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Georgie on Thanksgiving

This is the story the way my pa
Told it one night to me and ma:

1 hanksgivin day comes once a year because the Pilgrim band

Was thankful that they had the sense to leave their native land

And come across the sea to find a stern and rockbound shore

Where they would never hafto bow to bosses enny more,

Where thieves would not break in and steal and trusts would never try
To gobble everything and let the little dealer die.

We celebrate Thanksgivin' day because the Pilgrims came

In search of freedom where they knew that they would find the same,
W here men would be as brothers, where the strong would aid the weak,
Where libburty would raise her flag on every crag and peak,

Where billionaires would never dare to cheat for profit's sake

Or break the laws that other men were not allowed to break.

We celebrate because the hopes hoped by that Pilgrim band
Have all come true, because there’s not an evil in our land,
Because we have no wealthy rogues to plan and plot and scheme
To make the libburty we claim a vain and empty dream,

Because our magnates go to church and teach in Sunday schools
And everywhere from sea to sea the Christian spirit rules.

We keep Thanksgivin’ day because the man who does his best
To be an honest citizen is honored by the rest;

He may not have a share of stock nor own a foot of land,
But all our wealthy senators are glad to shake his hand

And hear his plea and guard his rights with all the jellus care
They ever give the interes’ of any millionaire.

We keep the good old day because no idle rich ignore

The pressing needs of those where Want is scratchin’ at the door,
Because we have such freedom as the Pilgrims wished to claim,
Because we never are oppressed and,never splotched with shame,
Because we've frightened Greed away and raised our standard high
And kept the faith for which our sires were not afraid to die.

That is the story the way my pa
Told it one night to me and ma.
S. E. Kiser.



Every Cake

of FLEISCHMANN?'S

YELLOW LABEL YEAST you Sell not
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COMPRESSEDA only increases your profits, but also
7% YEAST. gives complete satisfaction to your
patrons.
The Fleischmann Co.,
of Michigan

Detroit Office, ill W. Larned St., Grand Rapids Office, 2Crescent Av.

The purity of the Lowney products will
never be questioned by Pure Food Officials.
There are no preservatives, substitutes, aduler»
ants or dyes in the Lowney goods. Dealers find
safety, satisfaction and a fair profit in selling
them.

The WALTER M. LOWNEY COMPANY, 447 Commercial St, Boston, M&ss

DO IT NOW
Inreatlgite the
Kirkwood Short Credit
System of Accounts

It earns you 535 per cent, on your investment.
We will prove it previous to purchase.

prevents forgotten charges. It makes disputed
accounts impossible. It assists in making col-

lections. It saves labor in book-keeping.

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 Phonec87 Citizens Phone 5087
Pat. Marrh 8. tSg8#June u, 1898, March 19, 1901»

Buckwheat Flour

Season Is Now On

Below you will find some vpry attractive prices
for the best B. W. Flour on the market:

Penn Yenn, N. Y., B. W. Flour 125 Ib. Grain
Bags, 10 Sacks inside, perhundred.......... $2.75

Penn Yenn, N. Y., B. W. Flour, 10-10 Cotton
Sacks in Jute bale, perhundred................ 2.95

Pure Gold Mich. B, W. Flour, 10-10 Cotton
Sacks, per hundred.......cccoooiviiiiiiieciieis 2.75

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

JUDSON GROCER CO.

Grand Rapids, Mich.
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Lata Start* Pood CoauMIMlonor

Advisory Counsel to manufacturers ano
jobbers whose interests are affected by
the Food Laws of any state. Corres-
pondence invited.

ajai ilajestlc Building, Detroit- flicl

YOUR DELAYED
InnUL FREIGHT Easily
and Quickly. We can tell you
how. BARLOW BROS.,,

Grand Rapids, Mich

TDApPT

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.

Kent County
Savings Bank

OF GRAND RAPIDS, MICH

Has Iargest amount of deposits
of any State or Savings Bank in
Westérn Michigan.
contemplating a change in your
Banking relations, or think of
opening a new account, call and
see us.

32Per Cent.

Paid on Certificates of Deposit

f you are

Banking By Mall

Resources Exceed 3 Million Dollars

Commercial Credit Co., Ltd.
OP MICHIGAN
Credit Advices, and Collections
Offices
\/\iizddtcomb Buiflging, Grand Rapids

W. Western Ave., Muskegon
Detroit Opera House Blk., Detroit

GRAND RAPIDS
INSURANCE AGENCY

W. FRED McBAIN, President

FIRE

Grand Rapids, Mlcb. Tbs Leading Agency

Fire and Burglar Proof

SAFES

Tradesman Company
Grand Rapids
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E PLURIBUS UNUM.

At the last regular meeting of the
Grand Rapids Board of Trade a
communication was received from
the President of the Board of Com-
merce of Detroit suggesting co-ordin-
ate effort on the part of the State
law authorizing the taxation of mort-
gages.

About the same time the newspa-
pers announced that an invitation had
been sent out by the Board of Trade
of Flint to all similar organizations
in our State to unite in an effort to
create a State Association of Public
Welfare Associations.

