbl. and Gold Sweets, Maiden 
Blush and Kings command $2.25.

Bananas—$r for small bunches, 
$1.25 for large and $2 for Jumbos. 

Beets— 50c per bu.
Butter— Creamery is in strong de

mand and fair supply at 26c for ex
tra and 25c for No. 1. Dairy grades 
are in active demand at 20c for No. 
1 and 16c for packing stock. The 
market is very firm on an unchanged 
basis. The present range of prices 
is 15 per cent, above the market of a 
year ago and the consumptive demand 
is fully that percentage better. The 
quality of the current receipts is run
ning fair for the season and all grades 
are proportionately high. The trade 
look for a firm and advancing mar
ket during the next few months. The 
make is about normal, and the stor
age stocks are about 75 per cent, of 
what they were a year ago.

Cabbage—35c per doz.
Carrots— 50c per bu.
Celery— Home grown commands 

16c per bunch.
Cocoanuts— $3.50 per bag of about 

90.
Crabapples— 75c per bu. for Trans

parents.
Cranberries— Early Blacks from 

Cape Cod command $2.25 per bu. and 
$6.50 per bbl.

Eggs— Local dealers pay 20c per 
doz., case count, holding candled at 
22c. The market is very firm and the 
receipts of new-laid eggs are very 
meager. The bulk of the receipts are 
showing more or less heat and have 
to be sold at concessions. Some 
houses are withdrawing eggs from 
storage in order to get stock of suf
ficiently good quality for their trade. 
There is likely to be a good firm egg 
market, with advancing prices in the 
early future.

Grapes— Wordens command 13c 
per 8 lb. basket. Niagaras fetch 14c 
per 8 lb. basket. Delewares command 
18c per 4 lb. basket. The crop this 
years is a bumper one.

Green Corn—8c per doz.
Green Onions— 15c for silver skins. 
Honey— I3@i4c per lb. for white 

clover.
Lemons— Californias and Messinas 

are steady at $8@9 per box.
Lettuce— 60c per bu. box.
Musk Melons —  Home 

Osages are in large supply 
basis of 5o@6oc per doz.

Onions— Home grown, 60c per bu. 
Spanish, $1.35 per 40 lb. crate.

Parsley— 30c per doz. bunches. 
Peaches— Gold Drops, $i.25@i.so; 

Chilis, $i @ i .4o ; Smocks, $1.50(0)2. 
This week will nearly close the ac
tive shipping season.

Pears— Duchess fetch $1.25 per bu. 
Sugar range from $1(0)1.25 per bu.

Peppers— 75c per bu. for green and 
$1.25 per bu. for red.

Potatoes—4o@5oc per bu.
Radishes— 10c per doz.
Squash— Hubbard, 2c per lb.
Sweet Potatoes— $2 per bbl. for Vir

ginias and $3 per bbl. for Jerseys.
Tomatoes— 5o@6oc per bu.
Water Melons— I5@20c apiece, ac

cording to size and quality.
Pickling Stock— Cucumbers, 30c 

per 100; white onions, $2.25 per bu.

grown 
on the

The Grain Market.
Prices have all taken an upward ten

dency the past week, wheat making 
a gain of about i^ c  per bushel, the 
May option in Chicago selling from 
77M@79/'2c> wdth the cash markets 
gaining about ic per bushel. There 
was an increase of 920,000 bushels of 
wheat in the visible supplyjalso in
creases of 809,000 bushels of corn,
915.000 bushels of oats, 57,000 bushels 
of rye and 549,000 bushels of barley. 
This brings the present visible supply 
of wheat to 32,118,000 bushels, or 
about twice as large as at the same 
time last year.

Corn has just about held its own 
for the week. The option market is 
a Ĵ c higher, but cash grain is prac
tically unchanged, No. 3 yellow in car- 
lots selling from 51(0)520 per bushel 
to arrive. There is a bumper crop 
in sight and ready to move within the 
next two months, and it would seem 
unwise to stock heavily on this com
modity just at the present time. The 
world’s available supply showed an 
increase of 1,479,000 bushels for the 
week, compared with a decrease of
1.162.000 bushels a year ago.

Oats are steady in price, having
made a gain of l/2@%c per bushel for 
the week. The movement has been 
very light, with the demand only 
moderate. Corn prices have a bear
ish effect on the oat market, and with 
the outlook for cheaper corn we can 
not expect oats to advance far above 
present basis, at least for some time 
to come.

Millfeeds hold firm in price, the ad
vance of the past ten days being held 
strong, and while there is some ten
dency towards buying for fall and 
winter trade, the trade generally is 
holding off for a break of at least $1 
per ton from present values.

L. Fred Peabody.

Joseph W. Putnam, who has been 
identified with the Putnam factory 
of the National Candy Co. for the 
past thirteen years, has retired from 
that relation Jo take the position of 
Vice-President of the American In
vestment and Development Co., of 
Ft. Wayne. Mr. Putnam will have 
charge of the Michigan department of 
that corporation, with headquarters 
at 101 Widdicomb building. The busi
ness of the corporation is in locating 
and platting town sites and locating 
homesteaders in the Southwest.

Cusino—The little lumbering town 
of Cusino, in Alger county, Michigan, 
is one of the busiest towns in the 
north, although it has been in exist
ence only a short time. The C. H. 
Worcester Co., which has established 
its headquarters here, already has 
brought the population of the town to 
350. The company already has laid 
seven miles of rails for the logging 
road. Its shingle mill has been saw
ing and will run all winter.

The Grocery Market.
Tea— The tone of the market is 

firmer, especially for Japan teas. Old 
crop has now practically passed out 
of first hands, and new crop is only 
sparingly offered at full prices. Con
gous are in good demand and firm at 
quotations, but Formosas are rather 
easy. Other lines are generally 
steady at quotations.

Coffee—The fluctuations in the cof
fee markets during the past week 
were due to a variety of causes, but 
outside the larger movement of the 
crop in Brazil nothing whatever un
favorable to coffee prices has devel
oped. The declines are attributable 
to false rumors in some quarters and 
the attempts to make a slight rain
fall in one district of some signifi
cance. It is most remarkable, how
ever, that different positive reports 
showing the extent of damage by 
drought are ignored, notwithstand
ing it has been explained that the 
condition of the trees in the Sao 
Paulo districts is weak and exhausted, 
precluding the possibility of recovery 
in the event of rain. It has been 
publicly stated that the Rio planta
tions have not yet shown any trace 
of setting of the blossoms. This is 
the time of the year when features of 
the growing crop become factors in 
the coffee markets, but because of the 
attention which everybody seems to 
be giving to the possibilities of val
orization, the prospects of the grow
ing crop are not receiving proper 
consideration. But it is coming close 
to the time when this indifference will 
be replaced by serious concern for 
the true facts in the case.

Canned Goods— The tomato mar 
ket is strong and advancing. Reports 
current early last week of free specu
lative buying with a view to a new 
corner in supplies were not substan
tiated by later advices from packing 
centers and were generally discredit
ed by the trade here. That jobbers 
were impressed by the advices of a 
short pack and the steady rise in 
prices in Baltimore and other canning 
points was evident by the active de
mand from them toward the end of 
the week and their willingness to 
meet sellers’ views on prices. One of 
the largest of the Baltimore packers 
writes: “Everything indicates that 
there will be a shortage in tomatoes 
this year, and unless something un
foreseen happens or unless reports we 
have received from the crop in sev
eral sections are all wrong the short
age is bound to come.” Salmon is 
without feature, except for the con
tinued demand for i-ib. flat Columbia 
River chinooks, which can not be 
satisfied because of extreme scarcity. 
The advance in the price of domestic 
quarter-oil and quarter-mustard sar
dines is now in effect.

Dried Fruits— Apricots are devel
oping very little interest on account 
of the prohibitively high prices. 
Raisins are very strong and fancy 
seeded can not now be obtained be
low 6J/2C coast. This is an advance 
of |4C from the lowest recent point. 
Loose raisins have also advanced in 
proportion. Currants are strong, and 
when packed in one-pound packages 
show an advance of %c above recent 
prices. If spot currants were ad

vanced to meet the present future 
price they would need to move up 
1 to i J/4c per pound. The market is 
barer of spot prunes than it has been 
for years. For future prunes the 
bottom quotation is a 2̂ 40 basis. The 
market is firm, by reason of poor 
packing weather. The demand for 
prunes is very light, but the price in 
all probability will be higher. Buyers 
are awaiting deliveries, and as soon 
as the new goods come forward the 
demand may show some increase. 
Peaches are very strong and the coast 
basis is above the Eastern basis. 
There have been sales during the 
week at an advance from earlier quo
tations.

Syrups and. Molasses— Compound 
syrup developed quite a demand dur
ing the cool spell, but the recurring 
warm weather shut it off again. Prices 
are unchanged. Sugar syrup is in 
fair demand at unchanged prices. 
Molasses is in small demand at un
changed prices.

Provisions— Regular and picnic 
hams have declined ’/¡c, due chiefly 
to the falling off in the demand. 
Stocks on hand are normal and furth
er seasonable declines can be looked 
for in the near future. Dried beef 
remains unchanged and in dull trade. 
Barrel pork is unchanged and the 
price is weak. Canned meats are un
changed and dull. Pure lard is firm 
at an advance of ‘/{c. Compound lard 
is steady and unchanged.

Fish— Cod, hake and haddock are 
very dull, the hot weather interfer
ing. Salmon is unchanged and in 
fair demand. The pack of all grades 
is much less than last year. Macker
el, speaking of shore fish, is still firm 
and scarce. The catch has practically 
not improved and prices are very 
high and good fish scarce. Norway 
mackerel are still unattainable, and 
Irish dull and barely steady. Sar
dines have advanced again, 10c on 
regular cans and 20c on key cans. 
The pack is much short of last year 
at this time.

Isaac Frank Geer, who has been 
prominently identified with the tim
ber trade of Saugatuck for the past 
forty years, died suddenly Monday 
while engaged on Government work 
at the Saugatuck harbor. Deceased 
was widely and favorably known in 
Allegan county and along the lakes 
and his sudden summons will be a 
distinct shock to those who have had 
business dealings with him and who 
had come to regard him highly. Mr. 
Geer was conceded to be one of the 
best judges of standing timber in 
Western Michigan, his entire life hav- 
ig been devoted to the handling of 
that staple. Deceased was a man of 
excellent character and habits, with 
strong convictions and the ability and 
disposition to present them in a forci
ble manner.

Fred Marcusson has sold his gro
cery stock at 739 South Lafayette 
street to O. F. Jackson, for several 
years past identified with Foster, 
Stevens & Co. as traveling representa
tive.

A man must either come up to a 
woman’s ideal, or her ideal comes 
down to him.

mailto:i.25@i.so
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HELD VALID.

Sale-in-Bulk Law Sustained by the 
Supreme Court.

The Michigan Supreme Court hand
ed down an opinion, Sept. 20, fully 
sustaining the validity of the so-call
ed sale-in-bulk law enacted by the 
last Legislature. The cause was ar
gued before Judges Grant, Montgom
ery, Ostrander, Blair and Moore. The 
opinion was written by Judge Mont
gomery, the other four Judges named 
concurring. The full text of the deci
sion is as follows:

This case involves the question of 
the validity of the “sales-in-bulk act,” 
so-called, being Act. No. 223 of the 
Public Acts of 1905. The Circuit 
Judge held the act valid and defend
ants have brought the case before us 
for review on writ of error.

The material portion of the act 
reads as follows: ‘‘The sale, transfer 
or assignment, in bulk, of any part 
or the whole of a stock of merchan
dise, or merchandise and the fixtures 
pertaining to the conducting of said 
business, otherwise than in the ordi
nary course of trade and in the regu
lar and usual prosecution of the busi
ness of the seller, transferor or as
signor, shall be void as against the 
creditors of the seller, transferor, as
signor, unless the seller, transferor, 
assignor and purchaser, transferee and 
assignee shall, at least five days be
fore the sale, make a full detailed in
ventory showing the quantity and, so 
far as possible with exercise of rea
sonable diligence, the cost price to 
the seller, transferor and assignor of 
each article to be included in the 
sale; and unless the purchaser, trans
feree and assignee demands and re
ceives from the seller, transferor and 
assignor a written list of names and 
addresses of the creditors of the sell
er, transferor and assignor, with the 
amount of the indebtedness due or 
owing to each, and certified by the 
seller, transferor and assignor, under 
oath, to be a full, accurate and com
plete list of his creditors, and of his 
indebtedness; and unless the purchas
er, transferee and assignee shall, at 
least five days before taking posses
sion of such merchandise, or merchan
dise and fixtures, or paying therefor, 
notify personally, or by registered 
mail, every creditor whose name and 
address are stated in said list, or of 
which he has knowledge, of the pro
posed sale and of the price, terms and 
conditions thereof.”

It is the contention of the appellant 
that this statute violates Section 32, 
Article VI., of the Constitution of 
the State, which provides that no per
son shall be deprived of life, liberty 
or property without due process of 
law. It is also contended that the act 
violates Section 1, of Article XIV., of 
the Amendments to the Federal Con
stitution, by denying to the vendor and 
vendee, respectively, the equal protec
tion of the laws of the State, and 
by abridging their respective privi
leges and immunities as citizens of the 
United States.

There is no invasion of the Four
teenth Amendment by discriminating 
between citizens of different states. 
The terms of the act are equally ap
plicable to residents and non-resi

dents, so that this is not class legis
lation in this sense. People vs. Gay, 
107 Mich., 422.

It is contended that the act is class 
legislation for two reasons: First, be
cause it limits its operation to mer
chants and does not include farmers, 
manufacturers, etc.; second, that it 
does not relate to merchants who owe 
no debts.

A sufficient reason for not includ
ing within its provisions merchants 
who owe no debts is found in the 
apparent purpose of the act, which is 
to protect creditors. If there be no 
creditor there is no one requiring pro
tection. It would be a novel applica
tion of the doctrine which forbids 
class legislation to hold that credit
ors of such merchants as have cred
itors may not be protected by regula
tion of transfers by such merchants 
because the provisions can not prop
erly be made applicable to others hav
ing no creditors.

Nor is it class legislation within the 
meaning of this term as used to ex
press an unconstitutional exercise of 
power to limit the application of the 
act to a particular calling or relation. 
People vs. Bellett, 99 Mich., 151.

In Cooley on Constitutional Limita
tions, p. 554 (7th edition), it is said: 
“Laws public in their objects may, un- 

j less express constitutional provision 
forbids, be either general or local in 
their application; they may embrace 
many subjects or one, and they may 
extend to all citizens, or be confined 
to particular classes, as minors, or 
married women, bankers or traders, 
and the like * * * If the laws be 
otherwise unobjectionable, all that can 

j be required in these cases is that they 
be general in their application to the 
class or locality to which they applv; 

¡and they are then public in character 
and of their propriety and policy the 
Legislature must judge.” See, also, 
McDaniels vs. Connelly Shoe Co., 30 
Wash., 549, 60 L. R. A., 947.

It is easy to discover reasons for 
apprehending and guarding against 
fraudulent disposition of stocks of 
merchandise by debtor owners which 
would not relate to other species of 
property. As was said in the case 
cited above: “It is well known that 
the business of retailing goods, wares 
and merchandise is conducted largelv 
upon credit and furnishes an oppor
tunity for the commission of frauds 
upon creditors not usual in other 
classes of business.” The act is not 
class legislation. See, also, Ripley vs. 
Evans, 87 Mich., 217, 231; Building & 
Loan Association vs. Billing, 104 
Mich., 186.

Does the act conflict with Section 
32 of Article VI., of the Constitution?
It may be conceded that an act which 
should prohibit the sale of property of 
any character, either generally or for 
a stated time, without any adequate 
purpose or object, would constitute 
such an interference with the property 
and liberty of the individual as is 
inhibited by this section.

The courts have, however, never 
treated this or similar provisions as 
prohibitive of legislation in the exer
cise of the police power which regu
lates the manner of the use or dis
position of property, even although a 
temporary jppotiyenience may be suf-

[ fered by the owner. An illustration 
of this is afforded by the laws pro
viding liens in favor of mechanics. 
Many other illustrations might be 
given, but it is, we think, safe to state, 
as a general rule, that where in the 
exercise of the police power a benefi
cent result is sought, and legislation 
is enacted in protection of rights 
which would but for the enactment be 
subject to defeat, such legislation 
does not infringe the liberty of the 
citizen in a legal sense or deprive him j 
of property because it involves regu
lations which may postpone for a rea
sonable time the exercise of his right 
to sell. It is to be noted that in case 
of an owner who owes no debts no de
lay is required. A sale may be had 
at once. The owner of merchandise 
who is also a debtor may at once 
qualify himself to make a sale by dis
charging his indebtedness, but if he 
does not this act postpones the sale 
until notice is given to the creditors. 
In our belief this is within the police 
power, and does not constitute an 
unconstitutional invasion of liberty or 
property rights.

Laws similar to the one under con
sideration have been enacted in twen
ty states of the Union. This is sig
nificant of a general belief that trans
fers of the character sought to be reg
ulated afford peculiar opportunities 
for the perpetration of fraud upon 
creditors. While this general course 
of legislation in sister states is in no 
sense controlling, it may afford evi
dence of a consensus of opinion that 
some legislation is necessary to meet 
a manifest if not a growing evil. What 
is more significant is that the courts 
of other states have dealt with the 
question here presented and that the 
decided weight of authority sustains 
the validity of such legislation.

The courts of Massachusetts, Con
necticut, Tennessee and Washington 
have upheld this law. McDaniels vs. 
Shoe Co., supra; Neas vs. Borches, 109 
Tenn., 398; 97 Am. St. Rep., 851;
W alp vs. Mooar, 76 Conn., 515; Squire 
vs. Teller, 185 Mass., 18.

The constitutionality of similar acts 
was assumed by the Supreme Court 
of Wisconsin in Fisher vs. Herrman,
118 Wis., 424. and in Maryland in 
Hart vs. Roney, 93 Md., 432.

The Court of Appeals of New York, 
by a bare majority, held such a law 
unconstitutional in Wright vs. Hart,
75 N. E., 404.

The case of Block & Griff vs. 
Swartz, 27 Utah, 387, 101 Am. St. Rep., 
97L an act somewhat similar, was de
clared unconstitutional by the Su
preme Court of Utah, but the court 
cited and distinguished the case from 
Massachusetts, Tennessee and Wash
ington, and seems to rest its deci
sion upon two grounds: First, that the 
statute of Utah, unlike the Massachu
setts and Washington statutes, failed 
to exempt from the operation of its 
provisions persons acting in fiduciary 
or official capacity under judicial 
process; second, because the Utah 
statute made it a criminal offense for 
both the purchaser and seller to act 
in making a sale and purchase in dis
obedience or disregard of its provi
sions. It will be noted that our stat
ute is not subject to either of these 
objections.

The Supreme Court of Indiana, in 
Sellers vs. Hayes, 163 Ind., 422, leaves 
the question undecided.

The Supreme Court of Ohio has 
held a similar act invalid. Miller vs. 
Crawford, 70 Ohio St., 207.

It will be seen that the weight of 
authority sustains the validity of this 
act. As, in our opinion, the act is 
on principle within the police power 
we find ourselves in accord with the 
weight of authority. The judgment 
is affirmed.

Lands Large Engine Contract.
Jackson, Sept. 25— The Field-Brund- 

age Co., maker of gas engines, has 
just closed what is claimed to be the 
biggest single contract ever made in 
the gas engine business. It is for all 
the engines sold by the Fairbanks 
Company of New York for the next 
fifteen years in the territory embrac
ing the Eastern and Southern States 
and in its export trade.

The Fairbanks Company is the 
largest dealer in gas engines in the 
world, and the contract with the Jack- 
son Company was made after a com
petitive trial. To-day the company 
will begin an addition which will en
able it to double the output of its fac
tory. It estimates that for 1907 its 
output will be 8,000 horsepower of gas 
engines. As soon as the addition is 
completed the company will give em
ployment to too men.

The Field-Brundage Company reor
ganized and moved here two years 
ago from Albion, and has met with 
a decided success.

Since the settlement of the strike 
in the building trades and the estab
lishment of open-shop conditions, 
building has taken on a boom. Work 
on the big factory of the Metal 
Stamping Company has been begun. 
The new factories of the Jackson Au
tomobile Company are nearing com
pletion. A new factory for the Jack- 
son Fence Company is ready for the 
machinery and the concern will soon 
be turning out fence. Business con
ditions were never more promising.

Some men are prompted to look 
for work merely out of idle curiosity.

HATS A t

Wholesale 

For Ladies, Misses and Children
Corl, Knott & Co., Ltd.

20. 22. 24. 26 N . D lv. S t ,  G ra n d  R apid*.

Wm. Connor
Wholesale

Ready Made Clothing 
for Men, Boys and Children, 
established nearly 30 years. 
Office and salesroom 116 and 
G, Livingston Hotel, Grand 
Rapids, Mich. Office hours 
8 a. m. to 5 p. m. daily. Mail 
and phone orders promptly 
attended to. Customers com
ing here have expenses al
lowed or will gladly send
representative.
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FULLER SUCCEEDS CADY

As Head of State Retail Grocers’ 
Association.

Lansing, Sept. 21— Enclosed find 
copy of letter I have just forwarded 
Charles Wellman, chairman of the 
Executive Committee of the Retail 
Grocers and General Merchants’ As
sociation of Michigan, which is self 
explanatory. Claude E. Cady.

The letter above referred to is as 
follows :

Lansing, Sept. 21— Having dispos
ed of my grocery business entirely 
and not having any idea of re-enter
ing the business for some time at 
least, I hereby tender my resignation 
as President of your Association, to 
take immediate effect.

I highly appreciate the honor con
ferred upon me by the membership

Frederick W. Fuller

in selecting me as their presiding offi
cer and I desire to thank the officers 
and members for their hearty sup
port. I sincerely hope that the Asso
ciation will continue to increase its 
membership and thereby add to the 
benefits to be derived therefrom.

The jobbers are with you, the trade 
papers of the State are with you and 
I predict that in a few years you will 
have the strongest organization in 
Michigan composed of retailers.

I wish you unlimited success.
Claude E. Cady.

On receipt of these communications 
the Tradesman wrote Chairman Well
man, enquiring what action had been 
taken to notify Fred W. Fuller that 
he should assume the duties and re
sponsibilities of the office. Mr. Well
man’s reply was as follows:

Port Huron, Sept. 24— The Secre
tary, Mr. Percival, has written the 
Executive Committee, notifying them 
of Mr. Cady’s resignation and sug
gesting that Mr. Fuller be notified to 
assume the duties of President of the 
State Association.

C. Wellman, Chairman.
Mr. Fuller has entered upon the du

ties of his new office and the Trades
man bespeaks for him the cordial co
operation of the members and sup
porters of the organization.

Biographical.
Frederick W. Fuller, President of 

the Grand Rapids Retail Grocers’ As
sociation, has been identified with the 
business interests gf this city since

a child. His father, Bethuel Fuller, 
was a Vermont man and his mother 
was a native of Pennsylvania.

The family moved here in the early 
fifties. During the civil war the fa
ther was a member of the Twenty- 
first Volunteers. After the war he 
was a contractor, employing many 
men. Fred attended the city schools 
until he was in his 16th year, when he 
decided to hustle for himself. The last 
five years he was in school he was 
an enterprising newsboy, carrying 
routes for the Eagle and Democrat to 
enable him to buy his own clothing 
and books.

His first position was with George 
Lehman, the West Bridge street gro- 
cer. He worked there two years, 
when he went into a commission mer
chant s office, where he remained a 
year and a half. During that time 
he kept books for the late Alois 
Rasch, who at that time kept a gro
cery on Canal street. Mr. Fuller also 
attended Swensberg’s Business Col
lege during the evening.

In February, 1886, although not a 
graduate of the Business College, Mr. 
Fuller was accepted as book-keeper 
for the Osterhout & Fox Lumber Co... 
at Deer Lake. He remained there 
two years and a half, during which 
time he occupied various political po

Claude E. Cady

sitions. He was justice of the peace, 
deputy postmaster and deputy town
ship clerk.

In 1889 Mr. Fuller resigned his po
sition with the Osterhout & Fox Lum
ber Co. and went on the road for 
Theodore Kemink, who was then en
gaged in the manufacture of flavoring 
extracts.

In August, 1890, Mr. Fuller engaged 
in the grocery and meat business with 
O. A. Anderson at the corner of Fifth 
and Stocking streets. At the end of 
two years he sold out his interest to 
Mr. Anderson. Mr. Fuller next bought 
out the little store at 143 Livingston 
street. He had tried to rent the 
store at 152 North Division street, 
but had been unsuccessful. The store 
on Livingston street soon became 
known as “Fuller’s Handy Grocery.” 
He worked up a fine trade here and 
secured for himself the reputation of 
being a thoroughly trustworthy man 
to deal with. Within two years Mr. 
Fuller succeeded ip buying out the

grocery stock of Frank Winsor, at 
152 North Division street. He grad
ually removed his stock from the 
Livingston street store to his new 
stand on North Division street. Here, 
by reason of the same conscientious 
dealing that had been instrumental 
in working up a good trade on the 
hill, his business rapidly increased, so 
that he was able to sell this stand at 
a handsome profit a year or two ago.

Seven years ago Mr. Fuller bought 
from M. C. Viergever the grocery at 
the corner of Lyon and Union streets. 
It is no exaggeration to say that since 
that time the business has increased 
over 300 per cent.

Mr. Fuller is another example of 
the successful business man who be
lieves that “Honesty is the best poli
cy.” He believes that treating his cus
tomers fairly and squarely is the only 
way to gain their patronage and sup
port.

When not engaged in superintend
ing affairs at his store, Mr. Fuller is 
busy in attending to the details of the 
Retail Grocers’ Association. During 
his administration the Association has 
increased in numbers and enthusiasm. 
More attention has been paid to the 
affairs of the Association than ever 
before. Mr. Fuller declines to take 
any credit to himself for this satisfac
tory condition, but his friends in the 
Association say otherwise.

Mr. Fuller was married October 28, 
1886, to Miss Della Wright, of this 
city, They have two children, aged 
8 years and 19 months. Mr. Ful
ler is a member of Kent Camp, Mod
ern Woodmen of America. He is al
so a member of Enterprise Lodge, I. 
O. O. F., the Fraternal Mystic Circle, 
and a member of the Board of Trade.

While the theatrical managers are 
scouring the country for plays, they 
might scour some of the plays they 
already have.

A  Mine 
o f  W ealth

A well-equipped creamery is 
the best possession any neigh
borhood in a dairy section 
can possibly have, for the fol
lowing reasons:

1. It furnishes the farmer 
a constant and profitable mar
ket for his milk or cream.

2. It relieves the merchant 
from the annoyance and loss 
incident to the purchase and 
sale of dairy butter.

3. It is a profitable invest
ment for the stockholders.

We erect and equip cream
eries complete and shall be 
pleased to furnish, on applica
tion, estimates for new plants 
or for refitting old plants 
which have not been kept up.
We constantly employ en
gineers, architects and super
intendents, who are at the 
command of our customers. 
Correspondence solicited.

Hastings Industrial C o.
C hicago, hi.

Established

4 1872

©  ’ Jennings’

-

Extracts

‘ :>i
Made

j *•;< of the

* t fss iilte  r\: Very Purest

B U D  if Raw

{ s .C LÉ cT eo Material
MESSINA LEMONS

Possible to[ ; 1
Procure

Sold a t

Popular Prices 

Today

Always Guaranteed to Meet 

the Food Laws

Jen n in gs M an u factu rin g Co. 

Owners of

Jennings Flavoring Extract Co. 

Grand Rapids, Micb.

BONDS
For Investment

Heald-Stevens Co.
HENRY T. HEALD CLAUDE HAMILTON 

President Vice-President
FORRIS D. STEVENS 

Secy. & Trees.

Directors:
C l a u i»k H a m il t o n  H e n r y  T . H k ald  
C l a y  H. Ho l l i s t e r  C h a r l e s  F. Rood  
F o r r i s  D. S t e v e n s  D u d l e y  E. W a t e r s  
G e o r g e  T . K e n d a l  J o h n  T , B y r n e

We Invite Correspondence
O FFICES.

101 MICHIGAN TRUST BLDG.

GRAND RAPIDS, MICHIGAN

CHILD,ftULSWIT&Co.
B A N K E R S

GAS SECURITIES
D E A L E R S  IN THE

BONDS M  STOCKS
------  O F ------

Mattoon Gas Light Co.
Laporte Gas Light Co.

Cadillac Gas Light Co. 
Cheboygan Gas Light Co. 

Fort Dodge Light Co.

Inform ation and Prices on 
Application.

CITIZENS. 1990. BELL 4 2 4
MICHIGAN TRUST BLDG.
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EQUINOCTIAL STORMS.
The tremendous hurricane at Hong 

Kong, China, on Sept. 18, and the se
vere storm along the Atlantic coast 
about the same time, are naturally re- j 
ferred to as equinoctial gales or tem
pests.

The weather scientists tell us that 
the equinoctial periods of the year 
have nothing whatever to do with the 
weather, and that to believe or even 
to suppose otherwise is downright 
stupidity and foolishness.

The equinoctial periods of the year 
are those when the sun in its half- 
yearly movement from north to south, 
or from south to north, reaches the 
earth's equator and shines alike on 
both the Northern and Southern 
Hemispheres, making the days and 
nights equal. These periods are 
known as the vernal, or spring, and 
the autumnal equinoxes. The former 
occurs on the 21st of March, while 
the autumnal equinox is on Sept. 22.

It is not often that a storm occurs 
on the day of the equinox, but the 
fact remains that they are most com
mon within a week or ten days, eith
er before or after the equinox itself. 
The storms which seem to have some 
association with the spring equinox 
are most common and most severe 
in the Southern Hemisphere, or south 
of the equator. The hurricane at 
Apia, in the Samoan Islands, on 
March 15, 1889, in which several Unit
ed States and German warships and 
other vessels were wrecked, is an 
example of the hurricanes of the 
Southern Hemisphere.

The terrible cyclone which over
whelmed the city of Galveston on 
Sept. 8, 1900, and the typhoon at 
Hong Kong on Tuesday, Sept- 
18, 1906, are examples of the autumnal 
storms in the Northern Hemisphere. 
The scientific meteorologists are care-I 
ful to repeat that the sun at the pe
riod of the equinoxes has no connec
tion with these storms, and the fact 
that they coincide more or less near- j 
3y with the equinoctial periods is the I 
merest accident.

Of course, we accept this edict of 
science, not because the correctness 
of the edict has been established, but 
because the high priests of science 
have announced that there is no con
nection between the forces of Nature 
at the equinoctial periods and the 
weather, and they brook no skepti

cism, much less denial. In order to 
be absolutely orthodox in this mat
ter, the Tradesman accepts all that 
science has decided and asks no ques
tions, but feeling some sympathy for 
those homely and benighted people 
who still talk about equinoctial 
storms, it ventures a few words in 
their behalf.

The sun has been shining for six 
months upon the north pole and up- 

! on a large area of land and sea around 
j the pole. The day of sunlight at the 
1 pole has lasted for six months, and 
j during that time the land and sea 
j  around the north pole have been bath- 
! ed in unbroken sunshine. The 22d of 
September puts,, an end to that long 

1 daj*, and soon the north polar region 
! will be enveloped in six months of 
i night and darkness, while the south 
i polar area will begin to enjoy its six 
I months of daylight.

It is difficult to believe that the sun 
has nothing to do with the weather. 
No scientist will dare to deny a pos
sible connection between our great 
luminary and the changing phenome
na of our atmosphere. On the con
trary, it is fully admitted that the 
sun is one of the chief factors in ere- j 
ating atmospheric changes.

When, then, we consider that the j 
sun, after shming on one pole of the j 
earth for six months, within the j 
course of sixty hours changes its po- j 
sition to such an extent as to leave 
the lately illuminated pole in pro
found darkness, while it goes to light 
up with the full blaze of its glory the 
extreme opposite end of the earth, 
can we fail to recognize the possi
bility that so radical a change might 
affect the weather to the extent of 
creating violent atmospheric disturb
ances? Nothing has been said in this 

; matter about the possible connec- 
j tion between the relative positions of 
I earth and sun and the electricity in 
our atmosphere. We know nothing 
of the influence of electricity in cre- 

j ating storm conditions, but we know 
j there is no great storm without it.

Therefore, without venturing to try 
conclusions or to bandy words with 

j the masters of meteorologic science,
| there seems ground for connecting J the equinoctial periods of the sun’s 
j movements with the atmospheric 
j disturbances. The matter is at least 
deserving of study.

It may be worth while to state that 
in the remarks given above there is 
no intention to contend that the sun 
actually moves in its relations to the 

| earth. It is the earth only that 
moves. The motion attributed to the 
sun is only the apparent movement, 
as when we say “the sun sets or 
rises,” when in fact all the motion 
is confined to our planet.

A Rochester man was fined $10 the 
other day for giving his wife a black J 
eye because she would not go to 
work in a store. The sympathy of the j 
public will be with the husband and I 
commendation must follow his brave I 
conduct in standing up for his right 
to be supported without any un- I 
necessary labor on his part.

The average man can’t refrain from 
chuckling when his best friend makes 
a fool of himself.

OUR RIVER PROBLEM.
A new Inter-state Waterways As- 

j sociation is to be formed at an early 
| date, embracing, as near as may be, 
j all the states which contribute to the 
j steamboat traffic along the Ohio,
; Mississippi and the Missouri Rivers.
! Michigan is one of the common- 
| wealths included in this category.

Michigan has waterways of her own 
I and so, outside of the contribution of 
j freight for the Mississippi, she has a 
| personal interest in the matter of 
1 Government appropriations for the 
j improvement of waterways. Col. M.
| B. Adams, U. S. Engineer in charge 
of the river and harbor improvements 

| in this district, in his last report asks 
I for an appropriation of $10,000 for the 
| maintenance of improvements already I 
| made on Grand River and for $228,000 j 
: for the purpose of completing the 
channel to the Lake already so well 
begun.

Naturally, the Congressman from j 
our district and our Grand Rapids 
Board of Trade will support the Col
onel's recommendation with all the 
energy and influence at their com- 
mand, and rightfully, too; because 
there is $50,000 of Grand Rapids’ 
money invested in two new steam- 
boats and those boats have made a 
trip each way between our city and 
Grand Haven every day, with but 
three unavoidable exceptions, since 
this navigation season began. Thus 
the successful navigation of the River 
has been successfully shown. Then.! 
too, under the disadvantages of an 
unprecedentedly low stage of water 
for several weeks, and the unexpected 
and most critical injury to the busi
ness manager of the boats just be
fore the season opened, laying him I 
up at home for over five months, both I 
the passenger and freight traffic han-1 
died by the boats have demonstrated j 
the practicability of operating the en- j 
terprise at a profit.

While these results are of great 
value in support of a petition for an 
appropriation of $238,000, they will j 
not be so strong before the Senate 
and House Committees as they may 
be if Grand Rapids is represented in 

j the proposed Inter-state Waterways 
[ Association. As a member of that 
j organization, the Grand Rapids Board 
of Trade will be entitled to and will 
receive the assistance of the similar 

I organizations in Chicago, Cincinnati, 
Louisville, St. Louis, St. Paul, Minne
apolis, Dubuque, Davenport, Peoria, 
Quincy, Kansas City, Omaha, and so 
on, so that the congressional delega- 

I tions from the states thus represented 
will constitute a solid body in favor 

| of the appropriation for our River and 
all other equally worthy propositions.

In other words, the great industrial 
| and financial combinations, familiarly 
known as trusts, have taught their les
son so well that all sorts of combina
tions are following and are demon
strating the value there is in organi
zations of such a character. There is 
not much danger of overdoing the 
thing in regard to river and harbor I 
improvement appropriations when I 
such eminent engineers as Prof. Ly
man Cooley, of Ann Arbor, makes a 
bona fide offer to provide a perpetual 
channel nine feet deep between St 
Louis and New Orleans for an

amount of money equal to the cost 
of three present day battle ships.

It has been said that by the build
ing of a dam at Jenison, or just be
low that point, at a cost not exceed
ing $75,000, and by cutting the present 
channel from that point down to La- 

1 mont to a minimum depth of six 
feet, we would obtain a slack water 

I inset from the lake to Jenison, while 
above that point, by means of the 
dam, we would have slack water six 
feet deep to the landing at Fulton 
street. Whether this is so or not the 

¡Tradesman is unable to say, but it 
certainly seems feasible when one 
considers that the fall from the Ful
ton street bridge to Grand Haven is 
only about five feet.

And while we are asking and work
ing for an appropriation, it might not 

! be amiss to begin a campaign toward 
I the injection of more strenuous ef
fort, more prompt results, in the car
rying forward of Government works. 

¡The discipline, the routine and red 
tape tediousness of Government ef
forts in any department are prover
bial, but are they beyond rectifying? 
There are, probably, a half dozen 
firms of engineering contractors in 
Michigan who, with the same money 
available that has been placed at the 
disposal of the U. S. Engineering 
Department, would have completed 
the Grand River improvement in at 
least half the time that has thus far 
been required.

Another thing that must not be 
lost sight of is the fact that the 
further improvement of Grand River 
is not, exclusively, a present day 
proposition. It is already nearly 
twenty years old and at least an
other decade will be required to bring 
the enterprise where it should be and 
where it must certainly come. Indeed, 
most intelligent, earnest and public 
spirited effort on the part of the 
citizens of Grand Rapids will be re
quired to complete the work within 
such a period of time.

When the beginning was made, 
nearly twenty years ago, Grand Rap
ids had less than 60,000 population. 
Ten years hence our city will have 
at least 160,000 inhabitants and a 
corresponding increase in its indus
trial and mercantile resources. And 
a community of such proportions will 
be unable to do business without the 
presence of a reliable and spacious 
waterway to the Lake; without the 
presence of spacious and adequate 
steamboats for both excursion and 
freight traffic. And by that time prob
ably R. L. Polk & Co.’s apology for 
a city directory will wake up and 
discover that there is a Grand River 
in Michigan and that it is being trav
ersed daily each way by steamboats.

In London they are testing an ap
pliance, which is a combination of the 
microscope and the camera, for better 
detection of assassins, forgers and 
other criminals. We ought to buy a 
few and install them in certain of our 
banks.

Detroit—The Michigan Cigar Co 
has been incorporated for the pur
pose of manufacturing cigars, with 
an authorized capital stock of $15,000 
of which amount $7,500 has been sub
scribed and $5,000 paid in in property.
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OTHERS’ POSSESSIONS.

If the regret for the-downfall of 
men high in authority is as profound 
as it seems to be, the reaction which 
has already taken place in public opin
ion will be as thorough as it is hearty 
and far-reaching. Even now there is 
a strong and a growing belief that 
extremes are not reached suddenly or 
unexpectedly. The idea that a man 
wakes up in the morning to find him
self famous or notorious is a false 
one. Success irrespective of the end 
in view does not come that way. Men 
get what they struggle for and only 
that. In season and out of season, 
“while their companions slept,” they 
have been at it, and the Declaration of 
Independence in 1776 and the assault 
of Fort Sumter in 1861, the one of 
joy and the other of sorrow, were 
each the culmination of far-off begin- 
nings, which precluded the possibility 
of the sudden or the unexpected. The 
coming event does cast its shadow 
before, and it is only they who will 
not see and think who insist on call
ing the outcome a surprise.

Conceding, then, that much if not 
all of the recently exposed wrong
doing is an inevitable result, it ought 
not to be .difficult to find the needed 
preventive, nor is it. It is found sim
ply in the consideration of so-called 
trifles. Primarily it lies in the dis
tinct understanding of what is meant 
by mine and thine. Human nature be
gins by knowing no difference be
tween them. To see is to want, to 
want is to have, and in the majority 
of homes to-day, as it has been now 
for generations, there is no reason why 
the childish seeing should not end in 
possession— a condition of things 
which continues until the home life 
can endure the childish tyranny no 
longer. So the “I want” of childhood 
crystallizes into manhood’s “I’m go
ing to have,” and the matured indiffer
ence to the idea of mine and thine has 
materialized into the private appro
priation of public lands, of corpora
tion surpluses and of the hard-earned 
savings of bank depositors.

The tendency is an easy if not a 
reasonable one to attribute this in
difference to a political source. “To 
the victor belong the spoils” has a 
familiar ring to it that takes the read
er back to the Jackson times, which 
may or may not account for the 
“rings” and the “bosses” and the “pie 
counters” of modern wrong and wick
edness; but admitting this, it must 
be granted that whatever the origin 
the idea has widened until it includes 
every field and form of endeavor. Be
ginning, 3s we have seen, with child
hood it by no means ends there. The 
family circle yields its “mine” to the 
selfish boy and, burdened with spoils, 
out he goes to increase his unfairly 
gotten accumulations. He enters the 
school house conquering and to con
quer. He takes and keeps, and rath
er than have a fuss the authority 
there gives way to him. He passes 
from grade to grade on conditions 
which are never made up. Because 
he wants to, he cuts corners and reci
tations and at last, when patience 
ceases to be a virtue and the school 
say« no in capitals, with the consent 
of the home power he “goes into 
business” and the troubles of life be-

gin. Whatever comes in contact with 
his grasping fingers is his. The office 
stationery and postage stamps he and 
the firm have in common, at first by 
courtesy and at last by right. With
out question for the same reason he 
and the firm become joint owners 
of the till. In a word, he helps him
self, and finally, so thoroughly a part 
of his nature does this become, he 
makes common property of whatever 
he comes in contact with and settles 
down at last into the conviction that 
the world owes him a living and it 
remains for him to exact the debt 
under all circumstances.

He does. He is the one who wakes 
up in the morning to find himself sud
denly and unexpectedly notorious and 
with other people’s money he goes 
into business. He finds an accumu
lated surplus and uses it. He appro
priates the Government lands and im
pudently refuses to take down the 
wire fences inclosing them. He hood
winks the over-confident bank direct
or and betakes himself to parts un
known with the hard-earned and hard- 
saved widows’ mites; and wherever 
and whenever whatever is not his 
own comes into his unscrupulous 
hands thère and then the right of 
possession asserts itself and the 
books, if examined, will show the 
property in question on his side of 
the account.

Perhaps thê  best type of this crim
inal handling of other people’s pos
sessions to-day is the labor-unionist. 
After his training period is over, with 
all the assurance of his sort, he pro
ceeds to the office of his employer 
and with his hat on states his terms. 
He tells the man at the desk what 
are the working hours of the estab
lishment, the wage rate and the man
agement of the men. He states what 
men shall be— mark the imperative 
shall!—-employed and what discharg
ed and the causes governing such ac
tion. In a word, the firm shall em
ploy its capital, its enterprise and 
whatever enters into the management 
of the business as he decides and his 
tone and his manner convey the idea 
that unless the firm promptly obeys 
orders it will be promptly put out of 
business. There is this great differ
ence between the president of the in
surance company and the labor-union
ist: the former knows that he is se
cretly handling other people’s money 
for his personal profit, while the lat
ter demands the same privilege in 
broad daylight.

What is to be done? Let the courts 
take good care of the criminals and 
let the home and the school and the 
church and public opinion see to it 
that from youth the rascal is no long
er anywhere fostered and trained.

No matter what other kind of ad
vertising you do, be sure to use the 
newspapers. If you have tried news
paper advertising and not found it a 
success, your advertising was poorly 
written or your system was wrong. 
Newspaper advertising can be made 
to pay anyone who uses it if right 
goods and right prices are right be
hind the talk.— Rhode Island Ad
vertiser.

WHERE THE TROUBLE LIES.
Admitting with regret that acci

dents happen and will happen in the 
best regulated families, it is submit
ted that after the same sort of acci
dent takes place day after day and 
year after year they cease to be un
expected and in time receive little at
tention. Next to the slaughter house 
the railroad is a close second. From 
the rising of the sun unto the going 
down of the same the maiming and 
the killing go on. Up North and 
down South, down East and out 
West, here an excursion train or 
there an express jumps the rails or 
telescopes the regular passenger or 
lands on its side down the embank
ment, and always with its list of dead 
and wounded. Then follows the in
vestigation and some poor fellow is 
found along the line who for some 
reason or other failed to do his work, 
is discharged and, the painful duty 
having been performed, the road and 
the public calmly wait for the “next.”

The Government’s last quarterly 
bulletin seems to have been keeping 
tab of things and the report makes 
in one sense interesting reading. It 
finds that the roads are not always 
accurate in making reports. In Col
orado last spring, for instance, the 
official statement of the road report
ed that twenty-two persons had been 
killed and an equal number injured. 
The Government says that eighty- 
four were killed and twenty-four more 
were hurt. The road’s cause of the 
accident was an operator who did not 
do his duty, a report true to the let
ter, but the Government’s statement 
clears up things by supplying “over
worked” to the unfortunate railroad 
man. He slept at his post just one 
minute and eighty-four persons paid 
for it with their lives and twenty-four 
more with permanent or transient 
harm.

In another wreck the report does 
not bother about the number killed . 
or wounded, on the theory probably 
that it was large enough; but goes on 
to state that the accident was due 
to the fact that engineer and fireman 
had both fallen asleep. Not satisfied 
with that an investigation showed that 
the men had been on duty seventy- 
four hours, with three short spells of 
four and a half hours off duty sand
wiched in. At one stretch they had 
been in the locomotive for twenty- 
two hours, and that after a rest of 
only four and a half hours, with a

previous record of fourteen hours on 
duty. The penalty is not reported, 
but be it severe or slight the reader 
of the accident is strongly inclined 
to the conviction that the real mur
derer was neither the engineer nor 
the fireman, and at the moment when 
the accident took place was some
where near the management office en
joying a fairly good time.

Under such circumstances the kill
ing and maiming are not accidents. 
They have not proceeded from any 
unknown cause and they are not un
expected. A miracle only could have 
prevented them, which is an event 
contrary to the established course of 
things. Had the engineer and fire
man both been drunk and both been 
in charge of the engine the slaughter 
would have been considered the in
evitable result of the drunkenness. 
For alcohol read continued overwork 
and the statement is just as true. The 
men were unfit for the exacted task, 
refusal to perform the work would 
have resulted in a prompt discharge, 
and the responsibility of the accident, 
therefore, rests with the management; 

'and the management so far in the his
tory of railroading has not been pun
ished extensively for the killing and 
the maiming of which it is guilty.

The people and the voiceful press 
are indulging in considerable wonder
ment as to what is to be done about 
it. There is no use in repeating how 
much more deadly railroading is than 
a battle— figures and disasters are too 
common to be impressive— and the 
life-taking and life-maiming business 
goes on without check or hindrance. 
It has been suggested as a begin
ning that the accident theory be 
abandoned. Investigation has shown 
that there is no such thing. Let the 
effect be traced to its cause, and when 
that leads to the desk and the chair 
of the railroad office it is urged that 
the occupant thereof be hanged for 
the high crime and misdemeanor of 
which he is guilty. This may be go
ing to extremes; but it is submitted 
that if the office man instead of the 
lineman be held responsible and pun
ished, as in too many instances he 
ought to be punished, there would be 
no more sleeping from overwork and 
no more “accidents” resulting from 
this too often reported cause.

A man’s idea of an ideal wife is 
one who thinks she has an ideal hus
band.

To the Economical We Say
H. M. R. Granite Coated Roofing Wears Longer

To the Artistic We Say
The Beautiful Brown Granite Is Attractive

To the Busy Man We Say
Our Granite Roofing Is Easily Laid

| To Everybody We Say
We Make a Better Roofing Than Has Been

H. M. REYNOLDS ROOFING CO.
Grand Rapids, Mich.
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THE SOO CANAL.

The Biggest Thing in the History of 
Civilization.

In April. 1S49. 1 was, and had been 
for a couple of years, living at the 
Island of Mackinac, then in many 
ways relatively a much more impor
tant place than it is now. There was 
a depot of the American Fur Com
pany there, as there was at the Sanlt.
1 do not know which of the two was 
relatively more important. The busi
ness of Mackinac Island dealt very 
largely with the skins of wild ani
mals. I had a position in a mercan
tile establishment which gave me 
leisure in winter to go to school.

Hon. Edward Kanter, afterward of 
Detroit, and a very well-known man, 
was my employer, and I liked my 
place very much indeed. But with 
the coming of this particular spring 
there was much excitement in the air 
over an expedition overland to Cali- ' 
tornia. and another one which was 
being fitted out under Mr. Robert 
Graveraet, to go to the so-called Iron 
Mountains of Lake Superior. The 
copper excitement began some time

J always made poor work in dealing j were then absolutely unspoiled by [ Clark. The garrison could hardly
| with ice. A railroad in this country the axe or devastating fire. The for-j number morfi than fifty men, besides
j had never been thought of. Indeed, j est was unbroken, enormous, beauti- officers. I remember that there was
railroads were then in their infancy ful in the extreme. The river was a Baptist mission station here, then

j in the United States. Railroads in Heaping with fish and the woods full presided over by a clergyman whom
j America are only about as old as I ! of deer, bear and small game. The every one called Father Bingham I
am. There were then only about j beavers were everywhere. I do not knew the family afterward quite well,

| 1.600 people in the whole Northern j remember all the stops we made, but and nice people they were. One
[ Peninsula perhaps a thousand if we j Sailor's Encampment ---- ---  ~r ’ ----’-1-- ---- ’ *
| leave out the settlements at Machinac
¡Straits. I have no means of knowing ..............a , CI, ,cw u M n .u u .«  u „ u m . 1 minx ne wa
now many Indians there were. Those j would recognize, although many old at one time Mayor of Grand Rapid.'

of daughter was named Angeline. She 
1 When we reached the Sault j afterward became the wife of Hon. 
found a place very few here j Thomas D. Gilbert. I think he was

Indians who came to Mackinac num 
bered about 10,000 each year, but they 
came from south of the Straits as 
well as north, and from as far away

They buildings have very much altered the party, thought so much of Miss Bingas the islands in Green Bay
were migratory in their habits, rang- j appearance of thin 
ing far and wide in search of game. Lake cut. especial! 
fish and furs. There were, of course, 
a few Indian trails, but none of them

landmarks persisted here not so many j 1 know he was Regent of the Uni
years ago. versity. His widow, an estimable

The rapids were the same as to lady, still lives in Grand Rapids. Cap- 
the Central Fall, but the canals and tain Sam Moody, one of our own

and the Hay ham that when he found a beautiful 
. down by the | lake near Ishpeming that he wanted 

Little Rapids, almost more than all. j to christen he called it Lake Angeline. 
There were few wharves and almost J after her, “and thereby hangs a tale."

earlier ad Ihere had been, as <»arly
as 1S40. sonte exploration and min-
ing. not far ironi where Marqitette
now is. fv̂ r sitlver lead. But now the
iron eXCîï:ennmt was something new
It had long been known by the In-
dians :md others tthat there was cop-
per in thse I-akc Superior comitry.
very aC C € •le aind very pure. Just
why illie miners tielayed so lorn? in
£oing er it is hard to say. But
someh<3\V the Me:dean war. the first
foreign! dimenky iii many a long \
and the di seo very of gold in Cal:ifor-
ma set?m to have operated to wake
up adventuroiis spirits everywhere.

Highteen hi un dred and forty- nine
w a > a g r year tor the American
explort:r. Tliie 49er of Lake S'ape-
rior has 0îî en das ped hands with the

men of one

Lake, was a C; 
Mr. Robert Gr

rorma and. indeed, the 
ot these districts often 
ther extreme of the 
nnnue their work The 
1. Forster, of Portage 
California pioneer of *49. 

aef. who captain-
ect the loosed expedition

ake Super1o>r region, was
markable strengih, energy

racter. and I wa
• prominen : citizens at ]
re Mr. Sanan el K. Haring

of the Pc»rt, that the Ire
in count ry was likely to
le opening for an energet

Mr. Haring

md com- 
; advised 
lackinac. 
Collect-

I wavs beenman
very inendlv 
me and his 
great deal, 
of faith, for

:o have only Si» a month and board. 
:er a year, with the expedition. Xev- 
irtiteless I joined wiHinglv.

