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Twenty-Fourth Year

Co*day
W e  shall do so much in the years to come,

B u t w hat have we done to-day?
W e  shall give out gold in a princely sum,

B u t w hat did we give to-day?
W e  shall lift the heart and dry the tear,
W e  shall plant a hope in the place of fear?
W e  shall speak w ith words of love and cheer, 

B u t w hat have we done to-day?

W e  shall he so kind in the after while,
B u t w hat have we been to-day?

W e  shall bring to each lonely life a smile,
B u t w hat have we brought to-day?

W e  shall give to truth a grander birth
A n d  to steadfast faith a deeper worth?
W e  shall feed the hungering souls of earth, 

B u t whom bape we fed to-day?
Rixon Waterman

J j ^ O R  in all this 

world the thing 

supremely w o rth  

having is the op­

portunity coupled 

with the capacity to 

do well and worthi­

ly a piece of work, 

the doing of which 

shall be of vital sig­

nificance to man­
kind.

ROOSEVELT

O U R  N E I G H B O R , whoever he be, lies hidden or re­
vealed a beautiful brother. The neighbor is just the man 

who is next to you at the moment. This love of our neigh­
bor is the only door out of the dungeon of self.

Geo. MacDonald



Every Cake
without̂  ̂ 5̂  süT- our ,

Jj ̂ Facsimile Signaturetoäf | 

''¿COMPRESSED- ^
1 > -veast. ¿ f a

of F L E I S C H M A N N ’S
YELLOW LABEL COMPRESSED
y e a s t  you sell not only increases 
your profits, but also gives com­
plete satisfaction to your patrons.

The Fleischmann Co.,
of filch igan

D*tro,t Office, 11 1W.  Larned S t., Grand Rapids Office, ap Crescent Ave.

DO I T  N O W
Investigate the

Kirkwood Short Credit 
System  of Accounts

It earns you 531; per cent, on your investment. 
We will prove it previous to purchase. It 
prevents forgotten charges. It makes disputed 
accounts impossible. It assists in making col­
lections. It saves labor in book-keeping. It 
systematizes credits. It establishes confidence 
between you and your customer. One writing 
does it all. For full particulars write or call on

A. H. Morrill & Co.
105 Ottawa St., Grand Rapids, Mich.

Bell Phone^87 C itizens Phone 5087
P at March 8, 1898, June 1 ,, 1898, March 19, 1901.

However it may be with other Cocoas, you can make a fair 
profit in selling LOWNEY’S, and we promise you that we will 
create a larger and larger demand for LOWNEY’S every year 
by generous and forcible advertising a, well as by the superior 
and delicious quality of our product.

In LOWNEY 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.

I Buckwheat Flour
Season Is Now On

Below you will find some very attractive prices 

I f°r the best B. W. Flour on the market:

Penn Yenn, N. Y ., B. W. Flour 125 lb. Grain

Bags, 10 Sacks inside, per hundred.......... $ 2.75

Penn Yenn, N. Y., B. VV. Flour, 10-10 Cotton 

Sacks in Jute bale, per hundred..................  2.95

Pure Gold Mich. B, W. Flour, 10-10 Cotton 

Sacks, per hundred.......................................  2.50

Henkle’s Self Raising B. W. Flour, 12-3, per 

dozen........ ’ ........................................

JUDSON GROCER CO.
Oraod Rapids, Mich.



GRAND RAPIDS 
FIRE INSURANCE AGENCY

W. FRED McBAIN, President
Q r.n d  Rapid«, M ich. Th* Leading A gency

ELLIOT O. QROSVENOR
Lftto 5 ta t f  Pood C om m ltsloiior 

Advisory Counsel to manufacturers and 
jobbers whose interests are affected by 
the Food Laws of any state. Corres­
pondence invited.
a3a i n«|e*tlc Building, Detroit, riicb

TRIPE YO U R  D E L A Y E D
I N f l l i t  F R E I G H T  Easily 

and Quickly. W e can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich

We Buy and Sell 
Total issues

Of

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

BONDS
Correspondence Solicited]

H. W. NOBLE &  COMPANY 
BANKERS

Penobscot Building. Detroit. Mich.

W in dow  T rim m in g .  
A round the S tate. 
G rand Rapids Gossip. 
E d ito ria l.
M ust eB P a tie n t.
T h e  C o rn er Club. 
Shoes.
A m bitiou s  G irl.
W a n t  Q uick A ction. 
Rule or Ruin.
Knocked a K nocker. 
W o m a n ’s W orld . 
C lothing.
T h e  Steady P lugger. 
A n tiq u ity  of Tea .
Now  in th e  F irm . 
Insom nia.
M etrop o litan  M ethods. 
W iln n in g  T rade .
D ry  Goods.
R e ta il Credits.
N ew  Y o rk  M arke t. 
C om m ercial T rave le rs . 
Drugs.
D rug P rice C u rren t. 
G rocery P rice C u rren t.

— Kent County 
Savings Bank
OF GRAND RAPIDS, MICH

Has largest amount of deposits 
of any State or Savings Bank in 
Western Michigan. If you are 
contemplating a change in your* 
Banking relations, or think of 
opening a new account, call and 
see us.

3 lA  P e r  Cent.
Paid on Certificates of Deposit

B anking  By Mail

Resources Exceed 3 Million Dollars

Commercial Credit Co., Ltd.
OF MICHIGAN

Credit Advices, and Collections 
Offices

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

Detroit Opera House Blk., D etroit

THINGS WORTH TH E W HILE.
In his “Talks in a Library’’ Laur­

ence Hutton tells how, “ early in the 
seventies,” he met James Russell 
-owell, at that time American Min­

ister to the Court of St. James, and 
during their conversation he told 
Mr. Lowell that only a fortnight or 
so before'the meeting he “ had dined 
at his own (Lowell’s) house, Elm­
wood, with the Ole Bulls who were 
his tenants;” and that he “ had smok­
ed a cigar in his library and had 
looked at the backs of his books, 
finding no little satisfaction in read­
ing, among the many titles, works of 
all kinds which were in my own 
collection.”

Mr. Lowell replied that he “did 
not care so mucli for his books as 
for his trees, and could I tell him 
how they were looking, and how they 
were feeling? ‘I am sure they miss 
me, he said. ‘ They seem to droop 
when I go away and I know they 
brighten and bloom when I go back 
to them and speak to them and shake 
'hands with their lower branches!’ He 
spoke seriously and tenderly and I 
was rewarded with a very apprecia­
t e  and responsive smile when I re­
plied, ‘They half forgive your being 
human.’ ”

There isn’t anything very new in 
the affectionate appreciation for the 
things of Nature, shown by the dis­
tinguished Mr. Lowell. It is a senti­
ment universal and intensely human. 
That which is uncommon and which 
can not be repeated too often for the 
common good is the spontaneous, 
splendid and sincere diction on Mr. 
Lowell’s part and the wit and equally 
gracious response on the part of Mr. 
Hutton.

Just opposite the home of the edi­
tor of the Tradesman is a row of 
fine old elms, each one a generous, 
dignified rival to the others in their 
magnificently sacred songs to Nature 
and a constant benediction to all pass- 
ersby. A few days ago a lady pass­
ing this glorious file of stalwart 
beauties stopped and, addressing her 
companion, exclaimed: “ I never pass 
these trees without having an almost 
irresistible desire to embrace each

one in turn.”  And her friend respond­
ed: “ They would undoubtedly enjoy 
your caresses.”

I his incident is of the same bou­
quet as that which happened in Lon­
don to men of world-wide reputations 
and it transpired right here at home, 
just as sincere, just as spontaneous 
and only a trifle, perhaps, less ele­
gant. Our every day misfortune is 
that such sentiments are born all 
about us everywhere and all the time, 
whereas there is no one at hand to 
record them and make them public.

Fifty years ago the late Deacon 
Addison Tracy and the late Canton 
Smith were neighbors on the south 
side of Cherry street, the only resi­
dents between Jefferson avenue and 
Lafayette street. (Mr. Smith’s home 
is still standing, a quaint old fashion­
ed two-story brick structure, occu­
lt.ed by Mrs. E. O. Eaton.) Between 
the homes of Mr. Smith and Mr.
I racy was a half acre pasture !oi 
where Mr. Smith, a lover of fine 
horses, was wont to train his year­
lings and his two-year-olds. In the 
northwest corner of the Tracy home­
stead stood a majestic—and it still 
stands—elm tree, to which Deacon 
f racy devoted much affectionate 
care—so much so that one day Mr. 
Smith, who was -teaching a youngster 
to trot, called out: "Do you know, 
Addison, that my wife and I have 
christened your tree ‘The Deacon?’ ” 

“ Thank you. Cant.; you couldn’t 
pay me a greater compliment,” re­
sponded Mr. Tracy, and until h's 
place was sold to the late Col. A.
T- Me Reynolds, that tree was known 
as “The Deacon.” Mr. Tracy moved j 
to the farm on the Robinson Road 
where Edward I.owe is now creating I 
his picturesque suburban home; and 
being a good, practical farmer and an 
ardent lover of trees, his first im­
provement was to set out about fifty 
young maples, which constitute, to­
day, the healthy but too formal 
grove of maples just west of the site 
of the old brick farm house. An­
other pet of the Deacon’s was what 
he called “ The Woods,” which, at 
the north or Fulton street side of 
the farm, are still in evidence, with 
a pretty little brook winding its 
way around the bluffs and among the 
trees until, at the west side of the 
farm, it joins fortunes with the 
stream known as Coldbrook. “The 
Woods” were a considerable care be- j 
cause of the great variety of trees 
they possessed; because the brook | 
was a favorite haunt of the muskrat 
and because nuts—hickory, butter­
nut, walnut and hazel—were abun­
dant there, so that almost constant 
surveillance was necessary to prevent 
fire getting a start from the camp 
fires made by the Indians or by the 
“boys from town” on the search for 
nuts, squirrels and other game.

It is quite a commonplace, also

[most thoughtless, among some people 
who know Charles W. Garfield, of 
this city, to allude to him as “The 
Forestry Crank.” It doesn’t hurt Mr. 
Garfield in any degree, but it does 
place those who make the remark 
on record as careless at least in their 
lack of appreciation as to the work 
to which that gentleman has devoted 
almost constant study, experiment 
and observation, and primarily be­
cause, like Mr. Lowell, he cares more 
for his trees and for the trees of our 
commonwealth than he does for 
many other less important and less 
valuable factors in human intercourse. 
And with this affection and concern 
for the wayside trees, the wood lots 
and the forests, or rather generated 
through this affection, Mr. Garfield’s 
public spirit has grown to splendid 
proportions, so that when, fifty years 
hence, some reminiscental historian 
gets busy with Grand Rapids’ rec­
ords, the name of Charles W. Gar­
field will be found spelled large 
among the leading benefactors of 
Michigan.

TH E LABOR STRAIN.
1 hat it is very difficult to obtain 

workmen, both skilled and common 
laborers, is beyond question. And 

|tlu> situation is by no means confined 
to Grand Rapids. The same cry is 
heard in all cities and the fact of the 

j matter is that wages higher than 
ever before paid fo rcommon labor 
have proved decidedly attractive to 
machine hands and specialty workers 
who, strong and healthy, are willing 

I to withstand the physical tax upon 
those who dig and delve. For in­
stance? the Grand Rapids Railway 
Co. has lost a number of its employes, 
men who had been with them two, 
three and four years. The same thing 

, may be said of the trucking compan­
ies, of the foundries, some of the 
furniture factories and quite a few of 

I the jobbing houses.
In consequence the matter is very 

largely a case of wages. The most 
serious aspect of the situation, so 
far as the general public in Grand 
Rapids is concerned, is the prospect 
that many of our principal streets 
may be forced to remain in a very 
uncomfortable condition of disorder. 
The Railway Co., the Board of Pub- 
lic W orks and various private enter­
prises have construction operations 
under way and unless we are favored, 
not only with open fair weather, but 
v\itli an abundance• of available labor, 
the city is “up against it.”

i he fact that all other cities are 
in practically the same dilemma is no 
consolation. What should be done 
is to appreciate the old saw: “United 
effort helps individual effort.”  Get to­
gether and formulate some systematic 
effort with ways and means provided 
wherebj' the blockade may be re­
moved.
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W i n d o w  
T r i m m i n g

“Memorial Rings” on Exhibition by 
Local Jeweler.

Don’t tell me, "There’s nothing new 
under the sun,” for the following is 
a refutation of the theory:

"Another recent novelty emanating 
from the West, due perhaps to the 
San Francisco disaster, is a memorial 
ring that is becoming immensely 
popular throughout the country. 
These rings are made of celluloid in 
a dead-black finish and most of them 
are set with brilliants or other white 
stones. While termed ‘memorial 
rings,’ their sales have not, by any 
means, been confined to persons in 
sorrow, for such an excuse as losing 
one’s best girl or having a hard run of 
luck in business, politics, sports or 
otherwise is considered sufficient 
cause for the wearing of these rings. 
The fad of wearing such rings is said 
to have originated in Spain, and is 
one which manufacturers and dealers 
expect will receive considerable im­
petus as a result of the recent South 
American disaster. It is generally 
thought, however, that the rings will 
receive their greatest measure of pop­
ularity through persons who have 
been experiencing an adverse run of 
luck rather than such as really have 
cause to mourn.”

An enterprising local jeweler—one 
who always makes a display in his 
windows of all the new things in 
faddom—is showing these latest 
freaks of fashion. The purchase of 
these rings will probably be limited 
to persons who will wear them just 
for a joke.

2*e * J|e
With Nature’s carpet of cast-offs 

as "thick as leaves in Vallombrosa,” 
the windowman should not be at a 
loss for something from the woods or 
lawn to cover his floor window. He 
may not get up such a scheme with 
red for the prevailing color, for Jack 
Frost’s pranks this fall have preclud­
ed that; but he has all the gamut of 
shades in brown and yellow at his 
command. The oak leaves are the 
best to use in the former as they re­
tain their perfect shining shape; they 
do not frizzle up like the maple’s 
children.

The floor should be covered to a 
depth of a foot. To get the best 
effect a mirror or mirrors should fill 
the background, on which may be 
attached, at random intervals, hun­
dreds of leaves in all sorts of posi­
tions. Stick these on with a tiny bit 
of glue. Then have several small 
trees around as if growing there, if 
the space is large; if otherwise have 
only one in each corner at the back. 
Scatter a bushel of acorns among the 
leaves. Borrow little bits of children 
(those too young to be in any way 
self-conscious) and have them gath­
ering the acorns. Provide them with 
pretty baskets or bright-painted little 
tin pails. Let them be hunting for 
the acorns and dumping them into a 
larger community basket. Introduce 
half a dozen or so big squirrels and

some Belgian hares. Instruct the 
little tots not to frighten the animals.

Such a window—with the exception 
of the mirror background, which may 
be left in permanently—is accom­
plishable at small expense and you 
will have to station “ die poli- 
zei’ to keep the crowds in order in 
front of your place. People walk on 
leaves as they do on the sand of the 
seashore, they see children on the 
street by the hundreds, and yet a 
gl mpse of a combination of the two 
behind a glass store front seems to 
fill them with the desire to stand for 
half an hour and gaze at the specta­
cle! Why is it?

* * *
I saw something, recently, in a 

picture of a Syracuse, N. Y., dry 
goods display that I have never no­
ticed here in Grand Rapids In the 
background were large white pillars, 
looking, from the surroundings, to 
be of the height of 8 feet. There 
were six of these columns, and below 
the astragal of each was a ring whose 
d'ameter was about half that of the 
columns. Through each ring dark 
colored dress goods were drawn, 
whose folds reached to and fell on 
the floor.

Further concerning this window:
At the two side pillars the goods 

were drawn up over some invisible 
support, making a sort of fan-shape, 
the edges of which, and up to the 
ring, were traced with white passe­
menterie. Two papier mache forms 
had heavy plaid goods draped on 
them, with suitable trimmings. Four 
handsome hats were on standards 
down in front. At either side of the 
center pillars from a high rod hung 
elaborate lace insertion composed of 
medallions. Two lace curtains were 
hanging in long straight folds in the 
middle of the background and in the 
remaining spaces the curtains were 
dark and of some thick material. The 
constant contrast of light against 
dark and dark against light was, per­
haps, a little too patchy, but the gen­
eral effect was eye-catching.

* * *
There’s a new fob on the market 

for the gentlemen—a watch fob and

The Proper Word
One’s ideas, like his body, require 

suitable clothing. Well, we are 
tailors in words. It is our busi­
ness to clothe ideas in proper 
language, and we guarantee a fit.
I  £  you have anything to sell and 
| J need persuasive literature, or 

you have correspondence to 
answer and require results,

Call on or write us.

need circulars, booklets, 
follow-up le t t e r s  and 
catalogs.

I  i f  write business getting lit- 
W  0  erature and carry the 

largest line of adv. novelties 
in the state.

You

The
Hallock Advertising Agency

35 to 39 Monroe St.
Grand Rapids, Michigan

Too Valuable to Miss
Ariosa Coffee vouchers are the most valu­

able premium vouchers ever offered. The 
retail grocer should get one with every 20 

pounds of Ariosa Coffee he buys. Each of 
these vouchers is worth about 20 cents in 

merchandise, and because it only requires 
a small number to entitle the grocer to a 

premium of real value, he should be sure 

to get all that’s coming to him; we learn 

that this is not always the case.

Our object in giving these vouchers to 

grocers is to insure them an additional 

profit on Ariosa which cannot be taken off 

the price, and we want each retail grocer 
to get what he is entitled to.

I f  y o u  d o  n o t  r e c e i v e  f iv e  v o u c h e r s

WITH EACH IOO-LB. CASE OF ARIOSA, DEMAND 

THEM FROM YOUR JOBBER, AND WRITE TO

A R B U C K L E  BROTHERS
NEW YORK

These Vouchers are Only Redeemable 
From a Retail Grocer

Mail Orders and tel­

ephone
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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match receptacle in one, with gun 
metal buckle and dangling horse­
shoe as decoration. The latter has an 
attachment at the top through which 
slips the strap which is firmly fasten­
ed underneath to a pocket-like ar­
rangement, straight across the top 
and rounded-diamond shape below, 
which holds the matches secure with 
a snap-clasp like a glove. It is ad­
vertised as follows:

“As strong a hit with the men as 
is the ‘Peter Pan’ purse with the 
ladies. A radical departure from the 
old-style leather fob—it is useful as 
well as ornamental.”

* * *
Last week I had occasion to refer 

to automobile togs. Here is some 
further description of new ideas seen 
in the windows:

“ Black and white dice-checked 
waterproofs, in cloth or silk-faced 
material, provided with colored vel­
vet collars, are among the most be­
coming of storm coats, although 
nothing, perhaps, can exceed for 
daintiness certain charming Inver­
ness coats of mignonette and pale 
blue gloria, trimmed with embroider­
ed galón and lace motifs, the cape 
sleeves so arranged that they can be 
drawn up tight to the wrists by means 
of straps, to the entire exclusion of 
rain and draught. These delicate 
looking coats are worn both as dust 
coats and waterproofs.

“The recognized dust coat finds in 
tussore silk a charming medium for 
its purpose, and, as usual, has re­
course to alpaca and mohair. These 
latter materials, in white, cream, sil- |

ver gray and pale blue, compose 
some very pretty dust coats for tour­
ing and other occasions, made quite 
simply, and some of them having the 
addition of capes of guipure or Irish 
crochet lace. Tussore silk, lacking 
the stiffness and resisting qualities of 
alpaca, is open to greater variety of 
treatment—is more amenable to tucks 
and gathers; hence the tussore dust 
coat admits of corded, gauged corse­
let and Empire bodice and other dec­
orative effects not permitted to the 
less supple material.”

More Bonus Money on Tap at Man­
istee.

Manistee, Oct. 23—Faith in the 
Manistee Development Co. is such 
that the city has bonded itself for 
$50,000 to assist the organization in 
its work, the entire amount being 
placed under the control of the Ex­
ecutive Committee, of which former 
Mayor Willi am Wente is chairman. 
Since the organization of the Devel­
opment Co. it has been very active 
in building up the city industrially .It 
has secured a novelty works, a shoe 
factory, a flour mill, a rug factory, a 
brick factory, a candy factory and a 
glove factory, altogether employing 
over 450 persons. There is now un­
der consideration a machine shop, a 
chair factory, a paper mill and a 
chemical works.

The only satisfactory way to get 
out of a love affair is to keep out of 
it before you are pulled in.

Never call a man a fool unless you 
know he is fool enough to stand for 
it.

Glass Sand Plant Nearly Completed.
Rockwood, Oct. 23—With a plant 

of 400 tons daily capacity nearly com­
pleted the American Silica Co. is in. 
a position to begin shipping the high­
est grade of glass sand found in the 
United States, within a very short 
time.

The sand was found on the farm of 
Dr. Dayton Parker, of Detroit, and 
was discovered while oil boring oper­
ations were being conducted on the 
farm. The drills in the oil well were 
wedged in a rock and could not be 
extracted. Dr. Parker concluded to 
allow the oil enterprise to rest awhile 
and go after the glass sand. He form­
ed the American Silica Co. and has 
brought the business to a workable 
basis. The entire output of the com­
pany is already contracted for.

In this connection it is stated that 
there is a strong probability of a 
glass plant being erected here before 
long. If the Michigan Alkali does 
not take up the matter, Eastern capi­
talists will, as the raw material is 
right at hand. The decrease in the 
natural gas supply of Ohio and Indi­
ana may cause some of the big glass 
plants to move near Detroit.

Remarkable Record Made by Sagi­
naw.

Saginaw, Oct. 23—This city has 
undoubtedly struck its long delayed 
industrial gait and the commercial 
census this year will show the great­
est increase in manufactories and 
number of hands employed that the 
city has ever had. This report, which 
is colhected by the State Department 
of Labor, is not yet completed, but '

in an unofficial way its contents have 
been learned.

During the twelve months up to 
October 1, 121 factories were added 
to the city of Saginaw. In these in­
stitutions over 2,000 workmen were 
employed. State Deputy Labor in­
spector A. B. Glaspie, of Oxford, 
who prepared the census, places the 
increased number of factories at 72 
per cent, and the increased number 
of working people at 31 per cent.

These figures are now undergoing 
a change, as in the last two weeks 
the Brooks Boat Co. has been brought 
here from Bay City and the Strooble 
Manufacturing Co. from Reed City. 
The two will employ over 500 hands.

In addition the Board of Trade has 
a dozen proposition? now under con­
sideration which may be closed up 
any day.

The situation is exceedingly flat­
tering to local merchants and mer­
cantile associations which years ago 
adopted a systematic campaign of 
advertising.

Closed Their Tomato Cannery.
Carleton, Oct. 23—Williams Bros., 

of Detroit, closed their tomato can­
nery here this week for this season. 
This year has been an extra good 
one. Williams Bros, purchased dur­
ing the season 25,000 bushels of to­
matoes and shipped 2,400 barrels of 
tomato pulp to the Detroit factory. 
The company had 190 acres under 
contract in this vicinity and the aver­
age yield was about 131 bushels per 
acre. The farmers received six dol­
lars per ton for their product, an

HAVE about 30,000,000 feet of long leaf yellow pine timber in South Baldwin 
County, Ala., that was blown down by the recent hurricane. As it had been 

raining for some time prior to the storm the ground was very soft, and a much larger 
proportion of the trees were uprooted, very few of them being broken off.

20.000. 000 feet of this timber is contiguous to Foley on the Bay Minette & Ft. 
Morgan Branch of the L. & N. Ry., none of it being more than 5 ^  miles from the 
station.

10.000. 000 feet in another part of my tract contiguous to Weeks Bay and Fish 
River. I have a semi-portable saw mill in another part of the tract, about four miles 
from the station, where the timber has been cut out, which could be easily moved. In 
addition, I have eight or ten million feet of timber that is scattered and that could be 
easily worked by portable mills.

I would be glad to communicate with those who would be interested in this 
proposition, and who can act quickly. A splendid chance to make money.

JOHN B. FOLEY,
9 2 -9 6  Ohio Street, Chicago, ill.
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_  A r o u n d
T h e  S t a t e

Movements of Merchants. 
Pellston—The hardware stock of F. 

J. Myers & Co. has been destroyed by 
fire.

Marshall—J. Nagel will succeed 
Geo. Keineith in the hardware busi­
ness.

Bangor—C. M. Wilkinson, grocer 
and meat dealer, is succeeded in busi­
ness by J. E. Wilson.

Charlotte—Geo. Sisco has sold his 
interest in the Puff cigar store and 
will remove to Bellevue.

Albion—Ed. Mounteer will soon be 
ready for business in his new bakery 
which he is now fitting up.

Mancelona—E. O. Fluent has re­
moved his stock of bazaar goods and 
millinery to Medina, N. Y.

Fenton—John P. Winglemire will 
continue the furniture business form­
erly conducted by his father, Joseph 
W’nglemire.

Cheboygan—F. S. Deacon, who has 
leased the store recently vacated by 
the Doherty grocery, has engaged in 
the grocery business.

Caro—W. A. Mudge has sold his 
furniture stock to M. V. Boyer, of 
Cleveland, who has had twenty 
years' experience in the business.

Fenton—F. J. Hoffman has taken 
over the bakery of Mrs. Chas. Cook 
in satisfaction of a claim against the 
same. Mrs. Cook has removed to De­
troit.

Almont—Fred Westcott has sold 
his interest in the general stock of 
Westcott & Currier to his partner, M. 
A. Currier, who will continue the 
business.

South Haven—Carpenter, Hemlin 
& Wilder have opened a new furni­
ture and hardware store here. They 
have bought out the Leighton stock 
of furniture.

Pickford—John O’Neil and son, 
Lome, who has been employed as a 
clerk at Sault Ste. M arie, will open 
a general store here under the style 
of O’Neil & Co.

Kalamazoo—J. W. Van Brook & 
Co., who formerly conducted the City 
bazaar, have sold their interest in the 
same to Harry Waterman, who will 
continue the business.

Coldwater—Geo. A. Smith, of Al­
len, has purchased the Bice bakery 
and will take possession immediate­
ly. Mr. Bice is compelled to retire 
on account of ill health.

South Range—Louis Mosti and A. 
M. Zonatti have dissolved partner­
ship. The confectionery and fruit 
business •will be continued by Louis 
Mosti and Matthew Mattencci.

Detroit—The wholesale bicycle and 
auto supply business formerly con­
ducted by the MacDonald, Wessels 
& Ames Co. will be carried on in the 
future under the style of the Ames & 
Wimmer Co.

Grant—A. C. McKinnon has sold 
his stock of harness and saddlery 
goods to Chas. R. Opple, who has 
taken possession. Mr. McKinnon 
will engage in the same business in 
Coopers vi lie.

Manistee—The Manistee Pure Milk 
Co. has been incorporated to deal in 
milk and cream, with an authorized 
capital stock of $10,000, of which 
amount $5,000 has been subscribed 
and $1,000 paid in in cash.

Petoskey—W. E. Tuttle has pur­
chased the interest of his partner, A. 
Myers, in the clothing firm of Tuttle 
& Myers and will continue the busi­
ness' alone. Mr. Myers will succeed 
Frank i rueler & Son in the feed busi­
ness.

Way land — A copartnership has 
been formed by Frank Burlington, J. 
C. Yeakey and H. P. Hudson, who 
have purchased the meat market of 
A. E. Butterfield and -will conduct 
the same under the style of the Pal­
ace market.

Garney—S. G. Nelson, of Glad- 
tone, has purchased the stock of 
;eneral merchandise of Otto Carlson 

and will take possession soon. Mr. 
Nelson intends to deal in farm prod- I 
uce. Mr. Carlson wall go to Taco­
ma, Washington.

Port Huron—A corporation has j 
been formed under the style of the 
Millet Trading Co. with an authoriz­
ed capital stock of $1,000, which will 
buy and sell fruit. The stockholders 
are H. C. Hope, Ellen D. Millet 
and S. M. Millet.

Saginaw—A corporation has been 
formed under the style of the Purity 
Pickle & Kraut Co. to deal in vege­
tables and fruit. The company has 
an authorized capital stock of $10,000, 
all of which has been subscribed and 
$2,500 paid in in cash.

Holland—Sterenberg & Roelofs 
have sold their dry goods stock to 
J. K. VanLente. Mr. VanLente will 
remain on the letter carrier force and 
the business wall be conducted by his 
brother, John H. VanLente, who has 
an interest in the same.

Detroit—Cash W. Talbott, former­
ly connected with the Citizens’ Sav­
ing Bank, has formed the Talbott 
Coal Co., of which he is President 
and Manager. The company has 
bought out the C. N. Johnson Coal 
Co. and has acquired its yards at the 
corner of Trumbull avenue and the 
Grand Trunk Railway. There are 
several well known Detroiters asso­
ciated with him in the enterprise.

Manufacturing Matters.
Rogers City—Herman Hoeft has 

shut down his sawmill and is starting 
logging camps near here and in the 
vicinity of Grace.

Calumet—The Laurium Bedding 
Co. has purchased the business, stock 
and entire outfit of the Houghton 
County Upholstery Co., of Laurium.

Ontonagon—The Ontonagon Lum­
ber & Cedar Co.’s sawmiill has been 
closed for the last few days on logs 
for the Nester Estate’s mill at Ash­
land, Wis.

Detroit—The Progressive Mantle 
Co. has b een incorporated to manu­
facture gas mantles. The authorized 
capital stock of the company is $25,- 
000, all of which has been subscribed 
and paid in.

Baraga—The mill of the Nester es­
tate will continue in operation until 
the bay is frozen over. This mill 
employs 150 men and in addition ex­
tra help is employed when boats are

at the docks for cargoes. Logs are 
being received daily by rail from va­
rious points, a log train being used 

St. Ignace—Hugh and John White- 
wall have bought 480 acres of timber 
in township 43, Mackinac county, and 
have established a camp where pine, 
spruce and cedar will be cut and 
banked in Pine river.

Battle Creek—The Battle Creek 
Smelting & Refining Co. has been in­
corporated to manufacture and deal 
in metals, with an authorized capital 
stock of $6,000, all of which has been 
subscribed and paid in in cash.

Manistee—The Manistee Planing 
Mill Co. is erecting a maple flooring 
factory. The new plant is in connec­
tion with its planing mill, and will 
be ready for operation November 1. 
It will have a capacity of 4,000,000 
feet a year.

Benton Harbor—The King Piano 
Co., now at Peoria, 111., and which 
also has a factory in Sheboygan, 
Wis., will in all probability erect a 
large factory at this place. A number 
of other towns are bidding for the 
location of this factory.

Jackson—A corporation has been 
formed the style of the Jackson Drop 
Forging Co., which will manufacture 
drop forgings. The company has an 
authorized capital stock of $30,000, of 
which amount $15,000 has been sub­
scribed and paid in in cash.

Detroit—A corporation has been 
formed under the style of the De­
troit Roofing Tile Co. for the pur­
pose of manufacturing roofing tile, 
with an authorized capital stock of 
$20,000, all of which has been sub­
scribed and paid in in cash.

West Branch—The Batchelor Tim­
ber Co. is erecting a large drying shed 
40x100 feet in which white maple lum­
ber will be seasoned for interior fin­
ishing. The company will manufac­
ture about 4.000,000 feet of hemlock 
and 7,000,000 feet of hardwood a year.

Detroit—A corporation has been 
formed under the style of the Miller 
Erothers Company to manufacture 
acetylene lights. The company has 
an authorized capital stock of $10,- 
000, of which amount $5,000 has been 
subscribed, $1,000 being paid in in 
cash and $4,000 in property.

Newaygo—Louis Larsen has sever­
ed his connection with the Newaygo 
Portland Cement Co. and will devote 
his entire attention in the future to 
he lumber and planing mill business 

he recently purchased of E. Kenni- 
cott. It is understood that Mr. Lar­
sen will deal in farm produce, also.

Marquette—Because of the scarcity 
of labor the Pioneer Iron Co.’s great 
charcoal iron furnaces have suspend­
ed operation. They will be idle for 
three weeks or until work on the ore 
docks slackens. Pig iron is selling 
at $27 a ton, and at that price the 
furnaces are losing thousands of dol­
lars a day during idleness.

Bay City—The cedar business has 
taken on a great boom also. Ties 
are worth six cents more than they 
were at this time last year and poles 
are higher, but posts remain about 
the same. If the help can be ob­
tained the cedar business in the woods 
will be prosecuted more extensively 
than usual this winter owing to the 
excellent trade outlook.

Flint—Flint P. Smith, who operat­
ed a sawmill plant in this city many 
years, has disposed of his extensive 
lumbering and timber interests at Or- 
visburg, Miss., to the Edward Hines 
Lumber Company, of Chicago.

Saginaw—Lewis Van Winkle, form­
erly a lumberman in the Saginaw Val­
ley a number of years and later oper­
ating a sawmill plant at Van’s Har­
bor, and who sold out his holdings 
some months ago, has made large in­
vestments in California and will short­
ly remove to that state.

Saginaw—John T. Phillips is the 
general manager of the Diamond 
Lumber Co., recently organized at 
Saginaw and which purchased the old 
Diamond Match Co. sawmill at Green 
Bay. The company will operate one 
camp of sixty men this winter and 
in the spring another camp will be 
tarted and both will run through the 

year.
Cheboygan—Quay & Sons have es­

tablished two logging camps in Mack- 
nac county, where they will put in 

shingle timber for next season’s sup­
ply. The Stirlings, of Monroe, ex­
tensive cedar dealers, have bought a 
tract of timber in the Upper Penin­
sula from R. P. Holihan. The buyers 
are operating heavily this season, hav­
ing a large yard at Bay City, one at 
Stirling, one at Delray and still oth­
ers.

Saginaw—The S. L. Eastman Floor­
ing Co. had orders for $30,000 worth 
of lumber products last month but 
could only get cars to ship $16,000 
worth. There is great complaint of 
the scarcity of cars all along the line. 
Orders placed some time ago for
4,000 cars by local shippers are now 
being filled at the rate of about forty 
cars a day and some relief is afford­
ed by this, but the orders for cars 
so greatly exceed the supply that 
there is congestion in the situation 
with no visible relief. The car short­
age has reached the valley earlier than 
in former years and is now at an 
acute stage, and the business inter­
ests are suffering, but the valley is 
no differently situated than are other 
shipping points.

Detroit — Through the Detroit 
Trust Co., acting as trustee, the plant 
of the Mancha Showcase Co., at East 
Grand Boulevard and the railroad 
crossing, has been sold to Maurice 
Taussig, of Chicago, the purchase 
price being $12,250. The creditors of 
the defunct company will, according 
to an estimate made yesterday by 
Assistant Secretary Spicer, of the De­
troit Trust Co., receive about 35 cents 
on the dollar when the affairs of the 
concern are wound up. The Detroit 
Trust Co. has been in charge of the 
plant since September 5, put will turn 
it over immediately to the new own­
er, who, it is understood, will con­
tinue the operation of the factory 
on a much more extensive scale than 
the old concern. The creditors are 
reported as well pleased with the 
sale. The purchase of the plant in­
cludes the equity held by the Mancha 
Company in the real estate and build-

Bentley & Co. have opened a gro­
cery store at Tustin. The stock was 
furnished by the Worden Grocer Co.
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W. H. Ayers has engaged in the 
grocery business at Spencer. The 
Worden Grocer Co. furnished the 
stock.

J. C. Hill, formerly engaged in the 
grocery business at Mantón, has re­
engaged in the same business at that 
place. The stock was furnished by 
the Worden Grocer Co.

Clarence Brown and Walter Tusch 
have formed a co-partnership under 
the style of Brown & Tusoh and will 
conduct an implement and carriage 
business on Madison avenue, near 
Hall street.

C. B. Pierce has purchased the drug 
stock of the W. W. Pierce Estate and 
will continue the business. He has 
also put in a new stock of groceries, 
which was furnished by the Lemon 
& Wheeler Co.

The Produce Market.
Apples^—It is estimated that about 

one-third of the late crop was af­
fected by the recent freeze and many 
of them are coming out better than 
was expected. Heavy sales are tak­
ing place on the basis of $2.50 for 
Snows and $2.25 for Kings and Spys. 
Golden Sweets, Greenings and Bald­
wins command $2.

Bananas—$1 for small bunches, 
$1.25 for large and $2 for Jumbos.

Butter—The market is firm at the 
recent advance. The receipts of all 
grades are very light and stocks in 
storage are gradually getting down. 
The market is very healthy and seems 
likely to remain so. Prices are at 
least 20 per cent, above normal, but 
if the receipts continue light there 
may be even further advances. The 
quality of the present receipts is good. 
Creamery ranges from 26c for No. 1 
to 27c for extras. Dairy grades fetch 
22c for No. 1 and 17c for packing 
stock; renovated, 22c.

Cabbage—45c per doz.
Carrots—$1.50 per bbl.
Celery—20c per bunch.
Cocoanuts—$4 per bag of about 90. 
Crabapples—75c per bu. for late va­

rieties.
Cranberries'—Early Blacks from 

Cape Cod command $2.50 per bu. and 
$7 per bbl. Late Howes and Wis- 
consins fetch $8.25 per bbl.

Eggs/—Local dealers pay 22c per 
doz., case count, holding fresh can- 
died at 25c and cold storage candled 
at 22c.- The demand keeps up and 
receipts from the country are light. 
The storage eggs were counted on by 
some to keep prices from advancing 
much, but it is as yet rather early 
and the weather is too warm to take 
eggs out of storage. Some are being 
taken out, of course, but the majority 
of holders prefer to wait for cold 
weather before marketing their stock.

Grapes—Malagas command $4.75©
5 per keg.

Honey—i s @ i 6 c per lb . for white 
clover.

Lemons—Californias and Messinas 
are steady at $7-50@7-75 Per box.

Onions—Home grown, 65c per bu. 
Spanish, $1.50 per 40 lb. crate.

Oranges—Floridas are steady at $3 
and Valencias range around $6.

Parsley—30c per doz. bunches.
Pears—Kiefers are still in liberal 

supply, commanding 75c per bu.
Peppers'—75c per bu. for green and 

$1 per bu. for red.
Potatoes—The market is weak on 

the basis of 35@4<>c per bu.
Poultry—The market is sick again. 

Receipts are too heavy for the de­
mand and it is likely that they will 
continue heavy for some months. 
There is no change in prices, but hens 
are down where they were last No­
vember.

Squash—Hubbard, i^ c  per lb.
Sweet Potatoes—$1.65 per bbl. for 

Virginias and $2.85 per bbl. for Jer­
seys.

White Pickling Onions—$2.25 per 
bu.

Worthy Position Worthily Bestowed.
Nashville, Oct. 20—While in at­

tendance at the meeting of the Na­
tional Federation of Implement and 
Vehicle Dealers held at Chicago last 
week, Hon. C. L. Glasgow was in­
vited to address the National Associa­
tion of Manufacturers and . Material 
furnishers, who were in session dur­

ing the same week, at the banquet hall 
of the Auditorium hotel. This latter 
Association includes the Boston and 
New York owners of the Michigan

mining interests, and the gathering to 
which he spoke represented an invest­
ment in their business of over one 
hundred and fifty million dollars and 
C. L. admits it was one of the most 
attentive and interesting audiences 
he ever faced. At the close of the 
Federation meeting he was taken 
from the Board of Directors and made 
Vice-President, which insures the 
Presidency of that body coming to 
Michigan and Nashville next year.

The fashionable women of London, 
in the never-ending search for some 
new fad in the line of dress goods, 
are taking to leather. Their winter 
garments are made of that material 
in all shades and varieties. Some in­
genious person might find her some- 
nir postal cards of some use ic she 
wants to be in style and hasn't the 
money.

The Grocery Market.
Tea—There is nothing new in this 

end of the market and trade is steady 
and of seasonable proportions, prices 
being firmly maintained on the basis 
of previous quotations.

Coffee—The demand is limited and 
the general condition is soggy. The 
receipts of Rio and Santos coffee have 
continued heavy in Brazil, and up to 
date are about 2,000,000 bags heavier 
than up to the same time last year. 
All this has come in face of predic­
tions of a sharp falling and it has, 
therefore, caused considerable weak­
ness. There is still a division of 
opinion among authorities as to 
whether their enormous quantity of 
coffee is being brought forward in or­
der to escape the export tax which 
Brazil expects to put on her coffee 
shortly, or whether it is coming for­
ward simply by reason of the enorm­
ous supply. Mild coffees are steady 
and unchanged, the demand being 
good. Java and Mocha are un­
changed and in moderate demand.

Canned Goods—In the general line 
of canned goods the market seems to 
be in a state of waiting. Jobbers are 
receiving deliveries on forward con­
tracts and are filling the orders of re­
tail distributers which are coming in 
quite freely from all quarters, per­
haps more so than usual at this time 
of the year for the reason that future 
sales to the distributing trade were 
on a smaller scale than during past 
seasons. For the present, therefore, 
jobbers are not inclined to take on ad­
ditional quantities except in those 
lines in which they are known to be 
short. These include asparagus, peas 
and peaches. It is almost impossible 
to find sellers of the first named, as 
packers are all oversold and the job­
bers have nothing to spare from their 
own requirements. Reports of kill­
ing frosts in all sections of the coun­
try where tomatoes are grown and 
packed have restored the confidence 
of packers and they are not inclined 
to do business on the basis of recent 
quotations. For spot Alaska red sal­
mon the demand is limited and no 
business is reported in futures but the 
firm tone of the market is retained. 
The inquiry, for fancy Columbia Riv­
er Chinook salmon in i-ib. flats and 
Vz tbs. continues and the market is 
extremely firm under light and con­
centrated supplies. There is a de­
mand for medium red and pink sal­
mon, but offerings of these grades 
are light.

Iried Fruits—Apricots are very 
scarce and still rule at almost pro­
hibitive prices. Currants are strong 
and uneasy and show frequent fluctu­
ations. Apples are unchanged and 
in fair demand. Prunes still rule on 
a 2^ c basis on the coast, but in the 
Ea--t stocks are so low that ?ales 
have been made on a 4c and even 
4J/sc basis. It is reported from the 
coast that the San Francisco fire has 
tied up the lumber mills, so that 
there is great difficulty in getting 
box shooks. This is greatly delaying 
the shipment of dried fruits sold for 
the first half of October. Peaches 
are still high and scarce.

Rice—Advices from the south war­
rant expectations of continued firm

prices. Demand is of moderate pro­
portions and supplies are compara­
tively light.

Provisions—The prices of hogs, in­
stead of declining, as is usual at this 
season, have advanced owing to short 
supply. There will probably be no 
further material change until colder 
weather sets in, when a decline is 
probable, owing to the falling off in 
the demand due to the cold weather. 
Barrel pork is unchanged, as are • 
dried beef and canned meats. The 
latter is very dull. Both pure and 
compound lard is very firm at %c 
advance.

Fish—Codfish, hake and haddock 
are firm and show some prospects of 
advance. Salmon is unchanged and 
steady. The mackerel situation re­
mains very strong. Norway macker 
el are several dollars high to come 
forward, and even on spot are higher. 
Shore mackerel are about out of the 
market. Irish mackerel, as was in­
evitable, have now begun to get firm 
on their own account. One reason 
why the market has not advanced 
earlier was on account of the poor 
quality of the fish on the market up 
to this time. There are some good 
Irish mackerel coming forward now, 
however, and it is commanding a 
premium of about $2 per barrel over 
the prices of a few weeks ago. Do­
mestic sardines are unchanged, 
trench sardines are firm through re­
ports of short catch.

The Grain Market.
Wheat prices have slumped off con­

siderably during the week, but ■ the 
past day or two has seen a reaction 
irom the low point of about y2c per 
bushel, closing at practically 78c for 
May wheat in Chicago. The visible 
supply showed an increase for the 
week of 864,000 bushels as compared 
with an increase for the correspond­
ing week one year ago of 172,000 
bushels. Foreign crop news generally 
was favorable, beneficial rains being 
reported in India and Argentine. Re­
ceipts of grain in the Northwest are 
heavy and reports from some sec­
tions indicate a slow demand for the 
cash goods.

Corn has been dragging rather 
heavily the past week, but has re­
covered the whole loss the past twen­
ty-four hours. Old corn is not mov­
ing freely, although the supply thus 
far is sufficient to take care of the 
demand. New corn is beginning to 
move in the Southwest for local con­
sumption, but it is not in shipping or 
milling condition as yet. The visible 
supply showed an increase of 58,000 
bushels the past week.

Oats are doing some better, Chi­
cago May prices having advanced 
to 34^ c  as compared with the low- 
price of about 34c, and the demand 
for immediate shipment is improving. 
The visible showed an increase of
419,000 bushels. L. Fred Peabody.

A representative of the Sprague 
Mercantile Agency is in the city 
again and reaping a fresh crop of 
victims. The Tradesman has on file 
a large amount of detailed informa­
tion showing the fraudulent charac­
ter of this institution.
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Live Items from a Live Town. 
Lansing, Oct. 23—W. A. Fair- 

weather, who came here three 
months ago from Cass City and es­
tablished a dry goods store at 500 
Michigan avenue, east, will close out 
his dry goods and confine himself to 
ladies’ and men’s furnishings and 
men’s clothing.

The Lansing Furniture and Wood- 
enware Works has established quar­
ters at 817 Vine street. A manufac­
turing and repairing business will be 
done.

O. D. Metzger, who conducted an 
ice cream and confectionery business 
at St. Johns, has disposed of his 
business and become associated with 
Edw. Killian in the same line here.

Work on the building near Turner 
street and Franklin avenue, which 
will be occupied by the North Lan­
sing postoffice, started this morning. 
The remodeling will probably be 
completed in two weeks.

The National Supply Co., which has 
been closed since July 3, reopened 
October 15 with the consent of Ref­
eree in Bankruptcy Davock, who has 
confirmed the composition of 25 
cents on the dollar and the stock has 
been turned over to the former stock­
holders.

Post A, Michigan Knights of the 
Grip, enjoyed a Bohemian supper giv- 

s en by Mr. and Mrs. B. F. Gier at 
their home last week.

The Auxiliary to Post A, M. K. of 
G., held a business meeting at the 
home of F. R. Lawrence last week, 
after which six-hand euchre was en­
joyed.

The United Commercial Travelers 
of this city will give a complimen­
tary smoker to their craft in Macca- 
bee hall next Saturday evening.

A. O. Bement, former President 
of E. Bement’s Sons, has rented a 
factory in this city and will engage 
in the manufacture of stoves and 
ranges. He proposes to begin at 
once with a company capitalized at 
$10,000.

The W. K. Prudden Co., manufac­
turer of automobile wheels, is erect­
ing another large addition to its fac­
tory on May street.

The Reo Co. is paving its half mile 
testing track with brick.

Work is being rushed on the im­
provements to the Hotel Downey 
so that the hotel will be in readiness 
for the opening of the Legislature in 
January. C. P. and O. C. Downey 
have expended about $75,000 in re­
modeling and refitting the hotel.

This city claims to have more gas 
engine factories than any other city 
in the country. Two thousand men 
are employed in the business and the 
demand for engines is said to be 
constantly increasing.

The plant of the Lansing Pure Ice 
Co. is rapidly nearing completion and 
it is expected it will be ready for 
operation within six weeks.

Geo. A. Toolan.

Largest Crop of Beets Ever Experi­
enced.

Bay City, Oct. 23—Buried under 
avalanches of beets, local sugar fac­
tories are crying for additional help 
on one hand and to the farmers to 
hold off deliveries on the other. Nev­

er in the history of the three local 
factories have anything like present 
conditions been approached.

With all the howling of manufac­
turers over the car shortage, the beet 
sugar men alone do not care a rap 
whether cars are here or not. Weigh­
ing stations throughout the surround­
ing territory have been shut down 
so that no more beets will be ship­
ped by rail. The beet sheds are full; 
beets are piled in the yards and 
trains of unloaded cars stand on the 
side tracks.

The factories are running at high­
est pressure day and night, breaking 
all slicing records. The German 
American Co. in ten days received 
nearly as many beets as it cut all sea­
son last year. Last season the West 
Bay City Sugar Co. cut 25,000 tons; 
this season it will cut more than 50,- 
000 tons, and may reach more than
60,000 tons, according to the manage­
ment. The Bay City-Michigan Co. 
cu't 35>ooo tons last year and will cut 
from 55)000 to 65,000 tons this sea­
son beyond any question, says Mana­
ger Eugene Fifield.

The sugar percentage is the high­
est on record, averaging from 14 to 
16 per cent. The last six weeks of 
the growing season was somewhat 
too dry to develop the plants to their 
fullest size, but it also operated to 
retain saccharine properties, account­
ing for the high sugar percentage. 
The lack of rain reduced the tonnage 
slightly, but the loss is more than 
made up in sugar percentage.

Lack of labor is a serious problem, 
as the West Bay City Sugar Co., the 
smallest of the three factories here, 
wants twenty-five men for unloading 
cars alone. The Bay City Co. Satur­
day called a halt on deliveries until 
it gets some of the accumulated beets 
out of the way. The magnificent j 
weather conditions are responsible 
for the heavy deliveries.

Marshall Factories Are Rushed.
Marshall, Oct. 23—The school seat 

factory has received an order from 
the Government for 5,000 desks for 
the Indian schools in the West. Fol­
lowing closely upon the heels of this 
order came one for 2,000 desks from 
a Kansas City firm. As the factory 
is so crowded with orders this one 
was turned down, as it could not be 
delivered for three months at least. 
Sixty men are being employed here 
where one year ago there wasn’t one.

A. P. Grohen, Secretary of the 
Lumber Machine Co., has a patent 
on a peanut huller which this corn- 
pan}'' is now manufacturing. Mr. 
Grohen says this company has been 
behind in filling its orders since last 
April, and that it is doing 200 per 
cent, more business now than last 
year at this time.

The New Process Steel Co., which 
was recently organized here, is do­
ing a large business. There was much 
dissatisfaction when the city gave the 
company $3,000 with which to build 
a factory, but the orders for steel 

1 castings are coming in so fast that it 
looks as if the addition which the 
company proposed to build next 
spring will have to be erected at once. 
Thirty-seven men are employed at 
present, and the capacity of the fac­

tory will not admit of the hiring of 
any more.

The Dobbins Furnace Co., which 
was recently organized here, is also 
doing a big business and has secured 
some big contracts during the past 
two months. This company was re­
cently reorganized and is now being 
conducted by some hustling young 
men, who are building up a big 
business.

Needs More Bonus Money.
Holland, Oct. 23—At present this 

city is greatly handicapped by lack 
of a bonus fund for securing new 
factories, and the Improvement Com­
mittee is being taxed to the extreme 
in trying to devise some plan to land 
a big company which wishes to se­
cure the abandoned plant of the Ger­
man Gelatine factory. The concern 
wants a contribution towards the pur­
chase price. The proposition of again 
bonding the city to raise funds for 
new factories is being advanced.

The new furnace factory is rapidly 
nearing completion, and the manufac­
ture of furnaces will soon begin.

One of the most rapidly growing 
industries here is that of the West­
ern Machine Tool Works, established 
only four years ago. The company 
is now making plans to extensively 
enlarge its factory At present the 
company is taking all the way from 
six to fifteen months’ delivery, it be­
ing impossible to get the work out 
promptly so great is the demand.

The H. J. Heinz Co. is breaking 
ground for another mammoth factory 
building. Their recently constructed 
vinegar factory of cement block ve­
neer is the prettiest factory building 
in the city.

The new Bush & Lane Piano fac­
tory is doing an extensive business, 
having nearly 3,000 pianos under con­
struction. The company is greatly 
embarrassed by lack of help, being in 
need of 100 men.

Planning a Buyers’ Week.
Saginaw, Oct. 23—Encouraged by 

the unusual success of their junket­
ing trip merchants here have decided 
upon another advertising novelty. It 
will be a buyers’ week and special 
rates will be secured from all rail­
roads for the purpose of bringing 
merchants to the city and fitting them 
out with any stocks desired.

The plan is now in the hands of a 
committee of the Board of Trade. In 
addition to securing the cheap fares, 
entertainment for the visitors will be 
provided, every wholesale merchant in 
the city agreeing to contribute to 
this end. The dates will be selected 
later.

Will Rush Factory Building. 
Battle Creek, Oct. 23—A contract 

has been signed between the Battle 
Creek Smelting and Refining Works 
and T. B. Cole, contractor, whereby 
Mr. Cole will immediately commence 
the erection of a factory building on 
Burchard street, at least a portion 
of the industry to be in operation by 
December 1. The company is mak­
ing its plans with little publicity and 
shows every promise of proving a 
valuable acquisition to the city’s in­
dustries.

What Happens When You Smoke.
Smokers who have some regard 

for their lady friends say that they 
smoke tobacco from which nicotine 
has been eliminated. Tobacco so 
prepared can be found, but few smoke 
it, because the process which elim­
inates nicotine, if it does not destroy, 
materially modifies the savor of the 
smoke.

Many other of the principles of 
tobacco are as pernicious as nicotine, 
and when it comes to that it would 
be equally pernicious to smoke rye 
straw or any other simply because 
there is a continuous production of 
oxide of carbon wherever there is im­
perfect combustion. The smoker 
carries in his mouth a little furnace 
whose fires are fed with oxide of 
carbon; the fire smoulders under ash­
es, and the smoker fans it by means 
of the stem of his pipe or the vent 
of his cigar or cigarette. Year after 
year, and all the year, the furnace is 
in place, burning oxide of carbon, 
and the smoker is working the bel­
lows with a part of the force of his 
respiratory organs.