Simultaneously, all over the Cen-
tral Western or Northern Central
States invitations were received by
organizations of this character to
join an Improved Waterways As-
sociation, the object of which should
be to secure adequate and deserved
attention at the hands of the General
Government in the matter of improv-
ing navigable streams.

All of these and many other simi-
lar movements show very clearly
how the leading men of affairs in
the chief centers of business are
awakening to appreciation of united
and harmonious effort in any given
direction. It is an age of evolution
in keeping with the spirit of progress
and prosperity, with comparative
forgetfulness of utter selfishness as
a splendid feature. In the old days,
when individuals stood in absolute
fear of competitors in business, there
was no such thing as co-operation in
any department of business. Every-
man was a hated and distrusted rival
in a business sense. In those days
men would meet, eat, drink and ca-
rouse wth one another up to a cer-
tain point and that point was Busi-
ness.

To-day competitors are finding out
each other in the better sense. They
do not show the jealousy of old, they
are less envious and, as Washington
Gladden observed in this city a few
evenings ago, “The world is growing
better every day, largely because of
its men of business.” The pulpit and
the rostrum have contributed gener-
ously to this evolution; the press has
been a most liberal, fair and effective
instructor in the same direction; the
periodicals have given a large share
to the development and the multi-
tudinous array of public welfare bod-
ies— Civic Beauty Associations, For-

in force will never grow less.

The business men are learning by
experience that it pays to do things
and contribute money on certain oc-
casions, and in recognition of cer-
tain conditions, with no expectation
of experiencing tangible and direct
results as returns to them as individ-
uals; that it is quite possible to make
a very good investment, even although
they are unable to figure formally
and accurately as to the percentage of
net profit that will come to them.
And it is because of this experience
that men of learning, men of great
skill, men of wealth, men of splendid
energy and patriotism, are devoting
themselves and their resources to all
departments of public affairs with
an eye single to the general welfare.
It is a result of this public spirt that
state, interstate and National organi-
zations entirely' apart and distinct
from politics as an entity- are work-
ing together in generous harmony

and magnificent force, living active
and powerful demostrators of the
truth of our National epigram, E

Piuribus Unurn.

UNIFORM FOOD LAWS.

Now that we have a National foo |
law, it is the duty of food commis-:
sioHtes generally and the Michigan
Food Commissioner in particular to
see that the State laws on the same
subject are made to harmonize there-
with. it is understood that Governor
W\ arner will recommend appropriate
legislation in his forthcoming bi-en-
nial message to the Legislature, and
it is to be hoped that the Food De-
partment will also get busy in pre-
paring a new set of statutes which
will be in harmony with the funda-
mental law of the National Govern-
ment.

One of the main reasons recently
advanced for a National food law was
that it would tend to do away with
the incongruities resulting from con-
flicting food laws in the various states.
This condition has not only proven
to be very expensive to manufactur-
ers, on account of the multiplicity of
labels they have been compelled to
keep in stock, but on account of the
care the jobbers have had to exer-
cise in shipping goods into different
states. A blunder on the part of a
shipping clerk might result in ex-
pensive litigation for the jobber, and
the retail dealer has frequently been

estry Associations, Municipal Reform jinvolved in matters of this kind to an

Associations, Boards of Trade, Boards
of Commerce, Business Men's Asso-
ciations, Commercial Clubs, and the
like, where individual personal effort,
as well as the payment of dues and
donations to this, that and the other
fund, are bestowed for the good of
the general welfare—have taken prac-
tical hold of the lessons taught from
the pulpits, the rostrums and the edi-
torial rooms, and the momentum now

extent that has proven not only ex-
pensive, but very annoying as well.
Tn view of these facts, it is now in
order for Food Commissioner Bird
to employ some competent person
to prepare new drafts of laws that
will place the Michigan statutes in
line with the Government provisions.

No man keeps tip his reputation
by talking about it.
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THANKSGIVING.
During the first long winter in

Plymouth one-half the little band of
pilgrims died. The winter snow cov-
ered their leveled graves, and when
spring warmth removed that friendly
covering the survivors planted grain
above the graves, that waving blades
of wheat or corn might hide the col-
ony’s loss from the cruel eyes of the
foe whom fear alone restrained from
open warfare. The pilgrims’ hearts
were stout, and though their eyes
might grow dim at times in looking
over the fields where only mysterious
patches of a brighter, green revealed
to their sad knowledge the secret of
the hidden graves, they dashed away
the tears and only strove the more
to carry on the task those tired fin-
gers had let fall. And when autumn
came with iti; abundant harvest the
great thanksgivilly feast they held
was in commumion with the lost. Se-
cure in -the belief that their dear
ones in hapf spheres were re-
joicing with Ihem, they gave thanks
for home, for hancest and for Zliope.