Our trip up t

:d difficult one

steamers which 
It took us eig!

rung to break up. and side wheelers

led to the Iron Mountains of Lake.no shipping. My recollection of the j The ore under Lake Angeline proved
_ uBenor-  e water route I might | Canadian side is that only five or six so much more valuable than the wa-

I ter in it that there is no lake there 
j now.

There were several stores at the 
Sault then and we purchased here the 
outfit for our expedition. For our 

I prospective voyage on Lake Superior 
j we had a Mackinac boat, between 35 
and 40 feet long, which had to be 

j hauled and poled up about a mile of 
| rapids, near the shore. My recollec- 
| Bon is that it took about three hours 
j to UP past the swift water. Among 
1 those residing here then with whom 
! I was or became acquainted was John 
| Tallman Whiting, afterward of De- 
j troit. Here he had charge of the 
| warehouse and dock belonging to 
j Sheldon McKnight, a warehouse and 
j yes.sel man, who owned, in his time, 
j many steamers, among which were 
j London. Monticello, Baltimore, 
j General Taylor. Illinois, Pewabic, Me- 
|teor and several others. Mr. Whiting 
| was a most intelligent and agreeable 
| man and was long my friend and 
| correspondent. The agent of the 
American Fur Company at the Sault 

| was an autocrat named John R. Liv- 
i 'ngston, as Judge Abbot was at Mack- 
I inac.

There were two hotels in those days 
j at the Sault, the Van Anden and the 
j Chippewa. Smith, who for years kept 
| the Chippewa, bought the Van Anden 
and kept it for many years. The Chip- 

j pewa House that some of you re- 
j member was not the original Chippe-

____ ____ ______  j " a House. That building burned
- 33 - down. Then Van Anden, who kept
river O b I madC ^  Sh° W ° n thC thC Van Anden House, desiring to 
Fort'll n, e, ' ™encan s:de were Old j remove to Ontonagon to keep a new
few W  - 3’ l  S Wf er’S Cdge’ and 3 I h° tel there> ca"ed The Bigelow, sold

v • , - CI.‘ ‘ *e r- 'er bank below j out his hotel to Smith, the landlord
above it T?.nnC,Pal Pan 0i the t0wn ° f the old Chippewa, who immediately 
start-n f h ° n e  Wlde street re-christened it the Chippewa.

il verv narrow i ; . ,^ 0)11̂ 5’ | Very few people know of the date
•it of it a- V  p S r! etS run'  of the founding of this place. Sault 
mav have heen . ‘ e° C i Ste. Marie was founded fourteen

Main- were' F r e n c ^ s ^  j ™  before Philadelphia. Detroit 
breed = v -rr» «, ’ , e were was founded nineteen years after her

e were\he r; sidPm TAJ ênca" s* | Quaker sister. Thus, the Sault is 
r as the V Indians. As j thirty-three years older than Detroit.
noted that -he <«>„1* in'? ° reTS U j "  ben we say that there was no Can-
raisratorv. like i a*’ we ° ught to add that there was
ed all the rear thrn'icrh  ̂ °bu * t^ef ’ ° n *be Canadian side of the
d always be c-me-ht h  | raP’ds> a very small, a lilliputian lock,
it was a «or- of nm»r,i s’ |"bere it may still be seen. It was
ic houses were mos*k- - °nC « ■ S3*d to belong to the American Fur

I do nor rememW ^  ComPany- ft does not remind one of
remember who the the present Canal locks very much.

heresay the ice-water route—was

The trip on Saint Marys River, 
w-.m ail its remarkable beatttv. is. of

1 his attitude toward here ait this celebration■ But beauti-
vice Influenced me a ful as t:he river now is. it has chansed
required a good deal im metsely. bo*:h for :1he better and
r. Kanter was paying ier the worse, :since I firs: saw it. It
. with board, and the has ehanged k >r the better. since it
privilege, and I was seems that the world was created for

h C \ C

Ther

now subdued, 
'hanged and possessed this stream 

residence, his solace, his rec-

iilU 
icrpA -3

te lake and river from reation and liis conimerce. This1 was
l was a tedious before the day s oi h e h t s . dred nr a. -

We were in the old buoys. ranges iind channel im p rove-
seh. a side wheeler. menrs. I doubt: if 3 dnmgfit of over
ay conapared with the ■ ten or twelve feet could 1tare been
now ply the lakes. successfully bre»ught up to the foot

it days to Inake the of the rapids at that day.
The river has also charged for the 

worse, as its perfectly-wooded banks

The
low.

It was
rider of the Pn-f , | , F1WCIU '-anal locks very much.
Lieutenant Russell 1 .  C C - ' ' '  . but. then. Peter Cooper’s locomotive.

°S5dl ° r Capta.n 1 wtth a barrel for a water tank, does
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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 M erchants 
visiting this city and making purchases aggregating the amount hereinafter stated one-half the amount of 
their railroad fare. All 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 stated below the Secretary of the Grand Rapids Board of Trade, Board of 
Trade Building, 97=99 Pearl S t .,

will pay back in cash to such person one=half actual railroad fare.
Amount of Purch ases Required

If Jiving within 50 miles purchases made from any member of the following firms aggregate at least.........................$100 00
lving within 75 mi es and over 50, purchases made from any of the following firms aggregate............................  iso 00

If living within 100 miles and over 75, purchases made from an y of the following firms aggregate...........................  200 00
It living within 125 miles and over ioo, purchases made from any of the following firms aggregate.............................  2so 00
If lving within 150 miles and over 125, purchases made from any of the following firms aggregate...............................300 00
It jiving within 175 miles and over 150, purchases made from any of the following firms aggregate.............................  350 00
If living within 200 miles and over 175, purchases made from any of the following firms aggregate............................  400 00
If hving within 225 miles and over 200, purchases made from any of the following firms aggregate.............   450 00
If living within 250 miles and over 225, purchases made from any of the following firms aggregate............................. 500 00

P p q H  r a r p f l l l h /  f i l a  W a m a o  as Purchases made of any other firms will not count toward the amount 
l \ w a u  v a i  C l U 11 ^  U I C  n d i n e o  of purchases required. Ask for “ Purchaser’ s Certificate”  as soon as 
you are through buying in each place.

ACCOUNTING
A. H. Morrill A Co.—Kirk

wood Short Credit System.
ABT GLASS 

Doring Art Glass Studio.
BAKEBS 

Hill Bakery 
National Biscuit Co.
BELTING AND MILL SUP

PLIES
Studley Sc Barclay
BICYCLES AND 8P0BTING 

GOODS
W. B. Jarvis Co., Lted.
BILLIABD AND POOL TA

BLES AND BAB FIX- 
TUBES

Brunswick-Balke-Collander Co.
BLANK BOOKS, LOOSE LEAF 

SPECIALTIES, OFFICE 
ACOUNTING AND 
FILING SYSTEMS 

Edwards-Hine Co.
BOOKS, STATIONEBY AND 

PAPEB
Grand Bapids Stationery Co. 
Grand Bapids Paper Co.
Mills Paper Co.

BBEWEB8
Grand Bapids Brewing Co.

CABPET SWEEPEBS 
Bissel Carpet Sweeper Co.

CABBIAGES 
Brown Sc Sehler Co.

CABBIAGE AND WAGON!
HABDWABE 

Sherwood Hall Co. Ltd.

CONFECTIONEBS 
A. E. Brooks Sc Co.
Putnam Factory, Nat’l Candy 

Co.
CLOTHING AND KNIT GOODS 
Clapp Clothing Co.

COMMISSION—FBUITS, BUT- 
TEB, EGGS, ETC.

C. D. Crittenden 
E. E. Hewitt 
Yuille-Zemurray Co.

CEMENT, LIME AND COAL 
A. Himes 
A. B. Knowlson 
S. A. Morman Sc Co. 
Wykes-Schroeder Co.

CIGAB MANUFACTUBEBS 
G. J . Johnson Cigar Co.
Geo. H. Seymour Sc Co.

CBOCKEBY, HOUSE FUR- 
NISHINGS 

Leonard Crockery Co.

DBUGS AND DBUG SUN- 
DBIES

Hazeltine Sc Perkins Drug Co. 
DBY GOODS

Grand Bapids Dry Goods Co. 
P. Steketee Sc Sons

ELECTBIC SUPPLIES 
M. B. Wheeler Co.

FLAVOBING EXTBACTS AND 
PEBFUMES

Jennings Manufacturing Co.
GRAIN, FLOUR AND FEED 
Valley City Milling Co.
Voigt Milling Co. 
Wykes-Schroeder Co.

GBOCEBS 
Judson Grocer Co.
Lemon & Wheeler Co. 
Musselman Grocer Co.
Worden Grocer Co.
The Dettenthaler Market. •

HABDWABE 
Foster. Stevens & Co. 
Clark-Rutka-Weaver Co.

HABNESS AND COLLABS 
Brown & Sehler Co.
HOT WATEB—STEAM AND 

BATH HEATEBS.
Bapid Heater Co.
LIQUORS, WINES AND MIN- 

EBAL WATEBS.
The Dettenthaler Market. 
MATTBESSES AND SPBINGS 
H. B. Feather Co.
MEATS AND PBOVISIONS. 

The Dettenthaler Market. 
MUSIC AND MUSICAL IN- 

STBUMENTS 
Julius A. J . Friedrich

OILS
Standard Oil Co.
PAINTS, OILS AND GLASS 
Goble Bros.
V. C. Glass Sc Paint Co. 
Walter French Glass Co.
Harvey Sc Seymour Co.
Heystek Sc Canfield Co. 
Pittsburg Plate Glass Co. 
PIPE, PUMPS, HEATING AND 

MILL SUPPLIES 
Grand Bapids Supply Co.

SADDLEBY HABDWABE 
Brown Sc Sehler Co.
Sherwood Hull Co., Ltd. 
PLUMBING AND HEATING 

SUPPLIES
Ferguson 8upply Co. Ltd.

BEADY BOOTING AND ROOF 
iNG MATEBIAL 

H. M. Reynolds Roofing Co. 
SAFES

Tradesman Company
SEEDS AND POULTRY SUP

PLIES
A. J. Brown Seed Co.
SHOES, RUBBERS AND FIND 

INGS
Herold-Bertsch Shoe Co.
Hirth, Krause Sc Co.
Geo. H. Reeder & Co.
Bindge, Kalmbach, Logie Sc 

Co. Ltd.
SHOW CASES AND STORE 

FIXTURES
Grand Bapids Fixture Co.

STOVES AND BANGES 
Wormnest Stove Sc Bangs Co.
TINNERS’ AND ROOFERS’ 

SUPPLIES
Wm. Brummeler Sc Sons 
W. C. Hopson Sc Co.
WHOLESALE TOBACCO AND 

CIGABS 
The Woodhouse Co. 
UNDERTAKERS’ SUPPLIES 

Durfee Embalming Fluid Co. 
Powers Sc Walker Casket Co.

WAGON MAKERS 
Harrison Wagon Co.

WALL FINISH 
Alabastine Co.
Anti-Kalsomine Co.

WALL PAPEB 
Harvey Sc Seymour Co.
Heystek Sc Canfield Co.

WHOLESALE FBUITS 
Vinkemulder Sc Company

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

Board
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not look very much like a modern 
Mogul, but it is the same thing never
theless. |

The number of real vessels, not 
counting craft like our own, then 
sailing the waters of Lake Superior 
was very small, and none of them | 
measured over 200 tons burthen. As 
they had not been built on the big 
lake you may wonder how they got ! 
over there. They were hauled over 
on wooden ways, very much as houses I 
are now moved with rollers and wind- I 
lasses. The Julia Palmer, a side | 
wheeler, and the Independence and 
Monticello, both propellers, came 
over the portage that way. The Na- | 
poleon was first a sail vessel, but 
metamorphosed into a propeller. It I 
was said that in a heavy sea she would 
dip water with her smoke pipe, and j 
thus put out the fires. The side j 
wheelers, Sam Ward and Baltimore, 
and propellers, Manhattan, General 
1 aylor, Peninsula and several more, 
were brought over the portage in the 
same way. A Parisian Frenchman, 
once a passenger on the Baltimore I 
when she was making very slow 
progress up the lake against a heavy 
head wind, walked out on the deck just I 
before dark at night, had a look at 
the Pictured Rocks and was much j 
pleased with the view. In the morn
ing before breakfast, he came again 
on deck and the panorama astonished 
him. He exclaimed, “Wat ees dis 
beautiful sight you have here?” He 
was told, “ You are again looking at I 
the Pictured Rocks.” He exclaimed, 
“Wat a great countree! Before you 
go to bed you walk on de deck. You 
have a grand view de Picture Rock, 
den you go to bed, you sleep well all I 
night—de steamer is go ahead all the 
time—you come out on de deck in de 
morning, you see de Picture Rock | 
again. Wat big countree you got and 
how many Picture Rock!”

No one told him that the steamer, | 
finding that she could make no head
way against the wind and the waves, I 
had run back to Whitefish Point dur
ing the night, and that he was now 
looking at the same rock pictures he 
had seen on the previous evening. 
Lake Superior was uncharted and 
only poorly lighted and navigation 
was therefore quite as dangerous or 
more so for these steam craft of 
moderate power as for our Mackinac 
boat.

A merchant citizen of the Sault, 
named Peter B. Barbeau, a very prom
inent man, an old settler, met a 
stranger from off a boat lying at the 
dock. The stranger said to him, “I 
take it that you live in this place?”
‘A es, sir, I do.” “Well, then, I would 
like to ask you how this town got 
its curious name, Sault Ste. Mary.”
“1 hat, sir,” replied Mr. Barbeau, “is 
a corruption. The town was original
ly named after a lady called Susan 
Maria, and by mispronunciation it has 
become Soo Ste. Mary.”

According to my recollection I was 
back in the Sault twice, after the first 
visit, before the canal was opened. 
Once I came down by lake, taking 
a steamer passage to reach here. On 
the second occasion I came down 
with the Hon. Abner Sherman on 
land office business. We wanted to 
enter some land at the U. S. Land

Office, which was then at the Sault. I 
W e walked all the way and the jour- | 
ney was one of enormous difficulty j 
and hardship and a good deal of dan
ger. It took nine days. I wish I had ! 
tune to tell you the incidents of the j 
trip.

The dist ance from the Sault to j 
Marquette by railroad, in almost an j 
air line, is about 153 miles, but we j 
couldn t take any such direct route. 
W e had to follow the shore all the i 
way. Fording streams like the Au ! 
1 rain was very dangerous and once j 
came near costing me my life, while i 
skirting the great Taquamenon j 
Swamp was another heart-breaking 
task. We would be in the water up I 
to our waists for miles, but we lived 
through it nevertheless.

Such were the things before the 
Canal was built. The different ap
pearances then in the town, shore and j 
vessels were not more marked than 
the difference between our dress then | 
and now. W e hardly ever wore coats, 
but hickory shirts in summer and 
flannel shirts in winter. Occasionally 
we had blanket coats, with capote, 
but usually, if we were very cold 
we put on one or more shirts. Most 
housekeepers of to-day would be 
greatly surprised at the thickness and 
beauty of the five point blankets, 
which were one of the annual treaty j 
payments to the Indians, one to each I 
adult. Such a blanket was nearly as 
stiff as a board and wonderfully warm, j 
\\ hen pay-time came, besides the 
blankets, enough money was distrib- 
uted to make either $18 or $22 to 
every Indian man, woman and child.
I do not remember whether the In
dians were ever paid at the Sault, 
but I have seen 10,000 or 12,000 paid 
at one time at Mackinac, and the 
whole beach full of wigwams for 
miles. The inhabitants were very 
willing to have them with their at
tendant drawbacks as it made trade, 
but all the Northwest furs came down 
this way by flotilla from Fort Wil
liam. Before the Canal came the Lake 
Superior country was the land of ro
mance, but otherwise closed except 
to the limited traffic we have men
tioned. But commerce was both the 
key that opened it and the result of 
the opening. Enterprising as were 
the great French explorers, no trade 
but the fur trade was important in 
their eyes. It was to their interest, 
as they saw it, to keep the country 
wild— a fur bearing country. The ca
noe and the bateau were big enough 
for them. They never thought of 
displacing the Indians by large settle
ments. But when the lumberman, the 
miner and the heavy freighter came 
the Canal became a necessity, but from 
our present standpoint it is amusing 
to see how readily its original pro
jectors would have been satisfied with 
small things. How would a lock 100 
feet long strike you now? Yet such 
a lock was actually planned— indeed, 
actually determined upon—by some 
persons in authority at a time not 
far from the achievement of state
hood. What surprise would now be 
felt to hear that the United States 
Government ever opposed the Canal!
Yet soldiers from Fort Brady actual
ly chased away the first laborers em
ployed by the State to dig the Canal,

You Can 
Always

Be Sure
When you get “ L ily W hite” Flour that you 

have purchased the best flour it is possible to 

get anywhere.

If it is quality  you want in flour, rather than 

any other consideration, this is the brand 

you ought to buy.

You can easily buy cheaper flour, but you 

cannot buy “ L ily W hite” q u ality  for less 

money anywhere.

If you consider economy, there is no other 

flour at an y price which is as economical as 

L ily White, because none of it is wasted 

through bad luck in baking and practically 

all of it is digestible.

White
“ The Flour the Best Cooks Use”

is a fancy patent winter wheat flour, and U. 

S. Government Food Experts have shown by 

the most exhaustive tests that this kind of 

flour, on account of the elimination of all in 

digestible matter, is the best flour for 

hum an use.

It saves nature the work of sorting out and 

throwing out the useless, waste matter, and, 

therefore, makes less w ear on the digestive 
organs.

Valley City Milling Co.
Grand Rapids, Mich.
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because they were trespassing— had 
entered without permission on a mil
itary reservation. The State and Na
tional authorities were at cross pur
poses for some considerable time. In 
passing, here is an item worthy of 
note:

In 1840 a bill was introduced into 
Congress, in accordance with a me
morial from the Michigan Legisla
ture, asking for an appropriation of 
100,000 acres of land, but Henry Clay, 
the famous orator and leading states
man, made a speech against it, stat
ing that it was “a work beyond the 
remotest settlement in the United 
States, if not in the moon,” and the 
measure was defeated.

Who would be supposed more alive 
to the uses of a canal and more in
tent to see that one should be built, 
once for all, and sufficient for all fu
ture demands than the vessel men? 
Yet the vessel men would have been 
satisfied with a much smaller canal 
than the one actually built. I have 
in my possession a copy of a letter 
written by Capt. Eber B. Ward, long 
acknowledged Grand Mogul of all the 
vessel interests, the heaviest proprie
tor of lake shipping in his day. In 
this letter he protested most vigor
ously, but fortunately in vain, against 
building the Canal lock over 260 
feet long. The lock was actually made 
350 feet long, but 260 feet would have 
allowed the passage of the longest 
vessel he then had, and he did not 
foresee the demand for anything big
ger. But what really dictated his let
ter was the fear that if a lock 350 
feet long was begun it would never be 
finished. There was the vast land 
grant, of course, but Captain Ward 
had so little faith in the value of the 
granted lands that he estimated their 
selling value at only 25 cents an acre. 
He thought they would sell for 
enough to build a canal lock 260 feet 
long, not one of 350 feet. Captain 
Ward died, as it seems to some of 
us, only a few yesterdays ago, and 
doubtless lived to change his imnd. 
But with our present knowledge of 
the ores that have been dug, the 
timber cut and the crops shipped 
from the Lake Superior districts, his 
fears were as erroneous as his land 
valuation. Two reflex influences are 
here to be noted. The Canal made 
the ore trade and then the ore trade 
made the Canal.

Without a canal ore could not be 
shipped at all. With a small shallow 
canal the finished product of the 
smelter seemed a more reasonable 
freight than the ore. But still the 
ore trade began and the tonnage of 
all sorts speedily outstripped the ca
pacity of the Canal. It was enlarged 
and enlarged again, so that a trade 
which employed at first vessels of two 
or three hundred tons burthen is now 
rapidly tending to be monopolized by 
carriers of 8,000 to 10,000 tons capac
ity, each with a consort, so that one 
engine might pull to Cleveland, Ash
tabula or Erie 16,000 to 18,000 tons 
of ore. In 1855 it was estimated that 
30,000 tons of freight passed the can
al. In 1881 the tonnage had grown 
to 1,567,000 tons. In 1886 the en
larged locks carried 6,411,000 tons. In 
1901 the second enlargement, open 230 
days, carried over 25,000,000 tons,

three times the commerce of the Suez 
Canal, and six times that of Kiel. My 
thesis is this: The opening of the 
Sault Canal has been of the largest 
benefit to the whole United States of 
any single happening in its commer
cial or industrial history.

“The Lake Superior region, which 
this canal opened to commerce, is a 
great and wonderful country. It is 
full of romance and story. In a 
mineral sense there is nothing like it 
on the globe. Without the Lake Su
perior region indeed the United States 
could not hope to be an industrial 
nation. It would still be importing 
pig iron from Britain. As it is, it is 
the greatest iron and steel producing 
country in the world, a circumstance 
which has contributed more than any 
one thing to the wideness with which 
wealth and country are distributed 
among its people. The Canal at Sauk 
Ste. Marie belongs neither to a sec
tion nor a state. It belongs to the 
country, for every American citizen 
has, as an individual, profited through 
its existence.”

In widely reaching effect it is com
parable with our national freedom, be
cause every state in the Union has 
benefited by it. A long water haul 
is so enormously cheaper than a rail 
haul that the ability to ship large 
cargoes direct from Lake Superior 
ports, 1,200 to 1,500 miles, or even 
across the seas, has transformed the 
United States and changed her posi
tion among the nations. The grain 
of the Northwest now finds an East
ern or foreign market with surpris
ing ease. Flour goes direct from Du
luth to Liverpool. Many fields and 
millions of acres are now under plow 
in Dakota and the Canadian North
west as the result of the Canal. Bread 
is cheaper in Massachusetts than 
would otherwise be possible, and thus 
the Canal helps the happiness of the 
laboring man.

The lumber of Michigan, Wiscon
sin, Minnesota and now of Oregon 
and Washington has passed or is 
passing the Canal. Without this 
transport it would be impossible that 
the American people could be so 
comfortably housed, or that Ameri
can timber could have been sold 
abroad for our national wealth and 
supremacy. The copper of Michigan 
is the purest in the world. It is usa
ble for results not attempted with the 
product of other mines of other re
gions. It is sold all over the world, 
after passing the Canal.

It carries the telegraph, the tele
phone, the electric railway every
where. It is used in all the arts. The 
age of electricity is due to the canal. 
The iron of Michigan, the ores of un
exampled purity, have passed and are 
passing the Canal. Before this move
ment began the iron industries of 
America, chiefly engaged with the 
lean Pennsylvania ores, were having 
a fierce struggle for existence.

The Lake Superior ores are rich 
enough and varied enough to mix 
with the Pennsylvania ores, and have 
saved the iron and steel industry of 
Pennsylvania and so of America. The 
iron industry has the key of the com
mercial supremacy of the world. Be
fore the Canal we were dependent 
on the British Isles. Now we can un-

Right now, while you are laying plans 
for your holiday efforts, we want to 
reprint what we call our “platform” ad. 
We describe it this way because it 
shows exactly where we stand.

OUR No. 63
A typical Sundries Case for general use. We have special cases for 

every department.

A Case With a 
Conscience

You’ve heard a good deal of talk about show cases. 
Scores of manufacturers, through their representatives 
and advertising, have claimed that if you failed to buy 
their particular goods your store would deteriorate and 
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way you would buy a bill of goods—get the best value 
for your money.
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sary.
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We make a specialty of satisfaction.
We do not hesitate to say that we can deal with you more intelligently 
and more to your profit than anyone else.
Reason: W e’ve a reputation to maintain and are organized to 
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dersell the world. The Canal made 
Pittsburg the great city that it is to
day, it made cheap rails and possible 
railways, it made cheap tools, cheap 
wire, and has fenced the woodless 
prairies, made cheap nails and imple
ments of all kinds. It has sent out 
rides, shovels, hammers, reapers, brid
ges and rails all over the world. The 
American iron clad is the child of the 
Canal.

Kitchener went to Khartoum with 
the freight of the Canal. No English 
Company would agree to furnish the 
Albara bridge necessary for his ad
vance in less than, a year and a half. 
An American contractor set it up fin
ished in three months.

Carnegie builds libraries and re
wards heroic virtue with the fruits of 
a business impossible without the 
Canal. The coal of the South returns 
by the Canal to temper our winters 
and to drive our engines. Population 
is the child" of the Canal ,industry 
another: comfort another; education 
and philanthropy twins of the Canal; 
agriculture, manufactures, transporta
tion. world intercourse, commercial 
supremacy, and the world’s peace are 
the offerings of the Canal. The Canal 
has reduced the price of steel rails 
from $150 a ton to $26, and occasion
ally even less.

King Iron used to rule from an Eng
lish throne, now his throne is in 
America.

We are now the great creditor na
tion and, as such, have the greatest 
possible influence on the peace of the 
world.

On the authority of a Bishop of the 
English church, I assert that the Uni
ted States has now the greatest power 
for world peace of any nation or that 
any nation ever had. Our power is 
largely the result of this Canal. If 
any one knows of anything bigger in 
the history of civilization I should be 
glad to hear of it. What was the 
Colossus of Rhodes? What is the 
great pyramid? Where are the hang
ing gardens of Babylon? The big
gest thing on earth is known by its 
results and the biggest thing is the 
Sault Canal. But bigger than any
thing created is the Creator, and 
larger than anything conceived of is 
the mind that conceived it.

Who that celebrates this mighty 
triumph can forget the man who 
dreamed it and the man who made it? 
Governor Mason had it in his mind, 
but failed to bring it to pass. A great 
thought is next in honor to a great 
deed. We have Harvey, a hero of the 
first lock, here with us to-day. Let 
us not forget him here. General 
Weitzel, who built the first en
larged lock, was the officer who took 
possession of captured Richmond. 
Poe. whose name adorns the largest 
lock, was famous on many a stricken 
field. Both wrought themselves as 
well as their names into these locks, 
and both were capable of more. If 
the men whose genius made these 
locks, and those whose interests and 
ability urged on, expended and used 
them, were named together, it would 
prove that peace is greater than war, 
that commerce is the handmaid of 
peace, and if the men of the twentieth 
century outstrip those of the nine-

teenth who wrought this wonder, the 
race of giants must return.

Let me give you a few figures, and 
only a few, to show how the produc
tion of pig iron increased in the 
United States after this Canal came 
into being. For instance, in 1855 the 
total of pig iron production in the U.
S. was 700,159 gross tons. In 1864 it 
increased to 1,014,282.

1872 2,548,963 tons.
1879 2,74LS83 tons.
1880 3,835,191 tons.
1886 5,683,329 tons.
1889 7,603,642 tons.
1893 ” ,773,934 tons.
1901 15,878,354 tons.
1902 17,821,307 tons.
1903 18,009,262 tons.
1905 22,000,000 tons.

The total of pig iron made ii
Britain in 1904 was 8,562,658 gross 
tons.

It is an interesting commentary to 
be able to state as a fact that one 
single company in the United States, 
the U. S. Steel Corporation, produced 
in the year 1904 a greater steel ton
nage than was made in the whole of 
Great Britain.

The total amount of steel produced 
by the U. S. Steel Corporation last 
year was 9,167,960 tons, out of a total 
in the United States of 14,422,101 tons. 
Great Britain’s 1904 total production 
was 5.134,101 tons of steel, a little over 
half as much as the U. S. Steel Cor
poration product and a little over 
one-third as much as the whole Unit
ed States product.

lh a t shows the great advantage 
that this country has in the manufac
ture of iron and steel, since the en
tire steel making capacity of the 
U. S. Steel Corporation is exclusively 
from Lake Superior ores. Last year 
the United States produced more pig 
iron than Great Britain and Germany 
combined. There are plenty more 
very interesting figures for us to 
contemplate, but I fear I will tire you 
and so forbear. The increased mile
age in railroads in the United States 
since 1855 *s astonishing and worthy 
of comment, but time forbids.

I can not close without pointing 
out the fact that the freedom of the 
Canal is almost greater in its influ
ence than the Canal. This great wa
ter way is as free to the British flag 
as to our own, as are all the canals 
of the United States Government. 
The Canadians themselves have been 
as generous in allowing us the free 
use of their Canal on the other shore 
at all times and under all circum
stances as we could possibly desire 
them to be. They have set us an ex
ample of liberality and of good will 
that we must always profit by and be 
just as generous in return.

This vast land-locked sea, with all 
its tributaries, is free, and its freedom 
means this infinite result: The 
greatest addition to freedom since 
freedom came. And we who have 
seen its development, and have work
ed the forests and mines which have 
chiefly made its commerce, may pause 
in wonder that so few and so feeble 
a people living under so cold a sky 
should have been permitted to share 
so largely in changing the seat of em
pire and enlarging the happiness of 
the world. Peter White.

TH E BEAN CROP.

Comparison of the Yield of 1906 and 
1905.*

In endeavoring to make a compari
son of the crop of 1905 and its pros
pects with the crop of 1906 we have 
taken the comparison in its relation 
to the bean shippers, and the crop 
in general, rather than confining the 
difference to Michigan. So early 
in the year this becomes prac
tically a comparison of the ideas 
of this office and such information 
as we received from our correspond
ents with the actual outturn of 1905 
as it appears. Such a comparison is 
necessarily open to discussion, and 
we trust the members of this Asso
ciation will avail themselves of the 
opportunity and give their ideas also.

1. A consensus of reports receiv
ed this year from the different coun
ties in Michigan will show a good 
large increase in the acreage planted. 
So far it will also show a decrease 
in the yield per acre. Last year early 
in the season the prevailing opinion 
was that the acreage was fully 15 per 
cent, short, but that the extra heavy 
yield would more than make up the 
deficiency. Has this proven true or 
wasn’t there an increase? We think 
this year the two conditions about 
counterbalance.

2. The crop in Michigan at this 
time is from two to three weeks in 
advance of last year. The weather 
for harvesting has been perfect. The 
light crop of other grains has per
mitted the threshers to get into the 
beans earlier, too, and, as a conse
quence, new beans came onto the 
market with a rush, almost before the 
trade were ready to take them. Ship
pers were compelled to put buying 
prices down to a prohibitive point or 
get swamped. To-day we are paying 
for choice H. P. pea beans $1.32(0)1.35 
in the State. On February 14 last 
year we paid $1.58 for two cars, im
mediate shipment, and $1.56 for 
prompt— a difference of 24 cents per 
bushel. The comparison here is all in 
favor of the 1906 shipper, for the 
chances are much more favorable that 
he will not work against a steady de
cline of 20 cents in the market, as in 
the year passed. Michigan faces the 
new year with a goodly crop of nice 
quality, with few old beans and with 
her shippers more willing to work to
gether for a fair profit for all.

3- York State, next to Michigan, 
in this part of the country comes 
into the field with reports of a very 
satisfactory crop, better, many be
lieve, than last year’s. She is open
ing on a selling basis that will ena
ble her shippers to control their nat
ural and adjacent territory, although 
we do not look for a heavy offering 
of York State goods at prevailing 
values. Her farmers are well fixed, 
financially, and are rather inclined to 
unload more perishable crops and 
hold their beans for better prices. Last 
year she kept out of the market and 
Michigan shippers placed hundreds of 
cars in Eastern territory previous to 
the holidays. The last few months 
Eastern shippers have shown a dis
position to unload and at prices that
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were practically prohibitive to West
ern beans. It looks to us as though 
New York would carry over fully as 
large a per cent, of old beans as last 
year and, in addition, have a larger 
crop of new beans.

4. Wisconsin, so far as can be 
learned, has a good crop in prospect. 
Her beans, as usual, will be late, but 
with favorable weather xshe should 
harvest an average crop and be able 
to supply her customary territory.

5. California, always an aggressive 
factor in the extreme West, is the 
only state that is not positive of a 
first-class crop. Different sections tell 
different stories. We believe that 
California will turn out an average 
crop of white beans and be well able 
to care for her natural territory.

6. The foreign situation, including 
Canada and across the water, pre
sents rather a bearish front. Their 
local crops are reported good. Some 
markets, which in times past have 
drawn their supply from American 
growers, are asking for bids on white 
beans for prompt and October ship
ment. Other points are offering mar
row’s and brown Swedish beans at 
competitive prices on the Eastern 
market. This looks as if our bean 
exports would not be as heavy this 
year as last.

7. In summing up the situation 
we believe that the world’s crop of 
1906 will be of better quality and 
from 10 to 200 per cent, larger than 
the crop of 1905; that we are starting 
on a more favorable and profitable 
year for the shippers, and that condi
tions seem to point toward a stead
ier market. With a good demand we 
look for a prosperous year for the 
bean shippers of 1906.

If we may depart from our topic, 
let us ask if this comparison corre
sponds with your ideas? It looks to 
us as if there would be beans enough 
for all and a profit for all. Don’t 

I try to make yourselves believe that 
you can handle stock cheaper than 
your competitor and, in this belief, 
raise prices. He is sure to meet you 
or go above, and as long as it is a 
positive fact that this will be a re
sult, what has been gained? In talk
ing with many shippers over the State 
they tell us that their profits were 
not satisfactory last year. What is 
the reason? Is it not “We paid too 
much in order to get the beans.” We 
are glad this year to note that ship
pers in general have shown a dispo
sition to get together, to help one an
other on a basis of friendly competi
tion that would yield them a legiti
mate profit in their investments.

We trust that each and every one 
will keep the good work up, and in 
buying this year’s crop give your 
competitors the square deal, and 
thereby yourself, so that at the close 
of this season’s business the compari
son of profits will be in favor of 1906.

Of course every man understands 
that salvation is free until he stacks 
up against a church fair.

The minute a man accomplishes 
anything he is called a crank by those 
w’ho have failed.

Liquor improves with age. The 
longer you keep it the better it is for 
you.
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Extension to November 1st, 1906

E G G « 0 = S E E
Great Profit-Sharing, Co-Operative 

and Concentration Plan Offer
----------------------- TO— -------------------

R e t a i l  G r o c e r s
Positively the LAST SPECIAL OFFER This Year

WE PAY THE FREIGHT
From August 20th to November 1st, 1906, we will make the following

SPECIAL FREE OFFER:
With 10 Cases of EG G -O -SEE - - l Case FREE
With S y  Cases of EG G -O -SEE - - y2 Case FREE

W hile we realized that we were offering to the Retail Grocers a wonderfully attractive proposition and expected them to respond 
liberally, the purchases of E G G -O -S E E  have Been beyond our most sanguine expectations. Never before in the history of the 

Cereal Food Business have there been such interest shown and such unprecedented purchases made by Retail Grocers as there have 
been since the inauguration of this great plan.

This is a W onderful Indorsement of the EGG=0=SEE Square Dealing Policy
W e have been so greatly oversold that it has been impossible for us to make prompt deliveries to all who have desired to take 

advantage of this great opportunity to increase their profits. Therefore, in justice to the Retail Grocers, we are extending this 
F R E E  O F F E R  T O  R E T A IL  G R O C E R S  to N O V E M B E R  ist, 1906.

Since the inau gu ration ^  this great offer many Retail Grocers have discarded all other brands of Flaked W heat Food, realizing 

that E G G -O -S E E  is guaranteed to keep sound and salable, and to meet all the requirements of the Pure Food Law s of every State, 
and is the one brand upon which the Grocer absolutely takes no chances.

It is decidedly to your interest to concentrate your efforts upon E G G -O -SE E , rather than to divide your efforts, as well as
your profits, by attempting to market unprofitable brands of uncertain life and questionable value.

E G G -O -S E E  is the only brand of cereal food upon which you have an absolute guarantee, and all E G G -O -S E E  purchased 
before Novem ber 1st, 1906, will net you over 43 per cent, profit or $1.17 per case.

It is decidedly to your advantage to anticipate the number of cases you can sell before January ist, and place your order for 
this amount at once, as you will save 27c per case on all such purchases.

Send your order to us or to your jobber.

EGG-O-SEE CEREAL CO.
QUINCY, ILLINOIS
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TRAINING TH E BOY.

Lack of Fitness for Present Business 
Conditions.

It is a significant fact which con
fronts the business man of to-day, 
that the boy-mind is not found in 
a condition which is conducive to the 
ready understanding of his employer’s 
interests. Boys of to-day are not con
tent to labor against great odds in or
der to win the prize or reach the 
goal of their ambition. With a large 
majority of these boys the first ques
tion asked when seeking a position 
is: “ How much salary do I get?”

Notwithstanding the fact that there 
are many young men who are labor
ing for inferior wages, it is also true 
that when the real opportunity pre
sents itself the young man is very 
often found lacking in some very im- I 
portant detail of the requirements and 
very often one for which he might 
have been highly qualified had his in
clinations been allowed to run that 
way.

Two examples of recent occurrence 
came to my mind which may serve 
to bring this thought closer home. A 
young friend of mine was employed 
with a small publishing company 
whose promise for increase in capi
talization and output was good, but 
whose immediate requirements were 
of a limited amount of critical atten
tion on his part. The company had 
changed hands several times and fin
ally came under the management of 
a young man with brains and ability, 
and the publication at once took on a 
more interesting aspect and its scope 
was greatly increased. The business 
increased in leaps and bounds and the 
need of good system became more and 
more apparent, and in time such sys
tem was installed and placed in oper
ation.

Instead of attempting to master 
the new methods and maintain the 
system in its highest state of effi
ciency, his work was allowed to slip 
by in a slovenly manner. Blots on 
files and cards were carelessly 
smooched over; penmanship grew 
worse instead of less careless and 
then a growing indifference on the 
part of the boy himself and lastly ir
regularity of hours, which finally, 
much to his surprise, caused him to 
lose his position at the very time 
when his hopes should have been real
ized.

Lack of attention to details, a study 
of requirements and a manly deter
mination to meet the new obstacles 
forced this young man to retreat to 
the ranks of the common workmen, 
the unskilled class, while a little ener
gy on his part would easily have plac
ed him at the edge of the army of 
specialists whose existence caused the 
world to move with greater precision 
than ever before.

The other case was of a young 
man whose school career was cut 
short by a desire to mingle with the 
business world and while not ac
companied— as is often the case— with 
a desire to crawl away from books 
and learning, his desires for the real, 
practical things in life were upper
most. His mind naturally ran to me
chanical engineering feats and his 
first position was with a contractor

building army barracks. His spare 
moments were given over to the in
tricacies of the surveyor’s instru
ments and he had before many weeks 
been assigned to some small task in 
connection with this staff. His “raise,” 
as he has always called it, in spite of 
the fact that it did not carry with 
it an increase in salary, gave him am
ple opportunity to get nearer the real 
machinery of operations and he soon 
learned how to bank fires in the don
key engine, operate the hoisting en
gine and estimate the number of brick 
to be used in a given piece of wall.

In this manner he soon acquired a 
keen insight into the nature of the 
contracting business and won for him
self a permanent place in the minds 
of the contractors. At the expiration 
of the contract he sought new fields, 
believing that his opportunity had not 
yet arrived, and the next we heard of 
him was in Central America in the 
employ of a large refining company 
there, at whose hands he rose rapidly 
to a position of trust and was con
sidered one of the best all-around 
men on the plant. Owing to sick
ness, however, he was obliged to de
sert this country and returned to the 
United States. Again in search of em
ployment, he started at the merely 
nominal salary of ten dollars a week, 
and has steadily worked himself up 
to a position where his pay is many 
times that of his first week’s salary, 
and where he assumes control of as 
many departments as he formerly 
visited in the course of a day.

These two cases only go to show 
the possibilities which every young 
man has before him, and that while 
they in no sense refer to the shoe 
business, it is equally as true that the 
possibilities are there, too, for the boy 
who will try. Many a clerk gets the 
insane desire to travel on the road, 
and in the pursuit of such opportunity 
he neglects the near-by chances which 
are open to him every day. I would 
not in any sense belittle the oppor
tunities which are open .to men of tact 
and energy to build for themselves 
a good position as traveling represen
tative, but I do know that many a 
boy loses good opportunities from the 
fact that he is not willing to make 
the best of the opportunity he has 
before him.

It is persistency in little things that 
help to get the big things. In a num
ber of cases it will be found that men 
who have made the success in the 
shoe business were as boys close stu
dents of trade literature, window trim
ming and advertising books, and that 
they left no stone unturned to im
prove their opportunity.

I know of a certain case, where I 
recently went into a large shoe store, 
an utter stranger, and by mistake I 
entered the wrong department. I was 
approached, however, by a young man 
of very pleasant bearing who soon 
apprised me of the fact that I was 
“in wrong,” but I was very quick to 
notice that before I had left the de
partment I had made a close examin
ation of a number of styles contained 
therein, all of which had been very 
agreeably discussed by the clerk in 
question. I felt right then and there 
that the clerk was going to make a 
success, a fact which has in a small

measure been substantiated at this 
time.

I know' of another store at which 
I called in search of a particular style 
of shoe, one which is very rarely car- | 
ried in stock by many houses, that is, 
what is known as a straight last, an 
old fashioned style which is very lit- | 
tie sought after except by people who 
are old or old fashioned in ideas. It 
was painfully apparent the minute I 
mentioned such a shoe that it was 
not in stock and instead of politely 
advising me of the fact, this young 
clerk attempted to convince me that 
another shoe which he had would an
swer the purpose just as well, and 

I instead of getting my ideas on the 
| matter he immediately attempted to 
| force an undesirable style upon me.
I His manner of attack and lack of dis
cretion showed inability to handle 

j difficult problems. I  immediately set 
this young man down in my mind as 
a failure, and I was not surprised to I 

! learn a few weeks later that he had 
resigned his position. Very naturally, 
he thought that the firm was at fault, 
and on the contrary, if he had been i 

| honest and fair minded with himself, 
i he would have analyzed his own im- j 
j portance in the case, and I would I 
; have found that his efficiency as a 
! salesman was not complete. It is not 
j so much what we do as the way we do | 
| it that counts in this world, and only 
the man of energy and untiring 
energy will get the reward. It may 
often seem that some one who has 
apparently made no attempt to secure 
certain opportunities has obtained a 
little the better of the bargain, but if I 
he has in a way been promoted to a 
position which he is not competent to 
fill, time will soon discover it and his 
retirement will be all the more com
plete.

There is not much gained in this 
world except by good hard labor and 
by the use of every ounce of brains 
which we possess. The only kind of 
a boy that counts to-day is the kind 
of a boy that gets up and “does some
thing.”— Shoe and Leather World.

Comparison of Michigan and Wyom
ing Business Methods.

Laramie, Wyoming, Sept. 15— Mer
chants of Michigan, be thankful that 
you are doing business in the good 
old Wolverine State. Out here in 
Laramie, on the backbone of the 
American continent, the retail trade 
is not so fortunate as it is in the terri
tory covered by the Tradesman; also 
there is no Tradesman.

Here the traveling man cometh not 
so frequently and the man who pays 
the freight gets it in the neck, so to 
speak.

Running a dry goods or shoe store 
out here is not such a tough propo
sition, but the line of goods carried 
by the average Western store would 
excite the Easterner to unholy mirth. 
An Eastern shoe store, for instance, 
might have at the most two or three 
pairs of those heavy laced prospect
or’s boots in the display window. Out 
here the display is made up mostly 
of boots of this character. A few 
pairs of patent leather shoes, pro
claiming their cheapness by the un
naturally brilliant polish, are shown 
along with some calf and vici kid

shoes of last spring’s style. There 
are also a great many long boots 
for the cow punchers. The cow 
puncher, as we of the East know him, 
is mostly a myth. I have been in the 
West now three weeks and have seen 
but one pair of chapps (those furry 
overalls without any seat in them). 
The cowboy does try to dress accord- 
ig to Hoyle or, rather, Remington, 
when it comes to boots. And of these 
the dealers carry a great line. Some 
of them are fine stock— too fine for 
the rough ranch life—but the cow 
punchers wear them just the same. 
They have high heels (supposedly to 
keep the feet in the stirrups) and long 
tops, which are hidden from sight by 
the pants legs.

The rough prospector’s boot is 
worn a great deal by sheep herders, 
miners and farmers. It is shown in 
a variety of grades and styles and 
shades of tan. There are also many 
black ones in evidence.

As before stated, the light grades 
of shoes are, in the main, hopelessly 
out of style in the smaller towns. 
The people who know send to the 
larger towns for their fine footwear.

The window displays in the cloth
ing stores show broad brimmed felt 
hats, selling from $1.50 up to the best 
Stetsons. There is an endless va
riety of shapes and shades, but all are 
unmistakably Western and what the 
popular Eastern conception of what 
a cowboy hat should be. Red shirts 
are not featured very strongly in the 
Eastern shop windows; but they are 
here. They are not worn as much as 
they formerly were, however, the 
Westerner growing more safe and 
sane in his dress, as well as his gun 
play. All in all, however, the West
ern show window bears quite a re
semblance to the property room of a 
Wild West show.

In the grocery and meat trade the 
Westerner handles more money and 
gets bigger prices for what he sells 
than does his Eastern brother, but he 
does not make any more money. He 
has to pay more for his stuff and, 
consequently, must get more for it. 
Watermelons, for instance, he sells 
by the pound, the average melon run
ning in the neighborhood of $1.50. 
Cabbage he also sells by the pound, 
as^he does apples and tomatoes. The 
groceryman sells bananas for 35 cents 
a dozen. The meat dealer gets about 
the same price for his meats as does 
his Eastern brother in spite of the 
fact that here in Laramie he is in 
the center of the cow country.

Taken all in all. Michigan mer
chants should be thankful that they 
are not doing business in the West. 
T mean the West that has had the 
first bloom brushed off and that is 
in the hands of a class of people be
tween pioneers and settled inhabi
tants. Glenn A. Sovacool.

A woman always feels that Fate 
is unkind to her if the poor man she 
refuses to marry turns around and 
makes a fortune.

If you go about it right, a quarter 
will make as much noise dropping in
to the collection plate as a five-dollar 
gold piece.
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Invitation
Lyon Brothers, 246-252 E. Madison St., Chicago, 

111., the largest Wholesale General Merchandise 
House in the world, are anxious to increase their busi
ness with the readers of this paper.

Realizing, after looking through our list, that our 
readers are the most representative merchants in the 
States of Michigan, Indiana and Ohio, they respect
fully urge you, when visiting the Chicago market, to 
call on Lyon Brothers, as they have a special propo
sition to offer which is of a nature that cannot be 
explained in type.

No dealer should visit the Chicago market with
out first calling on Lyon Brothers, as their proposition 
means much to him.

Drop them a line for their complete Fall and 
Winter Catalogue, showing the best line of Toys and 
Holiday Goods, as well as General Merchandise of all 
descriptions. Just from the press.

When writing mention the “Michigan Trades
man,” and ask for C A T A L O G U E  No M 463.
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utter Eggs

Butter Coloration Conceals No Dam
age.

The so-called pure food law which 
will go into effect January I classes 
as adulterated and prohibits inter
state commerce in any food “if it be 
mixed, colored, powdered, coated or 
stained in a manner whereby damage 
or inferiority is concealed.” Also "if 
it contain any added poisonous or 
other deleterious ingredient which 
may render such article injurious to 
health.”

There can be no just or legal pro
hibition of coloring butter under these 
provisions. The coloration conceals 
no damage or inferiority and it is 
clear that the addition of harmless 
coloring could not “render the article 
injurious to health.” Consequently it 
would seem that the use of harmless 
coloring can not legally be prohibit
ed by any rules or regulations made 
to carry out the provisions of the 
law. Furthermore, and most impor
tant, coloring of butter is specifically 
permitted by statute.

But there is no question that the 
commissioners named to formulate 
rules and regulations for carrying in
to effect the provisions of the law 
would have legal grounds for prohib
iting the use of colors that are not 
known to be harmless as used for the 
purpose intended. For, strictly speak
ing, if an ingredient is not known to 
be harmless it may be injurious.

The Commission has a delicate task 
to perform and one for which it is 
difficult to formulate any general prin
ciple as an infallible guide. We could 
hardly advocate the permission of in
gredients of known and violent pois
onous character— such as arsenic, for 
example—even in minute quantities; 
and yet it seems absurd that minute 
quantities of commonly used sub
stances should be prohibited when it 
is known that much larger quantities 
than needed may be taken without 
apparent effect, even if it is true that 
in excessively large doses injury fol
lows. For if this policy were pur
sued to its extreme it would necessi
tate the prohibition of flavoring ex
tracts, and even of tea, coffee, alcohol, 
tobacco, etc.

Under the law the Departments of 
Treasury, Agriculture and Commerce 
and Labor must unite to make uni
form rules and regulations, and it is 
the Commission representing these 
departments that is now in session 
in this city. This Commission will 
formulate general rules as to what 
coloring materials shall be permissi
ble, but it would seem that the final 
judgment as to whether they may in 
fact render the food product injuri
ous must be determined by the courts, 
although it is probable that the rul
ings of the Commission will be given 
much weight by the courts.

It is to be hoped that these rulings 
may be so made that legitimate trade 
interests shall not be unnecessarily 
injured through a useless excess of 
caution.

Probably the butter trade would 
not be seriously injured if the permis
sible colors were limited to those of 
vegetable origin; for in Denmark only 
such colors are now used, although 
there is no legal prohibition of min
eral coloring; and we know of no se
rious difficulty there in using the veg
etable product. But whatever action 
the creamery interests may take in 
conforming to a popular prejudice, it 
seems absurd and unjust to prohibit 
by law a whole class of coloring 
agents which have been freely used 
as intended without any evidence of 
harmful results, unless there is rea
son to believe that the use of such 
substances is really harmful in spite 
of the common evidence to the con
trary.— N. Y. Produce Review.

What Is a -Cheddar Cheese?
The question of “what is a cheddar 

cheese?” may seem rather queer to 
our dealers and most of the makers 
of American cheese; yet it is a ques
tion open for discussion owing to the 
way of making up the cheddar curd 
into a multitude of shapes with other 
names.

Originally the cheese wrere made 
weighing 100 lbs. or more, but now 
virtually any cheese weighing from
40 lbs. and up is accepted in trade as
“cheddar,” provided the proportions
are 15 l/> inches in diameter to 12
inches high. On1 our market it is
60 lbs. and up. Perhaps the true
average weight may be placed as be
ing 70 lbs.

Professor Sheldon in his book Dairy 
Farming, claims that “the size and 
shape of a cheddar cheese are not 
matters of importance. The impres
sion shared by many persons that it 
must necessarily be large is a mistake 
and probably arises from the fact that 
originally the cheese under the ched
dar system were cylindrical in shape 
and weighed 100 lbs. or more. Cheese 
made by this system whether ‘truckle’ 
shape, flat or deep, or whether of 10 
lbs. or (oo lbs. weight, are ‘ched- 
dars.’ ”

This seems to us good common 
sense and the method of mlakjng, 
rather than the shape, should decide 
the class into which it goes; and if 
that is done there are but few true 
Cheddars made here now and the word 
“American” cheese or “American 
cheddar” cheese should be used to 
designate our modification of the 
English cheddar cheese.

We do not write this to cause any 
disturbance in our trade practices, 
but to point out, as we have done be
fore, the absurdity of giving premiums 
for various shapes of the same cheese, 
as is now done at our conventions and 
shows.

Under the present system one mak
er may take four or five first premi
ums on curd, made up from the same 
vat of milk into cheddars, flats, Yout-g 
Americas, daisies, longhorns, Stilton 
shaped, etc., etc.

Why not confine the makers to ex
hibiting only one cheese of the same 
kind irrespective of shape? If this is 
done the premiums would be better 
distributed.

Better still would be to give five or 
six different premiums to the one 
class “American” cheese and allow 
only one entry from each factory.

Why Not Sell Direct
Your BUTTER, EGGS, V E A L , POULTRY, ETC? No cartage, no 
commission, quick returns. If you once begin shipping us you 
will continue.

WESTERN BEEF AND PROVISION CO.
71 Canal S t ., Grand Rapids, Mich.