The composition of tobacco smoke 
is complex: nicotine, pyridic bases, 
formic aldehyde, ammonia, methy- 
lamin, pyrol, sulphureted hydrogen, 
prussic acid, butyric acid, carbonet 
acid, oxide of carbon, the steam of 
water, an etherized empyreumatic 
oil, and tarry or resinous products, 
among which we detect small quanti­
ties of phenol. Of all the products 
of tobacco, the most venomous are 
nicotine, pyridic- and methylamin 
bases, prussic acid, sulphureted hy- 
bases, prussic acid, sulphuretted hy­
drogen, oxide of carbon and empyreu­
matic oil; and all that we draw into 
our lungs with more or less satisfac­
tion and risk.

About So Far.
A Senator from a Central Western 

State sought an interview with the 
President, asking him to appoint to 
a foreign consulate an applicant to 
whom the Senator was in some way 
bound, but who was heartily disliked 
by reason of his offensive persistence 
in seeking favors.

“Where do you want him sent?” the 
Senator was asked.

At this the Senator took a step or 
two to the center of the room, where 
stood a large globe. Putting one arm 
around it as far as he could reach, the 
Senator said:

I don’t know what locality my fin­
ger touches, but please send him 
there!”

Has Months of Work Ahead. 
Monroe, Oct. 23—The Monroe 

Stone Co. is running its plant to full 
capacity, but is somewhat hampered 
on account of the shortage of cars, 
although many orders are booked 
which will keep the company busy 
for several months to come. For the 
past month the company has been 
shipping stone to Indiana, it being 
readily gobbled up by the contract­
ors there on account of the stone be­
ing far superior to that quarried in 
Indiana, and the product being harder 
it is, therefore, better adapted for con­
crete work.
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Give Us Poor Devils a Chance
This is one of the greatest sayings ever made by Hubbard. If there is one word that is appropriate to use after the above 

1 »  thC T /  0PPf0 R T U N IT Y - O P PO R T U N IT Y  has made the Goulds, Vanderbilts, Rockefeller" and o th " rich men what 
they are to-day so far as wealth and influence are concerned. When the O P PO R T U N IT Y  presented itself they grasped i f  tak­
ing hold with a death like grip and putting forth all the energy they had at their command to make themselves what thev really 
are to-day. We offer you the same O PPO R T U N IT Y. Will you accept it or reject it? '

The American Investment and Development Company
was organized under the laws of the Territory of Arizona with a capital stock of $100,000 divided into 4,000 shares at $2S each 
We offer to you NOW the O P PO R T U N IT Y  to purehase some capital stock of this company at $a5 per share. This company
was organized for the purpose of buying and selling lands and townsites in the Great Southwest—buying in large tracts and sell­
ing in small tracts of eighty acres and up.

YoU know that investn'™ t m * e  world is safer than LAN D . Its value is increasing yearly as well as the demand. 
U U V ’w ' i U U  " U i n ™ ° rc aboUf ot,r proposition and would like to have you write us for our booklet entitled “ HOW  FOR- 

U N ES A R E  M ADE. This stock is sold on the following terms: 40 per cent, cash, 30 per cent, thirty days and 30 per cent, 
sixty days. We have a great co-operative company consisting of over 300 stockholders scattered in seven different states and 
seventy-five different cities and towns, and we expect to have 500 people working for us by January first.

We have already purchased over 4,000 city and town lots in thriving towns in Oklahoma.

O FF IC ER S.

C. E. Hadsell, Pres’t, Ft. Wayne, Ind. G. L. Bort, Vice-Pres’t, Ft. Wayne Ind
Jos. W. Putnam, Second Vice-Pres’t, Grand Rapids, Mich. C. J . Sanger, Secretary, Ft. Wayne, Ind.

I. G. Stafford, Treasurer, Ft. Wayne, Ind.

D IR ECTO RS.

G. L. Bort, Ft. Wayne, Ind., Lands and Town Sites.
C. J .  Sanger, Ft. Wayne, Ind., Corporation Correspondent.
I. G, Stafford, Ft. Wayne, Ind., Treasurer and General Manager 

Ft. Wayne Paper and Blank Book Co.
C. E. Hadsell, Ft. Wayne, Ind., Real Estate, Stocks and Bonds,

Director Ft. Wayne Paper and Blank Book Co.
A. I. Shepard, Plainwell, Mich., Cashier Citizens State Savings Bank.
Benjamin F. Harper, Washington, D. C., Chief Auditor War Department.
Jos. W. Putnam, Grand Rapids, Mich., Putnam Candy Co., Manufacturers.

A D V ISO R Y  BOARD.

Frank Ashbaucher, Bluffton, Ind., Clothier.
Henry P. Foglesang, Springport, Mich., Cashier Springport Banking Company.
Geo. E. Gage, Garrett, Ind., Att’y-at-Law.
H. G. Dyarman, Payne, O., Department Store.
M. E. Loehr, Claypool, Ind., Pres’t Claypool Lumber Co.
Henry F. Kase, Huntington, Ind., City Treasurer.
J. A. Shellhorn, Bloomville, O., Department Store.
E. O. Rose, Angola, Ind., Ex-Postmaster, Publisher Angola Magnet.
Henry Krick, Monroeville, Ind., General Merchandise.
Herman Kreuger, Kendallville, Ind., Capitalist.

Be sure and write us to-day. Address all communications to the

American Investment & Development Co.
Branch Office No. 101 Widdicomb Bldg., Grand Rapids, Mich.

Main Office Pt. Wayne, Ind., No. 302-303 Elektron Bide.
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tributed several hours’ time and sev­
eral dollars in money in dispensing 
hot coffee and sandwiches to the 
freezing firemen. Notwithstanding 
these facts, which are well known to 
the officers in question, the latter con­

tinue their nefarious methods, albeit 
they have brought upon themselves 
disgrace and ridicule by the persist­
ence with which they pursue theirSubscription Price —  ......- ..........

v an W°  do lla rs  p e r y e a r> Payable In a d -  campaign of revenge.
N o subsc rip tion  accep ted  un less a c -  I t  w ill b e  in te r e s t in g  to  n n te  ho«-com panied  by  a  s igned  o rd e r an d  th e  ! i ™ » w e s t i n g  to  n o te  h o w  |

p n c e  of th e  firs t y e a r’s  subscrip tion . lon& tile Board of Police and Fire
Without specific instructions to the con- Commissioners will cctc a ry  a ll su b sc rip tio n s  a re  con tinued  in - ssioners will permit these offi-

definitely. O rders to  d iscon tinue  m u s t I cers to continue to vent their person-

spite ° n decent whose
. “ " „ “ ■’‘“ „ n « , " " ' î i f a T l S  S i - g re a ,e S * 0 ff™ se is  t h a t  th e r  h a p p e n  
of issues a  y ea r o r m ore old, $1 . ’ to  o w n  a u to m o b ile s  a n d  p la c e  th e m

at the disposal of those in distress onE n te red  a t  th e  G rand  R apids Postoffice. 
E . A. STO W E, E d ito r. any and every occasion.

Wednesday, October 24, 1906_ _ _ ____________= = = = = ______ a d v e r t i s i n g  o u r  c i t y .
MEN W ITHOUT HEARTS 1 A df lly paper in this dty offers a 

r> prize for the best plan for advertis-by common consent there are times Ln„ n , „  . , , , l s, L mere are times mg Grand Rapids and does not say
when men are permitted to violate a word as to the make-up of the jury 
the laws of the road because they which is to decide upon the relative 
are acting in pursuance of the highest excellencies of such plans as may be 
instincts of humanity. The fireman submitted, 
on his way to a fire, the physician on j t l . .  . , ,
his way to the injured, the clergy- ™  !  woods are ful1 of advertising

...... *„ I experts or advertects, so to speak,
each one with his bent and prefer-

man on his way to administer the 
consolations of religion to the dying 
and the layman on a mission of

More than that there is hardly a 
city in the land which has not been 

I regularly wheedled into all sorts of

cnce, and, in addition to these, there
m ercy-all are permitted to travel on t f  °* individua's ^ 0 ,  them-
the public streets at a pace faster ^  adyert^ers, have their own ex- 

F penence back of their views on  thethan the legal limit in order that the | subject.
fire may be quenched, the injured 
may be relieved, the dying may pass 
awray in peace and the sufferer may j
receive needed attention. . ----  —

t, . . I illustrated books and special editions
It remains for the two Grand Rap- of this, that or the other publication 

ds automobile policemen to reverse mon.thly> weekly and dail Invari_’
the commonly accepted sentiment of ahlv in all of u ,PVP.V . . aDJ*> in ° f  these schemes there isc\ cry civilized commun 11v on thic I p ,
subieet A W  5 money for somebody and it is not

!  eeks ago tliey aP common for those who “ take space”
prehended a doctor who was h a sten -L  ,ocate returns o£ ade '  ^ ' 5
ing to attend a small child who was therefrom. ^equate value
suddenly taken with convulsions and „
last week a well-known citizen was , Therefore 5t is that whatever the 
arrested on a criminal warrant for beSt plan and p” ze wi.nner may be 
hurriedly taking a doctor and nurse r ”  tlie forthcoining competition, it 
in his automobile to the bedside Qf must .^e> above all, unique, with far- 
a man who was dangerously ill in the reachm= qualities and values which 
eastern part of the city. The situa- imPressive and permanent as
tion was fully explained to the offi-1 d ° Se second and third «» the race.

It is with no thought of influenc-cers, but they insisted on humiliating 
him to the utmost by compelling him 
to appear in court like 
criminal. He insisted on pleading 
guilty and paying a fine, but Judge 
Hess refused to accept the plea and 
dismissed the case, clearly showing 
that he possesses those instincts of 
humanity which raise the human 
above the level of the beast. It so 
happens that this man has incurred 
the ill-will of the policemen in ques­
tion by proving, to the satisfaction of 
the court, that they are not entirely 
trustworthy witnesses, and since that 
time he has been haunted day and 
night like a common criminal, not­
withstanding the fact that his services 
have always been at the command of 
the police and fire departments when­
ever required. A few nights ago he 
took the police detectives to a re­
mote part of the city on a hurry call 
from a woman who telephoned to 
headquarters that' her home was be­
ing invaded by burglars and during 
the conflagration in the Morse de­
partment store he voluntarily con-

....& ....... the jury—for juries never read
common | anything—that the Tradesman offers 

these suggestions. Rather would we 
beg the privilege of securing the serv­
ices,- exclusively, on a long-time con­
tract at a generous salary of the man 
or woman who, on such a basis as is 
suggested, wins the prize so freely 
offered.

The best advertisement thus far 
received by Grand Rapids is from the 
daily output of her industrial estab­
lishments—the furniture makers, the 
tool makers, the workers in w'oods 
and metals, the millers, tanners, print­
ers, book binders, boot and shoe mak­
ers, makers of clothing, crackers, ci­
gars, candy and carpet sweepers, and 
so on, through a long list of industrial 
versatility.

No city of its size has a better or 
larger industrial acquaintance with 
the wide, wide world than has Grand 
Rapids. And it will be a wondrous 
thing indeed when a plan is evolved 
which will even approximate the val­
ue of that advertisement

TRADESMAN VINDICATED. 
One of the first dairymen in the 

country to take up the clamor for 
“more over-run” two or three years ( 
ago was Colon C. Lillie, President | 
of the Coopersville (Mich.) Cream- j 
ery Co., President of the Michigan ! 
Dairymen’s Association and Deputy I 
Dairy and Food Commissioner of 
Michigan. Mr. Lillie—who is in sole 
charge of the dairy end of the Mich­
igan Food Department—instructed 
the State Dairy Inspectors to preach 
the doctrine of more moisture in the 
butter, in order that the dividends to 
both stockholders and patrons might 
be increased. Mr. Lillie’s campaign 
was strongly opposed by Prof. Clin­
ton D. Smith, Professor of Agricul­
ture at the State Agricultural Col­
lege, E. A. Stowe, editor of the Mich­
igan Tradesman and American 
Cheesemaker, and others, and the 
matter was made an issue at the 
last convention of the Michigan 
Dairymen’s Association, at which 
time several creamery owners sor­
rowfully admitted that they had de­
stroyed the reputation of their prod­
uct and practically ruined their busi­
ness by acting on the advice of the 
Dairy and Food Department.

In some way the Internal Revenue 
Department appears to have been 
made cognizant of the condition of 
affairs in Michigan and an Inspector 
from the Milwaukee district was sent 
into the State to investigate and re­
port. He happened to drop in on I 
the Coopersville Creamery Co. as the ' 
manager was shipping out a carload ! 
of goods and took samples at ran­
dom from the car. These samples j 
were sent to Washington for analy- j 
sis, as the result of which the Coop­
ersville Creamery Co. was peremp­
torily summoned to appear before the j 
Collector of Internal Revenue at 
Grand Rapids and fork over $1,620, 
being 10 cents per pound tax on 
14.700 pounds of butter, $100 special 
tax for May and June, which manu­
facturers of adulterated butter must 
pay, and $50 penalty because the tax 
was not paid within the proper time.

The money was paid over to the 
Government on Aug. 18 and now 
numerous other creamery operators 
who have been acting on Mr. Lillie’s 
advice and incorporating from 16 to 
24 per cent, of water in their butter 
are shaking in their boots for fear 
of being compelled to follow the ex­
ample of Mr. Lillie.

There is an old adage to the ef­
fect that chickens come home to 
roost. The adage finds an apt il­
lustration in the teachings and prac­
tices of Mr. Lillie and the penalty 
which followed.

At the last convention of the Mich­
igan Dairymen’s Association E. A. 
Stowe demanded of State Food 
Commissioner Bird the retirement of 
all the men in his Department who 
had contributed to the downfall of 
the reputation of Michigan butter. In 
the light of recent events, it is dif­
ficult to see how Mr. Bird can long­
er delay action in this matter.—Dairy 
News.

The Tradesman certainly owes its 
readers an apology for not sooner 
publishing the information given 
above, but it has been under an in­

junction of secrecy imposed by lo­
cal revenue officials for several weeks, 
which injunction is necessarily dis­
solved by the previous publication of 
the news in a dairy contemporary.

If the Tradesman required any vin­
dication on the position it voluntarily 
assumed a year or so ago on the sub­
ject of over-run and the fallacious 
teachings promulgated by the State 

j Dairy and Food Department, such 
j vindication is now at hand, because 
[the payment of $1,620 by the man 
I who stood sponsor for the false doc­
trine is a tacit acknowledgment of 
his guilt and amounts to an admis­
sion that he is responsible for the dis­
aster which has overtaken so many 
Michigan creameries by reason of 
their listening to the siren voice of 
Mr. Lillie and his associates and as­
sistants. The Tradesman has no per­
sonal grievance against Mr. Lillie, be­
cause it does not run a creamery and 
therefore has not suffered, either in 
reputation or pocketbook, by reason 
of his unfortunate attitude on this 
question. It regrets the circumstance 
and extends its sympathy to the 
stockholders of the Coopersville 
Creamery Co., who are thus deprived 
of a large amount of money which 
could otherwise be devoted to the 
payment of dividends or the expan­
sion of its business.

If State Dairy and Food Commis­
sioner Bird is an honest man he will 
promptly disavow the action of his 
assistants and immediately dispense 
with the services of every one who has 
been in any way responsible for the 

I calamity which has overtaken the 
creamery butter interests of Michi­
gan through the false teachings pro­
mulgated under the authority of the 
Department. The Tradesman has no 
idea that he will do this, however, be­
cause the men in question owe their 
positions solely to political influence 
and not to ability or merit or fitness 
for the work. They are necessary 
cogs in the political machine which 
is now in possession of the State’s 
affairs and can not be dispensed with 
at present. Mr. Bird is—unfortunate­
ly for Governor Warner—the warm 

j personal friend of the Executive and 
claims to be the man who made him 
Governor of Michigan. He is sent 
out from time to time to mend the 
fences and fix the conventions and 
promise the patronage. He is very 
successful in this line, as well as in 
manufacturing brick and building 
business blocks, but as a Food Com­
missioner he is the greatest fiasco in 
a long list of dismal failures.

The people of Michigan will never 
take any degree of pride in its Dairy 
and Food Department until it is di­
vorced from the mire of party poli­
tics and placed on a high plane of 
ability, efficiency and integrity.

According to the Baltimore News 
the latest fad in fancy diseases is the 
auto heart, caused by the sensation 
of riding swiftly after having perhaps 
for weeks confined oneself to seden­
tary and unexciting work. The auto 
wouldn’t be in style at all unless there 
were some disease connected with it 
that would make interesting conver­
sation.
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MUST BE PATIENT.

Worker May Lose By Changing 
Jobs.

He got sorer and sorer.” This re­
mark was applied to a youth who had 
just quit a big wholesale house where 
he had been employed for three years 
and gone to work for a big packing 
concern as stenographer. Before the 
young man went to the wholesale 
firm he had been employed by a big 
railroad company for four years. Why 
did he quit his first two places? He 
didn’t rise fast enough. Had he stay­
ed with the railroad another three 
months he would surely have been 
private secretary to a big official, and 
likely he will shortly find it would 
have paid him to have stayed with 
the wholesale house. But he allowed 
himself to get discontented with both 
concerns because his pay wasn’t 
raised with regularity, and he has 
climbed half way up three different 
flights of stairs, while success was at 
the top of the first two flights if he 
had only been willing to wait.

A few days ago the writer was sit­
ting on one of the chairs for visitors 
of a big wholesale house, waiting to 
see the manager. It was 5:45 p. m., 
and the employes were being paid. 
“Where do they pay you?” was the 
question of one youth. Getting no 
answer, the boy volunteered the in­
formation that he was quitting the 
firm and waiting for his pay envelope. 
Treat you like dogs,” heobserved. 

“Work you from 8 to 6, no half days 
off on Saturday, and only give you 
50 cents supper money for three 
hours’ overtime. Only been here ten 
days, but that’s long enough for me.”

Maybe that youth will walk around 
for a couple of hours and find a firm 
waiting for him with open arms of 
welcome. Maybe they’ll sympathize 
with the hardships he has passed 
through, promise never to work him 
hard or after 5 or 6 o’clock at night, 
and contract to give him an advance 
every three months—maybe.

“It’s strange how little patience 
some commercial workers possess,” 
observed the credit man of a big job­
bing house. “ I remember getting a 
country youth a job with one of the 
biggest wholesale houses in this city 
a few months ago at a fair salary.
A few months later he came around 
to me and said he was sick of work­
ing for that firm. There was ab­
solutely no sign of advancement. 
Why,’ I said to him in surprise, ‘how 
much do you know of the work which 
goes through your department? You 
can’t even have mastered half of that, 
let alone knowing all the business ot 
the house. Frankly, I couldn't rec­
ommend you to the heads of this 
firm. You’ll get the advancement 
fast enough as soon as you are worthy 
of it. Go back and dig.’ He went 
back with a little more wisdom.

‘ I don’t think college men are as 
good stickers as those who start in 
young with the house. I see a lot ot 
them here every year—bright young 
fellows, with faces which indisputably 
show the possession of good brains, 
and yet few of them stay long enough 
with us to enable the heads ot the 
firm to get confidence in them. It’s

9
the same with many young men who 
start in here at 22 or 23. They leave 
after staying six months or a year 
We can’t advance them fast enough 1- 
suit them. It’s generally ditteren* 
with the boy who starts in at t’ 
bottom. Usually he’s wise to the fact 
that as soon as the house gets ac­
quainted with his merits he is ad­
vanced accordingly. He knows it de 
pends on himself how fast he climbs. 
Now, I started here young indeed— 
came in at the ‘back door,’ you might 
say, at a few dollars per week. Each 
year, however, I ’ve climbed further 
up the ladder, with few setbacks.”

There are few soft snaps, and men 
in general have to well earn their 
money, but what does the employe 
gain by needless kicking? One man 
is anxious to leave because he doesn't 
like the rules, another finds the hours 
a little too long; others object to 
working Saturday afternoons. A 
great many workers don’t get ad­
vanced fast enough and often enough 
to suit their fancy, and many find the 
work monotonous and would like to 
get on the road.” The truth is that 
there is a mighty army of “soreheads” 
in the city, and they succeed in get­
ting the most disagreeable jobs 
through continually changing around, 
instead of falling in line with modern 
conditions.

Perhaps not less than one-half of 
the workers in big cities are em­
ployed by gigantic firms who find it 
absolutely essential to put in a gi­
gantic system to keep tab on the 
work which the vast human machine, 
week in, week out, grinds out. It is 
often impossible for the man who 
starts in with a big concern to un­
derstand why the number of letters 
he dictates and invoices he makes out 
are carefully entered up in a book. 
Likewise he often thinks that punch­
ing a clock so that track may be kept 
of his time is humiliating. He for­
gets that the company can only judge 
him by direct results. Obviously it 
can not be entered on the record that 
some days he is feeling sick, has a 
headache, or experienced a setback, 
etc. It is the average amount of 
w-ork he does that the concern wants 
to know, and the employe should re­
member that fact. A good thing for 
the employe to do is to put himself 
in his employer’s place occasionally.
It he were in his master’s place, 
would he not want a check on the 
work of his clerks? It is manifestly 
impossible for the head of a large 
house to know every man or woman 
individually.

It sometimes occurs that the work­
er is under some petty tyrant who 
takes a delight in showing his author­
ity. Here again there is occasion for 
laying up a grouch, but the wise em­
ploye remembers that what can’t be 
cured must be endured, and useless 
“soreheadedness” and “back talk” 
only make matters worse.

There is no doubt that many pri­
vates in the ranks of big concerns 
have much to bear, and it would 
seem to the policy of the big houses 
to remove all needless restrictions, 
making things as easy as possible for 
men and women at the bottom of the 
ladder. One worker for a big con­
cern was expected to turn out a large

number of letters every day, and yet 
the girls to whom he dictated the let­
ters were so ignorant of shorthand 
that he had to redictate 40 per cent, 
of his mail to make sense out of his 
correspondence. That was not all. 
The force of girl stenographers were 
under the charge of a woman to 
whom it was necessary to apply to se­
cure the services of a girl. One day 
the man had to get a letter out in a 
hurry and called to one of the steno­
graphers. This was against the rules; 
he should have applied to the head 
woman. However, she got even and 
asserted her dignity and authority 
by henceforth giving him the poorest 
stenographer in the whole “ bunch.” 
This was kept up for a week, until 
headquarters demanded an explana­
tion from the man as to his decreas­
ing output of work. Perhaps foolish­
ly, he told the truth, and the “boss” 
of the stenographers again got sore 
on him for complaining as to her 
methods. Trouble ensued, and he is 
now looking for another job. This 
eems to be driving system a little 

too far.

However, there are generally few 
obstacles which a man of grit and de­
termination can not overcome. Gen­
erally he will only have to remain at 
the bottom of the ladder under a 
small tyrant until his ability is prov­
en, and he is given more important 
work to do. But the employe often 
loses his temper and patience. He 
doesn t recognize the fact, but nev­
ertheless he is refusing to pay the 
price of success. One part of the 
payment is an infinite amount of pa­
tience-patience to swallow many 
things one naturally doesn’t like, 
t's no use grumbling. That’s futile. 

Hard words said about the concern 
generally find their way to the heads 
of the firm. The worker should re­
member the adage in the British 
navy: “ You can think what you like, 
but you musn’t speak it out loud.” 

Patience is the virtue which mod­
ern conditions demand that the fu­
ture successful man add to his list of 
virtues. There is little account of it 
in the latest books on the quickest 
way to succeed; but in 1906 it is 
highly important that a man be will­
ing to bide his time, and learn how to 
take his gruel like a man—neither be­
ing a whiner nor a quitter. To the 
man of grim determination and a set 
inspiration to overcome all hindrances

the mean practices and petty vil­
lainies of the swelled upstart present 
but a paltry obstacle. Only he must 
not forget that these things lie in his 
path, and in laying out plans to forge 
ahead, it will be well for the young 
man to carefully study the ground 
that lies before him.

If a man honestly feels that he 
can not endure the burden of system 
which obtains in many big houses, it 
will be well for him to avoid them 
and turn his attention to the smaller 
concerns, where the boss has a bright 
eye fixed on all the promising youths 
in sight, and won’t allow any tyranny, 
because he is going to attend to the 
“ bossing” end of it himself, and gen­
erally he is too wise to hurt a good 
man s feelings just because he has a 
poor liver or indigestion, or wants to 
show his authority, though this some­
times occurs. Even with the small 
firm the worker had better look out 
for breakers ahead.

The worker should beware of the 
fatal habit of continually changing 
around. Good work and patient mer­
it tell anywhere. They are always 
at a premium, but attempting to try 
too many different routes to success 
is generally fatal. George Brett.

A Mountain of Iron Ore.
To counteract the impression that 

is industriously being created in some 
I quarters that the world’s supply of 
I iron ore is in the way of being ex­
hausted, attention may be called to 
one of the exceptionally large and 
rich deposits of this invaluable ore 
at present existing in the world. This 
is the famous Erzberg, about ninety 
miles southwest of Vienna, in the 
Austrian duchy of Styria. It is in 
the center of the great iron mining 
region'of Austria and around it smoke 
many blast furnaces, all of them fed 
by the ore which this mountain sup­
plies, for the Erzberg is a mass of 
solid iron ore more than 5.000 feet 
in height. The ore is extremely rich 
and yields from 35 to 45 per cent, of 
pure iron. This is the largest solid 
mass of iron ore rising in the form 
of a mountain that has been discov­
ered in the world. At the present 
rate of consumption it is estimated 
that it will last a full thousand 
years.

The girl with light hair is always 
afraid people won’t think it is nat­
ural.

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 CORNER CLUB. ; handed up a scrap of paper and the j

| chair put on hi:5 glasses.
The Usual Saturday Evening Cir- 1 “ I find this to be a conund:rum,” he

Written for tt
cus. ! said. "I presuntie the bo>- heard it jie Tradesman. 1 down on Canal street. It is this i :

The red-lleaded butcher, w hose ; ‘Why should al1 pretty gir Is who
meat shop is next door to the cc>rner | work for a liviiig be canneii?’ Can- |
groceiry where the Club meets, pre- j ned, the chair ini orms the dulI-headed |
semec1 the following preamble and members, is school bov- for fired, dis- j
resolunon when the C lu b  se ttled !charged, let out Now, whv’ should |
down to bu:im e s s  Samirday nigii t : j all pretty girls ’who work for a liv- 1

" Y \  1tie r e a s --Married rnen live iong- ! ing be canned?’
er than sing Ie men; and “ Because thev- are peaches! ”  roared 1

U  Jaereas--A large p'er cent, oi: the ¡the butcher. "And now, if the in- •
male ]popularion don t 1know what is mates of this asylum will remain
good for the:m; therefoire be it quiet I ’d like to speak to tblis reso- j

“ Resolved--That badlelors be re- ¡ lution.”
quired! to paty in to tlie State one- "The butcher \vill take a rest,” said 1half 01 t r ie i r annual :nc<>me, the stame ; the chair. “ When a man comes before !to be expended in carinig for am::able •this Club as the defender of the in - j
old m;aids wi¿0 never had a chance to : terests of the fair sex he’s got to ji i i a n  v suggest some better idea than to pun-

The ■s was on his feet ii1 an ish men for not marking ’em. This i '

hired man. She earns fifteen per run- porter,
nmg a real estate office for a man j Written for the Tradesman, 
who thinks he is the boss there. She j It is recognized by most people 
always has money in her clothes, and that the honest, fearless and clean 
ambles down the street with a ten newspaper and trade journal are here 
dollar hat cocked over one ear. If | to stay and that the business of re- 
the chair never did but one good porting is legitimate and honorable, 
thing in his life it was when he left Still, the reporter finds every day 
that woman alone and prevented her | on his rounds very clear evidences

that the average business man has

1 he resolution :s ft 
fool proposition,’’ he s 
men do not live longe 
men. It c

nded on a 
d. •'•’Married 
thin single 

seems longer."
'What I object to in resolu-

tion, said the mechanic, u{is the man-
ner of disposing oi the momejr. There
would be no one to receive the benefit
of the tax/*

“ I might have added siss>'-bo3'
scnool teachers,' said the butcher.

"\o u  provide for using the fund 
in support of amiable old maids who 
have never had a chance to marry,” 
continued the teacher. “Now, in the 
first place, there are no amiable old 
maids. In the second place, no old 
maid, amiable or otherwise, would ad­
mit, even for the purpose of sharing 
the money, that she had never had 
a chance to marry. I move the reso­
lution be consigned to the pickle bar­
rel.”

“ I second the motion,” roared Mr. 
Easy. “ Every crank who gets away 
from his keeper for an hour or two 
set* to figuring on taxing incomes.”

The butcher arose from the cracker 
barrel where he had been sitting and 
moved toward the last speaker, blood 
in his eye.

“The butcher will take his seat,” i 
said the chairman, “ and the delivery j 
boy will open the alley door and in- ! 
troduce the dog. If there’s going to j 
be a personal argument here the j 
store insists on being represented.”

The butcher, who knew the gro­
cer’s dog, returned to his chair. After 
opening the door the delivery boy j 
returned to his bag of beans and j 
busied himself with a stub pencil 
and a piece of wrapping paper.

“The resolution is the limit,” de­
clared the chairman. “ It supposes | 
that every lunk-headed, lantern-jaw- | 
ed, round-shouldered fool of a man 
can get married if he wants to. To j 
tax bachelors, as such, would be like j 
taxing a man for being cross-eyed. 
After the insane asylum had been 
emptied of the old maids a lot of 
bachelors would have the time of 
their lives finding a wife. The Sec­
retary will kindly pass up the com- j 
munication from the delivery boy.”

The shoemaker, who once solicited 
want advertisements for a Christmas 
almanac, and was in consequence re- | 
garded by members of the Club as a 
literary man of great prominence,

notion that a woman steps into Eden 
when she marries is all rot. \\ ho gets 
up in the night with the baby at your 
house, butcher?”

“ I couldn t tell what ailed the baby 
if I did get up and prance around in 
my night shirt,”  declared the butcher.

"And so wifey gets up and walks 
the floor with the Equaling kid until 
her back doubles up like a burnt 
bootr Well, who builds the fire in the 
kitchen range, butcher?”

“ That’s m3- own affair,”  how-led the 
butcher.

‘W ho brings in the kindlings, and 
puts out the clothes line when the 
snow is a rod deep, and lugs in coal

making a fool of herself. She’d look 
about like the teacher looks after a 
whirl if she had lived with an old 
sinner like me all these years. When­
ever 3-0U see an old bachelor you may 
know that some woman has been 
spared a lot of trouble.”

“ That's true in your case, anyway,” 
roared the butcher. “ What has be­
come of my resolution? I suppose we 
meet here to hear the chair’s notions 
of fool theories. You can’t keep me 
down.”

"And now,” continued the chair­
man, “ if the shoemaker will throw 
the butcher out into the alley the 
chair will follow- and convince him 
of the justice of his remarks.”

The delivery boy opened the alley 
door and the butcher shot out like 
lead out of a gun. Then the boy 
closed and locked the door.

“ On the whole,” continued the 
chair, “ the consensus of opinion 
seems to be that the butcher can 
reason it out for himself if given 
time enough in the solitude of the 
al!e\-. His resolution will be for­
warded to the rag mill. Any old time 
a man wishes to commit this or­

little conception of newspaper work.
The business man, without giving 

any special thought to the matter, 
supposes that the reporter is after 
a crime, scandal, sensation or some­
thing big—this or nothing—so his 
stereotyped reply to the news gath­
erer is “ no news” or “nothing do­
ing.” For the business man’s sake 
this ought not to be. I am not ad­
vising rushing into print on the slight­
est provocation, but I am convinced 
that in most of the legitimate lines 
of trade material help would come 
from “ cultivating” the newspaper men 
and giving more study to the ways 
and means of filling the papers.

The daily newspapers of Grand 
Rapids and of all the larger cities 
now employ men regularly to cover 
the “ business beat” and these report­
ers quickly learn in their skirmish 
work where to look for frost and 
where to expect warmth and the little 
item, which is received just as thank­
fully as the sensation would be. So 
in a short time the reporter forms a 
path of travel, not necessarily a rut, 
for he is human and likes to go to

stove when that red- J  Sanizat>on to the theory that a worn- places where he is assured a welcometor the parlor
headed clerk of yours calls on Marion 

igusta? Who has two freckled-
an needs a man to see that she gets 
enough to eat and wear, he

faced girls clawing at her skirts when ! !ock-steP into the alley.”
she is doing her work, and when she 
goes calling? Your wife does, butch­
er, and what she gets for it isn’t 
enough to dress her decently. One- 
e\*ed Sall3r Meakers earns more in 
eight hours a day down at the can­
ning factor\\”

“ You’ll get a punch in the face if 
you bring my family affairs into the 
argument,”  roared the butcher.

“ If one of the members will k’ndly 
assist the dog in holding the butcher | * 
until the conclusion of the chair’:

“ If you had a shsnarp nose with hair j to stay in the “ beat” very lon0 
a ,TaiCe, lik? a Steam CaIiope Iless they happen to be in public office

or high position.

and the greatest assistance in his line 
ets the j of work. Men who never have anv 

news for the reporters are not likely
un-

you’d be all right for a woman's 
rights lecturer,” said the teacher.

“The resolution having now been 
disposed of,” said the chair, “ the 
Club will adjourn for one week.” 

“ But the resolution—”
The delivery boy cut short the 

teacher s remarks by turning out the 
gas, and the chairman dodged around 
the corner just in time to see the 

| butcher sneaking up with a club in 
his fist. Alfred B. Tozer.marks, the scrap will be pulled off 

in the alley,” said the grocer. “ The 
chair is interested in this subject. He 
has often observed that the fellows 
who want to see some man with an 
in-growing income supporting a wife 
are the ones who make a great show­
ing of helping a woman across an 
inch of muddy street or up on a 
car step and lie on their backs at 
home while their wives split the 
wood. If the butcher makes another 
threatening motion at the chair some­
thing will drop where he sits.”

“ It is a fine thing for some woman 
that you never married!” shouted the
butcher, who was being held down corn in his crib and none m yours it 
by the druggist, who weighs two -

The Indian a Socialist.
The Indian is a socialist. He prob­

ably would not recognize his senti­
ment by that name, but it is true, 
nevertheless, and he represents so­
cialism in the fullest sense of the 
term. The Indian believes in co- 
ownership of all necessities of life, 
even to the land itself. He further 
believes that so long as there is any­
thing to divide it should be divided 
freely and equally. In his natural 
state the Indian believes that if you 
have food in your house and he has 
none you should divide. If there is

hundred pounds and once entered the 
prize ring—to collect a bill.

“The chair once meditated matri- 
mony,” said the chair, “but the ques­
tion was reconsidered before it came 
to vote. The chair became conva­
lescent after spending a year’s income 
on ice cream and perfume. The dear 
creatures of his dreams is here yet. 
She has cheeks like winter apples,

is his duty to divide with you. If 
this you refuse to do you are not a 
friend of his. The socialistic princi­
ple has been imbedded in the Indian 
life as long as there has been tribal 
existence in America, and it is still 
extant in the Five Civilized Tribes, 
where the Indian has not become 
fully naturalized in the white man’s 
way and forgotten the ways of his 
ancestors.

A few of the business men of 
Grand Rapids—you can almost count 
them on the fingers of one hand— 
prosperous men with duties crowding 
into every moment of their time, are 
ready to give liberally of their time 
and friendship to the newspaper writ­
ers every time they call. And the 
decent reporter wotild do almost any­
thing in the world that is honorable 
for these people. The average re­
porter is loyal to the core to his 
friends and would sooner loose his 
head than betray confidence reposed 
in him. He can be trusted fully. 
The man who treats him like a dog 
often finds that the dog has fangs.

Business men of all others should 
banish from their minds at once the 
thought, if they ever entertained it, 
that all reporters are sneaks, and 
treat them honestly. By giving some 
thought to the matter it will be found 
by the merchant, the manufacturer 
and others that a large amount of 
legitimate news to their advantage 
may be given out to the papers during 
the year, and that it pays to “ culti­
vate” the reporters.

Almond Griffin.

Working Him for a Present.
“ George, dear,” said the young 

wife, “you are growing handsomer 
every day.”

“ Yes, darling,” replied the knowing 
George. “ It’s a way I have just be­
fore your birthday.”



Send Us Your Orders on

Holiday Goods
A complete exhibition is pre­
sented for your convenient 
and quick selection in our

Large Fall Catalog
Copy for the asking—to dealers only

Whether you need a complete 
stock, or desire only to “fill 
in,” we are prepared to satisfy 
your every want.

Prices are Right and Goods Guaranteed

No time to lose. Send for 
Catalog at once.

Lyon B ro th ers
Hadison, flark et and flonroe Streets

Chicago
Largest W holesalers of General M erchandise in America 
W e Sell to Dealers Only



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

Bill Snodgrass on Shoe Trade Phi­
losophy.

The Martima ville: Hydraul ic Milling
Comp,any’s piant ]is one of the most
conspiCHOIIS business inti.-rests of
-Martmsvil le. It Sitanas on the sue of
the old d;am wliich was w;ished out
in ’88. 1 'he new dam is a solidly
built strueture whi ch st retellles across
the rh’er c>n a c u n re, with its arch up
streami. Iti; heiigln is sufficierit to back
the water lor a mi le up sire.am, while
the waH e r supi >!y afiords motive pow-
er for the mill perlhaps on ain average
eight months out of twelve.

Just below the dam there is a deep, 
irregular shaped pool scooped out of 
the bed of the river by the force of 
water tumbling over the dam. The 
habitues of Martinsville call it the 
Alii! Pond. It is a favorite rendez­

vous for bass, perch and channel 
cats.

It was my good fortune recently 
to spend an afternoon with Bill Snod­
grass and Pete Shivers at the Mar­
tinsville Mill Pond.” Pete, whose 
long legs specially qualify him for 
aquatic pursuits, secured for us dur- 
ing the morning a generous supply of 
soft craws and a fine basket of steel- 
back and black chub minnows. Along 
about 2 o’clock in the afternoon Bill 
and I strolled down to the river. We j 
found Pete comfortably seated on

; ledge of limestone overlooking the 
pool, his long legs swinging over its 

| hmpid depths, and his pipe sending 
j out wreaths of fleecy smoke.
| Pete am t no shakes ier looks,” 
j observed Bill, “ but he shore does go 
j in ier comfort.”

W ith his corduroy trousers, his blue 
j cotton shirt, his red bandanna hand­
kerchief tied about his neck and his 

j voluminous shock of yellowish hair 
| crowned, but not concealed, by a 
j broad-brimmed stray hat—Pete’s col- 
jor scheme constituted a factor in the 
| landscape.

Bill Snodgrass never hurries. He’s 
, too much of a philosopher for haste.
| -Although I jointed and threaded my 
iteel rod, put on a snooded hook, and 

j losse(i a gamey steelback into what 
I judged to be the likeliest place in 

| that pool of swirling water fully two 
j minutes before Bill was ready for I 
| fishing, he drew the first blood.

“Sort o’ feelin’ uv you, ain’t he, j 
S Bill?” asked Pete.

“ B’lieve he is, Pete.”
"W hut is it, Bill; a chann’l cat?” 
“Jedgin’ frum th’ wey he bites, 

think he’s a blue cat, Pete.” And sure 
enough when Bill struck his fish and 
brought him in, it was a blue cat. I 

“ There’s a lot uv human nat’re in I 
a fish, observed Bill. ‘‘Now take fer I 
example this here blue cat that kept j 
a-hankerin’ ’round fer thet craw till j 
he got into trouble. Some fellers is i 
just like thet. They’re always a-hunt- j 
in’ trouble, and bimeby they find it. j 

“ I recken you have seed a lot uv 
°hoe men whut got mixed up

■ not so much accidental-like

but because they ’peared to go out 
! a-iookin’ fer it.

“ The young clerk that moons about 
| after night seein’ the elephant, an’
| a-paintin’ the town in autumn hues,
| he s huntin’ trouble. He's a whole 
| lot more apt ter wake up with a 
| bunch uv trouble than he is ter find 
| hisself raised to the dignity uv pro- 
prieter.

f hen the way fish takes hold uv 
j a bait is a sort uv object-lesson in 
| the ways uv men t’wards business 
| proposishuns. Take this here ole 
j blue cat ez an illustration. He tuk 
j on mighty gingerly et fust. Hed to 
j »niell uv thet old peeler, an- nose 
about him, an’ satisfy hisself thet the 

I thing wuz a shore enough peeler an’ 
a good thing fer a catfish ter find 

! hisself on the outside uv. Recollect- j 
jin that a fish ain’t got no way uv j 
j knowin’ about a carefully concealed j 
j hook, looks like thet ole chap orter I 
j hey knowed et the fust whiff thet j 
j thet crawfish wuz a crawfish. An’ be- 
j in ez he wuz a catfish with a nat’ral 
born weakness fer craws, an’ know­
in ez he orto hev knowed, thet he 
needed a craw in hiz constitushun— 
wnut wuz the use o’ delayin’ the I 
matter? Why in thunder didn’t he I 
take hold uv it an’ be done with it, er I 
git out uv the way an’ let some other j 
cat take hold whut wanted ter take 
hold? But no; he jist nosed an’ nosed I 
an procrastinated connectin’ up with 
a toothsome proposishun.

Thet s jist like it is with some 
shoe merchants fer all the world. You 
come ’round with a line uv shoes that 

ir trade-winners; jist whut the peo­

ple is a wantin’; jist the kind uv s,tufl 
I thet looks good and is good; hez style 
an’ go an’ all thet. When y ’r man 
looks over y ’r samples he knows he's 

I a-frontin’ the real thing, and no git- 
tin’ ’round thet. An’ he knows, too, 

I that he needs the goods; thet his 
j saleable lines is broken into, so thet 
I he’ll jist hev to make some sort uv 
I a move purty soon; but still he hangs 
| fire. He’s the sort uv a feller whut 
smells around like thet ole catfish. He 

j lets on ez though you wuz a-stickin’ 
him; ez though you hed somethin’

I up y r sleeve. He tries to create the 
| impression thet lie’s wise above meas- 
| ure. Bimeby when he’z chawed the 
j rag to his heart’s content, he takes J hold. But in the meantime y ’r pa- 
i tience is all petered out.

“ Now take thet bass thet Pete jist 
I caught (an’, by the way, Pete, give 
j the next one jist a leetle more time,
I wonder you hedn’t missed ’im) lie’s 
ja fish that shows dash an’ vim an’ 
pluck. If a thing looks good to him 
he snaps it up. No tomfoolin’ about 
it fer him. He knows a good propo­
sishun when he sees it; an’ if he kin 
use it in his biziness, the goes aft­
er it.

“ I like ter see a biziness man like 
thet. Give me a feller with dash—a 
feller what ain’t everlastin’ly shirk­
in’ an’ dawdlin’ an’ bluffin’ an' 
a-makin' ez if he wuz a-goin’ to— 
but never does. The very foundashun 
uv merchandisin’ is laid on risk. You­
’ve jist got to take chances. Buyin’ 
shoes is nothin’ more nor less then 
bettin’ on yer judgment. Alongside 
iv the opportunity of makin’ a dollar

Beacon Falls

" T W

The Best 
The Second Best

Next to the Poorest 
The Poorest

W E  aim to keep in the first class as manufacturers and we seek alliances only with

. d1' aI' rS , i the first dass; because Beacon Falls rubbers do not appeal to either 
e dealer or the consumer who is looking for something cheap and shoddy. I f  you

want goods which will give both yourself and your customer satisfaction, handle rub­
bers of standard quality and uniform excellence. If  you wish to retain your old cus­
tomers and attract new ones by the merit and staying qualities of your goods secure
the agency of Beacon Falls rubbers and retain control of that brand so long as 
you remain in business. 8

Beacon Falls Rubber Shoe Co.
Not in a  T rust 2d6 Monroe S t ,  Chicago
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in the shoe biziness lies the possi­
bility uv losin’ one; thar ain’t no 
sit tin round that. Caution an’ pru­
dence air a good thing up to a cer­
tain pint, but after tliet they air a 
drawback an’ a hindrance.

“ Now take Tom Conrad down here 
fer example. Tom is a good sort o’ 
feller in many ways, an’ Tom ain’t 
got no better friend in Martinsville 
than ole Bill Snodgrass; but I tell 
Tom he could be makin’ dollars whar 
he’s makin’ dimes. Tom is too ever- 
lastin’ consarvative. Thar’s a whole 
passel uv young bucks down here 
whut wants patent leather shoes an’ 
creased pants. They’re gwine ter 
have ’em. If they can’t git ’em here 
they’ll go to Cynthianne after ’em. 
Why don’t Tom keep ’em in stock? 
He s afeard. I tell Tom thet, an’ he 
admits thet it is so. He don’t git 
the stuff ’case he’s afeard that his 
profits ’ll run into dead stock. Uv 
course ’twouldn’t be the part uv wis­
dom fer him to buy all the factory’s 
output uv goatskin pumps an’ sporty 
torpedo toes. But ez I tell him, he 
wouldn’t hev to git everythin’ goin’ 
in the line uv narrow lasts an’ high 
grade qualities; but he orto put in a 
small line uv medium grade patent 
leathers in sinsible styles. He could 
sell three or four dozen uv ’em dur- 
in’ the season, an’ if he should hap­
pen to have two or three pairs left 
over, they’d keep; er if he wuz de­
termined to git rid uv ’em, he could 
cut the price a leetle an’ clean ’em 
out without a bit uv trouble.

“ Uv course I don’t think it’s a good 
plan fer any one dealer to try ter 
monoperliize novelties. It may be a 
purty good plan to let a whole passel 
uv them freak-styles to go by the 
board. They air jisit a leetle onsar- 
t’in. But when all’s said thet can be 
said on the score uv consarvatism, the 
fact remains thet a feller hez jist got 
to take chances. Accordin’ ez it ap­
pears to me, it’s a whole lot better 
to clean out a bunch uv odds an’ ends 
at a sacrifice than it is to obsarve all 
the fat profits an’ rich pickin’« a-go- 
in into the other feller’s till.

'The trouble with Tom, when it 
comes to the shoe end uv biz bizi­
ness (an’ T reckon it’s a trouble thet 
you find purty often even in the big 
places) iz thet he don’t see any way 
of improvin’ the biziness. He’s got 
sorter set an’ fixed in hiz ways. He’s 
content to hold the same old trade 
he’s always hed, an’ feels sort o’ 
squeemish about branchin’ out. Now 
a feller orto be a growdn’, a-branchin’ 
out, an’ a-fetchin’ in new biziness.

“ It’s purty much the kind uv water 
whut a fish lives in thet accounts for 
his gamey qualities. The old mud 
cat likes dead water; he wants to be 
whar it’s still an’ shady an’ cool. 
But the bass likes the runnin’ water. 
He hankers after the music uv the 
ripples. He likes to be whar things 
air doin’. If a shoe dealer makes a 
success uv his biziness, he’s got ter 
git out into the currents uv trade. 
The music uv competishun ought to 
appeal to him.

“An’ he orto be willin’ to larn— 
even if the infermashun comes from 
a clerk—especially when the lamin’ 
is to hiz advantage.

“ Now thet wu? 3 mighty promisin’

strike I got jist then, wasn’t it, Pete?
Seems to hev changed hiz mind 

all uv a sudden.
“ Customers cornin’ in shoe stores 

sometimes do jist thet way. They 
look like they wuz a-goin’ to take 
hold, but they don’t; they change 
their min an’ go out without buyin’ 
anythin’, maybe tellin’ you they’ll 
come back again after a while, er ter- 
morrow.

“ Now thar ain’t any use to quarrel 
with a fish ’case he don’t swallow the 
bait. You don’t do the fish no hurt; 
you’re just spilin’ yer temper an’ the 
day’s sport. Thet minner’s all right, 
an’ a mighty nice morsel fer a hun­
gry fish. Another one will come 
along purty soon, an’ like ez not this 
very minner’ll land ’im.

“ So it ’pears to me there ain’t no 
use uv gittin’ worritt ’ca’se you can’t 
sell everybody a pair uv shoes thet 
comes into yer store. Some folks 
has queer feet an’ others has queer 
heads, an’ accordin’ ez I have obsarv- 
ed, you’ve got to fet a feller’s head 
and feet both ’fore you can deliver 
the goods. Well, you can’t always 
do it. But if you can’t you can’t; so 
you’d just better keep cool an’ pleas­
ant an’ good-natured; an’ maybe the 
next feller thet comes in ’ill be your 
man.

“ Some folks sez thet success in 
fishin’ is due to whut they call ‘good 
luc’. I ’m here to say it ain’t so. The 
reason some folks catch fish an’ 
others don't is ’ca’se some hez made 
a study uv it an’ others ain’t. Thar 
air times and places an’ kinds uv bait 
to be taken into considerashun. Much 
depends on how you* go after a fish 
ez to whether er not you’re gwinter 
git ’im. Whut’s true uv fishin’ is true 
of retailin’ shoes. It ain’t luck, it’s 
knowledge and hustle and downright 
good common sense thet accounts fer 
increasin’ profits an’ enlargin’ bizi­
ness.”—Cid McKay in Boot and Shoe 
Recorder.

Woman’s Importunity. 
Meeting a negro, a certain Southern 

gentleman asked him how he was get­
ting on.

The negro assumed a troubled lo<->k 
and replied.

“Oh, so far’s physically goes, I ’m 
all right; but I sure do have ma 
troubles wif ma wife.”

“Well, Sam, I ’m sorry to hear that. 
What seems to be the matter?”

“She s thinks money grows on trees, 
I reckon. All de time she keeps 
pesterin’ me foh pinch o’ change If 
it ain’t a dollah it’s a half or quahtah 
she wants.”

“What on earth does she do with 
the money?”

“ I dunno. Ain’t nevah give her 
none yet.”

As It Should Be.
Mrs. Urban—I found an egg in the 

coal bin this morning.
Urban—In the coal bin! That’s a 

queer place for a hen to lay!
Mrs. Urban—Well, you ought to 

be glad of it.
Urban—And why, pray?
Mrs. Urban—Because if the hens 

lay in the coal you won’t have to 
buy any this winter.

Economy Comfort

Wear
Why do men who do hard, 

rough work of all kinds prefer shoes 
branded with our trade-mark?

Because they are made of 
the right sort of leather over lasts 
that insure absolute comfort; and 
because they are made up into 
practical, good looking, common 
sense styles.

They combine economy, com­

fort and the best of wear.

Rindge, Kalmbach, Logie & C o., Ltd. 
Grand Rapids, Mich.

A R I S T O  (glazed) C O L T
As Tough as Bessem er Steel

It has the superior qualities of a Kid Skin, namely: pliability, a 
smooth, bright finish, but it will not bark or peal like a kid or goat 
skin. Made on our Rockford last, it is a dress shoe with a remarkable 
amount of wearing quality.

Write for sample pair Bal. or Blucher.

H IRTH -KRAU SE CO.
Shoe M anufacturers Grand Rapids, Mich.
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AMBITIOUS GIRL.

She Works, Boards Herself and Saves 
Wages.

W ritten  fo r th e  T radesm an .
“ Yes, it’s rather hard to work in an 

office all day long and board your­
self and take care of your own room, 
too,” remarked a girl who is one of 
the vast Army of the Employed.

‘ Every night I set my alarm clock 
to ring at fifteen minutes of 5. 1
have to be at my place of work at 
exactly 8 o'clock. It takes me just 
twenty minutes to walk there if I 
take it leisurely. I can make the 
distance in fifteen minutes if I hus­
tle, and I have got over the ground 
in eleven. But that was almost on a 
run, and I rather give myself the 
third of an hour and enjoy my walk. 
I go to work by different routes and 
that breaks the monotony of the jour­
ney.

“ I have a nice big room with four 
large windows—two west, one south 
and one north. I get the full benefit 
of the prevailing west or southwester­
ly wind and have a good view of the 
sunsets. My room is a back one in 
a Clinton street residence, and I have 
a fine outlook of the valley and up 
and down the river. The people 
where I live took me to their hearts 
at once and are unfailingly kind—a 
mother and two daughters. I could 
not have found more amiable people 
to get along with. The rent I have 
exceedingly reasonable—much cheap­
er, in fact, than the room is worth.

I a door of which I reach my room, 
j I am very’ fond of milk, and buy a 
| pint of it every day. I eat bread and 
i milk at noon, generally—not much 
j else. I buy my bread of my land- 
| ladj’—she makes it fresh twice a 
j week—and it is certainly as good 
tasting bread as a queen could ask
for. She often calls to me, when 1
am getting my pint ouit of the re­
frigerator, and says to wait a sec-
ond—that she has a little pie for

| me, or some cookies or doughnuts,
S or some meat or fruit—she is so very 
| k:nd I can never repay her. Then,
| too, she lets me put some of my 
| washing in with hers, and only 
¡charges me what is right; and that 
helps me a lot, also.

“ A girl situated just as I am could 
j not have fallen in with a more ac­
commodating landlady. But, for all 

[ that, it is not so easy for me to live 
j as it sounds. I like to have things 
j around me neat and clean, and that ! 
j all takes time. I have to sweep mv I 
. room at least twice a week and I ; 
dust every day. I wash out my shirt- ] 

| waists, neck fixings and handker- j 
1 chiefs in a tiny tub, blue and starch j 
them and dry them on a linen string j 
I put up in my room for a clothes- I 
line. I am pretty tired at night when ! 
I come home and so I usually iron j 
very early in the morning. I set my ! 
alarm clock then to go off at 4. I 
don’t have to keep so awfully still ! 
about walking around, for the people j 
downstairs sleep over at one side—

y . , , , , | in an ‘L  wing.’ I wash dishes once a
I almost demurred when the mother h-i-.- mv „v, 1 i. . .  uay, do my necessary shopping al- 1
named the price. I mistrust that she 
lets me have it cheaper than she

ways on Saturday night and buy all 
my clothes readymade. The pi™«

would others just because she took U have to make to accomplish thin
a fancy to me at the start. How- wouId puzzIe the proverbial ‘Philadel 
ever that may be I have roomy 1 
quarters with a pleasant family in a 
nice house in a sanitary location—I 
don’t suppose there is a healthier one 
to be found anywhere in the city.