Siroce then Thanksgiving day has
been a day "j: family reunions. The
distanit son reiturns., the grandchildren
gather around the table, the old peo-
pie tike plea:sure in weicoming the
familiar faces that time is changing
and the new faces added to the
widening family circle. It is a day
of careless mirth and thankful glad-
ness. Some go to church to find an
expression for the feelings which find
them voiceless, and others feel only
vaguely, if at all. the need of more
than the tacit acceptance and enjoy-
ment of all that the day brings.
Thoughts of the preachers are apt
to turn to the betterment of civic or
political conditions, reasoning that
the way to show thankfulness for
public blessings is to procure more of
them. Not even these serious
thoughts can turn the character of
the day away from that impressed
upon it at the beginning, an occasion
for feasting on what Providence has
bestowed in reward for courage and
for toil. The minor strain that runs
through the music of the affections is
heard by those whose hearts once
thrilled to voices silent now, but the
spirit of the day is to rejoice.

For what is secure in memory, for
the blessings of the year and the day,
for the promise of the future, may we
he truly thankful.

On account of the inability of Gov-
ernor Warner to be present at the
banquet of the Michigan Retail Im-
plement and Vehicle Dealers’ Asso-
ciation next week, Lieutenant Gov-
ernor P. H. Kelly will take his place
and address the gathering on the
subject of the Retailer’s Relation to
the Business World.



Window
Trimming

Chinaware Should Have
Christmas Windows.

He who has sufficient ability to put
just enough merchandise into a large
show window so that the trimming
doesn’'t look “skindiy,” and just
enough into a small window so that
it doesn't present a cluttered-up ap-
pearance, has reduced his work to a
science.

The windowman at Morse’s general
store has evidently made this prob-
lem a study. He has a large space
to fill, but he divides it up into sev-
eral smaller ones. This week he has
done some of his best work in an ex-
hibit of chinaware.

The compartment, | should judge,
is some ten feet long and six wide.
There is a pretty oak buffet in the
center of the background, flanked on
either side with tall cabinets of the
same hardwood. There are three
small oblong supports, so covered
with lunch cloths that one can not
determine of what the supports con-
sist. They are presumably boxes. On
each of these are samples of the
principal dishes in hundred piece din-
ner sets, those at the sides being
placarded at $12.48 and $15. The cen-
ter bears the card:

Maddocks
English Ware
Complete
Line

The sets at the sides are daintily
decorated, while the center one is
pure white, with a narrow band of
raised work near the edge; very neat
and not expensive; especially attrac-
tive to slender purses whose con-
tents must be most carefully hus-
banded for the necessary expendi-
tures for the approaching holidays.
The support for the white dishes is
slightly tilted, for variety and to al-
low a more direct view by the people
on the other side of the glass. This
set is selected from “open stock,”
which, while not exclusive enough to
suit some, has the advantage of re-
placeableness when separate items
get broken or nicked. In these days
of heedless maids, many ladies de-
pendent on them will not have their
lives frazzled out with the worry of
the care of fine tableware, and pur-
chase plain white china for “every-
day” use. One wealthy lady of this
sensible sort, living in Minneapolis,
says she takes solid comfort since she
adopted cheap china that she does
not care a cent for. She put away
her elegant dishes and breathes free-
ly whenever she thinks of them,
bringing them out now only when
there are guests, and then seeing to
them personally. The way to do if
the housewife would secure peace of
mind.

On the buffet are a large deep cut
glass nut bowl on a wire standard
and a berry dish of ordinary size, al-
so in cut glass. Besides these there
are a silver pudding dish and cake
basket, knife rests and napkin rings.
The piece de resistance is a three

Special
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branched silver candlelabrum, with
cherry-red candles and fancy fluffy
round red shades made of silk rose-
petals. This stands in the center of
the buffet, and is really the most lin-
gering thought of the whole window.
The human mind can't get away
from its fondness for red, which
may hap comes to us from fire-wor-
shiping ancestors. Three electric
lamps, with handsome shades having
bead pendants around their rims,
these lamps being lighted after dark,
and all the evening, add brightness
to the window. | care not how
much light is diffused by the cus-
tomary concealed fixtures of a win-
dow, place a lighted lamp or lamps
therein and see ho withe whole dis-
play- seems beautified.

One arrangement in this otherwise
admirable window space | object to,
as regards the lamps. A tall china
vase is made to do service to raise
the central lamp from the floor. Be-
tween the two is a triple mirror,
showing the front of the sections, the
sides being opened and turned down
in front and back. Two disagreeable
impressions are thus produced: the
instability of the vase and the dan-
ger of scratching the mirror panel
by the rough edges of the lamp’s
pedestal. This mistake, however, is
often made by the best of window-
dressers.

Carving sets are given especial
prominence in this trim, a good-sized
placard, reading as follows, calling
attention thereto:

Special
Sale
of
Carving
Sets

The cabinets are filled with deco-
rated china plates and cut glass.
On top are fancy fruit holders and
one or two vases.

People on the lookout for some-
thing to please the good mother at
Saint Nick’s time could do no bet-
ter than to present her with the gen-
erous sized “turkey set” in old blue
here exhibited, marked $675. Some-
thing praotical like this is sure to be
appreciated—unless the intended re-
cipient has “everything under the
sun,” when such a gift would be but
a repetition of possession.

Dealers in china can make money
at Christmas if at no other day in
the year.