= N E W  CH EESE=
“Warner’s Cheese”

B E S T  B Y  T E S T
Manufactured and sold by

FRED M. WARNER, Farm ington, Mich.

Butter, Eggs, Potatoes and Beans
I am in the market all the time and will give you highest prices 

and qnick returns. Send me all your shipments.

R. HIRT. JR.. DETROIT. MICH.

Egg Cases and Egg Case Fillers
Constantly on hand, a large supply of Egg Cases and Fillers, Sawed whitewood 
and veneer basswood cases. Carload lots, mixed car lots or quantities to suit pur
chaser. We manufacture every kind of fillers known to the trade, and sell same in 
mixed cars or lesser quantities to suit purchaser. Also Excelsior, Nails and Flats 
constantly in stock. Prompt shipment and courteous treatment. Warehouses and 
factory on Grand River, Eaton Rapids, Michigan. Address

L  J. SMITH & C O ., E aton Rapid«, Mich. 

ESTABLISHED 1876

S E E D S
TIMOTHY, CLOVER, RED TOP, ORCHARD GRASS  

L et us have your orders. F ill same promptly.

M O S E L E Y  B R O S ., WHOLESALE d e a l e r s  a n d  s h i p p e r s  
Office and Warehouse Second Ave. and Railroad.

BOTH PHONES 1 2 1 7  GRAND RAPIDS, MICH.

Order Sell
. Noiseless Tip Matches

ButterPineapples
Messina Lemons Eggs

Cheese Produce toGolden Niagara Canned Goods of

C. D. CRITTENDEN, Grand Rapids, Mich.
Both Phones 1300 3 N. Ionia St.

Clover and Timothy
All orders filled promptly at market value.

ALFRED d- BROWN SEED  CO., GRAND RAPIDS, MICH- 
OTTAWA AND LOUIS STREETS

Redland Navel O ranges
We are sole agents and distributors of Golden Flower and 
Golden Gate Brands. The finest navel oranges grown in 
California. Sweet, heavy, juicy, well colored fancy pack.
A trial order will convince. ,

THE VINKEMULDER COMPANY
14-li Ottawa St ORAND RAPIDS, MICH.
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There is a similar but not as bad 

mistake made in butter exhibits when 
a maker may take two first class pre- 
minums on butter in a tub and in 
prints made from the same churning. 
— New York Produce Review.

Poultry Experiments.
The Maine Experiment Station has 

for some years been engaged upon 
a series of investigations having for 
their main object the increased pro
ductiveness of the hen. These inves
tigations have been directed chiefly 
to methods of breeding, housing and 
feeding, although many other prob
lems have also received attention. The 
station plant now consists of three 
houses for laying and breeding hens, 
with accommodations for 1,000 birds; 
an incubator house; and portable 
brooder houses with a combined ca
pacity of 2,000 chicks.

A large commercial poultry plant 
has recently been established at 
Orono, in which the plan of houses 
and methods of handling and feeding 
advocated by the station have been 
quite closely followed, while several 
new and labor saving devices have 
been introduced. By an arrangement 
with its owner the station is permit
ted to study the practical application 
of many of its own findings on an ex
tensive, intensive business plant.

In Bulletin 130, just issued by the 
Maine station, is given a description 
of the poultry, brooder and incubator 
houses of the station, and also of the 
commercial plant mentioned above. 
Methods for the selection of breeding 
stock, detailed accounts of methods of 
feeding chickens and experiments up
on the fertility of eggs are also given.

Packers Doing Business Abroad.
Notwithstanding the hysteria that 

has been running riot since Upton 
Sinclair gained his unenviable no
toriety, the packers are still doing 
business at the “same old stand.” Be
fore the facts could be ascertained it 
was but natural for the foreigner to 
do all he could to discredit American 
meats, and he did it, but the higher 
prices of foreign meats and the results 
of investigations showing that even 
the most careful of foreign packers 
handled their output with less care 
than the worst of the American out
put has quickly returned the trade to 
the American packer. The July ship
ments of packing-house products 
from Chicago amounted to 203,252,030 
pounds, in contrast with 102,490,724 in 
July, 1905, and 136,660,716 in 1904. 
During the first seven months of the 
present year similar shipments ag
gregated 1,675,436,262 pounds, nearly 
300,000,000 in excess of corresponding 
movements in 1905, and over 250,000,- 
000 greater than in 1904.

The domestic trade is also rapidly 
returning to its normal condition.

Joke on a Woman’s Heirs.
There is such a thing as carrying a 

joke too far. Six years ago an Eng
lish woman who was -traveling in 
Canada deposited in the vaults of a I 
Toronto trust company a parcel care-1 
fully bound and secured with a num
ber of imposing seals. It was under
stood that the parcel contained jewels 
of great value and therefore it was 
guarded with zealous care.

A few weeks ago the English wom
an died and in a clause in her will 
made mention of the deposit in trust 
in Toronto. After due process of 
law it was ordered that the seals be 
broken in the Canadian city. Heirs 
in the old land and one in a far dis
tant point in Canada sent their re
spective lawyers to be present at the 
opening of the valuable package. O11 
the day appointed the lawyers as
sembled in a private office of the 
trust company. Here is a corres
pondent’s description of the scene 
that followed:

“Red seals on the outside of the 
bundle were first broken, then an ar
ray of green colored seals was en
countered. After this wrapping came 
fold after fold of paper. Then the 
lawyers saw an oblong pasteboard 
box, also carefully sealed. The ex
citement was almost intense. Beads 
of perspiration stood out on the 
learned brows of the privileged few 
present. With the unfolding of each 
successive wrapping around the box 
they expected to see the glitter of 
gold and the luster of diamonds. At 
last with nervous fingers it was 
opened; the treasure seemed near at 
hand. Two more folds of paper were 
undone and several pair of legal 
eyes saw an innocent and faded pair 
of corsets.”

Nothing is known of the motive 
for leaving the faded pair of corsets 
in a deposit vault.

Roast Beef Labels to Stand.
Throughout the civilized world 

there has grown an appetite for canned 
roast beef as prepared by the Ameri
can packers. This fact has become 
known to packers in other parts of 
the world, and these foreign packers 
are putting up cans of beef prepared 
in about the same way as that pre
pared by the American packer. The 
American packer must, therefore, to 
retain this trade, still label his output 
“Roast Beef” and has secured the per
mission of the Agricultural Depart
ment to so label it, although in the 
preparation the meat is not really 
roasted.

The method of preparing this can
ned roast beef is to parboil the meat 
fifteen minutes and then put it in cans 
and steam it for three hours. Mr. 
Wilson stated that beef prepared in 
this way might bear the label “Roast 
Beef,” but the label must explain how
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the meat is prepared. This is re
ported entirely satisfactory to the 
packers.

Department Hesitates Over Foreign 
Meats.

The Department of Agriculture 
finds difficulty in applying the new 
meat law to importations of foreign 
meats. There is no doubt about the 
law allowing the sale of imported 
meats in the states that have ports of 
entry, but the law forbids railroads 
and other carriers to transport meat 
and meat food products that have not 
been labeled and passed by Inspectors. 
The law does not forbid the impor
tation of such goods.

There are many products, such as 
gelatine, mortadella, meat extract' 
and imported sausages which will 
evidently be affected by this law. 
The point to decide is whether there 
can be any interstate traffic in any 
such goods already imported, or to be 
imported, when the law goes into ef
fect October 1, 1906. No intimation 
is yet given as to the probable de
cision.

Record Price for Orchids.
The highest price ever paid for 

any orchid was paid in March of this 
year at an auction sale in London for 
a heavily marked form of odontoglas- 
sum—$6,035— and hut for a small 
plant! It has enormous heavy blotches 
of chocolate brown on each segment 
of the flower, occupying approximate
ly one-half the area.

To-morrow never comes—that is, 
unless you have a note to meet.

Hocking Dry M easures
(Bottomless)

F o r filling paper bags. Saves 
handling vegetables tw ice.
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quantities.

Order of your home jobber
or

W. C. Hocking & Co. 
Chicago
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H. ELHER flOSELEY & CO.
504, 506, 508 W m. Alden Sm ith Bldg. 

GRAND RAPIDS, MICH.

You don’t have to explain, apol
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WalterBaker&Co’s

& Cocoa
They are a b s o lu te ly  p u re  
—free from coloring matter, 
chemical solvents or adul
terants of any kind, and 
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National and State Pure 
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shipments.
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PRODUCE COMMISSION
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MICHIGAN FAIRS.

Early Struggles for Existence Mark
ed by Hardship.

W ritten  fo r th e  T radesm an .
The wonderful financial success

nat has attended the Michigan State 
Agricultural Association, which has 
just closed its annual exhibit at De
troit, and the corresponding success 
of the West Michigan State Fair at 
Grand Rapids, also just closed, when 
compared with the State Fairs in De
troit away back in the 50's, shows a 
gratifying contrast worthy of a page 
in history. The early history and 
struggles for existence of both these 
Associations were participated in by 
the writer, and I propose to give a 
short history of each, which 1 hope 
will interest the readers of the 
Tradesman:

Andrew Moore, of Schoolcraft, 
was President of the Association, and 
R. F. Johnstone, editor of the Mich
igan Farmer, was Secretary at the 
time of which I write. I think Mr. 
Moore was its first President. The 
hairs were held at the Hamtramck 
Race Course. The comparatively 
few exhibitors were principally from 
the northern and central tiers of 
counties and the counties west of 
and adjoining Wayne county. I can 
not recall the exact year of the resig
nation of Mr. Moore as President and 
Mr. Johnstone as Secretary. They 
had both been ardent and active pro
moters of the Society from its in
fancy, but declined a re-election. At 
the election James B. Crippen, of 
Coldvvater, was elected President, Mr. 
Holmes, whose first name I have for
gotten, was elected Secretary, with 
Benjamin Follett, of Ypsilanti, Treas
urer. Western Michigan having no 
representative on the Executive Com
mittee, the writer, then a resident of 
Grand Rapids and President of the 
Kent County Agricultural Society, 
was chosen a member of that Com
mittee.

The exhibition just closed had been 
a financial failure. The weather had 
been unfavorable— cold and stormy 
three entire days— consequently the 
attendance had been small and the 
receipts light. In those early days 
there was no such things as an 
Auditing Committee on the ground 
to pay expenses and premiums on 
the last day of the Fair, as was the 
case this year of our Lord, 1906, at 
Detroit, but both Committees, the 
new and the old, met together for a 
settlement, and the new Committee 
were not surprised at finding an ele
phant on their hands in the shape of 
a shortage to pay expenses and pre
miums of $1,000. The old Commit
tee were a majority for scaling down 
the premiums to meet the shortage. 
Upon this suicidal proposition the 
new Committee sat down with an 
emphatic thud, when our new Treas
urer, the late Benjamin Follett, vol
unteered to loan the new Commit
tee the $1,000 needed. A note was 
drawn up and signed by every mem
ber of the new Committee and every 
dollar of indebtedness as to expenses 
and premiums was paid in full. It has 
always been a source of great satis
faction to me that I was one of that 
little band to save the Michigan

State Agricultural Society from the 
disgrace of repudiation.

Every member of that Committee 
except myself has crossed the Dark 
River to the Great Unknown Be
yond.

T he time passed until the Secre
tary s call for a meeting of the Ex
ecutive Committee in June to make 
the necessary arrangements for the 
State hair to be held in September. 
Every member of the Committee was 
in his place, inspired with a full de
termination to make the coming 
meeting a success. The premium list 
was thoroughly overhauled and en
larged. It had always been the cus
tom to engage some distinguished 
practical man to make an address 
to the people on the day of the elec
tion of officers for the following 
year. The late Hon. Charles E. 
Stewart had most eloquently filled 
the place on a former occasion. This 
year the Committee decided to get 
some one outside the State 
for orator, as more likely to draw 
out the crowd. At this time Parson 
Brownlow, of Knoxville, Tennessee, 
was in the zenith of his martyrdom 
at the hands of Southern Fire-eaters 
for his outspoken newspaper denun
ciation of the twin evils, whisky- 
drinking and slavery. He had been 
mobbed, his newspaper suppressed 
and his office destroyed. He was the 
man of all others most in the eye 
of the people of Michigan, and it 
was unanimously decided to give him 
an invitation. One member of the 
Committee asked how we knew that 
Mr. Brownlow would or could say 
anything practical to the farmers of 
Michigan. To this our President, 
Mr. Crippen, promptly replied: 
“What do we care what he says or 
how he says it? He will draw.” This 
ended the discussion. Our Secretary 
was directed to write to Mr. Brown
low. He accepted the invitation, 
provided the Committee could send 
money for his expenses. This, in due 
time, was sent to him, I think by 
Mr. Crippen out of his private 
pocket.

There remains but little more to 
chronicle of that year’s history of 
the Michigan State Agricultural So
ciety. Its financial success, as re
corded below, placed the Society up
on a sure footing, which it has ever 
since maintained.

The second week in September the 
Fair opened with everything in its 
favor. The weather was favorable, 
the arrangements were complete, the 
exhibits in all branches far beyond 
those of any former year. The day 
set apart for the oration was a rec
ord breaker. The Detroit papers had 
given early and extended notice of 
the day upon which Mr. Brownlow 
would address the Society and many 
people from all over the State came 
iong distances especially to hear the 
persecuted Southern orator. Mr. 
Brownlow came on the opening day, 
and was the guest of the late Hon.’ 
Philo Parsons. His oration was 
unique in character, some of it very 
practical, but he could not refrain 
from breaking out in severest invec
tive against his Southern persecu
tors, the politicians who, he declared, 
were at that moment plotting the dis-
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memberment of the Union. The ex
hibition closed a financial success, the 
Treasurers report showing money on 
hand sufficient to cancel all indebted
ness, premiums and expenses, and 
leave a balance in the Treasurer’s 
hands.

The history and progress of agri
culture and the kindred arts have 
been quite as marked in the interval 
between 1852 and 1906 in the western 
as in the eastern district of Michigan, 
to which the exhibition just closed 
in Grand Rapids, the second city in 
Michigan, bears ample testimony.

I have mentioned the writer’s con 
nection with the Kent County Agri
cultural Society at that early day, 
and will add that the officers and 
Executive Committee were confront
ed with the same financial condi
tions, on a smaller scale, that existed 
in the State Society, to-wit, a de
pleted treasury and discouraged pro
moters. All previous Fairs had been 
conducted in open fields, without 
proper barriers to guard against per
sons who would scale the rail fences, 
in spite of the guard, to save ten 
cents entrance fee. After becoming 
incorporated the first business trans
acted was to provide against this 
leak in our legitimate resources. A 
resolution was adopted to lease and 
properly fence permanent grounds 
for our yearly exhibitions. What is 
now known as Ellsworth Addition to 
the city of Grand Rapids was then 
an open field, bounded on the south 
by the residence and grounds of the 
late John McConnell. This was an 
ideal location for our Fair if it 
could be obtained. Diagonally across 
the field there meandered a never- 
failing spring brook on its way to 
join the River Grand. The writer, 
in his official capacity, was ask
ed to correspond with Mr. Ells
worth, requesting the privilege of 
fencing and using a part of the prem
ises for the use of our Society until 
such time as he had further use for 
it. Permission was promptly grant
ed, with many good wishes for the 
success of our Society and the eleva
tion of agricultural pursuits, in which 
he felt greatly interested. (Mr. Ells
worth was at that time United 
States Commissioner of Patents at 
Washington.) The next proposition 
was how to raise the means for fenc
ing about four acres of the tract and 
providing temporary buildings for 
our use. It was proposed to issue 
life membership tickets at $10 each, 
and from this source we realized 
$120, which, at the low price of pine 
lumber at that time (only $5 per M), 
gave us a good start, but at present 
prices for the same quality of lumber 
$120 would have been but a drop in 
the bucket. We contracted with 
William T. Powers for the lumber 
and oak posts, and hired the fence 
built and gates made by the day. 
Every member of the Committee 
was a hustler and every citizen bade 
us Godspeed.

On the date set for our Fair our 
preparations were completed— the 
grounds fenced and temporary sheds 
and other buildings in place. The 
Hon. Charles E. Stewart, of Kalama
zoo, was the orator of the day. The 
city band and tiyp military com-- ,

panies, in command of Captains Cof- 
finbury and Borden, were out in full 
force. The weather was propitious, 
the attendance every day was large 
and a full measure of financial success 
crowned our first Fair on our new 
grounds. In his address Mr. Stewart 
was very earnest in urging the So
ciety to buy and own its own 
grounds. In spurring us on he clearly 
outlined what actually happened a 
few years later. He said that the 
grounds would be wanted for meet
ings of the State Agricultural So
ciety or for a separate West Michi
gan Association. In a private con
versation with the writer he used 
language almost prophetic in asking 
me to press his advice upon the con
sideration of the Executive Commit
tee. Mr. Stewart was a firm be
liever in the future of Grand Rapids. 
In pursuance of this counsel a Com
mittee was appointed to receive pro
posals from parties having suitable 
land for sale in parcels not less than 
twenty acres. Several parcels were 
offered. Among others the present 
location south of the city owned 
by the late Jake Winsor was consid- 

red the best and was bought by the 
Society and used by them until in
terrupted by the troublous times of 
the breaking out of the great re
bellion, which suspended the So
ciety s operations, and the title pass
ed into the possession of the West 
Michigan Agricultural Association.

From this bit of early Kent county 
history it will readily be seen that 
the early struggles of the Kent Coun
ty Agricultural Society sowed the 
seed from which sprang the germs 
that in the fullness of time ripened 
into the dignity and importance of 
the West Michigan Agricultural As
sociation. W. S. H. Welton.
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The Man Who Does It All. 
Many a man forms habits in the 

early years of a business which later 
prove fetters on his growth.

In starting a small store the owner 
must do it all. His helpers are few 
and inefficiont. He finds that only 
the things he does himself are well 
done.

Eager to make the store a success 
he works long hours, is everywhere 
1,1 d does everything, attends to buy- 
ing, selling, window trimming, stock 

eeping. advertising, book-keeping. 
When the time comes that the busi
ness demands more help, the fact that 
he finds he can do each of these 
things better than any one he can 
hire seems proof that he must con
tinue to do it all.

Up to a certain point this is all 
right, but beyond that point the head 
must learn to do things through oth
ers or he stops the growth of his 
own business.

Organization is simply using others 
to multiply one’s own efforts— not 
that he may take it easier but that he 
may accomplish more. In a proper 
organization the man at the center 
of things can, with moderate effort, 
achieve more than a do-it-all man can 
by straining himself to the utmost.

The penalty of taking all responsi
bility on your own shoulders— of re
quiring people to refer every petty 
detail to you— is that your employes

remain business boys in place of be
coming business men. They do not 
grow. When you want to put re
sponsibility on them, you can not be
cause you have taught them to lean 
on you.

The responsible head of any busi
ness must, of course, keep in touch 
with all parts of that business, so 
nothing can go more than a little 
wrong without his knowing it. But 
“keeping in touch” docs not mean do
ing all the details yourself or having 
a finger in every transaction. Train 
your people properly, accustom the 
tried and true ones to responsibility, 
and you will not only be able to keep 
in touch, but will get very much 
more power out of the machine than 
if you had persisted in doing it all.

It is pitiful to see a big business.

as one sometimes will, in charge of a 
really able man who has tarried too 
long in the do-it-all stage, w)ho has 
failed to broaden with the business 
and who still insists that not one 
step be taken without his personal 
G. K.

Such a concern can prosper only 
by the man at the head of it putting 
into the business an amount of nerv
ous energy which would have carried 
it twice as far had he supplemented 
himself by proper organization.

Some day the limits of his ability 
to stretch will be reached. Then 
disaster to the business or to him.

If you are ambitious to make your 
business really great, be careful you 
don’t form the do-it-all habit.— Butler 
Bros. Drummer.

I am handling S. B. & A. Candies, my 
trade is increasing every day.

More than one merchant has made that remark 
to us in the last year.

Sure!
That s why your trade is growing.

Clear as w ater to us.

Straub Bros. & Amlotte
T raverse C ity , M ich.
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REPR ESEN TATIVE RETAILERS.

S. A. Watt, the Veteran Saranac Mer
chant.

Samuel A. Watt was born in Car
rollton, Ohio, Dec. 13, 1845, being 
the youngest of seven children. His 
antecedents were Scotch-Irish, his 
father having been a Scotchman, 
while his mother was of Irish ex
traction. At the time of his birth 
his father was serving Carroll county 
in the capacity of Sheriff, but eight 
years later he removed to Mansfield, 
Ohio, and engaged in the mercantile 
business. The family removed to 
Findlay, where the Senior Watt re
engaged in business, dying in 1861. 
Mr. Watt thereupon left the family 
circle in 1863 and went to Indianapo
lis, Ind., where he was employed for 
two years during the war by D. F. 
Frazell, official sutler of Camp Burn
side, under command of General A. 
A. Stevens, now of this city. In 1866 
Mr. Watt removed to Saranac, where 
he re-entered the employ of Mr. Fra
zell as book-keeper for his grist 
mill and stave factory, which posi
tion he filled for two years. He then 
studied telegraphy and, on complet
ing his course of instructions, was 
appointed local representative for the 
Western Union Telegraph Co., which 
position he has held without inter
ruption for the past thirty-eight 
years. In the meantime he entered 
the employment of G. A .Cotton, who 
was then postmaster; agent for the 
Merchants’ Union Express Co., ticket 
agent for the Grand Trunk Railway 
and engaged in general trade at that 
place. Three years later he entered 
the railway mail service, originally 
covering the mail route of the F. &
P. M. Railroad between East Sagi
naw and Reed City, and afterwards 
from Ludington to Toledo, Mr. Watt 
running out of Ludington on the 
first train out of that place. He was 
engaged in the mail service on the 
F- & P. M. for seven years, when he 
was transferred to the D„ G. H. & 
M. Railway, succeeding the veteran 
Truman Kellogg on the mail route 
between Detroit and Grand Haven. 
He held this position for three years, 
when he resigned to take the active 
management of the grocery and 
crockery store at Saranac which he 
had purchased of the estate of Mr. 
Cotton three years previously. Short
ly after this he took a partner, add
ing to their stock lines of shoes, 
clothing, dry goods, hats and caps, 
and for eighteen months the business 
was conducted under the style of 
Watt & Cahoon. Since that time Mr. 
Watt “went it” alone up to four 
years ago last January, when he took 
as a partner Edwin ^Vallington, who 
had been in his employ for nearly 
twenty years, under the firm name of 
Watt & Wallington.

During the night of November 10, 
1899, Mr. Watt met with a fire loss, 
caused by the destruction of his brick 
block, 30x80, and a stock of goods 
valued at $8,000, his insurance being 
about $4,000 short of the amount re
quired to cover the loss. On Satur
day, the following morning, at 9 
o’clock Mr. Watt had another build
ing engaged for doing business in 
and. placing a set of scales in the

store room, instructed those in his 
employ to take in all the produce 
offered, paying cash for same, and 
inform his customers that within six 
days he would have a full line of 
goods in shape to serve them. Mr. 
Watt at once wired the Lemon & 
Wheeler Company to send one of its 
representatives there Monday. The 
same request was made to A. Krolik 
& Co., Detroit. Dick Warner and 
Will Crane appeared on Monday, 
representing the above houses. Tues
day the groceries arrived. Wednes
day the dry goods came to hand. On 
Thursday the new store was opened 
up with a full stock. During the 
winter following Mr. Watt secured 
the material for a new block on the 
old site and set the work going on 
the new building as soon as the 
weather would permit. On July 1 
he was located in his new building, 
doing business as if nothing had hap
pened. In 1889 Mr. Watt placed a 
branch store at Clarksville, which he 
conducted for five years. In 1892 
he purchased a stock of goods at

666 Wealthy avenue, this city, which 
he continued for nearly two years. 
During the depression of times, from 
1893 to 1896, he exchanged his two 
branch stores for two farms in 
Oceana county and one farm one 
mile north of Saranac, which place he 
has made a fruit farm by setting out 
3,000 peach, 800 pear and 500 plum and 
other fruit trees.

Mr. Watt was married Sept. 10, 
i87o, to Miss Alice A. Cotton, by 
whom he has had three children, two 
boys and one girl. The elder son, 
C. Lu Verne, who when quite young 
during his school days picked up the 
art of telegraphy, at the age of 18 was 
given a position at Jackson. In a 
few months he was transferred to 
Manistee as manager of that office. 
After one year he was transferred to 
the Western Union office in this city, 
and later transferred to the Detroit of
fice, where he held a position in 
press dispatching work for several 
years. In 1900 he accepted a Federal 
position at Washington, where he 
also attended night school in the 
study of dentistry. Last year he 
gave up his Federal position, return
ing to Detroit to finish his school
ing in dentistry. After receiving his 
diploma he returned to Washington, 
where he now resides. Six years ago

July 23 he was married to Miss Ma- 
belle Wenzell, of Detroit. The young
est son, J. Clyde, lost his right arm 
by accident twelve years ago. As soon 
after this accident as possible for 
him to do so he attended the State 
University at Ann Arbor and com
pleted a course in the study of the 
law. He is now located at Saranac 
in a suite of nicely furnished rooms 
and enjoys a fine practice. He also 
represents Ionia county in the State 
Legislature. March 1, 1905, he was 
married to Miss Pearl Flint, of 
Clarksville. The daughter, Miss 
Stella May, is living with her father 
at their home in Saranac. Mrs. Watt 
passed away March 3 of the present 
year. She was a person of a very 
pleasing disposition, a very kind and 
affectionate wife and mother. Her 
greatest enjoyment in life was in see
ing and assisting her family and 
friends in having a pleasant and en
joyable time and in making her home 
a model one, in which she met with 
success that was pleasing to her.

All business men have their hob
bies and Mr. Watt is no exception 
to the general rule. Born in an at
mosphere of partisan politics— his fa
ther had the reputation of being a 
natural politician and turned his apti
tude to good account— Mr. Watt ear
ly espoused the cause of the Republi
can party and has been a life-long 
adherent to that organization. Dur
ing the past thirty years he has play
ed an active part in the politics of 
Ionia county, congressional and State 
matters, he having served as a mem
ber of the township, county, repre
sentative, senatorial and congression
al committees and attended nearly 
every State convention as a delegate 
since the nomination of Gov. D. H. 
Jerome at Jackson in 1880. Always 
looking after the best interest of the 
Republican party and because of his 
unselfish efforts for the advance
ment of the party cause, he has come 
to be regarded as one of the most 
influential men in the council of the 
party in Ionia county and the Fifth 
Congressional district. While he sel
dom asks anything for his friends 
and never anything for himself, his 
requests invariably meet with prompt 
compliance and the leading Republi
cans of his county who know of the 
good service he has rendered the 
party during the past thirty years, 
by his active work and his financial 
assistance, .are all practically unan
imous that whenever he will consent 
to accept a favor from the party as 
a reward the best will be none too 
good for him.

When asked to state to what car
dinal principle he attributed his suc
cess, his answer was: “Push, energy 
and grit, by keeping all contracts 
good and paying 100 cents on the 
dollar.” His manner of doing busi
ness was at all times to pay cash for 
all produce bought, making no dis
tinction between cash or trade in 

.paying prices. This has worked to 
his advantage by causing his custom
ers to believe that there is not a 
wide abyss between cash and mer
chandise prices.

Personally, Mr. Watt is popular 
with all classes of people. While 
not an adherent of any church, he

is a liberal supporter of all the 
churches of h ii community and a 
leader in all movements in the inter
est of better morals and the material 
prosperity of the place. The fact 
that he has served the village twice 
in the capacity of President and that 
he has been express agent twenty- 
eight years and manager of the tele
graph office at his home town for 
thirty-eight years speaks well for his 
wearing qualities. Satisfied with his 
success, happy in the thought that 
he has few enemies and as many 
friends as any man in trade, Mr. 
Watt lives a life of quiet content
ment, and the Tradesman joins in the 
hope of a host of well wishers that 
he may live long to enjoy the fruits 
of his industry.

He Had a Close Call.
I wanted to put in a week in Au

gust at some farmhouse on the Lake 
Shore and, after making many en
quiries, I was given the names of two 
farmers living within a mile of each 
other. BotTi were highly recom
mended for the care they took of 
summer boarders, and though I rath
er liked the name of Jones over that 
of Smith, I happened to find the lat
ter at the railroad station with his 
team and went home with him. I 
managed to put in the week, but it 
required real heroism. As I got back 
to the station to take a train for 
home I met Jones.

I told Jones that there was no ver
anda to the Smith house; that there 
was no fresh milk; that the eggs 
were stale; that he had a beastly 
cook; that the beds were of corn 
husks; that the main diet was veal 
and potatoes and cheap coffee, and 
that I had been charged $8 for the 
week. I expected that he would 
sympathize with me and ask me to 
be sure to come to his house next 
season, but he didn’t. He scratched 
his ear and then held out his hand 
and said:

“Allow me to congratulate you.”
“On what?”

On not coming to my house in
stead. My guests have had to sit out 
under a dead locust tree. We have 
only condensed milk, and not even 
stale eggs. My cook doesn’t know 
enough to boil potatoes and we have 
had to get along as well as we coulo 
with salt pork and turnips. My beds 
are of straw, there aren’t sheets 
enough to go around, and if I find 
anyone kicking at paying $9 a week, 
out he goes and makes room for a 
new one. Yes, sir, I congratulate 
you on going to Smith’s instead of 
coming to my place, and if you come 
out again next summer you’d better 
Put up at the same place. He knows 
how to run a resort, he does, while 
I am just learning and filling in 
5pare time raising cabbages.”

Joe Kerr.

Africans a Sneezeless Race.
It is a peculiar fact that Africans 

never sneeze. Neither do their de
scendants, if they be pure blooded, 
although domiciled in other parts of 
the world.

It is quite possible that the Lord 
also loveth a cheerful loser.



M I C H I G A N  T R A D E S M A N 23

^ TH E R fc. is scarcely anything needed in your business or your home which you can’t get for 

nothing, if you save your Ariosa Coffee vouchers. If you don’t want a wagon or a set of 

harness; if you don't want a scale, a cheese or meat cutter, an oil tank or a coffee mill, perhaps you 

o want a safe and a desk. Don’t use your money to buy them -put it in Ariosa Coffee, push it with 

your trade, and you will not only get your profit on your sales, but almost any useful or ornamental 

article you want in exchange for the vouchers which every purchase of Ariosa Coffee brings you.

■O you want a 
runabout, a 

a buggy, a phaeton ? 
Do you want a hand
some watch, or a 
diamond ring? Do 
you want a good 
saddle and bridle ? 
If there is anything  
you want, you can 
probably get it for 
your Ariosa vouch
ers. Look over our 
catalogue. If you 
find something there 
which you need im
mediately, send us 
cash price, and we 
wi l l  r e t u r n  your 
money if you send us 
the required number 
of vouchers before 
April i, 1907.

If you haven’t a 
catalogue, we will 
send you one upon 
receipt of 3 cents 
postage.

A.W ISE GROCER, 

b r i o h t v i l l e .

3 0 2

No. 302 is 31 inches high and weighs 600 lbs. Has sub-treasurv draw er 
tw o pigeon holes and space for a large set o fs tandard  size books ’ 

tyu vouchers. Cash Price, $35 .00 .

304?
No. 304 is the No. 302 Safe, in an Oak Desk. 48 inches long, 45 inches high 

and 30 inches wide, with roll top dust-proof curtain
315 Vouchers. Cash Price, $53.50.

I A O E S  your wife 

need silver

ware, table linen, 

curtains, a handsome 

lamp, a brass bed, a 

sewing-machine, a 

hall clock, a music 

box, a graphophone, 

a piano or an organ ? 

If she does, instead 

of using your money 

to buy them for her, 

get any or all of 

them wi t h y o u r  

Ariosa Coffee vouch

ers that come to you 

free, absolutely free.

ARBUCKLE BROS., New York City
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[ W o A Y A N S 'W o R L D ,

True Love Will Invariably Find a 
Way.

Ihere are women and women, even 
as there are men and men; for this 
reason the question, How to keep a 
woman s love? is not an easy one to 
answer. Love is like the grip in that 
it affects different people differently; 
therefore there is no specific which 
will reach all its phases, still less 
control them.

Lven the obvious formula, “ Love 
her, and live for her,” although it fits 
many cases, sometimes fails. Some 
women, indeed, are “weathercocks,” 
some are mercurial, and some emo
tional, with moods and tenses of the 
most irregular description.

Long ago a cynical French writer 
divided women broadly into two clas- 
ses— c<Ms and dogs— the cats to be 
held only by self-interest and indul
gence. the dogs faithful unto death, 
through good and evil, for better, for 
worse. Rut to this, as to all sweep
ing generalizations, there are excep
tions. Moreover, even granting the 
classification, there are cats and cats, 
dogs and dogs, differing greatly in 
disposition and in quality.

However, as a rule, when a man 
once has succeeded in winning a 
woman s love, not merely her fancy, 
it is not a difficult matter for him to 
keep it, provided that he loves her 
and is truly a man. This largely is 
a matter of magnetism, which in turn 
depends much upon temperament. It 
is difficult, almost impossible, for any 
outsider to determine clearly why any 
one, whether woman or man, loves 
or does not love any one else. It is 
tiue that there are those who have an 
infinite deal to say concerning auras, 
affinities, and spiritual currents; 
speech which, however wise to them 
"ho understand it, is to the unini
tiated (by far the larger class) i 
naught but “vain babbling.” A 
popular modern English novelist says 
that “it is not only as rare and as 
difficult for a man to be an ideal 
lover as to be a great poet, musician, 
artist, financier, what you will, but 
far more exceptional and less easily 
managed, a declaration which is 
borne out by the fact that the great 
»overs of history, indeed almost those 
of fiction, may be counted upon one’s 
fingers. It is easy to confound the 
facility for falling in love writh the 
ability to win love, and to retain it.
To attract, absorb, and center upon 
yourself the interest, the affection, 
the soul of another human being, so 
that this transcendant gift shall be 
your own inalienable possession— to 
do this surpasses the sum of all 
human accomplishments; indeed, it is 
more than an accomplishment, it is a 
gift, the gift of God.

Notwithstanding all the trite talk 
of feminine inconstancy, the fact re
mains that many women are loyal, 
and that true loyality in women 
equals, if it does not exceed, the 
loyalty of men. Women who really

love usually “love on till they die, 
always provided that their love is 
reciprocated. Unrequited love is en 
during only in novels; without hope 
it eventually must cease to exist. An 
air plant can not live without air.

Women love to be loved by those 
whom they love. A man should not 
only love his wife, he should tell her 
so, earnestly and often. Neither is it 
enough for a man to tell a woman 
that he loves her; he must prove his 
assertion, and show her that he loves 
her. The compliment which a woman 
values above all others is the de
votion of her lover. Tender thought, 
gentle consideration, these are what 
she prizes beyond price.

It has been said, again and again, 
that women will forgive the men 
whom they love any crime which thev 
believe to have been committed solely 
for love of themselves. This is true 
only in part, since it depends upon 
the maner of woman, and also much 
upon the manner of crime. There 
are some women who never pardon 
the man who destroys the ideal which 
they have formed of him, who resent 
bitterly the fact that their love has 
been won, as it were, upon false pre
tenses, who are enraged rather than 
grieved by the collapse of a broken 
idol, and who seldom, if ever, forgive 
either themselves or the man in 
whom they have been mistaken. 
Fortunately for their own peace of 
mind, such women are slow to per
ceive the mistake, and cling to the 
shreds and tatters of their delusion 
with pitiful tenacity.

For this cause it is essential that 
the man who wishes to keep his hold 
upon the woman's heart shall do his 
utmost to live up to her ideal of him. 
Nor is this so hard as it may seem 
to be. Many a man who otherwise 
would have sat down content with a 
little success has gone far because he 
could not endure the thought of dis
appointment for the woman who be
lieved in him. And when, as well 
may happen, her expectations are 
past his power to fulfill, her ideal too 
high for him to attain, he at least 
may let her down gently, so to speak, 
and so live that the ideal gradually 
alters to fit the man, while the man, 
by striving, goes nearer the ideal, and 
thus, though there is disillusionment, 
there is no painful shock. Psycholo
gists tell us that in each human be
ing there are four personalities— viz.: 
First, John as he is known to him
self; second, John as he is known to 
his friends; third, John as he is 
known to his enemies; and fourth, the 
real John, who is known only to his 
Maker, and on whom every deed of 
the other Johns leaves its impress 
for good or evil. Those who love us 
see us at our best, and “only by striv
ing the soul grows strong.”

With all women, “ the colonel’s lady 
and Judy O’Grady” alike, perhaps the 
one sin which neither can be forgiven 
nor forgotten is that of meanness; 
not so much meanness in a pecu
niary sense, for that is by many 
women regarded with patience as an 
idiosyncrasy, but meanness of motive 
and conduct, the littleness which not 
only humiliates the man, but all who 
are nearly allied to him. One of

Thackeray s best portraitures is of 
this pettiness of character in the 
George Osborne of “Vanity Fair,” no 
reader of which but must think it 
well that he was killed at Waterloo 
before his wife could know him as 
he really was.

However perfect a piece of me
chanism may be, it must be kept well 
oiled in order that it may perform 
its functions properly. In the same 
manner two natures may fit together 
and work harmoniously together as 
t rule, yet none the less there 
occasionally will be found external 
and internal causes which create 
friction or clog the wheels. The 
petty dust of daily life is more 

than apt to upset the mental ma
chinery, and the best lubricant is to 
be found in tact combined with good 
numor. Kind words, or thoughtful 
silence, which sometimes is better 
than speech, a tender caress, a lov- 

mile, all have their place in 
keeping the wheels of the domestic 
coach running smoothly along the 
roadway of life. So that, after all, 
the conclusion of the whole matter 
may be found in the old, old saying i 
that love, true love, will find the way 

Dorothy Dix.

A Lesson.
\ ou didn’t say ‘Thank you’ to the 

man who gave you his seat in the 
street car.”

“I once stopped to say thank you, 
and by the time I had done so I found 
that another woman had the seat

A Clean Store 
Helps

S t a r  Counters
FOR GROCERS

Im prove D isp lay, 
Increase Sales, 

p . i i j  Protect Goods,
_ . , ‘ Save Space and TimeCatalog rs free on request Beautify Store.
SHEEEE-GILLETT CO., MM, - Clicasn.

Sherer Counters 
Help Make a 
Clean Store

4 «

The W ise Do First W hat Others Do Last

Don’t Be Last
Handle a Line of

BOUR’S COFFEES
The Admitted and Undisputed

Quality Coffees
They Are Trade Builders

Why?
Because the J. M. Bour Co. 

offers the Greatest Coffee Value for the Money 
of Any Concern in America.

U n q u estio n a b ly  th e  B est

Branch Houses _
»n aii i ne J .  M, Bour Co.

P rincipal C ities T n l
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Signs Which Portend a Season of 
Innovations.

Shall we have a season of con
servatism in dress, or one of daring 
departures from established forms? 
Whatever the conclusion of others 
regarding the winter of 1906-07, I am 
constrained to the belief that the 
ever augmenting element who follow 
at the heels of Fashion whitherso
ever her fickle majesty turneth will 
before long have their desire for 
change gratified to the full. And 
this opinion I make bold to reduce 
to writing because the indications 
which heretofore have been infallible 
seem to swing the pendulum in that 
direction. The men who influence 
the mode, men of wealth and social 
position, are given more to the exer 
cise of personal preferences than at 
any previous time within memory. 
Indeed, individuality is the out
standing characteristic of dress to
day, and rare indeed is the man with 
the means and the inclination to 
avoid beaten paths in matters sar
torial who fails to discover— or in
vent, if need be—some distinctive 
habiliment. This tendency has been 
so pronounced during the summer 
just ended that it would be truly re
markable if it did not endure through 
months to come. Furthermore, I am 
disposed to agree with those critics 
of men s dress who declare it is too 
sombre and lacks variety. Yet there 
should be a word of warning to those 
who would not exceed the limitations 
of good form, in the event of a period 
of notable innovations. Too fre- 
ouently the distorted ideas of some 
faddist are linked in the public 
prints with the tendency of fashion, 
and the man who must perforce leave 
it to others to blaze the way for 
him is misguided. As a flagrant ex
ample of the sort T noticed at a 
number of the watering places cer
tain coteries of young men who wore 
half-hose of different colors, that is 
one tan and one black, or other lu
dicrous combinations. A grain of 
sense should suggest its absurdity, 
yet while the case was an extreme 
one, and the more aggravated by rea
son of the fact that the trouser 
turnups accentuated the effect, we 
are accustomed to hear just such 
dress dissipation— that’s the word— 
heralded far and wide as the es
sence of smartness. Reform in 
clothes is no less desirable than 
some other kinds, but in the name 
of all that is commendable in pres
ent standards, we must move with 
deliberation lest fashion be permit
ted to fall from a rational place to 
one of wild vagaries and bizarre 
forms.

Almost daily I am asked whether 
or not this and that may be worn 
with propriety on a given occasion.
Of course there are fundamental 
rules which stand inviolable. But 
from the nature of these queries I 
judge that many regard fashion as a 
task-master, permitting not the 
slightest swerving from her most ex
acting ordinances. But wherever you 
go in society yon can not fail to 
note how independent men are to
day in regard to dress accessories.
At the club, at the dance, or at the
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theater the evidence of the expres 
sion of personal preference is abun
dant. In the details one has the lib
erty to choose, and what he may do, 
if in accord with time and circum
stance, will be good form for him 
as assuredly as if he were to follow 
a chart to the letter. It requires, 
though, a live appreciation of dress 
and a knowledge of its limitations. 
With these excess is impossible.

Evening dress brings several inno
vations. Precise measurements can 
not be given, as much depends upon 
one’s physical structure. For the 
man of average height, 5 feet 8 
inches, and of normal build, the swal
lowtail is 49 inches in total length. 
The lapels are faced to the edge with 
a heavy rich silk, such as a bird’s- 
eye twill. Two rows of braid will 
be worn on the trousers, each strip 
not more than three-eighths of an 
inch wide and the two rows separated 
about one-eighth of an inch. The 
trousers measure 20% inches at the 
knee and 17 inches at the bottom. 
Sleeves are plain finished, and have 
three buttons with the real and not 
simulated button-holes.

Most of the crack haberdashers 
have abandoned the U-shaped cut of 
dress waistcoat and have adopted 
that which hitherto has been char
acteristic of the evening jacket waist
coat, the V-shaped front. Apparent
ly the new model is destined to at
tain the vogue during the coming 
winter with a set of men whose influ
ence on the mode is not to be min
imized. Incidentally, a new dress 
shirt worthy of comment has three 
eyelets set close together at the cen
ter of bosom. This is indeed a 
novelty and not without distinction. 
To say the least, it is commenda
ble from the standpoint of uniform
ity with the waistcoat, while the ar
rangement of the studs is declared |

to be effective in preventing the shirt 
from bulging. In looks the garment 
is distinctive and unique.

Regarding the cloths for lounge 
suits, we are to have a return to the 
substantial tweeds of a dark green 
shade, a welcome relief after a super
abundance of grey worsteds. These 
goods, I may add, will appeal to the 
contingent who aim to dress differ
ently from the hoi polloi, as they are 
not to be found in the season’s prod
uct of the ready-for-service clothes, 
while of last spring styles, it will be 
remembered, the reverse was true. 
The mixture of colors produces a 
shade close to olive, with green and 
brown stripes alternating. Some 
striped effects In unfinished worsteds 
will also be worn, these being of the 
shadow variety. T have previously 

described the suit for autumn with re
spect to cut and details.

That sterling sport, motoring, de
mands a scheme of dress all its own 
We are breaking from the grotesque 
forms which made the devotees of 
the horseless the targets for much 
good-natured banter, and adopting a 
habit which has as much grace of 
outline as comports with the require 
meats of comfort and convenience 
under occasionally trying circum
stances. In a group of requisites 
which are as far removed from the 
queer” as any I have seen, yet an

swer every purpose, the cap of crav- 
enetted cloth is equipped with a hood 
which folds over the crown when 
not in service. The auto scarf is of 
figured silk, and when folded twice 
about the neck is adjusted into a 
four-in-hand knot. The gauntlets 
may be tailor-stitched in various 
patterns, being made of capeskin, in 
black, and lined with lambskin. For 
the driver of the car, particularly, 
this type is indispensable. Eeggins 
of the same material fasten with one

strap which passes through a sheath 
and a ring and buckles at the side. 
For those who can not reconcile 
themselves to a coat of leather, a 
waistcoat, double-breasted, made of 

I black kidskin leather, Venetian lined 
j  and having four pockets, affords am
ple protection against the elements. 
In the matter of long coats, it de
pends entirely upon weather condi
tions what one would best use. One 
I noticed of grey showerproof mate-, 
rial, buttoned snugly about the neck 
and extended to the ankles with full 
skirt. It was closed down the cen
ter with a false fly, and is to be 
worn buttoned again at the extreme 
right. From the shoulder a flap in 
cape effect fastens with a button to 
the breast. The garment measures 
from 52 to 56 inches in length. Many 
other types of auto requisites are to 
be had, but these I present because 
they arc the farthest removed from 
the unsightly, and T might add un
comfortable, forms which prevailed 
when the auto-craze was in the early 
stages of development. It is custom
ary for the owners of cars to have 
on hand for the use of guests a sup
ply of linen dusters, plain in cut and 
grey or tan in color. A washable 
linen is now obtainable.— Haber
dasher.

The S anil ary AVall Coating
Dealers handle Alabastine

B eca u se  it is a d v e rtis e d , in dem and, 
y ie ld s  a  good p ro fit, and is e a s y  to  s e ll. 

Property  Ow ners Use Alabastine
B eca u se  it is a d u ra b le , s a n ita r y  and 
b ea u tifu l w a ll c o a tin g , e a s y  to  a p p ly , 
m ixed  w ith  cold  w a te r , and with fu ll 
d ire c tio n s  on e v e r y  p ack a g e .

Alabastine Company
Grand Rapids, Mich. 105 Water St., New York

The Trade can Trust any promise made 
in the name of SAPOUO; and, therefore, 
there need be no hesitation about stocking

HAND S A P O U O
It is boldly advertised, and 
will both sell and satisfy.

HAND SAPOLIO is a  special to ilet soap— superior to a n y  other in countless w a y s_delicate
enough for the baby’s  sk in , and capable of rem oving a n y  stain .

Costs th e dealer the sam e as regular SAPOLIO, biit should be spld at 10  cents per cake.
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FALSE PHILOSOPH Y.

The Theory of “Give and Take” All 
Wrong.

That “we must give and take” in 
this world is a bit of attempted 
philosophy which, pursued to its 
source, I should say, would bring us 
up at the feet of the mountebank and 
the charlatan.

Once it might have been a true 
philosophy in scattered community 
life. It rings less true every day 
that the skyscraper of the cities adds 
its floors to the twenties and thir
ties until the pygmies of the ribbon 
streets below are lost to the eye 
from its roof. When the world 
might have consisted of two families 
depending on the hunt, it was a con
dition of give and take in the matter 
of common means of subsistence 
when one hunter was successful and 
the other failed. But from this pos
sible condition the charlatan has 
brought the philosophy down for his 
own purpose into a crowded commu
nity life where one is not privileged 
at all times to put one foot in front 
of the other. In a thousand cities of 
the present time the conventional ac
ceptance of the philosophy makes for 
a myriad irritations which are intol
erable in the sense that they are need
less and ill considered.

Perhaps the world itself will admit 
that its greatest accomplishments 
have come about through the nervous 
temperament. Probably “nerves” in 
the nervous temperament is an ab
normality, but an abnormal man is 
necessary in the effecting of things 
that approach the boundary of the 
abnormal. In the great cities the 
neurologist is discovering a steadily 
increasing volume of neurosis. Grant
ing that much of this may be heredi
tary, it will not be questioned that 
much more of it belongs to condition 
and environment. In such light, real
izing how much in crowded centers, 
the individual needs to keep to the 
physical and figurative boundaries of 
his individuality, it requires no phi
losopher’s stone in order to uncover 
the hollowness of the philosophy of 
give and take.

It must be granted that in all jus
tice the man who takes must give.
But it is the man who takes who first 
of all must be held accountable. Aft
er him in weakness and culpability 
comes the man who eternally gives. 
From long custom, especially in the 
cities, we have come to produce some 
of the concrete results of such toler
ated philosophy. We have the man 
who takes because another man will 
give, and we have the man who gives 
because the other man will take and 
between them the impossible jum
ble that results from the unending 
conflict when two men who have been 
taking meet to fight out the question 
of which shall give to the other.

Just to the extent that law has de
fined certain rights and possessions 
wh.ch may not be taken, so in his 

eart the man who gives of his rights 
nurses his outrage, while the taker- 
strengthened by his takings—moves 
on to other victims of his brigand 
privileges. Perhaps no other man 
suffers from these small piracies as

does the man of the nervous tempera
ment. By temperament he is least 
likely to be predatory among his fel
lows, while by disposition he is quick
est to resent victimizing, inwardly if 
not outwardly. Thus naturally he 
comes into place in a thousand cir
cumstances as the man giving most 
and taking least.

For one day take a dozen of the 
largest cities of the country and, if 
you can, try to estimate the stupend
ous total effect of all the need! ess 
frictions and irritations that grow 
out of the philosophy of “give and 
take.”

It is not to be approached in its 
significance! There are types of men 
who more or less are insensate to 
these community depredations made 
upon them, but for the greater part 
this is the half negative element 
which unconsciously is in the posi
tion of taking. They calmly are at 
peace with themselves. They have 
small incentive to giving, while they 
take, naturally. But, giving or taking, 
these are the least ruffled individuals 
in community life.

On the other side are the sensi
tively nervous and the blatantly ag
gressive people—on one side giving 
m silent, wearing irritation or bellig
erently refusing to give, and on the 
other hand the aggressive type which 
demands that “we should give and 
take in this world.”

On this side of the line no one 
party to the philosophy escapes the 
wasteful, half criminal effects. The 
man who gives grudgingly to a great- j 
er aggressiveness than his own, and! 
m silent containment of his temper 
' l  a s«fferer in a double sense, while’ 
the aggressor is thrice armed for 
greater conquests. The man who ha? 
stood upon his rights in defense is 
made to suffer for his citizenship and 
community patriotism, while even the 
aggressor is ruffled, whether he re
cedes or not from his position. Inev 
itably the encounter is a loss of com 
munity force and community savo 
faire.

Too much “giving and taking” i„ 
the comparatively small affairs of life 
are accepted and taken for granted 
One might find thousands of men at 
hard, drudging work in offices and at 
desks who, after all the fatigue of 
office work, still might go home at 
mght in comparatively good temper 
and spirits were it not for this waste
ful. matter of course philosophy of 
give and take.

It is inapplicable to modern com
munity life. If one WouId remedy 
the condition which has grown out 
of it neither the law nor the reformer 
preaching may be counted on for the 
reform. It lies with the individual 
who declares against this wearing 
remnant of the feudal ages which is 
grinding him.

That feudalism in scant disguise is 
at the bottom of the philosophy one 
may prove with an hour’s use of his 
eyes Who, ,n the jumble of the 
crowded city, takes but never gives? 
t is not the poor laborer or the poor 

seamstress! South Water street-jam-

fret *° bundi"K ,ine »¡Afruit bales and cases— is an object les-

son in the limited field of justified 
giving and taking. State street and 
its shopping centers are the grounds 
above all others where an aggressive 
personality, confident in its egoism, 
takes unto itself the spirit of feudal 
seizure of time, place or thing and 
without doubt of questionings.

John A. Howland.

The fellow who tells a girl he j 

would lay down his life for her often 
balks when he has to tell her father.

DURANGO, MEXICO
Never Too Hot 

Never Too Cold

CLIMATE UNSURPASSED
Excellent opportunities for in

vestors in mining properties 
farming, grazing and tim ber 
lands, and o the r enterprises 
F o r inform ation address

H. J . Benson, Durango, Mex.

One Thousand Cases in Stock Ready for Shipm ent

Our new narrow top rail "C racker ja ck ” 
Case No. 42.