“ Usually people who rent rooms to 
working girls won’t allow any cook­
ing to be going on, and that makes 
it hard for such girls to get along.
But I stipulated when I took the 
room that I wa-s to have the privi-
lege of doing light housekeeping, , . . .
r -.i, ., T r least a certain sum each week-tor, with the wages I receive, I never ■ , . , ,, j  , , „  , occasional weeks the bank seescould pay out for my meals all the r , , ,r„ ,  , , T , , httle more of my hard-earned cash

phia lawyer’—sometimes. I very for­
tunately have the use of the lady’s 
bathroom—all the hot water and tow­
els I want. And that is a big luxury 
that I appreciate more than I can 
say.

“ Oh, I get along much nicer than 
do most girls who work in offices 
and board themselves; but still it’s 
uphill business. By rigid curtailment 
of expenses I am able to put by at

time at restaurants. I have a little 
two burner gas stove, and by manag­
ing it economically am able to live 
better than at a restaurant, and con­
siderably cheaper into the bargain. I 
have been by myself now for a 
number of years. My father is dead 
and my mother is married again and 
I don’t want to be the least bit of a 
burden to them. They reside in 
Grand Haven. I go over to see them 
always on my vacation and on the 
holidays, and occasionally over Sun­
day. I always get a warm welcome 
—they make a great fuss over me— 
and that reconciles me a good deal 
to my living alone the way I do. 
Every time I go 
loads me down with a big pasteboard 
box full of good things to eat. That 
will last me most a week and is a 
Godsend, I assure you.

“ I forgot to say that my landlady 
is so good as to let me put eatables 
in one department of her refrigerator, 
wh ch stands on a side porch from

and bye and bye, when I have savec 
the sum I am striving for, and gel 
the raise of which I have the promise 
I am going to let myself have the 
comfort of a woman to clean m> 
room once a week. But until that 
time comes I expect to ‘peg along 
in the same old way.”  K. Moffitt.

An Intelligent Canary.
An instance of animal devotion wa; 

where the lives of a man, his wif( 
and daughter were saved by a canary 
The pet belonged to the daughter 
and at night when the windows wer< 
closed it was allowed to fly about the 
house at will. About midnight the

L _ u:____________  ̂ j father was awakened by the louc
chirping of the bird. He started up 
to find the house filled with coal gas 
Rushing to the room of his daugh 
ter, he found her gasping for breath, 
and the little sentinel of the house­
hold perched upon the bosom of its 
mistress whence it had given the 
alarm. It died soon afterward.

F O R  MEN, B O Y S  &  Y O U T H S 
H O N EST W EA R IN EVERY P A IR

M A D E  B Y

m  HEROLD'BERTSCH SHOE C0.<
[THE SIGN of GOOD BUSINESS.

Some Men Require no Introduction 
to Opportunity

and some men never get up until they are called.

Hard=Pan Shoes
is an opportunity for one good dealer in each town to build un a 
wnrthf° fT a UC bT neSS;,yOU pay your dollar and you get a dollar's
,” ’ ,“ »2' ¿ X ™ ? 0'  Val”  n,ad'  ,V° m * «■ “ '»  « " 4 = „ n S e r S

of y°urdtowa„.CaS'  t0day a" d SeCUre the ,rade of workingmen 
The opportunity is yours today-tomorrow may be too late 
Our Name on the Strap of Every Pair of the Original Hard-Pans.

Herold=Bertsch Shoe Co.
Makers of Shoes

Grand Rapids, Mich.

Celebrated 
“Snow” 

Shoe
W e have been made the 

M ichigan distributors of 
the celebrated “ Snow ” 
Shoe, and have purchased  
the entire stock w hich the 
C. E . Sm ith Shoe Co., of 
D etroit (the former d is­

tributors who are retiring from business), had on hand, so that 
we might be able to fill orders at once and w ithout delay while 
more are coming through the works.

There is no shoe in this country that has so favorable a 
reputation as “ snappy, up-to-date” goods, together with the 
fact that this manufacturer is the only one who guarantees his 
Patent Leather Shoes against cracking.

T hose who have purchased of the C. E. Sm ith Shoe Co. 
can re-order of us, using same stock number-, and w hile the 
present stock lasts you will receive old prices.

D o not forget that we are the M ichigan distributors of the 
celebrated “ Snow ” Shoe.

Waldron, Alderton & Melze
Saginaw, Mich.
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W ANT QUICK ACTION.

Too Many Young Men Looking for 
Short Cuts.

W ritten  fo r th e  T radesm an .
It was early morning at the gro­

cery and the cub clerk stood at the 
desk with a frown on his face. The 
proprietor looked annoyed. The 
proposition under discussion was an 
extra hour in the morning, for which 
the cub clerk would receive a dollar 
a week extra. The grocer was urg­
ing, the cub clerk objecting.

“ You will double your salary,” said 
the boss.

“ How’s that? A dollar extra won’t 
double a salary of five a week.” 

“ You told me the other day that 
you could save a dollar a week?” 

“ Yes; I save that, all right.”
“Then if you get another dollar 

you’ll be able to save two dollars. 
That is a double, isn’t it?”

“ O'h, if you look at it in that way 
it is, of course.”

“That is the way to look at it, my 
son,” replied the grocer.

"The two dollars don’t amount to 
much,” said the cub clerk. “ If I 
can’t get ahead faster than that I ’m 
going to try something else.”

“ How old are you?”
“ Seventeen.”
“ How much do you think a boy of 

17 wo-h is learning a trade ought to 
earn ?”

“ It isn’t much of a trade after you 
get it learned,” grumbled the boy. “ If 
a fellow made big money at it there 
wouldn’t be much use, for he would 
have to work twelve hours a day to 
make his income, and it would do 
him no good, as he couldn’t have 
time to enjoy it.”

“ You talk like 7 instead of 17,” said 
the grocer. “A fellow isn’t supposed 
to live a life of luxurious ease while 
he is making his money. After he 
has it made and well invested he can 
have his pleasure. There’s where 
too many young people make their 
mistake. They want to have their 
fun and get ahead in the world, too. 
It can’t be done. I know a good 
many who have tried it, but could 
not make it work. In the end they 
had neither money nor pleasure.” 

“ Perhaps they didn’t go at the right 
thing,” suggested the clerk.

“ They were at all kinds of business. 
What is the right sort of thing where 
a fellow can have a big income and 
live a life of pleasure?”

“ I ’m going to try invention,” was 
the reply.

“That’s all right. What are you 
going to invent?”

“ Oh, I ’m studying on half a dozen 
things.”

“ You have no hobby, then?”
“ No, sir. I ’m just looking for 

something that will pay.”
“ And then?”
“ Why, I’ ll get it patented and get 

royalties.”
“ Who will put it on the market?” 
“ Why, the company.”
“ Oh, you’re going to have a com­

pany? Who’s going to promote this 
company?”

“ If I have a good thing I won’t 
have any trouble in getting all the 
capital I want in the enterprise.”

The grocer looked the boy over

with a slow smile growing on his 
face.

“ You’re getting big notions of the 
methods of capital,”  he said. “ Do you 
know that there are more members 
of Congress than there are men who 
have made money off their inven­
tions-? You stand about as much 
chance of getting rich off patents as 
you do to become United States Sen­
ator.”

“Who makes the money on patents, 
then?”

“ Capitalists.”
“ Look at Edison.”
“ One in a thousand—a million—a 

hundred million. Whitney, who in­
vented the cotton gin, died poor. 
Goodyear, who first vulcanized rub­
ber, did not get rich. Morse, the fa­
ther of the telegraph, received prac­
tically no benefits from his invention. 
When a great invention is put on the 
market the newspapers and maga­
zines exploit the inventor as a genius, 
but it is the hard-headed business 
man who puts the invention to the 
front. It is one thing to find out 
that there is money in a mountain 
side and quite another thing to get 
it out.”

“ But there are inventers who have 
become rich.”

“Of course. I ’m not objecting to 
invention. Inventors do more for the 
world than statesmen or capitalists. 
What I am objecting to is your no­
tion of getting rich quick. Now and 
then a man does bound to the front 
like a rocket. He gets very roh in 
a few weeks or days. Then the news­
papers print his picture and tell how 
he throws money at the birds. That 
sets a lot of young fellows to figur­
ing on how they can do the same 
thing. I don’t blame a man for 
wanting to get rich quick. I should 
like to make a million this very week, 
but I don’t expect to, and I ’m not 
neglecting my business or letting 
small gains get past me because I 
am reckoning on the million. That 
seems to be what you are doing, my 
son.”

“ If you don’t try, you won’t ever 
get there.”

“Try right along the line of your 
regular employment,” said the grocer. 
“ Keep right on doing the thing you 
are paid for doing, and doing it to 
the utmost of your ability, and in 
time the chance for fortune for which 
you are looking will come to you 
out of the thing you are doing. If 
you are a grocer, figure on improv­
ing the business, or some part of it, 
in some manner. If you are looking 
for inventions look among the things 
you know about.”

“ I don’t see much chance for in­
vention in a grocery store.”

“You don’t? Suppose you could 
get up a fruit can which would be 
better than any now on the market. 
Suppose you could study out a device 
that would make it easier to get 
goods down from the top shelves. 
Suppose you could get some sort of 
a fastening for packages that would 
make this winding with string un­
necessary. There are a lot of little 
improvements needed in the grocery 
business. You don’t have to get up 
an airship or a new locomotive in 
order to find a field for invention.”

“ Why, you talked against invention 
not long ago, and now you are sug­
gesting things for me to study on” 

“That’s all right. I am suggesting 
things in your own line of work. The 
more you study the grocery business 
the more you will know about it, and 
it makes little difference whether you 
study a new wrapper or a new way 
of keeping accounts. Keep at your 
own business and don’t try to branch 
off and get rich quick. It is the slow 
man who wins in most cases, not be­
cause he is slow, but because he looks 
into things before he goes ahead. The 
slow man is so slow in making up 
his mind that he has time to investi­
gate a lot of points a rapid-fire man 
would never think of.”

“ I hate slow people,” said the cub 
clerk. “They make me ache.”

“ I don’t mean the slow people who 
take an hour to make up their minds 
what they want to order for dinner, 
or who take half an hour to tell a 
story worth five minutes of time. I 
mean the slow people who take time 
to look up important matters before 
hey launch out.

“ Now, about this getting rich quick 
I wouldn’t advise it. A young man 
needs the discipline of work, the dis­
cipline of being obliged to obey or­
ders, the discipline of looking after 
his money. A man who gets rich 
quick is like a soft wood tree that 
gets tall quick and rots quick. If a 
man does not have to struggle to 
get his money he does not know how 
to keep it.”

“ I guess your arguments against 
getting rich quick would not be popu­
lar,” said the clerk. “ Anyway, a 
man who saw a chance to get his 
pile would laugh at them.”

“Just as you are doing at this mo­
ment,” said the grocer. “ But you’ll 
feel different about the matter in a 
few years. You keep right on learn­
ing the grocery business, and if you 
are the right sort of a chap you’ll 
see chances to use all your genius, 
and if the genius is of the right sort 
you won’t have to buck boxes and 
wiggle vegetables all your life. In 
time you’ll begin to like your work, 
and when that time comes, if it ever 
does, you’ll be on the high road to 
getting rich quick.”

The cub clerk took the extra dollar 
a week. He informed his chums, on 
the quiet, that he’d rather work the 
extra hour for a year than get the 
boss to lecturing again. Perhaps he 
was honest in the statement, but he 
began looking about the store for 
something that needed improvement.

Alfred B. Tozer.

It’s hard to succeed if you have 
no setbacks.

BUY

Mayer Shoes
And W atch

Your Business Grow

Money Getters
Peanut, Popcorn and Com­
bination Machines. Great 
v a r i e t y  on easy terms. 
Catalog free.

KINGERY MFG. CO.
106 E. Pearl St., Cincinnati

Reeder
Grand Rapids, Mich.

No. 278

This cut is an exact 

reproduction of our 
men’s coltskin shoe. 
We can ship these to 
you at a moment’s 
notice in either bright 
or dull finish stock, 
Bal. or Blucher cut. 
We guarantee it to 
be as good as the 
best shoe on the mar­
ket at the price.

$1.60
State Agents

Geo. H. Reeder & Co.
Grand Rapids, Mich.
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RULE OR RUIN.

Policy Which Invariably Fetches Up 
in Ruin.

Discussing the problem of making 
one’s financial ends meet and lap I 
over, a young friend of mine said re­
cently: "Four years ago I was get­
ting $1,000 a year. Now I get $1,500. ! 
I didn't lay up anything then and I | 
don’t now. I come out at the year’s 
end just as I used to. I don’t see 
how I am going to be any better off 
if I get more. I like nice things and 
so does my wife. When I get a 
little more salary we feel as though 
we could afford a few more of the 
nice things, and so our money goes.
I can’t seem to cling on to anything 
except a liking for the best of every­
thing.” And he asked my advice in 
the matter.

The word of our Lord, that “ Where 
your treasure is there will your heart 
be also,” may be inverted and used 
profitably in analyzing this young 
man s trouble—I might say the trou­
ble of every one of us “ Where your 
heart is there will your treasure go.”

servile obedience, or failing

dust kicked up by the twenty-five- full three-quarters of an hour to find 
| thousand-dollar spender, who is the required weapon. However, speak- 
| straining himself to catch up with the ing of team work in those days and 
man who can introduce him to the at that school, there were ever strife 
millionaire who can put him into the and heart burnings when Bill Kelley 
inner circle of the great Four Hun- was on the grounds. Bill was heavy 
dred. Suppose the almost unsuppos- for his age Likewise he was dis-
able, that we do get into this heaven tressfully fertile in the formation of
of the great Four Hundred. Are there play plans for the school-yard popu
rest and comfort and real, rich, un 
tainted enjoyment there? Not in 
four hundred years! The social life 
of the Four Hundred is one great 
game of matching dollars, in which 
game the man with the longest purse 
stands highest and lasts longest. In 
that high circle of golden snobs a 
man’s a man only if his wad is bulky. 
They build big town houses from 
which to retreat to big country 
houses when the social grind be­
comes unbearable; to which country 
houses thejr invite their social mates, 
¡here to again show their fine feath­
ers and skilled dollar flinging to the 
pomt of physical and mental exhaus­
tion; thence to flee to Europe or to—. , „  ;  ----<= nuii, LHC1U.C xu nee 10 jcurope or to

D° . . r  CVer fal1 mt<\ the habit of some city hotel, there to dodge the 
what our storm of rich exhausting functions 

H °w muc'1 their sociability has kicked up. Some

spending our money for what 011 
heart does not desire: 
money have you wasted this 
buyint
far would you run bareheaded to 
throw a dollar into a church collec­
tion plate? No, thefce are not the 
things upon which you set your
heart nor dump you:
purse follow's the heart just as the 
constitution follows the flag. The 
heart that goes dawdling and gaping 
along the street might as well have a 
hole in the bottom of its coin pocket. 
Bright men are setting traps for just 
such hearts. They are paying big 
salaries to window dressers to lie in 
wait for unset hearts. Probably two- 
thirds of the money wasted in the 
world is spent by unset hearts. And
if you combine an unset heart with a fire place, draw snug the denim over-
set stomach you have a proposition 
into which you could throw money 
with a scoop shovel. But this class 
of silly spenders is not within the 
range of this discussion. Let my 
young friend, the spender, take his 
heart in his hand and come with us. 
It is only men with hearts to set 
that can ever expect to convert earn­
ings into capital. And to such let us 
address ourselves.

The chief financial mistake of the 
men with such hearts is that they 
let other people set them. I have 
seen a young man with a three-thous- 
and-dollar income drag in tiresome 
tow a half dozen of his thousand-dol­
lar fellow's, the whole precipitating 
squad sweating to keep the three- 
thousand-dollar pace and carry it oft 
with the cool grace of their expen­
sive model. What is the result? They 
fix a three-thousand-dollar taste upon 
a thousand-dollar man and fool no 
one but themselves. And as for real 
pleasure I beg to wear through an 
evening entertainment a number eight 
shoe on a number nine foot. Men 
have fooled the whole world that 
w’ay about the size of their foot. Sup­
pose the thousand-dollar man does 
catch up w’th the three-thousand- 
dollar taste. Just ahead of him is the 
five-thousand-dollar habit sweating

overtake the ten-thousand-dollar ciplinary use on the aforesaid per- I ute in 
pacer, w'ho in turn is fretting in the j son’s corporate body, it took him  this, smash the machine. This was

' ~ Bill’s overwhelming ambition and his
upsetting sin. Now the Captain of In­
dustry has learned how to curb his 
desire to smash. He knows that the 
money in the machine is not to be 
got out by smashing it, but by oiling 
it. He has no enmities he can’t patch 
up for a price. Have we not seen 
warring railway magnates who more 
than once had pulled off each other’s 
throats by sheer force, make up a 
truce, sleep three in a bed or sit down 
under a tree and cut a melon togeth­
er as pleasant as pumpkin pie two 
inches thick? Bill’s rule-or-ruin tac­
tics aren’t in the same book with 
these railway magnates’ regulations 
The rule-or-ruin way fetches up in 
ruin every time.

I once ran across an amateur poli­
tician whom I first mistook for Bill 
Kelley grown up. He had Bill’s voice 
and Bill’s bearing to a dot. He had 
once cut quite a swath in his ward, 
for in our busy, prosperous West men 
will sometimes follow a voice to the 
caucus and to the polls without look­
ing to see where the voice comes 
from. This big Bill, seeing things 
coming his way in shoals, set up for 
a Warwick II.—a king maker and 
breaker. It grew to be a passion with 
big Bill. He finally got so it was 
just about a stand-off with him as to 
whether it was more fun to make 
kings or to break them. Sometimes 
he would make up quite a batch of 
them, and then sit down and break 
them up for his own lordly amuse­
ment. Just about the time he got 
to going good at this amusement, his 
ward took to looking for another 
boss, and big Bill was out of a job.

Bill never learned the lesson, but 
you and I can: That we live in a 
world made up of men of like pas­
sions as we—people who don’t like 
to be switched on the bare legs nor 
jerked by the bits. That in politics 
it pays better to kiss one baby than 
to knife two men. That even in this 
wicked old mess of a world the Gold­
en Rule can be set to work any morn- 
'n£ right in the middle of the mess, 
and it will work as steadily and clean 
and true as a brand new ball-bearing 
lawn mower.—Commercial West.

year of these great money sacks have sim- 
econd-hand neckties? How ultaneous homes in Italy, in London,

New York City and in the Adiron­
dack«, to each of which they flit and 

[ sit a bit and so try to hold down the 
treat wads of wealth with which they

purse. The find themselves endowed. Think of
the great and wearisome aggrega­
tions of obsequious, thieving house 

I and barn servants and the clouds of 
flunkies in the train of these migra­
tory millionaires! How would you 
like such a round of successive squat- 
tings in soft places? How does this 
strike you as an Ultima Thule of 
your social ambitions? Get out! In 
the little green cottage by the big 

arden Sue and I will sit at the brick

I certains Sue fixed up so pretty, and 
pity the poor rich people out in the 
storm! Come back from the chase, 

j you poor tired fellow panting behind 
the golden chariot! Come in out of 
the rain! Save your money and put 
it into a lot on the country side of 
town! Make the payment of the mort­
gage your joy and your entertain­
ment! Set your heart on heaven above 
and on a little scrap of the same here 
below in the -way of a small snug 
cottage where love abides and the 
flowers bloom! Wealth is more than 
dollars, and life more than nervous 
prostration!

The old school house on the prairie 
was so far from the nearest joint of 
timber that you couldn’t run over 
to it and back at recess without get­
ting a tardy mark or something 
worse. So when we wanted to play 
horse in the spring—Joey Wilson had 
his new harness with knit red lines 
and patent bitts—we always cut our 
whips and wagon pole as we came 
through the timber to school. The 
fence corners around the school yard 
were fairly skinned of everything big 
enough to drive a team with. This 
fact is proven by a record from one 
of memory’s tablets to the effect that 
once when the teacher sent a certain 
person opt to  get a sw itch for dis-

lation. At the bi-daily ^ush for liber­
ty Bill’s voice opened the cry of the 
pack, setting forth in high key the 
plan of the hour. If the vox populi 
seemed to outvote the vox Kelley,
Bill tacked on some Kelley rider, or 
offered some kind of a Kelleyesque 
amendment, or failing this he resort­
ed to obstructive and destructive tac­
tics that often spoiled what might 
otherwise have been a glorious hour.
In the team Bill always chose the 
position of driver, although harness, 
pole and whips were the property of 
other citizens and Bill had but his 
voice to bring to the aggregation.
Moreover, Bill was no merciful man 
who “ regardeth the life of his beast.”
He delighted in fetching stinging 
cuts on the bare legs of his four-in- 
hand, and in jerking the tender 
mouths of the fresh young animals he 
drove. What team with any spirit 
will stand for such abuse? Suppose 
you had come, say, as a relay, taking 
the bit from the mouth of Jake Gil­
bert (off wheel horse) who had been 
eating raw onions with his lunch, and 
you didn’t like onions, but for the 
fun of the game you were willing 
to put up with a season of tainted 
misery; and then on top of this, 
when playing free horse on an up­
hill pull. Bill Kelley cuts you one on 
the off leg with the whip you loaned 
him, and yanks your mouth until it 
bleeds! Are you going to stand it?
No siree! There’s a horse mass 
meeting called on the campus, and 
a new driver installed, or your team 
has no horse sense nor horse spirit.
As lead horse Bill was also objec­
tionable. He took the bits in his 
teeth and he kicked most viciously.
Finally no boy would stand to be 
hooked up with him, and Bill would 
take no minor position. With Bill it 
was drive, lead or bust. And that’s 
why we quit playing horse.

I suppose some grown up philoso­
pher will remark that in Bill was the 
making of a Captain of Industry, and 
that if he now lives and has his 
health he is riding in a touring car 
and cutting off his profits with an 
automatic coupon cutter. Not so fast 
on Bill. The Bill Kelley breed is a 
not uncommon breed in Western 
American society—possibly else­
where. He lives about and near us 
all. He may be swinging a pick in a 
section gang or pottering around with 
some peanut proposition, putting in 
the time granted him for his earthly 
career. He is not necessarily a lead­
er, simply because he has a voice and 
a desire to get hold of the lever. Real 
Captains of Industry learn to manage 
their teams so as to get the most 
work with the least friction. Bill’s 
burning desire was to boss with con­
stant ocular and spectacular proof of

hreeds^nd ^  êsser I It is easy to mistake a resolurion
breeds and IortJ tt loudly; to exact t r i b - ' for a reform .

Ground Granite as Fertilizer.
The United States Bureau of Plant 

Industry has found that ground gran­
ite rock makes an excellent fertilizer, 
costing a mere fraction of the sum 
expended on commercial fertilizers 
per acre. The experimenters took 
their cue from Nature. It was no­
ticed that some of the richest valley 
farms were fed by erosion from the 
rocky hills. The weather worn parti­
cles from the great cliffs were wash­
ed into the valleys. For experiment 
granite rock was ground into a fine 
powder and spread upon the soil. 
The cost of quarrying and grinding 
is a trifle only after the machinery 
is set up. No doubt limestone ledges 
would be found equally rich, as 
Southern and Western farmers have 
noticed always that the crumbling 
limestone ledges on hillside farms 
leave a spot of rich black soil.
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Perpetual
Half Fare

Trade Excursions
To G rand Rapids, Mich.

Good Every Day in the Week
The firms and corporations named below, Members of the Grand Rapids Board of Trade, have 

established permanent Every Day Trade Excursions to Grand Rapids and will reimburse 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.
If living 
If living 
If living 
If living 
If living 
If living 
If living 
If living 
If living

within
within
within
within
within
within
within
within
within

Amount of Purchases Required
50 miles purchases made from any member of the following firms aggregate at least ......................... $100 oo
75 miles and over 50, purchases made from any of the following firms aggregate.............................. 150 00

100 miles and over 75, purchases made from any of the following firms aggregate.............................. 200 00
125 miles and over 100, purchases made from any of the following firms aggregate............................., 250 00
150 miles and over 125, purchases made from any of the following firms aggregate . ............................... 300 00
175 miles and over 150, purchases made from any of the following firms aggregate..................................350 00
200 miles and over 175, purchases made from any of the following firms aggregate...............................  400 00
225 miles and over 200, purchases made from any of the following firms aggregate.............................  450 00
250 miles and over 225, purchases made from any of the following firms aggregate..................................500 00

Read Carefully
you are through buying in each place.

4 " f lP  N I o f T i p c  as purchases made of any other firms will not count toward the amount 
l l t t l l l C S  of purchases required. Ask for “ Purchaser’s Certificate” as soon as

ACCOUNTING
A. H. Morrill St Co.—Kirk 

wood Short Credit System.
ART GLASS 

Doring Art Gian Studio.
BAKERS 

Hill Bakery 
National Biscuit Co.
BELTING AND MILL SUP­

PLIES
Studley & Barclay
BICYCLES AND SPORTING 

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

BLES AND BAR FIX­
TURES

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

SPECIALTIES, OFFICE 
ACOUNTING AND 
FILING SYSTEMS 

Edwards-Hine Co.
BOOKS, STATIONERY AND 

PAPER
Grand Rapids Stationery Co. 
Grand Rapids Paper Co.
Mills Paper Co.

BREWERS
Grand Rapids Brewing Co.

CARPET SWEEPERS 
Bissel Carpet Sweeper Co.

CARRIAGES 
Brown Sc Sehler Co.
Sherwood Hall Co. Ltd.
CARRIAGE AND WAGON 

HARDWARE 
Sherwood Hall Co. Ltd.

CONFECTIONERS 
A. E. Brooks & Co.
Putnam Factory, Nat’l Candy 

Co.
CLOTHING AND KNIT GOODS 
Clapp Clothing Co.

COMMISSION—FRUITS, BUT­
TER, EGGS, ETC.

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

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

CIGAR MANUFACTURERS 
G. J. Johnson Cigar Co.
Geo. H. Seymour & Co.

CROCKERY, HOUSE -UR- 
NISHINGS 

Leonard Crockery Co.
DRUGS AND DRUG SUN­

DRIES
Hazeltine & Perkins Drug Co. 

DRY GOODS
Grand Rapids Dry Goods Co. 
P. Steketee St Sons

ELECTRIC SUPPLIES 
M. B. Wheeler Co.

FLAVORING EXTRACTS AND 
PERFUMES

Jennings Manufacturing Co.

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

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

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

HARNESS AND COLLARS 
Brown & Sehler Co.
Sherwood Hall Co. Ltd.
HOT WATER—STEAM AND 

BATH HEATERS.
Rapid Heater Co.
LIQUORS, WINES AND MIN­

ERAL WATERS.
The Dettenthaler Market. 
MATTRESSES AND SPRINGS 
H. B. Feather Co.
MEATS AND PROVISIONS. 

The Dettenthaler Market. 
MUSIC AND MUSICAL IN­

STRUMENTS 
Julius A. J. Friedrich 

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

MILL SUPPLIES 
Grand Rapids Supply Co.

SADDLERY HARDWARE 
Browm & Sehler Co.
Sherwood Hall Co., Ltd. 
PLUMBING AND HEATING 

SUPPLIES
Ferguson Supply Co. Ltd.

READY ROOTING AND ROOF­
ING MATERIAL 

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 St Co.
Geo. H* Reeder St Co.
Rindge, Kalmbach, Logie St 

Co, Ltd.
SHOW CASES AND STORE 

FIXTURES
Grand Rapids Fixture Co.

STOVES AND RANGES 
Wormnest Stove & Range Co.
TINNERS’ AND ROOFERS’ 

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

CIGARS 
The Woodhouse Co. 
UNDERTAKERS’ SUPPLIES 

Durfee Embalming Fluid Co. 
Powers St Walker Casket Co.

WAGON MAKERS 
Harrison Wagon Co.

WALL FINISH 
Alabastine Co.
Anti-Kalsomine Co.

WALL PAPER 
Harvey St Seymour Co.
Heystek St Canfield Co.

WHOLESALE FRUITS 
Vinkemulder St Company

If you leave the city without having secured the rebate on your ticket, mail your certificates to the Grand Rapids Boar 
of Trade and the Secretary will remit the amount if sent to him within ten days from date of certificates.
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K N O C K E D  A  K N O C K E R

Disreputable Trick Played by a Bank 
Clerk.

"Yes, it’s a bad world, but just why 
we should let this fact depress us 
when we unearth some specific case 
of badness is more than 1 can see. 
Why, what chance is there to eradi­
cate the badness if we don’t find it? 
Finding badness isn't a thing to de­
press the fellow who will look at it 
in the right way. 1 often find cases 
like this one—the case of Nelson and 
Rhodes—in my work.

"Nelson and Rhodes constituted a 
modern example of Damon and Py­
thias. They were employed in the 
same bank, the Tenth Exchange, and 
in the same department. They lived 
in the same apartment building; both 
of them were single, and they were 
just about as close to each other as 
any two young business men well can 
be. They had been friends for four 
years, friends of the type that 
lets nothing or nobody come between 
them.

“They weren’t hardly the sort of a 
pair that you would expect to hit it 
up for a close friendship, for in the 
matter of style, appearance, and likes 
and dislikes they were about as far 
apart as any two men of one class 
ever are. Rut perhaps friendship is 
more or less like love; we seek in the 
other what is lacking in ourselves, 
and he reciprocates; so I suppose it 
was natural for Nelson and Rhodes to 
make up a pair.

“ Nelson was the older of the two. 
He’d been with the bank ten years, 
as compared to Rhodes’ four, and he 
was the typical bank clerk of the 
highest grade. Well groomed and 
stylish in appearance, assured in man­
ner, and with a habit of looking at 
people so that he would remember 
them the next time he saw them— 
you know7 the style well enough, pro­
vided you’ve ever been fortunate 
enough to have to do business with 
the inner machinery of a big bank. 
He was 36 years old, but he didn't 
look it. He was one of the valued 
men in the bookkeeping department, 
one of the old standbys. He had his 
position ‘cinched,’ as the younger 
clerks put it, and he knew it and 
was satisfied with himself and the 
world.

“ Now, Rhodes, as I have said, was 
different. He was’nt over 28, and he 
wasn’t Nelson’s sort at all, so far as 
the work in the bank was concerned. 
Nelson, you may have gathered, was 
just a little bit old fashioned. Well, 
whatever might be said about Rhodes, 
it never could be said truthfully that 
he was not up to date. In fact, he 
came to the bank because he was 
right up with the head of the proces­
sion, and a little bit in front of it. 
He had put a few new ideas into suc­
cessful practice in the small bank that 
he was with as a starter of his career; 
and so the Tenth Exchange got him. 
He was a little loud, where Nelson 
was as cautious and secretive as a 
clam; he w7as aggressively modern, 
where the other fellow was painfully 
slow and old fashioned. But they 
were friends almost from the first, 
and Nelson got the newcomer to take

- — -----------------------
apartments in the building where he 
lived, and that made them chums.

“ Rhodes was of the impulsive, con­
fiding kind. When he saw a man that 
he liked and who liked him, he went 
over to him altogether. Nelson 
treated him kindly at his coming, so 
he made Nelson his confident. There 
probably wasn’t anything about Rho­
des that Nelson didn't know within 
six months after their acquaintance. 
The’ younger man told it all as a mat­
ter of course, told all about his 
trouble with the old man that had 
sent him out of the law firm and into 
the financial game right after his re­
turn from college; about the fun he 
had had while getting his education; 
and about the little dinners and poker 
parties that a friend of his over on the 
north side gave every Wednesday 
night. He was a sociable convivial 
chap, was Rhodes; he liked to have 
fun, and while perhaps he occasion­
ally went over the line of discretion 
n this regard, he never hurt himself 

or the bank by it.
“ Of course, Nelson didn’t approve 

of Rhodes’ predilection for the late 
dinners and poker parties, nor any of 
that sort of stufif. He didn’t approve 
of dissipation of any sort, and any­
thing like drinking and card playing 
he avoided as things too dangerous 
for a cautiousl}7 ambitious banker to 
dally with. He was not a Puritan or 
heavily oppressed with the question 
of the right or wrong of it, but he 
didn’t believe these things compatible 
with success in the bank work—in 
which he probably was right—so he 
left them alone and deplored them in 
others. He talked to Rhodes about 
it in a serious sort of way at first, 
but Rhodes laughed it off easily, and 
they let it go.

“ ‘I'm doing pretty well in the bank, 
ain t I ? he would say. And there was 
nothing for Nelson to do but to admit 
that he was.

“As a mater of fact it was true— 
his doing so well in the bank—that 
brought me into this matter. He had 
a small chiefship at the end of the 
fourth year there and he was being 
considered for something considerably 
higher. He was even with Nelson 
then, both in salary and importance, 
and the new promotion, if he got it, 
would put him quite beyond that 
party. He had been promised the 
promotion, so he looked forward to 
it as a matter of course. The attitude 
of the men who had it in their power 
to advance him was the most cordial 
and appreciative imaginable; and so 
he had a right to say to himself that 
nothing in the wide world could keep 
him from getting the boost.

“ But as he soon found out, some 
thing did keep him from getting the 
boost. Not only did this something 
prevent him from being advanced, 
but is served to chill the attitude of 
the powers about him, and instead of 
regarding him as one of them they 
began to look upon him with some­
thing that savored of distrust. They 
took away certain delicate little af­
fairs that he had been handling; and 
without saying anything to him to 
arouse his attention they made it 
plain to a shrewd young man like 
Rhodes that something had happened 
to change his standing with the bank.

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 COMPANV
41-U  Ottawa S t  GRAND RAPIDS. MICH.

W ill 2254c Per Dozen
■

for Fresh Eggs delivered Grand Rapids, for five days 

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

E S TA B L IS H E D  1 8 7 6
W e Buy W e Sell All Kinds

White Beans, Field Seeds,
Red Kidney Beans, Peas, Beans,
Peas, Potatoes, Onions, Apples,
Apples, Clover Seed. Onions, Potatoes.

Send us your orders. If wishing to sell or buy, communicate with us.

M O S E L E Y  B R O S  ,  WHOLESALE DEALERS AND S H IP P E R S  
Office and Warehouse Second Ave. and Railroad.

BOTH PH O N ES 1 2 1 7  G R A N D  R A P ID S , M IC H .

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

W E S T E R N  B E E F  AN D  PROVISION CO.
71 Canal S t. ,  Grand Rapids, Mich.

NEW CHEESE
‘W arner’s Cheese”

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

FRED  M. W ARNER, Farm ington, Mich.

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

and quick returns. Send me all yonr 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 & CO., Eaton Rapids, Mich.

Clover and Timothy
All orders filled promptly at market value.

A LFRED J .  BROWN S E E D  C O ., GRAND R A PID S . M ICH- 
OTTAW A A ND LO U IS  S T R E E T S
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He asked me to help him find out 
what this something was.

" 1 was in the regular employ of the 
bank at this time, making a system­
atic investigation of the reliability 
of every employe of importance for 
the high officials. Rhodes was one 
of the few outside of the men who 
had their names on private offices 
who knew what I was there for, and 
he told me his troubles and asked me 
to help him out. I promised that I ’d 
try; he was the kind of a fellow you 
hardly could refuse anything.

“This isn’t a story of any satisfying 
detective work on my part. Nothing 
of the sort. Being in the confidence 
of the high officials made my helping 
of Rhodes simply a matter of ques­
tioning them regarding that young 
man. They told me that they had 
discovered in the last few months 
that Rhodes wasn’t at all the man 
they had thought him to be.

“ ‘You’d better look him up pretty 
thoroughly, though as a matter of 
fact we’ve got him pretty well labeled 
now,’ was the way they put it.

“ I investigated, found that Rhodes 
was as good as gold, and told them 
that unless they were more specific 
in their denunciations of the young 
man I couldn’t find anything to work 
on in the case. In the end I asked 
them bluntly where they had secured 
their information regarding him. 
They demurred at telling me until I 
made it plain to them that it abso­
lutely was necessary to give me all 
the facts. Then they said, ‘Nelson, 
one of our oldest and most faithful 
men, told us.’

“ Little by little I found out that 
they had asked Nelson, as Rhodes’ 
best friend, and as an old employe of 
the bank if he honestly considered 
Rhodes a proper and safe man to be 
given the promotion then contem­
plated. Nelson had beaten around the 
bush considerably, but in the end he 
had let it be known that he was 
afraid that Rhodes was not, that he 
was not nearly so reliable or trust­
worthy as he had supposed him to be. 
He was sorry to say this, of course, 
because Rhodes was his dearest 
friend; but his duty to the bank was 
plain in the matter, so he spoke as he 
did. Pressed to be specific he had 
told about the trouble that had 
broken Rhodes with his father, of the 
moderate drinking of his friend, 
which was not moderate in his esti­
mation, and of the fatal'habit of gam­
bling.

“The officials had listened in sur­
prise, had thanked Nelson for his 
honesty, and had promptly put Rho­
des on the blacklist.

“ I went straight to Nelson. ‘Nel­
son,’ I said, ‘who is your best friend 
in the world?’

“ ‘Why, what do you mean?” he 
asked.

“ ‘Who is the man that you could 
go to for help, even if it took his 
last dollar and made him go hungry?’ 
I continued.

“ ‘What business is that of yours?’ 
he demanded.

“ ‘Who is the man who trusts you 
as he does himself and would do any­
thing in the world to help you?’ I 
persisted. ‘Isn’t it Rhodes?’

“ He didn’t say anything; he didn’t 
see exactly what I was driving at, but 
he was a little suspicious.

“ ‘Isn’t it Rhodes?’ I repeated. ‘Of 
course it is, and you know it. And 
then how could you be such a dirty 
sneak as to knife him to his back 
when the big men asked you to tell 
what you knew of him.’

“ He was a coward, of course, 
but he said boldly, ‘I only told the 
truth.’

“ ‘No,’ I said, “you lied between 
the lines, and you did it so well that 
you knocked him out of the pro­
motion that is his by rights. Now, 
do you know what I ’m going to do 
if you don’t do something? I ’m go­
ing to go first to Rhodes and tell him 
all that I know about you; then I ’m 
going to the officials and denounce 
you for this dirty trick that you’ve 
played the best friend you’ve got.’

“ ‘What do you want me to do?’ 
he asked, wetting his lips with his 
tongue.

Want you to go to the officials 
and tell them that you were mistaken 
about Rhodes,’ I said. ‘Tell them he 
isn’t what you said he was; that he’s 
all right. I want you to lie to beat 
the band once more in your life, at 
least, and put Rhodes in the light 
where he belongs.’

“ He sat chewing his lips for a few 
minutes. ‘I ’ll see about it,’ he said 
finally.

“ O, yes, he did it, all right. He 
loved his precious position too well 
to risk losing it. He crawled in fine 
fashion. He was so smooth that he 
actually put Rhodes right again with­
out having to admit that he’d done 
anything worse than make an error 
of judgment. So Rhodes got on as 
he deserved, and now he’s so far 
ahead of Nelson that it doesn’t 
hurt him to have that fellow for a 
friend; Nelson couldn’t hurt him if he 
tried.” James Kells.

A little girl had gone to the coun­
try from a city where there were no 
hills and from that part where there 
were many cemeteries. “ My,” she 
said, looking around her at the 
expanse of green hill and grassy 
meadow, “there’s no graveyards. I 
guess that not very many people die 
here.” It was explained to the child 
that there was a cemetery near the 
church on the top of a neighboring 
hill. “Well,” said she, gazing up­
ward, “ I ’d rather go up it in a hearse 
than on my feet.”

It Pays To Be Amiable.
A young man in the neckwear de­

partment of Marshall Field & Co.’s, 
who has been with the firm but a 

| short time, was one day waiting on a 
j customer who seemed to be unusually 
hard to please. The would-be pur­
chaser, who was a handsome, elderly 
man, tossed the ties about and seem­
ed to desire any shade and style 
save those offered for his approval. 
The salesman patiently displayed” a 
varied assortment of the goods, deft­
ly knotting the ties and holding them 
out to show the effect and the shim­
mer of the satin or the silk, search­
ing through boxes for the desired 
colors, and, in spite of the somewhat 
captious manner of the customer, nev­
er for a moment lost his smiling good 
nature. Finally a half dozen ties were 
selected, and, with waiting pencil, the 
clerk asked the usual question:

“ Cash or charge?”
“ Charge,” replied the gray haired 

man.
“What name, please?”
“ Marshall Field.”
The new salesman almost gasped 

with astonishment, and he probably 
does not know to this day that his 
subsequent promotion was owing to 
his sincere politeness and patient en­
deavor to serve his employer and to 
please his customer, who, of course, 
in this case proved to be one and 
the same person.—Saturday Evening 
Post.

People who are short on sense are 
apt to think themselves long on 
science.
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Good Looks Not Man’s Greatest 
Charm.

There is no mistake which men 
more frequently make regarding a 
woman than that of supposing that 
the question of manly beauty influ­
ences her largelj- in the choice of a 
husband.

Men are themselves so much af­
fected by beauty of person in wom­
en, are so universally attracted by a 
pretty face, their love is so often 
won by outward charm, that it is but 
natural for them to fancy that facial 
beauty counts for as much with wom­
en. “ I’m not much on looks,’’ a man 
will say. “ Xo woman is likely* to fall 
in love with me;” or, concerning a 
friend /'Poor old Jack, he is as good 
as gold, but he doesn’t stand much 
chance with a handsome fellow like 
Brown in the running.”

Most women, when the}- hear such 
speeches, are apt to smile to them­
selves, either at the man’s modesty 
or his ignorance. For, as a matter 
of fact, the feminine point of view 
upon the subject differs much from 
that of man's. A woman’s love is 
won by such different means from 
his that, other things being taken in­
to consideration, the question of 
looks affects her comparatively little.

Which must not be understood to 
mean that women do not admire j 
handsome men. On the contrary, 
men who are more than common 
good to look at are also more than 
apt to be spoiled by the adulation 
and admiration of women in general. 
And it is for this reason that home­
ly men, as a rule, make far more ten­
der and satisfactory husbands than 
handsome ones. But while a woman 
may admire the outer man, she is by 
no means certain to go the length of 
falling in love with him solely be­
cause of his good looks. Of course 
there are exceptions, when the woman 
is young and foolish with the folly 
of youth and inexperience. An older 
woman, even when influenced by a 
man's personal appearance, rarely 
thinks most of his face. It is the 
masculine strength which appeals to 
her weakness. She delights in his 
height, and size, and look of power. 
In most cases a woman does not eare 
whether or no a man has regular 
features, if only he gives the im­
pression of manliness and strength; 
and it is wonderful how little success 
a merely pretty man has among 
women as compared with that of a 
pretty woman with men of all sorts 
and conditions. It was not without 
reason and precedent that the ancient 
Greek mythology wedded Venus to 
Vulcan. Shakspeare, with his mar­
velous understanding of the secret 
souls of men and women, portrayed 
Titania infatuated with Bottom.

Nor are size and strength always 
necessary qualifications in a woman’s 
eyes for .theman whom she loves. 
Every day one sees men so absolutely 
homely, even ugly, that one hesitates 
to lookAw-ice at them. Yet such men

are not infrequently married to come­
ly wives who not only love them but j 
are proud of them, and who would 
not exchange their personal appear- | 
ance for that of an Antinous or 
Adonis.

\\ omen satirists have noticed this 
and seized upon it as proof of the 
woman s eager desire to get mar­
ried. So they point it out scornfully, 
claiming that so long as a woman 
can find a man who can pay her bills 
and give her the ability to write 

j ' ’Mrs." on her visiting cards, she is 
more or less indifferent whether he is 
blind, or halt, or lame. The fact is 
that her conduct is due to far differ­
ent motives. In the first place, the 

I maternal instinct is strong in most 
women, and for this cause physical 
affliction in a man excites her com- 

| passion and sympathy instead of 
stirring her to repulsion, as it does 
a man. In the second place, she is 
much more affected by her lover’s 
character and disposition, provided 
she really makes his acquaintance, in 
bestowing her love than she is by 
the color of his eyes, or even by an j 
erect carriage. Perhaps these idio­
syncrasies explain why it is that wom­
an’s love has, as a rule, been more 
enduring than man's since the begin­
ning of the world. It does not flee 
away with the advent of wrinkles and I 
gray hair, it does not fade when the 
light goes out of the eyes and the 
step falters. It endures as long as 
that upon which it is built endures, 
and since our character (which is but 
another name for our souls) is the 
one thing immortal about us, it may 
reasonably be supposed that the love I 
of a good, true woman may outlast i 
death itself.

But, after all, what is most likely 
to make a woman bestow- her love 
upon a man is his capacity for love- 
making. In love, as in most of the 
conduct of life, “genius is merely an | 
infinite capacity for taking pains.” 
The man who w-ins is he who takes 
the trouble to woo. And a homely 
man is by far more likely to bestir 
himself in this respect than one who, 
accustomed to admiration from his 
youth up, relying upon his personal '

appearance as his passport, expects 
affection as his due. With most wom­
en such an attitude upon the part of 
a suitor provokes antagonism. No 
woman likes to have any man think 
her ready, as the saying goes, to say 
“ Yes, and thank ye, too.” Indeed, 
many a woman has refused an offer 
of marriage from the man whom she 
would othenvise have accepted sim­
ply because he showed himself too 
confident of her assent. A man’s 
tenderness and ardor are what make 
a woman more surelv his own than

anything else in the world. And the 
homely man not only may possess 
the qualities of a devoted lover quite 
as much as the handsome man; in­
deed, in most cases his self-distrust, 
his disbelief in his own attractions, 
so influence him that he possesses 
them in a far greater degree. He 
takes pains to make himself agree­
able, he goes out of his way to show 
his ladylove all the little attentions 
so dear to a woman’s heart; so to 
speak, he offers her devotion upon 
bended knee, instead of by bowing
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to her level with an air of condescen­
sion.

Unfortunately, some of the best 
men in the world, whether handsome 
or not, are prone to assume the lat­
ter pose with the women they wish 
to wed. They rely upon their solid 
virtues, their honor and integrity, to 
fascinate and appeal to the softer 
sex. But these qualities call forth 
respect, not love. Women like men 
who have time to give to them; the' 
leisure and inclination to study their 
ways, to remember their likes and 
dislikes, and to humor them. The 
“ne’er do weel” often forms graceful 
habits of flower giving, his business is 
frequently set aside for his wooing, 
and thus he persuades the woman 
that his love for her is the ruling 
passion of his life, and so, won by 
his charming ways, his pretty compli­
ments, many a woman gives her 
heart and life into the keeping of a 
worthless, unstable “master wooer," 
disregarding the poorly expressed 
but genuine devotion of a better man. 
Solid, sober men, looking on, say 
she prefers frivolity. The accusation 
is unjust. She is drawn to the shal­
low nature by the winning song of 
its ripples. She believes that she has 
found love, sympathy and companion­
ship. Sometimes, when there is plen­
ty of money in the family, a husband 
of this type makes his wife a happy 
one; then, even, the marriage is a 
risk. Nevertheless, the man who 
would win a woman must think more 
of her than of himself; and woo her 
—the more earnestly the better for his 
success. Dorothy Dix.

Pot and Kettle.
One day a learned professor was 

accosted by a very dirty little boot- 
black with, “ Shine your shoes, sir?”

The professor was impressed by the 
filthiness of the boy’s face.

“ I don’t want a shine, my lad,” said 
he, “ but if you’ll go and wash your 
face I ’ll give you a sixpence.”

“A ’ richt, sir,” aws the lad’s reply 
as he went over to a neighboring 
fountain and made his ablutions. Re­
turning he held out his hand for the 
money.

“Well, my lad,” said the professor, 
“you have earned your sixpence. Here 
it is.”

“ I dinna want it, auld chap,” return­
ed the boy with a lordly air. Ye keep 
it and get yer hair cut.”

The Rebating Evil in Department 
Stores.

A reform that one of the New York 
department stores is contending for 
will be of interest to retailers gen­
erally. The conditions which the 
store instanced is fighting are outlin­
ed as follows:

Many of the wholesalers, especial­
ly those selling standard advertised 
brands, such, for instance, as Earl 
& Wilson collars, require that the 
firm selling their goods give a con­
tract stating that they will not sell 
the branded goods under the prices 
at which they are advertised.

Every department store has what 
is known as a shopper’s or purchas­
er’s list. Buying agents, dressmak­
ers and, in some cases, theatrical peo­
ple, students, clergymen and mani­
curists are put on this list if they 
so request and are then allowed spe­
cial discounts—very often io per cent, 
or more—off the regular purchase 
price.

Such an arrangement is open to 
great abuse, as all privileges of this 
kind extended to a class of individ­
uals are bound to be. Application 
is made for rebate on some such 
ground as that the purchaser is a 
dressmaker or hairdresser No steps 
are taken to verify the woman’s 
statement. There is no active or 
vigilant supervision of the purchas­
er’s list and names that have no rea­
son for being on it find their place 
there.

An instance is cited where a young 
woman wrote in to a New York de­
partment store for various articles 
and asked for a discount because she 
was the daughter of a Catholic priest. 
This was a strange enough reason to 
advance for getting goods at reduced 
prices, but still stranger is the fact 
that the absurd claim was allowed. 
Just why the daughter of a Catholic 
clergyman should receive price con­
cessions from a great and imperson­
al business organization like a New 
York department store is far from 
evident. In the first place, unless we 
are under a misapprehension of l'on-g 
standing, Catholic priests are not sup­
posed to have daughters—or sons, 
either, for that matter. Almost any 
other excuse that could have been 
invented would have been more 
plausible; certainly more deserving 
of notice. If the daughter of a priest 
can get discounts, there is no reason 
why the progeny of clerical gentle­

men of any denomination should be 
debarred.

What is more, there is no evi­
dence that the claim of the lady in 
question was looked into. That would 
have been rather difficult under the 
circumstances, perhaps. Her re­
quest, so far as can be learned, was 
granted without investigation. She 
simply wrote in ordering certain ar­
ticles and asked for the discount on 
the absurd ground above stated—that 
was all that was required. Putting 
aside the absurdity of the ground, 
what guarantee did the mail order 
department, or whatever department 
has jurisdiction in such matters, have 
that her statement was genuine? Any 
person can call himself anybody, but 
by so doing he is not necessarily 
believed. If flimsy pretexts are 
all that one needs to advance in or­
der to get reductions, who is so 
“easy” as to pay the full price?

Perhaps in the near future it will 
not even be necessary to claim a 
clerical parentage. A mercantile an­
cestry ought to be quite as effective 
in procuring rebates. Merchants 
surely have more in common with 
merchants than with clergymen. The 
family of a dressmaker ought not to 
be exempt from a division of profits, 
and the fact that one’s mother was a 
hairdresser ought to be a distinction 
sufficient to compel a generous rake- 
off.

This may sound ridiculous, but it is 
what the department store will come 
to if discount giving is allowed to 
go on.

That one store, through the efforts 
of its furnishing goods buyer, has 
undertaken a reform in this respect 
reflects credit upon that house and 
upon that man. Wholesalers to whose 
attention this matter is brought ought 
to see to it that prevailing conditions 
have their consideration. When they 
demand contracts for the maintenance 
of prices, it is due to their customers, 
quite as much as to themselves, that 
those contracts are enforced. When a 
retailer gives his pledge to sell an 
article at a certain price and after­
ward discounts that price, he has 
broken faith, and the wholesaler who 
does not hold him to account is dis­
criminating unfairly against those 
who do hold to their contracts and 
refuse to give discounts on such 
goods. Of course there are very few, 
if any other, manufacturers and 
wholesalers in the men’s lines which |

so religiously hold buyers up to con­
tracts as do Earl & Wilson, who 
cut off the Siegel-Cooper Company 
be cause it put in trading stamps. “ E. 
& W.” decided that if one only trad­
ing be given it was a violation ot 
their agreement. It is the business 
of the wholesaler to see that con­
tracts are lived up to. It is his duty 
to do so and justice to his trade de­
mands it.—Apparel Gazette.

The Small Order.
There is a natural attraction in the 

big order and salesmen are too fre­
quently tempted beyond the limits of 
good business policy to obtain it. 
Sometimes the margin of profit is 
cut into; or extravagant concessions 
made; or hopes are held out to the 
purchaser that will disappoint him; 
in fact, it sometimes seems as though 
any method is regarded as legitimate 
to obtain a nice fat order.

As a matter of fact the dozen or 
two little purchases that are so apt 
to be despised and frequently ne­
glected are very apt to repre­
sent more profit, as well as a 
wider clientage, than the one order 
that is a dozen times as big. It’s the 
steady customer that pays in the end, 
even although his individual purchases 
fall within the list of despised small 
orders. Special inducements to big 
sales will sometimes serve as decoy 
ducks, but it is the hunter himself 
who fixes a steady and alert atten­
tion to his business in every detail 
that is sure to bag the game, and 
the less fuss he makes about it the 
better it will be for his next shot.

Don’t neglect the little orders for 
the big ones. Rather depend upon the 
little ones for the profit and get 
as many of them as you can. The 
man who spends 25 cents a day with 
you at a good rate of profit will 
make you more money in your life­
time than the one who once or twice 
in a dozen years gives you a $100 
order after first frying every drop of 
fat out of it by the extra conces­
sions he demands with it because of 
its importance.