The general placard for this Mon-
roe street window hangs from a
nickel rod, like a banner.

It reads:

Table
Suggestions
From Our

China

Shop
2nd Floor

Both Served Their Country.

“Yes, sir,” said the soldierly look-
ing man, “l have spent fifteen years
of my life in the service of my coun-
try.”

“So have I,” volunteered the lowr
browed individual, offering his hand.
“What were you in for?”

Most of us are more anxious to
vindicate our opinions than to get
opinions that need no vindication.

Business Curtailed by Car Famine.

Marshall, Nov. 27—This city’s in-
dustrial progress continues uninter-
rupted and, but for the shortage in
cars, the shipments from local fac-
tories would be nearly one-third larg-
er than any previous year.

At a meeting held last week the
New Process Steel Co. increased its
capital stock from $7,000 to $10,000,
all of the stock being subscribed by
the shareholders. This company was
organized last June, the factory erect-
ed in September, and so great has
been the demand for its products
that it was deemed necessary to in-
crease the capital stock in order to
purchase more machinery and mate-
rials. This company received a gift
of $3000 from the city upon certain
conditions, among others that at the
end of the first year it should be
employing at least fifteen men. There
are now thirty-seven employed at this
place.

There is talk of forming a com-
pany to quarry some of the famous
Marshall sandstone which lines the
banks of the Kalamazoo River. This
stone has never been used extensive-
ly, although it is admittedly the best
building stone.known to contractors
in this vicinity. The main reason for
not using it has been the difficulty of
obtaining it at anywhere near a rea-
sonable price. If a company could
take hold of the proposition and sell
the stone it is believed that there
would be a big demand for it. Several
local capitalists are investigating the
proposition.

The Commonwealth Power Co. has
commenced the erection of a large

building on the city property in Per-
ryville, which will house its trans-
formers used in furnishing power to
the local municipal plant. The build-
ing will be entirely of iron.

Four years ago the stock of the
Lambert Food & Machinery Co.
could have been bought at half of
its face value. Now the stock is
worth its face value, and it is proba-
ble that at the next annual meeting
a dividend will be declared.

The Borough & Blood Buggy Co.
is having the biggest run of business
in its history and the factory is taxed
to its utmost capacity. This factory
is handicapped by the car shortage.

Hadn't the Capacity.

The baby of a Maryland family had
been through a siege of chickenpox.
The infant’s sister, a girl of 10 years,
being met by the minister's wife one
day, that good woman naturally en-
quired as to how the baby was get-
ting on.

“He’s some better, thank you,” said
the little girl, a shy and non-com-
mittal child.

“Very much better, | trust,” said the
minister’s wife.

“Oh, he couldn’'t be very much bet-
ter,” responded the child, “because,
you see, he’s too little.”

As Good As He Sent.

A wag who thought to have a
joke at the expense of an Irish butch-
er in Detroit said, “Can you supply
me with a yard of pork?”

“John,” said the dealer to his as-
sistant, “give this gentleman three
pig’s feet.”

servi e E

Our aim is to give our custom-
ers the best service possible.
Orders are shipped the same

day they are received.

applies to mail

This
and telephone

orders as well as all others and
if you are dissatisfied with
your present service we solicit

a trial order.

N

yer sZ?

W/lordenQ rocer Company

Grand Rapids, Mich.



Grafting Too Common All Along the
Line.

Evansville, Ind., Nov. 24—Your
article entitled, “Labor Union Graft-
ers,” which appeared in the Novem-
ber 21 number of the Michigan
Tradesman, is as true as steel. There
are thousands of men who can say
the same thing about union men. |
have had the same experience and 1
am very sorry to know that graft-
ing is going on now in every city
in this country among the union
men. Somehow | love the laboring
men—1 guess because | am a work-
ing man myself—but what are we
going to do with the grafters? | love
an honest union man just the same as
I love any other honest person. It
is not a man’s union that makes him
dishonest.  “In union  there is
strength.” This country is full of all
kinds of unions. The retail mer-
chants’ associations are unions and
I know of lots of dishonest men
among them. The bankers’ associa-
tions are unions, too, and there are
grafters among them. There is no
difference between an association
and a union.

I love every member of any asso-
ciation if he is honest, but in all of
these bodies we find the grafter.

I love the preacher if he will preach
the truth as he sees it and is honest
in his work, but | know lots of them
who are some of our greatest
grafters.

In fact, there is not a profession,
a line of business or a trade but
what there are grafters to be found
in it

Now, why is this so? Because the
system under which we live is all
wrong. | can not blame the union
grafter any more t/han a banker graft-
er, but I see a difference between
them. If a union grafter works his
employer and causes him a loss, it
is not so bad as the banker who
takes the hard earned money from
widows and orphans or the preach-
er who takes the widow’s mite.

There is no use talking—this coun-
try is graft from one end to the
other—and it seems that the people
know it so well that nothing along
this line ever surprises them. What
are we going to do with the graft-
ers? Let us use all the power within
ourselves to condemn the dishonest
men and not the unions and associa-
tions as a whole.