All Sizes—All Styles 
Our fixtures excel in style, construc
tion and finish. No other factory 
sells as many or can quote you as 
low prices—avail yourself of this 
chance to get your cases promptly.

Send for our catalogues .

Grand Rapids Show Case Company 
Grand Rapids, Mich.

The Largest Show Cate Plant In the World

J GRAND RAPIDS P A P ER B O ?  O t i
“ - m a n u f a c t u r e r  ____ ^

\ Hade Up Boxes for Shoes, 
f  Candy, Corsets, Brass Goods, 
f  Hardware, Knit Goods, Etc. Etc
*\
i

Prompt Service.
Estimates and Samples Cheerfully Furnished.

Folding Boxes for Cereal f
Foods, Wooden ware Specialties,  ̂

Spices, Hardware, Druggists, Etc. 4

t  19-23 E- Fulton St. Cor. Campau, GRAND RAPIDS, MICH
• _______

Reasonable Prices. ^

J

TH E F R A Z E R
A lways Uniform

Often Imitated

Never Equaled

Known
Everywhere

No Talk Re
quired to Sell It

Good Grease 
Makes Trade

Cheap Grease 
Kills T rade

FRAZER 
Axle Qrease

FRAZER 
Axle Oil

FRAZER 
Harness Soap

FRAZER 
Harness Oil

FRAZER 
Hoof Oil

PRAZER 
Stock Food

Where the

B rilliant Lamp Burns
And No Other Light 

Half So Good or Cheap 
I t ’S Economy to  Use T h em -A  Saving of

50 TO 75 PER CENT.
O v e r A n y  O th er A rtific ia l L ig h t whi..», 
^ d e m o n s t r a t e d  b y th e  M any' T h o U 

ln V ? e  fo r  th e  L a s t  N in e Y e a «All Over the World. * ears
oKWrit! J 0r ! •  Catalog, It te lls  all about them and Our System s. '

Si*1’ Candle Power Diamond 
Lamp g °°r rreas“*-e

B rillia n t Q as Lam p Co.

42 State S t .t Chicago, III.
*oo Candle Power
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CHAMPIONS OF CRIME.

Union Men Uphold Assaulters of 
Women and Children.

Alderman Daniel Herlihy of th. 
Twenty-eighth Ward was a membe 
in good standing of the Steam Engi 
neers’ Union until last night.

Now he is an outcast from the la 
bor organization, and for a strange 
reason. He was expelled from the 
union because a few weeks ago he in 
troduced into the City Council a reso 
lution calling upon the State Legisla 
ture to make assaults upon women 
and girls punishable by death.

The union, through the medium of 
a series of sharp resolutions, “de 
plored the outrages upon women and 
children, but declared that insane 
asylums and hospitals are the propel 
places for the weak-minded persons 
who commit such, assaults.

When Alderman Herlihy, at one of 
the last Council meetings before sum
mer adjournment, introduced the res
olution seeking capital punishment, 
he did not dream it would lead to his 
expulsion from his union. His ac
tion followed the many brutal attacks 
on woman reported throughout the 
spring.

Herlihy was praised by some iof his 
colleagues in the Council and by 
many of the anti-crime crusaders in 
town.

Nothing was done with the resolu
tion except to refer it to the State 
Legislation Committee where it now 
reposes. Herlihy was awarded by 
newspaper pictures and by a general 
flood of discussion pro and con.

His expulsion last night was unex
pected. The resolution providing for 
it was introduced by Arthur Mc
Cracken, secretary of the union, and 
was adopted unanimously, after a 
spirited discussion in which the of
fending alderman was berated round
ly as a traitor to the trades-union 
movement.

The resolution follows:
Whereas— The labor movement, 

from its birth, has stood for the high
est ideals of humanity, and 

Whereas— One of the foremost 
ideals of mankind is to soften and 
humanize the human race until liber
ty, equality, and fraternity are woven 
into the warp and woof of our daily 
lives, and

Whereas— A member of this or
ganization, recently elected to the 
City Council from the Twenty-eighth 
Ward of this city, has either ignor
antly or defiantly of the whole spirit 
of the trades-union movement, in
troduced into the City Council reso
lutions requesting the extension of 
capital punishment, and 

Whereas— The forces working for 
the uplifting of humanity, the world 
over, are unanimously arrayed 
against this form of brutality; and 

Whereas— The working people 
themselves (except in rare instances) 
are the only victims of capital pun
ishment, and

Whereas— That while we deplore 
the outrages on women and children, 
which were given as an excuse for 
the introduction of said resolutions 
in the City Council, still we insist 
that insane asylums and hospitals are

the proper and only places for the 
weak-minded creatures who commit 
them—'any other position will be a re
flection on the innate virtue of the 
human race.

Resolved— That local union No. 3, 
International Union of Steam Engi
neers, do now purge itself of any and 
all responsibility of said resolutions 
by expelling Daniel Herlihy from 
membership in this organization.

Resolved— That we call upon th 
civilized and humane citizens of th 
Twenty-eighth Ward to repudiate th 
inhuman and cowardly sentiments o 
their representative in the Chicag 
City Council.

Resolved— That a copy of these 
resolutions be forwarded to the Ch 
cago Federation of Labor and tha 
body be requested to endorse th 
same.

McCracken spoke at length in sup 
port of his resolution, winninj 
‘hearty applause” from the assemblei 

engineers.
‘‘Herlihy has proved false to tin 

principles of trade-unionism,” he said 
‘By his introduction of the resolu 
If on he showed that he no longer wai 
in touch with labor. He has taken < 
stand that union men cannot ap 
prove.

“Now I want to know what righ 
le has to sit in the City Council, pre
tending to be a representative o: 
union labor. He is a deserter, and 
ihould be branded as such. It should 

be made known through the city tha 
he union men do not regard him a< 

one of their number, that they have 
washed their hands of him and his 

nd.”
As a further suggestion, McCrack 

en wants Herlihy humbled before the 
federation of labor.

“ Let us bring the matter up before 
the central body,” he said. “Let 11s 
show Herlihy up in his true light. 
Let us get the approval of the federa
tion that the Alderman may be a 
warning to others who desert the 
principles of unionism and still try to 
sail under its colors.”

The argument was one sided, 
though lively, and the resolutions 
were adopted with a rush.

Chicago Tribune.

boy.

Juvenile Strategy.
“What have you got in that pack

age?” said the attendant at the great 
public museum.

“Bananas,” answered the 
“Dozens of ’em. Want one?”

“No; you can’t bring them in here.”
“Why not?”
“It’s against the rules. But you can 

check the package at that window and 
get it when you come out.”

“Cost anything to check it?”
“Five cents.”
The boy said he wouldn’t pay it, 

and went away.
Ten minutes later he reappeared, 

without the package.
“I guess I can go in now, all right,” 

he said.
“Hold on. Have you got those 

bananas concealed about you?”
“Yes, sir; all but the skins. 1 

throwed them away.”

Some men never accomplish any
thing without a pacemaker.

Tails to Srocers on Molerà
¡—MO. S

The SL O W  GRO CER 

waits for Competition 

and Demand to FO R CE  

him to take NOTICE. 

He does not know or 

care about his B U T T E R  

business.

Yes— he digs chunks 

of messy B U T T E R  out 

of the tub because—

“ That’s the way he 

has always done it and 

guesses if his customers 

don’t kick it’s good 

enough.”

He has paddled B U T 

TER into a tray for 

years.

Can't show him mod

ern methods.

He rants against De

partment Stores and 

Mail Order Houses with 

resolutions most dras

tic— but—

MODERN M E T H 

O DS for him? “ Not 

Much.”

The UP-TO D A TE  

G R O C E R  watches for 

every new beneficial D E 

VICE which will reduce 

his cost of doing business 

or P L E A S E  HIS C U S

TOM ER or D ISPL A Y  

his wares to better ad

vantage or A D V E R 

T ISE  his business.

HE KNOW S T H A T  

TH E K U T T O W A I T  

SYSTE M  IS AN E S 

S E N T IA L  UN IT TO 

HIS SU C CE SS.

He is not afraid of 

C O M P E T I T I O N  

because he has the 

BRAIN S to select and 

use M ODERN M ETH 

ODS.

W E  CAN PR O VE 

T H A T  TH E  K U T T O 

W A IT  SYST E M  BE

LO NGS TO  EVERY 

W E L L  R E G U L A T E D  

G R O C E R ’S O U TFIT.

Let Us Show You?

me Kottowait Boiter Cotter coopy
6 8 -7 0  0 .  J e f fe r so n  S t . ,  C hicago, III.
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M AINTAINING PRICES.

Furniture Trade Can Profit by Ex
perience of Druggists.*

1 lie topic which the chairman of 
your Executive Committee has as
signed to me could, perhaps, be more 
easily handled and more successfully 
treated if 1 might confine myself to 
the various perplexing phases involv
ed in the question of maintaining 
prices in my own line of business. It 
seems like a far call from behind the 
prescription counter of the retail 
druggist to the retail furniture busi
ness. And yet while we move in the 
ever widening circles of human prog 
ress and commercial advancements, 
there are points at which the shift
ing radii of our commercial move
ments coincide. Such a point of coin
cidence we approach when we at
tempt to decide questions of business 
policy,, of credits, of collections, of 
maintaining prices, etc. Be we en
gaged in the drug business, retail 
furniture, groceries, dry goods or 
hardware businesses, the essential 
problem which affects us all, no mat
ter in what business we may be en
gaged. is the securing of a fair and 
adequate profit from sales.

Every man is entitled to his hire. 
"1 he confining life that the average 
man in business is obliged to follow 
entitles him to a decent living, in a 
fairly comfortable style, the right to 
maintain an honorable calling in an 
honorable way, not to be degraded 
to the position merely of trading off 
one against another to see whether 
one can not eliminate the other but 
standing upon the broad basis of right 
conduct between one another. I say 
business men generally claim the 
right to live decently and honorably 
in the community. As an incident 
to that condition there must come a 
living price;-as a further incident to 
attaining such a condition there must 
also come steadfast and honest ad
herence to a fair schedule. In other 
words, the big dealer and the little 
dealer must be found working side 
by side in a common cause, for a 
common purpose. The large dealer, 
with immense capital and unlimited 
resources, must feel perfectly willing 
to stand for a movement which gives 
the small dealer the opportunity to 
live. He must maintain prices for his 
goods that will tend to equalize the 
opportunity of the small dealer to 
make a profit which shall insure to 
him a decent living. That, gentle
men, is the unselfish, generous way 
like those of us who join our trade 
associations must feel and act one 
to the other.

But unfortunately I must in con
sulting my own experience in asso
ciation work bring a strong indict
ment against some few otherwise 
honest men in business who utterly 
disregard their words of honor, their 
agreement, their promises made in 
good faith merely to gain a tempor
ary advantage over a competitor. 
They do in a moment of weakness 
or selfishness yield to the evil spirit 
and resort to cut-throat methods of 
competition, demoralize prices, with 
rule or ruin as their motto. I as-

*Paper read a t annual convention Minnesota 
Retail Furniture Dealers- Association by Chas.
n .  nunn.

sume also that since men generally 
are pretty much alike, the class above 
mentioned are therefore also to be 
found among the retail furniture 
dealers, as well as among the phar
maceutical profession. If my pre
sumptions are correct, and you have 
such among your craftsmen, you will 
find them a very hard and difficult 
proposition to control. You will 
discover after you have exhausted all 
means of persuasion, all your kindly 
offices to make such recalcitrants 
good, that nothing is so effective as 
force. But you may entertain a 
gathering doubt as to the advisabil
ity or the possibility of applying or 
using force in getting price demoral
izers into line. I can state right 
here that it is not only advisable 
or possible; it is absolutely necessary 
if you would preserve your commer
cial welfare, in the matter of the 
method by which you can force the 
maintaining of prices not only upon 
the members of your Association but 
upon all who deal in any particular line 
of similar goods which you desire to 
protect against ruinous cut rate 
prices. In our line the National As
sociation of Retail Druggists has urg
ed the adoption of the Druggists' 
Contract and Serial Numeral plan, 
which, briefly stated, means that the 
manufacturer enters igto a direct con
tract with the retailer to act as his 
agent to sell his goods at retail only 
at a given price, a minimum price. 
The serial numbering of such goods 
is done for the purpose of tracing 
violators of the contract when goods 
are found in cutters’ stocks and of
fered at a lesser price than the di
rect contract between the manufac
turer and retailer stipulates. We 
have succeeded in securing the adop
tion of this plan by a score or more 
of large manufacturers, and the list 
is gradually growing. We hope at 
some time not very far in the future 
to secure a practically uniform adop
tion of the plan by all patent medi
cine manufacturers of importance.

The National Association of Retail 
Druggists is not alone in using the 
direct contract idea, but I believe 
the serial numbering is original with 
that Association. Upon investigation 
jou will find several lines of shoes, 
of hats and caps, of gloves— in fact, 
almost an endless line of manufac
tured goods will be found where the 
manufacturer controls absolutely the 
price of his manufacture to the con
sumer. Thus it is seen that where 
persuasion fails to maintain prices, 
force may be applied through the 
agency of the direct contract plan. It 
keeps many lines of goods out of the 
mail order and supply house cata
logues, and in so far as our line is 
concerned effectually annuls their 
power to influence trade in their di
rection by their unfair cut prices.

If I may now be permitted to de
part from the original theme of this 
paper and indulge in a few personal 
observations with reference to the 
advantages accruing to the retailer 
by joining together in an associa
tion, I beg to add that the National 
Association of Retail Druggists has 
convinced me that it is a most neces
sary factor and essential aid toward 
keeping the profession of pharmacy,

and especially the commercial side 
thereof, in the profit-making columns 
as compared with other commercial 
pursuits and engagements.

In pharmacy we have two very 
zealous masters to serve— science and 
commerce. Each demands its share 
of attention; neither can be neglect
ed without causing loss to him who 
overlooks the dual importance of 
his vocation. And so in your Asso
ciation, if the time has not yet come 
to you, I feel that you will not have 
to live much longer in these hustling 
days of centralization, and incorpora
tion, and union of interests, with keen 
competition between large operators, 
to discover that there seems to be 
no place left for the individual. Sin
gly and alone it is impossible for the 
small business man to meet the va
rious assaults from the vulture who 
preys upon the small capital.

Sit back, good brother, if you will, 
and criticise and doubt and look for 
another Moses who will lead you 
out of the wilderness; you may find 
him, but I doubt if you will outlive

Buggies
You will need 
a few more this 
fall. Our stock 
is very complete 
and we can ship 
on receipt of or
der. Every one 
is a “Seller.” 

Brown & Sehler Co.
Grand Rapids, M ich.

WHOLESALE ONLY

Clearance Sale
High Grade Automobiles

We have a few very desirable bargains in used 
cars that have been turned in to us by people who 
have bought larger cars. These cars have all been 
carefully overhauled in our shop and are guaranteed in 
good running order. Many times a good second hand 
car if in good shape is a better bargain than a new car. 
We have decided to make

Special Low Prices Until Oct. 1
in order to move these cars. Here is a partial list: 
Oldsmobile— Runabout, 2 passenger car, 5 H. P.

Cost new $650.00. Clearance Sale Price $300.00  
Cadillac Model A, 10 H. P., 4 passenger car—  

tonneau can be removed, making good run
about-overhauled and repainted, black body, 
red gear. Price new $950.00. Clearance Sale

_ P ji c e ............................................. $450.00
Cadillac— Model B, 5 passenger car, 10 H. P., 

just overhauled and repainted. Cost new
$950 00. Clearance Sale Price - $550.00

Haynes=Apperson— 5 passenger car, 16 H. P., 
double cylinder engine, detachable back seat!
32 m. wheels, overhauled and refinished. Cost 
new $ 1450 00. Clearance Sale Price - $800.00  

Waverly Electric Runabout, 2 passengers, 
with top, batteries new about 90 days ago, re
cently repainted. Cost new $925.00. Clear
ance Sale Price - $475.00

W e have some 10 other cars ranging in price from $150.00 
pward. W e want the room these cars occupy, also the money 

tied up in them, as our 1907 cars will begin to arrive about Octo-

seTecdon ^  35 ^  P° Ssible while y ° u can get a good

Adams & Hart
47-49 No. Division St. Grand Rapids, Mich.

i\
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even the planning of a defense, once 
you lose the power and influence of 
a good association of your own 
craftsmen.

Jealousy, espionage and hate must 
be supplanted by confidence, faith and 
friendly intercourse in any heart. 
Cast off that adopted theory that 
your competitor is lying awake at 
night to destroy you. It is not 
true. If he is active in his own be
half to secure for himself better prof
its, better conditions and greater suc
cess in his business, the same ideas 
will occur to you, and you will be 
inspired by the same elements that 
will lead to success in your affairs.

Talk one with the other of things 
that will not only benefit yourselves 
but the whole army of men engaged 
in your line everywhere. Give un
stinted support to your Association 
and be in dead earnest about it. Work 
together, play together, plan togeth
er; at all hazards get together.

In conclusion let me ask in plain 
language: When serious problems
confront you that require unity of 
thought, unity of action for solution, 
if not your Association, then what 
will save you?

Know Your Customers’ Hobbies.
A record of customers’ hobbies may 

seem an unusual business asset, but 
nevertheless it is said by those who 
have made it a part of their system 
to pay exceedingly well. Most men 
have some favorite pastime or some
thing or other to which they are 
strongly attached and which they like 
to talk about. With one man it may 
be fishing, with another yachting, 
with a third his first baby, while yet 
another may be working out an 
original idea for use in business. A 
manufacturer may be deeply inter
ested in association work, or he may 
be an advocate of a premium system 
of wages, or he may have strong ideas 
on labor questions. The salesman 
who makes careful note of the indi
vidual hobby of each customer or 
prospective customer and refreshes 
his memory before calling upon the 
man from whom he hopes to get 
business must get closer to the 
friendly side than the salesman who 
does not take this sort of thing in
to account. There is the suggestion 
of a compliment in remembering a 
previous conversation, as if it had 
made a strong impression.

A man selling goods makes money 
for his house through his friendships 
with customers. There is no better 
way to make a friend than to be a 
good listener when need be and to 
remember what he hears. It requires 
little work or trouble to jot down a 
reminder of the topic chosen by the 
customer, to be referred to before 
making the next call, if it does not 
stick in the memory of itself. A card 
index of such suggestions would be 
invaluable as an assistance to a new 
man when it is necessary to make 
a change in the traveling force. It is 
with the assistance of little tactful 
acts that the sort of customer is made 
who calls up the salesman’s house 
when he wants to buy something 
without shopping for it through the 
trade.
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May Be a Smash Some Day.

The announcement comes from 
New York that Goldman, Sachs & 
Co. and Lehman Bros., the Wall 
Street syndicate managers who have 
been floating the securities of the 
Sears-Roebusk Company, have sold 
all of the $30,000,000 common stock, 
and the stock is ready for immediate 
delivery. Sales of the $10,000,000 
preferred stock, it is said, have al
ready been heavy. The preferred 
stock is a 7 per cent, stock, and it 
will be remembered it was offered 
at 95, with a right to redeem within 
ten years at 125. In striking contrast 
to the “frenzied finance” methods 
which have been employed to float 
in Wall Street the $40,000,000 of stock 
issued by Sears, Roebuck & Co. is 
the method being employed by the 
other big Chicago mail order house— 
Montgomery Ward & Co.— to raise 
funds to build its proposed plant in 
Northwest Chicago. Instead of go
ing to Wall Street, Montgomery 
Ward & Co. are placing their se
curities through the First National 
Bank of Chicago, and the trustee is 
the First Trust & Savings Bank, 
which is a branch of the First Na
tional Bank of Chicago. Montgom
ery Ward & Co. have issued $2,000,- 
000 in bonds, maturing $200,000 an
nually, beginning July 1, 1907. These 
bonds are secured upon the new 
plant, which is to cost $1,500,000, lo
cated on land which cost in excess 
of $500,000. As further security the 
Michigan avenue property now occu
pied by the company, worth over all 
incumbrances $1,750,000, is given, to
gether with other assets of the com
pany, less current liabilities, said to 
be worth $3,250,000. It is stipulated 
that the Michigan avenue property 
shall be released from the trust 
agreement upon the payment and 
cancellation of $1,000,000 of the 
bonds. The rate of interest which 
these bonds bear is 5 per cent., in
stead of 7 per cent, paid by the Sears- 
Roebuck Company, and it will be no
ticed that none of the preferred and 
common stock, which the other com
pany has deemed it necessary to is
sue to float its enterprise, is being 
put out by Montgomery Ward & 
Co. They believe in owning their 
own establishment and doing their 
business with the financial institu
tions of Chicago. The bonds have 
been selling readily in Chicago at 
par. The methods of these two great 
establishments in financing their en
terprises are so different, and yet 
so characteristic, that we have given 
here the facts so that business men 
among the readers of The Journal 
may draw their own conclusion. Pos
sibly the farmers who are sending 
their money to one of these concerns 
because of the high rate of interest 
which is promised are putting their 
funds in a safe place, but if some 
day there should be a smash and a 
lot of people be found holding worth
less securities it will be^no cause for 
surprise to conservative business men. 
— Furniture Journal. ■.

Clear Enough To Her. 
Andrew Carnegie once delivered a 

little homily to the pupils of a pub
lic school in Washington, wherein he

endeavored to demonstrate that the 
judgment of men is apt to be warp
ed by sentiment and feeling.

“In Scotland,” asserted Mr. Carne
gie, “the people abominated hymns, 
simply because the Episcopalians used 
them. The Presbyterians sang only 
the Psalms of David. The Episco
palians used stained glass in their 
church windows, and for that reason 
the Scotch looked upon stained glass 
as something of unholy origin.”

Continuing, Mr. Carnegie told a 
story of a Presbyterian minister who 
had been bold enough to introduce 
this hated innovation. He was show
ing it in triumph to one of his parish
ioners, and asked her how she lik
ed it.

“Ay, it is handsome,” said she, sad
ly, “but I prefer the gless jist as God 
made it!”

Two Hundred Dollar Fine.
Hereafter the “opened by mistake” 

excuse will be a mistake that will 
cost $200. The Postoffice Department 
has ruled that mail must be looked 
over before leaving the office, and 
that any letter put in your box by 
mistake must be returned before 
leaving the postoffice under penalty 
of $200 if you carry away some other 
person s mail than your own and open 
it. It is probable that where it can 
be shown a mistake is generally due 
to outside mail becoming mixed with 
a firm’s letters, such a ruling will be 
suspended. Where hundreds of let
ters are constantly coming into an 
office there can be no safeguard 
against an occasional “floater” in
tended for someone else.

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 lb. tin boxes, 10, 15 and 25 
lb. buckets and kegs, half barrels 
and barrels.

Hand Separator Oil
is free from gum a«d is anti-rust 
and anti-corrosive. Put up in 
1 and 5 gal. cans.

Standard Oil Co.
Grand Rapids, Mich.

FINE SERVI CE
Michigan Central 

Grand Rapids, Detroit, Toledo 
Through Car Line

Solid train service with Broiler 
Parlor Cars and Cafe Coaches 
running on rapid schedule. 
Through sleeping car to New 
York on the “ Wolverine,” 
making the run in nineteen 
hours and fifty minutes.
For full particulars see Michi
gan Central agents, or

E. W. COVERT, C. P. A., Grand Rapids 
0. W. RUGGLES, G. P. A., Chicago

A GOOD IN V EST M EN T
THE CITIZENS TELEPHONE COMPANY

I t” u p u j n V i u r i '  a ktXT.aTV, 1,001110 w.uw.uuu. compelled to do so because of 
more*thaD^RKABLE AND CO N tlN U M J GROWTH of its system, which now includes

fcv» jvv v  I c L c r n v / i i c o
wntch m ore than 1.000 were added during its last fiscal year—of these over 1.000 are in 

the  Grand Rapids Exchange which now has 7.250 telephones—has placed a block of its new
STOCK ON SALE

,  TWa stock nas to r years earned and received cash dividend of 2 per cent, quarterly 
(and the  taxes are paid by the company.) M J

F or fu rther information call on or address the  company a t its office in Grand Rapids 
________________________  E . B . F IS H E R . S E C R E T A R Y

BALLOU BASKETS are BEST

X-strapped Truck Basket

A Gold Brick
is not a very paying invest
ment as a rule, nor is the 
buying of poor baskets. It 
pays to get the best.

Made from Pounded Ash, 
with strong cross braces on 
either side, this Truck will 
stand up under the hardest 
kind of usage. It is very 
convenient in stores, ware
houses and factories. Let 
us quote you prices on this 
or any other basket for 
which you may be in 
market.

BALLOU MFG. CO., Belding, Mich.
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RETAIL CREDITS.

Best Way To Handle the Problem 
Successfully.

The word credit in the retail busi
ness is a sign to a dangerous road 
that has led many a merchant to dis
aster, but a road which must be trav
eled, for the volume of business ex 
ceeds the volume of currency, and 
the country is compelled to rely on 
credit to an extent as the world 
moves on what is called a credit sys
tem both by the buyer and the sell
er, and every successful business 
house must have a competent credit 
man, although it be great or small. 
The small ones do not have suffi
cient amount of capital to stand 
many losses. If the proprietor is not 
capable of exercising proper discre
tion by refusing those whom he 
knows to be bad and securing the 
trade of those who are good, he had 
better employ a competent man or 
sell strictly for cash. There are very 
few retail men who are successful 
credit men, for it requires long and 
constant study of human nature in 
order to secure and handle accounts 
successfully, and no set rule can be 
applied to all men, but each one must 
be handled according to his custom 
and station in life.

The greatest study of mankind is 
man. If we study the evolution of 
man from the low state of savagery 
to barbarism, from barbarism to civ
ilization and from civilization to the 
present enlightenment, we find that 
every step of advancement was gain
ed through confidence, as confidence 
among men increases they take a 
higher step in the evolution of human 
progress. The savages had no faith, 
no confidence in one another, not even 
in the members of their own families. 
However, they learned after due time 
to form clans, then tribes, because 
they found it advantageous to trust 
one another, but had no confidence 
in those outside. Little by little as 
time went on they learned to spread 
confidence. They founded nations 
which in time became civilized and 
formed laws to govern themselves 
with confidence in their fulfillment. 
Xow, in every stage of human de
velopment there are economic, indus
trial and social problems, which mul
tiply with the growth of population 
and are solved by the increased con
fidence born of education and culture.

Now, what is credit if not the con
fidence we have in those whom we 
trust? Business is founded and de
veloped through confidence.

We have outgrown the lower or
der of business methods, where a 
merchant would do all in his power 
to avoid meeting his competitor, and 
would not think of exchanging credit 
information, thereby revealing the 
names of his customers, but now they 
go so far as to give their local Retail 
Agency a complete list of their cus
tomers, giving the average amount 
they buy and how they pay. In 
former times the merchants consider
ed their competitors enemies, and nat
urally had no confidence in o n e  an
other, but enlightenment has opened 
the eyes of many of them to the ne
cessity for mutual help and protection

to be gained only through organiza
tion.

The wholesale merchant has un
derstood for years the impossibility 
of conducting his business upon his 
unassisted judgment alone. He has, 
therefore, found it wise to take into 
his confidence men of good business 
acumen, under large salaries, allowing 
them additional large amounts to ex
pend for various mediums which 
might assist their judgment in cor
rectly determining their credits. That 
these mediums are not always correct 
in their reports and conclusions as 
to the trade is well known; but that 
they have materially assisted the cred
it man, and have been instrumental 
in enlarging his field of operation and 
reducing their annual losses can not 
be denied.

The reverse, however, has been the 
lot of the retajler. At the beginning 
of the year the retailer insures his 
stock from fire, his city and State li
censes and other preliminary expenses 
must be paid. But when his doors are 
opened for business he is accorded 
comparatively no protection, by law 
or otherwise, against the consumer. 
In fact, as far as the law is concerned 
it seems to hold a special grudge 
against him, and instead of getting 
better seems to be growing worse 
each year. Therefore, the business 
lot of the retailer has been a deplora
ble one indeed.

Has it ever occurred to you what 
salaries good credit men command?
I will give you some idea by nam
ing the amounts paid to some in the 
city in which I live. One man gets 
$10,000 a year for passing on wholesale 
credits. In the retail lines there are 
just three recognized credit men, and 
their annual income is from $2,500 to 
$5,000 a year; just think of one retail 
firm paying $5,000 a year for a credit 
man; that shows how that firm re
gards the responsibility of their credit 
department. The largest per cent, of 
their sales are based upon credit and 
they have made a glowing success. 
Most retail men think you ought to 
get a competent man for $15 a week. 
A credit man that can not command 
over $15 a week is not much of a 
credit man. There is an art, a skill 
in a good credit man that is not 
gifted to many. It is true that very 
few retail firms can afford to em
ploy a competent credit man and rec
ognizing this fact, systems by agen
cies were years ago inaugurated which 
would give the retail merchant a 
credit man at a very small cost to 
them, and it has worked so success
fully for those who have followed it 
closely that their losses have been 
reduced to a very small per cent, and 
are not worth the effort to collect. 
The accuracy of these systems does 
away with the necessity of a collect
ing agency, and assistance to collect 
is only given in the few cases 
where parties have been previously 
rated well and the merchant is unable 
to collect from some unknown cause, 
and in such cases the bill is collecta
ble from the simple fact that when a 
man is behind with just one account 
he will exert and deny himself more 
in order to save his credit reputation, 
and does not become so discouraged 
as when he nas been allowed to run
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accounts beyond his ability to meet; 
furthermore, when a man has got so 
far behind and owes so many, he 
feels that it is impossible to pay all, 
so he usually comes to the conclusion 
that there is nothing to be gained by 
paying one or two, so he decides he 
had just as well get all he can for 
nothing, and he is generally right in 
his conclusions, for in most cases he 
does not make enougn to pay for the 
necessities of life and pay back ac
counts, too. The proper remedy to 
be applied is to have a competent 
credit man to rein them up in the 
start and educate them to know that 
they must pay for what they buy 
when due, and no large balance will 
be tolerated, and then there will be 
more successful business men in the 
place of certain failures.

The Retail Agency’s service is equal 
to the best in the United States, and 
easily carried out by a competent 
man, when the merchants will do their 
part by each one giving a complete 
list of their customers, and not open 
a new account without getting a re
port from the office, as this makes 
all information center at one place 
and establishes a clearing house which 
enables them to ascertain a man’s 
standing in a very few minutes, and 
to know where he is trading. This, 
of course, applies to those who have 
been living there some time and have 
established their credit.

The new customers require the mer
chant to find out where they come 
from, and to secure reference when 
possible, then proceed to get at their 
standing at that place. If the infor
mation furnished by the agency at 
that place is satisfactory he can be 
recommended according to his ability 
shown in the report. Those who de
cline to give a correct account of their 
past record agencies decline to recom
mend, on the ground that any good 
man can put us in possession of facts 
that will show he meets his accounts 
promptly and is entitled to credit. It 
is true that no system has been es
tablished that would prevent all loss
es, but this one has a tendency to 
prevent the merchants from all losing 
on the same customer, by pro-rating 
the losses among them to a certain 
extent.

The rating books issued by Agen
cies contain from two thousand to 
one hundred fifty thousand names, 
most of whom are heads of families. 
These books show their financial 
standing, giving the amount of prop
erty owned by each, and how they 
pay, showing the good, bad and in
different. Special reports from time 
to time gather in the newcomers and 
those who have not yet established 
their credit. Ratings have grown 
better instead of worse, as the re
ports grow more thorough and con
servative. In order to conduct a 
credit agency successfully it is neces
sary to have a man that thoroughly 
understands the business and he must 
equip himself with the proper facili
ties for securing the right kind of in
formation on which to base retail 
credit.

In most of places there is a strange 
difference between the wholesale mer
chant and the retail merchant in their 
attitude toward their commercial

agencies. For Dun or Bradstreet’s 
agent to lay a book on a wholesale 
credit man’s desk and say, “Here is a 
large list of people whose credit is 
not good,” would place him in a po
sition to be laughed at. The whole
saler has come to appreciate the value 
of knowing about good customers. 
The average retail man says that a 
reference book is a pretty good thing, 
for it has a lot of bad ones in it and 
the good ones do no harm. The more 
good people there are in a rating 
book the more valuable it will be to 
a merchant providing he uses it right, 
and the way to realize the benefit is 
to solicit the trade of good ones. Just 
keeping a dead-beat list is not near 
complete, nor is it what you want, 
for the principle is wrong; you are 
believing all men honest and entitled 
to credit until they get on the dead
beat list. The agency operates just 
the reverse. They do not consider 
any man entitled to credit until after 
he has been investigated and found 
to have the ability and willingness 
to pay. The dead-beat plan requires 
you to pay for your experience in too 
many cases.

A man may apply to you for credit 
who is just as bad as any you have 
on your list, but is not on there be
cause he has not been turned in by 
some careless member, or those who 
have sustained losses happened not 
to be members.

It is the business of every credit 
man to know of as many undesirable 
risks as he can, but his knowledge 
of desirable accounts will be worth 
many folds to him in the end, for 
his profit is made on good accounts.

You should investigate your cash 
customers in order to do all in your 
power to hold their trade and to se
cure good customers and avoid the 
bad ones when an opportunity pre
sents itself, for a cash acquisition may 
wander off to a rival to-morrow, but 
the credit friend who is worthy of 
credit is not as inclined to change 
his place of trading when proper cour
tesy is extended as those who pay 
cash, and as a rule he is not a bar
gain hunter, but appreciates the ac
commodation of being extended an 
account and is less trouble to sell.

The largest percentage of the peo
ple pay their personal obligations. If 
they did not this country would be 
bankrupt in a very short time, but 
this small percentage that do not pay 
their debts will break any man that 
extends credit recklessly, for one bad 
customer will bring several more, 
since “Birds of same feather usually 
flock together.”

The first thing to do when an ac
count is opened is to place a tempor
ary limit upon the account, the 
amount, of course, being determined 
by the facts at hand concerning the 
customer’s responsibility. After an 
account is opened it must be carefully 
watched; if neglected it may cause 
you a loss which could have been 
avoided by prompt attention. Your 
book-keeper should be instructed to 
notify you when a customer has 
reached his limit, or his account is 
past due, in order that you can 
promptly investigate the cause and 
determine whether or not it is advisa
ble to extend him a larger line or

grant him an extension of time, 
whichever the case may be.

There are few transactions among 
men that cut so deep into the feel
ings as an open refusal of credit; and 
it is equally true that fewer things 
make warmer friends of a house than 
an authorized statement that their ac
count is wanted.

Many houses seem to deliberately 
place obstacles in the way of cus
tomers opening accounts and do not 
observe the different classes and con
ditions of their customers. The man 
who is able to pay for what he buys, 
but desires an account, as a conve
nience, is independent and will sub
mit to very little annoyance and in
convenience; but the man that wants 
something and hasn't the money to 
pay will submit to almost anything 
in order to secure an accommodation.

The time to ask a customer for 
reference and such other informa
tion necessary is at the time he ap
plies for credit, for he usually ex
pects to be required to give such in
formation. If no credit has' been 
asked for, you will have to investi
gate without reference. However, the 
worst dead-beat in the United States 
can furnish one or two good refer
ences, but you should locate the mer
chants who have sold him on credit, 
but were not given as reference.

Many progressive merchants over
look a splendid opportunity to se
cure good accounts; they do not real
ize the delicate feeling -that many 
have in applying for credit; they 
spend large sums of money in beau
tifying their places of business, em-

ploy artists to deck their windows, 
place attentive salesmen behind their 
counters and cleverly spread the 
printer’s ink in order to induce the 
people to enter their doors and buy 
a bill of goods. That is all very well, 
but right here comes the strange part 
about all this expend’ture. Afte’* *hev 
have induced the customer to enter 
and buy no further direct effort is 
usually made to have him return, and 
the name1 and identity of the customer 
are lost. J. E. R. Chilton.
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Observations of a Crank in a Shoe 
Store.

1 was interested to note the other 
day, as 1 stood in a prominent shoe 
department, the poor service which 
this store gave to its patrons in the 
matter of making exchanges. It is 
not a privilege in the highest sense 
of the word to have this task to do, 
but it is one of the necessary unpleas
ant duties which we are forced to per
form from time to time, and in my 
opinion, when a thing becomes nec
essary it might as well be done well 
and as quickly as possible.

The young lady in question brought 
in a pair of shoes, and by mere chance 
she happened to be a charge custom
er. The manager was out, as also 
was the clerk who waited on her pre
viously. It required about ten min
utes of time to ascertain these three 
facts, after which the clerk showed 
every possible inattention to the cus
tomer. and plainly showed that he 
would rather make cash sales than 
exchanges for his fellow-laborer. Now 
it is not a bit of use to jump up and 
say you would fire a clerk who did 
this, for it may be that you have been 
in the same boat yourself. I had fin
ished my business, but I persisted in 
looking at something which I did not 
want, for the express purpose of see
ing how this matter was handled.

As I stood there I heard the clerk 
say, “Well, lady (if it is anything that 
would make me mad if I were a wom
an it would be to be called “ lad}'" 
in a store), we shall have to look up 
your account and see just when you 
bought these goods and what price 
you paid for them.” “W'hy, I bought 
them of Mr. Jones and I paid $3.50 
for them,” she quickly replied. “Yes,
1 know,” replied the clerk, “but we 
will have to look it up just the same.” 
All of which required fifteen minutes 
more, and during which time the cus
tomer said little, looked more and 
thought a heap. Having arranged the 
credit part of the sale the clerk pro
ceeded to pull down a number of 
shoes, and finally succeeded in satis
fying the customer. The whole thing 
required just forty minutes by my 
watch, and I claim that to be stand
ard time, and as the clerk finally hand
ed her the bundle, the manager came 
in and spoke very courteously to her, 
whereupon she explained the troubles 
she had had in getting the exchange. 
Of course he did everything possible 
tp soothe the customer, but she left 
the store very much ruffled up, and 
I feel sure that her trading at that 
store is at an end, especially in the 
shoe department.

In these twentieth century days 
system has come to be recognized as 
a necessity to modern business meth
ods; at the same time system has 
been known, on several occasions, as 
this one, to severely handicap pros
pects for future business. I have seen 
salespeople in stores forced to make 
no less than four or five different en
tries of a sale, when one or two at

the most would have been all that 
were necessary. Many firms object to 
giving their shoe stocks numbers, but 
prefer to have their sales force write 
on the sale slips, “Woman’s patent 
tip, polish, $2.50,” or whatever the 
sale price may be, whenever a sale is 
made. Whereas, if they gave it a 
number like 240, the price, cost and 
everything could be looked up by the 
book-keeper, who has considerable 
more time to do these things than 
the sales clerk.

There is nothing more important to 
my mind for a successful business 
than the speedy handling of trade. I 
do not mean of rushing them through 
the buying process, but attending to 
their wants at once, and that thor
oughly. Use all the time possible in 
showing goods, even although they 
do not want to buy, but take good 
care to make every move count, sc 
that when you are finished the trans
action will have been well attend
ed to.

All department stores adopt meth
ods for- the speedy handling of trade, 
one of which particularly worth men
tioning is the use of the coin number, 
\\ hereby each customer carries a coin 
with them which acts as a sort of O. 
K. of their standing and is shown and 
recorded with every purchase which 
they care to make. These purchases 
are sent to the shipping room, col
lected there by what is known as 
the traveler system, that is a coupon 
book with a series of gummed labels 
in it, each bearing the same number, 
one of which is sent with each pur
chase she makes. These are all col
lected when they arrive at the ship- 
ping room, and when the customer 
has finished purchasing she sends the 
book with her name and address and 
sends it to the shipping clerk, where
upon he notes the number of missing 
checks and knows that there must 
be an equal number of bundles to go 
to this address. These two systems 
save a great deal of time and worry 
and might well be modified to suit 
the needs of smaller stores. The cost 
of installing any of these systems is 
but a minor point, so long as the con
venience of the patrons is assured, for 
just as long as customers find that 
you are exerting yourself to please 
them, just so long will they stand 
by you, and a good customer is an 
asset that is well worth keeping.

Take a look around you and see 
what others are doing to facilitate 
matters along this line. Make sure 
that your system is the best one in the 
town, and if it is not, take steps im
mediately to have it so.— Shoe and 
Leather World.

How One Wife Paid the Debts.
She was young and ambitious 

Music and art were at once her pas
time and profession, but she did not, 
as yet, feel herself to be competent 
to teach either. Her husband’s salary 
of $60 a week made it unnecessary 
and she was content to be a dilet
tante. They had saved several thous
and dollars simply because their 
tastes were not extravagant and they 
could live comfortably on part of his 
salary, the rest went into the bank.

Then ambition struck him and he 
went jnto business and lost every dol-

lar that he possessed, and more, for 
he had borrowed of all his friends in 
the vain hope of retrieving himself 
with added capital. At last they mort
gaged their furniture, including her 
piano and paintings. Her father gave 
her some money and she paid the 
interest and kept her home for a time 
longer.

Something must be done, and that 
by herself, she was convinced. What 
could it be? The man had lost his 
courage.

The problem was a trying one for 
a delicately reared woman to solve. 
In sheer desperation she lay awake 
all one night and prayed fervently for 
light. It came. With the rising of 
the sun she determined to turn her 
talent for cookery to account. “Peo
ple must eat,” she reasoned, “ I will 
give them food and they will pay me 
for it.”

With only her kitchen range and 
no idea of buying materials at whole
sale she started in. She had no 
money and no ingredients even for a 
tin of biscuits, but she bravely went 
to her grocer and asked credit for a 
short time. She always had paid 
cash before and her face burned with 
shame as she proffered her request 
to him to let her have $5 worth of 
groceries to be paid for later. This 
he readily did and she returned to 
do her best with a batch of bread and 
biscuits for samples of her skill.

Armed with the still warm bread- 
stuffs she started to solicit orders. 
She carefully had laid her plans and 
determined to go first to apartment 
houses where the small families 
abounded which had not the facili
ties for baking found in houses; and 
at the back doors she would knock, 
is was correct on such an errand.

Stifling her pride and carefully 
avoiding the residences of friends, she 
made a number of calls, returning 
with light heart. Despite her fore
bodings she had been well received 
at nearly every place where she call
ed, and enough orders had been taken 
to keep her busy the next day. Her 
obvious refinement had been recog
nized and respected, and she had 
learned a lesson— that honest labor 
degrades no one.

She toiled earnestly, spending the 
early part of the day in manufactur
ing her goods, starting out to deliver 
about 4 o’clock in the afternoon. 
Soon she divided her work, specializ
ing on various days, making bread on 
Fridays and cakes on Saturdays, to be 
fresh for Sunday consumption. Then 
orders came so fast that she sent for 
a friend to help her and hired a boy 
with a little cart to relieve her in de
livering her wares. Orders for more 
bread and cakes came pouring in, and 
she learned to buy her raw materials 
at wholesale. Now she was happy, 
for she had achieved independence.

The husband got employment else
where, sending her weekly a portion 
of his earnings. This she put aside 
and devoted to paying debts. She was 
a happy woman the day that the 
canceled mortgage upon her furniture 
was in her hands.

Marian Ainsworth.
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How to Advertise a Retail Shoe 
Store.*

I would have much preferred had 
my subject been made advertising “a 
shoe store,” in place of “how to ad
vertise a shoe store” The topic 
calls for something definite. It in
fers in me a superior knowledge of 
the ways and means of shoe publicity, 
and it also places a fellow in an “I- 
know-it-all” attitude that is a bit em
barrassing.

Furthermore, not all of the ideas 
in regard to shoe publicity remain un
advanced. You will find your trade 
journals each week teeming with 
good, meaty suggestions for the mak
ing of the popularity of a store. The 
good advertiser is not egotistic. He 
believes with Emerson, that “next 
best to the man who originates a 
good expression or a worth-while 
thought is the man who quotes it,” 
and it is shrewd of him to adopt the 
proven policies of the resultful cam
paigns in which other men have paid 
the cost of the experiment. If you 
note any plagiarisms in this talk of 
mine nail them, and then generously 
excuse their occasion under my plea 
that I put them there for the sake 
of, I hope, a beneficial reiteration.

Let us review, briefly, the possi
bilities that the right kind of ad
vertising presents to the retail shoe 
man in his community Take, for in
stance, a merchant located in a town 
of 40,000 inhabitants, with its estimat
ed 8,000 homes. This merchant, we 
will concede, has a good store front, 
perhaps the most modern procurable. 
We all recognize the advantages of a 
good front whether it’s personal or 
in a business way. His furniture and 
general store equipment are the best 
that he could put in. Everything is 
inviting from without, and cosy and 
business-like within. He has an ex
cellent force of help— his store ser
vice is well organized. Suppose his 
equipment throughout is ideal— his 
buyer’s judgment is good— superb 
values and good styles are always 
shown. This merchant depends on 
this superior get up of his store to 
accomplish for him a substantial busi
ness without the aid of direct adver
tising or solicitation of trade. He 
probably does a business of, say 
$35,000, which allows him 5,000 cus
tomers, spending on an average of 
$7 a year for footwear out of the 
possible 40,000 population. Of the 
$280,000 volume of business he gets 
a paltry $35,000. Is there any valid 
reason, other than, perhaps, the loca
tion or convenience of his store, why 
the majority of the people of this 
town should not do business at our 
friend’s store? Of course a store 
does make enemies occasionally and 
an allowance must be made there, 
though in most cases, and particularly 
since we have given the trade to un
derstand that there is no guarantee on 
shiny leathers, the proportion of these 
disgruntled ones should be infinitesi
mal.

And just a word about the loca
tion. It will not be difficult to get 
people to walk a block or two out 
of their way if you will make the

‘ Paper read at annual convention Michigan 
Retail Shoe Dealers’ Association by Frank Mc
Gowan, of Canton, Ohio.
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tune of your advertising— the prom
ises you make in your advertising— 
harmonize with the service and the 
values you give them. Conditions 
as pictured here exist in almost every 
town. None of us get all the trade 
that is open to us. Does it not ap
pear to you that there "fs an oppor
tunity for profitable publicity for the 
average shoe store if such conditions 
do exist? As long as people are 
open to argument—open to convic
tion—by publicity as to the merits 
of merchandise, there is a chance to 
work big increases in this $35,000 
business. The system is to go after 
these possible customers in such a 
studied and predetermined never- 
give-up fashion, that when any of 
them leave one of these 8,000 homes 
on a shoe-buying expedition, they 
are just naturally going to gravitate 
your way. It can be done— this ef
fect can be accomplished— it has been 
done but you can not hope for it in 
a week, or month, or a year. The 
riddle part of the proposition is how 
it will be done.

For a store to be successful the 
primal necessity is good merchandis
ing or good store management. Un
der this head we include, as previous
ly mentioned, service, values, location, 
windows and the proper selection of 
styles. Most of these items are ad
vertising in themselves— anything 
that brings trade into a store or 
makes “repeaters” of your customers 
is advertising. We must not forget 
right here the personality of the pro
prietor in the listing of these items, 
which is akin to advertising. Some 
store owners I know of ate their es
tablishment’s only current advertis
ing.

Granted that a store has all these 
initial requirements, is the merchant 
who has gone thus far going to allow 
chance and the arguments cited above 
to be the only agents for the increas
ing of his business? Is he going to 
wait for the public to learn through 
the ordinary channels that his men's 
$3.00 shoe, for instance, for which he 
pays $2.25 net, is as good if not a 
little better article than can be found 
in his town? Is he going to wait 
next week when the school shoe buy
ing begins for chance to inform the 
mothers of his town that his $1.50 
misses’ school shoe has an oak sole, 
a solid innersole— that the uppers are 
of plump, sturdy dongola, and that 
the shoe is made on a last that is 
great for growing feet—that this shoe 
is in fact the consummation of good
ness in a school shoe?

Even the uninitiated merchant, af
ter deciding that his stuff is worthy 
of exceptioned mention, would turn 
to the newspapers as the readiest 
vehicle for the transmission of this 
information— for the making epidemic 
among his people the confidence he 
has in his merchandise.

Most of the shoe advertising you 
see in the papers now-a-days is of 
the haphazard sort. Their construc
tion denotes small effort. They look 
a great deal as though they were put 
up to allay the persistent solicita
tions of the local newspaper’s adver
tising manager. There is no sequence 
of argument in the adYs-—no reitera-

FOR MEN, BOYS &  YOUTHS 
HONEST WEAR IN EVERY PAIR

S O L I  H E R B
M A D E  B Y

THE, HEROLD'BERTSCH SHOE CO

(THE SIGN of GOOD BU SIN ESS.

Here’s a Pointer
If you want the best selling line of Men’s 

Boys’ and Youths’ shoes ever put on a shoe 
dealer s shelves, you want the

Hard-Pan Shoes
made by the original “ Hard-Pan”  factory, 
specialists in the production of shoes for 
hard wear. But only one man in a town can 
get them. It s worth finding out if you are 
the man. Samples for a postal.
Our Name on the Strap of Every Pair

HEROLD-BERTSCH SHOE CO.
M akers o f Shoes 

GRAND RAPIDS, MICH

But a few days more and the shoe 
demand will increase.

Consult our catalogue sent you a short 
time ago and order some of the

Rouge Rex

Shoes
Write for special advertising 

matter.

HIRTH-KRAUSE CO.
Shoe Manufacturers

16 and 18 So. Ionia St. Grand Rapids, Michigan
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tion of confidence impelling state
ments— no distinctiveness typograph
ically— the arguments lack logic and 
oft-times the advertising is untimely. 
They lack all those subtler things— 
from cuts down— that go to make ad
vertising resultful.

There are four distinct types of 
newspaper advertising in use to-day: 
The “Colloquial,” the “Conservative,” 
the “Reason Why” and the “Nonde
script.” The latter is the sort re
ferred to above.

The “Colloquial” style is the breezy, 
chatty and sometimes slangy way of 
presenting your arguments. It is 
hard stuff to write with an endurance 
of quality— it is copy that a man 
soon gets stale on— and one that does 
not want to be attempted unless a 
man has a Bourke Cockran wit and 
a Joe Choate diplomacy. Here is a 
sample—perhaps a bit extreme. A 
cut appears of a swagger shoe at the 
top of the adv. with something like 
the following injunction accompany
ing it:

“Skidoo.”
It is “23” for the 

dead ones here. Nothing 
but the down-to-date 
stuff in our new 
fall showing. Bring 
in your Pay Case 
Saturday P. M. after the 
Ghost walks and 
we will swap a 
pair of our Mazumas 
for your 3 bones and 
a half.
Tom and Pete 
Clever Kicks
On the Square— Shoetown.

It is a question in my mind wheth- 
ef this kind of advertising pays any 
store but a city one catering to young 
men’s trade, and even then it is 
questionable. Rogers-Peet, of New 
\ ork, and Altwood, of Chicago, go 
in some for this kind of copy, but it 
is always clever— the men who write 
these adv. do nothing else.

The best copy for a store catering 
for a general class of trade is a com
bination of the “ Conservative” or 
mere statement of facts copy and the 

Reason Why” or argumentative 
copy. Right here in Detroit we have 
a splendid example of this sort of 
newspaper advertising in that of R. 
H. Fyfe & Co. Their ad vertising is,
I believe, as good shoe advertising as 
is being done in the country to-day.
It is this kind of advertising that has 
the largest cumulative value— every 
day with the appearance of each adv. 
it stacks up a “good will” asset for 
a store. It appeals in an enduring 
fashion.

Some merchants will say it is diffi
cult for them to get out uniformly 
good copy. We grow strong through 
expression, and if you will sit dowm, 
say after lunch time every day, and 
wrrite an adv. for the sake of experi
ence, if not for print, you will soon 
find the quality of your advertising 
improving.