Every time a man and a woman en­
gage in an argument the man gets a 
chance to say unprintable things and 
the woman to turn on t'he briny flow

You are not likely to do much in 
this world until you learn to do with­
out much.

If the insurance company wanted a picture of 
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Demand for Better Goods the Life 
of Trade.

Since the publication of our last 
report cool weather has put a little 
zest into retail trade. \  et the de­
mand for merchandise has not vet 
reached that steady normal state 
which could be called active business. 
Every week the stores and depart­
ments are doing a little more than 
the week before, and mayhap it will 
be the middle *■»{ the month before 
the brisk point is .„ached.

Like conditions prevailed in the 
wholesale branch of the market. 
Here, too, some stimulus was imme­
diately felt from the cool weather, 
for duplicate requests began to show 
improvement in size with the closing 
week of September, though there is 
still plenty of reordering of simple 
numbers and small quantities, which 
indicates that some dealers are feeling 
their way cautiously while onlv fill­
ing in.

In our opening reports of fall re­
tailing, attention was called to the 
ready selling of fine qualities. This 
better quality demand has since con- 
tinued, and so emphatic is it that ap­
parently some retailers are at last 
awakened to the opportunities of do- 
ing more business and making more j 
money by selling more high grade 
goods. Some of these dealers have 
since duplicated on almost their en­
tire initial orders of fine clothes. 
They are reported to have bought I 
rather lightly, and now that they 
have gotten the business on the bet­
ter goods, they are hurrying requests 
to manufacturers to ship what 
remains on order, and even dupli­
cating.

Of course there is no stock in the 
hands of manufacturers. They have 
not yet finished filling first orders. 
Consequently the dealers who had so 
little faith in the goodness of the 
times and the ability of the people 
to buy and pay for good clothes are 
in danger of suffering losses through 
their shortsightedness and lack of 
confidence. If a delayed autumn has 
caught the dealers short of desirable 
ready-selling merchandise, an early 
cold snap might truly have caused a 
famine in the grade of clothes that 
early buyers want. Yet it is the old 
story often repeated of retailers buy­
ing plenty of what they think will 
sell and nibbling at things actually 
wanted. I'll at at this early stage of 
the season dealers are selling out 
their better goods, which they can not 
duplicate at once from manufacturers' 
stocks while the cheaper stuff goes 
abeggmg because the public does not 
yet want it, clinches a fact buyers 
preach, but apparently seldom prac­
tice' buy what the people want and 
you can get the business.

It is of interest to note in this con­
nection that while the better class of 
manufacturers are to-day getting de­
mands for Junior suits at $5 and 
above, and boys’ Norfolk suits at 
from $8 to $10 wholesale, the ma-

jjoritv of stores everywhere are ex- 
| pending money and brains in printer's 
j ink to create a demand for "special 
| values" at from $3.98 to 98 cents. The 
i ultimate accumulative effect of the 
I same amount of energy and money 
; spent in promoting mothers' interest 
| in better merchandise would be 
j vastly more profitable. There never 
j was a more opportune time than now 
j  tc begin and continue a campaign of 
j quality education. Begin by adopting 
a trading-up policy. Then watch 

| your business grow.
According to reports from the de­

signing rooms it appears that collars 
j for Russian and sailor blouses for 
l spring will be on the order of the 
j Peter Pan’ model of autumn, this 
j model having been widely imitated 
¡as eminently practical for little fel- 
j lows. It is to be made with a shield 
| in the long roll effect, and without 
the buttoning to the neck style. Col- 

| lars, too, for spring will have more 
j braid embellishment and somewhat 
j elaborate adornment.

Retailers are of the opinion that 
double-breasted auto overcoats for 

¡juniors, and shapely, long-vented 
j overcoats for boys from 12 to 17, 
both with creased seams and flared 
skirt, will meet with ready sale in all 
the grays of the season. Thus far j 
they have met with welcome recep- 1 
tion, and their confidence in big sales I 
is based upon early purchases, these 
styles being the favorites.—Apparel 
Gazette.

j Why It Pays To Satisfy Your Cus­
tomers.

Not long ago the writer was in a 
1 furnishing goods store and noticed 
one of the employes measuring shirt 
collars. On being questioned as to 
h:s purpose, he said that shirt bands I 
are not always true to number and 
that the firm had experienced consid­
erable trouble from mistakes of this 
kind in having them brought back. 
To thoroughly satisfy the customer 
and at the same time avoid trouble 
they measured the bands themselves 
and in case of mistake in numbering 
they were remarked. The merchants 
explained that with some manufac­
turers these mistakes are frequent, 
while with others they were seldom 
found, but at the same time thev 
were likely to occur with any of 
them. In such cases the merchant 
sells a shirt that does not fit.

This is a point that might be val­
uable to a salesman selling shirts, 
whether it is the custom of the 
house to measure the bands or not. 
When he sells a shirt, if he would 
take the trouble to measure the band 
himself, as well as the sleeves, he 
would have a satisfied customer and 
one who would seek him again when 
he wanted to make a purchase. At 
this time of particular dressing there 
is nothing so important as to have 
things right the first time and save 
returning goods or receiving com­
plaints. It makes business for the 
house and a reputation for the sales­
man.

Clerks have been noticed to sub­
stitute different numbers or different 
sleeve lengths, when they found they 
did not have the correct ones in 
stock, this, too, in high-class

stores. Such work can not but cre- 
j ate dissatisfaction, which will coun- 
j teract the profit on the goods and 
I give the salesmen a reputation for 
j poor attention to business or wilful 
| indifference to the interests of the 
employer, either of which is fatal to 

: success. Better many times tell the 
| customer that his number of that par­
ticular shirt is not in stock. He will 
probably select something else, and 
if he does not he at least knows that 
the house is honest in its intentions 
and he is not lost.

The specialty store, particularly, 
can not afford to lose customers. 
They are gamed by the treatment 
they receive and stay as long as they 
are satisfied. When they become dis­
gruntled, others are ready to serve 
them and the store has lost just so 
much, and the salesman is damaged 
in the same proportion. With the 

| large department stores this is differ- 
1 ent. \\ hile they use every means to 
1 gain and keep customers, their high 
I pressure methods of doing business 
¡gain them many new ones all the 
time and they do not miss those oc­
casional ones that drop out because | 
of dissatisfaction. Then they have a 
large transient trade, people who buy 
when they are in the city and maybe 
are not there again for years. But 
this does not excuse the salesman. If 
he values himself he will endeavor to 
satisfy a customer, no matter wdiere 
he is. The department store that is 
filled with such salespeople will be 
more successful than the one that has 
a careless lot, bent upon getting 
through the week from one pay day 
to another.—Apparel Gazette.
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He Is the One Who Wins in the 
Long Run.

It is well to be careful about pre­
tending to what you can’t back up 
with a production of knowledge when 
the test comes. The clerk who is 
caught in a false position in which he 
has placed himself is indeed in a 
bad way to make good. It makes 
little difference whether the preten­
sion has been made to one person or 
ainother—the boss or the customer— 
the end will surely find you out and 
you will be worse off than as though 
nothing of the kind had been at­
tempted.

Not long ago a retailer in want of 
a clerk received applications from 
many young men for the position. As 
is usually the case, many of them 
were found unfitted by lack of ex­
perience or training in other direc­
tions. Then along came a young 
nTan of good appearance who answer­
ed the questions in a satisfactory 
manner, explained his experience to 
the retailer and was given the job. 
He had come from a distant city and 
it was hardly possible to easily veri­
fy bis statements, and that is seldom 
considered essential unless the appli­
cant is for a very high position. It 
was also necessary for the retailer 
to leave on a business trip the fol­
lowing day, and the store was left 
in charge of the head clerk.

Business apparently moved all right 
until the head clerk thought altogeth­
er too many people were going away 
from the domestic department with­
out packages and evidently without 
purchasing. He investigated and 
fo wnd the new clerk was unfamiliar 
with -the goods—he didn’t know 
things when he saw them. A cus­
tomer asked for eiderdown and the 
new clerk couldn’t find the goods, al­
lowing the customer to go out with­
out purchasing anything, although 
that goods was plainly placed in the 
fixtures. Another customer asked 
for butchers’ linen, and the clerk had 
not the slightest idea of what to sbow 
her. The head clerk then came to the 
rescue and showed the goods.

Unable to trust the new fellow with 
any business for fear of offending 
customers, the head clerk was com­
pelled to attend to his own work and 
keep close watch, upon the domestics 
until the boss returned. The situa­
tion was explained, there was a con­
ference with the new man in which 
he confessed his lack of knowledge 
and also- that he had lied about his 
amount of experience in the dry 
goods business. Of course there was 
•nothing else to do but pass him out 
the door. The retailer afterward 
said that had the young fellow not 
lied to him in the first place it might 
have been possible that he would 
have given him the job, or some job 
about the store, and kept him, be­
cause of his good personal appear­
ance and his easiness oif tongue.

Lying easily becomes a habit, like 
swearing and drinking whisky, and as 
surely gets the perpetrator into trou­
ble every time. It is a thing for 
which thetre is neither necessity nor 
use and because it is so. easy to spring 
a lie and smwth the present it leads

M I C H I G A N  T R A D E S M A N
the liar into deeper water all the 
time—he has to tell one to hold an­
other down and soon gets info the 
confirmed habit in which he begins 
to think it is absolutely necessary to 
He in order to do business. 1 have 
known such men—men who have de­
clared and undoubtedly believed they 
couldn’t do business by telling the 
strict truth. They had lied so long 
they had begun to believe in it, and 
the people who did business with 
them were satisfied they were listen­
ing to lies.

Now, outside all the moral aspects 
of the thing, the habit of lying to do 
business doesn’t pay. Maybe you 
can sell your customer a certain arti­
cle this morning through telling a 
few small untruths about the goods 
or the prices or something that will 
induce a sale, but so surely as she 
conies some -other day she will not 
believe you and she will make a -sec­
ond sale to her infinitely more diffi­
cult because she knows you are a 
liar. The chances are that she won’t 
come again, for the stores that do 
business on the square nowadays are 
too numerous to allow the store of 
liars t-o long continue in prosperous 
business.

Here are a couple of examples, 
neither relating to first class clerks 
but both indicative of the effects of 
manners in handling customers. One 
young man, good looking of face and 
pleasant of manner and speech, gave 
himself up to making the sale of the 
present. He was bound to sell the 
customer now, by one means or an­
other—foul if fair wouldn’t work. His 
first six months of work in the store 
was a wonder. His sales went far 
above those of every other employe. 
Somehow in the next six months his 
lead began to gradually drop and the 
boss wanted to know why. He didn’t 
ask questions, but he began to watch.

He noticed that many customers 
walked by this wonder and waited 
for an older clerk—-a fellow who had 
been considered slow and really was 
slow of movement and speech. Furth­
er investigation showed that the cus­
tomers stated their wants to the 
slow clerk and he almost -immedi­
ately produced the goods that suited 
them. The customers who went to 
the swift young fellow were new ones 
to the store, usually, or new ones 
to the town. Still further investiga­
tion and a little indirect questioning 
brought out the fact that people had 
lost confidence in the statements of 
the younger man and preferred to 
wait for the older and -slower clerk 
because they placed -entire depend­
ence upon what he said. More than 
that, the older clerk had taken pains 
and trouble to study the tastes of 
regular customers and was able to 
offer them goods that came so near 
to satisfying their tastes that they 
bought readily and with confidence.

The slower clerk was- far from an 
ideal, because his movements were 
too slow for the swift business -that 
belongs to a modern store, but -his 
entire integrity and the confidence in 
which he was held by the customers 
made him a most valuable worker. 
Had this fellow been able to put a 
little more ginger into his m-ove- 
jnents and get about among custom­

ers with speed, he would have made 
a wonder. On the other hand, had 
the young man who was so swift to 
make sales been less fierce for the 
present dollar and more careful to 
study hiis customers and be sure they 
had confidence in him he could have 
maintained his place at the head of 
the sales columns and -soon have had 
the best position in the store.

Speed is essential, quickness of wit 
is essential, aptitude to maintain up­
per hand in an argument without -of­
fending the customer is essential, 
readiness to produce the right goods 
before the customer moves to leave 
the counter is essential, to get money 
to-day and now is essential; but every 
one of those -essentials must yield to 
the great fact that the business of 
now -is not all the business you must 
get. The store must be running to­
morrow and next day and next 
month, and the people you handle to­
day have to come back to-morrow 
or you won't have business to do. 
None of the business you do now or 
at any time has got to be done at the 
expense of lying. The customer won’t 
stand for it and the store can’t stand 
for it. The credit customer may be 
a present fixture, but unless you hold 
close to truth -she won’t be a fixture 
after she gets enough to buy inde­
pendently, and she can not be blamed 
for fleeing from uncertainty and the 
clerks in whom she has no confi­
dence.

You don t have to lie in order to 
be a good salesman; you can’t be a 
good salesman and a liar at the same 
time.—Cleveland Trade Bulletin.

A Clean Store 
Helps

S t a r  Counters 
FOR G R O C E R S

Improve Display, 
Increase Sales, 
Protect Goods.
Save Space and Time 

Catalog N free on request Beautify Store.
SHEEER-SILLETT CO., M’frs, - CUcap.

Sherer Counters 
Help Make a 
Clean Store

Handle the Coffee 
T hat Sells

Sales of Mo-Ka are  increasing every month. 
The people have discovered th a t high grade 
coffee can be had at a popular price.

Mo-Ka coffee sells to  every lover of good 
coffee who appreciates its  advantages. The 
air-tight package insures cleanliness and pre­
serves s treng th  and fragrance.

Mo-Ka is not a cheap so-called “coffee” of­
fering a cen t a pound profit to  the dealer. I t  
gives a fa ir profit and sells again w herever 
once used. W rite  us for prices.

The Sm art & Fox Co.
Wholesale Grocers and Coffee Roasters

Saginaw, Mich.

Putnam’s
Menthol Cough Drops

Packed 40 five cent packages in 
carton. Price $1.00.

Each carton contains a certificate, 
ten of which entitle the dealer to

One Full Size Carton 
Free

when returned to us or your jobber 
properly endorsed.

PUTNAM FACTORY, National Candy Co. 
Makers

GRAND RAPIDS, MICH.
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ANTIQUITY OF TEA.

First Reliable Account of Tea in 
China.

Tea was not known to the Greeks 
or Romans in any form and that it 
could not have been known in India 
in very early times is inferred from 
the fact that no reference to the plant 
or its product is to be found in the 
Sanskrit. But that the plant and its 
product—not only as an agreeable 
and exhilarating beverage, but as an 
article of traffic worthy of other na­
tions—must have been known in the 
East as early as the first century of 
the Christian era, the following ex­
tract from an ancient work entitled 
“ Periplous of the Ervthraen Sea’' may 
serve to prove. The author (usually 
supposed to be Aryan) after describ­
ing a city called “ Thina” proceeds to 
narrate a yearly mercantile journey 
to the vicinity of a “certain people 
called Sesatia, of short stature, broad 
faces and fiat noses” (evidently na­
tives of China), adding that “ the arti­
cles they bring with them for trade 
outwardly resemble vine leaves, be­
ing wrapped in mats which they leave 
behind them on their departure. From 
these mats the Thinae pick out a 
haulm called 'petros' from which they 
draw the fiber and stalks, then 
spreading out the leaves they double 
and make them up into balls, in 
which form they take the name of 
Malabathrum, under which name 
they are brought into India by those 
who so prepare them.” Under any 
interpretation this account sounds 
like a very remote, obscure and con­
fused story, still one of the authors 
01 the able "Historical Account of 
China” has ventured to identify this 
Malabathrum of the Thinae with the 
tea of the Chinese. Vossins Vincent 
and other authorities, however, un­
hesitatingly assert that Malabathrum 
was nothing more than the betel-leaf 
so widely  ̂ used in the East at the 
time as a masticatory. While the j 
author of the “ Historical Account” 
prefers to consider the passage in the 
“ Periplous” as a very clumsy de­
scription of a process not intelligent­
ly understood by the describer but as 
agreeing far better with the manipu­
lation of tea than with that of the 
betel-leaf, his conjecture, unsupport­
ed as it is, merits citation if only for 
its originality.

Many centuries again elapse before 
we can find any positive reference 
to tea by Chinese writers, but from 
a critical examination of the fables 
and traditions which have reference 
to the discovery and early' use of tea 
in China we may surmise, with some 
approach to certainty', that the tea 
plant was known to the Chinese and 
its leaves used by them—a,t least for 
medicinal purposes—from a very re­
mote antiquity, but that it was not 
in general use there as a beverage be­
fore the sixth century of the present 
era. Even then it appears to have 
been only locally' used there, but dur­
ing the next two hundred years its 
use spread throughout the whole Chi­
nese Empire, where it became the 
theme of numerous treatises, giving 
palpably fabulous accounts of its dis­
covery and use by various tmperors 
of the ancient dynasties,

The first reliable account of tea in 
China is that of its use by' the Em­
peror Ven-Ty in the year 584, for 
whom it appears to have been pre­
scribed as a medicine by a Buddhist 
priest acquainted with its virtues. It I 
is again mentioned by' one-Lo-Yu— 
a learned Chinese living during the 
dynasty of Tang, A. D. 618—who, be­
coming quite enthusiastic in its 
praises, wrote an interesting treatise 
on its virtues entitled “ Cha-Kin,” 
which is still extant and which is per­
haps the most ancient and genuinely 
authentic description of tea preserved I 
in Chinese annals. After eulogizing 
at length its fragrance and flavor, he 
observes: “ Tea tempers the spirit 
and harmonizes the mind, dispels las­
situde and relieves fatigue, awakens 
thought and prevents drowsiness, 
lightens and refreshes the body and 
clears the perceptive faculties.” 
This author also gives the following 
directions for its preparation: “All 
tea should be gathered in the second, 
third and fourth moons, but must not 
be picked in rainy or even cloudy 
weather, but only when it is fair and 
clear. Bruise and pat the leaves with 
the hands, then roast them over a fire 
and close them up. In this manner 
tea is best prepared, of which there 
are a thousand kinds”—a truly Orien­
tal exaggeration.

About this period tea must have 
been of sufficient importance as a 
commodity to permit of its being 
made a source of revenue to the Gov­
ernment as. according to the “ Kiang- 
moo"—an historical epitome publish­
ed in 785—the first duty' was levied on 
tea by' the Emperor Te-Tsong. It 
has been continued up to the present 
time.

Tea is again referred to in the ninth 
century by the Emperor Kien-Lung, 
who not only' describes the plant, 
but also the process of preparing it-

leaves for use and of which the fol­
lowing is a free but condensed trans­
lation: “ On a slow fire set a tripod 
and fill it with clear snow-water. 
Boil it as long as would be sufficient 
to turn a gray fish red. Then pour 
it on the leaves of choice tea. Let 
it remain as long as the vapor rises 
in a cloud and only' a thin mist floats 
on the surface; then at yrour ease 
drink the precious liquor so prepared, 
which will chase away the five 
causes of sorrow. You can taste and 
feel but not describe the state of re­
pose produced by a beverage thus 
prepared.”

Here it may not be inappropriate 
to quote Tung-Po—another Chinese 
author—on the subject of tea-making: 
“ Whenever tea is to be infused for 
use take water from a running stream 
and boil it over a lively fire—that 
from springs in the hills is best, river 
water next, and well water the worst. 
When making the infusion, do not 
boil the water too hastily—as at first 
it begins to sparkle like a crab's eyes, 
then somewhat like a fish’s eyes and 
lastly boils up like pearls innumerable, 
springing and waving about.”

The earliest mention of tea—out­
side the literature of China—is that 
to be found in the writings of an 
Arabian merchant named Solieman, 
who, in an account of his travels in 
the East about the y’ear 850, states 
that tea was then the usual beverage 
of the Chinese. At the close of the 
ninth century, however, it was found 
to be in general use there among all 
classes, the tax upon it at the period 
forming a source of considerable 
revenue as recorded by Abuzeid-el- 
Hazen.

There is also other independent ev­
idence by' two other Arabian travel­
ers in a narrative of their wanderings 
during the latter half of the ninth cen­
tury as to the general use of tea as

The Sanitary Wall Coating
Dealers handle Alabastine

Because it is advertised, in dem and, 
yields a good p ro fit, and is easy to sell.

Property  Owners Use A labastine
Because i t  is a durable, s a n ita ry  and 
beautifu l w a ll coating, easy to  app ly, 
mixed w ith  co d w ate r, and w ith fu ll 
directions on every  package.

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

A  Mine 
of Wealth

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 Co. 
Chicago, 111.

PROGRESSIVE DEALERS foresee that 
1 certain articles can be depended 
on as sellers. Fads in many lines may 
come and go, but SAPOLIO goes on 
steadily. That is why you should stock

HJVND SAPOLIO U a special toilet soap-auperlor to any other In countless ways-delicate 
enough for the baby’s skin, and capable of removing any stain.

Copt» the dealer the same as regular SAPOLIO, but should be sold at JO dents per cake,
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a beverage among the Chinese .at that 
time. Moorish travelers also appear 
to have introduced tea into Moham­
medan countries as early as the 
tenth century, while other travelers 
in China give most extravagant ac­
counts o f the virtues of tea, which 
appears to have been in very gen­
eral use throughout the greater pari 
of Asia at that time. Adam Olear- 
ing, describing an embassy to Persia, 
says of the Persians, “They are great 
frequenters of taverns—called Tzai 
Chalai—where they drink Thea or 
Cha which the Tartars bring with 
them from China and to which they 
assign most extravagant qualities, 
imagining that it alone will keep a 
man in perfect health, and arc sure 
to treat all who visit them to this 
drink at all hours.”

With the single exception of a more 
or less doubtful reference to tea in 
Marco Polo’s “ Marvels of the World” 
—published in the thirteenth century 
—nearly seven hundred years elapsed 
before tea was again heard of in 
Western literature. The foregoing 
accounts, applying as they do to the 
use of tea in the East, are sufficient 
to prove that the ordinary accounts 
place the introduction of that bever­
age as regards Europe—particularly 
the Continent—as too late.—Joseph 
M. Walsh in Tea and Coffee Trade 
Journal.

An Almost Coffeeless Empire.
Of all European countries proba­

bly Russia consumes the least cof­
fee per capita. This is said, not from 
statistics—to put my hands on which 
I wot not and care not—but from 
prolonged journeys over Russiadom. 
The rnujik millions of Russia know 
not what coffee is. They have to be 
content through life with their weak, 
unsweetened tea. And rotten stuff 
if is, too! The high grade Russian 
tea of which we hear is that consum­
ed by the classes. That consumed 
by the masses is “ another story." The 
stewed tea of cheap Manhattan res- 
t an rants is no worse.

Only in a few big cities—like Mos­
cow, Camapa, Odessa, St. Petersburg 
—do you find a few of the working 
classes using coffee. You can imag­
ine what a low grade it is! Of course, 
the well-to-do get fine coffees from 
Arabia, via the Black Sea. Many of 
them follow the Turkish method of 
partaking thereof, by infusing and 
drinking direct from off the farinalike 
grounds.

A fewr mujiks know' enough to roast 
some of their rye in the grain. Th s 
sometimes makes a fair substitute 
coffee, although lacking all tang. It 
is often “dead as ditch-water”—like 
most every substitution for the real 
article on the market. Stale bread 
crumbs, if well roasted, will yield a 
just-passable “coffee”—but oh, so flat!

Just off some of the markets or 
bazaars in Moscow, Central Russia, 
there are very cheap restaurants for 
the use of the marketers. Here they 
sell bowls of hot, mysterious “ soup” 
and hunks of coarse, sour-as-vine gar 
smelling rye-bread for two or three 
copecks; also the usual exhausted, 
woo dy-ta sting tea (compared to 
which an infusion from old hay 
would be honest); and, on one occa­

sion—the only instance ever noted in 
Russia—were bowls of “ coffee” being 
sold. The Russ calls it “kofe.” I tried 
■it. It was stuff. What it was made 
of I know not—certainly never from 
a coffee-bean. Perhaps it had been 
made from the sweat-sodden inner 
soles of mujiks’ wiorn-out old boots, 
which (when extracted, dried, roasted, 
ground and brewed) are said to yield 
a rich, dark-colored infusion “resem­
bling the finest Mocha”—with the 
Mocha left out.

For sweetening the “kofe”—or rath­
er their mouths—the mujiks would 
reach out for a stick of crude toffee 
or molasses-taffy dangling from a 
string hanging from the ceiling; put 
one end of it in the mouth, give it 
a few licks, and then let it spring off 
into the expectant hand and open 
mouth of his opposite neighbor, Ivan 
Ivanovich. Thus the dangling string 
would be kept busy from mouth to 
mouth. Between licks, of course, the 
coffee is being drunk. Sugar is top 
dear for the mujik to afford; and 
even on “state” occasions—-as his 
marriage, or a baptism, or a faith- 
day—when a pound of loaf-sugar may 
be introduced into the house, he will 
make it last a surprisingly long 
while, by holding a quarter of a cube 
in the mouth, and drinking the tea 
(or, rarely, coffee) around it. Thus 
he can control the passing pleasure 
of an occasional sweet taste striking 
the palate at the psychological mo­
ment.

Protecting the Name “Coffee.”
A favorite German coffee-substi­

tute is called fig-coffee; there are 
about a dozen firms engaged in its 
manufacture. In France there is a 
date coffee offered. According to the 
terms of the new pure food law in 
France a substitute for coffee can 
not be called a coffee at all. The 
name cafe must no longer be usurped 
or traded upon to foist on the public, 
a substitute for coffee. The manu­
facturer has to call it “ date” some­
thing else; or, if a cereal, he will 
not be allowed to call it a “ cereal 
coffee” at all, but he may call it a 
roast-cereal or the like, “ offered as a 
substitute for coffee,” or any other 
qualifying non-misleading terms. A 
good idea, for our poor old friend, 
the word coffee, has had to stand 
generations of the abuses of substi­
tution. Chicory is not called coffee, 
although so universally used. Why 
should other articles usurp the name 
coffee ?

The formation of a great lake in 
Southern California, due to a careless' 
attempt to irrigate the Salton “sink" 
from the Colorado River is an inter­
esting if threatening phenomenon. 
The area is below sea level and as it 
keeps steadily filling, the Southern 
Pacific Railroad keeps shoving its 
track farther up into the foothills. 
This process of transforming land to 
sea was begun by men, but Nature is 
taking a leading role just now and 
incidentally teaching us a few lessons 
about this irrigation problem which 
we are barely beginning to attempt.

The sermon is sure to be empty of 
blessing when the head is full of busi­
ness,

The Wise 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.

Unquestionably the Best

Bra" se5 The J. M. Bour Co.
Principal Cities Toledo, Ohio

Sell

Your Customers

YEAST
FOAM

It is a Little Thing, 

But Pays You

A Big Profit
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NOW IN TH E FIRM.

Story of How Packard Got Ambi­
tious and Won.

Y ou never can tell what is going 
to do it. Sometimes it’s a lucky turn 
of circumstances, sometimes it’s a 
prod'from hard luck, and then again 
sometimes it is a woman. If it is 
none of these it is Something else. 
The number of things that may poke 
a lazy man into industry that lifts 
him from mediocrity or failure to 
the high levels of success are as nu­
merous and varied, and sometimes as 
unpleasant, as the things which later 
on may take him by the scruf of his 
neck and cast him whence came.

One of the strangest sights to be 
witnessed in a great office, store, shop, 
or other establishment consecrated to 
the dollar, where men fight each other 
for the favors of Mammon, is a young 
man who has gone his way in indolent 
fat flanked content suddenly gal­
vanized into white heat activity 
through something new breaking into 
his life and disturbing it. It is an en­
tertaining sight, as well as a strange 
one.

Usually the change produces at first 
a sort of scramble on the part of him 
affected. His work, which hitherto 
has been turned out with easy, som­
nolent regularity, now suddenly finds 
itself shuffled about, handled, and 
cast about with a vigor and force that 
entirely shocks and surprise it. Im­
perfections or errors in the work as 
it comes to him. which previously ex­
cited nothing more serious than a 
lazy, good natured, “Say, fellow, you 
want to get next to yourself and not 
make so many bulls.” now become 
matters of serious import. The head 
or assistant head of the department 
often comes to hear of them. The 
affected person becomes painfully 
careful with his own work, and then 
soon comes into the range of vision 
of the boss.

The change is not merely in the 
work. The man himself changes, 
physically and mentally. There is a 
compression of the lips, a seriousness 
about the eyes, and a general appear­
ance that the fellow may have been 
careless and unambitious, and perhaps 
inefficient up to this, but now that is 
all behind and hard good work and 
steady, persistent climbing of the lad­
der of success are now the rule. And 
thus he becomes a plugger and he 
wins his way out of mediocrity or 
failure to success—if he has it in him.

W hat it is that prompts the change 
in him has much to do with the suc­
cess or failure of this spurt. Some 
things are evanescent and cause but 
a temporary flurry of industry; oth­
ers make and keep awake the desire 
to be of consequence which is in most 
white men.

This was the kind of promotion that 
came to Packard.

The city sales of the soap depart­
ment was the division of Going & 
Co.’s general office that occupied 
Packard. Up to the date of his trans 
formation his time was about all that 
the office got from him, for it is quite 
certain that he did not think beyond 
the mechanical processes necessary 
to the maintenance of his place on the 
pay roll in performing the duties

which the great firm reposed upon 
his slightly fatted shoulders. He was 
lazy, was Packard. He was unambi­
tious. His place in the soap depart­
ment brought him $18 a week.

It had done this for three or four 
years. It probably would continue to 
do so for as many years as he cared 
to stay, for the head of the depart­
ment counted a profit on his services. 
Thus there was no danger that the 
ax of discharge would fall upon him.

It is not to be presumed from this 
that Packard’s services were so valu­
able that the house could not get 
along without him. As one of the 
old clerks of Going & Co. had re­
marked when the general manager 
had died of apoplexy in the night and 
his place had been filled satisfactorily 
by noon the next day, “ Even the 
clerks aren't exactly indispensable.” 
No; Packard wasn’t so good that the 
firm must have him. Yet he filled 
satisfactorily and conveniently an un­
important niche in the structure which 
was the general office, and there was 
no immediate prospect of his being 
disturbed as long as he continued to 
fill it reasonably well.

Ih is  condition of affairs suited 
Packard. Nothing could have been 
better to his taste. In a measure he 
did order it, for when he came into 
his position in the sales department 
he looked it over carefully, felt satis­
fied, and resolved lazily but firmly to 
perform the duties assigned to him in 
such a manner that the head would 
not find any noticeable deficiency.

That he was able to do this from 
the beginning is strong testimony to 
the inherent capabilities of Packard, 
t was no "fool’s” position that he 

had.
It was, however, an easier position 

to hold. Especially easy was it for 
Packard. He really liked the work— 
which means more than high pay in 
rendering a position desirable—and 
soon after his initiation he was able! 
to perform his duties with but little 
effort. Yet his work was done well, 
and was nearly perfect.

His predilection for this position 
his ability to fill it so well cheated him 
out of several better jobs. When the 
time came to fill these places the 
head considered Packard for a mo­
ment and passed his name by. He 
was too satisfactory where he was to 
risk putting him on work at which 
he was untried and unproved; and 
as he was satisfied thoroughly where 
he was there was no injustice done 
the young man in not giving him pro­
motion. In fact, once the head had 
mentioned to him one of these 
chances in a deprecatory tone of 
voice, it is true, and Packard had in­
dolently replied that he guessed he 
didn t care to make the change if the 
head was satisfied with things as 
they were, and the matter had been 
dropped.

This was at the beginning, while 
he was new in the sales department. 
After a year the head had ceased to 
consider him when he was casting 
about for a man to advance. Thus 
the sloth of the man who is in a rut 
and satisfied to be there fell upon 
Packard, as it is sure to do to any 
man who welcomes it. He settled 
complacently and indolently into the)
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low levels, mediocre, and promising 
in the end to be a common failure, 
like most men.

A few friends about the office, not­
ing his disposition, tried to figurative­
ly kick a little ambition into him, but 
in vain. Some of his associates went 
on up the ladder of success, and when 
they were safe in their hold on the 
rungs tried to pull him up after 
them. But he would not come. He 
was satisfied where he was, and 
eventually they left him alone.

Now. Packard had come from a 
middle western town, the kind of 
town that calls itself a “city” and is 
quite certain of its metropolitan air. 
It was not far from the city, but 
Packard, the indolent, went back 
there but seldom. The first year in 
the sales department saw him make 
one visit there; the other three saw 
none. So he was quite a stranger, 
they told him, and he was well to­
wards the thirty mark in years when, 
in the fifth year of his employment 
of Going & Co. he went back for a 
short stay.

Packard was glad the stay was 
short. At first he wished that he'd 
never come, next he didn’t care, and 
finally he was glad of it, because they 
had said things to him that had 
stirred him and made him resolve to 
“show them.”

“They” were, of course, the people 
of the old home town. They, so they 
said, expected that Packard was in 
the firm down there now.

"No,” said Packard.
"No? Well, then I s'pose you're 

making awfully good money, any­
how?”

Packard was silent. The people 
whom he had once lived with under­
stood.

“ Guess Charley Packard hasn't been 
doing well down there in the city,’’ 
they told each other. “Asked him 
how much he was making and he 
didn’t answer. Guess it ain’t much, 
cause he’s nothing but some kind of 
a book-keeper, if I understand it 
right. Pshaw! He ’peared so smart 
here at home, too. And all that 
money spent on him for a college ed­
ucation gone wasted.

"Well, you can’t tell; mebbe there 
wasn t any good stuff in Charley aft­
er all. That must be it; not much 
good.”

Of course the talk came to Pack­
ard’s ears. Everything goes every­
where in a few days in a country 
town. He had suspected something 
like this because of the disappointed 
look of his old friends when he as­
sured- them that he was “ not in the 
firm.” And, strange as it seems, the 
Packard who was not affected by the 
urgings, lifts, and scoffings of his 
friends in the city was affected here.

“ No good stuff in him,” he roared 
angrily. “ Not much good! Is that so! 
Well, I guess not. I ’ll just fool 
’em-a little; I ’ll show them.”

The only important thing that re­
mains to be told is that he did “show 
them.” The easy going Packard died 
a sudden death and in his place is the 
Packard who now, when he goes back 
to that pretentious town, can tell the 
people that he is in the firm.

You never can tell how it will hap­
pen- Allan Wilson.

THE PATIENT WOMAN.

Why She Is a Menace To the Home. 
Written for the Tradesman.

“ Patience allied with strength is an 
attribute of the gods, but a patience 
born of acquiescence and submission 
is nothing but cowardly weakness.” 
The patient Griselda, as a character 
in literature, is a symbol of noble 
womanhood, but in modern life she 
is considered <a worthy example of 
what woman should not be. The fol­
lowing story will illustrate the point: 
A young girl only would promise to 
marry a man providing the promise 
to obey were left out of the wedding 
service. “ But why do you fret, 
whether you promise or not?” he 
asked; “you certainly will obey me.” 
“ But I won’t,” she 'exclaimed, “and 
we would better 'have it settled right 
here. If you are kind to me I’ll be 
good to you; if you are sick I ’ll nurse 
you; should misfortune come, I ’ll 
work for you, but if you command 
I'll never obey you.”

The development of judgment and 
reason has taught woman that bel­
ligerency is a masculine accomplish­
ment which only needs a little prac­
tice to be acquired. The other day a 
woman was telling a friend that her 
husband was the best of men until 
something displeased him, and then 
he was dreadful. The wise woman 
counseled that the next time this man 
worked himself into a tantrum his 
wife should screw herself up to the 
same pitch. “ I couldn’t do that,” ex­
claimed the docile wife; “it would be 
rude and unladylike.”

“ Nothing of the kind,” came the 
answer; “ it's no more unladylike for 
you than it is ungentlemanly for 
him.”

Skeptical though the woman was, 
she accepted the advice and the next 
time she met her friend she said: 
"It worked like a charm; he began to 
bluster, and I began to storm. When 
he saw that two could play the game 
he bagged me to calm myself, fear-ng 
that our neighbors should think we 
were having a quarrel.”

Had men not learned to assert 
themselves more forcibly than wom­
en do there would be little industrial 
and social progress. Every leader 
and reformer does his share of kick­
ing. Most men know this, and still 
they find it such a comfort to have 
a wife, mother, or sister who can suf­
fer injustice in silence.

One day a man went sailing into 
his wife, and his friends said: “ Cer­
tainly she has done nothing to 
merit your displeasure.” “ I know 
she hasn’t,” he answered, “ but I like 
to try her.”

Men do not remember always that 
there is no sex in character; strength 
is strength, and weakness is weakness 
the world over. As a general once 
told his wife, “ My dear, when you 
want to relieve your feelings, swear, 
but never weep. An oath is a sign 
of strength, but tears express weak­
ness.”

Women have learned through try­
ing experience that patience without 
persistence is worth less than per­
sistence without patience. An ener­
getic woman on being congratulated 
on what she had done for her hus­

band and boys replied: “ It was all 
so simple; I was doggedly persistent 
in the beginning, and it only was 
after they had accomplished what I 
wished that I grew patient.”

Until recent days it was considered 
unladylike for women to work unless 
forced to it through grim necessity. 
Not quite beggars, they were first 
pensioners on their parents and then 
on their husbands. But since the 
modern girl has thrown patience 
away she has learned that she has 
more brains than even the best phre­
nologist ever hoped for, that some­
times she has Aladdin’s lamp of good 
fortune if she only will make use of 
it. A brilliant man was advis.ing his 
daughter to abandon some enterprise 
she was planning. The independant 
girl listened calmly, and then an­
swered: “ I shall carry out my plans, 
if for no other reason than to prove 
that you are mistaken."

Many men feel that they are the 
entire mainstay of the family, be­
cause they earn the money, and that 
their wives only contribute a small 
part in caring for the household and 
children. They will not allow their 
wives definite incomes, though they 
expect to pay their employes fair 
wages. Therefore it is not to be 
wondered at that so many girls work 
for strangers rather than to be mar­
ried and work for their husbands.

One day a Frenchman was com­
plaining about his wife’s extrava­
gance, but the independent little 
woman said: “ Why, if you feel you 
are allowing me too much, by giving 
me 5,000 francs, I shall prove to you 
that I can earn three times that 
sum.” She made good her boast, and 
taught her husband that he was not 
conferring a blessing by giving her a 
comfortable living.

The patient woman may be a re­
former, but, like other mortals, she 
must expect to sacrifice herself to the 
cause. She may be good and virtu­
ous, but still her domineering hus­
band will do as he likes. It is the 
man who is married to a woman who 
does not waste any sympathy on him 
that usually proves himself to be a 
model husband.

This does not mean that the sen­
sible woman spends her married days 
quarreling and making up. She 
knows that she needs tact and judg­
ment to succeed as a wife, as in every 
calling. She conserves her energy, 
and when she expends it she uses it 
to good advantage. When she wants 
to kick she does not give the ball a 
timid, modest thrust, but, like the 
successful football player, she waits 
until she can send it into the coveted 
goal. Delia Austrian.

An Embarrassing Courtesy.
It was on a suburban train. The 

young man in the rear car was sud­
denly addressed by the woman in the 
seat behind him:

“ Pardon me, sir,” she said; “but 
would you mind assisting me off at 
the next station? You see, I am very 
large, and when I get off I have to 
go backward, so the conductor thinks 
I am trying to get aboard and helps 
me on again. He has done this at 
three stations.”

Make Me Prove It
I will reduce or close 

out your stock and guar­
antee you ioo cents on 
the dollar over all ex­
pense. Write me to- 

v day— not tomorrow.

E. B. Longwell
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How Relief or Cure M ay Be Ob­
tained.

W ritten for the Tradesman.
\\ hen we speak of insomnia we do 

not think simply of an occasional 
restless or sleepless night, caused by 
some temporary excitement, physical 
pain, such as wounds or burns, ex­
treme heat or cold, change of sleep­
ing quarters, fear, sorrow, anxiety, 
or the like, which are liable to be at 
times the experience of any person 
in ordinary health. Correctly speak­
ing, this is acute insomnia. In such 
cases the removal of the cause is all 
that is necessary to secure regular, 
refreshing sleep. The cause or caus­
es of such sleeplessness are often very 
easily discovered, and may in mail}’' 
cases be avoided if one will only de­
termine to avoid them.

When insomnia becomes chronic, 
when it becomes a distinct malady, 
when it comes to be a regular night­
ly occurrence, then it is a serious mat­
ter. When one is or has been af­
flicted by it, when he can not count 
one full night s sleep in weeks, months 
or years, he knows what insomnia is, 
and he may possibly know full well 
its cause.

In all maladies, of whatever na­
ture, the first step toward a cure is to 
remove the cause. Without doing 
this all attempts to obtain perma­
nent relief are futile. Temporary re­
lief from insomnia may sometimes be 
obtained by recourse to drugs, but 
permanent relief or cure demands a 
radical change in mode of living. A 
complete rest must be afforded the 
overworked brain and deranged nerv­
ous system. The unbalanced forces 
must be restored to an equilibrium.

There may be one prime cause of 
insomnia, or there may be several. It 
may be liver trouble, dyspepsia, heart 
affection, mental overwork, lack of 
proper exercise, impure air or some 
other cause. It may be a combination 
of several of these. Comprehensive­
ly, it is the result of improper or in­
correct habits of living. For one who 
has been well and strong to be af­
flicted with insomnia it usually indi­
cates a long term of ill usage of the 
physical powers. The patient may 
have been an industrious, earnest 
worker, an enthusiastic student, a 
careful, conscientious, moral person; 
or he may have been one given to 
dissipation and excesses, careless of 
consequences. The disastrous re­
sults of persistent violation of Na­
ture’s laws are alike certain to either 
class. One may cherish the conso­
lation of having sacrificed himself in 
faithful performance of duty or in 
noble endeavor to benefit his fel­
lows. while the other can only curse 
himself for the folly of gratifying 
selfish, unworthy desires.

The complete rest needful to se­
cure permanent relief may sometimes 
be obtained by regular and sufficient 
vacations, by careful attention to 
hygienic measures, by a return to 
correct habits of living. But in many 
cases correct habits may not be pos­
sible without the permanent giving 
up of a chosen profession, a profita­
ble business or a desirable social or 
political position. To attempt to re­

gain health and still hold on to the 
very thing which causes ill health is 
a very common mistake. The per­
son is in a rut, and does not know 
how to get out or does not want to 
do so. It is not alw-ays that he loves 
that rut more than he desires health, 
but he fears to attempt a radical 
change. It is the only work he un­
derstands, the only business that he 
ever has succeeded in, the only means 
he can see of providing for himself 
or family. Or it is a position for 
which he has for years most ener­
getically striven, only to realize that 
to hold it he is surely and certainly 
undermining his health. He fears 
that a complete break-down will 
come sooner or later, but he hopes 
it may in some way be averted with­
out relinquishing the coveted prize.

It is certainly pitiable to see a per­
son who really is in a helpless tread­
mill, who is wearing away his life 
with no possible chance of escape. 
There may be such; if so, they de­
serve sympathy. But there are many 
who will not step out of the beaten 
path and choose an 'Occupation in 
which relief may be found. They 
are deterred from so doing by pride, 
ambition, greed or some other un­
worthy motive, and so they keep on in 
a course which brings constant suf­
fering and surely ends an insanity or 
premature death. It is slowr but sure 

I suicide. They would rather die than 
be known as a laborer, mechanic or 

j farmer, and yet in some one of these 
or other vocations where muscle and 
brain are alike necessary, where one 
kind of labor counter-balances the 
other, they might earn an honest live­
lihood, provide comfortably for those 
dependent upon them and regain to a 
large extent, if not fully, their former 
health.

Who does not prefer a vocation in 
which he can always be clean and 
well dressed? And yet, if, in order to 
retain or regain health, one must en­
gage in wrork which requires coarse 
clothing and soils the hands, it is no 
disgrace. One can engage in any 
calling which is necessary or bene­
ficial to" humanity without loss of 
self-respect. But if one will not con­
descend to a calling which does not 
allow- him to be always well or fash­
ionably dressed; if pride and vanity 
must be gratified even although 
health is sacrificed, of course he must 
suffer on.

Any person afflicted with insom­
nia must decide for himself whether 
or not it is necessary to change his 
occupation in order to regain health.
If he decides firmly to make it his 
chief business to take proper care of 
himself and let all other matters be­
come secondary; if he sets about it 
in the right w-ay he may succeed. 
The earnest enquirer may ask what 
he shall do and w-ha.t he must re­
frain from doing in order to get into 
the right way.

In the first place let him look the 
matter over carefully and see how 
many unnecessary burdens he is car­
rying how- many things he is giving 
thought and attention to outside of 
his regular w-ork or business, the busi­
ness which of itself is sufficient to 
yield him a reasonable maintenance. 
Does he hold office in a half dozen
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fraternal societies? Does he consider 
it his duty to serve in numerous de­
partments of church work? Is he 
deacon, trustee, teacher and member 
of several committees? Is he an offi­
cer of the School Hoard, a notary, 
an insurance agent, a township, vil­
lage or city officer? Does he hold a 
position of responsibility in every en­
terprise inaugurated in the communi­
ty? If these extra burdens are the 
ones which are taxing him beyond 
his natural capacity, should he not, 
in justice to himself, unload them at 
once?

When these outside matters have 
been settled in accordance with rea­
son and common sense, then the 
business conditions should be inves­
tigated. Must the proprietor carry the 
whole business alone? Could he not 
delegate a portion to others and thus 
avoid being overburdened? Could not 
the wife, son or daughter take a 
share of the work or care? Are there 
not employes who are competent and 
willing to assume more responsibili­
ties?

Then what about the time after 
business hours? Are the eyes and 
brain further taxed by reading and 
study? The laborer, the mechanic, 
the farmer, whose muscles have been 
employed all day in the open air, can 
sit down after the evening meal and 
read until too drowsy to keep their 
eyes open, and then go to bed and 
sleep soundly until morning. But the 
brain-worker should avoid all study 
after the evening meal. He may have 
to relinquish his daily paper and 
forego keeping posted on all the

world s happenings. It were better 
to sit or recline with shaded or closed 
eyes and listen to restful music or to 
some one reading that which, will 
tend to remove his thoughts as far as 
possible from business or study. 
Then, before retiring, take a few 
minutes of brisk exercise in the open 
air.

What about other 'home condi­
tion« ? Do the young people and 
their company keep the house in a 
turmoil until a late hour? Can not 
father get any sleep until the last 
boy or g;rl is home from meeting, 
lecture or opera? Or if awakened 
from sound sleep, does it not result 
in robbing him of a full night’s rest?

It is the slow, constant wearing 
away of the nervous forces by some 
or many such harassing conditions 
which finally results in insomnia and 
permanent impairment of health. As 
before remarked, the unnecessary 
burdens should receive first attention 
and first be laid aside.

The listening to a sermon or lec­
ture in the evening may start a train 
of thought which will prevent sleep 
for hours. Attendance at social gath­
erings may produce excitement and 
result in a sleepless night. Bathing 
at night tends to exhilarate instead 
of quieting. Acids and stimulating 
drinks should not be partaken of in 
the evening. An excess of liquids 
tends to produce wakefulness. Meat 
soups are too stimulating for the 
evening meal for some persons.

One person who had almost given 
himself up as hopeless found relief 
in giving up smoking, he having

been an inveterate smoker. As to 
diet, he now seldom eats a breakfast, 
sometimes only a cup of coffee. At 
noon he goes home to a light lunch 
and then has dinner in the evening. 
The day’s work done the brain is 
not robbing the stomach of nervous 
energy needed for digestion, and the 
stomach draws the blood from the 
brain and allows it to rest.

Starvation or a limited diet is not 
likely to relieve insomnia; in fact, 
need of food may be the cause of 
sleeplessness, yet no indications of 
hunger be felt. This is because of 
a deranged nervous system which is 
unable to indicate its needs. Exces­
sive brain work causes indigestion, 
and indigestion causes insomnia, the 
nourishment taken into the system 
not being prepared for assimilation 
and rebuilding of the worn out tis­
sues.

The foregoing suggestions may aid 
the sufferer from insomnia to set 
about obtaining relief or cure. Let no 
one expect permanent results from 
brief endeavor. The time for res­
toration will be determined to a con­
siderable extent by one’s carefulness 
and persistence in correct methods. 
It will also depend upon the age of 
the patient and the length of time 
the malady has continued. Many can 
expect only to attain to a condition 
of health in which existence is once 
more tolerable. And when apparent 
health has been regained the person 
must ever beware of weakened foun­
dations, and never again undertake 
such burdens as formerly he was ac­
customed to carry. E. E. Whitney.

To Remove Wall Paper.
A steam apparatus has been in­

vented for removing wall paper from 
the walls. Steam is generated in a 
boiler by means of a gasoline burner 
and applied to the wall through a 
hood in the hands of a workman. 
The connection between these parts 
consists of a rubber tube. After a 
steam pressure is obtained within the 
boiler, it is merely necessary to hold 
the hood to the wall a short time, 
when the paper peels off easily under 
the action of the workman’s plow'.

The outfit is not too large to be 
easily portable. The gasoline tank 
holds a day’s operation, while the 
water tank holds four gallons, suffi­
cient for the same period of work. 
The time of steam application varies 
with the amount of paper on the 
wall. Ordinarily, it is said that a 
few seconds will penetrate a dozen 
coverings of paper, one over the oth­
er. The claim is also made that it is 
hygienic, the heat of the steam killing 
germs and vermin. This would de­
pend, of course, upon the length of 
time the application of steam is kept 
up..

Needs a Cough Remedy.
“ Did you ever hear of any one 

starting up a flirtation by coughing 
when they passed a pretty girl?’’

“ 1 have, indeed. I met my wife at 
a church fair, coughed gently, at­
tracted her attention and afterward 
married her.”

“Quite romantic. What is the se­
quel?”

“ I have been coughing up ever 
since.”

-------- More Profits------- -
More Steady Trade

This Is the W ay:
F irst—Increase your sales by interesting the trade through proper display and advertising—superior quality- 

prompt service—attractive packages.
Second Reduce cost by saving time, labor and ice and buying at a lower price.

To Accomplish This in Your B utter Business Use the

Kuttowait System
Displays butter in handsome glass paneled, sanitary refrigerator on the counter.
Enables you to sell tub butter in print form under your own brand—we print cartons to your order.
One solid piece, neat package, no scraps or driblets, pleases customers.
Push tub butter because it is the best—it retains its delicate flavor—and save 6oc to $1.20 on every tub.
The Kuttowait saves you print prices and all loss from overweight when “ digging” out tub butter in the 

ordinary way.
LET  US PROVE IT, MR. GROCER

K uttow ait B utter Cutter Company 68-70 North Jefferson S t., Chicago, 111.
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METROPOLITAN METHODS.

They Would Not Go In a Country 
Village.

It pays to be independent—if you 
can make it pay. As a national con­
dition independence is a great and 
glorious thing. As an individual vir­
tue it is not all that it is cracked up 
to be.

1 ve had my little experience at be- 
ing independent and since I could not 
make it pay, 1 am now looking for 
a chance to start in afresh in some 
held where my experience will be of 
use to me.

It was last winter that the drug 
business began to grow dull in Klip- 
nocky and caused me to cast about 
for means to start it up a little. All 
the trade journals said there ought to 
be no dull days; that every season 
has its special needs and the man 
who advertises hard and makes good 
window displays is bound to get 
trade all the while.

That sounded first rate. 1 thought 
it all over carefully and then bounc­
ed the sort of half-registered clerk I 
had and secured right from New 
York a fresh, up-to-date, licensed 
man who claimed to be posted on 
all sorts of advertising and business- 
making schemes.

As soon as this wonder arrived on 
the spot I put the advertising and 
windows into his hands and told him 
to go ahead and get business.

Well, he went ahead all right. He 
doubled our advertising space in the 
papers and cleaned the store and in­
augurated a system of washing win­
dows everj' week with a new display 
each time.

Klipnocky is a small place—only 
fifteen hundred inhabitants—a very 
quiet, rural, lecture-course loving 
community. There is a great excess 
of old maids in the town and they 
may safely be said to run the social 
portion of the village life. Such a 
population requires different treat­
ment in an advertising way from the 
metropolitan public. I realize that 
now better than I did.

The new' clerk was Walter Wardell 
and he was a hustler and no mis­
take. to r three weeks he kept our 
advertising space screaming about 
our own preparations; then lie broke 
into the sundry department. I re­
member now that his last advertise­
ments and displays before taking up 
the sundries were devoted to our 
ow'n imitation of Mother-in-Law 
Redham s famous (or infamous) 
compound. We claimed that we 
could make weak women wrell as fast 
as ever the late mother-in-law could 
—and I guess we didn’t lie about it 
any either. After the imitation Red- 
ham advertising came a big barga:n 
sale of toilet paper, with both win­
dow's full of the goods and our news­
paper advertisements telling the vir­
tues of the brand of which we car­
ried most in stock.

I was surprised that so few peo­
ple responded to the vigorous adver­
tising, and during the time of the 
disolay I regretted to see a «oodly 
number of our customers enterinethe 
Oak Tree Pharmacy across the way, 
the other drug store in town 

Although the only extra sales of

toilet paper were to a few men for 
their offices, yet I really gave the 
matter but little thought because I 
realized that advertising can not be 
expected to be immediately profit­
able.

After the toilet paper came a sus­
pensory bandage window and a mail­
ing of booklets about those goods. 
Then w'e exhibited trusses and ab­
dominal supporters and surgeons’ 
supplies in the way of—well, number­
less instruments useful only to the 
medical fraternity.