Good honest men have been the
cause of all our unions and associa-
tions and the dishonest men have

come into them just to use them
for their special benefit. This is the
case everywhere. Again, | ask all

honest men to use their influence to
hold up the unions and associations
and do everything they can to drive
out the dishonest men and put them
behind the bars.

In a sense, | feel sorry for a union
grafter, for when he is caught he
is generally put behind the bars,
but when a banker is caught he is
allowed to go free, if he happens to
be grafter enough to have money left
to fight the case.

I can plainly see that the poor,
hard working man, the man who is
making everything, is the one that
has no protection, and on the other
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hand the man who does not have to
labor is the one who gets everything
he wants.

Let us stop to see where our lit-
tle graft comes in before we say tog
much about the men who are making
us rich or helping us get a great
deal more than they are.

Edward Miller, Jr.

The Tradesman cheerfully gives
place to the above communication,
as it is glad to give place to any
communication from a patron of the
publication so long as it is couched
in respectful language and under-
takes to convey an idea or set of
ideas clearly and conclusively.

The Tradesman thinks the writer
is entirely wrong in the statement
that we have one kind of law for the
poor man and another kind for the
rich man. In view of the promptness
with which such offenders as Bige-
low, of Milwaukee, and Stensland, of
Chicago, are sent to prison on long
sentences and in view of the large
number of defaulting bankers who
are serving terms at the different
penitentiaries of the country and the
small number of labor union crim-
inals who receive their jusit deserts
and the universal clamor which goes
up as soon as a union man is ar-
rested for any crime, such a conclu-
sion is not only incorrect but mani-
festly unfair.

Pine Barrens Sold for Grazing Pur-

poses.
Ludington, Nov. 27—The past year
has witnessed the remarkable devel-
opment of a new and promising in-
dustry in Mason county. It has been
found that the sandy soil of this re-
gion, so long styled denuded pine
barrens, is admirably adapted for
stock grazing, and the business is
being carried on to an extent of
which even local people are not
aware. During the past season there
has been sold to stock men, from
various states no less than 15000
acres of pasture land, over which
valuable pine forest once grew. Mr.
Landon is now working a deal for
the sale of 8000 additional acres of
local lands to Missouri parties. He
states that there still remains in this
vicinity approximately 20,000 acres
The men who are promoting this in-
dustry intend wintering their stock
on the grounds, securing the neces-
sary feed from the adjoining farming
country. The winters here now are
mild, compared with the snowstorms
and blizzards of Dakota, Wyoming
and Minnesota.

His Ambition.

A well-known man of letters was
telling stories at a literary club in
Boston one night, when he was re-
minded of an encounter between a
Bostonian, professing a love of art
for art's sake, and F. Marion Craw-
ford, the novelist.

In a slightly patronizing manner
the Boston, man asked:

“Have you ever aspired to write
anything, Mr. Crawford, that will live
after you are gone?”

“My dear sir,” replied Crawford,
with a broad smile, “my principal ef-
fort just now is to write something
that will enable me to live while I am
here.”

Found a New Job Any Time.

I think it will make many readers
happy to know how to go about it
to pick up a job any time—Fridays
and Saturdays preferred—whether it
be sunshine or a cloudy day, hence |
will tell about Joe Rix. He had a
scheme that worked to perfection. It
was no trick for Joe to go out and
pick up a job any time he felt like
working. The only essential to the
scheme was a newspaper five or six
days old. And in justice to Joe it
must be said here that he felt like
working often enough to prove the
scheme an absolute success.

At first | paid but little attention
to these periodical innings and out-
ings of Joe. | saw him check off a
few advertisements in the last Sun-
day’s paper, with it about six days
old, chase out after a job, land it
hold it for awhile, and then the same
performance was repeated.

After awhile I got so that I thought
Joe must either be a lunatic or a
bright young man. They do say
that the two extremes meet some-
times, for what a man would want
with a five or six days old newspa-
per in looking for a job was more
than | could understand. Were there
any jobs left after the hundreds of
hungry unemployed who are daily
on the lookout for work got through
with chasing down the advertise-
ments?

But Joe landed the job every time.

“Oh, I'm just lookin’ for a job. I
told you that before!” was all the an-
swer | could elicit from 9iim to my
occasional jolly that he was gazing
at a paper old enough to do for car-
pet layers. And that is as much as |
could ever draw him out on the sub-
ject. He got the job, however, and,
what is more, a few Weeks later-
after the customary preliminary pe-
rusal of the stale “want advertise-
ments”—he would land another

As for myself, I must confess that
he had me completely puzzled, in-
sofar as any solution of the matter
was concerned, i knew that the pa-
per he used was the Sunday issue,
and that his calls were made the fol-
lowing Friday and Saturday, but that
was all. It is here, as the lawyers
would say, that | had to rest my case.
And if it hadn’'t been for a little arti-
cle in the Tradesman which told
about new jobs being so hard to hold,
and that the crisis comes in the first
week, it probably would still be rest-
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ing. When | read that article my
heart fairly jumped, and | knew I
had Joe’s little scheme laid bare. It
was all plain as day now. He got
the Sunday paper, marked a few of
the situations that looked on their
face as though they might be a lit-
tle harder to hold than the average,
and then on Friday or Saturday—
about the time the new incumbent's
week was drawing to a close—would
chase them down. In other words,
he was playing a neat anticipatory
game—and the utter lack of competi-
tion undoubtedly had much to do with
his great success. C. D. Romero.