A favorite adv. of mine is a single 
column, five-inch adv. It is inexpen
sive—you can use it every day— and 
usually there is just enough space for 
the terse telling of the good qualities 
of some one shoe. One sale on an

adv. of this sort brings the merchant 
in a medium sized town, where rates 
are not so high, his money back. Ad
vertising one shoe at a time simpli
fies both the writing and the reading 
of an adv., and because of its lack of 
complexity it makes a stronger and 
more lasting impression. You avoid 
also verbosity, which is one of the 
evils of advertising.

In getting up these advs. if you 
should adopt this size for your fall 
advertising, arrange with your paper 
to provide for some individual type 
face or type arrangement. A name 
place, well designed, is always a good 
investment. To provide individuality 
of copy you could just at this time 
adopt the Roosevelt-Carnegie reform 
spelling for use in your advs. And 
do it before the other fellow. You 
can no doubt secure a list of these 
corrected words from your newspa
pers or trade journals.

Always, when you make mention 
of some special shoe in your adver
tising, see to it that the shoe told 
about has a prominent place in your 
window, and have on it an identify
ing and distinctive price card. It 
puts into force a follow-up system in j 
your advertising that should make 
for results.

There are other forms of advertis
ing that are being used to good ad
vantage by some merchants to-day. 
Street car cards I consider a very 
good medium for the shoe retailer. 
Have your cards well printed and pur
sue that same definite policy of talk
ing about one shoe at a time. The 
Wanamaker stores are running cards 
in New York and Philadelphia street 
cars with a change of copy daily. 
How is that for energetic advertising? 
If you adopt car cards they would be 
doubly valuable if you could arrange 
for a change of copy once a week— 
a plan I followed in my own busi
ness -and which I think is most prac
tical for the shoe business.

The chief argument for these cards 
is that they catch the customer at the 
so-called psychological moment, when 
the customer— man or woman— is on 
the way down town for a new pair 
of shoes.

If you run car cards, arrange an 
easel in your window to carry each 
week the card you are using. It will 
help identify the store 

Another form of publicity of in
tense value to the retailer of shoes is 
advertising by mail. The perplexing 
problem of the “possible proportion 
of readers” does not enter here. You 
are almost sure of a hearing when 
you send your advertising out in this 
direct fashion.

This form of advertising is chiefly 
valuable when your lists are right. I 
believe in a generous classification— 
one which will so separate the people 
you want to reach that you may get 
the proper advertising to the proper 
persons. A good way to handle these 
lists is to have, say, a general $3.00 
up and $3.00 down list— two lists, 
to one of which you will send the ad
vertising of your better shoes, and 
to the other your literature on the 
cheaper stuff. You do not want to 
send brogan advertisements to the 
banker on Quality Hill, nor do you 
want to extol the merits of your

We are 
Headquarters
for Men’s and B oys’ W inter Caps 
and carry a complete line in all 
the latest styles.

B oys’ Caps from $2.25 to I4.50
the dozen.

Men’s Caps from $2.25 to $15.00 the dozen.
Made of the following materials: Corduroy, Plush and 

Cloth.. See our line before placing your order.

P. Steketee & Sons
Wholesale Dry Qoods Grand Rapids, Mich.

Mr. Shoe Merchant
If you have a call for a work shoe that will “ w ear lik e  iron ,”  

vet is “ ea sy  and com fortable”  on the foot, W H A T  H A V E  YO U  
TO  O F F E R ?  Our Celebrated

“ N O X -R .O X ”
(Registered)

Black or Tan Buck Bal, will satisfy your most exacting customer 
which means it will satisfy you, and that satisfies us.

Ask our salesman when he calls, or send for a sample case of 
a dozen. (Advertising folders free )

Waldron, Alderton & Melze
Saginaw, Mich.

Y o u r  W orking
man’s Trade

is a paying portion of your busi

ness if you sell shoes of superior wear

ing quality.

^ e  have been famous for years 

for making just such footwear.

Our Hard Pan— the real and 

genuine— our Oregon Calf and Hustler 

lines have never been excelled by any 

other manufacturer.

We are glad to call with samples 

any time you say.

Rindge, Kalmbach, Logie &  C o ., Ltd. 

Grand Rapids, Mich.
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$7-00, hand-made stuff to the laborer 
in the lower part of town whose earn
ing capacity is $1.50 per day.

A good way to secure these lists 
is to take your city directory and clas
sify each name by some identifying 
check mark, or have a different color
ed ink to check the names for the 
different lists. You can tell approxi
mately what a man’s buying capacity 
is by his occupation and the location 
of his residence. You may go amiss 
on some, but your general estimation 
will be almost correct.

In medium-sized towns it is prac
tical for the merchant to secure from 
his local postmaster each week the 
names of people moving into his 
town. ■ The post-office directory is 
kept up-to-date every day, it being 
the duty of all letter carriers to re
port names and addresses of all new 
families as soon as they move onto 
their route. If your town is growing 
500 or 5000 a year Jn population, the 
scheme presents an opportunity for a 
yearly increase in business. You’ll 
grow even faster than the town. An
other way of securing these names, 
though the lists may not be complete, 
is to have your local freight agent 
make a memorandum each week of 
the incoming household goods, with 
the names of the owners and where 
delivered.

About the get-up of this advertis
ing-by-mail stuff. Whether 'it is an 
illuminated mailing card or a circular 
letter— give it your best effort. It is 
going right into the hands of the per
son whose patronage you desire and 
/t will be given the most critical pe
rusal. Avoid the stereotyped. Get 
away from the trite hyperboles. Don’t 
tell them you have “the very best shoe 
on earth at such and such a price.’’ 
Convey this information, bu) tell it in 
a different fashion. Make your cir
cular letters heart-to-heart talks with 
the trade. Write your original letter 
as though you were writing to one 
particular person and thereby avoid 
that self-consciousness that seems to 
burden many advertising merchants 
the minute they go to work. To be 
natural always is a good, safe scheme.

I am enthusiastic over this adver
tising by mail. I know of concerns 
who, with the aid of a mimeograph or 
duplicating machine, are typewriting 
themselves into a financial opulence. 
Its resultfulness compensates for its 
two inconveniences— the detail work 
in connection with its material pro
duction and the superior mental ef
fort that must be put to it.

The ideas I have mentioned are not 
a drop in the bucket, numerically, or, 
perhaps from a standpoint of value, in 
proportion to the various avenues 
that are open to the retailer for ex
ploiting his store. There are many 
ways—most all of which are good, 
but some, they say, are better than 
others, and every merchant is, per
haps, in a position to judge his own 
wants.

There are other points I wished to 
talk or.— inside advertising— advertis
ing by suggestion or inside show 
cards, and exterior display. We 
haven’t even made a fair start on this 
question. The specialty shoe question 

how to own your own name and 
make it successful— hasn't even been
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touched upon. Outdoor advertising— 
how to get the most out of it— is an
other point. Enclosures— their value— 
and a general summing up of the “ad
vertising opportunities most of us 
miss,” haven’t had a hearing.

Bear in mind that the fountain head 
of all good retail advertising is con
fidence in your merchandise, an opti
mism as to the possibilities of the 
game— an enthusiasm that accom
plishes things. Cultivate these quali
ties in your business and in your self, 
and you cultivate the spirit of good 
advertising.

Saginaw Profits by Earthquakes.
Saginaw, Sept. 25— Instances show

ing how Saginaw goods become 
known and are shipped and used all 
over the world are not infrequent 
Any marked force that affects busi
ness in almost any locality may find 
some echo in the local market. The 
Mershon & Morley Company has 
practically completed the filling of 
an order for portable houses, which 
came indirectly from Valparaiso.

Immediately following the great 
earthquake a rush order came in from 
Valparaiso, through a New York 
house, for fifty portable houses, and 
every effort has been made to get 
these out as rapidly as possible. The 
Mershon & Morley houses had not 
been sold in this district previous to 
the earthquake, but no doubt a new 
field has been opened for the com
pany through this order.

Immediaeely after the San Fran
cisco earthquake, also, a rush order 
was received for thirty of the portable 
houses, to be used for sheltering the 
homeless there. Owing to the nature 
of its product the firm is frequently 
in receipt of hurry-up orders of this 
kind.

Water Power To Be Measured.
Menominee, Sept. 25— The United 

States Geodetic Survey, which is at 
present engaged in surveying along 
the Peshtigo River, in Wisconsin, 
south of this city, will early next 
spring commence the task of making 
a complete survey of the Menominee 
River, from its source to its mouth, 
in this city, the total covering a dis
tance of several hundred miles. The 
survey will be calculated to especially 
measure the water power in the river, 
which is considered very valuable. 
Chappie Rapids, seven miles north of 
this city, has capacity for furnishing 
several thousand horse power. Grand 
Rapids, famous for its Indian tradi
tions, is about the same, while White 
Rapids, thirty-two miles from this 
city, possesses still greater power.

Plant To Produce Pottery Planned.
Cheboygan, Sept. 25— As a result 

of the discovery of valuable clay de
posits the Cheboygan Development 
Co., of which Dr. A. M. Gerow is 
the moving spirit, has been negotiat
ing with outside capitalists with a 
view to the erection of a large plant 
here for the manufacture of pottery.

The supply of clay, which is inex
haustible, is now controlled by the 
organization. It lies on the bank of 
Pigeon River, a short distance from 
two railroads. An advantage which 
counts in competition is found in the 
fact that only one firing is necessary.

We Are Now
distributors for the well advertised Buster Brown brand 

of hosiery. We have them as follows:

Buster Brown, Jr.—A stocking for boys and girls, sizes 6x9^, at $1.25 
per dozen.

Buster Brown—A stocking for boys, sizes 6 x 10, at $2.15  per dozen. 
Buster Brown Sisters—A stocking for girls, sizes 6 x 9 ^ , at $2.15 

per dozen.
Buster Brown Special for Holiday Trade-The “ Funne Box,’ ’ con

taining four pairs stockings, a rag doll and the box that makes up’ into a 
jack lantern, at $2.25  per dozen.

WE ALSO CARRY
the celebrated Bear Skin brand of hosiery for boys and girls, sizes 6 x 9%

at $1.25 per dozen, as well as 
other strong lines—fact is we 
make a specialty of hosiery of 
every kind and can offer some 
exceptionally good numbers to 
sell at popular prices for men’s, 
women's and children’s wear.

Try Our
Hosiery Department

Grand Rapids 
Dry Goods Co.

Exclusively
Wholesale

Grand Rapids, Mich.

We Are Specialists in 
Hosiery and Underwear

Buy of Us Now for Fall and Winter Trade 

Send us Trial Order for
Men’s Half Hose in blacks and fancies from $1.25 to $2.25 per doz. 
Ladies Black Fleeced Hose from 90c to $2.25 per doz.
Ladies Wool Hose in black and oxford from $2.25 to $4.50 per doz. 
Children’s Black Fleeced Hose from 90c to $2.00 per round.
Children’s Black Wool Hose from $1.25 to $4.50.
Infants’ Hose in Black, White, Pink and Blue from 90c to $2.25

per doz.

Fall and Winter Underwear
Men’s Fleeced Shirts and Drawers in black, blue, oxford and jaegar. 
Men’s Wool Underwear in greys, browns, modes, red and salmon. 
Men’s, Women’s and Children’s Union Suits, assorted. The best and 

most reliable qualities and the best values in the market.
Women’s Fleeced Vests and Pants in ecru, peeler, grey and jaegar. 
Women’s Wool Vests and Pants in greys and reds.

A sk  Our Salesm en

The Wm. Barie Dry Goods Co.
Wholesale Dry Goods Saginaw, Michigan
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TW E N TY A W EEK.

Grocer Who Believes Good Clerks To 
Be Cheapest.

■‘Speaking of clerks,” said a grocer 
70 years old to me one day last week, 
“ I believe it’s real economy to hire 
the sort of men that would be worth 
$20 a week, instead of the $10 or $12 
men."

“ How many of your clerks get $20 
a week?” I asked.

“None,” he replied; “it’s hard to 
break the habits of a lifetime, and I’m 
too old a man to start in to pay my 
clerks twice as much as my competi
tors pay theirs. But if I had my time 
to go over I would do it as sure as I 
live.”

“What particular point have you 
in mind?” I asked.

“Well,” said he, “see that fellow' 
with red hair down at the end of the 
counter?”

I turned and looked. The man he 
referred to was one of his clerks— a 
likely-looking young fellow at about 
30 years old.

"That man has been with me ten 
years,” said the old grocer. “ He’s a 
good fellow' who’ll work his legs off 
in my interest. But he’s not a high- 
grade man and so I only pay him $9 
a week. I figure out his limit at about 
$12 a week. The trouble with him is 
that he lacks tact in dealing with cus
tomers, and that puts him in the sec
ond class. To get a man with as 
much tact as I have myself, say, I’d 
have to pay $18 or $20 a week, and 
get a man way above the calibre of 
the usual grocery clerk.”

“Has his lack of tact done any 
harm you can put your linger on?”
I asked.

“Sure it has,” was the reply; “he 
gets into wrangles with customers, all 
the time thinking he’s standing up for 
my interests. Time after time I have 
to step in and smooth things out. And 
three times I've been unable to 
straighten things out and have lost 
the customer.

“Come back here and sit at this 
desk,” he said, “and you can hear the 
conversation that goes on between 
Tom and the customers.”

I w'ent back to a place where I 
was within a few feet of w'here the 
red-headed clerk was stationed. He 
was at the meat counter, and as he 
didn't move away from there I heard 
the most of several interviews be
tween him and different customers.

One woman started to kick about 
some veal chops.

"I bought those veal chops on your 
recommendation,” she said. “You 
said they wrere tender. They were so 
tough that my husband couldn’t eat 
them. I don't believe you get the 
best meats here anyway, do you?”

Tom wras so darned loyal to his 
store that this made him sore— I could 
see that at once.

“Why, certainly we do,” he said, in 
a half-irritated way that didn’t hit 
the woman, already worked up over 
her chops, at all right. She was a 
snappy little piece and she hit right 
back.

“Well, then, you don’t know much 
about meat,” she said, “to tell me 
meat’s tender when it’s tough.”

That riled him, too, and his face 
flushed up.

“Those chops did seem tender,” he 
said, not in the tone you want to use 
on a sore female; “there’s a good deal 
in cookin’.”

Well, that simply poured kerosene 
on the fire in the old girl’s temper 
and she flung something back. They 
were starting to have a regular sew
ing circle when the grocer stepped 
in and quieted things down.

Of course, the only conclusion to 
draw from that incident was that the 
clerk may have been perfectly right 
in the whole controversy and did 
what he did out of loyalty for his em
ployer, yet was wholly wrong in the 
way he veent about it.

In another case a woman kicked 
over the thinness of some lamb 
chops he cut, and in a peevish sort of 
way threw them out of the paper 
back on the meat block.

“Why didn’t you tell me you want
ed 'em cut thick?” was his brusque 
retort here.

A third woman accused the clerk 
of sending a leg of lamb home with 
the bone in after she had told him 
to take it out.

“You’re mistaken,” said the fellow, 
positively and agrressively; “you did
n't tell me to take it out.”

Then there was a squally little 
squabble over that.

“ You see, the boy is so intensely 
loyal to the interests of the store that 
anybody who steps on the service 
steps on him, and he can’t hold his 
temper,” said the old grocer, as we 
walked to the front of the store. “I 
blame him and I don’t. He can’t help 
it— he’s doing the best he can. To get 
the sort of fellow who could straight
en these tangles out without letting 
himself be stepped on, and at the 
same time keeping everybody happy, 
I’d have to pay twice the wages. Men 
like that aren’t content with a grocery 
clerk’s wages and they get into other 
fields.

“Now, up to last month,” he went 
on, “ I had another clerk who was 
just Tom’s opposite. His idea was 
that he ought to keep every customer 
satisfied no matter what it took or 
what it cost. So he let ’em climb all 
over him. They’d pull his leg all day 
long— bring stuff back that they found 
they didn’t want, or say stuff hadn’t 
been any good and make him take 
it off the bill. Oh, that fellow was 
a cinch for the customers, but a 
pretty tough proposition for me, all 
right. I paid him $9, too, and that’s 
about all he'll ever be worth to any
body.

“ Y’es, sir;” he said at the end of 
the interview; “if we had the nerve 
to dig down deep and get $20 men 
we’d save our customers, do a bigger 
business and do it a lot easier.”

There’s a good deal in what this 
old veteran says, but who’ll be the 
first to offer his clerks $20 a week?— 
Stroller in Grocery World.

When a girl begins to call a fellow 
by his first name, it generally indi
cates that she has designs on his last.

The first scratch on her new furni
ture is apt to convince the bride that 
marriage is a failure.

Acquire Close Knowledge of Styles 
and Fashions.

The things in the store are the 
things to be sold, but there is no ad
vantage in being ignorant of the 
things that are not in the store and 
that the customers are possibly liable 
to be talking about when you are 
showing them goods. Loyalty to the 
stock on hand is a good part of the 
moving power in making sales, but 
the clerk who is conversant with 
styles of goods that may not be on 
hand in his store is the clerk who is 
able to handle his customer with that 
more perfect ease that causes a cus
tomer to know the clerk knows what 
he is talking about, and through that 
make a difficult sale more possible.

Your store can not carry everything 
in the market that is in good style or 
in good demand. That is impossible 
for practically all stores, and it is cer
tainly impossible for the average 
store. Y ou have to select some 
things that are good, call them the 
best you can get and work on them 
with that idea in mind, but when you 
fail to know something else that is 
good or may be good in another store, 
you miss an opportunity to talk well 
about your stock when a customer 
appears who is inclined to be finicky, 
particular or over-critical.

The fall and winter styles of gar
ments and ready made goods of all 
sorts have been illustrated and de
scribed for your benefit. How much 
advantage have you taken of the op
portunity to post yourself about the 
things that are and are bound to be a 
little later? Some of the styles de
scribed will be modified and altered, 
but you have the opportunity to know 
pretty closely what is the proper 
thing and whether it is a good thing 
to allow your customers to talk about 
and attempt to buy. If you haven't a 
style in stock and know what that 
style is, you are prepared with an ar
gument against it w'hicli will have a 
very considerable influence on the de
cisions of your customers.

There was a time, several years ago, 
when winter coats were trimmed with 
a certain kind of fur that was very 
fluffy and handsome and also compar
atively cheap. We knew it was styl
ish and proper, but we had been 
unable to get the garments as soon as 
we thought we should have them, so 
we refused to buy, because we be
lieved we would have too many left 
on our hands when the demand for 
them dropped, as we felt sure it 
would after a little experience with 
the goods on the part of consumers. 
\\re knew the fur was from a foreign 
sheep and that certain conditions of 
atmosphere would bring forth a rank 
“sheepy odor. We told one cus
tomer who demanded it that such 
would be the case, and she refused 
to be convinced, but went out and 
bought at another store.

We felt sore over the loss of the 
sale, for it was where every sale 
meant considerable, but it could not 
be helped. The day after the pur
chase, the customer was caught in a 
wet snow storm, and the fur smelled 
almost to heaven. She came in and 
frankly told us we were right and she 
was sorry she had bought the gar
ment. Of course, we used that argu

ment every time the stuff was 
mentioned after that, and I don’t re
member that we again lost a sale. 
We had been able to convince every' 
arguing customer previous to that 
one, and with our knowledge of the 
goods and her acknowledged exper
ience we were able to hold our own 
on that style of trimming.

The same was true of a certain cut 
of garment that was very stylish at 
one time. We knew we couldn’t 
carry everything, so we cut out those 
styles we thought we could easiest 
spare and argue the most against 
when necessary. The one in question 
was very tight fitting, and we felt 
sure it could not hold a strain in the 
seams, because of the character of the 
goods. When a customer asked for 
that style we were able to put forth 
the argument against it because we 
knew what we were talking about. 
We may have lost some sales because 
we didn't have the stjde, but I do not 
now remember of one. If we had 
known nothing about the garment 
when customers asked for or suggest
ed it, we would have been entirely 
helpless and unable to prevent by ar
gument their going elsewhere to look 
for and probably buy it.

Yrour boss can not buy and keep 
in stock every sort of waist that is 
put on the market, and it is a certainty 
that you will have calls for some 
things you haven’t and some things 
you really the better off with
out. If y'ou know what such things 
are when the customer asks for them 
you are in a position to put up an ar
gument against them, for some rea
son, and have a better chance to sell 
the customer what you are able to 
show.

Keep track of the illustrations and 
descriptions as they are put forth for 
you by the trade papers. That is the 
purpose of such work, and that you 
can get a benefit from them is as cer
tain as that the boss will be benefited 
by being better able to discriminate 
when he is ready to buy. Everything 
you can not know, but you can know 
enough of the garment styles, if you 
will make a study of them, to be able 
to stand your ground in favor of the 
goods you are showing when a cus
tomer of argumentative taste appears.

The men clerks are less given to the 
study of styles than are the women 
clerks, and I consider it a very great 
mistake that the men so scorn the 
making up of goods as to be so little 
conversant with what can be done 
with the materials they are expected 
to sell. I have little use for the 

Nancy ’ clerks, for they are too oft
en as fickle as their manners and 
speech, but I do admire their ability 
to talk styles and fashions with 
customers. Not all customers are to 
have this sort of stuff thrust upon 
them by the clerks behind the coun
ter, and the “Nancy” clerks are usual
ly given to spreading their knowledge 
without discrimination, but when you 
are able to tell a woman what she can 
do with a piece of goods if she will 
buy it, you have an argument that is 
difficult for her to run away from.

Some of the best designers of wom
en’s garments are men; in fact, the 
great ready-made garment makers de
pend upon men designers for their
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best garments. Why should a clerk 
in a store think it beneath him to 
study closely the styles that are a 
mighty important part of the selling 
of goods at the present time? If you 
sell ready-made goods you must have 
some knowledge of the ready-made 
styles, and if you would sell piece 
goods with the greatest success you 
must certainly be able to tell a cus
tomer something of what can be done 
with the goods you are showing. You 
can not do this without studying the 
styles that are illustrated and describ
ed by the journals of authority which 
come to you at regular periods.

In the handling of goods you take 
pains to understand what are the right 
and proper things for the season and 
the locality in piece goods. You know 
whether a cashmere, or a panama, or 
a broadcloth is the thing you ought 
tc have in stock and show to an en
quiring customer, and you are posi
tive of your statement, but when a 
customer asks you how she can have 
the goods made up, or if she hesi
tates about purchasing because she 
doesn’t know how to construct the 
garment and is afraid she won’t like 
it if she takes chances in that line, 
you are utterly helpless. You have
n’t studied styles as you have mate
rials, and you have failed to link the 
styles and the materials together as 
they most certainly belong.

You will study weaves and threads 
and colorings and think you are pret
ty well posted on your goods, but you 
have a false idea that the studying of 
the styles upon which the making up 
of your goods depends is altogether 
too foolish for you to spend your time 
with. You couldn’t make a greater 
mistake as to the value of study in 
the selling of goods. You don’t need 
this knowledge to spread right and 
left, and it may be that it will not be 
necessary once a day, but when you 
do need it a sale most often depends 
upon it and you lose business simply 
because you are not posted on a 
most important part of your business.

Study styles and fashions at every 
opportunity! You need the knowledge. 
— Drygoodsman.

AMM UNITION.
Caps.

G. D.._ full count, per m ........................... 40
H icks’ W aterproof! per m ........................ 50
M usket, per m ............................................... 75
E ly ’s W aterproof, p e r m .......... ” ! ! ! ! !  60

C artridges.
| |  ?*lort- Per m ..................................   50

l0*?S. Per m .................................... 3 00

32 long, per m ........................................ 75N o .

P rim ers.
£t° ' n boxes 250, p er m .........l  60
No. 2 W inchester, boxes 250, per m . . l  60

Gun W ads.
BJac£ *£°8- H  &  12 U. M. C .. .  60
d !? 0!4 i i j Se’ i i ° 8- 9 &  10, per m . . . .  70 B lack  Edge, No, 7, per m .................. .. go

Loaded Shells.
N ew  R ival— F o r Shotguns.

Drs. o f 02. of Size 
P ow der Shot Shot G auge

P er 
100 

$2 90 
2 90 
2 90 
2 90

IRON
B ar Iron ................................................. 25 ra te
L igh t B and ........................................ .. 00 ra te

KNOBS—N EW  LIST.
Door, m ineral, Jap . tr im m ings ........... 75
Door, Porcela in , Jap . trim m ings . . . .  85

LE V EL S
S tan ley  Rule and  Level Co.’s ___dis.

M ETALS—ZINC
600 pound casks  ........................................  g
P e r  pound ....................................................... 8%

M ISCELLANEOUS
Bird Cages .........................................................
Pum ps, C istern .....................75&10
Screws, New 1.1st ..................................... 55
C asters , Bed and  P l a t e .......... . .760*10*10
D am pers, A m erican ..................................... 50

M OLASSES GATES
S tebb ins’ P a tte rn  ................................... 60&10
E n terp rise , se lf-m easu ring ................., , ,  30

PANS
Fry , Acme . . ..................................... 60&10&10
Common, polished ............................... 70&10

PA T E N T  PL A N ISH E D  IRON 
“A ” W ood's p a t- P lan’d, No. 24-27..10 80 

B W oods pa t. p lan 'd . No. 25-27.. 9 go 
Broken packages %c p e r tt>. ex tra .

PL A N E S
i  an To0* Co.’s f a n c y ............................... 40
f  «0 sc io ta  Bench ..........       50
1  In  Sandusky Tool Co.’a fancy  ...............  40
2 65 B ench’ flrst Quality .................................  46
2 70

Crockery and Glassware

N A IL S .

Discount, one-th ird and flve“ p er 4 n ® l a ^ S L S X S S ^ .T ..™ * ? * *  *  T E
. .  P a p er Shells— N ot Loaded. W ire nails, base ............... ...........2 i s
No. 10, pasteboard boxes 100, per 100. 72 20 to 60 ad van ce ..................  ...........B u !
No. 12, pasteboard boxes 100, per 100. 64 10 to 16 ad van ce ........................ „ . ’ . " .  I

8 ad van ce ...................................................

STO NEW ARE 
B u tte rs

*& gal. per doz..........................
1 to  6 gal. per doz................
8 gal. each .......................... ..

10 gal. each ........................
12 gal. each ..................
15 gal. m eat tubs, each . . . .
20 gal. m ea t tubs, each  . . .
25 gal. m eat tubs, each . . .
30 gal. m ea t tubs, e a c h ........ ..................

C hurns
2 to  6 gal. per g a l ................................  g
C hurn  D ashers, per doz ........................  $4

M llkpans

. .1 13 
. . . 1  50 
. . .2  13

5 *4
V2 gal. flat or round bottom , per doz. 44 

1 gal. flat or round bottom , each  c
*» gal. flat or round bottom , p er do*. su 

gal. flat or round bottom , e a c h . . . .  f

His Limit.
“Have you ever been made a fool 

of by a woman?”
“Yes, I’m afraid I’m guilty.”
“Have you ever lost money on a 

horse race?”
“Yes, I’m ashamed to say that I 

have.”
“Have you ever rocked a boat?”
“If I must tell the whole truth I 

can not deny that once I did rock 
a boat, and while I am at it let me 
confess all my shame. I once had a 
fight over a professional baseball 
gaem; this scar over my left eye 
shows where I was kicked by a mule 
whose heels I attempted to tickle; 
there is on a certain hillside a grave
stone where lies a boy at whom I 
pointed a gun which I didn’t know 
was loaded, and I have written let
ters with the request that they should 
be burned after their recipients had 
read them, but I positively decline to 
admit that I ever played poker with 
a stranger on an ocean liner.”— Chi
cago Record-Herald.

Gunpow der
Kegs, 25 lbs., p e r keg  ...........................4 go
% K egs, 12*4 lbs.. Per % keg  .............. 2 90
*4 Kegs, 6% lbs., p e r % k eg ........................1 60

Shot
In sacks con ta in ing  25 lbs.

Drop, all sizes sm aller th a n  B .......... 1 85
AUGURS AND BITS

Snell’s ............................................. go
Jen n in g s’ genuine ......................................... 25
Jen n in g s’ im ita tion  ..........................., , .*  54

A X ES
F irs t Q uality, S. B. Bronze .6 50
F irs t Q uality, D. B. B ronze .9 00
Eirs i  Quality, S. B. S. Steel .,7 00
F irs t Q uality. D. B. S t e e l .10 59

BARROWS.
R ailroad ......................................................15 00
G arden ...........................................................33 00

BOLTS
Stove ..........................................  70
C arriage, new  lis t 70
p low ...............................................................   60

BUCKETS.
Well, p la in  ................................................ 4 gg

BUTTS, CAST.
C ast Loose, P in, flgrured ......................... 70
W rought, narrow  ......................................  60

CHAIN.
*4 In. 5-16 in. % In. 44 in.

Common............7 c ___ 6 c ___ 6 c ____444c
g g - .................. 8% c----- 7»4c----- 6V4c____6 c
BBB....................894c-----7% c----- 6% c____6*4C

CROW BARS.
C ast Steel, per Ih..........................................  5

C H ISE LS
Socket F irm er..............................................  65
Socket F ram in g  .......................................  65
Socket Corner. .......................................... 66
Socket Slicks................................................  55

ELBOW S.
Com. 4 piece, 6 in., p e r doz..............ne t. 75
C orrugated , p e r doz...................................1 25
A djustab le  ........................................ die. 40*19

E X P E N SIV E  BITS
C lark’s  sm all, $18; large, $26 ............. 40
Ives’ 1, $18; 2, $24; 3, $ 3 0 .....................  26

P IL E S —N EW  LIST
New A m erican ......................................... 70*10
N icholson’s ..............................................  70
H eller’s H orse  R asps .................  70

GALVANIZED IRON.
Nos. 16 to  20; 22 and  24; 25 an d  26; 27. 28 
L ist 12 13 14 15 16 17

D iscount, 70.

6 advance  ...........................................* '  on
4 advance ..................................” !!!!!" "  30
3 advance ..............................! ! !!!! !!* ""  45
2 advance  ..................................................... 79

F ine 3 advance  ........................¿* ******* 59
C asing  10 advance  ...........................* j * * 15
C asing  8 advance ............................. 35
C asing  6 advance ...............................* * * 35
Fin ish  10 advance  ................................. * *5
F in ish  8 advance ..................... I . . , ! ! ! ! !  35
Finish  6 advance ........................  * * * * 45
B arre l % advance  ......................... . . . * ’ * 35

RIVETS.
Iron  and  tinned  ........................................... 59
Copper R ivets an d  B u rs  45

ROOFING PLATES.
14x20 IC, C harcoal, D ean ...................... 7 50
14x20 IX, C harcoal, D ean .................. 9 00
20x28 1C. C harcoal, D ean ....................i s  00

oa’ , i p ’ C harcoal, A llaw ay G rade 7 50 
C harcoal Alla w ay G rade . .9  00 

2,a oS iS- C harcoal A llaw ay G rade 15 00 
20x28 IX, C harcoal, A llaw ay G rade 18 00 

ROPES
Sisal, % inch and  la rg e r ..................... 944

SANO PAPER
L ist acc t. 19, ’86 ...................................dis. 50

SASH WEIGHTS
Solid Eyes, p e r ton  .................................28 00

SHEET IRON

, ,  , _ Stew pans
*4 gal. fireproof, ball, p e r doz ..........  gg
1 gal. fireproof, bail pe r doz.............. 1 n

Ju g s
%  gal. p e r doz ........ .................... 5fi
*4 gal. p e r doz ...................... . . . ! ! ! ! ! ! !  42
1 to  5 gal., p e r g a l ............ 7

SEALING WAX
0 lbs. In package, p e r lb ........................  1

LAM P BURNERS
No. 0 Sun ..............  «a
No. 1 Sun .................... ; ................................ 2“
No. 2 Sun ...........................*.......................  r);
No. 3 Sun ..................  .......................
T u bu lar .....................Y ........................
N utm eg  ........................ YYYYYYYYYYYY. !*** 50

MASON FR U IT JA R S ...................
W ith Porcelain Lined Caps

P in ts  ........  P e r  S™“

*6 gallon ................   2 2V
c a p s ........................................... YYYYYYYYYYYY.t 25

F ru it J a r s  packed 1 dozen In box. 
LAM P CHIM NEYS—Seconds.

P e r  box of 6 doz. 
A nchor C arton  Chim neys 

„ „  B ach chim ney in co rruga ted  tube
n o . 0, C rim p to p ................  i 7*
No. 1 , C rim p top  ..................   i «
No. 2. C rim p top ..................   2 75
XT AFlPe F,,nt GlassNo. 0, Crim p top ........
No. 1 , Crim p top - 
No. 2 CrimD tOD .

G A U G E S.
S tan ley  Rule and L evel Co.’s .......... 60*10

G L A S S
Single S trength , by box ..........
Double Stren gth , by box ........
B y  the lig h t ..............................

---- dis. 90
. . . .d i s .  90 
. . . .d i s .  90

H A M M ER S
M aydole &  C o.’s  new  lis t ............ dis. 33%
T erk es &  P lum b’s ...................... dis. 40&10
M ason’s  Solid C a st Steel . . . .3 0 c  lis t 70

H IN G ES.
G ate, C la rk ’s  1, 2, 3 .................. • dis. 60*16

H O L L O W  W A R E .
P o ts..................................................... ........ BO AIO
K e ttle s ................................................ ........ BOA 10
Spiders................................................ ........ 50 A 10

H O R SE N A IL S .
A u  Sable........................................... dis. 40*16

H O U SE FU R N ISH IN G  GOODS.
Stamped Tinware, new liât ...............  70
» S M III  Tinw are ..............................M U I

Nos. 10 to  14 ........................  « an
Nos. 15 to  17 .............................. .* * ......... i  in
Nos. 18 to  21 ........................... .........2 uo
Nos. 22 to  24 .............................. 4*io 3 001
xt03’ *  to  26 ................................ 4 20 4 00No. 27 .............................................. 30 4 jo

All sh ee ts  No. 18 and  ligh ter, over 20 
inches wide, not less th a n  2-10 ex tra . 

SH O V ELS AND SPA D ES
F irs t Grade, Doz ................................. 5 50
Second Grade, D o z ...............................'/Y .6 00

SOLDER
*4 @ *4 ......................................................... 21

The prices of th e  m any  o th e r qualities  
of so lder in th e  m ark e t Indicated  by p r i 
v a te  b ran d s  v a ry  accord ing  to  com po
sition.

SQUARES
Steel and  Iron  ....................................... 60-10-6

T IN — MELYN GRADE
10x14 IC, C harcoal .............................. 10 50
14x20 IC, charcoal .................................10 60
10x14 IX, C harcoal ................................12 00

Each add itional X on th is  grade. $1 25 
T IN —ALLAW AY GRADE

10x14 IC, C harcoal ................................... 9 00
14x20 IC, C harcoal .................................... 9 00
10x14 IX. C harcoal ............................... 10 50
14x20 IX, C harcoal ............................... 10 50

E ach add itional X on th is  g rade, $1.60 
BOILER SIZE TIN  PL A T E  

14x56 IX., fo r Nos. 8 * 9  boilers, p e r lb IS 
TR A PS

Steel, Gam e ................................................. 75
Oneida C om m unity, N ew house’s  ..40*10  
Oneida Com’y, H aw ley & N orton ’s . . 65
Mouse, choker, per doz. holes ...........1 26
M ouse, delusion, p e r doz ..................... l  26

W IR E
B rig h t M arket ........................................... 60
A nnealed M arket ....................................... 60
Coppered M arket ................................... 60*10
Tinned M arket ....................................... 50*10
Coppered Spring  Steel ......................... 40
B arbed Fence, G alvanized ..................... 2 75
B arbed Fence, P a in ted  ......................... 2 46

W IR E  GOODS
B righ t ........................................................... go-10
Screw  Eyes ............................................... 80-10
H ooks ........................................................... 80-10
G ate H ooks and  E yes ......................... $0-10

W RE N CH E S
B ax ter’s  A djustable, N ickeled ............... SO
Coe’s  G enuine ................................................. 40
Coe’s P a te n t A gricu ltu ral W rough t ‘'0-10

In C artons 
........................ .. 0«

Crimp* top ' .  YYYYYYYYYYYYYYYYYYY. 4 io
nL e a d . F llni  G las* In C artonsNo. 0, Crim p top ....................  *

No. 1 , Crim p t o p ....................  ............ 4 00
n o . 2. cr im p  top . . .  YY YYYYYYYYYYYYY.l So

Pearl Top In C arton s
No. 1 wrapped and labeled ..............  4 60
XSo. wrapped and labeled .............5 30

R ochester In Cartons
v*?’ 9 E .n® E iin t’ 10 ln- (*5c d o z.). .4 60 No. 2. F in e F lin t, 12 in. ($1.35 doz.) 7 60 
No. 2, Lead f l i n t .  10 in. (95c doz.) 5 50 
No. 2, Lead F lin t, 12 ln. ($1.66 doz.) 8 76 

E lectric In C arton s
N °. 2, L im e (75c doz.) ..................  4 20
No. 2, F in e  F lin t, (85c doz.) . • • 1114 60
No. 2, Dead F lin t. (95c doz.) ............. 5 go

L a B a s tie
No. 1 Sun P lain  Top. ($1 doz.) . . .  6 7» 
No. 2. Sun P lain  Top, ($1.26 doz. ) . . 6 91
1 1 O IL  c a n s
1 ga l. tin cans w ith  spout, per d o z . . l  26
1 gal. ga lv . iron w ith  spout, per d o z. .  1  40
2 gal. g a lv . iron w ith  spout, per doz. .2 25 
? gai. ga lv . iron w ith  spout, per d o z . . 3 25 
o gal. g a lv . iron w ith  spout, per d o z . . 4 10 6 gal. g a lv . iron w ith  fau cet, p er doz. 3 85 
- s  , g S iY ;,iron w ith  fau cet, per doz 4 50o gal. l i l t in g  can s ..........................  7 go
5 gal. g a lv . iron N a ce fa s  ......... , . . . 9  06

L A N T E R N S
No. 0 T ubular, side lif t  ................  4 sn
.No. 2 B  T u b u l a r .................................. ‘ “ g 75
No. 15 Tubular, dash ................ ] 8 7S
No. 2 Cold B la st L a n tern  ......... YY.1 75
No. 12 T ubular, side lam p ................ 12 00
No. 3 S treet lam p, each  ........................ 3 gg
Mr. a rp L A N T E R N  G L O B E S  ’
N°- 0 Tub., ca ses 1  doz. each. bx. 10c  60
y.*?’ n° Tub-, ca ses 2 doz. each, bx. 15c 50
Mn ft mV.h” 5 doz■ each - per bbl.. 1 90No. 0 T ub., B u ll m eye, cases 1 dz. e. 1 26

B E S T  W H IT E  C O T T O N  W IC K S  
xt « contains 32 yard s in one piece. 
No' 1 — de’ per gross or roll. 28
No! 2’,

% in. wide, per gross or roll. 38 
1  in- wide, per gross or roll. 60 

°. 1*2 in. wide, per gross or roll. 90

COUPON BOOKS
50 books, any  denom ination  ............1 60

»‘JO books, any  denom ination  ............2 60
, “00 books, an y  denom ination  ..........11 50
1000 books, an y  denom ination  ............20 00

Above quo ta tions a re  for e ith e r T ra d es
m an, Superior, Econom ic o r U niversal 
grades. W here  1,000 books a re  ordered 
a t  a  tim e custom ers receive  specially 
prin ted  cover w ithou t e x tra  charge. 

COUPON PASS BOOKS 
Can be m ade to  rep resent a n y  denom i

nation  from  $10 down.
50 books ............................... 1 em

100 books .................................! ................j  eZ
500 books ...........................  i i  em

1000 books ..............................! .! ! ! ! ! ! ! !2 o  00
CREDIT CHECKS

500, an y  one denom ination  ................$ 9#
1000, a n y  one denom ination ............... $ gg
2000, a n y  one denomination ............I  60SteoJ punch ............ .................  gg
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■ * Com m ercial  llt 
Travelers i

M ichigan K n igh ts  of th e  Grip. 
P res id en t H  C. K lockseim . L ansing , 

Secre ta ry , P ran k  L. Day, Jack so n ; T re a s 
urer, Jo h n  B. Kelley, D etro it.

U « te<,j C ?Inm ercial T rave le rs ot Michigan G rand  Counselor, W. D. W atk in s, K a l
am azoo; G rand «’«cretary , W. P . T racy ,

G rand Rapids Council No. 131, U C T 
Senior Counselor, T hom as E. D ryden 

S ec re ta ry  and  T rea su re r. O. F. Jack so n

The History of the Organization ot 
Gideons.

By way of introduction it may not 
be amiss for us to quote from an ad
dress by Spenser B. Meeser, D. D. 
Speaking of the need of men in Chris
tian work, he says: “It needs sane, 
level-headed men; brave, honest men; 
consecrated men; men of God. It 
needs men of conscience and honor, 
men who do not feel it less the man 
to be a devotee of the right and 
truth. * * * “It needs men who
have endurance and can keep their 
places under the most galling fire of 
ridicule or abuse;’’ * * * “men
who have the lion heart; men who] 
have the war heart; men who have 
the Christ heart. This conception of [ 
the need of the church of this day is 
squared to the truth and true to the 
plummet; it is the quality that is ex
pected in a Gideon; yet we have 
found two very necessary accessories 
to all of this courage:

hirst, the interdenominational fel
lowship.

Second, the emblem of recogni
tion.

One of the strong weapons in the 
hands of the unchristian world, and 
the one that the devil enjoys using 
as much, if not more, than another, 
is the well-known and largely unnec
essary division of the church mem
bership into denominational antagon
ism. Seeming or real as it may be, 
it is a sure preventive for united ad
vance. Recognizing this fact Gideons 
have obliterated these lines and the 
result is conquests and victory; 
neither is that all, but the personal 
and real brotherly fellowship is most 
pronounced. Again we quote: “We 
should try to awaken and establish a 
keener sense of brotherhood among 
men in the church, making evident 
that there are as noble reasons for 
their fellowship with each other as 
exists for any fellowship in the world. 
Gideons have demonstrated that this 
fellowship can be most fully realized 
by the interdenominational recogni
tion of Christian brotherhood, a 
united stand against sin in the face 
of “the most galling fire of ridicule 
or abuse.”

Another reason for weakness of 
contact with Christian men against 
sin is the lack of recognition; there 
is no way by which one Christian 
may know of the presence of a fellow 
Christian and for this reason his 
strength of contact is weakened. 
Speaking on this point Dr. IVIeeser* 
says: “Avow your purpose to seek 
to bring men into the church and to 
Christ.” “Conceal nothing.” * * *
Men are less afraid of you when

they know what you mean to do.” 
Gideons use no trap to snare the 
sinner; they state their object plain
ly and they have the one object, that 
of elevating all classes of men by 
directing them to the. Christ? How 

I do we recognize each other? By a 
| button worn on the lapel of the coat; 
this button tells the whole story and 
no introduction is necessary, recogni
tion is complete. The commercial 
world has learned to know them, the 
Christian world to trust them. It re
quires a “lion heart and the Christ 
heart to thus boldly declare their 
purpose to the world. Christians of 
all denominations could well pattern 
after this feature and thus gain the 

| increased power of fellowship and 
recognition.

Quoting again from Dr. Meeser’s 
address in reference to personal 
work, he says: “ If he (the Christian) 
can not do it because the interests 
of success appear to require what is 
not strictly moral, then for the sake 
of Christ and his own soul he ought 
to give up success and serve Christ.
If one really believes in Christ as a I 

I Savior, he will be impelled to seek 
others, and to persuade them to ac- 
cept Christ as their Savior.”

The spirit of the Gideon movement 
could not be better set forth, and the 

j model Gideon daily demonstrates the 
truth of this statement. It sets forth 

| just the object of the Gideon organi- 
j zation and no word of ours could 
| enlarge the meaning of the reason 
j for the existence of Gideons. This 
feature of the Gideon has been ex- 

I pressed by some one in this way: “ I 
work for Christ and his kingdom and 
sell goods to pay my expenses.”

Ih e closing days of the nineteenth 
century did not pass without a real 
demonstration of the power of the 
Holy Ghost in the hearts and lives 

I of a class of men usually considered 
unchristian and exceedingly worldly.

I The commercial world is stirred and 
j the church newly encouraged by the 
j meoming of this new demonstration.
| Nothing of the kind is on record on 
the pages of history.

W hat men call happenings are the 
direct leadings of the Holy Spirit 
and the apparently accidental meet
ings of men may lead up to the con
summation of some great plan in the 
mind of God. Many recitals of the 

j beginnings of the grand Gideon move
ment have gone forth, in the main 
all true, but it is our privilege to 
srive a more accurate account in the 
following copy from the records:

One evening in 1899 John H. 
Nicholson, of Janesville, Wis., entered 
the Central Hotel at Boscobel for 
the night; the hotel was crowded to 
its limit, and the landlord came to 
Nick” and said: “We are pretty well 

crowded to-night, but if you will be 
willing to occupy a double room with 
two beds, on the first floor, with a 
nice clean fellow, you will accommo
date me very much indeed ” “ Cer
tainly, John,” was the reply, “any
thing to help you out, put me any
where.” At this the landlord stepped 
over to where a gentleman was writ
ing and introduced Mr. S. E. Hill, of 
Beloit, Wis. As they clasped hands 
and looked into each other’s eyes 
it was plain to be seen that they

took kindly to the landlord’s ar 
rangement for the night. Nick said 
he would go to the room and do 
his work, and Mr. Hill was to come 
up when ready. Some little time 
passed, when the clerk ushered Mr. 
Hill up to room 19; while Mr. Nichol
son was writing, a social chat began: 
Mr. Hill soon retired, and Mr. Nich
olson taking out his Bible for even
ing worship, Mr. Hill requested that 
he read aloud; after prayer both 
slept.

Weeks passed by and these two 
met only twice, and but for a few 
nrnutes, but a strong tie of friend
ship seemed to have sprung up 
that bound them close together, 
that grew stronger as time passed on.

On Monday, May 30, 1899, Mr. 
Nicholson had planned to take a trip 
into Northern Wisconsin, all arrange
ments had been made the Saturday 
evening previous to take the 7 o’clock 
a. m. train Monday; when at break
fast the telephone called, and he was 
to’d that important business would 
delay his intended-trip. Business de
layed him until the following morn- 
ing Tuesday, May 31. Arriving at
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Beaver Dam, he was walking along 
the business thoroughfare and met I 
Mr. Hill, a cordial handshake and I 
greeting following (the place they met 
was directly opposite Newton & 
Wenz’s dry goods store by a tele
phone pole, since cut down, its stump 
marking the spot).

While talking Mr. Hill said: “Nick, I 
would it not be a grand, good thing 
if the Christian traveling men could j 
be banded together in an organiza
tion of some kind?”

Ves, Sam; it would be a splendid | 
idea, and say we get at it and organ- I 
ize at once, let’s not talk about it 
but get right at it and start the ball | 
rolling and follow it up.” “All right,” 
said Sam, and it was agreed that the 
work go forward at once. A date was I 
set for the first meeting at Janes
ville,' Wis., Saturday, July i, 1899, at 
2 o’clock p. m. in the Y. M. C. A. 
building. Letters were sent out to 
several well-known Christian travel
ing men, who, in reply, heartily en
dorsed the movement. At the appoint
ed time but three of the men notified 
came; Mr. W. J. Knights, Mr. S. E. 
Hill and Mr. John H. Nicholson.

Not discouraged at the small at
tendance the meeting was opened 
with prayer to the Father of all, to 
lead and help. He did. The organ
ization was formed as follows. S.
E. Hill, President: W. J. Knights, 
Vice-President; J. H. Nicholson, Sec
retary and Treasurer.

The question of name arose, and 
many suggestions were offered; none 
seemed to suit; then one suggested 
that they bow in silent prayer, and 
the first' directed of the Father to 
think of a name suitable, speak it out. 
This was done, and in a few minutes 
Brother Knights, with uplifted eyes 
and open heart, said “Gideons;” in 
an instant it was adopted as a God- 
given name. Brother Knights opened 
the Bible and read the seventh chap
ter of Judges. The name was to 
be Gideons,” the Christian traveling 
men’s association of America. After 
hours of solid work in planning, the 
meeting adjourned to meet again at 
Waukesha, Wis., Sept. 1, 1899. Seven 
Gideons out of a membership of thir- 
ty-eight met and completed the or
ganization of Gideons.

The story of the button and how it 
came to be is an interesting item in 
the history of the Gideon movement, 
and we copy it also from the “Gid
eon, the official organ of the organ
ization.

The first business meeting held aft
er the organization of the order was 
at Waukesha, Wis., in the Y. M. C.
A. parlor, Friday, Sept. 1, 1899. Those 
present were Brothers W. J. Knights,
J- H. Nicholson, C. B. Kittridge, H.
D. North, Rev. Mr. Bird and W. J. 
Fnnis. Late in the evening President 
S. E. Hill came in for the devotional 
meeting, having been delayed by the 
train. After all unfinished business 
was cared for Brother Ennis asked, 

How are we to recognize strangers 
who become members of the organi
zation?” After discussion, he made 
a motion that we have a button, 
charm or pin, that we could be able 
to recognize each other by. The mo
tion was adopted; then discussion 
arose as to what emblem. Brother
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Ennis asked for the name of the 
order, the reply was made, “Gideon.” 
He then said, “Why not adopt the em
blem of the weapons Gideon’s three 
hundred used in their first battle?” 
This suited all, and he drew a design of 
the button and mentioned the col
ors, and made a motion that it be 
adopted. This was carried, when 
Brother Nicholson shouted, “ Glory to 
God! we have the national colors 
and the order will become national.” 
Brother Ennis explained that the 
pitcher indicated that the wearer 
should be full of the Holy Spirit, full 
to overflowing, that the red flame in 
the mouth of the pitcher should not 
only represent the torch but the over 
flowing of the Holy Spirit, that would 
cause every true Gideon to reach out 
after souls. The significance of the 
emblem, as given at that meetin 
has been fulfilled, and it seems 
though every true Gideon who wears 

I the button has received an impulse 
to be more aggressive for Christ than 

J before; the Holy Spirit has entered 
into them as an abiding influence, 
controlling them and prompting them 
to consecrated work.

With the second year of the life of 
the Gideons it was decided to publish 
a magazine to be known as the Gid- 
eon Quarterly, the official organ of 
the Gideons. A modest book first 
appeared, but rapidly improved in in
terest and style. The official staff are 
its editors, with the President as edi
tor-in-chief. The publication is print
ed at Madison, AVis., by the well 
known firm of Tracy, Gibbs & Co. It 
has grown to a fifty-page magazine 
of very attractive appearance, having 
a circulation of about 3,000 copies. 
Because of the more frequent issue 
the term Quarterly has been drop
ped, it is now known as The Gideon.

An important department of the 
work of the Gideons is the auxiliary; 
without formal organization the wives 
and daughters of these men are unit
ed in a close relation to the work and 
are the visible strength of the Gideons 
Their meetings for prayer and the 
personal interest shown by them in 
the work of the entire organization 
is a constant inspiration and support. 
They were quick to grasp the value 
of the work in the lives of their hus
bands and fathers as well as the in
fluence it would have over the un
christian traveling men. The moth
er’s heart went out after the way
ward boy that was somebody’s son. 
The value of this department of the 
work can not be overestimated.

Requirements for membership in 
the Gideons organization are simple, 
yet rigidly adhered to. An applica
tion blank is furnished and the appli
cant is required to answer fully every 
question and subscribe to some con
ditions. Among the questions these 
are important: What church are you 
a member of? Pastor’s name? Place? 
“If this application is accepted I 
promise to wear a Gideon button.” 
Annual dues, two dollars. Christian 
commercial traveling men only are 
admitted to membership. When ac
cepted the applicant receives a mem
bership card, the Gideon button and 
the Gideon Magazine free.

The object of the Gideons shall be 
to recognize the Christian traveling

men of the world with cordial fellow
ship; to encourage each other in the 
Master s work; to improve every op
portunity for the betterment of the 
lives of our fellow travelers, business 
men and others with whom we may 
come in contact; scattering seeds all 
along the pathway for Christ.