We planned a big rubber goods 
sale and I bought a lot of extra stock 
to make it a success. We spread 
fountain syringes around the store in 
all the available places and showed 
them in the window’s in great profu­
sion. The display as such was a 
wonderful success, but all this time 
business kept getting more slack and 
I kept seeing more of the women 
who had traded with me going to 
my competitor s. The situation w7as 
becoming embarrassing, for I had 
hired a high-priced man and invested 
in extra goods and instead of busi­
ness picking up it had dropped off 
half.

One day I sat at my desk, wonder­
ing how Jong it would be before I 
would have to discharge the clerk 
and get along alone, when a bunch 
of half a dozen women came in— 
mostly maiden ladies of dubious age 

and one, who happened to be mar­
ried, asked for Mr. Tuspot.

I got up and went forward at once 
and found the party all blushing fu­
riously and glancing at one another 
and trying to look at ease and fail­
ing sadly.

I said: “ Good morning, ladies. 
What can I have the pleasure of do­
ing for you?”

The one married member of the 
group, who seemed to be the unwill­
ing spokeswoman, coughed and stam­
mered and coughed again and finally 
managed to say that they were a 
committee from the Klipnocky Mod­
esty Club.

I said that I w’as pleased to see 
them and regretted that I could not 
give them seats in my office, but that 
I was not fortunate enough to have 
an office. Then I suggested that 
they tel! their errand and explained 
that I had not before been aware of 
the Club s existence—unfortunately.

The leader spoke once more or 
rather tried to speak, and after fail­
ing tw'o or three times managed to 
say:

“ Well, Mr. Tuspot, we—er—that is, 
we came to—er—for the purpose of— 
to say that—that we would—all like 
to get some soda water.”

I was somewhat surprised, but mo­
tioned them to the fountain and serv­
ed them, talking meanwhile of the 
pleasant weatheT and similar things 
until at last they departed with avert­
ed eyes and dark glances from one 
to another, and particularly at the 
spokeswoman.

I went back to my desk and sat 
down. Walter came around and 
said: “ Now, what do you call that? 
The Klipnocky Modesty Club! Well,
I 11 be jiggered!”

Only he didn’t say “ jiggered.”
You may search me,” I answered.

“Something seems to be doing, but 
I don’t know what. It certainly is­
n't business.”

We gave up trying to guess the 
mystery and had nearly forgotten the 
visit of the club when a week or 
so later there came in one day a 
half-dozen men looking more sheep­
ish than a flock of sheep. The lead­
er and spokesman was the husband 
of the speaker of the previous aggre­
gation. The rest were also husbands 
of greater or less degree of henpeck­
edness. The speaker said:

Can we see you for a few min­
utes, Mr. Tuspot?” I replied that I 
knew of nothing to prevent.

“ Well,” said he, “ we represent the 
Klipnocky Modesty Club.”

“ I ’ve heard of it,” said I.
“ Yes,” he continued, “ doubtless; <t

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 
i and 3 lb. tin boxes, io , 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.

Good to the Very End

5c Cigar
G. J .  Johnson Cigar Co.

Makers

Grand Rapids, Mich.

I GRAND RAPIDS PAPER BOX Cft
MANUFACTURER

\ Made Up Boxes for Shoes, 
r  Candy, Corsets, Brass Goods, 
f  Hardware, Knit Goods, Etc. Etc.

Folding Boxes for Cereal 
Foods, Wooden ware Specialties, 

Spices, Hardware, Druggists, Etc.

Estimates and Samples Cheerfully Furnished.
Prompt Service. Reasonable Prices.

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

T H E  F R A Z E R
Always Uniform

Often Imitated

Never Equaled

Known
Everywhere

No Talk Re­
quired to Sell It

Good Grease 
M-kes Trade

Cbeap Grease 
Kills Trade

P f f f i i P F PRAZER 
Axle Grease

PRAZER 
Axle Oil

FRAZER  
Harness Soap

PRAZER 
H arness Oil

FkAZER 
Hoof Oil

PRAZER 
Stock Pood
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is a very powerful lever for good in 
the community. We are not mem­
bers, as only ladies are admitted to 
membership. We are sent here by 
our wives.”

Vou have that look,” I could not 
refrain from remarking.

Be that as it may, Mr. Tuspot,” 
the speaker went on, “ we wish to call 
your attention to the fact that for the 
last seven or eight weeks you have 
been continually and repeatedly of­
fending the Club by persistently 
drawing attention in the public press 
to various commodities which you 
offer for sale in an indecently public 
manner.”

“ Indeed!” I interrupted.
“ Yes,” he went on, “and further­

more you persist in arranging win­
dow displays which bring the blush 
of shame to the faces of the innocent 
and pure-minded young girls who 
must pass them daily In short, sir, 
you are constituting yourself a public 
nuisance and a defamer of—”

Here I could contain myself no 
longer and I burst out with, “ Gen­
tlemen, or perhaps I should say ‘la­
dies,’ I beg to say that you are med­
dling with what concerns you in no 
way whatever, and I invite you to 
leave this store at once, immediately, 
right away now. There is the door. 
Get out!”

The leader turned to his associates 
and said, “ Friends, you have heard 
the ultimatum of this nasty-minded 
person. . We will leave him.”

“yes,” said I, “you will leave him. 
You would hardly be able to take 
him with you, under any circum­
stances.”

They went out, and Walter and I 
scarcely knew whether to laugh or to 
swear.

We at last saw our situation and 
knew why business was leaving us 
instead of picking up. The sum and 
substance of it was that metropolitan 
methods would not go in a country 
village. That was the gist of the 
matter, but did we admit it to one 
another? No, not even to ourselves. 
We were mad. We said that the 
Modesty Club was a colossal aggre­
gation of freaks and that we did not 
want their business anyway. No 
bunch of that sort could dictate how 
our store should be run.

For the next two weeks we con­
tinued our plans with no change ex­
cept that we went to greater ex­
tremes than before—endeavoring to 
show the Modesty Club that we had 
not been frightened a bit, but in spite 
of our use of printer’s - ink, business 
grew beautifully less and less until 
we had to acknowledge ourselves 
beaten to a standstill—at least the 
business came to a standstill. We 
were the victims of a business boy­
cott.—Frank Farrington in Practical 
Druggist.

Too Ignorant for Anything.
Mr. Percy Milberton, in the second­

hand steam runabout he had bought 
for $175, marked down from $1,250, 
was the picture of health and strength 
as he dashed up to the door where 
Miss Mabel Pumpton stood waiting 
for him. Percy assisted her into the 
vehicle, and sitting beside her, they 
were soon speeding away toward the 
rural districts.

"Mabel,” said Percy, “ this is the 
proudest moment of my life. At last 
we are alone.”

"What is that clanking sound?” ask­
ed Mabel.

“ Nothing that need worry you,” 
said Percy. “This is a new machine, 

(and a trifle stiff.”
“ But are you sure you know how 

to handle it?”
“ Sure. I am positive. Why, I have 

been practicing on the steam heater 
down in my cellar for weeks, and now 
that we are at last alone, let me say 
to you—”

A dog! cried Mabel. “ You will 
run over him.” Percy jammed the 
brake on so hard the passengers both 
left their seats and plunged forward. 
The dog got away.

“What a narrow escape!” murmur­
ed Mabel, as the fleeting form of the 
dog sped from sight.

"Nothing,” said Percy, nonchalant­
ly, as they continued on their way.

Mabel felt the seat beneath her 
growing hot.

"Do you notice how warm it is 
getting?” she said to Percy.

Percy slowed up and investigated. 
He could see nothing wrong. Once 
more he got in and started off. There 
was a fierce pounding, but no result. 
An ordinary government mule was an 
angel compared with this particular 
bargain automobile.

"Will you take me home?” asked 
Mabel.

Percy turned red in the face while 
he hammered and swore under his 
breath. If that “ storage sale” man 
who had sold him the machine had 
only been present! „

“ Nonsense!” he laughed, striving to 
conceal his annoyance. “ She’s rest­
ing, that’s all. Don’t we all have to 
rest?”

“Take me home!” said Mabel, hys­
terically.

At that moment there was a crowd 
around them of about a hundred, and 
it was increasing every minute. They 
went home in a handsome cab. On 
the way Percy said to Mabel: 

“ Dearest, I ’m sorry that machine 
broke down, but will you be my 
wife ?”

And Mabel replied, w'ith a cold 
steel glitter in« her eye:

“ Never! Why, you don’t even 
know any more about a woman than 
you do about an automobile!”

QUALITY IS REMEMBERED
Long After Price is Forgotten 

We IHave Both
A trial order for 

anything in our line 
will convince you.

We I wave Both

YYAOVOHkH.
62-64-66 GRISWOLD ST., D E TR O IT , M IC H .

Guns and Ammunition

Com plete line of

Shotguns, Rifles and Revolvers 
Loaded Shells

Camp Equipment B ig Game Rifles

f o S T E ^ TEV E H f-
Grand Rapids, Michigan

A Good Agent Wanted
In Every Town

We are distributors for Western 

Michigan for Carrara Paint and 

wish to appoint a sub-agent in 

every town tn our territory. ^  

Carrara is composed of pure 

minerals, ground in linseed oil, 

and is in every w ay superior to 

white lead paints. We now have 

a large and complete stock of 

Carrara Paint and are able to
Neighborly Comment.

Mrs. Callers—I see Mrs. Homer 
has a new' fall bonnet.

Mrs. Neighbors—Yes; her husband 
had a streak of good luck.

Mrs. Callers—How was that?
Mrs. Neighbors—He took out an 

accident policy for $25 a week re­
cently and the very next day he 
broke his leg.

Source of Information.
Mrs. Smith—Mrs. Brown seems 

to be an unusually well-informed 
woman.

Mrs .Jones—No wonder; her cook 
has lived with all the other families 
in the neighborhood.

Popular appreciation of your work 
will not be created by the deprecia­
tion of that of others.

fill all orders promptly. &  se? ^

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

Distributors for Western Michigan, Grand Rapids, Mich.
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W INNING TRADE. lines—and yet these facts will re 
main unknown to many in the buying 
world unless exploited as market 
propositions. They must, therefore,

Unity and Team-Work Maintain 
Business Supremacy.

The commercial rivalry of cities is | l hey mUSt’ therefore 
as old as commerce itself From the | henjlded as strongly and as con- 
time when ,„e„ began to ra£  „ „ 1 ™ c'"S 'y  >» the individual dealer
land and “ go down to the sea in f e V ' T ' T  “ T  *'

*  » « t a ?  - t * of some " m > o r , a mentire world have striven in open 3
and strategic movements to extend Fbe reta*lers of the United States 
their trade beyond certain geographi- bave become very discriminative as 
cal limitation—to attract and control buyers’ and they are yielding less and 
the business of their neighbors’ ter- less to the allurements of individual 
ritory as well as their own. The ex- I 
tension of trade by co-operative ef­
fort is not a new principle of com-1 
mercial life. The camel caravans of 
the Egyptians, the business cam­
paigns of the earliest Romans, and

city to be advertised need be made 
use of. It is an undeniable fact, how­
ever, that the necessity for the vari­
ous manufacturing centers to adver­
tise themselves is becoming more and 
more pronounced, and the aggressive 
activity v’e behold all around us ren­
ders such action absolutely impera­
tive. Inactivity in matters of pub­
licity will product commercial decay.

Edward White.

| concerns as the years go by. Little 
short of a full market will meet their 

| wants, and those wants are growinj 
into positive demands. The com- 

! Petition of separate houses does not 
interest them as much as the com- 

I mercial rivalry of cities, for the light 
shed by the latter shows them the 
path they should take. What they 

I really want is a market where they 
I can “look around,” and the city 
which is able to supply that want 
should lose no opportunity to make 

| it generally and impressively known, 
j Probably the most practical and 
effective plan for exploiting the busi- 

| ness advantages of a city is one that 
involves a vigorous, continuous cam- 

c j Paig'n of team work in advertising. 
r IA high-grade monthly magazine is 

i the prime essential of such a plan.

An analysis of the methods and I " “ ' u ‘T “ ''' ,be 50 " ,tracti' "  'JT>0- 
1-lans of the leading trade-winning * ' “ ‘f “ " 3;, a" d S°  s«r,° "g ¡» > '¡ter- 
bodies of the United States makes an 4 4  . ! 1 !* would command and
interesting study in latter-day com- d * 16 attention of the best people 
mercial ethics, as well as business r  every cpmmunity, Its advertising 
building, for it must be underwood r T * W *  the <*y’s jobbing
that there is in these large organiza-U  * man^ actlinnS facilities in a way 
tions a scrupulous regard for the • *ould convince everyone that it 
rights of competitive communities | o * WOT'd s  market for the best 
irrespective of the fact that outward ™  ^  th* —  ’
appearances frequently give the pub- - h a scheme of publicity, backed 
lie a contrary view. It is not by any | d endorsed by an active, influential
means a game of grab-all-you-can. | .usine.ss organization, would give a 
The movement, as a whole, is like a | ty Ilke Philadelphia, for instance, 
huge army rallying around regiment- 3 range of advertising possibilities 
al standards, creating effective align- and effects in keePi” g with the img- 
ments brigades and divisions, and 11,tude of its manufacturing and 
concentrating the efforts of corps 1 "holesalmg facilities, and enable it to 
and commands into a campaign of IeVCn forge ahead of its present posi-

the guilds of shrewd Venetian mer­
chants nearly a thousand years ago, 
can all be consistently compared to 
the modern mercantile association, 
although, perhaps, lacking in vitality 
and the methods which make the lat­
ter so successful. The membership 
of the commercial organization of 
to-day is composed of business “hust­
lers," bound together by ties of com­
mon welfare and common sense, 
while the ancient combinations were 
controlled by money-changers, whos« 
chief aim was individual gain rathe 
than community advancement.

legitimate conquest—and all for the 
upbuilding of American cities and 
American commercial interests.

tion as a commercial center. The 
plan is at once conservative and pro­
gressive, embracing dignity and com- 

While the methods of trade exten I Prehensiveness on the one hand, and 
sion employed by the large cities of £  ° J  Up^ ° - date meth°ds and
the country are widely at variance ^  a 4" h* ° ther’ h Can be exe~ “* * • y ance, cuted at a comparatively low cost tothe basic principle of all such work 
is substantially the same, and may be 
expressed in two words—co-opera­
tive effort. One city may advertise 
its market without exploiting the 
name of a single manufacturer or 
dealer, and another may go to the 
opposite extreme by keeping a clas i- 
fied list of houses constantly before 
the public, yet the spirit of co-opera­
tion is behind the movement in each 
case, the vitalizing influence being the 
commercial organization with activity 
and foresight enough to master the 
question in hand.

The necessity for such combined 
effort is a foregone conclusion. Mod­
ern competitive conditions make it 
an accepted fact. The market of a 
city may have certain superior attrac­
tions—may manufacture the best 
there iŝ  in a given number of lines, 
and its jobbing houses may carry the' 
most complete open stocks in other

those who receive its benefits, and the , 
effect of its operation will be felt by ! 
the entire community.

One of the best plans for a city | 
desirous of increasing its commerce 
is to observe the advertising methods 
of other cities. Nearly every commu­
nity' of any industrial importance has 
a commercial organization whose 
main object is to draw trade and 
commerce to itself.

The ideas and methods of differ­
ent sections may be easily ascer­
tained by obtaining some of the liter­
ature issued by these various trade 
bodies, and the good ideas can easily 
be incorporated in any plan of ad­
vertising the commercial advantages 
of a city.

There never was a method or a 
plan with this object in view that 
could not be improved upon, and of 
course only those ideas which appeal 
to the particular requirements of the

A strong 
backbone.

breath reveals a weak

W e want competent
Apple and Potato Buyers

to coriespond with us.
H. E L H E R  IIO S E L E Y  &  CO.

504, 506, 508 Wm. Alden Smith Bldg. 
GRAND RAPIDS, MICH.

Hocking Dry Measures
(Bottomless)

F o r fllliog paper bags. Saves 
handling vegetables tw ice.

‘ Cuts o u t” guessing a t 
quantities.

Order of your home jobber
W. C. Hocking & Co. 
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Franklin Cars for 1907
l a r « f i £ » t e i  h/ r  neW' Jarger and more luxurious bodies, 

^ ? eels an<J longer w heel-bases, w ithout increased weight- 
autom atic gear-change, and absolutely quiet engine. g ’
Franklin e ^ ir i f  w hat^ e r . has b« n  made in the distinctive  
ness has been T g ' des,1 n or construction. Their correct- 
"rium nhantt r L  dem onstrated . durmg the past season more
d a n g e r  nlU * ' T m  BS 1' ln ,h ese  ' W  modaIs. «he abun- 
and R r e ^ r  y  ?vailab e Franklln power, Franklin econom y  
and t  ranklin comfort are carried to the highest point. Y

Type G-Four-Cylinder Light Touring-Car $1,850
J^aSSen^efS' 12 “ F rar,klin horse pow er.” Three- 

speed shd.ng-gear transm ission. Shaft drive. 35 miles per 
hour. 1,450 pounds. ”  per

The m ost popular of all fam ily cars. L ight, strong and 
m perform ence equal to a'ny ‘.twenty," The In ly  sm a ll’four 
cylinder touring-car made in America.

Type D—Four-Cylinder Touring-Car $2 .800
sn ep J 4 bd^aSSengerS' 20• “ Franklin horse-pow er.” Three- 
h r ; '  1 : t gpgo<uanrdr nSm 'SS1°" - Sha"  45 ntiles per

r o a d ^ o L u  f o t “ dl “ d ° i £ ™ ly  condor«abie on American

Type H—Six-Cylinder Touring-Car $4 ,000
Seven passengers. 30 “ Franklin horse-p ow er” Three

b irr"  t ^ g pgo™ dr SmiSSi° n- Shaf' 5o' m iles pe"
Six-cylinder perfection. An unmatched combination of

POWW r>refngth’ Smooti]n ess« flexible control and light w e ig h t  
ite for 1907 catalogue show ing above m odels and shaft 

driven Runabout, T andaulet and Lim ousine.

ADAMS & HART, 47*49 No. Division St.

Ballou  Ba s k e ts  are rest

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.t Belding, Mich.
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Don’t Lose an Opportunity To Help 

To-morrow’s Business.
Did you ever stop to think that 

when a woman comes in to buy a new 
heavy coat it may not be the only 
thing she wants toward a fresh out­
fit, and probably is not? Many times 
she tells you she wants something 
more—gloves, or shoes, or some sort 
of neckwear—and then you get a 
good sale out of the whole thing, but 
more often you never think of sug­
gesting anything else.

I have known customers to come 
into a store and make request for a 
single article and not leave the store 
without purchasing perhaps a dozen 
other articles merely because the 
clerk in charge suggested and showed 
much other stuff. Probably you have 
known similar instances, and you 
should be able to derive a few hints 
therefrom. Show the goods! Don’t 
make an ass of yourself and offend 
the customer, but get a little initi­
ative of your own into your move­
ments and the customer will become 
interested.

None of us who believe in treating 
the customer right believe in doing 
anything to annoy a customer, and I 
would entirely refrain from any at­
tempt at suggesting a course of treat­
ment that will do anything to cause 
a customer to feel affronted, but if 
you are alert enough to take notice 
of your customer you can tell 
whether or not that customer is be­
ing annoyed or even displeased by 
being shown too much.

After you have shown a customer 
the new coats and probably sold one, 
ask at once if there is not some­
thing else she will look at. If she 
answers in the negative, have in mind 
something that ought to interest her. 
Don't merely jump at a thing to sug­
gest, but already have your judgment 
formed as to what you can probably 
show her. You have seen her giovts 
and you have seen the dress she is 
wearing—its style and material—and 
you have noticed whether she is 
wearing a neck scarf. From your ob­
servations, you are able to, or ought 
to be able to, have something in mind 
that is new to her and would please 
her to look at.

There is every chance that she will 
not buy—now. There is every chance 
that you have the opportunity to 
make an impression that will fetch 
her back to buy at some other time 
and that not far distant. It is en­
tirely possible that she may not come 
to you when she comes to buy again, 
but everything is in your favor, and 
you can afford to run the chances.

Any reference to what you may 
think are her needs will be neither 
good breeding nor good business on 
your part. Don’t cause her to think 
you want to show her new dress 
goods because her dress looks a bit 
out of fashion. Don’t let her suppose 
your zeal in showing the newest 
gloves you have is because you saw 
holes in her old ones. Just have a 
little common sense in handling her 
and the chances are that you will be 
able to impress her sufficiently with 
the goods shown that she will buy 
now, or as soon as she feels herself 
able to do so.

Certain stocks in any general store
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flourish while others languish, and it 
is the result, most largely, of the 
manner in which the languishing lines 
are ignored by the clerks. I know 
stores where the owners declare with 
emphasis that it is impossible to sell 
kid gloves in any number. “The 
people simply won’t buy them.” I 
have investigated such charges and 
found that the stock was not only 
meager, but it was never shown or 
suggested unless a customer mani­
fested a des re to look at the goods. 
In one store, the blacks had been in 
stock so long that they were stiff, like 
old leather, yet when a customer 
asked to look at blacks some of the 
clerks would push forward that stuff. 
Largely the fault of the boss, of 
course, but it would not have been 
so had the clerks ever attempted to 
help sales along.

In another store, inquiry developed 
the information that women’s suits 
and skirts, better than something 
about like duck, could not be sold in 
that town. It developed also that a 
first and trial stock had been on hand 
so long that it was out of date when 
'.t was finally sold. The customers 
who had been frequenters of the 
store had not been asked by the 
clerks*to even look over the ready­
made goods, although the store had 
carried on a good coat trade. Some 
of the women of the town had not 
been aware that ready-made gar­
ments of that kind were carried in 
that store. They might have been 
advertised, but much as we may de­
sire it, not every family in every 
town peruses every advertisement. 
The advertising by word of mouith 
and action of hand when customers 
were in the store had been wantonly 
neglected by those who could and 
should have done it.

A stock of hosiery that for variety 
and style should have been the pride 
of most salespeople was neglected 
and allowed to become old on the 
shelf, simply because attention of 
customers was never called to it. 
The buyer became discouraged be­
cause the sales were not greater and 
ceased to keep the assortment good. 
The result was a declaration that 
such hosiery could not be sold there, 
yet the firm across the square was 
selling such goods all the time 
and pronounced the demand as ex­
cellent.

The clerk who attempts to show 
something to a customer this morn­
ing, and fails to sell the customer 
anything, throws up his opportunity 
this afternoon because he is afraid 
someone else will come in and he 
will miss a sale through showing 
what is not specifically asked for. 
There lies the secret of the most of 
the disinclination to show goods. The 
clerk doesen’t want to run any 
chances of being left. He makes no 
reckoning on the possible sale of 
next week. He is ready to take his 
chances on that.

In principle the thought is entirely 
wrong. It is not a worker for the 
building up of trade. The customer 
of to-day must be made the customer 
of to-morrow, not only because she 
is well treated, but because there is 
something in the store to attract her 
back. Not only must she see stuff

being around, but she must be shown 
a goodly lot of it. Maybe Wana- 
maker doesn’t approve of this, and 
maybe Marshall Field doesn’t do it in 
Chicago, but the biggest bunch of us 
are not doing business under such 
conditions. We are hustling for 
ever}' cent we can get in localities 
where the cents are not increasing so 
very much faster than the desires for 
them of such men as ourselves who 
are out for business. Figuratively 
speaking, you, as clerks, are just as 
much a part of the business as are 
the proprietors.

The woman who comes in to buy 
winter garments of any sort is most 
naturally supposed to be susceptible 
to the enticements of something dif­
ferent than she asks for. Possibly 
she can’t, for some good reason, buy 
shoes and gloves and a new dress to­
day, but the chances are that she 
wants them. She will look at the 
ready-made dress with interest, even 
though she thinks she can’t afford it 
at present. She will consider stock­
ings and the latest weaves in dress 
goods and remember them for some 
other day of buying.

It is altogether possible that when 
she comes to buy the thing she has 
in mind will be gone, but, even so, 
you have every opportunity to offer 
her something she will be satisfied 
with.

To constantly figure on immediate 
sales is not good clerking. The 
woman who buys a winter garment 
of one sort is more than likely to 
want other winter garments, or ma­
terials for such garments. The clerk 
who interests her in such goods will 
be the clerk to whom she will be 
most liable to appeal when she comes 
for the ultimate purchase. To make 
the mental calculation that she is lia­
ble not to come back again would be 
like refusing to entertain strangers 
who didn’t appear to be “angels una­
wares.”

Keep your minds open with the ac­
tivity of suggestions! It will make 
you more alert with the present busi­
ness and a mighty sight better with 
the business to come. Keep the 
blood moving through your brain 
because your mind is ahead of the 
customer's mind! That’s good clerk­
ing.—Drygoodsman.

The Popular Hostess.
Makes you feel individually that 

you are the favored guest.
Makes you feel perfectly at home.
She sees everything and yet pos­

sesses the art of seeing nothing.
She never looks bored.
She knows how to get congenial 

people together.
She knows how to keep conversa­

tion always going.
She never lets any one be slighted 

or overlooked.
She knows when to ask the ama­

teur musician to display his or her 
talents.

She is perfectly unselfish about her 
own talents.

She remembers that nothing is so 
tiresome or surely death to all en­
joyment as the feeling that one is 
being entertained.

No man ever found his Father by 
shutting out his fellows.
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Jennings’
Extracts

Made 
of the

Very Purest 

Raw 

Material 

Possible to 

Procure

Sold at
Popular Prices 

Today

Always Guaranteed to Meet 
the Food Laws

Jennings M anufacturing Co.
Owners of

Jennings Flavoring Extract Co. 

Grand Rapids, Mich.

You don’ t have to explain, apol­

o g iz e ^  take back when you sell

WalterBaker&Co’s
Chocolate

& Cocoa
They are ab so lutely  pure 
—free from coloring matter, 
chemical solvents or adul­
terants of any kind, and 
are, therefore, in conformity 
to the requirements of all 
National and State Pure 

U. s. Rat. Off, *ood laws.

4 6  Highest Awards in Europe and 
America.

WalterBaker&Co. Ltd.
E sta b lish ed  1780, D O RC H ESTE R, MASS.

Sherwood Hall Co., Ltd.
Jobbers of

Carriage 
and Wagon 

M aterial
Blacksm ith and H orseshoers’ 

T ools and Supplies. Largest 
and most com plete stock in 
W estern Michigan. Our prices 
are reasonable.

24 North Ionia St.
Grand Rapids, flich .
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D r y G o o d s

Weekly Market Review of the Prin­
cipal Staples.

Bleached Cottons—The position of 
bleached goods is only an exaggera­
tion of last week. Further advances 
have been made and in almost all 
of the remaining instances the goods 
have been “at value.” The advances, 
howrever, can not be of any great 
value, as goods are so scarce as to 
be a cause of increased annoyance. 
There is little possibility of any other 
than very small amounts coming for­
ward for a long time to come. Those 
that do find ready buyers at the 
present prices. In some cases deliv­
eries are not possible now before the 
end of the year, but the buying ahead 
continues, in some respects reaching 
fairly large proportions. The activi­
ty extends to heavy brown sheetings, 
and the quantities traded in are of 
necessity smaller than heretofore. 
There is no export business to speak 
of on these latter, so that it is ob­
vious that the condition of the mar­
ket is far better than w7as even 
thought possible a month or so ago. 
Colored goods are all very well sold 
and prices, as may reasonably be sup­
posed, range accordingly. In most in ­
stances these are sold as far ahead 
as March.

Dress Goods — Medium priced 
goods have sold very well indeed, 
rather than the extremely high pric­
ed or correspondingly low priced 
cloths. This is rather a continuation 
than otherwise of previous conditions 
Imported goods have sold very well 
also, and the very high grades are 
to be seen in a galaxy of shades that 
is bewildering. There is no doubt 
in the minds of sellers that blacks 
and blues are the universal favor­
ites. Many others are to be found, 
but these nTe the real staples and 
always call for about the same 
amount of attention, unless it is a 
season of extraordinary brightness in 
the matter of colors.

Cloth Plaids—Continue to be very 
oopular as they have now showm 
siens of being for some time. Suit­
ings in these effects may be seen al-
most anywhere, wdiich is a sign of
their universal popularity. They are 
peculiarly adapted to every-dav wear, 
and largely for this reason have taken 
w'ell. No fabric, however, super­
sedes voiles to any great extent, and 
they are and have been manifestly 
popular for a long time. They are 
peculiarly adapted to the present-day 
style of dress, and in many ŵ ays an­
swer the purposes of their fair wear­
ers, with whom they are strong fav­
orites. They are serviceable, stylish 
fabrics, and always in good taste. It 
wdl! be a vcorthy successor that dis­
lodges them from public favor so 
far as these materials go. Other 
poods that call for special attention 
are batistes, taffetas, panamas, etc.

Underwear—The conditions are far 
from reassuring, as the new fall sea­
son is about to be ushered in, and in 
view of these perplexities and the

price distractions of the new season, 
a fair idea of the uncertainty of the 
situation may be obtained. There are 
rumors to the effect that some sell­
ers are now7 taking orders, but on 
what price basis is not known. How­
ever, the feeling is to the effect that 
they are very rash, indeed, in doing 
so under existing circumstances. The 
fluctuations of raw cotton are such 
that no price arrangement can be ar­
rived at that may be supposed to be 
permanent. There is little doubt that 
advances will have to be made as a 
natural sequence to the attitude of 
the raw7 material market and the 
manifest disposition of yarns to ad­
vance. To take goods out now and 
offer them would seem to be inviting 
disaster of one kind or another, so 
precarious is the situation when view­
ed from the standpoint of present 
conditions as they relate to next fall’s 
trade. \ arn spinners are covered as 
far ahead on cotton as January i in 
some instances. However, if this 
state of affairs continues they will 
have to pay more for future cotton 
than they did for the last, and the 
outlook as to prices in consequence 
strongly favors material advances.

Hosiery—So far as wool goods are 
concerned there is little probability 
that anything like concessions will 
be made at the openings; in fact, such 
a thing is almost out of the ques­
tion. As far as the time of opening 
is concerned, there is now no doubt 
whatever that it will be deferred as 
long as possible, until after the local 
elections at least. With regard to 
the present market conditions there 
can not be a great deal said that has 
not already been explained. In some 
further cases lines have been with­
drawn, some in the fine goods and 
some in the very cheap grades. Buy­
ers looking for “ filling-in” goods are 
finding it almost impossible to secure 
more than a few dozens. Prices have 
advanced against these somewhat and 
this renders the situation the more 
difficult. The disposition of raw cot­
ton is a subject of free comment, and 
*n cases where hopes were enter­
tained of a lower rate, quite the re­
verse is now the rule. There is now7 
very little ground on which to base 
hopes of a lower yarn situation, for 
with supplies increasing in value as 
fast as they are, and with the de­
mand more than equal to the sup­
ply for some time to come, it is hard­
ly possible that such a condition can 
be brought about. As a matter of 
fact, the opposite is true. Prices have 
hardened somewhat, and in cases 
where sellers wrere under the market 
they are now asking market prices. 
Further advances are liable to come 
at any time now, as the tendency is 
decidedly in this direction. The help 
question does not improve any to 
speak of. Some slight improvements 
have been made in this direction, but 
nothing of any moment has been 
done. Not much advantage could be 
gained in the matter of prices; at any 
rate. Deliveries would be improved 
somewhat, as would the volume of 
production, the latter being a cause 
of much annoyance. Goods at the 
present time are very scarce, indeed, 
which fact is the source of chief re­
gret to the trade at the present time.
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Taffeta  
T h at W ears

L et a new custom er buy 
a pi ece of Taffeta in your 
store and the longer it 
wears, the better satisfied  
she will be—the more like­
ly she will be to com e 
again— not only to buy 
silk, but other lines as 
well.

Dependon Taffetas
(19 in. colored and 36 in. black)

have been handled by us a great many 
years with practically no com plaints from 

custom ers.

T he reason is that D E P E N D O N  Taffeta is 
manufactured under conditions that make for superi­
ority in finish, lustre and wearing qualities.

Pure raw material, skillful weavers, the most 
perfected loom s and pure dyes— these are the means 
em ployed by the makers to produce D E P E N D O N  
Taffetas.

Your Silk  troubles w ill be cut down to the m ini­
mum if you stock D E P E N D O N  Taffetas.

Our road men are now show ing sam ples for 
Spring, 1907. Compare D E P E N D O N  Taffetas with  
what you have been buying at the sam e price.

T he D E P E N D O N  Book con­
tains selling plans, special adver­
tising matter, photographs and de­
scriptions of effective window dis­
plays— w ill be off the press in the 
near future.

Free for the asking.

JOHN V FARWELL 
COMPANY

CHICAGO
John V. Farwell Co.,

Chicago
Please send us. free  of cost, the 

DEPENDON book in which you 
outline selling plans for DEPEND­
ON merchandise.

Firm  nam e.

Town

S ta te .



3 5
Carpets—The subject of discussion 

at present is the opening of the new 
carpet season about the middle of 
November. With manufacturers of 
three-quarter goods the important 
question is, What will the opening 
prices be? There is a strong disposi­
tion among them to advance Brussels 
and Wiltons 5c a yard, and in all 
probability this advance will be made. 
Suitable combing wools are high pric­
ed, due largely to their scarcity, and 
within the past year jute yarn has 
advanced enormously. Manufactur­
ers claim that the cost of labor and 
the raw materials is now so high that 
the present selling prices do not 
show a fair margin of profit for the 
manufacturers. The closing season 
has been only fairly prosperous* so 
far as piece goods are concerned, and 
this has reduced the profits of the 
manufacturers to a considerable ex­
tent. If the looms on piece goods 
had been constantly employed during 
the entire season it is probable that 
manufacturers’ profits would have 
been more satisfactory. At the pres­
ent time all the looms on three-quar­
ter goods are not fully employed, as 
new business has not come in in suf­
ficient volume to fill in the places of 
orders completed and delivered. It 
is doubtful if the balance of the sea­
son will see any improvement, not­
withstanding that distributers report 
that they are not carrying any large 
stocks. Some ingrain manufacturers 
have advanced their prices 3c a yard. 
The demand for ingrains is not very 
active, but the recent advances have 
not checked the demand, as one or 
two manufacturers who made ad­
vances report a better business. They 
claim that if the quality is maintain­
ed there will be no trouble in getting 
the price, as the consumer does not 
want inferior carpets, but something 
that will wear. There is a moderate 
volume of business being done in 
cotton ingrains, but the manufactur­
ers who failed to cover on yarn be­
fore the present advance in yarn 
prices will be seriously handicapped 
in competing with those who bought 
four and fi ve weeks ago at low prices.

Art Squares and Rugs—Manufac­
turers of art squares are doing a 
moderate volume of business. The 
demand for Smyrna rugs is sufficient 
to keep manufacturers constantly em­
ployed, but it is not so large that 
there is any difficulty about deliver­
ies. Rugs continue in good demand, 
and it is doubtful if there are any 
idle rug looms. Made-up rugs in the 
various carpet sizes are in strong 
demand, which includes tapestry, 
Brussels, Wiltons and Axminsters in 
the order named.

Programme Observed by the Adver­
tising Man.

W ritten for the Tradesman.
Assuming that the advertising man­

ager has apportioned his annual ap­
propriation so that it will cover what­
ever mediums he has decided upon to 
use the coming twelve months, in 
such a way that regular space is 
mapped out, the next step is the get­
ting of copy to fill that space.

One or, perhaps, two days previous 
to the appearance of the advertise­
ment, especially if it be a large one,

M I C H I G A N  T R A D E S M A N
the advertising man must begin his 
planning.

He and the merchandise man or 
the buyer should confer together and 
decide what shall be advertised. That 
done, the various department heads 
whose departments are represented 
are requested for copy pertain­
ing to the articles in question. 
This copy must be in the advertising 
man s hands not later than a certain 
hour (usually determined by local 
conditions) and, when all in, the ad­
vertising man hies himself away to 
his “ idea factory,” sometimes located 
in the basement, and not infrequent­
ly up under the roof—anywhere that 
is quiet and he won’t be likely to be 
disturbed or interrupted.

By referring to his programme of 
space the advertising man knows how 
much space to use for the following 
day. A “ dummy” is then laid out, 
each department being apportioned 
a position of prominence according to 
its importance, and on this “ dum­
my” the space for each department 
is designated by A, B. C, etc. If cuts 
are to be used spaces are marked 1, 
2, 3, etc., which figures also show on 
cuts, so that they may be distin­
guished from each other.

The “ dummy” ready, next comes 
the preparation of copy matter—the 
most difficult part of it all, especially 
if a man already has written up the 
identical article a thousand or more 
times before.

Copy received from department 
heads is pared and compared; por­
tions cut out here and there; some 
added to and a general bolstering up 
made wherever necessary. The type­
writer then comes into action in re­
writing copy for the printer and, per­
haps, after many a paragraph has 
been re-written a half dozen times, it 
is ready to go.

All copy is written on a separate 
sheet of paper and each section mark­
ed A, B, C, etc., to correspond to the 
spaces allotted to it on the “ dummy.”

The advertisement is now ready 
and sent to the printer. A stone 
proof is returned to the advertising 
man for corrections. If there are 
any, the same are noted and the 
proof is sent back to the printer. A 
second and corrected proof is then 
taken and the advertising man marks 
his O. K., if it is all right, on it and hur­
ries it back to the printer—all this 
with as little delay as possible, for 
time is valuable with the printer when 
the hour for “ locking up” is close at 
hand.

After the return of the second 
proof it is only a matter of moments 
until the papers are in the hands of 
the reader and the advertising man is 
hoping for results on the morrow.

Each department represented in the 
advertisement is furnished with copy 
of the advertisement in order that 
the salespeople may familiarize them­
selves with what has been advertis­
ed—and so on, day after day, the same 
programme is gone through with— 
that is the lot of the advertising 
man, or at least a part of it.

Geo. A. Toolan.

Keep the wolf of worry from your 
door and you will not need to fear 
many other wild beasts.

Between Seasons It’s 
The Canvas Glove

Everybody has some use for the canvas glove or 
mitten. Every merchant can and ought to carry 
them in stock. See to it, however, that you secure 
the large, well shaped, good fitting article—it’s the 
kind we offer. Range of prices is as follows:

7°c, 75c, 90c, $1.10, $1.25, $2.00 and $2.25 per 
dozen. This includes every style worth having, such 
as knit wrists, gauntlets, leather fingers and palm, 
fur lined palm, tick lined, napped outside, etc.

We Also Have
a big stock of leather gloves and mittens, as well as 
golf gloves, mittens and other yarn goods for men’s, 
women’s, misses’ and boys’ wear. Look over our 
line if you want good values and ready sellers.

GRAND RAPIDS DRY GOODS CO. 
Exclusively Wholesale Grand Rapids, Mich.

Toy s 
Dolls 
Games

Send us your orders 
now for Toys, Dolls, 
Games and

Christmas 
Novelties

Our Holiday jobbing department is in complete 
shape and offers many attractive novelties for the 
Christmas trade.

We extend to you a cordial invitation to come to 
Saginaw and make your selections personally, but if 
it’s inconvenient for you to visit us now, order by mail 
and we will make careful selections for you and ship 
promptly.

The Wm. Barie Dry Goods Co.
Wholesale Dry Goods Saginaw, Michigan
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R E T A IL  CRED ITS.

How They Can Be Put on a Safe 
Basis.

To lay down general rules wdiich 
shall guide a retail house in its credit 
relations and a retail credit man in 
the conduct of his department is pe­
culiarly difficult. So much depends 
upon the kind of goods handled by 
the house, the class of customers, and 
its geographical situation, that not 
even the most general rules will hold 
in all cases.

The object which a retail credit 
man always has in view is an in­
crease in sales with a minimum of 
losses. In other words, he wants to 
open as many accounts as possible, 
but open them on such a basis and 
watch them with such care that his 
percentage of losses will not be 
raised.

The credit man should realize that 
his worth to the house he serves is 
directly in proportion to the volume 
of his open accounts. If his ac­
counts run to the amount of one 
million dollars, he is earning just 
twice as much for the house as if they 
were five hundred thousand, always 
provided his percentage of losses does 
not increase.

Although a bold statement it is 
nevertheless true that a retail house 
may do well to encourage charge ac­
counts, with competition as sharp 
as it is to-day. The cash customer 
flits from store to store; a house has 
no bond strong enough to hold him; 
a charge account affords this bond; 
the credit customer will buy where 
he has an account. It is part of the 
credit man s work to bind customers 
to the house.

Now, how is he to fulfill this im­
portant function? The mere exten­
sion of credit is not sufficient; it is 
not even a case of prices and quality 
--the sales department must work 
that end of it: it is much more a mat­
ter of treatment and service.

The merchant buying from the 
wholesaler looks at but two things, 
the price and the quality; service may 
enter into the consideration, but even 
then only as regards promptness and 
accuracy.

But in retail trade, service and 
treatment—the methods of handling 
and taking care of customers—are 
prime considerations. The retail cus­
tomer is more of a human personali­
ty, and, as a rule one of the “ weaker 
sex,” consequently less of a hard 
business machine than :he wholesale 
buyer. She comes in closer, more 
persona! contact with the business, 
she buys in person at the store, and 
often has personal interviews with the 
credit man or the heads of other de­
partments. She requires more per­
sonal care than the merchant, and the 
fact that she is less familiar with busi­
ness operations, more sensitive con­
cerning interrogations — primitively 
human, in other words—necessitates 
more careful handling.

Because the credit man must ac­
complish this vitally important task 
of keeping the customer satisfied, it 
is essential that his relations with 
other departments of the house be 
such as to command attention. He 
should exercise a general oversight

over at least that part of the sales 
end of the business which affects the 
treatment of customers. This is a 
broad statement, and will extend his 
activities into the sales, the shipping, 
the complaint and the employment 
departments. To carry out his credit 
functions properly he should be man­
ager of the book-keeping, cashier’s 
and collection departments also. Their 

I system must conform to the de­
mands of his work, and, in order to 
watch his customers and their ac­
counts properly his touch with these 
departments must be close so that 
separation between them is impractic­
able, if not impossible.

As the wholesale credit man should, 
to some extent, inform himself con­
cerning the general financial condi­
tions of the country, so the credit 
man in the retail store should keep 
in touch with the local financial or 

j commercial conditions, only his in­
formation, less extensive, must be 
much more minute and specific. If a 
large manufacturing house in his lo­
cality cuts down its force, if a body 

I of men go on a strike, if a plant is 
about to move away from the city, 
all such facts he must know, for they 
are of value to him in making his 
decisions on credit extensions. The 
credit man if he keeps his eyes and 
ears open, and is quick at putting 

I two and two together, will learn and 
absorb many facts each day concern- 

ling his customers. The better he 
knows his community, and its people, 

j the more quickly and intelligently 
¡will he be able to make his judg­
ments, the less will he annoy his pa­
trons and the safer will his deci­
sions be.

The information upon which the 
credit man bases his judgment is such 
as will tell him the honesty and in­
tegrity of the customer, his worth and 
resources. His past history is of lit­
tle value, except insofar as it relates 
to his credit record. The fact that a 
customer has gone through bank­
ruptcy or was slow in making pay­
ments five years ago does not affect 
his retail credit if his present charac- 
ter is good: his whole business and 
ocial record are not enquired into, 

nor his habits or associates. The re­
tailer wants specific facts: the resi­
dence of the applicant, his position 
or source of income, the extent of 
his property, his present or past 
charge accounts; such questions as 
the amount of his bank account are 
considered legitimate. In case the 
applicant is a married woman, these 
questions, of course, refer to her hus- 

I band.
I This information is derived from 
the applicant himself, from outside 
sources, or both. Credit accounts are 
opened in one of two ways. Either 
the buyer makes direct application 
for credit, or he makes a purchase 
and simply requests the salesperson 
to have it charged. In either case the 
credit man bends his efforts to mak­
ing his decision without recourse to 
personal interrogations. Such a course 
will bring trade, for it is simply one 
point in careful handling of custom­
ers. Women especially have such a 
terror of these interviews that the 
possibility of passing through the or­
deal will often deter them from at-

tempting to open an account. They 
seem to think that all their private 
history and personal secrets will be 
brutally exposed to the examination 
of a cold-blooded individual who will 
delight in prying into their personal 
affairs. A house, therefore, which ob­
tains a reputation for not requiring 
personal examination will draw these 
timid accounts. Such a course also 
flatters a customer, for it gives her 
the impression that she is so well 
and favorably known that she need 
present no credentials. >

When a personal interview is abso­
lutely necessary the credit man at­
tempts to make it as short and as 
impersonal as possible He may ob­
tain the information desired in a few 
direct questions. But if the applicant 
seems sensitive, he should endeavor 
to draw out the information he wants 
m an indirect way. To do this with­
out seeming to pry unnecessarily into 
an applicant's private affairs, and so 
hurting his sensibilities, is a delicate 
task The credit man must often 
learn his facts in the course of a gen­
eral conversation by inference from 

j statements and admissions, and from 
his own observation of the applicant. 
The facts thus obtained are usually 
verified from outside sources.

In addition to this, outside sources 
for obtaining original information 
are at hand. If the applicant is a 
business man he can be investigated 
through the medium of the mercan­
tile agencies, as if lie were buying an 
invoice of goods from a wholesale 
house, and all information necessary 
can be thus acquired. In case he is 
not engaged in mercantile pursuits, 
the commercial agencies are often 
able to afford the facts the credit 
man needs. Their service is becoming 
more complete as regards the 
individuals they cover, and more ac­
curate as respects the information 
they give. If a man has ever had 
any doubt cast upon his credit, if he 
has ever been sued, if an account of 
his has ever needed the services of a 
collection agency, if lie has any old 
unpaid bills, or if his property is en­
cumbered—all such facts they almost 
invariably have on record.

The retail stores of the large cit­
ies have no organized system of cred­
it clearings or of reporting delin­
quent customers. The only time the 
store applies to another for informa­
tion is wrhen the applicant gives an­
other store with which he has an ac­
count as a reference; then the latter 
store will give the information de­
sired, more as a favor to its customer, 
to be sure, than to the house enquir­
ing.

When a buyer who has no account 
requests goods charged, since the 
clerk who approves all charge sales 
will not find him on his list the sale 
will be passed up to his credit mana­
ger. He will attempt to pass on the 
advisability of openmg this account 
without a direct interview with the 
buyer, and will set in motion the 
machinery above described for inves­
tigation. The facts thus obtained 
are usually sufficient. Sometimes the 
buyer is so well known and of such 
undoubted integrity as to need no 
investigation at all. The account is 
opened and a polite note sent to fhe

customer, assuring him that the op­
portunity of adding his name to the 
list of “charge customers” is appre­
ciated.

Even although investigation in any 
case proves that the advisability of 
extending credit is a little doubtful, 
the retail credit man has a much wid­
er field than his wholesale confrere 
for using his ingenuity in seeking a 
safe basis on which to open an ac­
count. Various means for securing 
and guaranteeing or limiting the ac­
count may be devised to suit indi­
vidual cases.

Every account has a limit placed 
upon thé monthly credit which is to 
be extended to the customer. This, 
however, is not a fixed line beyond 
which there is no advance; it is more 
a means of guiding the work of the 
employes of the credit department. It 
simply means that when a customer’s 
purchases for any month have reach­
ed the limit, further sales must be 
submitted to the credit manager for 
approval. It is a kind of safety-valve 
by which an account is brought to the 
attention of the head of the credit 
department when it has reached a 
certain stage. The amount of the 
limit may be changed several times 
during the same month, depending 
on the condition of the customer’s 
account and the kind of purchases he 
is making.

The real work of the credit man is 
not so much in opening accounts as 
in keeping in close touch with them 
after they are started and making 
prompt collections. The hold of the 
retail store on its charge customers 
is much more intangible than that of 
the jobber. The merchant buying 
from the wholesale house has assets 
in his business; he must pay or con­
fess insolvency and lose his business 
reputation; he can not move from 
one community to another with ease.

No such considrations weigh with 
the retail buyer. The credit man must 
substitute for this unceasing watch­
fulness over his account and his eus- 
tomers theitiselves.

In a large house it is absolutely 
necessary that he keep a reoord of his 
customers. The- most convenient 
form is a card index arranged alpha­
betically, each card containing in con­
cise form the salient facts and infor­
mation regarding each customer. Any 
new information secured is at once 
entered on these cards, so that they 
are kept up to date.

The credit man’s second source of 
information regarding his open ac­
counts is his ledger records. With 
thousands of accounts on his books 
it is, of course, impossible for the 
credit man to keep informed regard­
ing the status of all his accounts. He 
must be satisfied if he can keep in 
touch with the more vital accounts— 
those which are overdue. This he can 
do most easily by looking over those 
of the statements, sent out by the 
book-keeping department on the first 
of each month, which contain over­
due items. In addition to this the 
credit man should be notified -the mo­
ment an account reaches the limit; 
the credit limit is placed at the top 
of the ledger sheet of each customer; 
the book-keeper, as he enters the 
previous day’s sales each morning,



can make a memorandum of those 
accounts which have reached or over­
run the limit, and place them on the 
credit man’s desk.

In collections, again, the credit man 
must exercise tact and use his knowl­
edge of his customers and their af­
fairs; and, knowing their peculiari­
ties better than anyone else in the 
house, he can best determine the gen­
eral policy to be pursued in collec­
tions and the procedure in individual 
cases. Women ,and many men al­
so, take offense at even a reminder 
of indebtedness, classing all such as 
“duns.” They must be treated very 
delicately, even although their ac­
counts are overdue. It is at bottom a 
question of making them think that 
they are paying when they please, 
and yet so influencing them that their 
time of “ paying when they please” 
will correspond with the time when 
the house wants them to pay. By the 
use of tactful reminders, the right 
kind of correspondence, and indirect 
methods, customers can be trained 
to be prompt payers. Some custom­
ers, perfectly good, pay only every 
sixty days or even quarterly. Their 
wishes must be observed, and one 
slip in the way of an insistent dun 
letter may lose the account. Credit 
men find that the financial arrange­
ments of husband and wife differ 
greatly in different families. Some 
men do not wish any bills contracted 
by tiheir wives to come to them­
selves or to their offices, but insist 
that they go directly to their wives; 
others do not want their wives to see 
any bills, but desire to have bills 
sent to themselves. Such wishes 
must be known and observed.

Sharp collections reduce the per­
centage of losses and the expense of 
running a business and increase 
sales. As the age of a bill increases 
the chance of collecting it decreases, 
repeated attempts at collection often 
irritate a customer and make him 
even more prone to put off payment. 
The added expense comes in three 
ways: in the time and money spent 
by the collectors and in correspond­
ence; and, what is more vital, in the 
much greater amount of capital nec­
essary for the carrying of overdue 
accounts. When a house has thous­
ands of open accounts on its books, 
running into the hundreds of thous­
ands in money, the saving in the in­
terest on the capital tied up in bills 
receivable when they are collected 
ten days instead of sixty days after 
due is no inconsiderable item.

A retail house has its corps of col­
lectors like a wholesale house, but 
their method of work is wholly differ­
ent. A man engaged in business ex­
pects statements and personal col­
lectors when his account becomes 
overdue; he doesn’t resent it. The 
majority of debtors of a retail house 
consider a reiterated demand for pay­
ment as an affront, and a call from a 
collector as an insult. Nevertheless, 
the retail merchant must look after 
his collections even more sharply 
than a wholesaler, for only in this 
way can he make up for more or less 
risky extensions of credit.— J . W . Mc­
Connell in System.

Innocence seldom needs argument.

M I C H I G A N  T R A D E S M A N 3 7
Hardware Price Current

A M M U N IT IO N .  
, Caps.

G. D., full count, per m ........
Hicks Waterproof, per m ..
Musket, per m .......... .................
E ly ’s Waterproof, per m.*!!!

........ 40

........ 60

........  76
.................. «0

C artridges.
No. 22 short, per m .................. 2 60
No. 22 long, p e r m ............................’.*3 00
No. 32 sh o rt, per m ............... 5 oo
No. 32 long, per m .....................................   75

P rim ers.
£t0' o c -  boxes 250, per m ........ 1

IR O N
............................................ ** rateL igh t B and ........................................... 00 ra te

K N O B S — N E W  L IS T .
Door, mineral, Jap . trimm ings ..........  76
Door, Porcelain, Ja p . trimm ings . . . .  86

L E V E L S
S tan ley  Rule and  Level Co.’s ___dis.

M E T A L S — Z IN C
600 pound casks ......................................... g
P er pound .....................................g ^

M IS C E L L A N E O U S
Bird Cages .......................................................
Pum ps, C istern ...............................  "75&10
Screws, New L ist . . . . . . . . . . . . . . \ ; ; .  g6

Crockery and Glassware

5  .  boxes 250, per m ........ 1  60 C asters , Bed and  P l a t e ___ "  50& 10& Ï0
No. 2 W inchester, boxes 250, per m . . l  60 D am pers. A m erican  . . . . . . V . . . . '. 50

Gun W ads, 
i §}ac,k Fdge, Nos. 1 1  &  1 2  U. M. C ... 

g jack Edge, Nos. 9 &  10, per m . . . .  
Black Edge, No. 7, per m ......................

Loaded Shells.
New Rival—For Shotguns.