Making It Right.
She—1 can't bear actors;
so conceited!”
He—But I'm an actor, and you
don’t think I'm conceited, do you?”
She (seeking to recover herself)—
Oh, of course not! I mean the big
ones; the little ones don't count.

they're

Death never stops to consider that
a man may be too busy to die.

School Supplies
Holiday Goods

Wait for the big line.

FRED BRUNDAGE Wholesale Druggist
Muskegon, Mich.

Saves Oil, Time, Labor, Money
By using a

Bowser weasuring Qil Outfit

Full particulars free.
Ask for Catalogue “M”

S. F. Bowser & Co. Ft. Wayre, Ind.

Get our prices and try
our work when you need

Rubber and
Steel Stamps
Seals, Etc.

Send for Catalogue and see what
we offer.

Detroit Rubber Stamp Co.
99 Griswold St. Detroit, Micb.

THE NATIONAL

CITY BANK.

GRAND RAPIDS

Forty-Six Years of Business Success

Capital and Surplus $720,000.00

Send us Your Surplus or Trust Funds
And Hold Our Interest Bearing Certificates
Until You Need to Use Them

MANY FIND A GRAND RAPIDS BANK ACCOUNT VERY CONVENIENT
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hat office Jan. 1
Greenville—Mrs. L. E. Gillam. who

ta:.s of the work connected with the
dress goods department of the David
Jacobson store, having been em-
Proved there for the past thirteen
years, has tendered her resignation to
take effect about Dec. 1

Port Huron—Yokoya & Co.,
Japanese firm, recently opened an art

store here and announced their in-

tention of disposing of their wares at
auction, but soon decided to seek a
new fieid of operations when in-
lormed by City Clerk Wagenseil that
they must pay a license of $25 a dav.

Kalamazoo Morris Kent & Co.,
dealers in produce and grain, have
merged their business into a stock

Co., with a capital stock of
Sio,000. The members of the new
firm are Morris Kent and Glenn B.
Kent, of Kalamazoo, and Frank Kent

several elevators along the line of the
G R &I

Manufacturing Matters.
Marshall—The New Process Steel
its capital stock
from $7,500 to $10,500.

Detroit—The capital
P. R. Manufacturing Co. has been
increased from $50,000 to $100,000.

&loi

stock of the-
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Automobile {is paid in. The stockholders are
Manufacturing Co. has changed its jLeonard Fobear, John Fobear, J. B.
lame to the Marvel Motor Car Co. |Hill and M. H. Shaw, the latter be-

Uetr< ne capiial stock of the ling from Chicago.

|Detroit Automobile Manufacturing  Oakland—A corporation has been
Co. has been increased from $25000! formed under the style of the Oak-
to $50,000. land Creamery Co. for the purpose

Homer—Eric DeMuth, formerly inlof manufacturing butter, operations
charge of the creamery here, has tak- jto be carried on in Allegan county,
en a five year lease of the creamery jThe authorized capital stock of the
at Albion and moved to that place, jcompany is $3,500, of which amount

Pentwater—E. L. Brillhart has an j$2,780 has been subscribed and $L,000

option on the Halstead table factory jpaid in in cash. The officers are T.
and is trying to form a stock com-| \ redeveld, President; John T. Hulst,

the purpose of manufactur-1 Secretary; John Dozeman, Treasurer
) leighs and launches. and H. R. Bredeway, Manager.

Niles--A  corpo; has been  Vassar—D. B. Pinkerton has sold
formed to maniifac 1-1 his yard and lumbering interest
der the style Of th

ter Co., with an
stock of $.000, ail
subscribed and $1,000 paid in in cash, later a member of the hardwood and

Detroit—Noble & Co., manufactur- |shingle concern of Cook, Curtis &
ers of cement and brick, have merg- jMiller, operating a saw and shingle
ed their business into a stock com-|mill at Grand Marais and vicinity,
par.y under the same style, with an Mr. Pinkerton has bought a sawmill
authorized capital of $10,000, all ofjand tract of timber on Black River,
which has been subscribed and paid intar Onaway, and has timber in sight

iin cash. to stock the mill for several years.