A state camp is the organized and 
officered members of any one state. 
A local camp is the organized and 
officered members of some town or 
city. These camps are organized in 
harmony with all the laws governing

I the national organization, but can not 
I receive members except through 
| membership in the national organiza
tion.

Although the organization is inter- 
I denominational, in no sense is it un
denominational, inasmuch as church 
membership is absolutely necessary 
to membership with the Gideons.

It should be clearly understood that 
the organization is not an ism and its 
members are not Gideonites; each 
member is a Gideon; Gideon'took his 
orders from God, but Gideon com-
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manded the Gideonites; the modern 
Gideon obeys God and commands no 
one.

The primary and original work of 
the Gideons is stated in the constitu
tion under the article headed, Ob
ject. The friendly personal con
tact, man with man on the cars, 
in hotels and offices—anywhere— is 
the purpose of these men, and re
markable stories of results of such 
methods could be told; but it seem
ed not to be the conclusion of their 
usefulness, for in his own wray the 
Holy Spirit called the Gideons into 
a more public and demonstrative 
method of evangelistic work. This 
feature of activity for the Gideons 
developed in Chicago about the time 
that the Chicago camp had a meet
ing for organization. The pastors had 
their attention directed to the possi
ble usefulness of the Gideons in the 
church and one after another invit
ed them to take charge of some even
ing service; results were so satisfac- 
tory, and the intense zeal and spir
ituality of these efforts so real that 
the demand for the services of the 
Gideons became general, until at pres
ent it has been necessary to hold 
meetings every Sunday evening in 
each of the three divisions of the city; 
this feature of the work has spread 
until in nearly all states where Gid
eons are found these services are ren
dered the churches. No charge is 
made and no collection taken for this 
work; it is absolutely free to the 
churches. Pastors are being encour
aged, churches revived and many 
souls saved under the Holy Spirit by 
means of these men and their meth
ods.

“Upper room” camp-fires have 
proven the spiritual storehouse 
whence these men draw their power. 
Like the regular church prayer meet
ings and still not like them; like them 
in purpose, unlike them in results, to 
know the difference one must attend. 
Socials they have, in private houses, 
but so unlike most socials of Chris
tian people. No clap-trap to draw 
people, no prize or premium, no 
ping pong” or silly game, no trap 

to draw the unchristian into a net. 
then make him love God’s people be
cause he sees how near the world 
they may live and yet be called Chris
tian but overflowing heats of joy 
in their Jesus, voices ready to sing 
his praise, open, frank testimonies, 
devout, earnest prayers in which the 
wives and daughters join, so that 
when they depart they take away 
with them the cup that runneth
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{tendance at this convention is better 
than a year in the theological sem
inary. I expect to go to Indianapo
lis next year.” Another pastor said: 
“I don’t believe I was ever fully con
verted before I witnessed that Sunday 
afternoon meeting.”

Rev. E. J. Lockwood, in his ad
dress of welcome on behalf of the 
churches of Cedar Rapids to the Com
mittee, said in part:

“I never welcomed any band of 
men more gladly than I welcome you 
Gideons to-night. * * * Your con
vention is a surprise to me. Your 
fervor, your zeal, the absence of all 
cant and formalism, the frank, manly, 
straightforward earnestness you man
ifest are a delight to me; and the 
great joy of it is to see this coming 
from the laity that is occupied in the 
business world that is the very em
bodiment of commercial idea—the 
commercial traveler. * * . * * *
I see in this movement the secret of 
the worlds evangelization. When 
the great body of our laity becomes 
awakened and enters upon the work 
for Christ with the enthusiastic earn
estness that you men manifest it will 
not be long until the glad message 
shall sound over earth and heaven, 
the kingdoms of this world shall have 
become the kingdoms of our Lord 
and his Christ.” All meetings are 
open to any who care to attend. On 
Friday the Executive Committee 
meets to arrange the business for the 
following day. Saturday is the busi
ness session, Sunday is the day of 
days, when every Gideon stands in 
his place about the camp and every
body is refreshed by the outpouring 
of the Holy Spirit.

Reader, if you have read this story 
without a knowledge of the men who 
have been used of God to make the 
story possible, you have lost very 
much of the meat. You have been 
reading of commercial traveling men. 
commonly called “drummers,” and a 
class usually considered rough, dis
honest, untruthful, licentious, etc. 
While this has never been wholly 
so, too much truth is found in the re
port. God has reserved to himself 
thousands who have at his command 
come forth to manfully serve him. 
Men with lion heart, war heart, 
Christ heart,” “men who will stand 
in their place under the most galling 
fire of ridicule or abuse.”

Our story of the Gideons would 
not be complete did we not speak of 
the annua! meeting together for busi
ness and service. Rlessed the city 
and thrice blessed the church that 
entertain this organization at such a 
time.

Rev. E. J. Lockwood, Cedar Rap
ids, Iowa, says of these meetings: 
“For spiritual fervor and zeal, for 
evangelistic earnestness, for holy en
thusiasm, for an unction that warm
ed the heart and moistened the eyes 
of every one, this Gideon convention 
just held exceeded anything the writ
er has ever seen in any religious gath
ering.” Another pastor says: “At-

Four Steps Through Which Pur
chaser Must Be Led.

Nowadays we know that unless the 
buyer gains through the transaction 
he will not again be a purchaser. If 
the seller is obviously disposing of 
his goods at a loss the suspicions 
of the buyer are at once aroused. 
Anybody can give things away; a 
salesman is one who can not only 
sell goods at a fair profit, but who 
can make regular customers for his 
house. The day for the torrent-of- 
words salesman, whose life and talk 
smack of the frontier, is gone. Occa
sionally a survivor of the old type is 
found who is unquestionably success
ful. He succeeds, not because of his 
uncouth methods, but in spite of 
them. We pity him, and wonder 
how much more he could accomplish 
were he to adopt modern methods.

He is like the peasant who still uses 
a crooked stick for a plow. The sue 
cessful salesman of to-day is a man 
whose methods and point of view are 
in accord with the high requirements 
placed upon a man by the community 
with whom he deals. He must be a 
man of judgment and intelligence. He 
must be a man of decency, for he 
deals with decent people. He must 
be honest and frank, for these are 
qualities which men of character de
mand of those with whom they as
sociate. To be efficient a salesman 
must have good health, without which 
■ is mind will not be alert, and the 

man himself will be nervous and 
crabbed.

The salesman must be an enthu
siast, not in the emotional sense, but 
lie must know he has a meritorious 
article, and be eager for others to 
appreciate its excellence. This is the 
enthusiasm of conviction. Then the 
salesman must be aggressive, looking 
upon obstacles and rebuffs as oppor
tunities given him to show the stuff 
that he is made of; in other words, 
he must be a man of mental vigor 
and courage. He must keep awake. 
This is not a time for Rip Van 
Winkles. This is an age of hustle, 
but hustle does not mean merely 
high speed. Hustle means constant
ly keeping going toward a definite 
object, saving minutes and words. 
Mere bustling around accomplishes 
nothing and brings ridicule. “No 
knocking of competitors’ goods” 
should be the motto of every sales
man who hopes to succeed, for the 
world despises a knocker and it is at 
once disposed to be unfriendly to 
him. This does not mean that a 
salesman should not compare his 
goods, as to quality, price, etc., with 
those of his competitor, but it does 
mean that he will do so, if at all, 
fairly and squarely One of the fine 
things that comes into the life of a 
salesman who is not only a man of 
character, but a man of pleasing ad
dress and an attractive personality, 
is the friendship he forms with the 
best men with whom in his work he 
comes in contact. Many are the prof
itable and pleasant hours he spends 
with such companions. And it is 
out of such friendships that happiness 
is gained, for it is human nature for 
us to assist our friends. The sales
man can never meet with a large 
measure of success until he knows 
men until he can read character, 
understand and sympathize with men.
No two men can be approached in 
exactly the same way. It is certainly 

wise provision of Nature that we 
intuitively adapt our speech and man
ner to those with whom we are 
brought in contact, unless we deliber
ately make an effort to treat all com
ers alike. Here arises the question 
of the value of set speeches in pre
senting goods, a method of salesman
ship which probably had its origin 
in the subscription book business. 
The average book salesman memor
izes a little story and recites it to any 
one who will listen. Yet in present
ing a complicated article this method 
has the merit of affording a means of 
concisely and succinctly giving full 
information. But it does not in any 
way relieve the salesman of the ne

cessity of having an intimate knowl
edge of the goods he is pushing.

That the salesman should be able 
to present reasons as to cost, dura
bility, etc., why his article should be 
bought, goes without saying, yet the 
relative importance of these reasons 
depends entirely upon the customer 
and his object in making a purchase. 
To one man price is no object. To 
another price is the prime object, 
quality being of secondary consider
ation. As a general statement the 
world wants reasons, and wants them 
presented logically and pointedly. 
Many salesmen are much more fa
miliar with the intrinsic merits of the 
article they are pushing than with the 
uses to which it may be put— a. de
cidedly important feature In that such 
knowledge frequently enables the 
salesman to suggest economies which 
would be made possible through the 
use of his article. That these re
quirements are more or less ideal, is 
freely admitted, but they are the di
rection in which the salesman should 
endeavor to grow; and there is just 
the pith of the matter, for by in
telligent endeavor a man can make 
himself almost what he wills. Of 
course, he can not make himself grow 
tall or short, or have black instead 
of blue eyes, but our physical appear
ance, which is largely beyond our 
control, unless bearing the tell-tale 
marks of dissipation, plays a small 
part in our life compared with the 
leading roles taken by those qualities 
over which our will has dominion.

These are the four steps through 
which the mind of the purchaser must 
be led. First his attention must be 
gained. There is no use talking to a 
man who is intent on something 
across the street, or who is in the 
midst of a newspaper article which 
he goes on reading. The attention 
accorded depends largely upon the 
personal appearance and manner in 
which the salesman presents himself. 
Here is where character, the ability 
to look a man square in the face and 
gain his recognition play an im
portant part. After the attention is 
gained, the customer must be in
terested in the subject matter of the 
proposed sale. Usually a man is most 
interested when shown that he can 
profit by making a purchase. After 
his interest is aroused, the next step 
is by arguments adapted to the par
ticular case to lead him to desire to 
possess the article, the merits of 
which are being presented. Then he 
must be able to make up his own 
mind, to decide and to say that he 
will purchase. Now, advertising, or 
salesmanship-on-paper,” may be used 

with the idea of carrying the mind 
of a prospective customer through 
all these four stages. Above all, the 
salesman should know what state
ments are being made in regard to 
them, for ignorance in regard to such 
matters puts the salesman in a bad 
light and tends to weaken the re
spect which a customer should have 
or him and his firm. These are 

sound principles and should be of 
much value to anyone who sells 
goods, be he a traveling salesman 
selling the retailer, or a clerk in a 
retail store. In this day and age 
t e salesman must know his business.
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GREAT ENGINEERING FEAT.

A few days ago the first of the tube 
tunnels of the Pennsylvania Railroad 
under the North River at New York 
was completed and a party of railroad 
officials passed through it from the 
point of starting in Jersey City to the 
point where the tunnel terminates in 
Manhattan. The great tube was act
ually completed a full year ahead of 
the contract time, and the second 
tube, which is to parallel the first, will 
be completed within a month.

Tunnels have been run under rivers 
before now, and some tunnels through 
mountains are longer than that under 
the North River, but the difficulties 
encountered in the North River work 
were many, the tunnel being lined 
with iron, every inch of its length be
ing so guarded. The engineers found 
it advisable to work from both ends 
simultaneously. The immense tube 
was steadily pushed forward through 
all obstructions, largely through sand 
and mud, and so carefully were the 
lines and levels, as well as the general 
survey work planned, and the plans 
carried out, that when the approach
ing ends of the tube met the centers 
were barely one-sixteenth of an inch 
out of the way.

Despite the great difficulties attend
ing the work on the tunnels, there 
have been few casualties, showing 
how very carefully the work was man
aged. When the second tube is com
pleted the work of placing the tracks 
and putting the tunnel in condition 
for use will proceed rapidly, so that 
within a comparatively short space of 
time trains will be running directly 
into New York city under the North 
River, instead of landing passengers 
in Jersey City to find their way into 
the metropolis by ferry.

In order to insure perfect ventil
ation in the tubes, as well as minimize 
the danger of collision or accident, 
trains will move only in one direction 
in each of the tubes. This is expected 
to keep up a proper current of air 
through the tunnel and obviate the 
disagreeable stagnation which is com
plained of in the New York subway. 
In each tube there will also be side
walks, along which passengers can 
move in safety from possible contact 
with the electric third rail, should 
through any accident a train become 
stalled in the tunnel.

The system of tunnels under the 
North River into New York is to be 
duplicated under the East River from 
New York into Brooklyn, making it 
possible to move from one of the 
great boroughs of the city to the 
other in the shortest possible time, 
and at the same time relieve the ex
isting congestion in traffic on the 
bridges connecting the two places.

PRUSSIAN AGGRANDIZEMENT.
The death of Prince Albrecht, of 

Prussia, Regent of the Duchy of 
Brunswick, serves to call attention to 
the very loose tenure by which the 
minor German States hold their in
dependence or autonomy. Although 
Brunswick is nominally one of the 
principalities or states of the German 
empire, it is in reality nothing more 
than a province of the Kingdom of 
Prussia. The separate sovereignty is 
kept up in appearances by the ap

pointment of a regent, but the Em
peror of Germany, who is also the 
King of Prussia, as the imperial 
crown of Germany is made hereditary 
in the Prussian royal house, names 
the regent, and he takes good care 
to name a member of his own family. 
Prince Albrecht, who has just died, 
was the Emperor's uncle, and it is 
stated that it is now proposed not 
merely to replace the late Regent by 
Emperor William'3 second son as Re
gent, but to set aside altogether the 
rightful heir to the Duchy of Bruns
wick and declare the new appointee 
the reigning Duke.

Just how the other states of Ger
many will view this attempt to in
crease the importance of the power 
of Prussia at the expense of the other 
and smaller states remains to be seen. 
When attempts in other directions of 
a similar character have been made 
the other states of Germany have vig
orously protested and some of Em
peror William’s schemes have miscar
ried— such, for instance, as his effort 
to set aside the proper succession in 
the Principality of Lippe-Detmold and 
install one of his relatives. The right
ful heir to the crown of Brunswick is 
Krnest August, Duke of Cumberland, 
son of George V. of Hanover, who 
was dethroned as a result of the war 
of 1866, when Hanover sided with 
Austria against Prussia. The refusal 
of the Duke of Cumberland to ac
quiesce in the incorporation of Han
over with Prussia has made him a 
nominal exile from Germany, and as 
he has constantly refused to abandon 
his pretensions in respect to Hanover 
Pimperor William has refused to rec
ognize his succession to the Duchy of 
Brunswick, to which he is the right
ful heir as the nearest of kin to the 
last Duke of Brunswick of the old 
line, who died in 1884.

It is pretty safe to say that the 
placing of the ducal crown of Bruns
wick on the head of his second son 
will not tend to increase the Emper
or’s popularity with the German 
princes. Unless the people of the 
Duchy itself make trouble it is proba
ble that no definite action of protest 
will be taken by the states of the Ger
man empire, but the event will have 
a tendency to increase the ill will 
and distrust with which Emperor 
William is regarded by many of the 
reigning houses in Germany.

One of Detroit’s traveling men 
whose services are especially appre
ciated by his firm is Adolph Nessen, 
of the Newland Hat Co. Mr. Nes
sen has been with the house for a 
number of years, covering its most 
important territory, and besides be
ing advanced in the salary way he 
has been taken into the firm as an 
officer. Mr. Nessen was an original 
member of the Fellowcraft Club, is 
an enthusiastic member of the Michi
gan Whist Association, and belongs 
to several fraternal societies. Among 
those who know him, no Detroit trav
eler is more popular than ’Dolph Nes
sen.

F. M. Leach, a Detroit traveling 
man, was caught in a hotel fire at 
Quebec last week, and was reported 
among the dead. He escaped unin
jured.

Handicapped by Lack of Female 
Help.

Kalamazoo, Sept. 25— There is a 
shortage of female help in corset fac
tories, paper mills and other institu
tions where they are employed. The 
shortage is such that many institu
tions are handicapped. It is greater 
this fall than ever before. One cor- 

I set company is running a standing ad
vertisement in the daily papers ask
ing for 100 girls.

The Davidson Baking Co. has just 
completed a new baking plant which 
cost in the neighborhood of $10,000. 
There are two ovens in it, each hav
ing a capacity of 5,000 loaves daily. 
The company sends bread throughout 
this section of the State. The David
son Company was organized seven 
years ago and began business by bak
ing ninety loaves daily.

The Duplex Phonograph Co., 
which was organized in this city less 
than a year ago for the manufacture 
of a two-horn phonograph, started a 
new factory in operation last week. 
The company began the manufacture 
of the instrument in a small way, but 
the success of it has been so phenom
enal that large factory buildings are 
necessary. The one just completed 
cost $20,000. One hundred and fifty 
men are employed. A storehouse is 
now being constructed at a cost of 
$4,000. Additional buildings will be 
erected next year.

The Monarch paper mills, which 
have been in course of construction 
for more than a year, are about ready 
for operation. The company is the 
successor of the Gibson Paper Co., 
which was one of the first organized 
in this State and which had a large 
factory in the southern part of the 
city. The new company kept the site 
of the old company, tore down the 
old buildings and replaced them with 
a new one. Modèrn machinery has 
been installed in every department 
and it is now being tested. It will 
probably be two or three weeks be
fore operations begin in earnest. Two 
hundred men will be employed.

Can No Longer Masquerade as 
Chicken.

Washington, Sept. 25— Say adieu to 
the “frankfurter” manufactured in the 
stockyards at Chicago. Bid farewell 
to the “Virginia” ham cut from a pig 
born and brought up in Kansas. Like
wise give goodby to “Philadelphia” 
squab, which never got within 1,000 
miles of Philadelphia. Look no more 
for the picture of a chicken upon “pot
ted chicken” made of veal, nor for the 
deceptive portrait of a pig upon the 
can containing odds and ends of a 
steer’s carcass. The Secretary of Ag
riculture has decided upon reforms in 
connection with the enforcement of 
the new pure food law, which goes 
into effect Oct. 1, which make it a 
real reform. Neither by word nor by 
picture shall the public be coaxed, 
hereafter, into the belief it is eating 
“little pig sausage” when the sausage 
was made from a big pig.

That the consumer may know just 
what to expect after Oct. 1 the De
partment of Agriculture gave out its 
rulings on the subject to-day. They 
apply particularly to canned goods. 
Anything savoring of a false or decep

tive name will not be tolerated for a 
minute. Not only will it be a crime 
to mislabel canned goods, but it will 
be just as pernicious and illegal to 
try to trick the public by the aid of 
pictures which give false indications 
of the contents of the can or the 
places whence the contents came. If 
the packers want to put pictures on 
their canned products there will be no 
objection to engraving a picture of 
the President of the company or a 
portrait of Washington monument 
thereon. But if pictures of things to 
eat are used, a calf must be called a 
calf and not a chicken.

Geographical names are allowed to 
be used only with the words “cut,” 
“type,” “brand” or “style,” as the 
case may be, except upon foods pro
duced or manufactured in the place 
named. For instance, “Virginia 
ham” must be marked “Virginia style 
ham;” “English brawn” must be 
“ English style brawn;” “Westphalia 
ham” must be “Westphalia style 
ham.”

The word “ham” without a prefix 
indicating the species of animal is 
considered by the Department to be 
pork ham, but trimmings removed 
from the ham and used in the prepa
ration of potted meats or sausage, or 
when used alone, may be known as 
“potted ham,” or “ham sausage.”

Frankfurter sausage must be called 
“Frankfurter style sausage.”

The rules clearly define what con
stitutes pure lard, but prescribe that 
a substance composed of lard, stearin, 
or other animal fat and vegetable oil, 
may be labeled “lard compound.”

Among the restrictions are the fol
lowing: “Picnic hams” can not be 
called “hams,” but may be called 
“picnics” or “picnic shoulders;” little 
pig sausage” may be called “ little pork 
sausage” or “pigmy sausage;” extract 
of beef actually must be made from 
beef, and veal loaf can not be called 
such unless the meat is veal only.

The same rules apply to other can
ned products, and manufacturers are 
warned that the rulings do not ex
empt them from the enforcement of 
state laws.

Movements of Michigan Gideons.
The Michigan Giedons are making 

a systematic canvass and request every 
minister who has traveling men be
longing to his church to send a postal 
card to Aaron B. Gates, 387 Harrison 
Avenue, Detroit, giving name and ad
dress.

Jackson Camp of the Gideons has 
incorporated the Gideon City Rescue 
Mission and will hold a rally October 
7 and invites all traveling men. Char
les M. Smith, of Detroit, National 
President, H. F. Huntley, of Grand 
Rapids, State President, and George 
Pierce, of Grand Rapids, will be pres
ent and take part in the exercises.

John H. Nicholson, of Zanesville, 
Wis., National Superintendent and 
first National Secretary and Treasur
er of the Gideons, and one of the 
three who organized the Gideons, will 
be in Detroit, December 19 and 20, 
and in Grand Rapids December 21 
and 22, and will give Gideons and all 
others who can hear him at above 
dates an uplift. Aaron B. Gates.
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D r u g s

M ichigan Board of Pharm acy.
P res id en t—H en ry  H . H eim , Saginaw .
S ecre ta ry —Sid. A. E rw in , B a ttle  C reek
T rea su re r—-W. E . Collins, Owosso; J . D.

G rand  R ap ids; A r th u r  H . W ebber, Cadillac.
N ex t m eeting—T h ird  T uesday  in  N ovem ber.

Michigan State Pharm aceutical Associa-
_  tion.
P res id en t—Jo h n  L. W allace, K a lam azoo.
F ir s t  V ice-P res id en t—G. W . S tevens, D etro it.
Second V ice-P res id en t—F ran k  L. Shil- ley. R eading.
T h ird  V ice-P residen t—Owen R aym o W ayne. ’
S ec re ta ry —E. E . C alkins, A nn A rbor
T rea su re r—H . G. Spring, Unionville.
E xecu tiv e  C om m ittee—J. O. S ch lo tte r- 

beck A nn A rbor; F. N. M aus, K a lam a
zoo; Jo h n  S. B ennett. L ansing ; M inor E  
K eyes, D e tro it; J . E . W ay, Jackson .

scales were constructed out of dark 
stained wood, with bronzed tin box 
covers for pans; these were mounted 
on a platform in the center of thè 
window, covered with green silkalene. 
On one of the scale pans was placed 
a cut glass stoppered bottle of per
fume; on the other side several gilded 
lumps of coal. A card in front of the 
base read: “Our perfumes are worth 
their weight in gold.” The window 
was filled with a variety of perfumes 
and toilet waters and draped with a 
background of the green silkalene.

Effective Window Displays for Drug
gists.

A simple window for the smaller 
dealer can be arranged with one or 
two circular pillars of talcum powder, 
which may be made as follows: Cover 
two sound empty ten gallon cans 
with paper and place talcum pack
ages all the way around, first a row 
around the bottom, then a second row 
on top of those, and so on. Around 
each row tie a piece of twine the color 
of the packages and going around the 
w'hole pillar. This holds the pack- 
ages tight to the can. With the one 
or two pillars for a basis it is easy 
to make up the balance of the dis
play to fit the window. A gross will j 
make one pillar and leave plenty for 
the rest of a small window', but for a 
two-pillar display a gross and a half | 
or two gross would be needed

ihe window' display should, of | 
course, properly be timed to be con
current with any mailed advertising 
of the goods, and newspaper adver
tisements should be run at the same 
time.

A rather good soap window was 
noticed, the effectiveness of which de
pended upon the rich blue color of 
the paper wrapping of the cakes of 
soap and the gold lettering of the 
printing thereon. It is a Russian vio
let perfumed soap, and violet, blue and 
gold are preponderating tints. The 
soap is in cartons, three cakes to a 
box. Half of the cartons are covered, 
the others open. Bunches of artificial 
violets are used freely. The window 
floor is covered with crepe paper in 
three sections, white in the center and 
green each side. The background is 
of green cloth hangings. Against these 
stand tw'o horseshoes of lath, covered 
with green velvet and on these are 
secured cartons alternately covered 
and open. Strings of violets hang 
dow'n from the top of the horseshoe 
structures. In front are two glass 
standards exhibiting more of the soap 
on their shelves interspersed with 
bunches of violets. A card gives the 
assurance of “true and lasting odor of 
violets” for the soap and prices. 
While not very original or elaborate, 
this display is effective, as is anything 
employing violets.

A perfume display that was some
what striking was arranged as fol
lows: A pair of old-fashioned beam

Formula for a Peroxide Tooth Pow
der.

This may be prepared by mixing 
from S to 7 per cent, of strontium 
peroxide with precipitated chalk and 
a little soap. Try the following:
Strontium peroxide ...........  70 gms
Powd. so a p ..........................  70 gms.
Precipitated chalk t o ........... 1,000 gms.

Rose geranium oil, Carmine, as suf
ficient.

Dr. Richard von Foregger, in a re
cent paper on New Sources and Ap
plications of Oxygen, says, in rela
tion to its use as a tooth powder, that 
strontium peroxide is a very useful 
compound, the merits of which are al
most unknowm to pharmacists, as 
compared with the other peroxides. 
Although strontium peroxide is only 
partially soluble in water, it has the 
advantage of liberating its oxygen 
without contact with acids, and he 
considers this property of great im
portance in the preparation of tooth 
powders. There is no doubt but that 
the addition of an oxygen compound 
to a tooth powder increases its value 
considerably, because complete disin
fection of the oral cavity is obtained, 
the teeth being bleached at the same 
time. It is well known that the buc
cal secretions are frequently of alka
line reaction, especially in the morn
ing, and the advantage of a peroxide 
which does not require the interposi
tion of an acid will be apparent.

The flavoring should be added spar
ingly in this class of tooth powders, 
as if too much is used it has a tenden
cy to cause deterioration by liberation 
of the oxygen. Randolph Reid.

The Drug Market.
Opium— Is very firm and an ad

vance is looked for shortly on ac
count of the very firm position of 
the article in the primary markets.

Morphine— Is unchanged.
Quinine— Is dull and weak.
Norwegian Cod Liver Oil— Is very 

firm and tending higher.
Cubeb Berries— Are very firm and 

advancing.
Oil Peppermint— The growers are 

offering a little more freely and at a 
little lower price.

Oil Cassia— Has advanced on ac
count of small stocks and higher 
prices in China.

Gum Camphor— Is very firm. Im
porters and refiners look for higher 
prices.

Buchu Leaves— Stocks are very 
small and the price has advanced.

Linseed Oil— Has advanced.
Cascara Sagrada— Has almost dou

bled in value and the stock gathered 
this season will be very small. High
er prices for Cascara preparations are 
looked for,

Favors Which Women Customers 
Will Remember.

The majority of customers in al
most every drug, store are women. 
This is not only because their wants 
are greater than .those of men, but 
also because they usually do the 
family buying.

They are especially pleased at any 
small act of courtesy and duly appre
ciate it. A chair upon which to rest 
when tired, a paper or magazine to 
look at while waiting, the opening of 
a door, stepping to the carriage at the 
curb to prevent alighting, turning 
away at an embarrassing moment, the 
complete ignoring of what is termed a 
break” in speech, the wrapping to

gether of several small packages to 
make one more easily handled, the 
carrying of packages to the street car, 
and, above all, the cheerful perform
ance of such gratuities as helping in 
the use of the telephone or directory 
and the sale of postage stamps are all 
favors which almost every woman 
will remember and repay by her pat
ronage.

Unlike a man, a woman always 
wants to take time with her purchases 
when possible; she likes to have a 
good variety to select from and to be 
allowed plenty of time for the selec
tion. This peculiarity of her sex 
should be catered to, and when she 
asks for certain things, the entire line 
of samples of that article and grade 
should be shown her, all interesting 
points explained, and then she should 
be permitted to take her own time in 
making her selections. The druggist 
might even excuse himself to wait up
on another customer rather than 
hurry her in her selection.

Always have due respect for the 
feelings of a woman, and in showing 
one such articles as syringes, etc., aim 
to have the display as private as pos
sible, preferably in the rear of the 
store, and, if possible, behind some 
palm or other convenient screen.

W hen time will permit always en
deavor to have women customers be
come interested in the store’s latest 
receipts of such goods as stationery, 
perfume, and whatever side lines in 
the nature of bric-a-brac, etc., are 
carried, for even though they them
selves may not purchase they are al
most certain to mention them to their 
friends and thus do the store a good 
advertising turn.

Factory Can Not Shut Down. 
Traverse City, Sept. 25—The Pota

to Implement Co. has had a very 
successful season this year. The man
agement has been unable to shut the 
factory down as soon as desired ow
ing to orders, but will be obliged to 
close very soon for repairs and im
provements for the season of 1907.

The local plant has acquired the 
business of the Greenville Planter Co 
The purchase adds quite a number 
of lines to the already varied product 
of the factory and increases the busi
ness materially.

The product of the Potato Imple
ment Co. is going into new territory 
all the while, and a number of new 
shipments have been made this sea
son to the Barbadoes Islands in the 
West Indies. This class of business 
is constantly increasing and is very

desirable to the plant, as it comes at 
the time of the year when the fac
tory might otherwise be idle.

Glass in Heavy Demand.
Monroe, Sept. 25—The Monroe 

Canning & Packing Co. is doing an 
enormous business nowadays in can
ning tomatoes, perhaps twice as much 
as last year.

The Amendt Milling Co. is rapidly 
installing its new machinery for the 
new mill. It is expected the same 
will be in operation by October 1.

Although it is something out of the 
ordinary for a glass factory to oper
ate its plant during the entire year, 
the Monroe Glass Co. has been com
pelled to do so this year in order to 
fill its orders. Weekly shipments are 
made to several of the largest manu
facturers of drugs, toilet articles, etc., 
in the country. A new tank was in
stalled during the summer and the 
company is now in a position to run 
the entire year without closing down.

Lincoln’s Estimate of Wealth.
A New York firm applied to Abra

ham Lincoln some years before he 
became President as to the financial 
condition of a neighbor. Mr. Lin
coln replied as follows: “Yours of the 
10th instant received. I am well ac
quainted with Mr. ----- and know his
circumstances. First of all he has 
a wife and baby; together they ought 
o be w'orth $50,000 to any man. Sec

ondly, he has an office in which there 
is a table worth $1.50 and three 
chairs worth, say, $1. Last of all, 
there is in one corner a large rat 
hole which will bear looking into.”

Attention! Sec°nd h,andcounter show 
cases for sale very cheap.

W. Millard Palm er Company
20 and 22 Monroe St. Grand Rapids, Mich.

The distinctive

Dorothy 
lh Vernon 

Perfume
has become immense

ly popular owing to 

its intense flowery 

freshness and lasting 
quality. There is no other perfume 
just like it.

Dorothy Vernon
Stands Alone 

Per Excellence

The Jennings 
Perfumery Company

Grand Repids, Mich.

X



M I C H I G A N  T R A D E S M A N 43
WHOLESALE DRUG PRICE CURRENT

ArfvanoMl—
A dvanced—Citric A d d , OO P epperm in t. Camphor.

Acidum
A oeticum  ............  6©
Bensolcum , O e r . . 70®
Boraclc ................. @
Carbollcum  ........  26®
Ci tr i  cum  ............... 52 @
H ydrochlor ........  3®
Nitroourn ............. 8®
Oxalicum ............  10®
Phoephorium , dii. @
Sallcylicum  ........  42®
Sulphurlcum  ____ 1%@
T annlcum  ................. 75®
T arta r icu m  ......... 88®

Ammonta
Aqua, 18 d e a ----- 4®
Aqua, 20 d e s ----- 6@
C arbonas .............. 13®
Chloridum  ........... 12®

Aniline
Blaok .................... 2 00® 2 25
Brow n ................... 80® 1 00
Red ......................... 45® 60
Yellow ................... 2 60@S 00

Baccae
Cubebae ................ 1 22 ®1
Jun iperus  ............  7®
X anthoxylum  . . . .  80® 35

Balsam um
C opaiba ................ 45® 50
Peru ......................  @1 50
T en tbln , C a nad a 60® 85
T olu tan  ................. 85® 40

C ortex  
Abies, C a n a d ia n .
C asslae  .................
c in ch o n a F la v a . . 
B uonym us a t r o . .
M yrica C e r ife r a .
Prnnus V lr s l n l . .
Qulll&la, s r ’d 
S a ssafra s . .po 25
(Jlmua ...................

■ xtraotum
O lyoyrrhiaa O la. 24® 
O lyoyrrhiza. p o .. 28®
H aem atox ..........  11®
H aem atox, Is  . . .  13® 
H aem atox, % s . . .  14® 
H aem atox, % s ..  16® 

Ferru
C arbonate Precip .
C itrate  and Qulna 
C itrate  Soluble ..  
F errocyanidum  S 
Solut. Chloride . .
Sulphate, com ’! . .
Sulphate, com ’l, by 

bbl. per c w t . . .
Sulphate, pure . .

Flora
A rnica ..................  15®
A nthem is ............. 30®
M atricaria ..........  30®

Folia
B aro sm a ..........
C assia  A cu tlfo l,

T in n evelly  ----- 15®
C assia, A cu tlfo l. 25® 
Sa lv ia  officinalis. 

i4s  and %b . .  18®
(Jva U rsl ..............  8®

Qumml
A cacia, le t  p k d . .  ®
A cacia, 2nd p k d . .  ®
A cacia, 3rd p k d ..  ®
A cacia, sifted  sts. ®
A cacia, po.............  45®
Aloe B a rb  ............... 22®
Aloe, Cape ..........  0
Aloe, Socotrl . . . .  ®
Am m oniac __  55®
A safoetlda ..........  85®
Bensolnum  .......... 50®
C atechu, Is  ........  ® 13
C atechu. % s . . .  @ 1 4
Catechu, % s ® 1«
Com phorae .......... 1  12 @ 1  21
Buphorbium  __  @ 40
Galbanum  ..........  @ 1 00
G am boge . . . p o . . l  35@1 45 
G uaiacum  . .po 35 @ 35
Kino .......... po 45c @ 45
M astic .............. . .  @ 60
M yrrh ........ po 60 ® 45

oil ........................ 3 30®3 35
Sh ellac ..................  60® 70
Shellac, bleached 60® 65
T ra gacan th  ........  70@1 00

H erba
A bsinthium  .........4 50@4 60
E upatorium  oz pk 20
Lobelia . . . . . o z  pk 25
M ajorum  . . . o z  pk 28
M entra P ip . oz pk 23
M entra V e r. oz pk 25
R ue .............. oz pk 30
T an acetu m  . . V . . .  22
T h ym u s V . . oz pk 25

M agnesia
Calcined, P a t . .  55® 60
Carbonate, P a t . .  18® 20 
C arbonate, K -M . 18® 20
C arbonate ..........  18® 20

Oleum
A bsinthium  .........4 90®6 00
A m ygdalae, Dulc. 50® 60 
A m ygd alae, A m a  8 00® 8 25
A n ld  .......................1 75 ®1 SO
A u ran ti C o rtex  2 75@2 85 
B ergam ii . . .  85@3 00
C a jlp u ti ..............  85® 00
C arvop hilli ........... 1 40 ® 1 50
C edar ..................... 50® 90
Chenopadil .........8 7 I# 4  00
C innam oni ...........1  40@1 50
C ltronetla ............. 60® <-6Mam . . .  as® so

30® 38

Copaiba .............. 1 16® 1 25
Cubebae ............... 1 35 @1 40
E vech th ito s ___l  00® 1 10
E rigeron  ..............1 00@1 10
G au ltherla  .......... 2 26 @2 85
G eranium  ........ oz 75
Gosslppil Sem gal 60® 60
H edeom a .............2 40®2 60
Ju n ip e ra  .............  4001 20
L avendula  ..........  90@2 76
Llm ons ................. 1 36@1 40
M entha P ip e r . . .3  60@3 60 
M entha V erld ..5  00®6 50 
M orrbuae gal . .1  25@1 50
M yrlcla ................ 3 00®8 50
Olive ....................  76
P icis L iquida . . .  10
P lcls L iquida gal
R lclna .................. l  02
R osm arln l ..........
R osae o* ............ 5 90
Succlnl ................. 40
Sabina ..................  90 1 00
Santa! .................. 2 26®4 50
S assa fras  ............  7161 80
Slnapls, ess, o s ..  <f> 05
Tiglil .................... 1 1001 20
Thym e .................. 40® 50
Thym e, op t ........  @1 * 0
T heobrom as . . . .  15® 20 

F stass lu m
B i-C arb  ..............  18® I I
B ichrom ate  ........  13® 15
Brom ide ..............  26® 86
C arb  ...........   l i®  15
C hlorate ........ po. 12® 14
Cyanide ..............  24® 38
Iodide .................... 2 50@2 60
Potassa , B ita r t p r  80® 33 
P o tass  N itra s  opt 7® 10 
P o tass N itra s  . . .  6® S
.Pi-usslate ...........  23® 2S
Sulphate  p o ........  15® 18

Radix
A conitum  ............ 20® 25
A lthae  ..................  30® 35
A nchusa ..............  10® 12
Arum  po ............  ® 25
C alam us ..............  20® 40
G entiana po 16.. 12® 16
G lychrrh iza pv 16 16® 18 
H ydrastis, C anada 1 90
H ydrastis. Can. po @2 00
Hellebore, Alba. 12® 16
Inula, po ............  18® 22
Ipecac, po ........... 2 40® 2 50
Iris plox ..........  35® 40
Jala  pa, p r ..........  25® 30
M aran ta , Mb . . .  © 85
Podophyllum  po. 15® 18
Rhel ......................  75@1 00
Rbei, cu t ............ 1 00@1 25
Rhei. pv ..............  75®1 00
Spigella ................ 1 45@1 50
Sunuginari, po 18 
S erpen taria
Senega ....... ..
Sm ilax, offl’s H
Sm ilax, M ........ .
Scillae po 45 
Pym plocarpus ..  
Valeriana E n g  ., 
V aleriana, Ger. .,
Z ingiber a  ..........
Z ingiber j  ............ 22®

Semen 
A nisum  po 2 0 . . . .  
Apium (grave l’s)
B ird. Is  ..............
C arui po 15 ........  12®
C ardam on ..........  70®
C oriandrum  ........  12®
C annabis  Sa tiva  7®

50®
85®

@
. .20%

15®
12®

13®
A 9

Cydonium  ..........  75®1 00
henopodium  

D ipterlx  O dorate.
Foeniculum  ........
Foenugreek, ' p o . .
L ini .......................
Lini, grd. bbl. 2%

25® 30
80@1 00 

® 18
7®
4©
3®

Lobelia ................  75®
9®
5@
7®
9®

P h a rla r is  C ana’n
R apa .....................
S inapls A lba . . . .
S inapis N ig ra  . . .

Sp lrltus 
F rum en ti W  P .  2 00 ©2 50
F ru m en ti .............1 25® 1 5o
Ju n ip eris  Co O T 1 65 @2 00 
Ju n ip eris  Co . . . . 1  75®3 50 
S accharum  N E  1 90@2 10 
Sp t Vini Galli ..1  75@6 50
Vlnl O porto ___ 1 25®2 0C
Vina Alba ...........1 25® 2 00

Sponges 
F lo rida  Sheeps’ woo!

carriag e  .......  3 00®3 50
N assau  sheeps’ wool

a rr ia g e  ............3 50®3 75
Velvet ex tra  sheeps’ 

wool, carriage .. @2 00
E x tra  yellow sheeps’ 

wool c arriag e  . @1 25
G rass  sheeps’ wool,

c a rriag e  ..........
H ard , s la te  u s e . .
Yellow Reef, for 

■late use  ........

®1 25 
®1 00
©1 40

Syrups
A cacia ................
A u ran ti C ortex .
Z ingiber ...............
Ipecac .................
F e rr i Iod ...........
R hel Arom 
Sm ilax Offl’s . . . 50®

Scillae Co ............
T olutan  ................
P runus v lrg  . . . .

T in ctu res
A nconltum  N a p ’sR  
A nconitum  N ap ’sF
A loes .....................
A rn ica  ..................
A loes A  M yrrh ..
A sa fo etld a  ..........
A trope B elladonna 
A u ran ti C o r te x ..
Benzoin ................
Benzoin Co __
B arosm a ............
C antharides ........
Capsicum  ............
Cardam on ..........
Cardam on Co . . .
C a stor ..................
C atechu ................
C inchona ............
C inchona Co . . . .
Colum bia ............
Cubebae ..............
C assia  A cu tlfo l . .  
C assia  A cu tlfo l Co
D igitalis  ..............
E rg o t ....................
F erri Chloridum .
G entian ................
G entian C o ..........
G ulaca ..................
G ulaca am m on . .  
H yoscyam u s . . . .
Iodine ....................
Iodine, colorless
K in o ......................
Lobelia .................
M yrrh ..................
N u x V om ica . . . .
Opll .......................
Opil, cam phorated 
Opll, deodorized..
Q uassia ................
R h a tan y  ..............
Rhei ......................
S anguinaria ........
Serp en taria ........
Strom onium  __
T olutan  ................
V alerian  ...............
V eratrum  Veride. 
Z ingiber .......... ...

M iscellaneous

© •  50 
® 50

A ether, Spts N it 3f 30® 35
A ether, Sp ts N it 4f 34® 38
Alumen, grd  po 7 3® 4
A n n a tto  ...............  40® 50
A ntlm oni, po . . . .  4® 5
Antim oni e t po T 40® 50
A ntipyrin  ............  @ 25
A ntifebrin  ...........  @ 20
A rgenti N itra s  oz @ 55
A rsenicum  ..........  10® 12
Balm Gilead buds 60® 65 
B ism uth  8  N . . . . 1  8501 90 
Calcium Chlor, Is  @ 9
Calcium Chlor, %s @ 10
Calcium  Chlor Mb @ 12
C antharides, R us @1 75 
C ap sid  F ru c ’s a f @ 20
Capsici F ru c ’s po @ 22
Cap’l F ru c ’s B po @ 15
C arphyllus ..........  22® 25
Carm ine, No. 40. ®4 25
Cera Alba ..........  50® 55
Cera F lava  ........  40® 42
Crocus ..................1 40©1 50
C assia F ru c tu s  . .  © 3 5
C en tra ría  ............  @ 10
C ataceum  ............  ® 35
Chloroform  .........  32® 52
Chloro’m Squibbs @ 90 
Chloral H yd C rssl 35 @1 60
C hondrus ...........  20® 25
Cinchonidine P -W  38® 48 
C inchonid’e Germ  38® 48
Cocaine ................3 05@3 30
Corks lis t D P  Ct. 75
Creosotum  ..........  ® 45
C reta  ........ bbl 75 ® 2
Creta, p rep  . . . .  @ 5
C reta, precip . . .  9® 11
Creta, R ubra  . . .  @ 8
Crocus .................. 1 50® 1 60
C udbear ...............  @ 24
Cupri Sulph .......... 6%@ 8
D extrine ..............  7._, 10
Em ery, all N os.. © 8
Em ery, po ..........  ® 6
E rgo ta  ---- pó 65 60® 65
E th e r Sulph ___ 70® 80
F lake W hite  ___ 12® 15
Gan.. ...................... ® 23
G am bler ..............  8© 9
G elatin, C ooper.. ® 60
G elatin, F rench  . 35® 60
G lassw are, fit box 75

Dess th a n  box ..  70
Glue, brown . . . .  11® 13
Glue w hite ..........  15® 25
G lycerina .............12140  16
G rana P a ra d ls i . .  @ 2 5
H um ulus ............  35® 60
H y d ra rg  C h .. .M t @ 90 
H y d ra rg  Ch Cor © 85 
H y d ra rg  Ox R u’m @1 00 
H y d ra rg  Am m o’l @1 10
H y d ra rg  U ngue’m 50® 60
H ydrargy rum  . . .  @ 7 6
Ichthyobolla, Am. 90® 1 00
Indigo ...................  75® 1 00
Iodine, R esubl . .2  85®3
Iodoform  ............... t  90®4
Lupulin ................. @
Lycopodium  ........  85®

Liquor A rsen  e t 
H y d ra rg  Iod . .  ® 25

Liq P o ta ss  A rs ln it 10® 12 
M agnesia, Sulph. 2® 3
M agnesia, Sulph bbl ® 1 % 
M annia. S F  . . . .  45® 50
M enthol ................ 3 40@3 50
M orphia, S P  A  W2 35®2 60 
M orphia, S N Y Q 2 3 e @ 2 lO  
M orphia, Mai. . .2  36®2 60 
M oschus C an ton . a  46 
M yristica, No. 1 28® 80 
N ux  V om ica po 15 ® 10
Os Sepia ............  25® 28
P epsin  Saac, H  A

P  D Co ..........  ©1 06
P icis Liq N  N  %

gal doz ............  AS 66
P icis L iq q ts  . . . .  ©1 06
P icis Liq. p in ts . © 66
Pil H y d ra rg  po 86 8  50
P iper N ig ra  po 28 © 18
P iper A lba po 86 ® 80
P ix  B urgum  . . . .  © 8
Plum b! A cet ___ 12© 15
Pulv is  Ip ’c e t Opll 1 80® 1 60 
P y re th ru m , bxs H  

& P  D Co. doz ® 76 
P y re th ru m , pv . .  20® 25
Q uassiae  ..............  8® 10
Quino, S P  & W . .18® 28
Q uina, S G er............18® 28
Qulna, N. Y...............18® 28

Sanguis D ra c 's ..

Sapo, G ..............
Seidlltz M ixture
S inapis ................
Sinapis, opt . . . .
Snuff, M accaboy,

DeVoes ............
Snuff. S ’h DeVo’s 
Soda, B oras . . . .
Soda, Boras, po. _ „  
Soda e t P o t’s T a r t 25® 28

2

12© 14 Vanilla .............. 9 00®
22® 25 Zinci Sulph ___ 7® 8
50©4 76 Oils
40© 50 bbl. gal.
U « 14 W hale , w in te r . 70© 70
10® 12 Lard, ex tra  . . . 70® 80

(a 15 L a r d . No. 1 . . . 60® 65
20® 22 L i n s e t c l, p u r e  r a w 38® 41

@ 18 L i n s e e d ,  b o i l e d . .39® 42
@ 30 N e a t’s -foot, w s ir 65 @ 70

@ 51
© 51

9® 11
9® 11

Soda, C arb ..........  1V4®
Soda, B i-C arb  .. 3® 5
Soda, Ash ..........  3V4® 4
Soda, Sulphas ..  @ 2
Spts, Cologne ..  @2 60
Spts, E th e r  C o.. 50® 55
Spts, M yrcia Dom @2 00 
Spts, Vini R ect bbl @
Spts, Vl’i R ect (&
Spts. Vi’i R 't  10 gl @ I 
Spts, Vl’i R ’t  5 gal ® 
S trychn ia, C ryst’l 1 05® 1 2f 
S u lphur Subl . . .  2%® *
Sulphur, Roll . . . 2 14® 3%
T am arin d s  ..........  8® 10 I
Terebenth V enice 28® 30 
Tbenbrom s* . . .  Rn

Spts. T u rpen tine  ..M ark e t 
P a in ts  bbl. L. 

Red V enetian ..1%  2 @3 
Ochre, yel M ars 1% 2 @4 
Ocre, yel B er ..1%  2 @3
P u tty , com m er’l 2M  2%®3 
P u tty , s tr ic tly  pr2% 2% @3 
Verm illion, P rim e

A m erican ........  13® 15
V erm illion. E ng . 75® 80
Green, P a ris  ___  24
Green, P en in su la r 13®
Lead, red  .............. 7u ©
Lead, w hite  ........ 7M O
W hiting, w hite S 'n  0  
W h itin g  G ilders’.. 4* 
W hite. P a ris  Am ’r  
W h it’g  P a ris  E ng

cliff ....................  I
U niversal P rep ’d 1 i 0® l 20 

V arnishes
No. 1 T urp  C oachl 10@1 20 
E x tra  T u rp  ........1 60®1 7n

@30 
16

' ¡ i
90
95

1 26 

@1 40

We wish at this time to inform 

our friends and customers that we 

shall exhibit by far the largest and 

most complete line of new and up- 

to-date Holiday Goods and Books 

that we have ever shown. Our 

samples will be on display early 

in the season at various points in 

the State to suit the convenience 

of our customers, and we will 

notify you later, from time to time, 

where and when they will be 

displayed.

Hazeltine & Perkins 
Drug Co.

Qrand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing 

and are intended to be correct at time of going to press. Prices, however aré 
hable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to  M arkets
By Columns

Col

A m m onia ........................... 1
Axle G rease  ..................... 1

Baked B eans ....................  1
B a th  B rick  ....................... 1
B luing  .................................  1
B room s ...............................  1
B ru sh es  .............................  1
B u tte r  Color .....................  1

C andles ..............................  1
C anned Goods .................  1
C arbon Oils ......................  2
C atsup  .................................  2
C ereals ...............................  2
Cheese ................................. 2
C hew ing Gum ................. S
Chicory ............................... 2
C hocolate ........................... 3
C lothes L ines  ...................
Cocoa . .  .............................  3
C ocoanut ........................... 3
Cocoa Shells ..................... 3
Coffee .................................  3
C onfections ......................... 11
C rackers  ............................. 3
C ream  T a r ta r  ................. 4

D ried F ru its  ....................  4

Farinaceous Goods ..........  i
F ish  an d  O ysters  ............. 10
F ish in g  T ack le  ..............
F lavo ring  e x tra c ts  ____  5
F resh  M eats  ....................

G elatine .................
G rain  B ags ..........
G rains an d  F lo u r

H erbs ................................... C
H ides an d  P e lts  ............ 10

Jelly

L icorice ................................  4
M

M eat E x tra c ts  .................
M ince M eat ....................... 6
M olasses .............................
M ustard  ..............................  6

N
N u ts  .....................................  i i

O
Olives ...................................  4

Pipes ...........   g
P ick les . .    6
P lay in g  C ards .............. 6
P o tash  ................................. g
P rov isions ........................  s

Rice

S
Salad D ressing  ....................
S a le ra tu s  ........................... 7
Sal Soda ......................... 7
S a lt ......................................  7
S a lt F ish  ........................... 7
Seeds ................................... 7
Shoe B lack ing  ................. 7
Snuff ....................................  g
Soap ..................................   g
Soda ....................................  8
Soups .................................* g
Spices ..................................... 8
S ta rch  ...........................’ * * g
Syrups ....................... g

T ea  ___
Tobacco 
T w ine .

V inegar ..............................  9
W

W lcklng ............................. 9
W ooden w are  ........................ 9
W rapp ing  P a p e r  ...Y.*] 10

T««tt Oak* 14

ARCTIC AMMONIA
Dos.

12 02. ovals 2 doz. b o x . . . 75 
A X LE G REA SE 

F ra z e r’s
l ib . wood boxes, 4 dz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3% lb. t in  boxes, 2 dz. 4 25 
101b . pails, p e r d o z ...  6 00 
151b. pails, p e r d o z ...  7 20
251b. pails, p e r doz___12 00

BAKED BEANS 
Colum bia B rand

lib . can , pe r d o z ......... 90
21b. can , p e r doz .......... 1 40
31b. can. p e r d o z .......... 1 80

BATH BRICK
A m erican  ...........................  75
E ng lish  ...............................  85

BLUING
6 oz. ovals 3 doz. box $ 40 
16 oz. round 2 doz. box 75 

S aw yer’s P epper Box 
No. 3, 3 doz. wood

boxes ........................ 4.00
No. 5, 3 doz. wood

boxes ........................  7.00
BROOMS

No. 1 C arp e t ...................2 75
No. 2 C arpet ....................2 35
No. 3 C arp e t ...................2 15
No. 4 C arp e t ...................1 75
P a rlo r  Gem ...................2 40
Common W hisk  .............  85
F an cy  W hisk  .........1 20
W arehouse  ...................3 00

B RU SH ES 
Scrub

Solid B ack  8 in ............... 75
Solid Back, 11 In ....... 95
Po in ted  E nds ................. 85

Stove
No. 3 ................................. 75
No. 2 .................................1 10
No. 1 .................................1 75

Shoe
No. 8 .................................1 00
No. 7 .................................1 30
No. 4 .................................1
No. 3  1 90

BU T E R  COLOR 
W ., R & Co.’s, 15c s ize .l 25 
W ., R & Co.'s. 25c size.2 00 

CA ND LES
E lec tric  L igh t, 8s ......  9%
E lectric  L igh t, 16s__ 10
Paraffine, 6s ..................  9
Paraffine, 12s ............... 9%
W icking  ...........................20

CA NNED GOODS 
Apples

31b. S tan d a rd s  . . . .  1 00
Gallon ......................