S T O N E W A R E
B u tters

*4 gal. per doz .......................................... 44
1 to  6 gal. per doz .............. .. ........  53*
8 gal. each  .......................  ........  50*

10 gai. e a c h ..........................¡¡5
12 gal. each ............................. ................ 73
15 gal. m ea t tubs, each ..............    1 13
20 gal. m ea t tubs, each  ........... . . . . . 1  50
2o gal. m eat tubs, each  ................... .2  13
30 gal. m eat tubs, e a c h ........................2 55

Churns
2 to  6 gal. p e r g a l ................................  6
C hurn  D ashers, p e r doz .................. . ... 34

M llkpans
Vis gal. flat o r round bottom , p e r doz. 44 
1 gal. fla t o r round  bottom , e a c h ..  5*4

Drs. of
No. Pov der Shot Shot120 4 1 0129 4 1 % 9
128 4 1* 6 8126 4 1*4 6135 4Î4 l% 5154 4% 1*4 4200 3 1 1 0208 3 1 8
236 3% 1*4 6265 3% 1 * 6 5264 3% 1 % 4

Discount, one-third and fl

Gauge
10
1010
1010
1012
12
12
1212

Per
100 I 

62 »0 I 
2 90 
2 90 
2 90
2 95
3 00 
2  60

M O L A S S E S  G A T E S
S tebb ins’ P a tte rn  ...................................60&10 ______ . __
E n terp rise , se lf-m easu rin g .................3 0  j F ine  Glazed M llkpans

p A N S 4  f 5 r  «at* or round bottom, per doz. 60
1  sa l. flat or round bottom, each___  <

Fry, Acme  ..........................60&10&10 . „ S tew pans
Common, polished ..............................70&10 j *4 gal. fireproof, bail, per dox...........  86

P A T E N T  P L A N IS H E D  IR O N  I 1  Sa1, fireproo f> b a il per d o s . .‘ l  H  
“A ” Wood s pa t. p lan 'd . No. 24-27 ..10 80 ! 1 / 1 .

B  W ood's pa t. p lan ’d. No. 25-27.. 9 80 I , • ®  , per doz.........................................  56
Broken packages %c per lt>. extra. /f ? a lv per, doz..........................................  421 to  a gal., p e r g a l ..............................  7

S E A L IN G  W A XP L A N E S  
Ohio Tool Co.’s  fancy  . . .  
Scio ta Bench .....................

2 65 ® enc^' brst quality 
2 70

XT „„ Paper Shells—Not Loaded.
No. 10, pasteboard boxes 100, per 100. 72 : 
No. 12, pasteboard boxes 100, per 100. 64

G unpow der
Kegs, 25 lbs., per keg ..........................4 90
7» Kegs, 1 2 % > s „  per % keg .......... 2 90

% Keg. . 1  60*4 Kegs, 6 % ibs., per 
Shot

In sacks containing 25 lbs.
Drop, all sizes sm aller than B .......... 1  86

A U G U R S  A N D  B IT S
Snell’s ...................................................  M
Jennings’ genuine .............. 35
Jennings’ imitation

A X E S
F irst Quality, S. B . Bronze .................6  60
Elrst Quality, D. B . Bronze .................9  00
F irst Quality, S. B. S. Steel ...............7 00
First Quality, D. B . S t e e l .................... 1 0  60

B A R R O W S .
Railroad ....................................................1 5  00
Garden ....................................................... 33 00

B O L T S
Stove ............................................................. 70
Carriage, new list ........................................70
Plow ............................................................... go

B U C K E T S .
Well, plain ..................................................  3 9

B U T T S , C A S T .
Cast Loose, Pin, figured ........................  79
Wrought, narrow .....................................  ¿0

C H A IN .

N A IL 8 . . . . . _____
L 7°  | A dv an ceo v 'e r base, on both  Steel 4k W ire  I No., 3  Sun

Steel nails, b ase  ................................... 2 i s  I T u bu lar
W ire  nails, b ase  .......................................m
20 to  60 advance  ....................................... Ra «p
10 to  16 advance ............................................. 9
8 advance ..................................... * ‘ * * *
6 advance  ........................... . . ! " ! ! ! ' , ! ! "  20
4 advance  ................................. ” ! ! ! ” "  30 F in ts
3 advance  ............................. . ; ! ! ! ! ! ! " "  45
2 advance ..............................!!!!!!!* * ""  70 I

F ine 3 advance  ........................! ” ! ! ! !* ” 50
C asing 10 advance  ......................  ." ’ * * i t  I
C asing  8 advance  ......................... * * * * 55 I
C asing  6 advance  ............................. "  3 5 !
F in ish  10 advance  ............................. * 35
Fin ish  8 advance  ........................................... 35
Finish  6 advance  .........................,  45
B arre l % advance  .................. . . . . I I I ! "  86

5 lbs. in package, per lb ........................ |
L A M P  B U R N E R S

No. 0 Sun ...................................
No. 1 Sun .......... .. .........
No. 2 Sun ...........................

R IV E T S .
Iron  and  tinned  ......................  g§
Copper R ivets and Bure ........ .'” ! ! !  46

R O O F IN G  P L A T E S .
14x20 IC, C harcoal, D ean ...................... 7 50
14x20 IX, C harcoal, D ean .............. "* 9 00
20x28 1C. C harcoal "
14x20, 1C,
14x20 IX

38 
40 
60 
87

2  15 j N utmeg .........................................................  Jo
M A S O N  F R U IT  J A R S  

With P orcelain L ined Cape
P e r  gross

Quartsm!m ! : ; ; ; ; ; ................ I
*4 gallon .......................................................1 2 ?
cap s................................... i * «

F ru it  J a r s  packed 1 dozen in  b o il 
L A M P  C H IM N E Y S — Seconds.

P e r  box of 6 doz. 
A n chor C arto n  C him neys

xt chimney in corrugated tubeNo. 0, Crimp top.............................  1  70
No. 1 , Crimp top ........................... ........ 1 75
No. 2. Crimp top ..........................................^

N n . nFio e. F ,l il t  G U m  lr> C artonsNo. 0, Crimp tOD ............... •  sa
No. 1 , Crimp top ............ " ..................... 1  «
XT-  2 Crimp top .......... m . . ' " " " ! . ' . ’ !*  1 «

Lead F l in t  Glass
No.

3*6

Com m on............7 *4 in. 5-16 In. % In. % in...6 c ------4% c
B B  ..................8*4c.. .  .7 % c .. .  .6 14 c .. .  .6
B B B ................... 8 % c-----7% c-----614c___ 614c

CRO W BARS.
Cast Steel, per lb .........................................  6

C H ISE L S
Socket Firm er.............................................  65
Socket Fram ing ......................................  65
Socket Corner.............................................  66
Socket Slicks............................................... 65

ELBO W S.
Com. 4 piece, 4 In., per d o s . .......... n e t 76
Corrugated, per doz. ..............................l  36
Adjustable ....................................... die. 404616

E X P E N S IV E  B IT S
Clark’s small, $18; large, 826 ............  40
Ives’ 1, $18 ; 2. $24; I , $30 ......................  26

F IL E S —NEW  LIST
New American ........................................704610
Nicholson’s .............................................  70
Heller’s  Horse Rasps .......................... 70

G A LV A N IZED  IRON.
Nos. 16 to 20; 22 and 24; 26 and 26; 27, 28 
List. 12 13 14 16 16 17

Discount, 70.
GAUGES.

Stanley Rule and Level Co.’s ...........404610
G LA SS

Single Strength, by box ..................dis. 90
Double Strength, by box ................dis. 90
B y  the light ..................................... dis. 90

HAM M ERS
Maydole 46 Co.’s  new list ............dis. 33%
Terkes 46 Plum b’s  .................... dis. 404610
Mason’s  Solid C ast Steel . . . ,3 0 c  list 70

H IN G E8 .
Gate, C lark ’s  1 ,  3, 3 ....................dis. (04610

HOLLOW W ARE.
Pots................................................................ 604610
K ettles...........................................................604610
Spiders.......................................................... 604610

HORSE N A ILS.
Au Sable.......................................... dis. 404610

HOUSE FU RN ISH IN G  GOODS.
Stamped Tinware, now lis t  ..................... TO
■  T law are

C harcoal, D e a n . . . l i e  00 1 No » W m n  L ° " "  in C arton»'• C harcoal, A llaw ay G rade 7 60 N o’ 1 ’Cr5m ^Itnn0p ...................................* 20
oa C harcoal A llaw ay G rade .9 00 No 2 C rim n toPn .........................................4 0020x28 IC, C harcoal. A llaw ay G rade 15 00 ’ C „  p *op .........................................20xZ8 IX, C harcoal, A lla w ay G rada 18 00 | P earl Top in Cartons

No. 1 w rapped and  labeled ................ 4 60
iso. w rapped an d  labeled ............ § SO

Rochester In Cartons
dis. 50 I 5 “ ' |  F lin t, 10 In. (85c d o z .) . .4 60

n- ’ «’ F ine  H in t,  12 in. ($1.35 doz.) 7 60
! i t 0' Bead F lin t, 10 in. (96c doz ) 6 66 

..28  00 j No. 2, L ead F lin t, 12 In. (31.66 doz.) 3 76
Nr.« m  ____I E lec tric  In Cartons
Nos! 15 to 1 7 ............................* 2> y me doz-> ..................... 20
Nos. 18 to  21 .............. ................................3 90 No 2 ' Evn*’ A,A do*-) ............4 60
Nos. 22 to  24 .............................. 4 ’io  3 0 0 ! ° '  2' Lead F lin t, (95c doz.) ............. 6 60
Nos. 25 to  26 ................................ 4 20 4 00 I L aB astle

-----VV------ 4 20 4 10 N°- 1. Sun P la in  Top, ($1 doz.) . . .  5 7f
^jl__abeets  No. 18 and  ligh te r, over 30 j No. 2. Sun P la in  Top, ($1.26 doz.) . .6 9t

O IL  C A N S

R O P E S
Sisal, % inch and  larger . . . .

S A N D  P A P E R
L ist acct. 19, ’ 86 ......................

S A S H  W E IG H T S
Solid Eyes, per ton ..................

S H E E T  IR O N

inches wide, not less than 2 - 1 0  extra. 
S H O V E L S  A N D  S P A D E S

F irs t Grade, Doz ................................ 5  50
Second Grade, Doz .............................." ! g  00

S O L D E R
*4 @ % .............................................  31

The prices of the m any other qualities 
of solder in the m arket indicated by pri­
vate brands vary  according to compo­
sition.

S Q U A R E S
Steel and Iron ..................................... 60-10-5

T I N — M E L Y N  G R A D E  
10x14 IC, Charcoal ............................. 1 0  50

1 gal. tin  cans  w ith  spout, per d o z ..l  2 1  
1 gal. galv. iron w ith  spout, p e r d o z . . l  40 
;  gal. galv. iron  w ith  spout, p e r doz . .2 2» 
3 gal. galv. iron  w ith  spout, p e r doz . . 3 25 
5 gal. galv. iron w ith  spout, p e r d o z ..4 10 
3 gal. galv. iron  w ith  faucet, per doz. 3 85 
a gal. galv. iron w ith  faucet, p e r doz 4 50
0 gal. T ilting cans .................... . ......... 7  qq
5 gal. galv. iron N acefas ........ !! !!$  04

L A N T E R N S
No. 0 T ubular, side lif t ....................... 4 50
No. 2 B T u bu lar ............................... 'g  75
No. 15 T ubular, dash  ................... . ! * 6 75

No. 0 % in. wide, per g ross o r roll. 28
£ ° -  L % In. wide, p e r gross o r roll. 38
No. 2, 1 in. wide, p e r g ross o r roll. 60
No. 3, 1% in. wide, p e r g ross o r roll. 90

— ....................... .... . No. 2 Cold B last Lantern . .  7 7 5
?4i? 2  charcoal ................................. 1 0  60 No. 1 2  Tubular, side lamp .......... ’. ' . ' . i l  00
K)xl4 IX  Charcoal ................................1 2  0o | No. 3 Street lamp, each . ................  394

Each additional X  on this grade. <1 25 LA N TER N  G L O B E S ..........
T IN —A L L A  W AY G RA D E No. 0 Tub., cases 1  doz. each, bx. 10c 60

10x14 IC, Charcoal .................................  9 00 0 3 8 6 8  2 doz. each, bx. 15c 61
14x20 IC, Charcoal ................................ 9 00 »r°’ « bbls. 5 doz. each, per bbl.. 1 90
10x14 IX , Charcoal ...........................  10 50 ^ ° ‘ ®  Tub., B u ll’s  eye, cases 1  dz. s. 1  26
i4x2° EX, Charcoal ...............................!l0  50 .B E S T  W H ITE COTTON W ICK S

Each additional X  on this grade, 31.60 Boll contains 32 yards In one piece 
B O ILER S IZ E  TIN P L A T E  “  “  J~

14x56 IX .. for Nos. 8 46 9 boilers, per lb 13 
T R A P S

Steel, Game ...............................................  75
Oneida Community, Newhouse’s  . .  404610
Oneida Com’y, H aw ley 46 Norton’s . .  65
Mouse, choker, per doz. holes .......... 1  25
Mouse, delusion, per dos .................... 1  25

W IR E
Bright M arket .........................................  40
Annealed M arket ................................... ! 60
Coppered M arket .................................. 604610
Tinned M arket ......................................604610
Coppered Spring Steel ....................  40
Barbed Fence, Galvanized ................... 2  7 5
Barbed Fence, Painted ....................... 2 46

W IR E GOODS
Bright ......................................................... go-10
Screw Eyes ..............................................80-10
Hooks ..........................................................80-10
Gate Hooks and E yes .........................80-10

W R EN C H ES
B axter’s  Adjustable, Nickeled ...............SO
Coe’s Genuine ............................................... ..
Coe’s  Patent A f v M t n a l ,  TTiiegB l TO-10

C O U P O N  B O O K S
50 books, an y  denom ination  ...........1 50

100 books, an y  denom ination  ...........2 50
500 books, a n y  denom ination  .........11  50

1000 books, a n y  denom ination  ...........20 00
Above quo ta tions a re  for e ith e r Trades­

m an, Superior, Econom ic o r Universal 
grades. W here 1,000 books a re  ordered 
a t  a  tim e custom ers receive specially 
prin ted  cover w ith o u t e x tra  charge.

C O U P O N  P A S S  B O O K S  
Can be m ade to  represent an y  denomi­

nation  from  $ 1 0  down.
50 books ....................................... 1 90

100 books ....................................... . . H i l l  66
books ..........................................¡ . “ i i  66
books ................................................ !3 9  09

C R E D IT  C H E C K S
500, an y  one denom ination  ................. 3 99

10 0 0 , an y  one denomination ................ |  94
20 00 , any one denomination .............. (  99
Steel punch ..............  .............. . 1

600
1000
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Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, Oct. 20—The general 

tone of the coffee market this week 
has been rather heavy and dragging, 
and no change can be noted as to 
quotations, No. 7 closing at 8@8j^c. 
In store and afloat there are 3,652,582 
bags, against 4,537,126 bags at the 
same time last year. It is mighty 
hard to see where anybody can find 
material to claim high quotations if 
we take the crop receipts at Rio and 
Santos into consideration. From July 
1 to Oct. 18 there were received 
7,000,000 bags at those two ports, 
against 5,054,000 bags at the same 
time last year, and the stocks there 
are a million bags greater than a year 
ago. Mild sorts show little, if any, 
change. There is simply an every­
day sort of trade and orders are gen­
erally for small lots.

Mighty little interest is shown in 
refined sugars and the only business 
is in withdrawals under previous con­
tract, new transactions being abso­
lutely nil. There was some talk of 
slight decline in quotations, but the 
rumor was not confirmed. Maybe the 
Trust, being fined $108,000, will have 
to “ maintain the present level of val­
ues" to make good.

Jobbers, as a rule, report a fair 
run of orders for teas and values are 
well sustained, although arrivals are 
becoming quite free and there may 
be some accumulation that will cause 
a downward movement. But holders 
generally are confident. If one were 
to specify, it would be to say that 
Souchong Ceylons are meeting with 
most favor.

There is certainly no oversupply of 
nee here and for some time the mar­
ket has been pretty well cleaned up 
and the demand at the close is com­
paratively active. Quotations are very 
firm and tend upward. Choice to 
fancy head, 4^i@5%c.

As the season advances more and 
more demand exists for spices and 
while there is not much, if anything, 
doing in an invoice way, jobbers re­
port a pretty good every-day call 
and look for a fair trade for the rest 
of the year at full rates.

An excellent demand exists for 
molasses, and the situation is decid­
edly in favor of the holder. New 
goods, of course, will not be plenti­
ful for some time, and when they 
arrive the market wall be so well 
cleaned up that they will fetch full 
quotations—and more, too. Syrups 
are steady at 22@24c for round lots.

In canned goods there is little to 
be reported. The demand for toma­
toes is not as active as last week, 
and it seems easier to purchase at 
90c than was the case last week. 
Numsen, of Baltimore, thinks the 
pack will be 8,000,000 to 8,500,000 
cases this year. Desirable corn is 
meeting with good request—say, 
goods are worth 52^c for Maine

for New York State. Peas are firm. 
Peaches are in good demand and the 
supply is not large enough to meet it.

At 27c there is a fair trade in ex­
tra creamery butter. The bulk of 
stock arriving is being taken at once 
and little is left for storage. Seconds 
to firsts, 23@26c ; Western factory, 
firsts, i9l^@20c; seconds, i 8@I9c; 
renovated, ig@22c.

There is a moderate amount of 
business going forward in cheese, but 
nothing more. Quotations remain at 
I354c for top grades for full cream, 
either small or large.

Best Western eggs are worth 26c, 
and this is probably top. Indeed, 
some reliable stock has changed 
hands at 25c. Medium and lower 
grades .are dull and working out at
I9@ 22C.

Bettering the Quality of Bakers’ 
Bread.

As a business proposition of first 
importance, bakers should continual­
ly keep in mind the watchword Qual­
ity» for upon the quality of his bread 
does a baker win success or meet 
failure. If the bread is strictly first- 
class the sales will surely bring a 
profit to the business, provided, of 
course, that the baker transacts 
business like a sane man or throws 
away such crude weapons as “price 
cutting," as well as any “ slap-in-the- 
face" policy he might be tempted to 
try against a competitor. The ear­
lier that all bakers learn to work 
together in matters which pertain 
to the art of baking, the more they 
will help their business in a general 
way and elevate their calling in the 
minds of the people.

There is no need to argue the ques­
tion of who bakes good bread, or who 
doesn’t. Go into any town which 
has several bakeries and you will find 
some that are turning out a very good 
article, while others are trying to sell 
something that looks like bread, yet 
has not much of a bread taste.

Now, bettering the quality of his 
loaf is a many-sided question for any 
baker, and as all bakers are not alike 
and many of them use vastly differ­
ent methods, a great deal depends 
upon what each baker does for him­
self. One baker may have one diffi­
culty to overcome, while another 
baker may be worried over an entire­
ly different matter; in other -words, 
off-hand advice isn’t worth much, ex­
cepting in putting before the craft 
improvements which will be benefi­
cial if followed wisely.

Where a baker can not make the 
bread of a quality to suit his custom­
ers or himself, or desires to improve 
upon its quality, he can learn much 
to his benefit by obtaining the opin­
ion of an expert or that of some tech­
nical baker. There is room at this 
time for traveling experts, compe­
tent to go into a shop, watch the 
process of baking and make pertinent 
suggestions on how to better the 
quality of the loaf. A baker can’t al­
ways see where he “ falls down” him­
self, while an expert might quickly 
see that the temperature was not just 
right, that fermentation was cut 
short, or that the mixing was not 
properly handled, or that one or two
of a dozen other things could be im- 

style, Maryland pack ,and 6o@6sc proved so as to better the quality of

the bread. Experts of this kind are 
greatly needed, and we believe the 
future will bring them to the baker’s 
door. A great deal of experience, ex­
pertness and technical knowledge is 
sometimes required to find or remedy 
the difficulty, and it stands to reason 
that a number of expert heads is bet­
ter than one.

I11 baking an excellent quality of 
bread there are a number of impor­
tant things to consider besides the 
bread itself. Most bakers observe 
them, a few are careless.

Go in for bettering the quality of 
your bread! Establish a social place 
for yourself in your community, im­
prove the shop and bakery, and, 
above all, don’t say this refers to “ the 
other fellow,” for few men are ab­
solutely perfect.—National Baker.

W m . Connor
Wholesale

Ready Made Clothing 
for Men, B oys and Children, 
established nearly 30 years 
Office and salesroom  116 and 
G, L ivingston  H otel, Grand 
Rapids, Mich. Office hours 
8 a. m. to 5 p. m. daily. Mail 
and phone orders prom ptly  
attended to. Customers com ­
ing here have expenses al­
lowed or w ill gladly send  
representative.

Ju s t  to Hang Up Our Sign
And say that w e’re waiting to hear from a few  
merchants looking for better things in fixtures. 
W E ’L L  T A K E  C ARE O F Y O U .

No. 63 The best general use case ever m ade and b e tte r  to-day than ever before 
^ “ charge11 the  “ w ftn ishes-w eathered  and baronial oak-w Tthout

N° ‘ 3 ' Some  lfk e^ h em b eu er.086 6 mCtal legs instead of receding base

No. 57.—The best all-plate case possible to  make. N ot a hole—nor a m ortise—all streng th  and a whole lo t of beauty. m ortise all

Grand Rapids Fixtures Co.
South Ionia and Bartlett Sts., Grand Rapids, Mich.

New York Office, 724 Broadway Boston Office 125 Summer St
St Louis Office, 703 Washington Ave.
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Observations of a Gotham Egg Man.

Although the receipts at New York 
have lately been very liberal—con­
siderably more than a year ago—the 
aggregate at the four markets for the 
past three weeks has averaged some­
what less than in the same period of 
1905. It is quite possible that this 
has been due to a smaller movement 
of refrigerator eggs this year from 
Chicago to the seaboard cities, or 
from other interior storage points, but 
even allowing for this it is quite evi­
dent that the heavy excess of fresh 
gathered eggs that characterized t'he 
situation prior to September, has, 
since then, largely disappeared

When it is considered that the re­
ceipts of eggs an the four large mar­
kets from March x to September 30 
were nearly 700,000 cases in excess 
of last year, and that there appeared 
to be somewhat less storage accumu­
lation at the close of September than 
there was last year, it is quite rea­
sonable to expect a much more rapid 
reduction of storage eggs from now 
on if the receipts should continue to 
run on about the same basis as last 
year, unless the high prices ruling 
should greatly reduce the evident ex­
cess of consumptive demand. Of this 
•there is, of course, some danger as 
we have reached a winter level of egg 
prices at an unusually early date. 
Nearly all of our local egg dealers 
are now reporting a decrease of out­
put as a result of the high rates rul­
ing, although some of them consider 
the movement to be liberal for ‘ the 
season.

In spite of the rather strong sta­
tistical position of the market there 
is an evident disposition to force sales 
of refrigerator eggs by a good many 
holders and offerings are now very 
free, although the pressure to sell, 
judging from the general run of sam­
ples shown, seems to be chiefly of the 
medium qualities. We understand 
that in Chicago, although holders 
there are generally asking 21c for 
prime lines of early packing, buyers 
who would take good sized blocks at 
2o^c are entertained with consider­
able attention. This is below the 
asking prices for stock at seaboard 
storages and yet we hear of no very 
important speculative deals being 
made

Readers who care to figure on the 
chances of the future from the re­
sults of past experience may be in­
terested in the following figures. Last 
year, according to our reports of 
storage holdings and receipts, the 
trade output of eggs in this city from 
October 1 to December 31 was as fol­
lows:
Receipts ..........................511,014, cases
Storage reduction .......... 350,000 cases

Total ......................861,014 cases
Now from March 1 to September 

30, by comparing the receipts and 
storage holdings, we find an apparent 
trade output this year of 2,497,475 
cases, against 2,297,273 cases last year, 
which indicates an increase of a little 
less than 9 per cent.

Of course if this increase in trade 
output should continue to the close 
of the year we might expect the trade 
output during the last quarter of this 
year to show  an excess over last year

of something over 77,000 cases. But 
it must be remembered that during 
most of the season from March 1 to 
August 31 this year the average price 
of Western firsts in this market was 
lower than last year; it was lower in 
March, May and August and only 
very slightly higher in April, June 
and July. But since September prices 
have been considerably higher than 
last year, and if they should continue 
to be held on a higher basis we could 
hardly expect the same percentage of 
increased consumption during the 
last quarter as prevailed during the 
earlier season.

Of course the rapidity of storage 
reduction from now on will depend 
upon the extent of consumption and 
the scale of current receipts; but if 
our receipts during the last three 
months of the year should be no 
more than they were last year, and if 
the same increase of consumption 
should be realized as has been indi­
cated during the past seven months, 
we should still have to figure on 
carrying over into the new year a 
storage stock of over 100,000 cases.

All of which goes to show that any 
very bullish holding of prices is a 
dangerous matter.—N. Y. Produce 
Review.

Wisdom of Paying Too High Prices.
It is entirely natural for the seller 

of any commodity to seek the high­
est price, and to watch with satis­
faction its rise in the market. A boom 
in any article sometimes becomes 
a boomerang, and the reaction results 
in a lasting injury, compared with 
which the temporary bonanza is of 
little account. It is a question worth 
the careful consideration of producers 
if the present price of cheese is not 
about as high, or a little higher, than 
it ought to go. Sudden changes with 
little apparent cause are a feature in 
the cheese trade, and its record in 
the past affords no indication of what 
may happen in the future. The 
growth of the industry for the past 
five years is due almost entirely to a 
steadily growing home trade. Just 
now an unusual export demand helps 
materially in maintaining a high 
price, but that may shrink to insig­
nificant proportions before another 
season. Canada and the dairy coun­
tries of the old world arc strong 
competitors in the English markets, 
and they have advantages which it is 
difficult for the United States oper­
ator at long range to meet. The pro­
duction of cheese is constantly in­
creasing, and its profitable market 
must be found in the home trade. 
The consumption of cheese has been 
steadily increasing in this country for 
several years, and it will continue to 
grow if the retail price can be kept 
where it will look reasonable to the 
consumer, when compared with other 
commodities. The wealthy class are 
eating no more cheese to-day than 
they did five years ago. They will 
eat no more, per head, five years 
hence. It is the man to whom one or 
two cents a pound makes a dif­
ference, who must be relied upon for 
the increased consumption. When 
he regards cheese an economical food, 
it will be found on his table regularly, 
cut in liberal slices. When the cost

makes it a luxury compared with 
other articles, it is cut smaller or dis­
appears entirely from the bill of fare. 
This is a situation that the producer 
may profitably take into account. 
The American people are eating more 
cheese to-day than ever before. Give 
them good cheese at a reasonable 
price, and their appetite will keep 
close up to the production. It is im­
practicable for the producer to deal 
direct with the consumer. In the | 
cheese trade the much talked about 
middleman seems to be a necessity, 
and he must be an expert if he stays 
in the game. The wholesaler and the 
retailer want a little margin, and al­
lowance must be made for transpor­
tation, storage, shrinkage, etc. The 
producer is entitled to cost of his pro­
duct, fair pay for his labor and a 
reasonable margin for depreciation of 
his plant and interest on his invest­
ment. The aggregate of these ex­
penses he should make the price of 
his cheese, but he must be careful not 
to “kill the goose that lays the golden 
eggs,” by asking a profit that will 
curtail consumption. Utica Press.

At
WholesaleH A T S

For Ladies, Misses and Children
C o r i, K n o tt &  C o ., L t d .

20. 22, 24, 26 N. Dlv. St., Grand Rapids.

The religion you can keep to your­
self is not worth giving away.

A good many are trying to wash 
out the slums with teardrops.

Blankets 
Robes 
Fur Coats

Now is the time to see 

that your stock is com­

plete.

Send for our new illus­

trated list.

Prompt Shipm ents

Brown & Sehler Co.
Grand Rapids, Mich.

WHOLESALE ONLY

WANTED
M erchants to inspect our line of Storm Proof,
Fur L ined, Duck, Corduroy and Leather Coats, 
Mackinaws, Kersey Pants, F lannel Shirts, Jer­
sey Shirts and Lum berm en’s Socks, and be con­
vinced that we are show ing one of the most 
com plete lines on the market, and our prices 
are right.

P. S T E K E T E E  & SONS
W holesale Dry Goods Grand Rapids, Mich.

SK R EEM ER
The $4 .0 0  Shoe for Men

Nothing Better Made. All Styles. All Leathers.

Carried in stock by

MICHIGAN SHOE CO., DETROIT

One Thousand Cases in Stock Ready for Shipm ent
All Sizes—All Styles

njfjìi.niìM — è— ii~ r ..— ’ Our fixtures excel in style, construe- 
tion and finish. No other factory

f" 1 ! : -1'.i sells as many or can quote you as
low prices—avail yourself of this

, chance to get your cases promptly.
Send for our catalogues .

Our new narrow top rail "C rackerjack”

Grand Rapids Show Case Company 
Grand Rapids, Mich.

Case No. 43. T h e L a rg e st  S h o w  C a s e  P ls o t  l a  th e  W orld
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he said: “Ask Mr. Barker to come 
here.”

The boy vanished and the mem­
bers looked at each other and at the 
ceiling, awaiting the next move.

Very soon the boy returned. 
“ Please, sir,” he said, “ Mr. Barker 
was down under the new plowing 
machine. He says, will you wait un­
til he cleans up a bit?”

“ \ou tell Barker,” answered the 
President, “ we want him now.”

The boy retired precipitously and 
in about two minutes the door of the 
Directors’ room was thrown open 
with that quick, aggressive motion 
which betokens the man of action. 
Barker wasn't a second behind the 
opening of the door.

The question before the Board of j , ^  T aS a had evidently
Directors of the Packer Plow Com- beef  dressed in a Pair of overalls 
pany, in regular session assembled, and a }um^er- He had removed the 
was whether or not they should ex-l JUmper m the process of cleaning

S m m e r c i a u
T r a v e l e r s

Michigan K nights of the Grip. 
President, H. C. Klockseim , L an sin r, 

Secretary, Fran k  L. Day, Jack son ; T reas­
urer, John B. Kelley, Detroit.

United Commercial T ravelers of Michigan 
Grand Counselor, W. D. W atkins, K a l­

am azoo; Grand °«cretary, W. F. T racy

' VUUIIWII n u . IO I. u . V/. I .
_ Senior Counselor, Thom as E . Dryden; 
secretary and Treasurer, o . F. Jackson .

MAN FOR THE PLACE.

Story of a Job Which Carries Its 
Own Lesson.

tend their business into Mexico.
They needed markets where com­

petition was less keen. They needed 
markets where the cost of selling 
their product would be very appre­
ciably less than it now was. Above 
all, they needed markets in a country 
where production of wheat was meas­
ured by the square mile instead of 
the acre. The reason for this will 
be presently apparent.

Hence Mexico with 
mark.

“This new steam plow of ours,” de­
clared the President in that positive 
voice which characterized the man,

up and was at work on the overalls 
when the President’s peremptory 
message reached him. He came as 
he was. There were marks of grease 
on his face and hands which in con­
trast with the immaculate linen about 
the Directors’ table were all the 
more striking.

"You sent for me, sir,” he said, 
addressing the President.

“ Barker,” said that gentleman, 
without replying direct!}', "you built 

question | the Packer steam plow out there, I 
believe.”

Not exactly, sir; I superintended 
the work.”

‘1  here seems to be a difference of 
observed the"needs room to operate. It needs opinion among us, 

lots of room to show what it is ca- | President, “as to the machine, and

country, this machine will increase 
it a hundred-fold, and if he who 
makes two blades of grass grow 
where there was formerly one is a 
public benefactor, then, gentlemen, 
the future historian will be doing 
violence to truth if he does not set 
down among the greatest factors 
that have made for the growth of 
the human race the names of the 
Directorate of the Packer Plow Com­
pany. I thank you for letting me 
speak to you. If there is anything 
further that you want to know, Mr. 
President, I will be out in the shop 
under the plow.” Barker retired.

1  he President looked around the 
table, and said: “ In the absence of 
objection I will order the motion to 
open a sales depot in Mexico. Carrier. 
Mr. Sales Manager, I think I need not 

to you that in my opinion 
you will appoint as the manager of 
that depot Mr. James P. Barker.”— 
J. W. Binder in System.

pable of doing. Seems to me Mexi­
co has room to let. 1 am in favor of 
a Mexican sales agency.”

"But the farmers are poor,” ob­
jected the Sales Manager, who was 
also the Vice-President. “ Four 
thousand dollars is more monev than 
half of them have ever seen, and 
then, come to think of it, four thous­
and is practically eight thousand in 
their money. I am afraid—”

'Don’t tell me,” broke in the Presi­
dent, that any man is poor who is 
the owner (or the occupant, it’s about 
the same in Mexico) of ten square 
miles miles, mind you—of the rich­
est soil in the best wheat producing 
belt in the world. He is poor for the 
same reason that the tramp is poor 
who squats over a pocket of gold 
nuggets. The tramp needs to know 
the gold is there and he needs a pick 
and shovel to get it out. That soil 
is the Mexican’s gold mine, the Pack­
er steam plow will furnish the tools 
to dig it out.”

But. objected the Sales Manager, 
“ granted all you say about the coun­
try is true, where are we to get the 
man who can handle the deal? You 
know how dull and stupid the average 
citizen of Spanish descent is. We 
must have a man who by his energy 
and enthusiasm overcomes this ten­
dency and replaces it with some of 
the snap and go of the American Yan­
kee. We haven’t such a man.”

The President did not reply at 
once. In a minute, however, he 
pushed one of the row of buttons un­
der the edge of the Directors’ table

a lack of knowledge as to what it is 
capable of doing. Will you tell us 
in a few words what you think of it?”

Barker was relieved. Such a sum­
mons as he had just received into the 
Directors’ room might mean a num­
ber of things. He was naturally anx­
ious to know why it had come to 
him. They wanted him to tell them 
about the plow. That was easy. He 
knew all about it and he believed 
in it.

“ I take it,” he began, “ that all of 
these gentlemen are acquainted with 
the methods of raising wheat as at 
present pursued—I mean where 
wheat raising is carried on on a large 
scale. You have all seen our Decimo 
gang plow which turns ten furrows 
at once and which has represented 
the perfection of plow building to 
date. Its use has tripled the wheat 
crop in the past four years and you 
gentlemen know what that means in 
the summing up of the wealth of a 
nation.”

Notwithstanding his grotesque ap­
pearance, Barker had the attention of 
every man present. He was in earn­
est; he was the master of his sub­
ject; he believed what he was say­
ing. These qualities always com­
mand men’s attention.

He resumed. And his half hour’s 
exposition of wheat-raising condi­
tions, implements, the new steam 
plow its construction, operation, ca­
pacity, value, its superiority over 
other makes—all this detail, inspired 
with enthusiasm, need not be re­
peated.

If the Decimo,” he concluded,
and to the office boy who entered “has tripled the wheat crop of the

Yellow As a Disreputable Color.
Yellow certainly seems, to some 

extent at least, to be most frequently 
connected with disagreeable associa­
tions. Among primitive people the 
delight in yellow has been almost 
universal, while it has been noticed 
to be a favorite color with children. 
Throughout Asia it is held almost in 
veneration, and it also stood in high 
favor with the ancient Egyptians, 
Greeks and Romans. Among Euro­
pean nations, however, a decided ten­
dency is noted to connect it with a 
good many things which are just the 
reverse of agreeable. Other colors 
have shared this unsavory reputation 
to some extent at least. For instance, 
we have the “blues” in despondency; 
we become “green” with envy; or we 
may give way to the “ blackest” de­
spair, the latter color also being as­
sociated with mourning.

Yellow seems, however, to take the 
cake. We have “yellow journalism,” 
yellow dogs,” the “jaundiced eye” 

of jealousy, “yellow streaks,” and a 
number of other terms of contempt 
including yellow. A writer in Popu­
lar Science Monthly tries to trace up 
the origin of this idea: It is not 
obvious why we should have ceased 
to delight in a color that to the men 
of another age and of another con­
tinent has seemed so precious, the 
color of the sun, of gold and of corn, 
of honey and of amber. It is still 
a very familiar color to us, alike in 
sunlight and artificial light, and when 
not too intense is in no degree fatigu­
ing to the sense organs; harmonious 
tones of yellow, indeed, in the scheme 
of the decoration of a room, are for 
many, perhaps for most, people high­
ly agreeable to live in. Nor can w.e 
claim that our dislike to yellow re­
veals a more refined esthetic sensi­
bility than the ancients possessed, for 
the painter knows nothing of this 
antipathy. * * * It was clearly the 
advent of Christainity that introduced 
a new feeling in regard to yellow, 
leading, as Magnus has remarked, to 
a preference for the dark end of the 
spectrum. In very large measure, no 
doubt, this was merely the outcome 
of the whole of the Christian revolu­
tion against the classic world and 
the reflection of everything which

stood as the symbol of joy and pride. 
Red and yellow were the favorite 
colors of that world. The love of 
red was too firmly rooted in human 
nature for even Christianity to over­
come altogether, but yellow was 
a point of less resistance, and here 
the new religion triumphed. Yellow 
became the color of envy.

In some measure, however, this 
feeling may have been not so much a 
reaction as the continuation of a na­
tural development. The classic world 
had clearly begun, as savages have 
begun everywhere, with an almost ex­
clusive attention to it, and for Homer, 
as for the Arabs, the rainbow was 
predominantly red; yellow had next 
been added to the attractive colors; 
very slowly the other colors of the 
spectrum began to win attention. 
Thus Democritus substituted green 
for yellow in the list of primary col­
ors previously given by Empedocles. 
It was at a comparatively late period 
that blue and violet became interest­
ing or even acquired definite names. 
The invasion of Christianity hap­
pened in time to join this movement 
along the spectrum. * * * Yellow 
became the color of jealousy, of 
envy, of treachery. Judas was paint­
ed in yellow garments and in some 
countries Jews were compelled to be 
so dressed. In France in the six­
teenth century the doors of traitors 
and felons were daubed with yellow. 
In Spain heretics were enjoined to 
wear a yellow cross as a penance, and 
the-Inquisition required them to ap­
pear at public autos da fe in peniten­
tial garments and carrying a yellow 
candle.

Publicity Not Advertising.
One of the first things that we want 

to get away from, I think, is the idea 
that all publicity is good advertising. 
The only advertising that is worth 
paying for is the advertising that 
produces actual results in dollars and 
cents to the advertiser. A man’s 
name may be emblazoned from one 
end of the country to another and 
occupy half page space in a thous­
and newspapers, but if the plan back 
of all this publicity does not focus 
it into tangible results, it is money 
and effort wasted. There is a vast 
amount of general publicity that is 
not good advertising. There is a vast 
amount of good advertising that does 
not make a very large or conspicu­
ous show in the world, but it gets 
there like a house on fire when we 
come to figure up results.

William S. Power.

Livingston Hotel
Grand Rapids, Mich.
In the heart of the city, with­
in a few minutes’ walk of all 
the leading stores, accessible 
to all car lines. Rooms with 
bath, $3.00 to $4.00 per day, 
American plan. Rooms with 
running water, $2.50 per day.
Our table is unsurpassed—the 
best service. When in 
Grand Rapids stop at the 
Livingston.

ERNEST McLEAN, Manager



41
Movements of Michigan Gideons.

Ann Arbor is to have a temperance 
hotel, to be called “The Gideon,” 
named after the organization of Chris 
tian traveling men. The old Arling­
ton, or Arbor Hotel, has been leased 
by Murry & Storm for that purpose, 
and it is written in the lease that li­
quors shall not be sold on the prem­
ises.

The Indiana fourth annual state 
convention was held at Evansville 
Oct. 20-21. M. E. White, State Pres­
ident, Indianapolis; R. L. McGuffin, 
Louisville, Ky.; J. K. Hempell, John 
H. Nicholson, and many others con­
ducted services in seven of the lead­
ing churches. The men’s mass meet­
ing was held at 3 at the Y. M. C. A. 
At 6:30 a union young people’s meet­
ing was held and later in the even­
ing a union evangelistic service was 
held at Trinity M. E. church. The 
officers elected for the ensuing year 
will be given in the next issue.

The first annual Gideon state con­
vention of New York was held at 
Rochester Oct. 20-21. National Pres­
ident Gharles M. Smith, of Detroit; 
Frank A. Garlick, of Chicago; Na­
tional Secretary W. M. Farnham, of 
Buffalo; Frank A. Douglas, Edw. B. 
Calkins and many others were pres­
ent. Services were held in the Y. M. 
C. A., Osborn House, Central Pres­
byterian and Cornhill M. E. churches. 
The election will be reported in the 
next issue.

James H. Russell, representing the 
Jackson Corset Co., passed through 
Grand Rapids last week and stopped 
long enough to send in his orders and 
letters. He belongs to Jackson Camp, 
and his address is 629 West Franklin 
street. His name indicates activity, 
“ Russell-er;” his business, “ fitting,” 
and his residence street, “ Franklin- 
Electricity.” We say “ Eureka” (I 
have found it) Fitting, Gideon City 
mission, activity, electricity and a 
large diamond, and all in the right 
place—Jackson. All Gideons are ex­
pected to take in, give out or con­
tribute, and you will do one or all 
if you get near the city, as “all roads 
lead in this direction.” Kirk S. Dean, 
State Vice-President, seems to have 
the keys to the city, and if you are 
good for nothing he has a place for 
you. He will do as he did with the 
writer, get E. J. Fogell to take you 
to the poor house and not introduce 
you. During the Gideon City mis­
sion rally E. J. Fogell was in charge 
at the 3:30 p. m. meeting. The room 
was filled to standing only, when the 
meeting was turned over to Brother 
George Pierce, who conducted a live­
ly testimony service. God’s spirit was 
surely with us. The grand rally oc­
curred at 7 p. m. in the M. E. 
church. Charles M. Smith and H. 
F. Huntley gave stirring addresses 
and Brother Pierce was turned loose 
again. Following his interesting ad­
dress he made an appeal for subscrip­
tions for the coming year for the 
support of the mission. Jackson 
Camp led with $100, and $300 was' 
raised. During the service Mrs. 
Clara Cowherd Hague sang and Mrs. 
Lynch gave a cornet solo. At the 
close of this service one man came 
forward and his burden rolled away.

Detroit Camp No. 1 of Gideons has
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divided the city into five sections for 
a systematic canvass, with A. C. 
Holmes, M. C. McBrayne, W. D. 
Van Schaat, C. H. Joslin and D. Ben­
nett in charge.

The Christian traveling men and 
their wives will meet for a camp fire 
and rally at the home of Mr. and 
Mrs. Aaron B. Gates, 387 Harrison 
avenue, Detroit, Sunday afternoon at 
3 p. m. Arrangements will be made 
for the winter’s campaign. There 
will be a song service and an inter­
esting programme, after which there 
will be a light luncheon. D. H. 
Cooper, D. D., of Grand River Ave 
nue Baptist church, will be present 
and will have in his church the old 
Gideon pitcher, torch and trumpet, 
and will sound the trumpet and at 7 
p. m., at Grand River avenue Bap­
tist church we can enjoy a Gideon 
service prepared by the pastor. The 
church is but two blocks away. All 
are invited and expected.

Alonzo C. Holmes addressed the 
inmates of the county house at 
Eloise last Sunday. Next Monday 
he will go to Grand Rapids in the 
int rests of his house, the Parquet 
Flooring Co., of Detroit, and will 
remain in the Furniture City for a 
month or more. It is expected that 
Mel. Trotter and the Christian travel­
ing men will keep him “ trotting” 
while he is in the city. The Detroit 
boys can not spare him, but they do 
not want him to get rusty. Use him 
every night somewhere and, when 
you get tired of him, send him home.

M. C. McBrayne, Secretary and 
Counselor for Camp No. 1, is now 
Assistant Superintendent of the 
Sunday school of the First Baptist 
church. A young son was presented 
to him not long ago whom he will 
train for the ministry. Me. can do 
this, because he always has success 
fastened to everything he undertakes 

Aaron B. Gates.

Keen Judge of Men.
The good retail salesman must 

know how far he can go in his effort 
to persuade the customer. It is a 
fatal mistake to let the customer 
suspect that he or she is being gen­
tly led along by the nose. Even cus­
tomers who have succumbed and 
bought something they felt they real- 
ljr could not afford or could have got­
ten along without are comforted if 
the salesman makes them feel that 
they have really made a good bar­
gain and got their money’s worth. 
These are the clerks who do not stay 
clerks—they rise.

Women especially like to hear the 
clerk’s judgment. It is the rare 
woman who does not appeal to the 
clerk for final decision. “ Now, tell 
me what do you really think about 
it?” she will ask. Is the clerk going 
to tell her to take what she likes best 
and to suit herself, that it does not 
matter to him? Not if he is in his 
right senses. He will regard the two 
bracelets seriously for a moment. 
“Well, this $10 gold one that you like 
is a splendid bargain for the money. 
See how fine the chasing and scroll 
work are and the remarkable color of 
the gold.”  And the customer pays the 
$20 and takes the handsomer bracelet 
of the two.

Attracting Factories by the Bonus 
System.

Port Huron, Oct. 23—A meeting of 
the committee representing the sub­
scribers to the citizens’ industrial 
fund was recently held to pass upon 
certain propositions presented by the 
Chamber of Commerce. Eleven of 
the fifteen members were present

The first proposition was to ’oan 
J. L. Fead & Sons $6,000 without in­
terest to aid them in putting up a 
building in Port Huron and estab­
lishing their yarn spinning and knit- 
ting business here on a permanent 
basis. The company now has thirty- 
one girls employed in the Bee Hive 
block knitting woolen socks and 
mitts.

After a lengthy discussion a mo­
tion, as amended, was carried unanim­
ously, approving a loan of $6,000 to 
Fead & Sons without interest, $500 to 
be credited for each year it continues 
in business in Port Huron, the loan 
to be cancelled at the end of twelve 
years if the company remains here j 
for that length of time.

If Fead & Sons accept the proposi-j 
tioii the company is to erect a brick 
building costing not less than $10,000 
and to install in it machinery costing j 
$ 10.000, a total investment at the out­
set of $20,000, beside the land value. 
It is understood that the building 01- 
buildings will be located near the 
Model Milling Co.’s plant. The spe­
cific agreement is that the company 
shall employ from twenty to • thirty 
hands, but it is understood that its 
managers expect to employ from five 
to ten times that number.

Fead & Sons have been located at 
Lexington during the past thirty 
years and have succeeded in building 
up a large and profitable business 
there, notwithstanding the limitations 
of a small town without railroad con­
nections. Recently the company’s 
factory was destroyed by fire, in­
volving a net loss to it of between 
$10,000 and $20,000. The company 
has always been handicapped at Lex­
ington on account of inability to se­
cure sufficient help, and has seldom 
been able to accept all the orders for 
goods offered. The reputation of 
Fe^d & Sons as business men of 
ability and strict honesty is very high. I

The committee representing the 
subscribers to the citizens’ industrial 
fund also approved a proposition to 
invest $400 in repairs on a brick I

building owned by Charles Baer, lo­
cated on the corner of State and 
Forest streets, for occupancy by the 
Huron Manufacturing Co., makers of 
folding beds under the Bennett pat­
ent. Mr. Baer agrees to lease the 
building for five years free of rental, 
the occupants to pay taxes and insur­

ance. The Huron Manufacturing Co. 
is now located in the canning com­
pany’s building, which has been 
leased to other parties. The com- 

| pany will fit up the interior of Mr. 
Baer’s building and expects to cm- 

| ploy an increasing number of men 
in the manufacture of folding beds.

The committee also authorized the 
calling of an assessment of 12 ^  per 
cent, of the industrial fund subscrip­
tions to provide for the loan to Fead 
& Sons and the expense of fitting up 
the Baer building for the Huron Man­
ufacturing Co. According to the 
signed agreement only 25 per cent, of 
the total amount of the subscriptions 
may be called in one year.

Butter, Eggs, Poultry and Beans at 
Buffalo.

Buffalo, Oct. 24—Creamery, fresh, 
22(q)27c; dairy, fresh, 20(a23c; poor 
to common, 16(5119c.

Eggs—Fancy candled, 28c; choice, 
26@2Jc; cold storage, 22<®22^c.

Live Poultry — Springs, 9(0)1 r - ; 
fowls, 9@ uc; ducks, I2j^@i3c; old 

1 cox, 8c.
Dressed Poultry—Fowls, iced, n @  

12c; Chickens, i i @ I2 ^ ; old cox, gc.
Beans—Pea, hand-picked, $1.60(0) 

1.65: marrow, $2.35(0)2.50; mediums, 
$1.60(0)1.65; red kidney, $2.25(0)2.40.

Potatoes — White, 45(0500; Red, 
40c.

C. L. Lockwood received a telegram 
from Pittsburg to-day announcing the 
Pennsylvania system has decided not 
to put out a flat $20 mileage book on 
its lines west of Pittsburg, on Nov. 1. 
as announced some weeks ago. How 
long the postponement will be is not 
yet known.

Louis Davies, representing in West­
ern Michigan the J. M. Bour Co., of 
Toledo, who was laid up at home with 
sickness for a week, has recovered 
and resumed his duties on the road.

Don’t tell your troubles to a po­
liceman unless you are looking for 
more trouble.

U. S. Horse Radish Company
Saginaw, Mich.

W holesale Manufacturers of

Pure Horse Radish
ABSOLUTELY PURE 
ALW AYS UNIFORM

H olds strength and color— except in 
hottest weather— because sealed with an 
air-tight, wood-pulp lined Phoenix cap.

Price to  Retailers 87% c Per Dozen
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M ich igan  Board of P h arm a cy . 
P res id en t—H en ry  H . H eim . Saginaw . 
S ec re ta ry —Sid. A. E rw in , B a ttle  Creek. 
T rea su re r—W . E . Collins, Ow osso; J  D 

M uir. G rand  R ap ids; A r th u r  H . W ebber. 
C adillac.

N ex t m eeting—T h ird  T uesday  in  N o­
vem ber.

M ich igan  S ta te  P h arm a ceu tica l A ssocia­
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 ra n k  L. Shil- 

ley. R eading.
T h ird  V ice-P residen t—Owen Raym 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 tive  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 .

WANTS A SQUARE MEAL.

When the Druggist’s Wife Bought 
. the Food.

W ritte n  fo r th e  T radesm an .
“ If you're going to stay in the store 

a little while,” said the druggist to 
his chief clerk, “ I ’ll run and get a 
square meal.”

The clerk looked up with a smile. 
He had remained in the store at noon 
while his employer had gone home to 
dinner. It was now only three 
o’clock.

“ I ’ll be here,” said the clerk. “ You 
have your appetite with you to-day. 
What seems to be the matter?”

The druggist filled his pockets with 
cigars from the case and sat down 
on the end of the counter nearest 
the door.

“ I ’m a blooming fool, that’s all,” 
he declared.

“ In some new line?” asked the 
clerk.

“ Sure,” was the reply.
The clerk waited for the story.
“The other day,” began the drug­

gist, “ I listened and fell.”
"Poker?” asked the clerk.
“ No more poker for me,” was the 

reply. “ No, I listened to my wife 
and got roped in good and plenty. 
Don t you think I'm getting thin?”

“ You may be, but I can’t see it.”
“ Well, my wife said she thought I 

was being swindled by the merchants 
I was buying my provisions of, and 
suggested that she do the buying for 
a time and see what a difference it 
would make.”

“That looked all right, I presume?”
“ Oh, yes, it looked all right. You 

tell a man that he isn’t getting the 
value of his money in his purchases, 
that he is paying more than others 
do for the same things, that the pro­
vision dealer is making a sucker of 
him generally, and he’ll swallow the 
tale like eating candy. When you tell 
a fellow that he is paying for porter­
house and getting rump steak he’s 
likely to sit up and listen. I know 
that T did.”

“ I ’ve been there myself,” said the 
clerk.

My wife got me to sit down and 
figure out how much T spent on the 
fable. It was a large sum that I had 
figured on, but then we don’t go 
hungry at our house.”

“ Then she offered to run the house 
at a reduction?”

“ That’s just what she did.”
“ And buy all her own clothes in 

the bargain?”
“ Exactly. I think you have been 

there.”
“ And you paid her in advance for 

one week, just to see how it would 
come out?”

“Why, of course. You see, it 
looked all right, and—”

“And during that week you had 
roast beef and roast pork, and two 
kinds of pie, and your wife showed 
you how she was saving money to 
buy a new winter coat just like the 
one the next door neighbor has. Yes, 
I ’ve been against that game.”

“ We sure did live fat that first 
week,” said the druggist, with a sigh, 

i “We had all the luxuries of life, and 
no mistake.”

“And the next week there were two 
dressmakers in the house, and the 
can of commerce began to show up 
on the dinner program—the good old 

j yellow pork-and-bean can, and the 
| embalmed chicken can, and the can 
I of breakfast food which is to be 
warmed to a crisp in the oven and 
eaten with caution, and a ten-cent 

I bowl of cream. Oh, yes, I made such 
a deal as that once upon a time.” 

“ Now you’re off your trolley,” said 
I the druggist. “ The cans made their 
appearance regularly after that first 
week, but my wife began to pack her 
trunk for a trip around the great 
lakes, instead of hiring dressmakers, 

j She said that she could save enough 
j money in three weeks to take little 
j Johnny along if I would pay for his 
share of the excursion.”

“And of course you paid?”
“ Oh, yes, I paid. I got so I rather 

{liked hash, and things which had been 
| warmed over three or four times, and 
I didn t kick on eating in the kitchen 
because my wife was too busy getting 
ready to go away to fix things in the 
dining room. It is strange how much 
good eating you can get off a beef 
shank which you can buy for thirty- 
five cents. Oh, she knows how to cut 
expenses down, all right, all right.” 