Cassooolis—The  Kellogg Switch-  Sault Ste. Marie—The Lake & Rail
hoard Co., the new industry secured Lumber Co., successor to the Brad-

‘tor this pigge, started up last week | ley-Watkins Co., has sold its plant
in the Quildiitgy formerly occupied by jand interests near Algonquin. It is

the Cassgpelis Manufacturing Co. junderstood that the Northwestern

Abeut thirty=five hands are employed Leather Co. was the purchaser, the
[at the euiset: Jconsideration being $25,000. The plant
' DBetreit—TRe Gabriel Concrete Re-jis situated between Algonquin and
mforcemeni Co. has been incorporat- jthe railroad, and has been in success-
ed to manufacture Gabriel processjful operation for a number of years,
for concrete work. The companyjE. L. Stanley, cashier of the Sault
nas an authorized capital stock of jSavings bank, purchased the property
-5.000. all of which has been sub-jfor the leather company. The plan
scribed and paid in in cash. is a quite important one for the Soo,

Kalamazoo — A corporation has

|teen formed under the style of thel
;Kalamazoo Shirt Co. to manufacture
shirts, with an authorized capital
:stock of $6000, of which amount iMichigan Drug Co. To Invade Sagi-
$4.000 has been subscribed, $L,000 naw.
being paid in in cash and $1,000 inj Detroit, Nov. 27—Williams, Davis,
property ,Brooks & Hinchman Sons, known

Benton Harbor—G. S. Burtis, L. E. Itbroufhout the State as the Michigan
Burtis, Wm. S. Robinson and*J. H. Drug Co’ has closed a deal for the
Meeham, all of Chicago, have formed purchase of the Saginaw Valley Drug
a stock company with an authorized ~°‘ “be amount involved is under-
capital stock of $30000 under the stood to be in the neighborhood of

» style of the Benton Harbor Malleable T*00'000 and a*%_lrl Jan- 1 the
Iron Foundry Co. to make castings §ai Drug Co. wiit eperate its new ac-

Il kinds and do pattern and mod- quisition as a branch of the Detroil

el work house.

» Bay City—The new Michigan Pipe 1h€ Saginaw Valley Drug Co. was
Lworks, replacing the plant destroyed ©rganized five years ago and has ad-

_Iby fire some months ago, is practi- vanced so steadily and prosperously
that the annual sales are now about

Jce'}’ finished and most of the depart- .

\ments are in operation. The com- $300000 or $400000. With the added

pany manufactures wooden pipe from Prestige of the Michigan Drug Co.

ipine timber and consumes several mil- behind it the annual sales are ex-

lion feet annually. It has orders now Pected to reach $500000, and the

that crowd its capacity. combined sales of the Detroit and
(Sxall%]inaw houses will exceed $2,000.-

Detroit—The Detroit

Au Gres—Cole & Grimore, manu-
Ifacturers of hoops, have merged their
business into a stock company under
the style of the Cole-Grimore Co,,
» which will continue the business as

The Saginaw Valley Drug Co. was
owned by the Smart & Fox Co., gro-
cer and its transfer to its new own-
er comes as an aftermath, in a way,
to a recent deal of the latter corn-

Jof $12,000 ,all of which has been sub
scribed, $1,637 being paid in in dash £any’- V purchased the PhelP
and 10,363 in property l«raCe & Co.s grocery house in D(

Saginaw—A corporation has been troit. This_ paved the way to opei
formed under the style of the Purity P negotiations fc_Jr the s_ale of th
Pickle & Kraut Co. which will con. drug business, which terminated sue
duct its business in this county with cessfully Friday. - John W SmarF
offices in Bridgeport and Saginaw. who has managed the Saginaw Valle;
1 Drug Co. since its inception, will bi

|The authorized capital stock of the retained as manager for the Michigai
company is $10,000, of which $2,500 Drug Co. in Saginaw.

]
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The Produce Market.

Apples—Spys, $3; Wagners, $3;
Baldwins, $250; Greenings, $250;
Tallman Sweets, $2.25; Kings, $3. The
market is firm and prices are well
maintained.

Bagas—$1.35 per bbl.

Beets—$1.50 per bbl.

Butter—The supply is very light
and the market very strong. All
grades advanced i@2c per Ib. during
the week. The present shortage
comes partly from the fact that the
make seems to be turning out a little
tinder last year, and the fact of an
unusually large demand. There is
considerable storage butter still to
draw from although the supply
could not be called ample. Were it
not for such storage butter as is
available the market would go even
higher. The prospects are for a con-
tinued firm market at probably furth-
er advances. Creamery ranges from
30c for No. 1 to 3lc for extras; dairy
grades fetch 25c for No. 1 and 19c
for packing stock jrenovated, 25c.

Cabbage—50c per doz.

Carrots—$1.5 oper bbl.

Celery—20c per bunch.

Cheese—The market is firm and
unchanged. The make is about nor-
mal and the demand good for the
season. Stocks of storage butter are
lighter than usual and the general
market is very healthy. Indications
point to a continued firm market on
the present basis.

Chestnuts— 14c per Ib. for N .Y.

Cocoanuts—$4 per bag of about 90.

Cranberries—Wisconsins are steady
at $950 per bbl. Late Howes from
Cape Cod are strong at $10 for choice
and $11 for fancy. Prices are un-
changed, with a firm market and
further advances are looked for be-
fore the holidays.

Eggs—The receipts of fresh are
about as they have been, and there
seems to be plenty to go around.
Storage eggs are moving out very
well. The market on both fresh and
storage is firm and is likely to remain
so, although there will probably be
no changes for the next few days.
Fresh fetch 27c for case count and
29c for candled. Cold storage, 24
@25C.

Grapes— Malagas command $4-75@
6 per keg.