B lackberries
21b................................. 90 @1 75
S tan d ard s  gallons 

B eans
B aked ..................  80@1 30
Red K idney ........  85 #  95
S tr in g  .................. 70@1 15
W ax ......................... 75#1  25

B lueberries
S tandard  ............  # 1  40
Gallon .......................

Brook T ro u t
21b. cans, s p ic e d . ..  1 90 

C lam s
L ittle  Neck. ltb . 1 00@1 25 
L ittle  Neck. 21b. @1 50

Clam Bouillon
B u rn h a m s  % p t .......... 1 90
B ur.iliam  s p ts ............... 3 60
ii ft ham  ? q ts ................. 7 20

C herries
H<n s ta n d a rd s  1 30@l 50
W hite ................  1 50

Corn
F ait   60*r'75
Good ..............  55® 90
F an cy  . . . f 25

F rench  Deas
S ur E x tra  F ine ..............  22
E x tra  F in e  ....................  19
F ine  ................................... 15
M oyen ............................... 11

G ooseberries
S tan d ard  ..................... 90

riom lny
S tan d a rd  ......................... 85

L obster
S ta r, % Ib...........................2 15
S tar, l i b ............................3 90
Picnic T ails  ...................2 60

M ackerel
M ustard , l ib .................. 1 80
M ustard , 2rb....................¿8 0
Soused, 1% Tb .............. 1 so
Soused, 2lb ...................... 2 sO
Tom ato , l ib  . . . . . .  1 s ■
Tom ato , 21b ................ 2 80

M ushroom s
H ote ls  ................... 16@
B u tto n s  ................. 22#

Cove,
Cove,
Oove.

@ 90 
@1 65
Ufi 00

@24
@14
@28

O ysters
lib . ...........
21b ..............
ltb  Oval.

_ Plum s
P lum s ...............................  85

Peas
M arro w fa t ............  00
E a rly  J u n e  ........ 1 00@1 60
E a rly  J u n e  S ifted  1 25@1 65 
_  P eaches
P*?. ......................... 1 00@1 15
Yellow .................... i  50@2 25
_  P ineapple
G ra ted  ................... 1 25@2 75
Sliced .....................i  35 @2 55
_  Pum pkinP a ir  ....................... 70

..................... 80
P an cy  ................... 1 00Gallon ..................  2 00

R aspberries
S tan d a rd  ............. @

R ussian  C av iar
%Ib. cans ........................ 3 75
%fb. cans  ....................... 7 00
ltb . c an s  ....................... 12 00

Salm on
Col’a  R iver, ta ils  1 80@1 85 
Col’a  R iver, fla ts  1 90@1 95
Red A laska  ......... 1 20@1 30
P in k  A laska  ___ @1 00

S ard ines
D om estic % s . .  3%@ 3% 
D om estic. % s . . . .  5
D om estic, M u st’d 6 @ 9 
C aliforn ia, % s . . . l l  @14 
C aliforn ia, % s ..,1 7
1-Tench, 14s  ___7
F rench . %s ___18

Shrim ps
S tan d a rd  ...............1 20@1 40

S uccotash
P &lr. ....................... 85
Good ..................... 1 00
F an cy  ..................1 25@1 40

S traw b erries
S tan d a rd  ............. 1 10
F an cy  ..................1 40 @2 00

T  om atoes
F a ir  .........................
Good ........................
F ancy  ....................
G allons ...................

CARBON OILS 
B arrels

P erfec tion  ........
W a te r  W h ite  . . .
D. S. G asoline . .
76 G asoline ........
87 G asoline ..........
Deodor’d  N ap ’a
C ylinder .............. 29
E ng ine  ................. 16
B lack, w in te r . .  9 

C ER EA L S 
B reak fas t Foods 

Bordeau F lakes, 36 llh . 2 50 
C ream  of W hea t, 36 21b.4 50 
E gg-O -See, 36 p k g s ...2  85 
Excello F lakes, 36 lib . 2 60 
Excello, la rge  p k g s ...4  50
Force, 36 2 lb ..................4 50
G rape N u ts, 2 doz........2 70
M alta  Ceres. 24 l i b ___2 40
M alta  V ita , 36 l ib ..........2 85
M apl-F lake, 36 l ib ___4 05
P illsbu ry ’s  V itos, 3 dz. 4 25
R alston , 36 21b................4 50
S unligh t F lakes, 36 lib . 2 85 
Sun ligh t F lakes, 20 lgs 4 00
Vigor, 36 pkgs.................2 75
Zest, 20 21b........................ 4 10
Zest, 36 sm all p k g s____ 2 75

C rescen t F lakes
One case  ......................... 2 50
Five cases ....................... 2 40

Special deal u n til Oct. 1 , 
One case  free  w ith  ten  

ases.
O ne-ha lf case  free  w ith  

5% cases.
O ne-fou rth  case  free  w ith  

% cases.
F re ig h t allow ed 

Rolled C ats
Rolled A venna. h b l . . . .5  10 
Steel Cut. 100 lb. sacks  2 85
M onarch, bbl..............  4 65
M onarch. 90 lb. sacks  2 40
Q uaker, cases ............... 3 10

C racked W h ea t
B ulk  ...................... 3 ^
4 2 *b. packages . . . . 2  50 

C A TSU P
olun.bia 25 p ts ..........4 50

Colum bia. 55 % p t s . . . 2 60
S nider’s  q u a rts  .............3 25
S nider’s  p in ts  .............2 25
S n ider’s  % p in ts  ......... 1 30

C H E E S E
A cm e ....................  @13%

I C arson City .......  <3 13
“  g ls i  e  .....................  @14 ,
Z5 1 Em blem  ..............  @13%

Gem ........................
Ideal .......................
J e rse y  ....................
Peqfless  ........
R iverside ........ !.
Springdale  ___
Warner’s .........
B rick  .................. ..
Leiden ..................
Limburger ........
P ineapp le  ...........40
Sap Sago .............
Swiss, d o m estic ..
Sw iss, im ported

C H EW IN G  GUM' 
A m erican  F lag  Spruce 50
B eem an’s P epsin  ......... 55
JM am  ................................. 90
B est P epsin  ..................... 45
B est Pepsin , 5 boxes .2 00

@14
@13%
@13%
@13
@13
@14
@15
@15
@14
©60
@19
@15
@20

&  95 
@1 00 
@1 20 
@3 00

@ 10  
@  9%

§16 
19 

@19 
@13% 
@34% 
@22 
@ 10%

B la ck  Ja ck  
L a rg e st Gum M ade .!  55
Sen Sen ............................. 50
Sen Sen B reath  P er f. 95
S u g a r L o a f ....................... 50
Y u ca ta n  ....................... 50
„  , C H IC O R Y
B u lk  .....................
R ed .......................................... ,
E a g le  ...................................  4
F ra n c k ’s ..........................   7
Sch en er’s  .................. j ’ 5

C H O C O L A T E  
W a lte r B aker & C o.’s

G erm an Sw eet ............  22
Prem ium  ......................... 28
V an illa  ............................. 41
C a ra ca s  ............................ 35
E a g le  ................................  28

CO CO A
B a k e r ’s ........................... 35
Cleveland ....................... 41
Colonial, % s .................  35
Colonial, % s ................. 33
E pps ................................. 42
H u yler ............................. 45
V an  H outen, % s __  12
V an  H outen, % s ........  20
V an H outen, % s .......  40
V an  H outen, Is  .........  72
W ebb ................................. ¿8
W ilbur, % s ..................  41
W ilbur, % s .................. .’ 42

C O C O A N U T
D un ham ’s % s ...........  26
D unham ’s % s &  % s ..  26%
D unham ’s % s ..........  27
D unham ’s % s .......... 28
B u lk  ............................... 13
, n„  C O C O A  S H E L L S
301b. ba gs ........................2%
L ess  q u a n tity  ................ 3
Pound p ack ages .......... 4

C O F F E E

Com m on ............  1314.
.......................... - 1 4 %
.......................... 16%
.......................... 20

_ Santos
Com m on ......................... 1314
F a ir  ..................... 141?
C hoice ............................... 16%
F a n c y  ............................... 19
P e a b e rry  ...........................
_  M aracaibo
F a ir  .....................................
Choice .............................. ..
_  ,  M exican
Choice ............................... 16%
F a n c y  ............................... 19
_  Guatemala
C hoice ...................... 15

Java
A frica n  .............................¿3
F a n c y  A fr ica n  ...........’ .17
o. g.......................

F a ir
Choice
F an cy

P . G. . . . ......................... JJ

A rabian
Mocha

..........................21

New
Arbuckle

P ackage 
Y ork B asis 
......................  1 ß (19

D ilw orth .....................  15 5Q
Je rse y  .. 
Lion ___ .......................... Í5 ÖÖ

.......................... 14 50
M cLaughlin ’s X X X X  

M cL au gh lin ’s X X X X  sold 
to re ta ilers  only. M ail all 
orders d irect to  W . F  
M cL au gh lin  & Co., C h ic a 
go.

E x tr a c t
H olland, % gro  boxes 95
F elix , % g ro s s ............... 1  15
H um m el’s foil, % gro. 85 
H um m el’s tin, % gro. 1 43 

C R A C K E R S  
N ation al B isc u it Com pany 

B rand 
B u tter

Seym our, R ou n d ............. 6
N ew  Y o rk , Square __ 6
F a m ily  ................................g
Salted, H exagon, . . .  .’ . ’6 
_ Soda
N . B. C. Soda ................. 6
Select Soda ..................  8
S a rato g a  F la kes ____13
Z ep h yrettes  ................... 13

O yster
N. B. C. Round ..........  6
N B. C. Square. Salted 6
(‘ oust, Shell ................... 71Z

Sw eet Goods
A nim als ........................... 10
A tlan tic, A ssorted  10
B agley  G em s ..............  8
B elle  Isle P icn ic ......... 11
B rittle  ............................. u
C artw heels. S &  M . . . .  8
C u rra n t F ru it ............... 10
C ra ck n els  ....................... ig
Coffee C ake, N. B. C.

plain or iced . . .  . .10 
Cocoanut T a ffy  . .  . ; j
Cocoa B a r  .................. ’
C h ocolate Drops . . . "  1.

Cocoanut D rops ............. 12
Cocoanut H oney Cake 12 
C ocoanut H ’y  F in g ers  12 
Cocoanut M acaroons . .  18 
D ixie Sugar Cookie . .  9 
F ru it H oney Squares 12%
F ro sted  Cream  ............  8
F lu ted  C ocoanut ......... 10
F ig  S ticks ...................... 12
G inger Gems ................  8
G raham  C rackers . . . .  8 
G inger Snaps, N. B. C. 7
H azelnu t ........................ 11
H ippodrom e .................. 10
H oney Cake, N. B. C. 12 
H oney F ingers, As Ice. 12
H oney Jum bles ............ 12
Household Cookies As 8 
Iced H oney C rum pets 10
Im perial ..........................  8
Je rsey  Lunch .............  8
Jam aica  G ingers ........ 10
K ream  Klips .................20
Lady F ingers  .............. 12
Lem Yen ........................ H
Lemon Gems ........., , . .1 0
Lemon B iscuit S q ........ 8
Lemon W afer .............. 16
Lem on Cookie .............  8
M alaga ............................11
M ary Ann ......................  8
M arshm allow  W alnu ts  16 
M uskegon B ranch, iced 11
M olasses Cakes ..........  8
M outhful of Sw eetness 14
Mixed P icnic ................ 1 1 %
Mich. F ro sted  H o n ey .. 12
N ew ton ............................ 12
N u S ugar ......................  8
Nic N acs ........................  8
O atm eal C rackers ___8
O kay ..................................10
O range Slices ................ 16
O range Gems ..............  8
Penny  Cakes, A ss t___8
Pineapple H oney ........ 15
Plum  T a rts  .................... 12
P retzels , H and  Md........  8%
Pretze lle ttes, H and  Md. 8% 
P retzelle tes, M ac Md. 7%
R aisin Cookies ..............  8
Revere, A ssorted  ........ 14
Rich wood ........................8
Rube ................................  8
Scotch Cookies .............10
Snow C ream s ............... 16
Snowdrop .....................\„ig
Spiced G ingers ..........  9
Spiced G ingers, Ic e d .. 10 
Spiced S ugar Tops . . .  9
S u ltana  F ru it ............... 15
S ugar C akes ..................  8
S ugar Squares, large or

sm all .............................  g
Superba ..........................  8
Sponge L ady  F ingers  25
U rchins ........................... n
V anilla W afers  ............. 16
V ienna Crim p ..............  8
W averly  .............................8
W ate r C rackers (B ent
_ &  Co.) ........................... ig
Z anzibar .......................... 9

In -e r Seal Goods.
. .  _ Doz.

Almond Bon Bon ....$1 .50
A lbert B iscuit ............. 1.00
A nim als ............................ 1 00
B reem ner’s B ut. W afers  1.00 
B u tte r Thin  B iscu it. .1.00

R aisins
London L ayers, 3 c r 
London L ayers, 4 c r 
C luster 5 crow n 
Loose M uscatels, 2 c r 
Loose M uscatels, 3 c r  @7% 
Loose M uscatels, 4 c r  @7 % 

M. Seeded, 1 lb. 8 @8% 
L. M. Seeded, % lb 72 
S ultanas, bulk 
S u ltanas, package 7%@ 8

I FARINACEOUS GOODS 
B eans

Dried L im a ..................... g
Med. H d P k ’d . . 1  75@1 85

I Brown H olland ............2 25
F a rin a

■ A lib . packages  ..........1 75
Bulk, p e r 100 lb s  8 00

I_ , H om iny
Flake, 501b. sack  ........... 1 00
Pearl. 2001b. sack  . . . . 3  70
Pearl. 1001b. sack  ___ 1 85
M accaronl and  V erm icelli 

D om estic, 101b. b o x . . .  60 
Im ported, 251b. bo x . . . 2 60 
_  P ea rl B arley
Common ........... * -.4
C hester ........   5 if
E m pire  .................V .V .V j 25

P eas
Green, W isconsin, b u . . l  26
g re e n , Sooto*. b u .......... 1 30sp u r, lb ...............................  4
— Sago
E a s t In d ia  ............. g u
G erm an, sacks  ___\ gi7
G erm an, broken pkg..’ .\
_  . Tapioca
Flake, 110 lb. sacks  . . . . 7
Pearl. 130 lb. sack s  ___ 7
Pearl, 24 lt>. pkgs............ 7 ^
FLAVORING EX TRA CTS 

Foote & Jen k s  
C olem an’s V an. Lem.
\ £  manel ...........1 20 753 oz. T ap e r ........ 2 00 1 to
No. 4 Rich. B lake 2 00 1 50
_  Jenn ings
T erpeneless E x t. Lem on

No. 2 P anel D. C....... ^ 5
No. 4 P anel D. C ............1 60
No. 6 P ane l D. C ............2 00
T ap er P anel D. C .......... 1 50
1 oz. Full M eas. D. C .. .  65
2 oz. Fu ll M eas. D. C ..1  20
4 oz. Fu ll M eas. D. C. .2 25

Jen n in g s
M exican E x tra c t  V anilla  

Doz
N °. 2 P anel D. C ............l  26
No. 4 P anel D. C........... 2 00
No. 6 P an e l D. C ............3 00
T ap e r P an e l D. C ........ 2 00
1 oz. Full M eas. D. C . . 85
2 oz. Fu ll M eas. D. C ..1  60 
4 oz. Full M eas. D. C ..3  00 
No. 2 A ssorted  F lav o rs  75

GRAIN BAGS 
A m oskeag, 100 In bale  19 
A m oskeag. less th a n  bl 19% 

GRAINS AND FLOUR 
W hea t

No. 1 W h ite  ............... gs
No. 2 R ed ................... 69

W in te r W hea t F lour 
Local B ran d sCheese Sandw ich 1.00 I P a te n ts  ™ na8  „Coooanilt M nparnnna 9 KÁ /_**,*..........- • • •*Cocoanut M acaroons ..2.50

C racker Meal ................... 75
F a u s t O yster .................1.00
F ig  N ew tons ................. 1.00
F ive  O’clock T ea ........ 1 00
F rosted  Coffee C ak e ...l.o n
F ro tan a  ............................ 1 00
G inger Snaps, N. B. C. 1.00
G raham  C rackers ___1.00
Lem on Snaps ....................50
M arshm allow  D ainties L 00
O atm eal C rackers ___1.00
O ysterettes  ............ .. 50
P retze lle ttes, H. M. .’ .1.00
Royal T o ast ................... 1 00
Saltine  .............................. i .00
S ara toga  F lakes .......... 1.50
Seym our B u tte r  .......... 1.00
Social T ea  ...................... loo
Soda, N. B. C................... LOO
Soda, Select ................... 1.00
Sponge L ady  F ingers . .L00 
S u ltan a  F ru it B iscu it. .1.50
U needa B iscu it ................ 50
U needa J in je r  W ayfer 1.00 
U needa M ilk B isc u it. .  .50
Vanilla W afers  ............. 1.00
W ate r  T h in  ...................1.00
Zu Zu G inger S n a p s .. .50
Zw ieback ....................  100

‘ CREAM TA R TA R -
B arre ls  o r d rum s ........... 29
Boxes .................................... 30
Square  cans .......................32
Fancy  caddies ..............  35

DRIED RFU ITS 
„  Apples
Sundried ..........................
E vapora ted  ............

C alifornia P runes  
100-125 251b. boxes.

90-100 25fb. boxes..@  6% 
80- 90 25!t). boxes ,.@
70- 80 251b. boxes ..<3 ,
60- 70 251b. boxes @ ju  
50- 60 251b. boxes . .  @ 7% 
40- 50 251b. boxes . 8%
30- 40 25fb. boxes . .  @ 8% 

%c less in 501b. cases 
C itron

Corsican ................... @22
C irrants

Im p’d 1 lb. p k g ...  @ 8% 
Im ported  b u lk . ..  @ 8% 

Peel
Lemon A m erican  ........... 14

Ji»-» An%igrie*n ...... if

„  ,  _  .......................... I  30
Second P a t e n t s ................ 4 10
S tra ig h t .............................. 99
Second S tra ig h t .......... 3 70
C lear ...................................3 30G raham  ........
B uckw heat . ........3 50

.3 50Rye
Subject to  u sual cash  d is 

count.
F lo u r in b a rre ls , 25c p e r 

barre l add itional.
W orden G rocer Co.’s B rand
Q uaker, p a p e r  .............3 70
Q uaker, c loth ............... 3 90

W ykes-S ch roeder Co.Eclipse .............................. 3 75
K ansas H ard  W h ea t F lour 

Judson  G rocer Co.
F anchon. %s clo th  ___ 4 30

Spring W h ea t F lour 
Roy B ak e r’s B rand  

Golden H orn, fam ily . .4 40 
Golden H orn , b a k e r 's . . 4 30
C alum et ............................... 15
W isconsin R y e . . ’.’.’.'.’ . 3 35 
Judson  G rocer Co.’s B rand
C eresota, % s ................... 5 00
C eresota, % s ................... 4 90
C eresota , %s ................... 4 80
Gold M ine, % s c lo th . . 4 50 
G o d  Mine, % s c lo th . .4 40 
Cold M ine, % s c lo th . . 4 30 
Gold Mine, %s p a p e r . .4 30 
Gold Mine. %s p ap er . .4 30 
Lem on & W h ee le r's  B rand
W ingold. %s ................... 4 75
W ingold. %s  ................. 4 50
W ingold, % s ................... 4 50

P illsbu ry ’s  B rand
B est, %s cloth ............. 4 90
B est, %s clo th  ............. 4 80
B est, % s cloth ............. 4 70
B est, % s p ap er ............. 4 75
B est, %s p ap er ............4 75
B est, wood ................  .5 00
W orden G rocer Co.’s  B rand
Laurel, %s  clo th  ......... 4 90
Laurel, %s c lo th  .........4 80
L aurel, % s & %s p ap er 4 70 
L aurel, %s ....................... 4 70

W ykes-S ch roeder Co. 
Slepy Eve, %s c lo th . .4 70 
Sleepy Eye, %s c lo th . .4 60 
Sleepy Eye, %s c lo th . . 4 50 
Sleepy Eye, % s p a p e r . .4 50 
Sleepy BJye, tys p ap er . .4 50



M I C H I G A N  T R A D E S M A N
6

80 
2 90

Meal
Bolted ......................
Golden G ranu la ted  
St. C ar Feed screened 21 00 
No. 1 Corn and  O ats 21 00
Corn, c racked  ............... 2 ’ 00
Corn M eal, c o a r s e . . . . 21 00 
Oil Meal, old p r o c . . . . 3l  50 
W in te r W hea t B ran  19 001 
W in te r W h ea t M id’ng  21 00
Cow Feed  ...................... 19 50

Oats
M ichigan .............................3$

Corn
Corn ...................................5

Hay

10 00 
9 50 

10 50

10

Beef
E x tra  M ess ........
Boneless ................
Rum p, new  ..........
u . Pig’s Fet*
v* bbis., 40 tbs. ,.:::::i  „
% bbls...................  3 7
1 bbl.......................... y . .7  7

T ripe
K its, 15 lbs. . . .
% bbls., 40 lb s............y  1 50
Vi bbls., 80 lb s...............3 00

8

C as in g sHogs, p e r lb ..........
Beef, rounds, se t 
Beef m iddles, se t

£<?• 1 Hm 0ÌÌ?y  ? a r  ,lo ts  12 00 S h eep , P er b u n d le  Ho. 1 tim o th y  ton  lo ts  13 00 iinr-eie-ea d ,
HERBS Solid ndar°yred BUtter‘ " eSage -  - -

28

@10
K  ...................................  15 I Rolls, d a iry  ........ 10 Vi @11 Vi
- v  ................................. 16 ' Canned Meats

Corned beef, 2 ............ 2 50
" Ì 7  50

L aurel L eaves ............... 15
Senna L eaves ..............  2 5 1 Corned beef 14

JELLY
5 lb. pails, p e r ■* 25. . .  1 85 

15 lb. pails, p e r pa.11. . . .  40
30 tb. p ads, p e r p a il___ 70

LICORICE
P u re  ................................... 30
C alab ria  ......................... 23
Sicily ...............................' 14
Root ..................................  u

MEAT EX TRA CTS
A rm our’s, 2 oz............. 4 45
A rm our's , 4 oz.............. 8 20
Liebig’s  Chicago, 2 oz. 2 75 
Liebig’s, Chicago, 4 oz. 5 50 
L iebig’s Im ported , 2 oz. 4 55 
Liebig’s Im ported , 4 oz. 8 50 

M OLASSES 
New O rleans

F an cy  Open K e ttle  . . .  40
Choice ............................. 35
£ a ir  ...................................  26

H alf b a rre ls  2c ex tra .
„  , M INCE MEAT 
Colum bia, p e r  c a s e . . . . 2 76 

M USTARD
H orse R ad ish , 1 dz ........ l  75
H orse R addish , 2 dz ..3  50 

OLIVES
Bulk, 1 gal. k e g s ......... 1 65
gaJJ1. 2 gal. k e g s ......... 1 60
Bulk, 5 gal. k eg s ......... 1 55
M anzanilla , 8 oz............  90
Queen, p in ts  ...................2 50
Queen, 19 oz..................... 4 50
Queen, 28 oz....................7 00
Stuffed, 5 oz.....................  90
Stuffed, 8 oz.......... ............1 45
Stuffed, 10 oz................... 2 40

P IP E S
Clay, No. 216 ................ 1 70
Clay, T. D., fu ll co u n t 65 
Cob, No. 3 ..................... 85

PIC K L E S
Medium

B arre ls, 1,200 coun t . . . 4  75 
H alf bbls., 600 c o u n t . .2 88 
_  Sm all
B arrels, 2,400 co u n t . . . 7  00 
H alf bbls., 1,200 coun t 4 00 

PLAYING CARDS 
No. 90 S team b o a t . . . .  85 
No. 15, R ival, a sso rted  1 20 
No. 20, R over enam eled  1 60
No. 572, Special .............1 75
No. 98 Golf, s a tin  finish 2 00
No. 808 B icycle ...........2 00
No. 632 T o u m ’t  w h is t . .2 25 

POTASH 
48 cans  In case

B abb itt’s  .......................... 4 00
P en n a  S a lt Co.’s .......... 3 00

R oast beef 
P o tted  ham . Vis 
P o tted  ham , %s 
Deviled ham , Vis 
Deviled ham , %s 
P o tted  tongue, Vis 
P o tted  tongue %s 

RICE
Screenings ............
F a ir  Jap a n  ............
Choice Jap a n  . . . .  
Im ported  Jap a n  . .
F a ir  La. hd ............
Choice La. h d ___
F an cy  La. hd........ „
C arolina, ex. fancy  6

..2  20@2 50 
. .  45
• ■ 85
. .  45 
. .  85
. .  45
. .  85

@4

©5%
@
@6 
@6% 

6%@7 
* @7V<

SALAD DRESSING
Colum bia, % p in t ___ 2 25
Columbia, 1 p in t ...........4 00
D urkee’s, large, 1 do z ..4  50 
D urkee’s, sm all, 2 uoz..5 25 
S n ider’s, large, 1 d o z ..2  35 
S n ider’s, sm all, 2 doz. .1 35

SALERATUS 
P acked  60 tbs. in box.

A rm  and  H am m er........3 1„
D eland’s .......................... 3 00
D w igh t's  Cow ...............3 15
Em blem  ............................ 2 10
L. P . ................................. 3 00
W yandotte, 100 %s . .3 00 

SAL SODA
G ranulated , bbls............ 85
Granulated, 1001b. cs. 1 00
Lum p, bbls........................  80
Lum p, 1451b. kegs . . . .  95

SALT
Common Grades

100 3 lb. sacks  ............. 2 10
60 5 lb. sacks  ............... 2 00
28 10% lb. s a c k s .......... 1 90
56 1b. sacks  ..................  30
28 tb. sacks ..................  15

W arsaw  
56 lb. da iry  in drill bags 40 
28 lb. d a iry  In drill bags 20 

Solar Rock
561b. sacks  ......................  20

Common
G ranulated , fine ........... 80
M edium, fine ................  85

@  6% 
@  6%

PROVISIONS 
Barreled Pork

M ess .................................
F a t  B lack  ................ . .17 00
S hort C ut .......................16 50
S hort C ut C lear ........ 16 75
f .ean ..................................  60

.......................................20 00
B risket, c lear .............. 18 50
C lear F am ily  ...............15 00

Dry Salt Meats
S P  Bellies ..................... u u
Bellies ........................... ; . . 1H 4
E x tra  S h o rts  ................... 9

Smoked Meats 
H am s, 12 lb. a v e r a g e . .13 
H am s, 14 lb. a v e r a g e . .13 
H am s, 16 tb. a v e r a g e . .13 
H am s, 18 lb. a v e r a g e . .13
Skinned H am s ............... 13%
H am , dried  beef s e ts . .  134
Bacon, c lear ................... 13
Calif orrrias H am s . . . .  8%
P icn ic  Boiled H am  ___ 15
{oiled H am  ................... 22

B erlin  H am , p ressed  . .  8 
M ince H am  ......................  9

Compound 
P u re

Lard

10
I? ’ tu b s . . .  .advance  

ca iP ‘ tu b s . . .  .ad v an ce
oa !? ’ t in s ..........advance
?a 2?' Pn iis------advance
* Pnii3 - • • .advance
5 lb. p a i l s . . .  .advance 1
3 lb. p a i l s . . .  .advance I

_  , Sausages
Bologna ..................  6
L iver ........................... . .  /  6
F ran k fo rt . . . .  ............ 7
P ork  ...................... " ’ ' ‘ 7
v e a l ..............  ; ; ...........7
Tongue ..................****** 7
He&dcheeee .........................

6%

SALT FISH  
Cod

L arge  whole . . . .
Sm all whole ........
S trip s  o r bricks . ,7%@10
Pellock .................. @ 3%

H alibut
S trip s  ...............................13
C hunks ............................. 13%

H erring
Holland

W hite  Hoop, bbls. 11 00
W hite  Hoop, % bbls. 6 00
W hite  Hoop, keg  65@ 75
W hite  H oop m chs. 80
N orw egian  ..............
Round, lOOtbs.........................3 75
Round, 401bs...........................1 75
Scaled ................................  13

T ro u t
No. 1, lOOlbs........................... 7 50
No. 1, 40tbs............................. 3 25
No. 1, 101bs.................... 90
No. 1, 81bs....................  75

M ackerel
M ess, lOOtbs.......................... 13 50
M ess, 401bs..............................5 90
M ess, lOlbs............................... 1 65
M ess, 8 tb s ............................. 1 40
No. 1, 100 lb s .........................12 50
No. 1, 4 lb s ............................. 5 50
No. 1, 10 lb s ........................... 1 55
No. 1, 8 lb s ............................. 1 28

W hltefish
No. 1. No. 2 Fam

1001b...........................9 75 4 50
501b...........................5 25 2 40
101b ...........................1 12 60
81b.......................... 92 50

_ . ,  SNUFF
Scotch, in b ladders .......... 37
M accaboy, in ja r s  ...........35
fr e n c h  R appie in j a r s . . 43 

SOAP
J . S. K irk  & Co.

A m erican Fam ily  ........ 4 00
D usky D iam ond, 50 8 oz 2 80 
D usky D ’nd, 100 6 o z ..3  80 
J a p  Rose, 50 b a rs  75
\tav° n i m Perial ...........3 10
W hite R ussian  ...............3 00
Dome, oval bars  ........  3 00
S atinet, oval ..........  ■>
Snow berry, 100 cakes.’ .'! 00 

P ro c to r & Gamble Co.
pen o x  ................................   00
Ivory, 6 oz............................... 4 00
Ivory, 10 oz................  6 75

LAUTZ BROS. & CO.
Acme, 70 b a r s .......................3 60
Acme, 30 b a rs  .................3 85
Acme, 25 bars  ............. .’ 3 85
Acme, 100 cakes ............3 15
B ig M aster. 100 b a rs  ..4  00 
M arseilles, 100 c ak e s . . . 5 80 
M arseilles, 100 cakes 5c 4 
M arseilles, 100 ck to ile t 4 
„  . A. B. W risley
Good Cheer ........

45
10

Old C ountry  ........ * * * ” 3

Soap_ Pow ders 
L au tz  Bros. &  Co.

Snow Boy ........................ ..
Gold O ust, 24 la rg e ___4 5u
Gold D ust, 100-5c.........4 00
K irkoline, 24 41b...........3
P earline  .................. 7  ‘ '3 7
Soapine ................ ’ 4 in
B ab b itt’s 1776 . . 7 7  ” 3 75
R °seine .............................3 50
A rm our s ..................  3 70
W isdom  ........ .'.’.’ .'3 80

Soap Compounds
Jo h n so n ’s F ine  .............5 in
Jo h n so n ’s XX X  ........  4
N ine O’clock .............. ' '3 3U
R ub-N o-M ore ............... .'3 75

Scouring
E noch M organ’s  Sons.

oapolio, g ross lo ts  ___ 9 00
Sapolio, ha lf gro  lo ts 4 50 
gapolio, single boxes . . 2 25
Sapolio, hand  ...............2 25
Scourine M anufac tu ring  Co 
Scourine, 60 c a k e s . . . .  1 80 
Scourine, 100 c ak es . . . 3 50

5%
SODA

Boxes ....................
Kegs, E ng lish  . ..7 .7 .7 *  4% 
„  , , SOUPS
Colum bia ................  3 on
Red L e tte r  .......... .. 90

SPIC ES 
W hole Spices

Allspice ............................. 12
Cassia, C hina in  m ats . 12
Cassia, C anton ............ 16
Cassia, B atav ia , bund. 28 
Cassia, Saigon, broken. 40 
Cassia. Saigon, in rolls. 55
Cloves, A m b o y n a ........  25
Cloves, Z anzibar .........  18
M ace ............................  55
N utm egs, 75-80 ___ 7.7. 45
N utm egs, 105-10 ........  35
N utm egs, 115-20 ..........  30
Pepper, S ingapore, blk. 1 
Pepper, Singp. w h ite .. .  25 
Pepper, sh o t ................. 17

P ure  G round in Bulk
Allspice ............................  16
C assia, B atav ia  ......... .' 28
Cassia, Saigon ..............  43
Cloves, Z anzibar ........  18
Ginger, A frican  ..........  15
Ginger, Cochin ..............  is
G inger, J am a ica  ........... 25

•  ........................... 65
Pepper, S ingapore, blk. 17 
Pepper, Singp. w h ite ..  28
Pepper, Cayenne ........  20
Sage ..................................  jo

SE ED S
A nise ............................. 10
C anary , S m yrna  ___  5%
C araw ay  ......................  9
C ardam om , M alabar 1 00
Celery . . . .  ..............  16
H em p. R ussian ........  4%
Mixed Bird ................  4
M ustard, w hite ........  8
Poppy ............................  9
R ape ..............................  4%
C uttle  Bone ................ 26

SHOE BLACKING
H andy  Box, large. 3 dz.2 50 B asket-fired , fancy  . ..4 3
H andy Box. sm a ll___1 25 N ibs ......................... 22@24
B lxby’s  Royal P o lish .. 86 S lftlnge .................., t f i U
M iller’« Crow n P o liak .. u  F a n n in g ! ................. 1S#14

STARCH 
Common Gloss

lib . packages ............. 4@5
31b. packages ............. @4%
6!b. packages ............... @5%
40 and  50tb. boxes 3@3% 
B arre ls  ........................  @3

Common Corn
201b. packages ..............  5
40tb. packages ...4 %  @7 

SYRUPS  
Corn

B arre ls  .................................. 25
H alf B arre ls  .......................27
201b. cans  % dz. in case  1 80 
101b. cans % dz. in case 1 75 

5tb. cans 2 dz. in case  1 85 
2%tb. cans 2 dz. in  case  1 90

Pure Cane
F a ir  .............................. 16
Good ..............................  20
Choice ..........................  25

TEA
Japan

Sundried, m edium  . . . .2 4
Sundried, choice .........32
Sundried, fancy  .............36
R egular, m edium  ......... 24
R egular, choice .............32
R egular, fancy  ...............36
B asket-fired , m edium  31
B asket-fired , choice ..38

G unpow der
M oyune, m edium  ...........30
M oyune, choice .............32
M oyune, fancy  ............. 40
Pingsuey, m edium  _30
Pingsuey, choice ......... 30
Pingsuey. fancy  ........... 40

Young Hyson
Choice ........................... 3Q
Fancy  .....................7 7 7 3 6
,, Oolong
fo rm o sa , fancy  ............. 42
Amoy, m edium  .............2 5
Amoy, choice ................. 32

English B reak fast
M edium ................. 20
Choice .........................7.73 0
F ancy  ................................ 40
_ , India
Ceylon, choice ............  32
F ancy  ..................................

TOBACCO
r. •„ Fine Cut
Sw eet i.om a ..........
H iaw atha, 51b. pails!
Telegram ..............

P ay  C ar ................. 7
P ra ir ie  Rose ............ 7
P ro tec tion  ....................
Sw eet B urley  ___7 .
T iger ......................

..54 

. .34 

. .55 
.30 
.33 
.49 
.40 
.44 
.40

Clothes Pins 
Round head, 5 gross bx 
Round head, c a r to n s ..
„  Egg Crates
H um pty  w um pty ..
No. l, com plete ___
No. 2, com plete ___

, , Faucets
Cork lined, 8 in ..............  65
Cork lined, 9 in .. .  " "  75
Cork lined, 10 in . . .  7  7  85
Cedar, 8 in .......................  55

Mop Sticks
1 ro jan  sp rin g  ............. 95

55
75

.2 40 

. 32 

. 18

11
CO NFECTIONS 
S tick  C andy Pa ils

Standard __
Standard H  H  
Standard T w ist •• 7% 

Cases

Eclipse p a te n t s p r in g . . 85
tvo. 1 common ..............  75

2 Pa t - brush  holder 85 
r i i  S?tto,n m °P  heads 1 40

„  Plug
Red Cross ..............  31
Palo  ...........................7 .77.35
H iaw ath a  .......... 7 ...........41
Kylo ....................... 7 7 7 3 5
B attle  Ax ............... 7 7 .3 7
A m erican E ag le  ...........'33
S tan d ard  N avy  .............37
Spear H ead, 7 oz........  47
S pear H ead, 14% oz..44
Nobby T w ist ...................55
Jo lly  T a r  ....................  39
Old H onesty  ................"4 3

J. 1 .............................................
P ip e r H eidsick . . . .  .7.7 66
Boot Jac k  ..............  80
H oney Dip T w ist ...7740
B lack S tandard  .............40
Cadillac ........................  40
Forge ..................
N ickel T w ist . . .
Mill ......................
G reat N avy ___

.34

.52
..32
.36

_ Smoking
Sw eet Core .................. 34
F la t  C ar ..........................’ 32
W arp ath  .........................^26
Bamboo, 16 oz.............  25
I X  L. 51b....................7727
I X  L, 16 oz. pails  ...3 1
H oney Dew .................. 40
Gold Block ...............  40
Flagm an  .............. 40
Chips . ............................. 33
Kiln D ried ................7  21
D uke’s M ixture  ..........740
D uke’s Cam eo ...............43
M yrtle N avy  ..............  44
Yum Yum, 1 % o z ...........39
Yum Yum, lib . pails ..40
Cream  .............................. ..
Corn Cake, 2% oz___ '. .2 5
Corn Cake, l ib ................22
Plow Boy. J ®, oz.............39
Plow Boy. 2% oz.............39
Peerless, 3% oz..............35
Peerless, 1 % oz............... 38
Air B rake  ........................ 36
C ant Hook .....................’ 30
C ountry  Club ............. 32-34
Forex-X X X X  ................. 30
Good Ind ian  ................... 25
Self B inder, 16oz. 8oz. 20-22
Silver Foam  ................... 24
Sw eet M arie ...................32
Royal Sm oke ................. 42

„  TW INE
Cotton, 3 ply ___
Cotton, 4 ply . . . .
Ju te , 2 ply ............
Hem p, 6 p ly  , ___
Flax, m edium

Ideal No. 7

Pails
2- hoop S tan d ard  . .
3-  hoop S tan d ard  . . .
2- wire, Cable ........
-w ire, Cable ............

Cedar, all red, b rass 
P aper, E u rek a

.1  60 

.1 75 

.1 70 

.1 90 

.1  25 
2 25 

0F ibre  ...................7 .7777*2 7
Toothpicks

H a rd w o o d  ............ 2 sa
S o ftw o o d  ......................... 2 75
B a n q u e t    ................7  7 1 50

.1 50

22 
22 
14 
13_   | ........... 20

Wool, l ib  balls ............6

„  , VINEGAR
M alt W hite , W ine, 40 g r  10 
Malt W hite, W ine, 40 g r  10
P u re  Cider, B & B ___14
P ure  Cider, Red S ta r . .12 
P u re  C ider, R obinson. .13% 
P u re  Cider, S ilver . .. .1 3 %
_ WICKING
No. 0 p e r g ross . . .
No. 1 p e r g ross . . .
No. 2 p e r g ross . . .
No. 3 p e r g ross . . .

..30

..40
.50
.75

WOODENWARE
Baskets

B ushels ..........................  1 10
B ushels, wide band  7 l  60
M arket .............................. 40
Splint, la rge  ............... 7 3  50
Splint, m edium  .............3 25
Splint, sm all .................3 00
W illow, C lothes, la rge  7 00 
W illow, C lothes, m e’m 6 00 
W illow. C lothes, sm all 5 50 

Bradley Butter Boxes 
2ib. size, 24 in  c a s e ..  72 
31b. size, 16 In c a s e ..  68 
51b. size, 12 in  c a s e ..  63 

10tb. size, 6 in c a s e ..  60 
Butter Plates 

No. 1 Oval, 250 in c ra te  
No. 2 Oval, 250 in c ra te  
No. 3 Oval, 250 in  c ra te  
No. 6 Oval, 250 in  c ra te

Ideal
„„ T raps
Mouse, wood, 2 h o le s .. 22 
Mouse, wood, 4 h o le s .. 45 
Mouse, wood, 6 h o le s .. 70 
Mouse, tin , 5 h o le s .. . .  65
R at, wood ......................  80
R at, sp ring  ....................  75

T ubs
j-0-in , S tandard , No. 1 7 00 
18-in, S tandard , No. 2 6 00 
16-in. S tandard , No. 3 5 00

Cable* N o- 1 ___ 7 5o18-in. Cable No. 2 .........6 50
Ab' ln,’ Cable, No. 3___ 5 50
n o . 1 f ib r e  ..............  10 sn
No. 2 F ib re  . 7 7 7 7  9 46
No. 3 F ib re  .................... .. 55
,, W ash B oards
Bronze Globe ............  2 50
Dewey .............................\  75
Double Acm e ................. 2 75
Single Acm e .............. 7 2  2o
Double Peerless  .......... 3 50
Single Peerless  ............ 2 75
N o rth e rn  Queen .......... 2 75
Double Duplex .......... .'3 00
Good Luck ................  2 75
U niversal .................... 7*2 65

W indow C leaners
12 >n ..................................... 1 6o14 in ............................... j 0=
10 in‘ vii" J ............... 2 30Wood Bowls
11 in. B u tte r  ..................  75
13 in. B u tte r  . . . .  "*1 15
15 in. B u tte r  . . . . . . 7 7 2  00
17 in. B u tte r  ................  3 25
19 in. B u tte r  . . . . . . . .  4 75
A ssorted, 13-15-17 . . . . 2  25
A ssorted, 15-17-19 ___ 3 25

W RA PPIN G  PA PE R
Common S traw  ............  114
F ib re  M anila, w h ite ..  2% 
f ib r e  M anila, co lo red .. 4
No. 1 M anila ..............  4
Cream  M anila ............ 1 3
B utcher’s  M anila ........  2%
W ax B u tte r, sh o rt c ’n t. 13 
W ax B u tte r, full count 20 
W ax B u tte r, rolls . . . . 1 5

YEAST CAKE
M agic, 3 doz...........................1 15
Sunlight, 3 doz................1
Sunlight, 1 % doz............  50
l e a s t  Foam , 3 doz........1 15
Y east Cream , 3 d o z . .7 i  00 
Y east Foam , 1 % d o z .. 58

FR ESH  FISH
P g f TK

Jum bo W hitefish  .......... @15
No. 1 W hitefish ......... @14

H alib u t ......................... @10
Ciscoes o r H e rrin g  . .  @ 8
B luetish ................10% @11
Hive L o b ste r ............... <§>25
Boiled L obster ........... @30

S a d a ö 5 ; v : . v . v . v : ' - - t 12

k S 6" ' . . : : : : : : : : : : : «
Perch , dressed  .......... @12%
Smoked, W hite  ........ @15**
Red S n a p p e r ...............@
Col. R iver Salm on . ,%16 
M ackerel ......................

h i d e s  a n d  p e l t s

Jum bo, 32 lb
E x tra  H  H  7 7 ............ in

Cream  . . . . 7 7  1«
° 8(je in Ime Sus a r  s tick  ou ib. case  ..................

Mixed Candy
G rocers ........  „
C om petition '.*.*............... ci/.¡special ................ \ ...........  y i
Conserve . . .  .................. 1?*
Royal ........ 7 ....................
R ibbon . .  ................
B roken .............................. M L
C ut L oaf . . ' 7 ................
L eader ..............  ............
K indergarten  **'**.*.* 2
f&J? £ °n  C ream  . . 7 7  8% f r e n c h  C ream  . . .  9*

H and M ade '' C ream  * 1 5  
» . C ? «  m ixed 13 U f  H orehound D rop 10

Fancy—in p a ||* 
Gypsy H e a r ts  . .  1 a
Coco Bon Bons . .  " 1»
fu d g e  Squares . .  .........ta
P e an u t Squares . 7 7  9

F e an u ts  . 7 ! ' l l  
Salted  P ean u ts  . 77
S ta rlig h t K isses 7  11
San B ias Goodies .'.*."12
Dozenges, p la in  ........  " o
Lozenges, p rin ted  . . . 7**10  
C ham pion Chocolate . ’ i i  
Eclipse Chocolates '75C h o c o la te s  . . . .  13 
f? u ? cfla  C h o c o la te s  7  13 
Q u in te tte  C h o c o la te s  . .1 2

Mos™PDrop°Un*1Jr0ps
i-em o n  ¡aours ..............
I m p e r ia ls  ..................[ 11
I f ? ! ’ C re a m  O p e ra  7  7 1 2  
i,™ / C re a m  B o n  B o n s  11 
M o la s s e s  C h e w s  . .  12
M o la s s e s  K is s e s  . .  " t l  
G o ld en  W a ffle s  . . . 7 * 12 
011  i a3 h i ° n e d M o lass*  

e s  K is s e s ,  101b. b o x  1  20 
O r a n g e  J e llie s  . .  50

Fancy—in 5tb. Boxes 
L em o n  S o u rs  . . . .  . 55
P e p p e r m in t D ro p s  . 7*60  
C h o c o la te  D ro p s  ............ 60
H  m ' V ^ ° C- H ro p s ..8 5  f*Y , M* C h o c. D t. and  

D a r k  N o . 12 . . . . .  . 1  on
B r n i f l  S w e e ts , a s s ’d . , 1  00 
B r il l ia n t  G u m s, C r y s . 60 
" •  A - L ic o r ic e  D r o p s . . 90
L o z e n g e s , p la in  ............ 55
Lozenges, p rin ted  . . .  55 
Im p e r ia ls  . . . .  - " rS
M o tto e s  . .   S«
C re a m  B a r  7 7 7 .........
G . M . P e a n u t  B a r  . 7  7  55 
H a n d  M a d e  C r ’m s . .80@90 
C re a m  B u tto n s  . . .  ¿s
S tr in g  R o c k  ..............7 ; go

o m n mirg r e e .n B e r r ie s  ..6 0  
D id l i m e  A s s o r te d  . .  2 75
n n S ® L B .ro w n  G o o d ie s '3  50U P -tO -d atA  A aatv«, j  75

6 51 
6 00

. , . ............ 6 75
t ..............i s  00

n it ♦ Hrow n Goodies i 
U p-to -date  A sstm t. . .  5 
le n  S trike  No. 1 . \
te n  S trike  No. 2 . . . * " (  
le n  S trike  Snm m n. __en S trike, S um m er a s 

so rtm en t.
Scientific

1 20 
6 

60

. . . 12%
. . .11%
...13%

12%

C hurns
B arrel, 5 gal., e ac h . . 2 40 
B arre l. 10 gaL, each . .2 66 
B arrel, 16 gsL , « ach ..I  TO

Hides
Green No. 1 . . . .
Green No. 2. . . .  
hired No. 1 . . .

C ured No. 2 ....................
£ a i£s !Mns> Bfeen, No. i  14 
S a ji8,*5-?118' STeen No. 2 12% G alfskins, cured No. 1 15 
C alfskins, cured No. 2 13%  
S teer H ides, 601b. over 13% 

Pelts
Old Wool ............  39
^a m b s  .......................... 60 @85
Shearlings ................... 40@70

TallowNo. 1 ................
No. 2 ................

Pop Corn
fia n dy Sm ack, 24s . . . .  65 
D andy Sm ack, 100s. 2 75 
P ee  r £ rn  F r itte rs , 100s  50 Pop Corn T oast, 100s 50
C racker Ja c k  . . . . .  3 «
Checkers, 5c pkg. c a r - *  ^  
I op Corn Balls, 200s 
Cicero Corn Cakes 

p e r box ........  ’ K
A zulik it 100s ___ .’.’.7.7.8 00

Cough Drops
F u tn am  M enthol ..........1 00Sm ith  B ros..................  ’ j  ¡¡j-

NUTS—Whole 
A lm onds, T a rrag o n a  ..16  
Almonds, A vica . .  
A1m °nds, C aliforn ia sf’t'
Brajfils *.7.7.*.*.*.*.’ * 14@ i|
F ilb erts  ........  7 .  f i t
Cab No. 1 . . . . . . .  ® @ i7
W alnuts, so ft shelled @16 
W alnuts, m arbo t

TT Wool
U nw ashed, med. 
U nw ashed, fine .

@ 4% 
@ 3%

. . .  24@26
... ,20@22

. . .  1 - -m bos -----@16%H ickory  N u ts  p e r bu.
Ohio new ..........

C ocoanuts ..........  ’ "@ 5
C hestnu ts , N ew  York 

S ta te , pe r bu ............
Shelled 

Spanish  P e an u ts  
P ecan  H alves . . .
W alnu t H alves . . .
F ilb ert M eats ___
A lican te  A lm onds.
Jo rd an  A lm onds . .

P eanu ts
Fancy, H . P. Suns ..  
F ancy, H . P . Suns,

K oasted  ................ 6i i & 7
Choice, H . P . Jum bo  <% 
Choice, H . P . Jum bo 

Routed ................  jm

7%@8%
@55
@35

#25 
33 
@47

5%
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S p e c ia l  P r ic e  C u rre n t
A X L E  G R E A S E

M ica, tin  boxes'. . . .7 5  9 00 
P a ragon  .................. 55 6 00

B A K IN G  P O W D E R

Royal
10c size 90 

!4Ib. c an s  1 35 
6oz. cans  1 90 

V4Ib can s  2 50 
94Tb cans  3 75 
lib . cans  4 80 
3tb. cans  13 00 
51b can s  21 50

Mutton
C arcass  ................  @ 9
L am bs ..................  @13
S pring  L am bs . ..1 3  @14

Veal
C arcass ................. 5%@ 8

C L O T H E S  L IN E S  
Sisal

00ft. 3 th read , e x t r a . .  1 00
<2fL 3 th read . e x t r a . . l  40

90ft. 3 th read , e x t r a . .  1 70
60ft. 6 th read , e x t r a . . 1 29
/2ft. 6 th read , e x t r a . .

60ft. - 7572ft. QO
90ft. 1 ns
120ft 1 BO

Cotton V ic to r50ft. 1 in
60ft. .1 35
70ft. .1 fin

Cotton W indsor
50ft. 1 an
60ft. 1 44
70ft. .1 sn
80ft. .2  nn

Cotton Braided40ft. ns
50ft. 1 3R
60ft. j  «5

B LU IN G

C . P . Bluing
Doz.

Sm all size, 1 doz. b o x . .40 
L arge size, 1 doz. b o x . .  75

C IG A R S

G J  Johnson  C igar Co.'s bd.
Less th a n  500 ..................... 33
600 or m ore ....................... 32
1,000 or m ore ....................... 31

W orden G rocer Co. brand 
Ben H u r

P erfec tion  ........................... 35
Perfection  E x tra s  ...........35
Londres ................................. 35
Londres G rand ................... 35
S tan d ard  ............................... 35
P u ritan o s  ............................. 35
P anate llas , F in a s  .............35
P anate llas , Bock ............. 35
Jockey  Club ....................... 35

C O C O A N U T
B a k e r ’s  B r a z il  S h red d ed

70 V4Ih. pkg. p e r case  2 60 
35 J41b. pkg. p e r case  2 60 
38 Vi lb. pkg. p e r case  2 60 
16 H lb . pkg. p e r case  2 60

Galvanized W ire  
No. 20, each  100ft. long 1 90 
No. 19, each  100ft. long 2 10

C O F F E E
Roasted

D w inell-W righ t Co.'s. B’ds.