“ Well, did she go-2”
“ You bet she did.”
“ Home again?”
“ Yep, looked as fat and happy as 

an alderman.”
“ And she is working you again?” 
“ She’s trying to, and I'm on a 

strike.”
The clerk laughed.
“ You won’t make that stick,” he 

said.
“ Well,” said the druggist, “just see 

here. When she went away she said 
to me that I must give her her allow­
ance in advance for use on the trip.”  

“ Of course.”
“ And when I wanted to know 

where my eatings came in while she 
was away, she said she’d leave a lot 
of stuff baked up and I could get my 
own meals. I gave her her allowance 
of $25 and she handed back fifty 
cents. Said that was to buy milk 
with and any little thing I thought 
I ’d like. She said she wanted me to 
have plenty to eat while she was 
gone, and did not want to find that

she was in debt to me when she got 
back.”

“ Gave you back half a dollar, eh?” 
“Why, yes, and she said that if I 

did not use it all I could buy her a 
box of candy for a home-coming 
present. Yes, indeed, that wife of 
mine is next to herself most of the 
time. I'm thinking of bringing her 
down here to handle the trade.” 

“ What's the strike about?”
“ Well, you see, I got to going to 

Bert’s and absorbing porterhouse 
steak and all that while she was gone, 
and she charges me with being ex­
travagant. I said I had eaten canned 
beans, and bum cheese, and cream 
potatoes and the cold stuff she left 
until I began to feel like a mummy, 
and had to have a porterhouse or die, 
but she won’t let me deduct what 1 
paid for the meals from her allow­
ance.”

“ That would be to establish a bad 
precedent,” said the clerk.

“A woman,” said the druggist, “ will 
go about the house eating out of hand 
to save mussing a tablecloth. She 
will eat a little bread and butter and 
drink a cup of weak tea and think she 
is having a feast, if it saves her work 
and money. The women of the coun­
try would have better complexions 
and stronger nerves if they wouldn’t 
pinch on the things they eat.”

“ Now, you don’t mean that,” said 
the clerk. “ Women eat all they 
want, and what more do you do? 
How are you going to square things 
up at the house?”

“ The way such things always are 
squared at my house,”  was the reply. 
“ \\ ifey will have her allowance in the 
end, but I ’ll keep right on buying the 
things we eat. No more will the 
gentle cow look out at me from the 
yellow label of a can. It’s me for the 
best cuts in the market. I ’m going 
out now to get a square meal so as 
to have the strength to adjust the 
wifely allowance to-night.”

“ You’ll need to look sharp,”  said 
the clerk, “ for when wifey gets up 
to the ‘you-old-darling’ stage you’ll 
think you are lucky if you get off 
with half your income.”

“ Anyway,” said the druggist, “ I 
won’t be signing away my right 
to have a square meal in my own 
home.” Alfred B. Tozer.

The Drug Market.
Opium—Is steady.
Morphine—Is unchanged.
Quinine—Is quite firm and an ad­

vance is looked for.
Haarlem Oil—On account of strong 

competition among importers has de­
clined.

Wah00 Bark or Root—Is again 
very scarce and is advancing.

Elm Bark—Has advanced.
Juniper Berries—Are scarce and 

have been advanced.
Oil Peppermint—Is very firm and 

advancing.
Oil Lavender Flowers—Is very 

scarce and has advanced.
Oil Sassafras—Is scarce and higher.
Gum Camphor—Shows a slight ad­

vance with a higher tendency. Re­
finers will not contract.

Buchu Leaves—Have advanced.
Goldenseal Root—Is very scarce 

and has advanced.

Mule vs. Motor.
“Would you like to trade your mule 

for this automobile?” asked the face­
tious tourist of the aged colored man 
he met on a lonely Georgia road.

“ No, suh,” answered Mr. Erastus 
Pinkley. “ Ef a mule gits contrary 
you kin allers depen’ on him to move 
when he gits hungry. But when one 
of dem things quits workin’ for yer 
de case am hopeless.”

School Supplies
Holiday Goods

W ait for the  big line.
FRED BRUNDAQE Wholesale Druggist 

M uskegon, Mich.

Our
Holiday Goods

display will be ready soon.

See line before placing 
your order.

Grand Rapids Stationery Co.
29 N. Ionia St. Grand Rapids, Mich.

Booklet free on application

Dorothy Vernon 
Perfume

For Holiday Gifts
In all sizes handsomely 

packed to retail at 25c to 
$5.00. Order direct or 
through your jobber.

The Jennings Perfume Co.
Grand Rapids, Mich.
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-E  DRUG PRICE CURRENT

Pepperm in t, Cam phor.

Copaiba ...............J 16® 1 26
Cubebae ................1 35 @1 40
E vech th lto s  ___i  00© 1 10
E rlgeron  ...............1 00@1 10
G au ltheria  ...........2 25 @2 85
G eranium  ........ os 76
Gossippii gem  gal 60® 60
H edeom a .............. 2 40@2 60
Ju n ip e ra  .............  40© l 20
L avendula  ..........  90@3 25
Lim ons .................. 1  35@1 40
M entha P ip e r . . .3  50@3 60 
M entha V erld ..6 00® 6  50 
M orrhuae gal ..1  J5®1 66
M yrlcia ................ 8 00@3 50
Olive ....................  75®3 00
PIcls L iquida . . .  10® 12 
P iets L iqu ida gal © 85
R lclna ................... 1 02® 1 06
R osm arln i ..........  ® l 00
Roane os ..........  6 00® 6  00
Succlnl .................. 40® 46
Sabina ..................  90 1 00
Santa! ................. J 25®4 50
S assa fra s  ............  85@ 90
Slnapls, ess, o s ..  ® 61
Tlglil .....................1  10Ö1 20
Thym e .................  40® 50
Thym e, op t ........  @1 86
T heobrom as . . . .  16® 20 

Po tassium
B l-C arb  ..............  16® 18
B ichrom ate  ........  18® 16
Brom ide ..............  88® 80
G arb ......................  12® I I
C hlorate ........ po. 12® 14
Cyanide ..............  24® 28
Iodide ..................... 2 60@2 60
P o tassa , B ita r t  p r  30® 32
P o tass  N itra s  op t 7® 10 
P o tass  N itra s  . . .  6® 8
.Pfrussiate ...........  23® 2d
S ulphate  po ........  16® 18

Radix
A conitum  ............ 20® 25
A lthae  ..................  30® 35
A nchusa ..............  10© 12
A rum  po ............  A  25
C alam us ..............  20® 40
G entiana po 15.. 12® 16 
G lychrrh isa  pv  16 16® 18 
H y d rastis . C anada 1 90 
H y d rastis . Can. po ®2 00 
H ellebore, Alba. 12® 15
Inula, po ............  18® 22
Ipecac, po ............ 2 40@2 50
Iris  plox ..........  85® 40
Ja lap a , p r  ..........  25® 80
M aran ta , 14s . . .  © 8 5
Podophyllum  po. 16® 18
Rhei ......................  75®1 00
Rhel, cu t .............1 00® 1 25
Rhel. pv ..............  75®1 00
Spigella .................1  45@1 50
S anuglnarl, po 18 0  15
S e rp en ta rla  ........  50® 55
Senetra .................  85® 90
Sm ilax, offi’s H . @ 4 8
Sm llax, M ..............  ffl 26
Scillae po 45 . . . .  20® 25 
Sym plocarpus . . .  ® 25
V aleriana E ng  ..  ® 26
V aleriana, Ger. . .  15® 20
Zingiber a  ..........  12® 14
Z ingiber J ...........  22@ 25

Semen
Anisum  po 2 0 . . . .  ® 16
Apium (g rave l's) 13@ 15
Bird, Is  ..............  4@ 6
Carul po 15 ........  12® 14
C ardam on ..........  70® 96
C orlandrum  ........  12® 14
C annab is  S a tiv a  7® 8
Cydonlum  ..........  75@1 00
Chenopodlum  . . .  25® 30
D tp terix  O dorate. 80@1 00
Foenlculum  ........  ® 18
Foenugreek , p o . . 7® 9
Llnl ........................ 4© 6
Linl, grd. bbl. 2% 3® 6
Lobelia ................  76® 80
P h a rla r l8 C ana’n 9® 10
R apa ...................... 5® 6
Slnapls A lba ___ 7® 9
S lnapls N ig ra  . . .  9® 10

Spiritus 
F rum en tl w  D. 2 00®2 60
F ru m en ti .............1 25® 1 50
Ju n lp eris  Co O T 1 65@2 00
Ju n ip eris  Co ___ 1 75@3 50
S accharum  N B  1 90@2 10 
Sp t Vinl Galll ..1  76@6 50
Vinl Oporto ___ 1 25® 2 0C
Vina A lba ...........1 25 @2 00

Sponges 
F lorida Sheeps’ wool

carriag e  .......  3 00@3 58
N assau  sheeps’ wool

carriage  ............ 8 50@S 75
V elvet ex tra  sheeps’ 

wool, carriage .. @2 00
E x tra  yellow sheeps’ 

wool c arriag e  . @1 25
G rass sheeps’ wool.

carriag e  ..........  @1 25
H ard, s la te  u s e . . @1 00
Yellow Reef, for 

s la te  use  ___ a I 40
Syrups

Acacia ................  © 60
A uran tl C ortex  . @ 50
Zingiber ...............  @ 50
Ipecac ..................  @ 60
F err i Iod . . . . . .  @ 5 0
Rhel Arom @ 5 0
Sm ilax Offl’s . . .  50® 60
SenAsra .................. @ 50..........  •  «•

Scillae Co ............  @ SO
Tolutan ................ @ so
Prunus vlrg  ___ © 50

Tinctures
Anoonltum N ap’sR  60
Anconltum Nap’s F  50
Aloes ..................... 00
A rnica .................. 50
Aloes 4k M yrrh . .  60
Aaafoetida ..........  go
Atrope Belladonna 60
Aurantl C o rtex .. 60
Bensoln ................ go
Bensoin Co ___ 60
Barosm a ............  60
Cantharides ........ 75
Capsicum ............  50
Cardamon ..........  75
Cardamon ö  . . .  75
Castor . . . .  ........ 1  00
Catechu ...............  go
Clnohona ............  go
Cinchona Co . . . .  60
Columbia ............  50
Cubebae .............. 50
Cassia Acutlfol .. 50
Cassia Acutlfol Co 60
D igitalis .............. go
Hrgot .................... io
Ferri Chlorldum. 85
Gentian ................ 50
Gentian Co .........  60
Gulaca .................  50
Gulaoa ammon ..  go
Hyoscyam us ___  50
Iodine ...................  75
Iodine, colorless 76
Kino ...................... go
Lobelia ................  50
M yrrh .................. 50
N ux Vomica . . . .  50
Opll ....................... 75
Opll, camphorated 60
Opll, deodorised.. l 50
Quassia ................ 50
Rhatany ..............  60S
Rhel ...................... go
Sanguinaria .......  go
Serpentarla ........  50
Stramonium ___ 60
Tolutan ................ go
Valerian ...............  50
Veratrum  Veride. 60
Zingiber .............. 20

Miscellaneous
Aether, Spts N it 8f  1 0 ®  35 
Aether, Spts N it 4f 3 4 ®  38
Alumen, grd po 7 3© 4
Annatto ...............  4 0 ® 50
Antimon!, po . . . .  4 ®  5
Antimonl et po T  40® 50
Antlpyrln ............  @ 25
Antlfebrln ...........  @ 20
Argenti N itras oz @ 55
Arsenicum ..........  1 0 ®  12
Balm Gilead buds 6 0 ®  66 
Bism uth 8  N . . . . 1  85@1 90 
Calcium Chlor, Is  @ 9
Calcium Chlor, %s @ 10 
Calcium Chlor %s @ 1 2  
Cantharides, Rus @ 1 76
Capsid  Fruc’s a f @ 20 
Capslcl Fruc’s  po @ 22 
Cap’i Fruc’s  B  po @ 1 6
Carphyllus .......... 2 2 ®  25
Carmine, No. 40. @4 25
Cera Alba .......... 5 0 ®  65
Cera F lava  ........ 4 0 ® 42
Crocus ...................1  4 0 ® 1  50
C assia Fructus . .  @ 3 5
Centrarla ............ @ 10
Cataceum ............ @ 85
Chloroform .........  3 2 ®  52
Chloro’m Squlbbs @ 90 
Chloral Hyd C rssl 3 5 ®  1  60
Chondrus ...........  2 0 ®  25
Cinchonidine P-W  3 8 ®  48 
Clnchonid’e Germ 8 8 ®  48
Cocaine ............... 3 05 @3 30
Corks list D P « .  75
Creosotum .......... @ 46
Creta ........bbl 76 @ 2
Creta, prep . . . .  @ 6
Creta, preelp . . .  9 ®  1 1
Creta, Rubra . . .  @ 8
Crocus ..................1  50@1 60
Cudbear ...............  @ 24
Cupri Sulph ..........6%@ 8
Dextrine .............. 7 . 10
Em ery, all N os.. @ 8
Em ery, po .......... @ 6
Ergota ---- po 65 6 0 ® 65
Ether Sulph . . . .  7 0 ®  80
Flake White . . . .  1 2 ®  15
Galla .....................  @ 23
Gambler .............. 8© 9
Gelatin, Cooper.. @ 60
Gelatin, French . 3G@ 60
Glassware, lit box 75

Less than box . .  70
Glue, brown ___ 1 1 ®  13
Glue white .......... 1 5 ®  26
Glycerina .............12%  @ 16
Grana P a ra d ls l.. @ 26
Humulus ............ 3 5 ®  60
H ydrarg C h . . . Mt  &  90
H ydrarg Ch Cor @ 86 
H ydrarg Ox Ru’m @1 00 
H ydrarg Ammo’l @ 1 10
H ydrarg Ungue’m 5 0 ®  60 
Hydrargyrum  . . .  @ 7 6
Ichthyobolla, Am. 90@1 00
Indigo ................... 75 @1 00
Iodine. Reeubl . . 8  16 0 8  60
Iodoform ..............8 6004 04
Lupulin ................ @ 40
Lycopodium ........ 8 5 ®  90
3j£r.a£ ................ ”

Liquor A rsen  e t 
H y d ra rg  Iod . .  @ 2 5

Liq P o tass  A rs in lt 10® 12 
M agnesia, Sulph. 2® 8
M agnesia, Sulph bbl ® 1%
M annta. S F  . . . .  45® 60
M enthol ................ 3 40@3 50
M orphia, S P  & W2 35@2 60 
M orphia. S N Y Q2 35 @2 60 
M orphia, Mai. . .2  3502  60 
M oschus C an ton . @ 46 
M yrlstlca, No. 1 28® 80 
N ux Vomica po 16 @ 10
Os Sepia ............  21® 28
Pepsin  Saac, H  4k

P  D Co ...............  ®1 06
Picis L lq N N  %

gal doz ................. @8 06
P icis Liq q ts  . . . .  @1 06
P icis Liq. p in ts . @ 66 
Pil H y d ra rg  po 80 @ 60
P iper N ig ra  po 22 © 16
P iper A lba po 86 @ 80
P ix  B urgum  ___ @ 8
Plum bl A cet ___ 12® 16
Pulv is  Ip ’c e t Opll 1 S0@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 uassia« ..............  8® 10
Q uina, S P  & W ...17@  27
Quina, S G e r........... 17® 27
Q uina, N. Y...............17® 27

Rubia T incto rum  12® 14 
S accharum  L a 's. 22® 25
Salacln ..................4 50®4 76
Sanguis D rac’s ..
Sapo, W  ..............
Sapo, M ...............
Sapo, G ..............
Seidlitz  M ixture
Slnapls ................
S lnapls, 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 
Soda, C arb  . . .
Soda, B l-C arb  
Soda, A sh . . .
Soda, Sulphas 
Spts, Cologne @2 60
Spts, E th e r  C o.. 50® 55
Spts, M yrcia Dom @2 00 
Spts, Vinl R ect bbl @ 
Spts, VI’l R ect %b @ 
Spts, VI’l R ’t  10 gl © 
Spts, Vi’i R’t  5 gal @ 
S trychn ia . C ry s t’l 1 05 @1 2f 
S u lphur Subl . . .  2%@ 4
Sulphur, Roll ...2% @  3%
T am arin d s  ..........  8® 10
re reb en th  V enice 28® 30 
Th«»obromfte . 4T,@ 5ft

40® 50
12® 14
10® 12

15
20® 22

@ 18
@ 30

0 61
& 51

9© 11
9® 11

: 25® 28
1 %@ 2

3® 5
3 %@ 4

@ 2

V anilla ................ 8 60®
Zinci Sulph ........  7® 8

Oils
bbl. gal.

W hale, w in te r . .  70© 70
L ard , e x tra  ___  70© 30
L ard . No. 1 ___  66© 66
Linseed, pure  raw  38@ 41 
Linseed, boiled ...3 9 ®  42 
N e a t’s-foot, w s t r  65© 76 
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 2% 2% @3 
P u tty , s tr ic tly  pr2% 2%@3 
V erm illion, P rim e

A m erican ........  13© 15
V erm illion, E ng . 75® 80
Green, P a r is  . . . .  24 @30
Green, P en in su la r 18® 16
Lead, red  ...............7%@ 744
Lead, w hite  .........7%© 7%
W hiting , w hite  S 'n  ® 90 
W hiting  G liders '.. @ 95
W hite, P a ris  Am ’r  @1 25 
W h lt’g  P a ris  E ng

cliff .................... @ 1 4C
U niversal P rep ’d 1 i 0@l 20

V arnishes
No. 1 T u rp  C oachl 10® 1 20 
E x tra  T u rp  ........1 60@1 7n

W e  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.

Grand Rapids, Mich.



4 4 M I C H I G A N  T R A D E S M A N

GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, ..................  @14%

and are intended to be correct at time of going to press. Prices, however, aré 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

Peerless ..7.7.7.'. @13%

ADVANCED DECLINED

@14
@14
@14%
@15%
@15

Index to M arkets
By Columns

Col

A m m onia . .  
Axle G rease

Baked B eans 
B ath  B rick  .
B luing ..........
B room s .........
B rushes  ___
B u tte r  Color

Candles .............................
Canned Goods ................
C arbon Oils ......................
Catsup ...............................
C ereals ...............................
Cheese .................................
C hew ing Gum ................
Chicory ...............................
Chocolate ...........................
C lothes L ines  ..................
Cocoa ...................................
C ocoanut ...........................
Cocoa Shells .....................
Coffee ...................................  *
C onfections ......................... 11
C rackers ..............................  *
C ream  T artar  ...................  4

D ried F ru its  ....................  4

F arinaceous Goods 
F ish  an d  O ysters  . 
F ish in g  T ack le  . . .  
F lavo ring  e x tra c ts  
F resh  M eats  ..........

G elatine ............................
G rain  B ags ......................  5
G rains an d  F lou r ........... 6

H erbs ...................................  4
H ides and  P e lts  ............ 10

J e i l y

M
M atches ............................... 6
M eat E x tra c ts  ................... 6
M ince M eat .........................  •
M olasses ...............................  6
M ustard  ................................  6

N
N u ts  ....................................  11

O
Olives ...................................  6

Pipes ...............
P ick les . .  
P lay in g  C ards
P o ta sh  ...........
P rov isions . . . ,

8
Salad  D ressing  ....................
S a le ra tu s  ..........   1
Sal Soda ........................... 7
S a lt ....................................... 7
S a lt F ish  ........................... 7
Seeds ...................................  7
Shoe B lacking  ................  7
Snuff ..................................... 8
Soap .....................................  8
Soda ....................................  8
Soups ................................... 9
Spices .................................  8
S ta rch  ................................. 8
Syrups ................................. 8

T ea  ...................................... 8
Tobacco ........................... «
Twine ............................  9

ARCTIC AMMONIA
Dos.

12 oz. ovals  2 doz. b o x . . . 75 
A X LE G REA SE 

F ra z e r’s
lib . wood boxes. 4 dz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3%Ib. tin  boxes, 2 dz. 4 25 
101b. pails, p e r d o z ...  6 00 
I51b. pails, p e r doz .. .  7 20
251b. pails, p e r doz___12 00

BAKED BEANS 
Colum bia B ran d

1Tb. can, p e r d o z ........  90
21b. can , p e r d o z ..........1 40
31b. can, p e r d o z ..........1 80

BATH BRICK
A m erican  ...........................  75
E nglish  ...............................  85

BLUING
A rctic

6 oz. ovals 3 doz. box $ 40 i 
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 arpet ...................2 75
No. 2 C arpet ....................2 35
No. 3 C arpet ...................2 15
No. 4 C arp e t .................. 1 75
P a rlo r  Gem ................... 2 40
Common W hisk  ............. 85
F ancy  W hisk  ............... 1 20
W arehouse ..................... 3 00

B RU SH E S
Scrub

Solid B ack  8 in ................. 75
Solid Back, 11  in ........  95
P oin ted  E n d s ...................  85

Stove
No.
No.
No.

No.
No.
No.
No.

Shoe

. 75 

.1 10 

.1 75.1  00 

.1 30 

.1 70 

.1 90

80@1 30 
85@ 95 
70@1 15 
75@1 25

V inegar
W

W lcklng  .............................  9
W ood en w are  .................... 9
W rap p in g  P a p e r  ............  10

Y
Y east C ake ........................  10

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 lectric  L ight, 8s ........ 9%
E lectric  L igh t, 16s___10
Paraffine, 6s ..................  9
Paraffine, 12s ............9%
W icking ........................  20

CANNED GOODS 
Apples

Tb. S tan d a rd s  . . . .  1 00
Gallon ........................ 2 25

B lackberries
2Tb....................................90@1 75
S tandards  gallons ........

Beans
Baked ..............
Red K idney . . .
S tr in g  . .........
W ax ..................

b lueberries
S tan d ard  ............  @1 40
Gallon ......................

Brook T rou t 
21b cans, s p ic e d ...  1 90

C lam s
.ittle  Neck. Hb. 1 00@1 25
ittle  Neck. 2Tb. @1 50

Clam Bouillon
-tiirohf-.ms % p t ......... 1 90
iu r.ih a m  s p ts ................. 3 60-fi.rr ham  s q ts ..................7 20

C herries
ten S tan d a rd s  .1 30@1 50

W hite ......................... 1 50
Corn

F a il ............................... 60@75
Good ......................... S5@90
F an cy  . .......  1 25

F rench  Deas
S ur E x tra  F ine  ..............  22
E x tra  F ine  ....................  19

ine ................................... 15
Moyen ............................... H

G ooseberries
S tan d ard  ..................   90

riom iny
S tan d a rd  ......................... 85

L obster
S ta r, % Ib............................. 2 15
S ta r. 1Tb.............................. 3 90
P icnic T ails  ................... 2 60

M ackerel
M ustard , 1Tb..................... i 80
M ustard . 2Tb...................... 2 SO
Soused. 1% Tb.................... 1 s<-
Soused. 21b.........................2 80
Tom ato , 1Tb . . . .  . . . . l  i>
Tom ato, 21b  2 80

M ushroom s
H otels .................... 15@ 20
B u ttons ................  22@ 26

„  O ysters
Cove, l ib .................... @ 90
Cove, 21b................... @1 65
Cove. lib . O v a l .. .  eyi 00

Plum s
P lum s ...............................  85

Peas
M arro w fa t ............  @1 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 

Peaches
P 'f ,  ..........................1 00@1 15
Yellow .................... 1  50 @2 25
„  P ineapple
C ra te d  ................... l  25@2 75
Sliced .....................i  35 a 55

Pum pkin
P a ir  ....................... 70
Good ..................... 80
F an cy  ................... 1 00
Gallon ..................  2 00

R aspberries
S tan d a rd  ............. @

R ussian  C av iar
% lb. cans  ........................ 3 75
% lb. c an s  ...................... 7 00
l ib .  can 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 lask a  ___  @1 00

Sard ines
D om estic % s . .  3%@ 3%
D om estic, % s___ 5
D om estic, M ust'd  6 @ 9 
C alifornia, % s . . . l l  @14 
C aliforn ia, % s ..,1 7  @24
French, % s ____ 7 @14
French , % s ___ 18 @28

Shrim ps
S tan d a rd  ............ 1 20@1 40

Succo tash
F a ir  ....................... 85 I
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 ......................... @1 10
Good ......................  @1 20
F an cy  .................... @1 40
Gallons ................. @3 20

CARBON OILS 
B arrels

Perfec tion  ........  @10
W ate r  W h ite  . . .  @ 9 %
D S. G asoline . .  @16
87 G asoline ___  @21%

D eodor’d N ap ’a  @13%
C ylinder .............. 29 @34%
E ngine .................. 16 @22
B lack, w in te r . .  9 @10%

R iverside 
Springdale  
W arn er’s
B rick ___
Leiden .................|
L im burge r ................  @14
P ineapp le  ..........40 @60
Sap Sago .................  @19
Sw iss, d o m estic .. @15
Sw iss, Im ported  @20

C H EW IN G  GUM 
A m erican  F la «  Spruce 60
B eem an’s  P ep sin  ......... 55
E d am  .................................  90
B est P epsin  ....................1 45
B est P epsin , 5 boxes .2 00
B lack  J a c k  ................  50
L a rg e s t Gum M ade . .  55
Sen Sen ........................... 50
Sen Sen B rea th  P e r 'f . 95
S u g ar L oaf ..................... 50
Y ucatan  ......................... 50
„  , CHICORY
Bulk ...........................
R ed ......................  .. ,
E ag le  ...............................  4
F ra n c k ’s  ............................. 7
S chener’s  ........................  ’ g

CHOCOLATE 
W alte r B aker A Co.’a

G erm an Sw eet ............... 23
P rem ium  ..........................  30
V anilla .......................  41
C aracas  .......................  35
E ag le  ................................. 28

COCOA
B ak e r’s .......................  3g
C leveland .............' 41
Colonial, %s ..................  35
Colonial, %s .................. 33
E pps .................................  42
H u y le r ............................. 45
V an H outen , %s 
V an H outen , %s . 
V an H outen , %s 
Van H outen , l s

C ER EA L S 
B reak fas t Foods 

B ordeau F lakes, 36 lib . 2 50 
C ream  of W heat, 36 21b.4 50 
E gg-O -See, 36 pkgs.. .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 1Tb___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
Sun ligh 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  

cases.
O ne-ha lf case  free  w ith  

6% cases.
O ne-fou rth  case  free  w ith  

2% cases.
F re ig h t allowed 

Rolled C t-
Rolled A venna, hbl . .5  ly  
Steel Cut. 100 lb. sacks  2 85
M onarch, bbl..............  4 6
M onarch. 90 Tb. sacks  2 4
Q uaker, cases ............... 3 i t

C racked W hea t
Bulk  3.4
24 2 ’ll. packages ___ 2 50

CA TSU P
Colum bia 2* p ts ..........4 50
Colum bia. 25 % p t s . . . 2 60
S nider’s  q u a r ts  .............3 25
Snider’s  p in ts  ..........  2 25
S nider’s  % p in ts  ......... 1 30

C H E E S E
Acme ......................  @14
C arson C ity  ........  @14
E lsie  ....................... @14
Em blem  ................  @13%

12 
20 
40

.   72
W ebb .................................  30
W ilbur, % s .................... 41
W ilbur, %s ...................  42

COCOANUT
D unham ’s  % s ............. 26
D u n h am ’s  % s & % g.. 26%
D un h am ’s  %s ............ 27
D unham ’s  %s . . . . . .  28
B ulk  ............................... 13
on«. COCOA S H E L L S201b . bags  ........................ 2%
L ess q u a n tity  .................3
P ound  packages  ...........4

C O F F E E  
„  Rio
Common ............  131c
F a ir  ..............................7.14%
Choice ...................
F an cy  ............................20

S antos
Com m on .........................1314
F a ir  ...............................  14 2
Choice .............................. .16%
F an cy  ...............................19
P ea b erry  ...........................
_  M aracaiboF a ir  ...................................18
Choice .............................. ..

Mexican
Choice ................................16%
F an cy  ................................19^
„  G uatem ala
Choice ...................... 15

J a v a
A frican  ............................
F an cy  A frican  .............17
O. G......................................25
P- G....................................s i

Mocha
A rab ian  ............................21

P ackage
N ew  Y ork B asis

A rbuckle ................. 16 00
D ilw orth ...........................15 50
J e rse y  ............................. 15 00
Lion ................................... 14 50

M cL aughlin’s XXXX 
M cL aughlin ’s  X X X X  sold 

to  re ta ile rs  only. M ail all 
o rde rs  d irec t to  W . F  
M cL aughlin  & Co.. C h ica­
go.

E x tra c t
H olland, % gro  boxes 95
Felix. % g ro s s ...................1 15
H um m el’s  foil, % gro. 85 
H um m el’s  tin , % gro. 1 43 

CRA CK ERS
N ationa l B iscu it Com pany 

B rand  
B u tte r

Seym our, R ound ...............6
N ew  York, S quare  ___ 6
F am ily  .................................6
Salted, H exagon ................6

Soda
N. B. C. Soda ................. 6
Select Soda ................... 8
S a ra to g a  F lakes  ......13
Z ep h y re tte s  ................... 13

O yster
N. B. C. Round ..........  6
N B. C. Square  Salted  6
F aust, Shell .................. 7%

Sw eet Goods
A nim als ........................... 10
A tlantic, A ssorted  . . . .1 0
Bagley Gem s ................. 8
Belle Isle P icn ic  ..... 11
B rittle  ................................11
C artw heels . S & M ___  8
C u rra n t F ru i t  ............... 10
C racknels  ........................16
Coffee C ake, N . B. C.

p la in  o r iced ............... 10
C ocoanut T affy  .............. 12
Cocoa B a r ....................... 10
C hocolate D rops ........... 16

C ocoanut D rops ............. 12
C ocoanut H oney  C ake 12 
C ocoanut H ’y F in g ers  12 
C ocoanut M acaroons . .  18 
D ixie S ugar Cookie . .  9 
F ru it  H oney Squares 12%
F ro sted  C ream  ............. 8
F lu ted  C ocoanut ......... 10
F ig  S ticks  ....................... 12
G inger Gem s ................. 8
G raham  C rackers  . . . .  8 
G inger Snaps, N . B. C. 7
H aze ln u t ......................... 11
H ippodrom e ................... 10
H oney Cake, N. B. C. 12 
H oney F ingers, As Ice. 12
H oney Ju m b les  ............. 12
H ousehold  Cookies As 8 
Iced H oney C rum pets  10
Im peria l ............................  8
Je rse y  L unch .............. 8
Jam a ic a  G ingers .........10
K ream  K lips .................20
L ady F in g ers  . .  ........ 12
Lem Yen ......................... 11
I .emon Gems ...........   .10
I.em on B iscuit S q 7 . . .  8
Lemon W afer .............. 16
Lem on Cookie .............  8
M alaga ............................ u
M ary  A nn ........................  8
M arshm allow  W aln u ts  16 
M uskegon B ranch , iced 11
M olasses C akes ..........  8
M outhful of Sw eetness 14
M ixed P icn ic  .................1 1 %
Mich. F ro sted  H oney. .12
N ew ton  ............................. 12
N u S u g ar ....................... 8
N ic N acs  ........................... 8
O atm eal C rackers  . . . .  8
O kay ...................................10
O range Slices .................16
O range Gem s ..............  8
P en n y  Cakes, A s s t . . . .  8
P ineapp le  H oney ......... 15
P lum  T a r ts  ..................... 12
P retze ls , H and  Md........ 8%
P retze lle tte s , H and  Md. 8% 
Pretze lle tes, M ac Md. 7%
R aisin  C o o k ie s ...............8
R evere, A ssorted  . . . . . 1 4
R ichwood ........................ 8
Rube ................................. 8
Scotch Cookies ............. 10
Snow C ream s ............... 16
Snow drop ..................... ¡.16
Spiced G ingers ........... 9
Spiced G ingers, Ic e d .. 10 
Spiced S u g ar T ops . . .  9
S u ltan a  F ru it  ............... 15
S u g a r C akes ................... 8
S u g ar S quares, la rg e  or

sm all ................................8
S uperba  ................   8
Sponge L ady  F in g ers  25
LTrch in s  ........................... 11
V anilla W afers  ............. 16
V ienna C rim p ..............  8
W averly  .............................8
W a te r  C rackers  (B en t

& Go.) ........................... 16
Z anzibar ..........................  9

In -e r Seal Goods.
Doz.

A lm ond Bon Bon ___ 81.50
A lbert B iscu it ............... 1.00
A nim als ............................. 1.00
B reem ner’s  B u t  W afers  1.00 
B u tte r  T h in  B iscu it. .1.00
Cheese S andw ich ......... 1.00
C ocoanut M acaroons ..2.50
C racker M eal .................... 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 ro sted  Coffee C a k e ...  1.00
F ro ta n 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 ain ties  1.00
O atm eal C rackers __.1.00
O y stere ttes  ......................... 50
P re tze lle tte s , H . M. ..1.00
R oyal T o as t .................... 1.00
S altine  ...............................1.00
S a ra to g a  F lakes  .......... 1.50
Seym our B u tte r  ..........1.00
Social T ea  ....................... 1.00
Soda, N. B. C................... 1.00
Soda, Select ................... 1.00
Sponge L ady  F in g ers . .1.00 
S u ltan a  F ru it  B iscu it. .1.50
ITneeda B iscu it ................ 50
U needa J in je r  W ay fer 1.00 
U needa M ilk B is c u i t . . .50
V anilla  W afers  ............. 1.00
W ate r  T h in  ...................1.00
Zu Zu G inger S n a p s .. .50
Zw ieback ......................... 1.00

CREAM  TARTAR
B arre ls ' o r d ru m s ........... 29
Boxes .....................................30
S quare  can s  .......................32
F ancy  caddies ................ 35

DRIED  R FU IT S 
Apples

Sundried  ...........................
E v ap o ra ted  ....................

C aliforn ia  P ru n es  
100-125 25Tb. boxes.

90-100 25tb. b o x es..@  6% 
80- 90 251b. boxes ..@  •* '
70- 80 25Tb. boxes . . «  $
60- 70 25Tb. boxes @ 7% 
50- 60 251b. boxes . .  @ 7% 
40- 50 25Tb. boxes . .  @ 8% 
30- 40 25Tb. boxes . .  @ 8% 

%c less in 50tb. cases 
C itron

C orsican ................... @22
C j r r a n t s

Im p ’d 1 lb. p k g .. .  @ 8%
Im p o rted  b u lk . . .  @ 8%

Peel
Lem on A m erican  .......... 14
O range .Am erican ......... 1$

R aisins 
London L ayers, 3 cr 
London L ayers, 4 c r 
C luster, 5 crow n 
Loose M uscatels, 2 c r  
Loose M uscatels, 3 c r  @7% 

M uscatels, 4 c r  @7% b  &  S«xJed, 1 lb. 8 @8% 
L. M. Seeded, % lb 
S u ltanas , bulk 
S u ltanas, package  7%@ 8

f a r i n a c e o u s  g o o d s
_ B eans

D ried L im a ............. g
Med. H d P k ’d  . . l  7¿@ i a5
B row n H olland ...........2 25
oa A*. F a rin a¿4 lib . packages  ...........1 75
Bulk, p e r 100 lb s ............ 8 00
_  , H om iny
Flake, 501b. s a c k ...........j  00
P ea r . 2001b. sack  . . . . 3  70 
F®arl. 1001b. sack  . . . , l  85 
M acearon I an d  V erm icelli 
D om estic, 101b. b o x . . .  60 
Im ported , 26!b. bo x . . . 8 so 

P ea rl B arley
Common ........... .  , ,
C heste r ......... ........ f If
E m pire  . . .  7 .V .7 .7 .7 .! 25
„  P eas
Green, W isconsin, b u . . l  25

‘ »
_  Sago
E a s t In d ia  ...............
G erm an, sacks  . . . . ] * ’ 6t? 
G erm an, broken pkg"** *  
__ , Tapioca
Flake, l lo  tb. sack s  . . .  7 
Pearl, 130 lb. sack s  . . .  7
P earl, 24 lb. pk g s............ 7%
FLAVORING EX TRA CTS 
~  , Foote A Jen k s
3 8 , V an. Lem.\ P an e l ...........1 80 75
L ° z;  T a p e r ........ 2 00 1  60
No. 4 R ich. B lake  2 00 1 60 
_  Jen n in g s
T erpeneless E x t. Lem on

No. 2 P an e l D. C . . . . . 1* «
No. 4 P an e l D. C .........1 60
No. 6 P ane l D. C ........ 2 00
T ap e r P an e l D. C ...........1 50
1 oz. Fu ll M eas. D. C .. .  65
2 oz. Fu ji M eas. D. C . .1 20
4 oz. Full M eas. D. C . .8 85

, Jen n in g s
M exican E x tra c t  V anilla

m °  j ^ a n e l  D- C .........A°20
5  ’ t  £ an e l D. C ........ 2 00No. 6 P an e l D. C .....3 00
T ap e r P an e l D. C ........ 8 00
1 oz. Full M eas. D. C . . 85
2 oz. Full M eas. D. C. .1 60 
Í tOZ «F u H M eas. D. C. .8 00 
No. 2 A ssorted  F lav o rs  75

GRAIN BAGS 
A m oskeag, 100 in  bale 18 
A m oskeag, less th a n  bl 19% 

GRAINS AND FLOUR 
„ W heat

No. 1 W h ite  ........  cq
No. 2 Red ............................. 70

W in te r W hea t F lour 
Local B ran d s

P a te n ts  ...................... 4
Second P a te n ts  . . . . . . . . 4 10
S tra ig h t .........................  0 in
Second S tra ig h t __ . . .3 70
UI6ftr • • • « * 9 an
G raham  .............................,
B uckw heat .......... 7 .'.7  .5 00
ttye ................................    .3 75

Subject to  u sual cash  d is ­count
F lo u r in b a rre ls , 26o p e r 

barre l add itional.
W orden G rocer Co.’s  B rand  
Q uaker, p ap e r . . .  3 on
Q uaker, c loth ............... 4 10

W ykes-S chroeder Co.E clipse ................................ 75
K ansas H ard  W heat* F lou r 

Judson  G rocer Co. 
ra n c h ó n , % s clo th  . . .  .4 30 

Spring  W h ea t F lou r 
„  , ,R°y  B ak er’s  B rand

H orn , fam ily . .4 50 
Golden H orn , b a k e r’s . .4 40
C alum et ..........  4 1 c
W isconsin Rye ..'.7 .7 * 3  75 
Judson  G rocer Co.’s  B ran d
C eresota, %s  ..................5 00
C eresota, % s . .  4 or»
C eresota, % s ........7 7 . 4  80

m 11®’ ,%s d o t h . . 4 50 Gold Mine, % s d o t h . . 4 40 
, ^ s  d o t h . . 4 30 M n e , % s p a p e r . . 4 30 

Gold Mine. %s p ap er . .4 30 
& W heeler’s B rand

Wingold, %s ..................4 75
Wingold, %s ___ 4 « '
Wingold, %s ........ .7 .*7 4 55

Pillsbu ry ’s  B rand
B est, %s cloth ............. 4 90
B est, %s clo th  ............. 4 80

# s cloth ..........4 70B est, % s p ap er .............4 75
5 ef t .  %s p ap er ........... 4 75
.Best, wood ..................... 5 00
W orden G rocer Co.’s  B rand
L aurel, %s clo th  .........4 90
L aurel, %s clo th  .........4 80
L aurel, %s & %s p a p er 4 70 
L aurel, %s .............. " . . .4  70

W ykes-S ch roeder Co. 
S e p y  Eye. %s c lo th . .4 70 
Sleepy Eye, %s d o t h . . 4 60 
f J eepY Eye, %s  c lo th ..4 50 
i f f P y  Eye, % s p a p e r . .4 50 
Sleepy E ye, %s p ap er . .4 50



M I C H I G A N  T R A D E S M A N
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Meal
Bolted ............................ 2 80
Golden G ranu la ted  . .  2 90 
St. C ar Feed  screened 20 00 
No. 1 Corn an d  O ats 20 00
Corn, c racked  ............... 19 50
Corn Meal, coarse  . . . .  19 50 
Oil M eal, old p ro c .. . .3 2  00 
W in te r W h ea t B ran  19 50 
W in ter Wrh e a t M id’ng 21 50
Cow F eed  ..................... 20 00

O ats
M ichigan ............................. 38

Corn
Corn .........................................

H ay
No. 1 tim o th y  c a r  lo ts 14 00 
No. 1 tim o th y  ton  lo ts 15 00 

H ER B S
Sage ...................................  15
H ops .................................  15
L aure l L eaves ............... 15
S enna L eaves ............... 25

JE L L Y
6 lb. palls, p e r **i3 ...1  85 

15 lb. pails, p e r  p a n . . . .  40
30 lb. pails, p e r  p a i l . . . .  70 

LICORICE
P u re  ...................................  30
C alab ria  ........................... 23
Sicily .................................  i 4
R oot ..................................  11

M ATCHES 
C. D. C rittenden  Co. 

S ag inaw  N oiseless
T ip  .....................4 50@4 75

MEAT EX TRA CTS
A rm our’s, 2 oz..............4 45
A rm our's , 4 oz...............8 20
L ieb ig 's  Chicago, 2 oz. 2 75 
Liebig’s, Chicago, 4 oz. 5 50 
L iebig’s  Im ported , 2 oz. 4 55 
L ieb ig 's  Im ported , 4 oz. 8 50 

M OLASSES 
New O rleans

F an cy  Open K e ttle  . . .  40
Choice ...............................  35
F a ir  ...................................  26
Good ...................................  22

H a ll  b a rre ls  2c ex tra . 
M INCE M EAT 

Colum bia, p e r c a s e . . . . 2 75 
M USTARD

H orse  R ad ish , 1  dz........ 1 75
H orse  R addish , 2 dz . .3 50 

O LIVES
Bulk, 1 gal. k e g s ...........1 65
Bulk, 2 gal. k e g s .......... 1 60
Bulk, 5 gal. k e g 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 .................l  70
Clay. T . D., fu ll coun t 65
Cob, No. 3 ..................... 85

PIC K L E S
Medium

B arre ls, 1,200 c o u n t___6 00
H alf bbls., 600 c o u n t . .3 50 

Sm all
B arre ls, 2,400 c o u n t___7 50
H alf bbls., 1,200 coun t 4 25 

PLA YIN G  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 ab b itt 's  .......................... 4 00
P en n a  S a lt Co.’s ...........3 00

PRO V ISIO NS 
B arreled  P o rk

M ess .................................
F a t  B lack  ..................... 17 00
S h o rt C u t ....................... 16 50
S hort C u t C lear ......... 16 75
B ean  ................................. 14 50
Pis: .....................................20 00
B risket, c lear ............... 18 50
C lear F am ily  ............... 15 00

D ry S a lt M eats
5  P  Bellies ....................... 11%
Bellies .................................1 1 %
E x tra  S ho rts  ....................  9

Sm oked M eats 
H am s, 12 lb. a v e ra g e .. 13% 
H am s, 14 lb. a v e r a g e . .13% 
H am s, 16 lb. a v e ra g e ..  13% 
H am s, 18 lb. av erag e . . r 3%
Skinned H am s .............. 13%
H am , dried  beef s e ts . .  13%
Bacon, c lear ...................13 %
C alifo rn ia  H am s ..........  8%
P icn ic  Boiled H am  ...1 4
Boiled H am  ..................... 19%
B erlin  H am , p ressed  . .  8
M ince H am  ..................... 9
_  L ard
Com pound ....................... 7%
P u re  ....................................10%
80 !b. tu b s . . .  .ad v an ce  %
80 lb. tu b s . . .  .ad v an ce  %
60 lb. t in s ........ advance  %
20 lb. p a l l s . . .  .ad v an ce  %
10 lb. p a i l s . . .  .ad v an ce  7j>
6 lb. p a i l s . . .  .advance  1 
3 lb. p a l l s . . .  .ad v an ce  1

S ausages
B ologna ........................... 6
L iv er ..................................  6%
F ra n k fo rt ........................ 7
P o rk  ...................................  7
V eal ...................................7

?

4 5

_  Beef
E x tra  M ess ................10 00
Boneless ........................  9 50
Rum p, new  ...................10 50

P ig 's  Fee t
% bbls..................................1 10
% bbls., 40 lb s ................. 1 85
34 bbte..................................3 25
1 bbl.......................................  75

T ripe
K its, 15 lb s ....................... 70
% bbls., 40 lb s ................. 1 50
% bbls., 80 tb s .................3 00

C asings
Hogs, p e r lb ..................... 28
Beef, rounds, se t ___  16
B eef m iddles, se t ......... 45
Sheep, p e r bundle ___  70

Uncolored B u tte rine
Solid d a iry  ..........  @10
Rolls, d a iry  ........ 10%@1 1 %

Canned M eats
Corned beef, 2 ............2 50
Corned beef, 14 ........17 50
R oast beef ..........2 20 @2 50
P o tted  ham , %s ..........  45
P o tted  ham , %s ..........  85
Deviled ham , %s ........  45
Deviled ham , %s ......... 8c
P o tted  tongue, %s ___  45
P o tted  tongue %s ___  85

RICE
Screenings ............. @4
F a ir  J ap a n  ............. @5
Choice Jap a n  ___  @5%
Im ported  J a p a n  . .  @
F a ir  La. h d ............ @6
Choice La. h d ___  @6%
F an cy  La. hd ........  6%@7
C arolina, ex. fancy  6 @7%

SALAD DRESSING
Colum bia, % p in t ___ 2 25
Colum bia, 1 p in t ...........4 00
D urkee’s, large, 1 d o 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

SA LERA TU S 
P acked  60 lbs. in  box.

A rm  and  H a m m e r........3 15
D eland’s .......................... 3 00
D w ight’s Cow ...............3 15
Em blem  ............................ 2 10
L- P ...................................... 3 00
W yandotte , 100 %s ..3  00 

SAL SODA
G ranula ted , bb ls ............ 85
G ranu lated , 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 lb. sack s  ..................  30
28 lb. sacks  ..................  15

W arsaw
56 lb. d a 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

8 9

SALT FISH  
Cod

L arg e  w hole . . . .  @ 6%
Sm all w hole ........  @ 6%
S trip s  o r b ricks . .7%@10
Pellock .................. @ 3%

H alibut
S tr ip s  ...............................13
C hunks ............................. 13%

H erring
Holland

W hite  Hoop, bbls. 11 00
W hite  Hoop, % bbls. 6 00
W h ite  Hoop, keg  65@ 75
W h ite  H oop m chs. 80
N orw egian  ..............
Round, lOOlbs.........................3 75
Round, 401bs...........................1 75
Scaled ................................  13

T ro u t
No. 1, lOOlbs...................... 7 60
No. 1, 401bs........................ 3 25
No. 1, lOTbs................... 90
No. 1, 8Tbs. ................... 75

M ackerel
M ess, lOOlbs......................13 50
M ess, 401bs..........................5 90
M ess, lOTbs..........................1 65
M ess, 8 lbs........................ 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 hitefish
No. 1. No. 2 F am

1001b........................... 9 75 4 50
601b........................... 5 25 2 40
101b ........................... 1 12 60

8!b..........................  92 50

„  S N U F F
Scotch, in b ladders.......... 37
M accaboy, in ja r s  ..........35
r  rench R appie  in J a r s ..  43 

SO A P
J . S. K irk  & Co.

A m erican F am ily  ........ 4 00
D usky D iam ond, 50 8 oz 2 80 
D usky D ’nd, 100 6 oz. .3 80 „
J a p  Rose, 50 bars  ___ 1 75 j Fancy
Savon Im perial ...........3 10
W hite  R ussian  . .
Dome, oval bars  ...........3 00
S atine t, oval ............  2 1
Snow berry, 100 c ak e s . .4 00

P ro c to r & G am ble Co.
Lenox ................................ 3 00
Ivory, 6 oz..........................4 00
Ivory, 10 oz........................6 75
s t a r  .................................... 3 25

L A U T Z  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 es . . . 5 80 
M arseilles, 100 cakes 5c 4 00 
M arseilles, 100 ck to ile t 4 00 

A. B. W risley
Good C heer ................... 4 99
Old C ountry  ..................’ 3 40

Soap_ Pow ders 
L au tz  Bros. & Co.

Snow Boy ........................ 4 99
Gold D ust, 24 la rg e . . . . 4 50
Gold D ust, 100-5c.........4 00
K irkoline, 24 4tb..........3 80
P earline  ........................... 3 75
Soapine ....................  "  ' 4 in
B ab b itt’s  1776 ............. " 3  79
Roseine. ............................. 3 50
A rm our’s .........................3 79
W isdom  ...........................3 30

Soap Com pounds
Jo h n so n ’s  F ine  .............5 19
Jo h n so n ’s XX X  ...........4 25
N ine O’clock ...................3 3a
R ub-N o-M ore .................3 75

Scouring
E noch M organ s  Sons.

Sapolio, gross lo ts  ___ 9 00
Sapolio, h a lf g ro  lo ts 4 50 
Sapolio, single boxes . .2 25
Sapolio, hand  ...............2 25
Scourine M anufac tu ring  Co 
Scourine, 50 c ak e s . . . .  1 80 
Scourine, 100 c ak es . . . 3 50

SODA
Boxes .................................. 51*
Kegs, E ng lish  .................. 4%

SOUPS
Colum bia .........................3 99
Red L e tte r  ..................... 99

SPIC E S 
W hole Spices

Allspice ............................. 12
C assia, C hina in  m a ts . 12
C assia, C anton  ............  15
Cassia, B atav ia , bund. 28 
Cassia, Saigon, broken. 40 
C assia. Saigon, in  rolls. 55
Cloves, A m b o y n a ..........  25
Cloves, Z anzibar ........... 18
M ace ................................. 65
N utm egs, 75-80 ..............  45
N utm egs, 105-10 ......... 35
N utm egs, 115-20 ..........  30
Pepper, S ingapore, blk. 15 
Pepper, Singp. w h ite .. .  25
Pepper, sh o t ................. 17

P u re  Ground in Bulk
Allspice ............................  16
C assia, B atav ia  ..........  28
C assia, Saigon ..............  43
Cloves, Z anzibar ........  18
Ginger, A frican  ..........  15
Ginger, Cochin ..............  is
Ginger, J am a ic a  ..........  25
M ace ..................................  65
M ustard  ........................... i s
Pepper, S ingapore, blk. 17 
Pepper, Singp. w h ite ..  28
Pepper, Cayenne ........  20
Sage ........................

Gunpow der
M oyune, m edium  ...........30
M oyune, choice ............. 32
M oyune, fancy  ............... 40
P ingsuey, m edium  ___ 30
Pingsuey, choice ........ 30
Pingsuey. fancy  .......... 40

Young Hyson
Choice ............................... 39

.......................... 36
Oolong

3 00 I Form osa, fancy ............. 42
Amoy, m edium  ............. 25
Amoy, choice .................32

English B reak fas t
M edium ............................. 20
Choice ............................... .39
F an cy  .......................... '.’.‘.’40

India
Ceylon, choice ...............32
F ancy  ................................ 42

TOBACCO 
Fine Cut

Cadillac ............................. 54
Sw eet I.om a ...................34
H iaw atha , 51b. p a ils . .55
T elegram  ......................... 3(1
P ay  C ar ............................ 33
P ra ir ie  Rose ................... 49
Pro tec tion  ....................... 49
Sw eet B urley  ..............  44
T iger ................................. 49

Plug
Red Cross ....................... 31
Palo  .................................... 35
H iaw ath a  ....................... 41
Kylo ................................... 35
B attle  Ax ......................... 37
A m erican E ag le  ........... 33
S tandard  N avy  .............37
S pear H ead, 7 oz.............47
S pear Head, 14% oz..44
Nobby T w ist ................... 55
Jolly  T a r  ......................... 39
Old H onesty  ................... 43
Toddy ............................... 34
J- T ....................................... 38
P ip e r H eidsick  ............... 66
Boot J a c k  ......................... 80
H oney Dip T w ist ......... 40
B lack S tan d ard  ............. 40
Cadillac ............................. 40
Forge ................................. 34
N ickel T w ist ................... 52
Mill .....................................32
G reat N avy  ..................... 36

Smoking
Sw eet Core .....................34

1 0
Clothes P ins 

j Round head, 5 gross bx 
Round head, c a r to n s . .

! , ,  Egg C rates
H um pty  jju m p ty  .,
No. 1 , com plete ___
No. 2, com plete . . . .  

F aucets
Cork lined, 8 in. . . .
Cork lined, 9 in ........
Cork lined, 10 in . . . .  
Cedar, 8 in ...............

11
CO NFECTIONS 
Stick  Candy 

standard Pail?

.. 8 
Case*-

„ - ta n d a rd  H H  .
■2 |5  S tan d ard  T w ist

18 Jumbo, 32 tb.
*-xtra Ü H .................20

65 Boston Cream ............... i0
75 Olde T im e S ugar s tick  
85 80 fb. case ... ..............., . i3

Mop Sticks
I l r o ja n  sp ring  ................
E clipse p a te n t s p r in g . .
No. 1 com m on ..............

j No. 2 pa t. b rush  holuer „„ _____
} . co tton  mop heads 1 40 Royal

| idea l No. 7 ......................  99 Ribbon
Broken

Mixed Candy
90 G rocers ......................
85 Com petition .
75 spec ia l .................... ’ ’
85 C onserve ___

Pails

........  6%
.........  7%..............8
.......  8%.............10

7%
H '00*1 S tan d a rd  ........ 1 60 I Leade^0^ .  ! ................... ' f 1'*3-hoop S tan d ard
3-w ire. Cable ..........
3-w ire. Cable ..........
Cedar, all red, b rass  . .  1
P aper, E u rek a  ............ 2 25

................................... 70F ib re
T oothpicks

H ardw ood ..................  2 50
Softwood ............  2 75
B an q u e t ................... '.‘.'.'.1 50

!ldea l ............................... 50
T raps

I Mouse, wood, 2 holes. 
M ouse, wood, 4 holes. 
Mouse, wood, 6 holes. 
M ouse, tin , 5 h o le s . ..