W hite H ouse, l tb ...................
W hite  H ouse, 21b...................
Excelsior. M & J , l ib ............
Excelsior, M &  J , 2tb............
T ip  Top. M  &  J, l ib  ........
Royal J a v a  ...............................
Royal J a v a  an d  M ocha . . .  
J a v a  an d  M ocha B lend . . .
Boston C om bination ...........

D istribu ted  by  Judson  
G rocer Co., G rand  R apids; 
Lee &  Cady, D e tro it; Sym 
ons Bros. & Co., S ag inaw ; 
B row n, D avis & W arner, 
Jack so n ; G odsm ark, D u
ran d  & Co., B a ttle  C reek; 
F ie lbach  Co., Toledo.

Peerless  E v ap ’d  C ream  4 00 
FISH IN G  TA C K LE

% to  1 In ............................... 6
1 % to  2 In ............................  7
1 % to  2 I n ........................... 9
1 % to  2 In ........................... 11
2 In .......................................... 15
3 in ..........................................  20

C otton Lines
No. 1, 10 fee t ................. 5
No. 2, 15 fee t ................... 7
No. 3, 15 fee t ................... 9
No. 4, 15 fee t ................... 10
No. 5, 15 fee t ................... 11
No. 6, 15 fee t ................... 12
No. 7, 15 fee t ................. 15
No. 8, 15 fee t ................... 18
No. 9. 15 fe e t ................... 20

Linen L ines
Sm all ...................................  20
M edium  ...............................  26
L arge  ..................................... 34

S A F E S

Full line of Are and  b u rg 
la r  proof safes  k ep t in 
s tock  by th e  T radesm an  
Com pany. T w en ty  d iffer
en t sizes on hand  a t  all 
tim es—tw ice  a s  m any  safes 
a s  a re  carried  by an y  o th e r 
house in th e  S ta te . If  you 
a re  unab le  to  v is it G rand 
R apids an d  in spec t the  
line personally , w rite  for 
quo ta tions.

SO A P
B eaver Soap Co.’s B rands

100 cakes, la rg e  s iz e . . 6 50
50 cakes, la rge  s iz e . .3 25

100 cakes, sm all s iz e . . 3 85
50 cakes, sm all size. .1 95
T rad esm an ’s Co.'s B rand  j

B lack H aw k, one box 2 50 
B lack  H aw k, five bxs 2 40 
B lack H aw k, ten  bxs 2 25

T A B L E  S A U C ES
H alford, la rg e  ................3 75
H alford , sm all ..............2 25

Use

Tradesman

Coupon

Books

F R S S H  M E A T S  
B eef

C arcass ................ g
H indquarters . . . . . .7%@10
Loins .................... ..8 @14
R ibs ...................... .. .8 ©12
Rounds .......... 7
C h uck s .................. . 6 @ 6V4P la te s  ................... @ 4
L ivers .................. @ a

P ork
L oin s .................... @13
D ressed ................
B oston  B u t t s __ @10V6
Shoulders ............ . @10
I m i L a rd  .......... •  • *

Poles
Bam boo, 14 ft., p e r doz. 55 
Bam boo, 16 ft., p e r  doz. 60 
Bam boo, 18 ft., p e r doz. 80 

G E L A T IN E
C ox ’s 1  qt. size  ...........1  10
C ox’s  2 qt. s i z e .............. 1  61
K n ox ’s  Sp arklin g, doz. 1  20 
K n o x ’s  Sp arklin g, gro.14 00 
K n o x ’s A cid u ’d. d o z . . . l  20 
K n o x ’s A cid u ’d. g r o . . . l 4 00
N elson ’s  ...........................1  to
O xford  ............................... n
Plymouth Book ........1 it

Made by

Tradesman Company

Grand Rapids, Mich.

W e sell more 5 and 10 

Cent Goods Than Any 
Other Twenty W hole
sale Houses in the 
Country.

W HY?

Because our houses are the recog
nized * headquarters for these 
goods.

Because our prices are the lowest.
Because our service is the best.
Because our goods are always 

exactly as we tell you they are.
Because we carry the largest 

assortment in this line in the 
world.

Because our assortment is always 
kept up-to-date and free from 
stickers.

Because we aim to make this one 
of our chief lines and give to 
it our best thought and atten
tion.

Our current catalogue lista the most com
plete offerings in this line in the world.
W e shall be glad to send it to any merchant
who w ill ask for it Send for Catalogue J.

School Supplies
Holiday Goods

W ait for the  big line.
| FRED BRUNDAGE Wholesale Druggist

BUTLER BROTHERS
Wh#lesal«n sf Srerythiag—Bj Catalogue Only 

New York Chicago St. Louis

Booklet free on application

Saginaw Implement 
& Transfer Co.

SAGINAW, MICHIGAN

General Storage 
and Forwarding

New Buildings 170 x 660 Feet 

1,000 Feet of Railroad Side Track 
Track Conn'ections with All Railroads 

Prompt Shippers 
and Experienced Help

SKREEMER
The $4.00 Shoe for Men

Nothing Better Made, All Styles. All Leathers.

Carried in stock by

MICHIGAN SHOE CO.. DETROIT

The Self-Made
Millionaire

Began by saving. However small that 
saving was, it increased and multiplied by 
added savings and interest. The young 
man of to-day can do the same, and this 
bank offers the best facilities. Savings 
here earn money by compounding in
terest every six months.

OLD NATIONAL BANK



b u s i n e s s - w a n t s  d e p a r t m e n t
Advertisements inserted under this head for two ce

subsequent continuous insert,on \' " V " "  “ ” ' d ^  insertion and one cent a word for each
■nsertton. No charge less than 2 5  cents. Cash must accompany all orders.

_______ b u s i n e s s  c h a n c e s .

F o r Sale—A t a  sacrifice, a  s tock  of
f c ? e |n o f’ land- bulldil^  36x40? tenaeres  or lan d , s to re  room 18x40 liv in g
p a r t 18x40; postoflice in connection- will 
resign  office in  fav o r of p u rc h a se d  This
a  ra ih -o a ^ 'n r^ rf''-  E ^ h t l e n  m i l l s  fToma  ra ilro ad  o r tow n, in a  stood firm in g  
country . P rice  $1,200, $800 cash  Z i ?  
ance on tim e. A ddress f1 ivt 
Butterfield , M idi. M' G,b*°n-

f 01\ .  R ed t—B rick  sto re  20x100 feet 
splendid  chance  fo r r ig h t m an. A ddress 
-&• A. Childs, E l P aso , 111.

F ° r  .S a le—-A pay ing  subu rban  d rug  
s to re  in c ity  of 50,000. A g re a t oddcm?

for a  young docto r and  p h a rm a 
c ist to  w ork toge ther. E xpenses light 
Invoices ab o u t $2,800. R eason for sell- 
m g ill hea lth  of p roprieto r. N o id le r' 
need  apply. A ddress H y d ra stis  cart 
M ichigan T radesm an . ’
, F o r S a le -C o m p u tin g  cheese S u tter 
(new ). F a irb a n k s  p la tfo rm  scale, floor 
trucks, bean  picker, H um phrey  gas arc  

E nqu ire  Room No. 202 C lark 
Bldg., G rand R apids, Mich. 144™

W- J. M adden, H ays, K an., has some 
e x tra  choice K an sas  fa rm s  fo r sale. 
hAho^ia a f f i!la  a,nd g raz in g  lands. W ili 
w.-n h o n . liberal te rm s  and  am ple tim e 
WiH be given  a t  low in te re s t ra te s  
Itor sale.® & feW S ilt-edged fa rm  loans

F o r Sale—M odern cream ery  and  sk im 
m ing  s ta tio n  in fine da iry  section re-
m Z k e?  10.'.n0° pound^ da ily - Good local m arke t. C ream ery ,” C onneaut, Ohio
——---------- ------------ ------------ ----------------135

iSai ? —;N ew, clean stock  of dry 
goods, ladies coats  and  sk irts . N ot an 
° ld  «oat carried  over; all s tock  bough"
*1 nSnnnb a no tw o -y ears: wil1 invoice about 110,000, can  reduce; good room ; fine lo
cation ; best tow n in Illinois fo r size 
population  10,000. F all s tock  nearly  ali 
m. M ust g e t outside. P oor health  If 
you don t  m ean business, don’t  in v esti
gate . A. R. W h itn ah , 26 W est Side 
Square, C anton. HI. e

Z , .  s °m ebody. Clean up-trT- 
d a te  s tock  of d ry  goods, shoes and  g ro 
ceries, invoicing  $6,500. Can be reduced 
S tock in good shape  an d  doing paying  
business. P re tty  tow n of 800. Good 
Z i Z i P '  J10 s a Ioons. B est of schools and  churches, public hall by C arnegie
t n r t i )1, n n dh -EngIis,1 an d  G erm an c fsh  nocc rP° bIff P ou ltry  and  produce busi- ness Conceded by  trav e lin g  m en to  be
Indiam»* HSjK bu? iness tow n in N orthern  Ind iana . B est of reasons  fo r selling
g g s r & L *  ° nce- H a rtz ie r  & f 3° n s’‘

B an k Store building to rent or for sale

v i
w  -ss?  Jsrs

“ r  sefiffig 2 ? PUla,Uon 5’000- Reason „ i f  selling, other business reauires m v
CUy" Mich reSS L0Ck B o x Z r B o y Z

h ead d o fdlh«i>rVm y whereby, can grow  full 
S  haM. on an y  bald head, bring
back the original color of g re y  o f faded
S ch oeid iu ? f u Z n  WV° has |1 ’000 casffi ocnoenhut, llOo D ouglas, Sioux C ity , la
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O F CLOTHING

—-----—— ---------- ------- - -----------  I t O
u-e—Shoe srock  located  in  Cen- 

tra i M ichigan. Inven to ries  $5,800, a t  old 
puces . P rice  8 2 ^c  on a  dollar. A snap  
A ddress Box 2206, N ashville, Mich 130 '
r t o ^ a f a a r  store, ch ina, notions, 

fix tures and  lease for sale.
K irn n rn V l0iCatl0n on a  m ain s tree t. City B azaar, Kalam azoo. Mich. 131

Stores—I sell s to res fo r o thers- why 
not yours?  W rite  fo r booklet. Edw in

P a r tn e r  W an ted —M an w ith  cap ita l to
Ulm n”  B urS C.i&ar Fac to ry , NewUlm, doing business since 1871; account
narH ?liren?ei lt  of sen io r p a rtn e r; ju n io r p a rtn e r  w ishes to  re ta in  in te re s t in  busi- 
ness A ddress Max B urg, N ew  Ulm, 
ivxirin. 9Q

F o r Sale—87,000 acres, cen tra l New 
M exico.1 7 .0 0 0  acres river land ; can  be
o n n Z Z  116'00? a c r fs  c°a l la id ?  belt ca ttle  and  colonization proposition in 
Am ertca. Fm e oil a i d m ineral prospect. 
w . vv. Ballew. C orsicana, Texas. 94

o rWa2n Z T T °t b,uy s t ?c,k  shoes,- clo th ing
Rnvg 4 -? r'n,St°vCk' qV,1,ck’ A ddress Lock Box 4u5, Galesburg . 111. , 99

F ° r  S a le -$ 3 ,0 0 0 lto c k  of d ry  goods, in 
i«£iCbi ian toy n of 1.200 population. Splendid chance to  continue business. S ick
ness reason fo r selling. W ill sell fo r 65 
cents on th e  dollar. A ddress No. 39, care  
M ichigan T radesm an . ’ 39

PO SITIO N S W A NTED  
c!,-?ef i Ster.ed P h arm ac is t w an ts  s ituation .

e^ S n en ce - Good references. A ddress No. 147, care  T radesm an . 147
o-»-HSid e d + By .young  m an, position in grocery  store, in c ity  o r out. E xperi- 

B est of c ity  references. A ddress•need.
Box 66, M uir, Mich. 145

H E L P  W ANTED.
W anted—A m an to  engrave silver-

Ranfrls XTbih1’’ Stevens & Co., G rand R ap ids, Mich. j r .

G- O ir, D ayton. Ohio. 129
,  -  Pf* . bale Candy kitchen. H ave  soda 
fountain , ice cream  parlo rs . H andle
m agazines and  s ta tionery . In  good tow n 

tbousand  in h ab itan ts . Also s
sum m er reso rt. A ddress Geo. F . Noble 
South  H av en. M ich. 128

F o r Sale—Six show  cases cheap, o r ex
Â T ) â ? e r ng  1 can  USe- D r-12B7°

W e teach  fu rn itu re  designing, rod  m a k 
ing and  s tock  billing, by mafi W e find
RaDid|n% rZ n iCOnipeCi.?n t s t u d e n t s .G r a n d  R apids School of F u rn itu re  D esigning 
H ousem an Bldg., G rand R apids, Mich.

125
Stock of shoes w an ted  fo r tra d e  240 

®ood land, all tillable, 14 m iles’from  
O klahom a City, fo r s tock  of shoes. Ad- 
d ress Box 394, O klahom a City, O. T  12

. SaIe— you a re  looking fo r a  good
in i n  In d ian a  city  of 20,000 popu- lation, we have a  firs t-c lass  d ry  goods 

stock  and  fix tu res to  sell a t  once W ill 
nvoice ab o u t $15,000. S to re  location  best 

2 L  c ity - .F in e  w indow s, tw o floors and 
furna.ee h ea t. S tock u p -to -d a te . T rade  
propositions no t considered. A ddress No 
io 8. care  M ichigan T radesm an . 138
_ F o r Sale—A $3,000 lum ber stock. Lo
cated  on S a n ta  F e  R. R. ; no com petition
vlm,PInd.C T ir WrUe J* H’ Chandl9er

^¿>r tb  D ako ta  land  and  som e cash, to
nnnnf e »fi0n ftnntock m erchandise , from  $5,000 to  $10,000. M. A. E a ton , Canby,M inn. 140

K?ale  ix In  A rk an sas—P lan ing  
Z i ! „  V?rab ,ly s itu a ted  fo r p u rchasing  
r„ei l ° w- pinp  lum ber in rough  an d  m anu- 
r a t e 'rip f  £°L  tb $ m a rk e t on low fre ig h t J?*®;. C apac ity  fo r ty  to  fifty  cars  per 
m onth. Now  doing a  profitab le business.

j  fo u r million fee t lum ber on
e a Z  Î Î  we w in  sell w ith  p lan t. T erm s 
S ta l l  L  *? equivalent. W ould tra d e  for re ta il yards. A ddress L eidigh & H a v 
ens L um ber Co., K an sas  City, Mo 
______ ______________ ___________________ 142
snîd0rtÎo ,DakK0-ta  J*eal E s ta te :  m u s t be bl& ba rg a in s. A ddress the  
f iirs t N ationa l B ank, M andan, N  D

133
— 2̂>500 u p -to -d a te  d ru g  sto re  

a2lji°w n-■ F ine  location fo r p h y si
cian. A ddress No. 153, care  T radesm an  
_________________ _______ ______________ 153
c?tF ° o ^ a l^ r 1,10. a cres  80 rods from  M ain b t„  C ham berlain , S. D., tw o  good large
grove«* g°°d barn’ flne lawns nifl 
f i S  «11 w a te r  th ro u g h  sou th
ffartipnllr weH-fenoeii. A good layou t for 

rd?iie r- d a iry  o r pou ltry  fa rm . B est 
m an ‘ w «d a - . P 0*3,, Place fo r th e  rig h t will sell reasonab le  te rm s  
A ddress J . W . Sanford, C ham berlain, S.
~ ------------------------------ -------------------  141
f n ™ «  S a le — P la n ta t io n s ,  t im b e r  la n d s, j
VRr3 8* l f e  S i0’ ?®nd  f ° r  P rin ted  list, v . L. Russell, Memphis, Tenn. 928

B ook-keeping fo r severalty , p a rtn e r-  
sh ips and  corporations, best com m ercial 
f yZ ma f l i g h t  by mail, $5. W rTtl for 
ti ial offer, free. Com m ercial C orres
pondence ¿ollege, Box 90, Salem, M ass
— jfr ----------------------------------------- ----------------------- 122

a  5 ne u n d ertak in g  busi- 
fa m «  h n ti  k ,? ds of. m erchandise, stocks, 
n iu p r i  fo,r,  sale  ln a ll p a r ts  of the, b ta te s - If y o u -w a n t to  buy, sell 
o r exchange or close out, w rite  me. G B 
Johns, G rand Ledge. Mich. 121

N irfn iw a lv T 80 a c r?s land  tw o m iles from  N orfolk, Va., on tw o railw ays, 5c fare . 
D. Po indexter, P . O. Box 890, Norfolk 
-------------------..._________________  119

n „ ? fa d i OC£ ti?n , fo r d ruS s tore can  be se- best  tow n of 5,000 population
N o Mr ?8 f tock fo r sale- A ddressNo. 118, care  T radesm an . i i s
• F o r Sale—One of the  best pou ltry  p lan ts  
m  the  U nited  S ta te s  fo r half w ha t it 
co st, m igh t tak e  som e exchange or will 
give p lenty  of tim e on pa rt. I t ’s a  mon- 
eynmlcer. B est of reasons fo r w an ting  to 
sell. D. p ,  W aggott, Oxford, Mich. 116 
„ F o r  Sale—F irs t-c la s s  w all p ap er and  
p a in t s to re  a t  a  barga in . D avid P a rk  
K alam azoo. Mich. 115

of w - P a ten t righ t, covering s ta te s  of W isconsin and  Illinois, an  a r 
ticle for dom estic use, w hich pays a  big 

t r Z i dr , f eUs fasily . W ill sell for cash  
a j  ,fra d e v£or e sta te . F o r p a rticu la rs  address Box 783, Milw aukee. W is. 100
„ .F o r  Sale—N ew  stock  general m er- 
chandise, d ry  goods, shoes, groceries, fix- 
tu res, etc. Good tow n, good trade. Ad- 
d ress Box 85, P e ru . Ind. 114

tnw rf ^ ain t o " e lady o r gen tlem an  in each 
tow n and  c ity  to  rep resen t us in the  sale 
of our sh ea rs  and novelties; ou r agen ts  
| " * f,rom  >12 to  $35 p e r w eek; th e  w ork 
is s tead y  no heavy sam ples to  carry , and 
perm anen t. Salaried  positions to  those 
n h o  show  ab ility ; w rite  to -d ay  for p a r 
ticu lars  of our offer. No m oney required 
?Tn ! ? T o  P‘arlv ,if you w ork fo r us The 
United Shear  Co., W estboro, M ass. 967

W a n t  A d s, co n tin u e d  on n e x t

F o r Sale o r  E xchange—L arge  s to re  and  
r?®id™ ce building in  tow n of 1,500 in 
i l 0ri f 'erv? Ind iana , fo r cash, m erchand ise  
or M ichigan property . A ddress No 72 
care  M ichigan T ra desm an. 72 ’

F o rMr_ y  ^ a l l ^ f w o - s t o r y  m odern brick 
iQKiin d°uble s to re  room  40x60. P rice  
$3,500 cash. P ay s  8 p e r cent, ne t on the  
investm ent. O riginal cost $6,000. A d
dress G avin W. Telfer, B ig R apids, Mich.

46
$2,500 cash  will secure  one-ha lf in te r-  

a  c?ean u p -to -d a te  shoe and  
clo th ing  business. E stab lished  tw en ty - 
th ree  years. Or would be w illing to  form  
p a rtn e rsh ip  w ith  p a rty  looking fo r  a  new
r « v i n ° w W'r ! f  a  £>'000 stock. A ddress Gavin W. Telfer, B ig R apids. Mich. 47
, I  ypaw rite rs  All m akes, en tire ly  re 
built, g u a ran teed  a s  good a s  new. F in - 

a c tually  rebu ilt m ach ines ever offer-
r«2 to i15 up,’- sold o r ren ted  anyw here; ren ta l applies on purchase. R ebuilt 
T y iiew riter Co 7th Floor, 86 L aSalle St., Chicago, 111. 9g

Do you w an t to  sell your p roperty  
fa rm  or business?  No m a tte r  w here 
located, send me descrip tion  and price 
I sell fo r cash. Advice free. T erm s re a 
sonable. E stab lished  1881. F ran k  P  
Cleveland. Real E s ta te  E xpert, 1261 
Adams E xpress  Building. Chicago 111

577
W anted To Buy—I will pay  cash  for 

a  stock  of general m erchand ise  o r c lo th 
ing o r shoes. Send full p a rticu la rs . A d
dress Stanley, care  M ichigan T radesm an . 

____________ 755

Make Me Prove It
I will reduce or close 

out your stock and guar
antee you 100 cents on 
the dollar over all ex
pense. W rite me to
day— not tomorrow.

E. B. Longwell
53 River St. Chicago

Sai . f ~ S tock , of groceries, boots, shoes, rubber goods, no tions and  garden 
seeds. Located in th e  b est f ru it belt in 
f ,i cow f n;1 Invoicng $3.600. If tak en  be
fore April 1st., will sell a t  ra re  barga in  
r Z St n?ell  0n account of o th e r business Geo, T ucker. Fennville. Mich. 53s

F o r Sale—A w ell-estab lished  fa rm  im 
plem ent and  vehicle business. Good clean 
stock. W ill invoice from  $2,500 to  $3,000. 
Good pay ing  business fo r a  hustle r. Only 
?ne. com petito r in tow n. Too m uch o ther 
business reason fo r selling. B ears th o r
ough investigation . A ddress M. M H v- 
m an, M ontpelier. Ohio. n o

W anted—A stap le  line o r line of good 
X m as sellers ,to  tak e  ou t on com m ission 
and  expenses. B est offer from  repu tab le  
firm of good ra tin g  ge ts  m y services. 
Give all p a rticu la rs  a s  to  te rrito ry , form  
of con trac t, etc., in first le tte r. W ill a r 
range fo r personal in te rv iew  if induce
m ents w a rra n t sam e. Bond fu rn ished  
an d  sa tisfac tio n  guaran teed . A ddress D 
A. H ., care  M ichigan T radesm an , G rand 
R apids, Mich. iq7

. F o r Sale—G rocery stock, fix tures and 
buildings in p rogressive Ohio town. E s 
tablished cash trade . No delivery. L iv 
ing ap a r tm e n ts  in connection. J . H 
Hughes, Mendon, Ohio. 92 ’
«iFnîm Sale—H ard w are  stock  $9,000 l o  
$15,000, to  su it purchaser. L ocated  in a 
!',v; v u p - t0 -d a ta  tow n of !.500. C entral M ichigan. Good farm ing  section. Doing 
over $40,000 business a  year. A ddress No 
o9. care  M ichigan Tradesfnan. 69

F ac to ry  W an ted—A new brick  build
ing. 40x230 feet, tw o sto ries, free  for a 
term  of years to  r ig h t firm. Good loca
tion an d  sh ipp ing  facilities. W rite  Chair- 
raa,”  of F ac to ry  Com m ittee, Lock Box 25 
Lake Odessa, Mich. 79 ’

A Special Sale
Secure a da te  for an August or Septem 

ber ten  days sale, and have your store 
thronged with cash customers.

Odds and ends and surplus merchandise 
turned into money and your stock le ft 
clean and ready for Fall business.

My true and tried and strictly  honorable 
methods will turn the dullest days into the 
busiest.

But it  is not by argum ent but by achieve
m ent th a t I  desire to convince.

The ch arac te r of my work makes suc
cessful results certain  and the a fte r effects 
beneficial.

Highest grade commendations. Special 
a tten tion  given to  securing profitable 
prices, All sales personally conducted. 
W rite me to-day.

B . H . C o m s to c k ,  Sales Specialist
933 Mich. T ru st Bldg.

GRAND RAPIDS, MICHIGAN

O ld-established shoe business fo r sale 
cheap. $80,000 yearly  business. H ealth  
com pels re tirem en t. Old lease $300 per 

20, m on ths to  ru n  yet. W orth  
$500. Stock will invoice abou t $25.000 
F ix tu res  $3,000. W ill tak e  70c on the  
do llar fo r s tock  and  fixtures. B oth  high- 
g rade  and  w orth  90c. HVill sell on sight 
Be quick if you w an t it. Jo h n  M. Hodge,’ 
507 Euclid  Ave., Cleveland, O. 104

•n 0r A»?a2e~ G rain e levato r a t  H udson- ville, Mich., on tra c k s  of P . M. Ry n ear 
m ain  s tree t, $700. Good chance fo r live 

t0 m ake som e money. V alley City 
M illing Co.. G rand R apids, Mich. 825

F o r Sale—F irs t-c la s s  d ru g  stock, in 
voicing $2,000. $1,500 cash, tim e on bal- 
a a ce- G °od reason fo r selling. A ddress 
No. 621. care  T radesm an . 621

F o r Sale o r R en t—B rick  s to re  in 
hustling  n o rth e rn  tow n. F ine location for 
fu rn itu re  an d  u n d ertak in g  o r general m e r
chandise. A ddress No. 2, care  M ichigan 
T radesm an . 2

W e w an t to  buy fo r spo t cash , shoe 
stocks, c lo th ing  stocks, s to res  an d  stocks 
of every  descrip tion . W rite  us to-dov 
and  our rep resen ta tiv e  will call, ready 
to  do business. P au l L. F eyre isen  & 
Co.. 12 S ta te  St.. Chicago. Til. 54s

F or Sale—T he oldest estab lished  g ro 
cery stock in th e  c ity  of Lansing. Mich. 
Good location, low ren t. R eason fo r sell- 
mg. o th e r business. V e tte r Bros., L an s
ing, Mich. 126

Send us your orders for 
Ground Feed, made from 
strictly Old W h ite  Oats and 
best quality Y ellow  Corn. 
Our Street C ar Feed and 
Cracked Corn are both 
thoroughly screened and 
scoured. W e can supply 
you with Choice Old Oats in 
car lots or less and give you 
p r o m p t  ship m ents. W e 
quote you today W IZ A R D  
W inter W heat flour $3.70 per 
bbl., F. 0 .*B. Grand Rapids.

Grand Rapids Grain & Milling Co.
L Fred Peabody, Mgr.

Grand Rapids, Michigan



48 M I C H I G A N  T R A D E S M A N
AN OPPORTUN ITY SUPREME.j

Not the ¡east interesting among im- j 
mediate effects certain to result from ! 
the visit of Secretary Taft and his 
associates to Cuba will be the in
genious adaptations, relations and j 
translations on the part of political j 
party leaders as to the purpose of I 
that visit and the diplomatic ef- 1 
forts that are being made.

The fact that a lot of foreign and ! 
native born Spaniards, together with j 
another lot of half breeds and full 
blooded negroes, are incapable of gov
erning themselves will have no bear
ing. It will not matter that these j 
people, because of centuries of ignor- ! 
ance on the part of ancestors and of I 
deceit, robbery and inhumanity on the 
part of authorities created to rule I 
over them, can not comprehend the 
meaning of public spirit, loyalty, peace 
and prosperitj'.

It is the Opportunity that counts, j
There is a national election in this ! 

United States that is near enough at | 
hand to warrant the seizure of every I 
opportunity that presents itself for the 
benefit of the "Outs." And so it will j 
happen that whatever may result, di
plomatically or in a military sense, 
through the investigations and consul
tations by Secretary Taft and those 
with him, we are destined to hear and 
read dreadful things from now on 
to the day of the election.

The average American campaigner 
will never let so good a chance es
cape, or if he does the average Ameri
can editor will not permit it to get

cringe in despair and almost revolt 
over the disgrace they feel over be
ing compelled to invade the territory 
of a helpless nation with whom our 
Government is at peace." (Cries ol 
“Shame” and hisses.)

And so the slop will pile up. But 
it will avail nothing. If common 
sense dictates that intervention is 
necessary our Government will take 
that step. If the public welfare ol 
the people of Cuba demands inter
vention the American Government 
will intervene, and if the people of 
Cuba are so impotent, political^', as 
to need a guardian, that guardian is 
already named— has been named for 
over fiftj' years. If annexation is de
sirable that step will be taken peace
fully and successfully, as was the case 
with Puerto Rico and the Sandwich 
Islands. If war is necessary to re
store and maintain peace, that meas
ure will be indulged in. We have a 
President, a Cabinet and a Congress 
and, best of all, we have a people who 
will authorize, in case of need, any 
or all of these procedures. The an
tis may bloviate and bluster to theii 
hearts content, but they can not stem 
the tide of progress.

Of course, so the 
for speech) will go, our President 
knew of the situation months and 
months before the public outbreak, 
and the starting of Secretary Root 
away on a tour around the southern 
half of our hemisphere was so accu
rately and so nicely planned as to 
bring him back to the waters of the 
Gulf just in time to be “in at th< 
death.”

“Picture. Hold it!” as they say in 
the stage directions at the theater.

And then Mr. Taft arrives just in 
tiyie to save Havana from destruc
tion and the dozen or more of our 
ships of war put in an appearance at 
half a dozen strategic points, at each 
of which from ten to twenty Ameri
cans greet them and “Old Glory,” 
frantic with joy over the fact that 
the plantation schemes and their gar- 
den-farming-all-the-year-round prop
ositions, which are being industrious
ly promoted all over the United 
States, are saved from pillage. Isn’t 
that theatrical?

“ Did jrou ever hear or read of any
thing in political history stronger in 
its taint of national greed, national 
duplicity, national crime?” Thus the 
orators and the editors for the Outs. 
“Was there ever anything so trans 
parent, so outrageous? See the poor, 
helpless Cubans, betrayed by their 
own officials and all to satisfy a re- | 
lentless, grasping coterie of Ameri
can politicians.”

“See our free born, brave Ameri 
can sailors and soldiert, swelling with 
affection and pride because they are 
permitted to serve their country un
der the folds of the glorious Stars 
and Stripes (loud and long continued 
applause). See these brave boys

TH E FINANCIAL STRINGENCY.
\\ hen some weeks ago it became 

j evident that the money market was 
| face to face with a period of stringency 
jit became also painfully apparent that 
j the ordinary banking methods would 
i not suffice to meet the demands of the 
I situation owing to the inelasticity of 
our currency system. The laws pro- 

| vide no way for expanding the circu- 
| lating medium when an unusual de- 
| mand arises, no matter how abundant 
! the securities which stand for value 
: may be. In this condition of affairs 
j there was nothing left to be done but 
j call upon the Government to come 
I to the aid of the money market.

There were several ways pointed 
| out in which the Government could 
| materially help the situation without 
j in any way impairing its own supply 
of funds nor overstepping the bounds 
of conservatism or legal requirements, 

j The easiest and most obvious method 
j of helping the market was to deposit 
¡public funds with the National banks,
| which was promptly done. Still an- 
I other method of relieving the market 
j was in facilitating the National banks 
in increasing their circulation, which 

j was also resorted to. A third and po- 
j tent aid to which the Treasury had re- 
| course was the providing of facilities 
I for importing gold, thus enabling 
banks to increase directly the supply 
of money available. The Treasury de
posited with the National banks desir 
ing to import gold a sufficient sum 
of Government funds, which was 
equivalent to allowing the banks in
terest on the specie in transit. With
out this assistance the banks would 
not have been able to secure the gold 
abroad, as the foreign banks were 
prompt to place obstacles in the way 
of the drain to this country of their 
supplies of the yellow metal.

The American bankers have been 
able to secure during the two weeks 
that the movement has been in prog
ress fully $34,000,000 of gold, some of 
which has already arrived. Just how 
much more gold can be secured for 
shipment to this country remains to

be seen. The European banks have 
naturally become wrought up over the 
efforts to secure their stock, and they 
are placing all possible obstacles in 
the way of a further movement of the 
yellow metal in this direction.

London's reply to the withdrawal 
of fully $15,000,000 from the Bank of 
England during the past week is the 
advance by that institution of its rate 
from to 4 per cent., while in the 
London open market discount has ad
vanced to 4 per cent, and call money 
to 3l/2 per cent., which are unusually 
high figures at that center. More
over, brokers and individual lenders 
at the British capital have raised their 
rates on deposits, and have, in short, 
adopted measures which would seem 
calculated to create a more or less 
artificial stringency and thus interpose j 

I obstacles to further withdrawals of 
money for American account. The 
Bank of France, it is rumored, has 
been appealed to in this emergency, 
but it is very uncertain whether it 
would consent to supply gold to New'
\ ork and thus relieve the strain up 
on London, owing to the continued 
apprehensions arising from the Rus
sian situation.

The considerable sum of gold which 
has already been secured has material
ly relieved the situation, and it is 
probable that the keen edge is already 
off the period of stringency in the 
money market for the present season, 
although there is no prospect of real
ly easy money for some time to come. 
The gold that has been imported and 
wfill still come this way will not go 
into direct circulation to any consid
erable extent, but it will strengthen 
the bank reserves and enable the fi
nancial institutions to accord more 
liberal assistance to borrowers.

AN EASY PROBLEM.
When a railway track, with sidings 

and warehouse privileges, is con
structed along the quarter of a mile 
river front from the east end of the 
Pere Marquette Railway bridge to a 
point just below the river boat land
ing, and when a like improvement 
shall be made to cover the river front 
from the east end of the Bridge street 
bridge to a point just below the river 
boat landing, the entire enterprise 
should belong to a local company and 
should be open, at current railway 
trackage rates, to all steam roads 
doing business in Grand Rapids.

Local people own the river front 
and by building the tracks so much 
desired the ownership of both would 
continue and, doubtless, would be of 
great value to both railway compan
ies and the business public. From the 
unalloyed standpoint of business these 
extensions ought to be built. There 
is not any question as to the utility 
of the plan and, in the judgment of 
the Tradesman, there is not any ques
tion as to how it should be accom
plished.

Power House for Large Factory.
Grand Haven, Sept. 25—The Eagle 

[Tanning Co. is planning the erection 
of a great institution to take the place 
of its present Grand Haven plant. C. 
M. Blakeslee, of Spring Lake, is now 
erecting one of the finest factory 
power houses to be found in the 
State at the company’s Beach Tree 
grounds. The building is to be of 
brick and concrete, 50x109 feet. The 
other buildings will undoubtedly soon 
follow the completion of the power 
house and within two or three years 
tlvs- place will have a tanning plant 
employing several hundred hands and 
of enormous capacity. For several 
years the present plant has been in
adequate. The stockholders in the 
Eagle Tanning Co. are nearly all men 
of large means and what they do is 
done on a great scale. The new pow
er house and 150 foot stack will alone 
represent an investment of $30,000.

There is a question, however, and 
in the minds of a very large propor
tion of the citizens of Grand Rapids 
who are looking to the future it is a 
most important one. Our city is cer
tain to grow steadily, and it is inevi
table that ultimately a great majority 
of our taxpayers and voters will in
sist upon the improvement and em
bellishment of both banks of our 
river throughout the length of our 
city. This is the history of all cities 
having a river similar to our own. 
dividing it into two portions. And 
it is history also that in every case 
thus far the chief obstacle to such 
improvement and beautification is the 
ownership and occupancy of nearly all 
of the river fronts by the railway cor
porations.

There are any number of in
stances where, because of this rail
way occupancy, cities are barred out 
from access to their river fronts and 
are compelled to see that which might 
be made magnificent prospects viewed 
from either side of the river, ugly 
and utterly unattractive by tracks, 
track signals, trains and noisy loco
motives.

And so our city government should1 
view the matter not only from the 
standpoint of utility, but from the 
higher plane of esthetics. If the utili
tarians win out it should be on the 
basis of the city’s retention of own
ership and operation.

Butter, Eggs, Poultry and Beans at 
Buffalo.

Buffalo, Sept. 26— Creamery, fresh. 
22tq!25Hc; dairy, fresh, i6@22c; poor 
i6@i7c.

Fancy candled, 24c; choice,
22ia>23C.

Live Poultry— Broilers, I2j4@i31/2c; 
fowls, I3@ i3j£c; ducks, I2@i3c; old 
cox, 8@9c.

Dressed Poultry— Fowls, iced, i3@ 
13V2C: old cox, g@ioc.

Beans —  Pea, hand-picked, $1.55; 
marrow, $2.75(313; mediums, $1.65(3} 
I-751 red kidney, $2.6o@ 2.6s.

The Michigan Motor Co., which 
conducts its business at the corner 
of South Front and Fulton streets, 
has changed its name to the Michi
gan Wheel Co.

B U SIN ESS CHANCES

townr ? ± 7 ° n,y v drug stock ln small ..«T'Hj- ,nvoices about $2,000. Best sur-
w itb ir i11̂ ) c ° u n t r y  N o  o th e r  d r u g  s to re

i " 10 IT'.1 ,es- M o n e y m a k e r . B e s t  r e a -  
M io h tea ii '1' ° %  -Address P h a r m a c is t ,  c a re  M ich ig a n  T ra d e s m a n . 155

in Sf a m n v F Tr  S ;lLe_~ i? n a c c o u n t  o f  d e a th  
neat T oo™  1 m u?  *pl1 nt o n ce , v e r y  fine. 
.0  s.00<? b,IS 'n e s s . c a b in e ts . $3.50
heart' o f on! n? i T ,in s  f ix tu r e s . $1,650; in 
third« spH fo r  $1,200. tw o -
nav to W o  °P ,e -th ird  tim e . I t  w il l

k  -in v e s tisra te  l f  y o u  h a v e  c a s h :  o t h 
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fa c tn r lrc  ' o lln e s ;  m an y la r g e  m a n u -
N o r S ! ' Ohioeam r0adS' W' E' Mf 5r6sh’



of H A L F  of your accounts and then ST O P .
It handles E V E R Y  kind of a credit charge with B U T  

O N E  W R IT IN G ,
The R E G U L A R  R U N N IN G  A C C O U N T .
The M IS C E L L A N E O U S  C H A R G E .
The P R O D U C E  or E X C H A N G E  S A L E .
The C. 0  D. Charge.
The C A SH  on A C C O U N T  S A L E .
It.gives the customer the T O T A L  of his account with 

E A C H  P U R C H A S E .
Y u  D O N  T  have to make T W O  T R IP S  to the register 

for O N E  charge.
You D O N ’T  have to use a separate book or pad for E A C H  

individual customer.
It i* S Y S T E M  w ith o u t R E D  T A P E .
Our catalog is F R E E — Investigate.

g g l | g p

However it may be with other Cocoas, you can make a fair 
profit in selling L O W N E Y ’S, and we promise you that we will 
create a larger and larger demand for L O W N E Y ’S  every year 
by generous and forcible advertising as well as by the superior 
and delicious quality of our product.

In L O W N E Y ’S  dealers have a guarantee against any cause 
for criticism by Pure Food officials.

The WALTER M. LOWNEY COMPANY, 447 Commercial S t ,  Boston, Mass-

Write THE McCASKEY ACCOUNT REGISTER CO. 
Alliance, Ohio

Mfrs. of Multiplex Duplicating Carbon Back Counter Pads; 
also Single Carbon and Folding Pads.

J .  A. P lank, S tate  Agent for Michigan, Tradesm an Bldg., Grand Rapids 

AGENCIES IN ALL PRINCIPAL CITIES

Protected
against loss where the chance for loss is greatest?

W hat would you think of Uncle Sam if he 
should fortify Gape May and other unimportant 
places and leave New York City unprotected?

Yet there are some grocers and butch
ers, careful about guarding against losses, who 
are using old style scales and are therefore un
protected at their most vulnerable point.

Butchers and grocers lose more money over 
their old style scales than in any other way.

M oney weight Scales
S A V E A L W O «  Z 7 b A V E A L L  L O S S  in time hunting for and lifting „eights.
S A  Vis A L L  L O S S  in time spent adjusting scales for each weight. S A V E  A L L  L O S S  in time 
consumed tn figuring values with old style scales. S A V E  A L L  L O S S  in errors in figuring by

m adefnmfig„ring. E  A L L  L 0 S S  ° f customers dissatisfied with old methods, Imperfect weighing, time wasted and errors

7« Sca, e$ is s"s“ i" i" 8 ■
Why not invest that loss in MONEYWEIGHT Scales and stop that leak?

vou undfr M- ™E COUP?N and have a MONEYWEIGHT Scale demonstrated to you. This places you under no obligation to purchase. * places

MANUFACTURERS
D A YTON. O H IO .

Noneyweight Scale Co.
Distributors of HONEST Scales GUARAN- 

TEED Commercially Correct 50 State St., CHICAGO
P. S.— If yon a r e  using  MONEYWEIGHT S cales purchased

Name...........................................................

To w n ............................................Static.

Business .

No. o r  Clkbks........................... Date

M oney w e ig h t S c a le  C o.. 58 S t a t e  S t ..  C h ica g o  
I  w ou ld b e  g la d  to  know  m ore ab o u t th e  ad

v a n ta g e s  o f  Money weight Scales in m y sto re .

some y ears ago send  fo r ©or exchange price lis t and exchange for one of o a r  la te s t scales.



M erchants’ Sundries
At

Leonard’s Prices
Hints for the direful Buyer. 

ATALOG INST.

H E A V Y  TIN  PAILS 
(Flaring)

Even our prices must advance 
S present stocks are exhausted.

I'
quarts, full size

14 quarts, full size ..
H E A V Y  TIN  D A IR Y  PAILS 

Called IX by some.
10 quarts ........

. . 1.39

12 quarts ................. . *1.5514 quarts .............
E X T R A  H E AV Y IX  TIN  D A IR Y PAILS10 mi a r ts  . .

14 quarts .................

COVERED PAILS
Heavy I. t . Tin. wire pail.

2 quarts ...............
3 quarts ................... . . .734 quarts ................... .92

G A L V D IRON PAILS
Buy galvanized  w are now. w ill surelv ad-

vauee in price.
10 quarts ...............
12 quarts ................. . 1.7014 quarts ..............

G A L V D IRON TUBS
Xo. 1. 20% inches $4.60
Xo. 2 . 22 ineiies .. . 5.20
No. 3, 24 inches .. . 5.90

JAPANNED TIN  CHAMBER PAILS 
In crate lots of dozen.

10 quarts ............................... .................. $2.90
12 quarts ...................................................... 3 .30

JAPANNED TIN  DUST PANS 
Xo. 1, 9x13 inches, handle run through

$ .60

GALVANIZED IRON OIL CANS
(W ith spout)

1 gallon .......... $1 55
2 gallon .............. ............  2.35
3 g a l lo n ..................... S
5 gallon ............... ............  4.20

GALVAN IZED  IRON OIL CANS
(W ith faucet)

3 gallon .....................
5 gallon ............. ............  4.50

COMMON STOVE P IPE  
eh. set up. in crate lots of 4S joints.
r joint .....................................................   .o sti

BLUED STEEL STOVE PIPES 
\\ itli self-locking seams.

— joints in crate. (5 inch, set tip. Per
....................................................................151/2

CORRUGATED ELBOW S BLUED STEEL 
Inch, full size, doz..................................... © go

STOVE P IPE  COLLARS 
inch, plaiu ................................................. $ -3q

FIR E  SHOVELS
Japanned ........................................... $ ,25

with tin covered cool handle.. .44 
56 round handle and 20 inches long .45 

COAL HODS— OPEN 
Japanned

...........................................................$2.25
.......................................................... 2.35
.......................................................... 2.60

Galvanized
..........  ........................................... $2.80
..........................................................  3.C5
..........................................................  3.35
COAL HODS— TUNNEL 

J apanned
.......................................................... $2.85
.......................................................... 2.90
..........................................................  3.30

Galvanized
...........................................................$3.35
........................................................  3.70

.......................................................... 4.20
FLOUR SIFTERS

Leader .................................................$ .85
Hunter’s .................................................... g5

| Xo. 3 Standard ....................................................85
H E A V Y  TIN  STEAM ERS 

With set-in covers.
7 ............................................................................$ 1.45
5 ................................................................... 1.75

No. 9 ...........................................   1.95
H E A V Y  TIN  M ILK OR D A IR Y  PANS

6 quart, plain ............................................. $ ,53
0 quart, retinned .................................... ,95

MOUSETRAPS
“ Lightning** ..................................................$ .18
5 hole tin. choker ..............................................42

TUB W RIN GERS
S o .  110 “ Brighton”  warranted, per

doz....................................................................$22.00
W ASH IN G MACHINES

The Leonard open ....................................... SI.90
“ Vander G rift”  Rotary ...........................  4.50
“ Challenge”  .................................................... 4.50
“ Imperial”  Rotary ...................................... 4.50
“ Universal”  ................................................ 4*09

No. U

10 inch 
inch . 
inch

inch 
inch 

18 inch .

16 inch , 
inch 

18 inch

10 inch 
inch 
inch

5c and 10c 
Goods

The Leonard Sky=Scrap
Seven Stories=«Nine Floors

Filled with the Grtatesi Stocks at Lowest Prices
WE SAVE YOU MONEY ON

Crockery 

China 

G lassw are 

Lamps 

H ardw are 

S ilverw are 

Fancy Goods 

Toys 

Dolls 

House 

Furnishings 

School Supplies

9  If Possible

Come In and 

See Our 

Display of 

C hristm as 

A  f  and 

'm j General

jjjtip Fall Lines

iff I t .
m i  | |  It Will Pay You

“j |  Buy Now 

Pay Ja n . 1 s t

e 7 ,r V  h ° l i d a V  bU 1  S O l d  i n  o u r  s t o r e  « i »  m a k e  s p e c i a l  a r r a n g e m e n t s  r e '  
^ ^ £ £ Q u r j ] a i I r o a d ^ f a r e  a n d  y o u r  e n t e r t a i n m e n t  w h i l e  i n  t h i s  c i t y .  C O M E  I N .

“ Brooklyn” Assortment Rose and Gold Decorated 
Semi=Porcelain Tableware

You will make over 30 per cent, profit if you reiail them at 10 cents, 
but you can easily make 75 per cent, if you sell them at what they 
are really worth. > on per gross $10.50.

. . .  ***»

T h e  p a c k a g e  co n ta in s  th e  f  R ow ing a rtic le s , a ll b eau tifu lly  d e c o ra te d  w ith  s c a tte r e d  
pink ro se  design  and gold  stam p ed  orn am en ts in b ord er effect:

Vt dozen  7 inch Covered Dishes.

14 d ozen  Ranson T an ka rd  Jugs.
A d ozen  8 ir.ch P la tters .
% dozen  B roo klyn  C hop  Dishes.
1 d ozen  8 in ch  F ren ch  N appies.
1 dozen  30 B ow ls.
2 d ozen  5 in ch  N appies.

T o ta l o f  3 g ross p ie c e s  at,
p e r  g r o s s ............................ ................

T h e  C o v e re d  Dishes. P la tte r s  and N a p p ies  w ill e a s ily  bring from  25 to  50 c e n ts  ea ch .

2 dozen 6 in ch  N appies.
2 dozen  7 in ch  N appies
2 dozen 8 in ch  N appies.
3 dozen  6 in ch  F re n c h  N appies 
3 dozen 6 in ch  B e e p  P la tes .
6 dozen 5 inch P la te s .
6 d ozen  7 in ch  P lates.
6 dozen C ups and S a u ce rs.

$10.50

Leonard Crockery Co.
G rand Rapids, M ich.

Half your railroad fare refunded under the perpetual excursion plan of the Orand 
Rapids Board of Trade. Ask for “Purchaser’s Certificate” showing amount of your purchase.

We Save Our Customers

15 to 30 Per Cent
Mail Us Your Orders

•S P A R T A N " G R E Y  ENAM ELED W AR E 
(Double Coated)

In spite of sharp advances we ilo 
change our price at present.

Per il

to the
........... $ .401
............  3 .15 1

x<). 2S wash basins . . .
quart pud i»ans ..........

14 quart disli pans
N<». 210 pails
Nc». 260 prest*rve kettle
Nc». 280 prese■ rve kettle
Nc». S tea kettle ............

TOILET P A PE R  
“ Money’s worth”  800 sheets

roll ................................................
Case of 100 rolls ...............................

CORN COB PIPE S
No. 7nl barrel shape, 3 doz In b o x .. .  .$ .18 1 
Xo. 45 Bismark. curved stems 3 dozen

in box .......................................................... $ .401
l ’er box of 3 dozen.....................................  1 .15 1
Eclipse, a self cleaner...................

RU BBER  COMBS
Xo. 2o29. 7 inches, %  Inch teeth.......... $ .4 5 1
Xo. 1704, medium heavy, 7 inch long,

% Inch teeth ................................................. 4 5 1
Xo. 418, 7 Inch, gilt stamped.................
Xo. 2024, S inch, 1 inch teetli, arched

swell hack ........................................................85 I
Full line in catalog up to ..................... 4.001

THREADS
Less 7 per cent, discount.

Clark's mile end ......................................... $ ,5 5 !
J. P. Coats, 200 y a r d s .....................................55 [

PEN CIL TABLETS
No. 5819, penny tablets, 30 pp. 5x8

inches. Gross .....................................  $ ,9$ I
Xo. 204 "Iv y  L e af”  size 5x8, 60 sheets 
Xo. 200. 150 sheets good quality paper

6x9 inches ................................... ......................4 9 1
Xo. 1025 “ B ig F ive,”  110 sheets 8x 11 

inches, ruled ..................................................4 2 1

IN K  TABLETS
Xo. 7 "Foreign Linen,”  60 sheets, note

size, ruled ..................................................$ ,36 |
"Bonny Doone”

White wove, ruled, satin finish, 
ossed covers in colors and gold.
>0. 5024. note size. 60 sheets...............$ .381
,0. 5025, packet size. 43 sheets............381
•o. 5026. letter size, 24 sheets.................... 381
»0. lu.i “ Oak L e a f,"  110 sheets, note 

size, cream wove, highly finished... .

LEAD PENCILS
Per grt

iO. 1040. polished, rubber inserted. . .  .$ .901
o. 1060, red polished ............ ..................  1 .0 5 1

Per ilozei
o. 405 “ Beats A ll,"  nickel cap, rub
ber inserted .............................................. $ . 1 2 1

o. 2382 "Trium ph" Hexagon gilt 
stamped, nickel tips and e r a s e r . . . .  .2 0 1 
29 "Sphinx" Hexagon, black polished.
gilt tiji and rubber ......................................251

o. 1122 "Senator”  large butt, lapei 
ing shapes. No. 2 lead, rubber in
cried

White, 
er dozei

SCHOOL CH ALK 
standard quality, one gr
boxes ...............................

SCHOOL SLATES 
"M odel”  Wood Frame

7x11 inches ........................................
8x 12 inches ................................. '

VICTOR NOISELESS 
Red fe lt covered frame. Shoe 

uing through perforations. Xo ta 
SINGLE

5x7 inches ........ ..................................
6x9 inches ..........

x l l  inches __
Sxl2 Inches ...................

in box.
. $ .721

dring m u
rks used.

inches 
6x9 inches 

x l l  inclie 
8x 12 inclie

...................................................................................$  . 7 0 1

............................................................................................. 8 5 1

................................................................................... 1 .0 5

...................................................................................  1 .2 5  |
DOUBLE

....................................................................................$ 1 .4 0
................................................................................ 1 . 7 0

.........................................  2.10

................................................................................... 2 .5 0
STEPLADD ERS 

W ith self attachment.
Made from selected timber. Heavy sheet 

iron braces with lock notch and iron brackets.
* foot, with shelf ........................................$ .53
9- foot, witli shelf .  g3
10- foot, with shelf .  i70
12-foot, with shelf .............................................34

IRONING BOARDS 
o 1 ‘Adjustable Household,”  folding
and adjustable to different heights,

6 0 x J 6  I n d i e s  ................................................................................$ 8 .75
2 “ Adjustable Household.”  54x 14

Inches

COBBLER SETS 
‘Economical.”  each 
‘Fam ily.”  each

7.50

........................$ .37

............................. 75
SAD IRONS 

Mrs Potts Pattern.
.0. 50 full nickel plated aluminum fin-

lslied tops Per set of 3 .......................$ ,70
.’ase lots of % dozen sets .......................  4.08

25c and 50c 
Goods