8
.10

am  ............9
eam  ..............  9%

H and M ade C ream  . .  15 
Frem io  Cream  m ixed 13 
U r  H orehound D rop 10

' 1 Kindergarten 
1 90 w °n Ton Cres , i "  I & rench Cr 

S ta r  ........

Fancy—in P alis
Gypsy H e a r ts  ............... 14
Coco Bon B o n s ............... 19
F udge S quares ..........
P e a n u t Squares .......... ] 9

22 I Sugared Peanuts .. ”  ’11
4a I Salted P e a n u ts  ............. 12
70 S ta rlig h t K isses .......... n
66 I *?an B ias Goodies . . . .  12

I R at, wood 80 -lozenges, p lain . . . .  9
R at, sp ring  ....................  75 Lozenges, p rin ted  ....* !"10

_  I C ham pion Chocolate . . i i
■ui-in 1 „ Lciipse Chocolates ....13I r , . a , S tandard , No. 1 7 Oo Eureka Cnocolates i*t

M fi'tn’ § ia n d a rd . No. 2 6 00 Quintette C hocolates 12i ia ’ !n ' S tandard , No. 3 5 00 Cham pion Gum D rops 8L,
30-m. Cable, No. 1 . . . .7  50 Moss Drops P 5T4

No. 1 F ib re
No. 2 F ib re  ................. 9 4s
No. 3 F ib re  .................. is  55

F la t C ar ........................... 32
W arp a th  ...........................26
Bam boo, 16 oz.................25
I X  L, 51b......................... 27
I X L, 16 oz. pails . ..3 1
H oney Dew ..................... 40
Gold Block ..................... 40
F lagm an  .............. 40
Chips . . .  ....................... 33
K iln D ried ..................... 21
D uke’s M ixture  ............. 40
D uke’s Cam eo ............... 43
M yrtle N avy  ................... 44

1 H 'i n- Cable No. 2 ........ 6 50 I Lem on S o u rs .................... 1,®
Ii®-»“; Cable, No. 3 . . . . 5  50 im p eria ls  . . . i . f f f f f ' . ' . i i  

10 80 j l ta l.  C ream  O pera . .  12 
“ K ah C ream  Bon B ons’l l

Golden W affles ..........  12
Old F ash ioned  M olass- 

es K isses, 101b . box 1 20
O range Jellies  ___ 50

Fancy—In 51b. Boxes
Lemon s o u rs  ..........  55
Pepperm in t D rops ,.’ ii60
Chocolate D rops ........  60

2 751 i f  f f  Choc. D rops '.'.So 
*3 00 U r A  f f 100- L t. and
.2 7h I d £ ? J ?  No- 12 ................. 1 9 ,

W ash Boards 
B ronze Globe .,
Dewey ..............
Double Acme .. 
Single Acm e . . .  
Double P eerless  

I Single P eerless 
N o rth e rn  Queen 
Double Duplex
Good L uck ........
U niversal ..........

..2  50 
..1 75 
..2  75
..2 2.j
. .3 50 
. .2 75

2 65 I K i.tne r Sw eets,""âss’d i i l  00 
B n llian t Gums, Crys. 60

12 inW indow C leaners |A . A. L ico rice ' Drops'. .90 
, .  ..................................... .. 60 I Lozenges, p la in  c-

Yum Yum, 1% oz. .39
Yum Yum, lib . pails ..40

SE ED S
A nise ............................. 10
C anary , S m yrna  . . . .  5%
C araw ay  ......................  9
C ardam om , M alabar 1 00
Celery 
H em p R ussian 
Mixed Bird . . .  
M ustard , w hite
Poppy ................
R ape ..................
C u ttle  Bone . . .

16
4%
4
8
9
4%

25
SHOE BLACKING 

H andy Box. large. 3 dz.2 50
H andy Box. s m a ll___1 25
B lxb jrz  Royal P o lish .. 85 
M ilter’« C row n P o lis h . , H

........ . 20
S T A R C H  

Comm on Gloss
lib . packages ............ 4@6
31b. packages ............. @4%
6!b. packages ............... @5%
40 an d  501b. boxes 3%@3%

B arre ls  ........................  @3
Common Corn

201b. packages .................5
401b. packages ...4% @ 7 

S Y R U P S  
Corn

B arre ls  .......... 25
H alf B arre ls  ....................... 27
20!b. c an s  % dz. in  case 1 80 
10Tb. cans  % dz. in  case  1 75 
51b. cans  2 dz. in  case  1 85 

¡¡%lb. cans  2 dz. in  case 1 90
P u re  Cane

F a ir  ...............................   16
Good ............................... 20
Choice ........................... 26

T E A
Japan

Sundried, m edium  . . . .  24
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 
B asket-fired , fan cy  . . .  43
N ibs ........................... 22@24
Sifting« ..................  5011
Panning« ............... l l f U

Cream  
Corn Cake, 2% oz. 
Corn Cake, lib . . 
Plow Boy. J *, oz. 
Plow  Boy, oz. 
P ee rle ss ,' 3% oz. 
Peerless, 1% oz. .,
C an t Hook .......... ........ 30
C ountry  Club ___ . . . 32-:
Forex-X X X X  ___ ___30
Good Indian  ........ -----2b
Self B inder, 16oz. 8oz. 20-Î
Silver Foam  ........ ___24
Sw eet M arie ........ . . . .3 2
Royal Sm oke ___ . . . .4 2

T W IN E
Cotton, 3 ply ___ ___22
Cotton, 4 ply . . . . ___22
Ju te , 2 ply ............ . . . .1 4
H em p. 6 plv .......... -----13
Flax, m edium  ........ -----20
Wool, l tb  balls . . . ___6

1« ....................................... 85 I Lozenges,’ p rin ted  ‘ i i i i .55

,»  { «  rc S X T .........: : : j j

Vo i £ u : : er ................. 2d C ream  B u ttons19 in. B u tte r   ................. 4 75 S tr in g  Hock . . .  ..............«a
A ssorted, 13-15-17 . . . . 2  25 W in tergreen  Berries' "" 60

I P o r t e d ,  15-17-19 . . .  .3 25 Old Tim e A ssorted  . i i® 75 
W RA PPIN G  P A P E R  B u ste r B row n Goodies 3 50 

Common S traw  . . . .  rr ’ ^  .i® A ss tin t. . . .3  75
f ib r e  M anila, w h ite ..  2% f o n  S ° ’ i .............® 5<*
F ib re  M anila, colored. 4 f en i i r i f e N°- 2 .............6 0(i
No. 1 M anila ............  4 i e n  S trike , S um m er a s-
Cream  M anila ............  3 Q so rtm en t............................. 6 75
B u tcher’s M anila  ........  2% | ntltIC A ss’t ................18 00

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 u re  Cider, R ed S t a r . . 12 
P u re  Cider, R obinson ..  13 % 
P u re  Cider, S ilver ___13%

W ICKING
No. 0 p e r g ross ...............30
No. 1 per gross .............. 40
No. 2 per gross .............. 50
No. 3 p e r gross ...............75

W OODENW ARE 
B askets

B ushels ............................. 1 19
Bushels, wide band  . .  1 60
M arket .............................. 49
Splint, la rge  ................... 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 B u tte r Boxes 
21b. 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

101b. size, 6 in c a s e ..  60 
B u tte r P la tes

No. 1 Oval, 250 in c ra te  40 
No. 2 Oval, 250 in c ra te  45 
No. 3 Oval, 250 in  c ra te  50 
No. 5 Oval, 250 in  c ra te  60

C hurns
B arre l, 5 gal., e a c h . .2 40 
B arre l, 10 gaL, each . .2 55 
B arre l, 15 gaL, «such. . 1  70

W ax B u tte r, sh o rt c ’n t. 13 
VV’ax  B u tte r, full coun t 20 
W ax B u tte r, rolls . . . .1 5

y e a s t  CAKE
M agic, 3 doz.................... i  15
Sunlight, 3 doz............... 1 99
Sunlight, 1 % doz............  59
l-e a s t Foam , 3 doz........1 15
Yeast Cream , 3 doz .. . .  1 00 
Y east Foam , 1 % d o z .. 58

FR ESH  FISH 
T , P e r tb.
Jum bo W hitefish ___ @16
No. 1 W hitefish  ........ Mik
T ro u t ............................. | 14
H alib u t ......................... @10
Ciscoes or H e rrin g  . .  @ 8
Bluefish ................ 10% @ ll
Live L obste r ............... @25
Boiled L obster ........... @30
Cod ...................................@12
H addock .......................@
Pickerel ........................@ 8
P ike  ...............................@ 8
Perch, dressed  ........... @11
Smoked, W hite  ......... @15
Red S napper ................@
Col. R iver Salm on . .  %16 
M ackerel ........................% i6

Pop Corn
D andy Sm ack, 24s ____  65
D andy Sm ack, 1 0 0 s ...2 75 
Pop Corn F r itte rs , 100s 5u 
Pop Corn T oast, 100s 50
C racker J a c k .................. 3 25
Checkers, 5c pkg. case  3 50 
Pop Corn Balls, 200s . .  1 20 
Cicero Corn C akes . . . .  5

p er box ........................ 60
A zulik it 1 0 0 s ....................3 99

Cough Drops
P u tn a m  M enthol .......... 1  99
S m ith  B ros........................ 1 26

H ID ES AND PE L T S  
Hides

Green No. 1 .................... u
Green No. 2 ................ . .10%
Cured No. 1 ..................... 13%
Cured No. 2 ..................... 12%
C alfskins, green. No. i  14 
C alfskins, green  No. 2 12% 
C alfskins, cured No. 1 15 
C alfskins, cured No. 2 13% 
S tee r H ides. 601b. over 13 Vi 

Pe lts
Old Wool ............  30
L am bs ........................... 60@85
S hearlings ............. 40@70

Tallow
No. 1 ......................... @ 4%
No. 2 ........................  @ 3%

Wool
U nw ashed, med. ...23@ 25
U nw ashed, fine . . . .  20

NUTS—W hole 
Alm onds, T a rrag o n a  ..15
Alm onds, A vica ..........
A lm onds, C aliforn ia  sft.

»be** ...................... 15@16graaals ................. 14@15
G ilberts ....................  (a)i2

, Cal No. 1 ................... @17
! W alnuts, so ft shelled @16 
W alnu ts, m arb o t . ..@ 13 
Table  n u ts , fa n c y . . .<¿¡>13
Pecans, M ed...............@14
Pecans, ex. la rge  ..@ 15
Pecans, Jum bos ___ @16%
H ickory N u ts  per bu.

Ohio new ..............
j? I C ocoanuts .................. @ 5

C hestnu ts , N ew  Y ork 
S ta te , p e r bu ............

Shelled 
Spanish P ean u ts  
P ecan  H alves . . .  
W aln u t H alves .. 
F ilb ert M eats . . .  
A licante A lm onds 
Jo rd an  A lm onds

@ 8%
@56
@38@25
@38
@47

P ean u ts
F ancy , H . P . Suns . . .  5%
F ancy, H . P. Suns,

R oasted  ................ 6%@7
Choice, H . P . Jum bo  6% 
Choice, H . P. Jum bo

R oaeted  .................. T%
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Special Price Current
A X L E  G R E A S E M utton

C arcass  ................
L am bs ..................
Sn rin g  L am bs ..

@ 9 
@12% 
@13

Veal
C arcass ................  5%@ 8

C L O T H E S  L IN E S

Mica, tin  b o x e s . . . . 75 9 00 
P aragon  ...................55 6 00

B A K IN G  P O W D E R

Royal
10c size 90 

*4Tb. cans  1 35 
6oz. c an s  1 90 

%Ib cans  2 50 
% lb cans  3 75 
lib . cans 4 80 
3!b. cans  13 00 
51b cans  21 50

B L U IN G

Sisal
60ft. 3 th read , e x t r a . .  1 00
72ft. 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
72ft. 6 th read , e x t r a . .

Jute
60ft. ................................. 75
72ft. ...................................  90
90ft. .................................. 1  05
120ft ................................... 1 50

Cotton V ic to r
50ft. .................................1  1 0
60ft. ...............................i ak
70ft. ......................... ....... 1 «ft

Cotton W in dsor
50ft. ..................................1 30
60ft. ................................... 1  44
70ft. .................................1  go
80ft. .................................2 00

Cotton Braided
40ft. ................................. 95
50ft. .................................1 35
60ft. .................................J 65

G alvanized W ire  
No. 20. each  100ft. long 1 90 
No. 19. each  100ft. long 2 10 j

C O F F E E
Roasted

D w inell-W righ t Co.’s. B 'ds. I

Fu ll line of fire an d  b u rg ­
la r  p roof safes  k ep t in 
s tock  by th e  T rad esm an  
Com pany. T w en ty  d iffer­
en t sizes on h and  a t  all 
tim es—tw ice  a s  m any  safes 
a s  a re  ca rried  by  a n y  o th e r 
house in th e  S ta te . If  you 
a re  unable to  v is it G rand 
R apids a n d  in spec t th e  
line personally , w rite  for 
quo ta tions.

B eaver

C. P. Bluing
Doz.

Sm all size. 1 doz. b o x . .40 
L arge  size, 1 doz. b o x ..  75

B rands

G J  Johnson  C igar Co.’s bd.
Less th a n  500 ..................... 33
500 or m ore ....................... 32
1,000 o r m ore .......................31

W orden G rocer Co. brand 
Ben H u r

P erfection  ........................... 35
P erfec tion  E x tra s  ...........35
Londres ................................. 35
Londres G rand ...................35
S tan d a rd  ............................... 35
P u ritan o s  ............................. 35
P an a te llas , F in a s  .............35
P ana te llas , Bock .............35
Jockey  Club ....................... 35

C O C O A N U T
B ak er’s B razil Shredded

70 UJb. pkg. pe r case  2 60 
35 %lb. pkg. p e r case  2 60 
38 %It>. pkg. p e r c a re  2 60 
16 %lt>. pkg. p e r case  2 60

F R E S H  M E A T S  
Beef

C arcass ....................4%@ 8%
lin d q u a rte rs  ........ 6%@10

Loins ........................8 @14
Ribs ..........................8 ©12
Rounds ....................5%@ 8
C hucks ..................  5 @ 6%
P la tes  .................... @ 4
L ivers ..................  ^  |

P o rk
Loins ...................... @13%
D ressed  ................. @ 8
Boston B u tts  ___  @12
Shoulders .............. @10
L eaf L a rd  ............  @ 9%

W hite  H ouse, l i b ..........
W h ite  H ouse, 21b............
Excelsior, M & J , lib . ., 
Excelsior, M & J , 2!b. .. 
T ip Top, M & J ,  lib . . . .
Royal J a v a  ........................
Royal J a v a  and  M ocha 
J a v a  an d  M ocha Blend 
Boston C om bination . . .

D is tribu ted  by Judson  
G rocer Co., G rand  R apids 
Lee & Cady, D e tro it; Sym  
ons Bros. & Co., Saginaw  
B row n, D avis & W arn er 
Jack so n ; G odsm ark, D u­
ran d  & Co., B a ttle  C reek 
F ielbach  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 in ........................... 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

|N o. 7, 15 fee t ................. 15
No. 8, 15 fee t ................... 18
No. 9. 15 fee t ................... 20

Linen L ines
Sm all ................................... 20
M edium  ............................... 26
L arge  ...................................  34

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
Cox's 1 qt. size ........... 1  10
Cox’s  2 qL s i z e ...............1 61
K nox’s Sparkling , doz. 1 20 
K nox’s S parkling , gro.14 00 
K nox’s A cidu’d. d o z ... 1 2 0  
K nox’s  A cidu’d. g ro ..,1 4  00
N elson 's  ........................... 1  to
O xford ...............................  75
P lym ou th  Rook ........... 1 i t

100 cakes. la rge s ize . .  6 50
50 cakes, la rge s iz e . .3 25

100 cakes. sm all size. .3 85
50 cakes, sm all size . .1 95
T rad esm an ’s  Co.’s B rand

Black 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 E S
H alford , la rg e  ............... 3 75
H alford , sm all ..............2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Company

Grand Rapid*. Mich

Our 
Santa Claus 

Catalogue

We are mailing it 
now. Shall we send 
you a copy?

Every year we try 
to estimate l a r g e  
enough, but seldom 
do the requests run 
smaller than the 
n u m b e r  printed. 
Make sure of your 
copy.

The reason for the 
big demand is be­
cause buyers gener­
ally have come to 
know that we delay 
the issue of this 
book until the latest 
moment possible for 
us to present our 
stocks com plete.

Other jobbers sell­
ing through men 
must close their sea­
son far earlier than 
we who can cover 
the country in a time 
impossibly short for 
them.

But the appear­
ance of our Santa 
Claus c a t a l o g u e  
marks the extreme 
limit of wholesale 
preparations. That 
book contains the 
very last of the 
Christmas novelties.

And even our own 
tremendous stocks 
must soon begin to 
b r e a k  before the 
flood of orders it an 
nually starts toward 
us.

Be safe. Get our 
catalogue. Then or­
der without delay. 
Thus make sure of 
w h a t you want and 
a ll you want.

Write now for cat­
alogue No. J592— 
the Santa Claus edi­
tion.

Butler Brothers
Wholesalers of General Merchandise

NEW YORK CHICAGO 

ST. LOUIS (“ « s m s ? * )

Sample Houses:
BALTIMORE DALLAS ST. PAUL

San Francisco, 
California, Crowd.

Fiftoon thousand pooplo wero congre­
gated, to attend the apecia) sale an- 
nounced by Strauss & Froliman. 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. 
Loula 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.

Monopolize Your 
Business in Your City

I>o you want aomething that will 
monopolize your business? Do you want 
® aPPly 8 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 
clothing, dry 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 your city? Get aomething 
lo 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 aeU 
your undesirable merchandise; a system 
scientifically drafted and drawn up to 
meet conditions embracing a combina­
tion of unparalleled methods complied by 
the highest 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 you absolutely free of charge. You 
pay nothing for this information; a aya- 
tem planned and drafted to meet con­
ditions in your locality and vour stock 
to increase your cash daily receipts! 
mafied you free of charge. Write for 
rull information and particulars for our 
advanced scientific methods, a system 
of conducting Special Sales and adver- 
tlslng ymir business. All Information 
absolutely free of charge. State how 
large your store is; how much stock 
you eariy; size of your town, 10 plans 
can be drafted up in proportion to your 
***** “”d y°Ur Address care-

ADAM GOLDMAN, Pres, and Gen’l Mgr.

New York and S t  Louis 

Consolidated Salvage Company

Home Office, General Contracting and 
Advertising Departments,

Century Building, St. Louis, Mo.

Eastern Branch:
ADAM GOLDMAN, Prea. and Oen’l Mgr.

377-879 BBOADWAY,
N EW  YO K E C ITY.
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BU SIN ESS-W AN TS DEPARTM ENT
Advertisements .inserted under this head for two cents a word the first insertion and one cent a word for each 

subsequent continuous insertion. No'charge less than 25 cents. Cash must accompany all orders.

B U S IN E S S  C H A N C E S .

C ash fo r you r rea l e s ta te  o r business, 
no m a tte r  w here  located. If  you desire 
a  quick  sale, send  us descrip tion  and 
price. N o rth w estern  B usiness Agency, 43 
B ank  of Com m erce Bldg., M inneapolis,
M inn.________________________________ 238

F o r Sale—H ard w are  stock , located  in 
th e  b e st tow n  in  N o rth e rn  M ichigan. 
W ill inven to ry  ab o u t $7,500. M ust be 
sold fo r cash . Tow n of 1,500. Only tw o 
sto res. R eason fo r selling, p rop rie to r 
expects to  go in to  m an u fac tu rin g  busi­
ness. N q  an sw ers  w an ted  unless p a rtie s  
in te re s ted  m ean  business. A ddress No. 
237, c a re  M ichigan T radesm an . 237

Stocks closed out, realiz ing  100 cen ts 
on tiie dollar. I pay all ad vertis ing  ex­
pense a tta ch ed  to a  sale. R eferences 
furn ished . W rite  fo r m y proposition. Ad 
a re ss  b. J . Tw ym an. H am ilton , O. 200

F o r Sale—320 acres  nice land  in H and  
County, South D akota, n ea r proposed 
ra ilroad  extension, easy  te rm s. A ddress 
J a y  P. M orrill, 407 Globe Bldg., M inne- 
"polis, M inn. {95

O ur business is a d ju stin g  old claim s 
an d  judgm en ts . W h a t do you have? 
G u a ran ty  In v es tm en t Co., L td ., 802 M a- 
je s tic  Bldg., D etro it, Mich. 234

D rug  s tock  fo r sale  a t  Coloma, Mich. 
One of th e  b e s t p ay ing  stocks in M ichi­
gan . B usiness will s tan d  closest scru tiny . 
Going W est, reason. F ir s t  come, first 
served . A ddress Lock Box 18, Coloma, 
Mich. 232

F o r Sale—T in n ers ’ tools, good condi­
tion, m u s t sell, go ing  o u t of business; 
p rice  no object. A ddress D unham  & Son, 
H udson, M ich. 220

F o r Sale—A t 55c, u p -to -d a te  s tock  of 
d ry  goods an d  m illinery in S outhern  
M ichigan tow n of 1,100. Good tra d e  and  
w o rth  80c, b u t fo r quick deal will close 
a t  55e. N o ag en ts  o r trad es. A ddress 
No. 225, care  M ichigan T radesm an . 225

W a n ted—E stab lish  ed m ercan tile  or
m an u fac tu rin g  business in exchange for 
im proved 395 ac re  W isconsin  stock  and  
g ra in  fa rm . C an close quick deal. F ran k  
P. C leveland, 1261 A dam s E xpress  Bldg. 
Chicago, 111. 226

* ° r  Sale—A com plete m a ttre s s  factory , 
can  be shipped to  any  point. A ddress 
J. H . A nundson, M ason City, la  198

R etail m erchan ts  can s ta r t  m ail order 
business in connection w ith  re ta il busi­
ness; only a  few  dollars required. W e 
fu rn ish  every th ing  necessary ; success 
certa in . W e offer re ta il m erchan ts  the  
w ay to com pete w ith  large m ail order 
houses. Costs no th ing  to  investigate . 
M ilburn-H icks, 727 P o n tiac  Bldg., C hica­
go, 111. 201

t  or Sale—Hardw ood, oak and  hickory 
mill n o rth  A rk .; team s, w agons and  tim ­
ber; o th e r tim ber ad jo in ing ; m igh t trad e  
fo r fa rm  o r coun try  tow n lum ber yard  
A bargain . V alue $5,500. A ddress Lock
Box 135, N ew port, Ark.______ 206

F o r Sale—In te re s t in handle factory . 
A m an  w ith  a  sm all am oun t of cap ita l 
to  tak e  som e stock  and  m anage a  handle 
fac to ry  now in successful operation , m a k ­
ing ax, adze, pick, sledge, h a tc h e t and  
ham m er handles. To a  m an w ith  a  sm all 
cap ita l and  capable of m anag ing  a  p lan t 
of th is  kind, a  splendid opportun ity  is 
offered. A ddress Lock Box 7, C loverport 
K y- 205

I have a  good proposition  an d  am  
ab o u t to  inco rpo ra te  an d  form  com pany. 
I w a n t a  few  reliab le  business m en to 
com e in  w ith  m e on s tr ic tly  prom otion 
basis , does n o t requ ire  a  la rge  in v est­
m ent. C hance of lifetim e fo r r ig h t peo­
ple to  m ake  fo rtune. Only one person 
from  each locality  w anted . A ddress E. 
L. H ilbert, D ept. M., K irksville , Mo._________________________________221 _

F o r Sale—B az a a r s tock , abou t $600. 
Good location. P oor h ea lth  cause  for 
selling. J . M. K ent, B ancro ft, Mich. 222

To E xchange—F in e  u p -to -d a te  woolen 
an d  trim m ings, a lso  good rea l e s ta te  
m ortgage, $1,000, for sm all s tock  d ry  
goods, groceries, shoes, hardw are , fu rn i­
tu re  o r rea l e sta te . A ddress No. 230,
care  T radesm an ._____________________ 230

F o r Sale—A t V alparaiso , Ind., 3 d e ­
s irab le  business chances; hardw are, 
hotel, re s ta u ra n t , a sk  me. E . J . U pthe-
grove.________________________________ 227

F o r Sale—D rug  stock , one y ea r old. 
No dead stock . Invoices $3,500. Town 
6,000 population . W rite  “Blue V itrio l,” 
care  M ichigan T radesm an . 228

D rug  s to re  w an ted  in good M ichigan 
tow n o r city . H av e  buyers w ith  the  
cash . Send full p a r tic u la rs  firs t le tte r. 
T he N a tio n a l D rug  E xchange, D etro it, 
M ich. 229

W an ted —To buy tw o or fou r cars  a p ­
ples, packed su itab le  fo r s to rage. Quote 
u s low est prices. H ave  sto rag e  room  for 
p a rtie s  desiring  to  s to re  apples. C entra l 
M ichigan P roduce  Co., A lma, Mich. 223 

F o r Sale—A b a zaa r s to re  in c ity  of 
2,500. Only one o th e r b a za a r  s to re  in 
city . A ddress C, c a re  M ichigan T rad es­
m an. 224

F o r Sale o r to  exchange fo r lum ber, 
1905 model R am bler, 18 H . P . tou ring  
car. In  good condition. P e rk in s  L um ber 
Co,, G rand  R apids, M ich. 231

F o r Sale—F resh , clean  d ru g  stock , in 
good lively tow n of 2,000. Two o th e r 
d ru g  s to res. A nnual sales abou t $4,000. 
E xpenses light. S tock invoices abou t 
$2,900. R eason fo r selling, have o th e r 
business to  a tte n d  to. A ddress No. 233, 
care  T radesm an . 233

F o r Sale o r T rade—F o u r lo ts in T erre  
H au te , Ind . P rice  $2,500.00. W ill tra d e  
fo r land  in W es te rn  M ichigan. B. F. 
T ucker, T e rre  H au te , Ind.___________ 219

W ill sell new  com puting  scale  o r to ta l 
add ing  cash  reg is te r  $100 less th a n  cost. 
P e rfec t condition. G. B. A rnold, 221 N. 
M ain, E lk h art, Ind. 217

H ard w are  stock  fo r sale, coun ty  sea t 
tow n, cen tra l N eb rask a , 7,000; employ 
p lum ber an d  tin n e r. S tock $8,000. Sales 
$30,000; estab lished  20 years. Box 474, 
O m aha, Neb. 203

B uy yo u r roof p a in t now and  p re ­
serve  you r roof. A p e rfec t p reserv a tiv e  
fo r sh ingles, fe lt, paper, t in  and  iron. 
D elivered a t  yo u r s ta tio n  in  10 gallon 
cans  a t 65c p e r gallon. H a rd in -H a tto n  
Co., F t. W ayne, Ind. 202

F o r Sale—M odern s team  laundry . P ro ­
p rie to r going to  leave tow n. R. L. 
B riggs, Ovid. Mich. 189

F o r Sale—$8,000 stock  general m erch an ­
dise; all s tap le  goods, s to re  and  dw ell­
ing  com bined; located in one of th e  best 
fa rm ing  sections of M ichigan; can  re ­
duce stock ; o th e r business; te rm s cash. 
A ddress Box 10, H illiards, Mich. 192

F o r Sale—Feed m ill; good location; 
good business. B argain  if taken  soon. 
F o r fu r th e r  p a rticu la rs  add ress  J . C. 
Springer. Big P ra irie . Mich. 191

F o r Sale—D ry goods stock. B est p ay ­
ing s to re  in  S outhern  M ichigan. B est 
reasons fo r selling. Only one o th e r d ry  
goods s to re  here. A snap  for anyone. A d­
dress A. Z., care  M ichigan T radesm an.

174
F o r Sale—L and B argains—I have choice 

S tu tsm an  and  M orton County wild and  
im proved fa rm s fo r sale  on easy  term s. 
F o r fu r th e r  in fo rm ation  apply to  F . M. 
Klein, Jam estow n , N. D. 185

In S ta te  of W ash ing ton , I have sev ­
era l saw  mill, sh ing le  mill and logging 
opportun ities  for sale, a lso  fa rm  lands. 
C orrespondence solicited. F. W . M itch­
ell. Seattle . W ash. 184

I have a  group  of 7 m ining  claim s and 
one mill s ite  located  in one of th e  best 
gold gidches of San J u a n  county, Colo., 
surrounded  by big  m ines, fo r w hich I w an t 
e ith e r p a rtn e r  o r p a rty  to  o rganize a  com ­
pany to  fu rn ish  m oney for developm ent; 
th e  group is p a ten ted : add ress  owner, 
references given. O tto  Brendel, H ow ards- 
ville, San Ju an  county , Colo. 178

N orth  D akota  R eal E s ta te ; m ust be 
sold; have big ba rg a in s. A ddress the  
h ir s t  N ationa l B ank, M andan, N. D.

133
F o r Sale—P lan ta tio n s , tim b er lands, 

fa rm s, homes, etc. Send fo r p rin ted  list. 
V. C. Russell. M em phis. Tenn. 928

S tores—I sell s to res  fo r o th e rs ; w hy 
no t yours?  W rite  fo r booklet. Edw in  
G. Pit. D ayton, Ohio. 129

W e teach  fu rn itu re  designing, rod  m ak ­
ing  and stock  billing, by m ail. W e find 
positions for com peten t s tu d en ts . G rand 
R apids School of F u rn itu re  D esigning, 
H ousem an Bldg., G rand R apids, Mich.
__________ ____________ - ________ 125

Notice—I have a  fine u n d ertak in g  b u sh  
ness and  all kinds of m erchandise , stocks, 
farm s, hotels, fo r sa le  in all p a r ts  of the  
U nited S ta tes. If you w an t to buy, sell 
or exchange o r close out, w rite  me. G. B. 
Johns. G rand Ledge. Mich. 121

Good location for d rug  s to re  can be se ­
cured in b est tow n of 5,000 population, 
in M ichigan. No s tock  fo r sale. A ddress 
No. 118. care  T radesm an . 118

W anted—To buy s tock  shoes, cloth ing  
or general stock, quick. A ddress Lock 
Box 435. G alesburg. 111. . 99

F o r Sale—T w o-sto ry  m odern brick
block, double s to re  room 40x60. P rice  
$3,500 cash. P ay s  8 per 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 ­
e s t in a  clean 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 for a  new 
location w ith  a  $5,000 stock. A ddress 
Gavin W. Telfer, B ig R apids, Mich. 47

Factory  W anted—A new  brick build­
ing. 40x230 feet, tw o sto ries, free  for a 
term  of years  to  rig h t firm. Good loca­
tion an d  sh ipp ing  facilities. W rite  C h air­
m an of F ac to ry  C om m ittee, Lock Box 25. 
Lake Odessa. Mich. 79

T ypew riters—All m akes, en tire ly  re ­
built, g u a ran teed  a s  good as  new . F in ­
e s t a c tually  rebu ilt m ach ines ever o ffer­
ed; $15 up, sold o r ren ted  anyw here; 
ren ta l applies on purchase. R ebuilt 
T ypew riter Co., 7th Floor, 86 L aSalle 
St., Chicago, 111. 96

P O S IT IO N S  W A N T E D

P osition  w anted  by  experienced c lo th ­
ing  and  fu rn ish in g  goods m an. B est of 
references. A ddress Box 735, Belding, 
Mich. 235

H E L P  W A N T E D .

W anted—Tw o first-c lass, u p -to -d a te  
re ta il grocery  clerks. Good sa la ry  to  th e  
rig h t p a rty . A ddress w ith  reference. No. 
236, care  M ichigan T rad esm an. 236

W an ted —A ta ilo r to  locate and  open 
shop in M ontague, Mich. A ddress L. G. 
R., M ontague, Mich. 204

W e w an t one lady  o r gen tlem an  in each 
tow n and  c ity  to  rep resen t us in th e  sale 
of ou r sh ea rs  and  novelties; ou r agen ts  
m ake from  $12 to  $35 p e r w eek; th e  w ork 
is s teady , no heavy sam ples to  carry , and 
perm anen t. Salaried  positions to  those 
who show  ab ility ; w rite  to -d ay  for p a r ­
ticu la rs  of our offer. No m oney required  
on your p a r t if you w ork fo r us. The 
U nited S hea r Co.. W estboro. M ass. 967

W an t Avis, con tinued  on nex t page.

W anted To Buy—I will pay  cash  for 
a s tock  of general m erchand ise  o r c lo th ­
ing o r shoes. Send full pa rticu la rs . A d­
dress Stanley, care  M ichigan T radesm an .

755
F o r Sale—Only exclusive d ru g  stock  in 

tow n of 1,000. Invoices abou t $1,800, Good 
reason fo r selling. A sn ap  fo r som eone. 
Don’t  an sw er unless you m ean business. 
A ddress C inchona, care  T radesm an . 212

F o r R en t—C orner s to re  in brick  block 
on b e st business corner of Belding. Size 
of sto re , 25x85 feet. N ewly decorated . 
Good fix tures designed especially  fo r a  
clo th ing  s tock  fo r w hich th e re  is a  good 
opening. W . P . H e thering ton , Belding, 
Mich. 215

F o r Sale—Stock of general m erch an ­
dise in a  good tow n in an  excellent fa rm ­
ing  coun try , ab o u t 100 m iles from  D e­
tro it;  s tock  will invoice abou t $25,000; 
ow ner w an ts  to  re tire . F irs t-c la s s  op­
p o rtu n ity  fo r a  good m an  to  buy for 
cash  an o ld -estab lished  business. E n ­
qu ire  of B urnham , Stoepel & Co., D e­
tro it, Mich. 170

R etail lum ber y a rd  and  p lan ing  mill. 
F o u r-n in th s  in te re s t; a  ba rg a in ; excel­
len t location, ra re  opportunity . A ddress 
H . R. B utler. Ada. Ohio. 167

W an ted—To buy a  b a za a r s tock  in 
som e good tow n in M ichigan. A ddress 
T. S. Cornell, P. O. Box 205, K alam azoo, 
Mich. 173

F o r Sale—An u p -to -d a te  g rocery  stock  
an d  fixtures, invoicing abou t $4,500. Can 
be reduced. Sales $38,000. Clean stock. 
A1 m an u fac tu rin g  tow n of 5,500 in 
Sou thern  M ichigan. B est corner, cheap 
ren t. Snap. R eason fo r selling, going 
W est. A ddress “ Spot C ash ,” care  M ichi­
gan  T radesm an . 171

F o r Sale — M eat m ark e t, s lau g h ter 
house and  ice house. Good pay ing  busi­
ness of $12,000 p e r year. Population  
2,000. R en t $250 year. F ine location on 
m ain  s tree t. Good investm en t fo r a n y ­
one in te rested . A ddress No. 157, care 
M ichigan T radesm an . 157

T he  G. E . B reckenridge A uction Co.. 
E d inburg , 111. E x p e rt m erchand ise  and  
rea l e s ta te  au c tio n ee rs ; converting  m er­
chand ise  in to  cash  is our hobby. M er­
ch an ts  in d esp a ir should w rite  us a t  
once. Bankable references given. 166

F or Sale o r E xchange—F ine  residence, 
desirab le  location. H ouse could n o t be 
built fo r less th a n  $7,000. Good barn , 
n early  th ree  lo ts; will tak e  $5,500. W ould 
consider $1,500 d ru g  stock  or $1,500 in ­
come p ro p erty  a s  p a r t  pay. A ddress No. 
207, care  M ichigan T radesm an . 207

Grocery, d ry  goods, no tions and  fix­
tu res, horse, h a rn ess  and  wagon fo r sale  
cheap, p a r t  on tim e, abou t $1,300 or 
$1,400. B rick  sto re , new la rge  factories. 
C ity abou t 4,000 in h ab itan ts . Good fa rm ­
ing  country . A ddress No. 209, care  
M ichigan T radesm an . 209

F or Sale or T rade—Good pay ing  b ak ­
ery, re s ta u ra n t and  confectionery  b u si­
ness. Good reason for* selling. A ddress 
No. 210, care  T radesm an . 210

W an ted—M anager or p a rtn e r, w ith  up- 
to -d a te  ideas an d  experience for th e  best 
d ru g  opportun ity  in M ichigan. E s ta b ­
lished long tim e. Location  th e  very best. 
C ity  of 30,000. S tore  large, good w indows, 
no cu tting , etc. P resen t value $5,000. 
L ittle  s ta tionery , no books; w all paper, 
p a in ts  an d  oils, candy, soda fountain , 
etc. Room and  opportun ity  fo r an y  a d ­
dition  to  stock. Special jew elry . W ill 
bear th e  closest investigation . A ddress 
A. C., care  M ichigan T radesm an . 211

F o r Sale—Stock of groceries, boots, 
shoes, rubber goods, no tions and  garden 
seeds. Located in th e  b est f ru it  be lt in 
M ichigan. Invoicng $3,600. If taken  b e ­
fore A pril 1st., will sell a t  ra re  bargain . 
M ust sell on account of o th e r business. 
Geo. Tucker. Fennville. Mich. 538

Write us for prices on

Feed, Flour and 
Grain

in carlots or less. Can supply 
mixed cars at close prices and im­
mediate shipment.

We sell old fashioned stone 
ground Buckwheat Flour. Now 
is the time to buy.

Grand Rapids Grain & Milling Co.
L Fred Peabody, Mgr.

Qrand Rapids, Michigan

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 
A dam s E xpress  Building, Chicago, 111.

577
W e w an t to  buy fo r spo t cash, shoe 

stocks, clo th ing  stocks, s to res  an d  stocks 
of every descrip tion . W rite  u s to-doy 
and  our rep resen ta tiv e  will call, ready 
to  do business. P au l L. Feyreisen  & 
Co., 12 S ta te  St., Chicago, 111. 548

Simple 

Account File
Simplest and 
Most Economical 
Method of Keeping 
Petit Accounts

File and 1,000 printed blank
bill heads.......................  $ 2  75

File and 1,000 specially
printed bill heads.........  3 00

Printed blank bill heads,
per thousand.................. 1 25

Specially printed bill heads,
per thousand.................  1 5o

Tradesman Company,

■ Qrand Rapids.



4 8 M I C H I G A N  T R A B E S M A H
THE ENORMOUS FIRE WASTE.

The Tradesman has many times in 
the past had occasion to refer to the 
fact that the loss by fire within the 
United States was very much greater 
than it should be, and has called at­
tention to the heavy drain this waste 
has placed on the resources of the 
country. The subject is such an im­
portant one that it can not be too 
frequently referred to, even at the 
risk of becoming tiresome, until there 
is evidence that some substantial re­
form has taken place.

Because the losses are paid by the 
insurance companies and, therefore, 
do not impose such a heavy burden 
upon individual losers as would be 
the case were the property not in­
sured, the great mass of the people 
are prone to overlook the fact that 
the property destroyed represents 
just so much wealth irreparably blot­
ted out, whether the insurance com­
panies make its value good or not. In 
order to be able to pay the amount 
of the loss the underwriters are com­
pelled to collect from the general 
mass of the insurers, who represent, 
of course, the whole people, sufficient 
premiums to cover losses so that the 
waste, instead of being borne by :* 
few, is actually borne by the whole 
people. Such being the case, it fol­
lows that if the waste is excessive, 
the burden imposed upon the masses 
of the people is correspondingly 
h#avy, and, wrorse still, if the waste 
is so great that the companies are 
not able to safely make good with 
the premiums collected the value of 
the losses, the insurance carried by 
the entire mass of insurers depreci­
ates by becoming less certain to prove 
an absolute guarantee against loss.

If fire losses increase out of all 
proportion to the preparations that 
the underwriters make to meet such 
losses, the time will come when the 
people will no longer be able to de­
pend with certainty on the protection 
hitherto furnished by fire insurance. 
Such a feeling of uncertainty would 
be promptly felt in all lines of busi­
ness, as t'he risk of carrying large 
stocks would become too serious, the 
danger attending large shipments by 
rail or water would be too vast; in 
fact, present business methods would 
perforce have to be overhauled.

It is high time that public senti­
ment in this country should be arous­
ed to the vital importance of cutting 
down the fire waste. The existing 
idea that the insurance companies, 
and they alone, are concerned is a 
grave error. As long as the compan­
ies are able to pay the losses, well 
and good, but there is undoubtedly 
a limit to all things, and the San 
Francisco conflagration proves that 
the limit can sometimes be reached 
and passed in the matter of the pro­
tection by fire insurance. Aside from 
the absolute losses which some peo­
ple stand a chance of incurring 
through the failure to collect some 
of their claims, the entire mass of 
insurers will feel the burden by hav­
ing their premiums increased. It may 
be claimed that it is not'fair to make 
one set of people responsible for the 
misfortunes or neglect of another set, 
but that is just the theory of fire in­
surance; nanjely, that the small pre­

miums paid by the mass of insurers 
will suffice to make good the per 
cent, of waste that it is reasonable to 
expect. The trouble all along has 
been that the waste has been much 
greater than it should have been, 
hence the necessity of increasing 
premiums and making the more care­
ful pay for the mistakes and negli­
gence of the less careful.

The following table, prepared by 
the New York Journal of Commerce, 
from carefully arranged statistics, is 
worth the serious attention of every­
body. It shows the fire waste each j 
month, compared with the preceding 
3rear, in the United States and Can­
ada:

1905- 1906.
J an...................$ 16,378,100 $ 17,723,800
^e|6..................  25,591,000 18,249,350
March .......... 14,751,400 18,727,750
April ............ 11,901,350 292,501,150
May .............. 12,736,250 16,512,850
June .............. 11,789,800 13,950,650
J u]y .............. 13,173,250 12,428,050

.................. 11,435,600 9,641,600
S ePt.................  13,715,250 10,852,550

Total ---- .-$131,436,000 $400,587,750
The waste, even excluding the San 

Francisco fire, is entirely too great, 
and is out of all proportion to the 
fire waste in any other country. Even 
if due allowance be made for much 
greater business activity in the Unit­
ed States than is customary else­
where, the total fire waste is still 
too great and indicates the existence 
of loose methods in building, a reck- 

■s use of machinery and electricity 
and a general carelessness that is 
simply appalling. A serious reform 
in this respect is urgently needed, 
and unless the American people wake 
up to its necessity, the time will come 
when insurance will no longer be a 
complete protection against loss.

The building by England of three 
battleships which in speed and effi­
ciency will eclipse her own Dread- 
naught is arousing more than pass­
ing interest in this country, where 
there has been so much talk of dis­
armament. Secretary Bonaparte has 
directed the naval board of construe 
tion to investigate these new marine 
marvels, and Congress at its next 
session may be asked for an increased 
allowance to be devoted to the con­
struction of the latest type of war­
ships. What the attitude of Con­
gress will be itr is impossible to say 
but most of its members will prob­
ably listen to the recommendations of 
the practical Secretary and let the 
dreamers dream on.

The ability of the Chi nese and 
Japanese as imitators is well known 
and in seeking a Far Eastern mar­
ket for their products our manufac­
turers realize in it their greatest 
problem. Our Consul General at In­
dia writes that the Chinamen there 
are putting on the market an imita­
tion of American shoes that is a 
pretty fine piece of artistic imitative­
ness and they sell it for just two- 
thirds the retail prices paid in Ameri­
ca. Such a state of affairs would ar­
gue that some trademark that would 
be respected is pretty much needed by 
our manufacturers.

THE POLITICAL BOSS.
The ascendency of the political 

boss in these days is much comment­
ed on because it is very marked. In 
discussion of questions suggested by 
that fact, it must be conceded that 
organization is essential to efficient 
work in politics or in anything else. 
The organization which means system 
is as commendable as it is indispens­
able, but in modern parlance organi­
zation has come to mean the 
machine,” and a machine is by 

no means as popular or as re­
spectable a word as organization. 
The men who compose the ma­
chine always call it the organization. 
Ihose who are on the outside and 
not permitted a place in the councils 
or a share either in influence or 
patronage invariably characterize it 
as the machine. By whatever name 
it is called there is, as a rule, one 
man who exerts more influence in 
shaping the policies and plan of 
procedure than any other, and some­
times than all the others, and he, 
naturally, is called the boss. The 
wards, the towns, the cities, the 
counties and the state have their 
bosses, little and big, and they are 
pretty much all alike as to their pre­
vailing characteristics.

It does not necessarily follow that 
a boss-made ticket is wholly bad. 
Sometimes the conditions are such 
that the boss does not dare nominate 
this or that man he would like to, 
but, putting partisan before personal 
considerations, selects the man he 
knows to be strongest and who will 
be the surest of election. It is not 
unusual to place at least one such 
man on the ticket in order that he 
may carry along others $vho may be 
weak or wicked. When the boss is 
bold enough and is confident of vic­
tory he names a ticket made up to his 
own liking, including men of his own 
ilk or men whose action in office he 
can control. A very common prac­
tice, and one in which bosses indulge 
not a little, is here and there to 
put in a man of good enough char­
acter and reputation, who has never 
been put to the test in any public 
place, but one the boss believes will 
follow his bid, either out of grati­
tude or ignorance after election. 
The average boss can be depended 
upon to name his henchmen and the 
men he can manage whenever he 
dares and whenever he thinks they 
can be elected. The voters, by the 
exercise of independence at the polls, 
tan keep the bosses in order and se­
cure pretty good rickets if no.v and 
then they wall assert themselves, if 
only occasionally defeating some­
body whose nomination does not 
merit their approval. With warn­
ings of this sort before them, ma­
chines will make better tickets and 
the people will be better off than they 
would be otherwise.

MEXICO’S POSITION.
Soon after this country raised the 

rank of its diplomatic representatives 
n the leading European capitals to 

that of ambassador, Mexico was sim­
ilarly honored, and for more than a 
decade the United States has been 
represented at the Mexican capital 
by an ambassador, the only foreign

representative there, we believe, hold­
ing that rank at the present time. 
When our Government recognized 
Mexico’s right to consideration as a 
first-class power, no doubt the fact 
that she was our near neighbor was 
taken into consideration, but subse­
quent events have shown that the 
recognition then accorded Mexico 
was well merited.

It is now announced that Mexico 
will soon raise her diplomatic repre­
sentatives in Great Britain and 
France, and probably also in some 
other European countries, to the rank 
of ambassador. Such action would, 
on their representatives at the Mexi­
can government already ascertained 
that the countries thus honored would 
be willing on their part to confer am­
bassadorial rank on their representa­
tives at the Mexican capital. It is 
therefore probable that within a very 
short period Mexico will take her 
place among the first-class powers of 
the world.

The mere suggestion a quarter of 
a century ago of sending an ambas­
sador to Mexico would have been re­
ceived with derision in the leading 
capitals of Europe. At that time 
Mexico stood little higher than Ven­
ezuela in the world’s estimation. It 
had been for generations the hotbed 
of revolution and unrest and it had 
neither commercial importance, po­
litical influence nor credit. It was 
considered by many as a proper field 
for outside intervention in the in­
terest of orderly government.

What a tremendous transformation 
Mexico of to-day presents with what 
it was twenty-five years ago. In no 
country are law and order better 
maintained, and nowhere are progress 
and development more pronounced. 
Instead of being shunned by foreign­
ers, Mexico is now considered a most 
desirable place of residence by enter­
prising people from other countries, 
and foreign capital has flowed into 
the country in a generous stream. 
Mexico now maintains a govern­
ment which is respected not only at 
home, but abroad as well, and from 
a position of absolute bankruptcy 
Mexico’s fiances have been placed on 
a solid basis.

With a solid and enduring govern­
ment, with her industries well es­
tablished and flourishing, and with a 
large and rapidly-increasing popula­
tion, Mexico has earned her title to a 
place in the front rank of civilized na­
tions, and no country will note such 
progress with more heartiness than 
the United States, which accorded 
her recognition a full decade before 
anybody else thought of doing so.

Putting pleasure first is a sure way 
of postponing it.

B U S IN E S S  C H A N C E S .
E xchange—W an t to  tra d e  $10,000

general Red i >ol,ed ca*«6 forR oy m e  ™Lerc 'lan <tise, shoes, hardw are . 
Box 595, M aquoketa. Iow a. 240
in rs iAc la ss  h a rd w a re  stock
l£ n  n « J ihf . be.s t  tow ns in  C en tra l M ichi- gan . Good business. A lw ays m ade m on-
m nn d ss  M- J " care  M ichigan T rad es-iiutn. 09^

rii? 01r,®ale~ :Slx s ta tio n s , B a r r  C ash  C ar- 
w rlt3* sa¿ eV* If  J?n cp  will in te re s t you. 
M ils  P a t ty  D ry  00008 Co., M acon,

a ™2w,,J!ale~ Shares in  C anad ian  and  
C° P P ^  com panies a t  specia l in-

t t t ? S  c S i .Dande> 39 s t  Antolne24f -



Are
You
Prepared

In case of fire are you prepared to SHOW the IN­
SU RAN CE Adjusters a CO M PLETE proof of loss?

You may have a $5,000 loss—BU T—YOU will 
have to SHOW the proofs to get the $5,000.

With T H E M cCASKEY SYSTEM  you have the 
proof. It’s the SYSTEM  that keeps YOU in touch 
with E V E R Y  detail of your business.

Don't think th a t we are  knocking the  Insurance Companies, we a re  not. They 
are  in business the  same as YOU &re and w ant to  KNO W w hat they are  paying, for.

I f  your jobber should sendV «« a BILL calling fo r one c a r  assorted merchandise, 
$1,000, w ithout mentioning item s o r prices, would you accep t it? Hardly. YOU 
w ant to  KNOW  w hat YOU are  paying for. Ju st so w ith the  Insurance Companies.

Do YOU care to KNOW more about it.
Our Catalog is F R E E .

THE McCASKEY REGISTER CO.
Alliance, Ohio

Mfrs. of the Famous Multiplex Duplicating Order Pads and Sales 
Books; also Single Carbon and Folding Pads.

J. A. Plank, State Agent for Michigan, Tradesman Bldg., Brand Rapid« 
Agencies in all Principal Cities.

File
A quick and ea6y method 

of keeping your accounts 
Especially handy for keep­
ing account of goods let out 
on approval, and for petty 
accounts with which one 
does not like to encumber 
the regular ledger. By using 
this file or ledger for charg­
ing accounts, it will save 
one-half the time and cost 
of keeping a setof books.

Charge goods, when purchased, directly on file, then your customer's 
bill is always 
ready for him, 
and ca n  b e  
found quickly, 
on account of 
the special in­
dex. This saves 
you l o o k i n g  
o v e r  several 
leaves of a day 
b o o k  if not
posted, when a customer comes in to pay an account and you are busy 
waitihg on a prospective buyer. Write for quotations.

TRAD ESM AN  COMPANY, Grand Rapids

Simple
Account



Teutonic Assortment of Decorated
RETAIL
PRICE to $l-50l Water Sets |sL9Sets-$7.3o

g o o / m a t e n a i f o r  y o ^ h o T S iy  t r a d ^ T h " ^  f S o r tm e n t a re  e x ce e d in g ly
ju s t  a b o u t th e  a m o u n t lo ts  ,S ellm g fo r
se ts  a re  a m o n g  th e  m o s t D onular . ? re  W1 to  ,n v e s t. a n d  as w a te r
fo r th e m . There are no better values n n ° / h i i0O d Si , v*e - pre<*’ c t  a rap id  sale 
n in e  beau tifu l se ts  c o n ta in e d ! “ o u r 6  m a r k e t  ,n  th is  lin e  th a "  th e

“Teutonic” Assortm ent
ot w h ich  n o  tw o  se ts  a re  a lik e , v iz .:

2 S PeSr i e t S '  a n d  CrySta1' en am ele (l flow er d e c o ra tio n s .
1 Set Crystaiwith wide gold'bands.'. !.'.. .'.'.'..........................$0*72
6 Sets A ss o r te d  sh ap es  a n d  c o lo rs , c ry s ta l , g re e n  a n d  w in e ' and

g o l d ^ . T a c h d . r :C h . Pr.a m d e d  fl° W er N a t i o n s ’ aS d

$ 1.4 4
.82

0.84

T o ta l .
Sold by Package Only-No Charge for Barrel

5.04

$7 .30

“ New Nicest”  Assortm ent Porcelain
Strawberry Decoration and Gold Stippling 

Package of 12 dozen p ieces to retail at from 10c to 25c. Cost vou
on ly  $ 10.50

Saucers, Oatmeals o i l i e ï ' V u ' ¡ ¿ Ï ' r ' ach £ ' i he '»"»»¡"iF Fruit 

a t t r a c t io n .  8 1 ^ ^ - 5 1 3 ^ 4 ^ -  ‘ 'g re a t

‘Victor Gold’ ’ Assortm ent Glassware
Green, Blue and Crystal, Opalescent With Gold.

W ill easily  bring at retail $ 13.50. Cost you  on ly  $9.00

I | p s H i ;  - |  $
H dozen Condiment Sets, Gold Decorated, Assorted 3 colors ............. .. . . . *6 00 1 so

No Charge for Barrel.
$9 00

Successors to

H. LEONARD & SONS 
Wholesale

Leonard Crockery Co.
Grand Rapids, Mich.

^ ‘ ' foy0.“ r: raJ l: 0*d ,a re  r ' 1u* t a  unt*er th e  perpetual excursion plan of th e  Grand 
Purchaser's Certificate" showing amount of your purchase.Rapids Board of T rade. Ask for

Crockery, Glassware
and

House-Furnishings