Grape Fruit—Florida
$3-75 for either 54s or 64s.

Honey—I15@i6c per Ib. for white
clover.

Lemons— Californias are in small
demand at $4-75@5. Messinas are
steady at $4-75@5-

Lettuce— 14c per Ib .for hot house.

Onions— Home grown, 65c per bu.;
Spanish, $1.60 per 40 Ib. crate.

Oranges—Floridas arc steady at
$3 and California Navels range around
$350. From now on Californias will
undoubtedly be in much better de-
mand than the Floridas, although the
Navels now arriving are many of
them immature, Prices are un-
changed.

commands
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Parsley—40c per doz. bunches.

Potatoes—35@40c per bu.

Squash— Hubbard, ij”~c per Ib.

Sweet Potatoes—$1.65 per bbl. for
Virginias and $3 per bbl. for Jerseys.

White Pickling Onions—$225 per
bu.

Committees To Direct the State Con-
vention.

The following committees have
been appointed by President Fuller,
of the Grand Rapids Retail Grocers’
Association, to supervise the work of
preparing for and entertaining the
State convention, which will be held
here Feb. 12, 13 and 14:

Finance—W. K. Plumb, L. John
Witters, John Lindemulder.
Programme—F. L. Merrill, Ralph

Andre, John Roesink.

Badges—Homer Klap, D. Viergev-
er, E. L. May.

Entertainment—F. W. Fuller, C. J
Seven, Norman Odell, Wm. Andre,
Homer Klap, W. K. Plumb.

Hall—L. John Witters, F. J. Dyk,
John Lindemulder, Wm. Andre, C. J
Seven.

Banquet—E. L. May, F. L. Merrill,
L. John Witters, O. C. Garritt, John
Lindemulder.

Decoration—Gordon Barber, Hu-
bert Daane, Chas. H. Cline, J. A.
Mull, J. C. Andre.

Guy W. Rouse, Manager of the
Worden .Grocer Co., is expected
back to-morrow from a three weeks’
trip to Europe, which included brief
stops at London and Paris. Some of
Mr. Rouse’s friends are anticipating
no end of fun on his return on ac-
count of the mistake made by his
banker in overlooking the signature
to the letter of credit he procured
before starting for the other side. The
omission was discovered by S. A.
Sears, who happened to be in New
York at the time, and Mr. Rouse had
it rectified in time to prevent him-
self and associates from being strand-
ed in Europe.

The Worden Lumber Co., which
has an office in this city at 5x5 Mich-
igan Trust building and carries on
its operations at Bundy, Wisconsin,
has increased its capital stock from
$100,000 to $150,000 and changed its
name to the Bundy Lumber Co.

The American Improved Box Co.
has leased the factory at 423 Straight
street and will begin operations there-
in about Dec. 15. Power will be sup-
plied by a 20 horse power motor,
which will be installed by the Grand
Rapids Muskegon Power Co.

The A. F. Burch Co., which con-
ducts an upholstering and furniture
repairing store at 17 Park street, has
increased its capital stock from $10,-
000 to $20,000.

E. H. Luce, who is engaged in the
grocery business at Lawrence, has
opened a branch store at Decatur,
purchasing the stock of the Worden
Grocer Co.

Bretz & Compton, formerly of
Stanton, have engaged in the grocery
business, the stock being purchased
of the Worden Grocer Co.

The Grocery Market.

Sugar—Raw sugars are just about
steady, but the market would decline
were it not that refiners are now
working on high-priced raws and will
doubtless hold the market up until
these are gone. Refined sugar is un-
changed and in light demand.

Tea—Prices are fairly well main-
tained, but the general market can
be said to be more in favor of the
buyer than the seller. There will
probably be no active buying before
January.

Cofifee—Owing to large speculative
movements and continued heavy
receipts prices are easy and the gen-
eral tone depressed. There must, how-
ever, be some little strength to the
undertone, or the market, with all
the knocking it has gotten, would
have declined even farther. Actual
Rio and Santos coffees are un-
changed and in moderate demand.
Mild goods are steady and unchang-
ed. Java and Mocha are steady at
ruling prices.

Canned Goods—Gallon apples are
rather scarce and the market is firm.
Jersey Keiffer pears continue in de-
mand and Southern goods are fairly
active at the previous quotations.
Peaches of all kinds are scarce, with
a continued demand for lemon clings.
According to some authorities the
strong position maintained by South-
ern packers of tomatoes is based up-
on an actual scarcity of stock that
will measure up to the requirements
of a full standard article. The de-
mand seems to be wholly on the
hand-to-mouth order. There is no
change in the corn situation. Buyers
are looking for bargains, but reject
most of the cheap offerings on the
score of quality or the presence in
the goods of preservatives, which
may make it difficult if not impossible
to dispose of them when the national
pure food law takes effect. While
there is more or less inquiry for peas
the light offerings and the compara-
tively high prices demanded by those
who have any to sell restrict busi-
ness. Spinach has advanced. No
gallons are to be had in Baltimore.
There is not much demand for red
Alaska salmon, but the market is
steady. Other grades of salmon on
the spot are scarce and hardly quot-
able. American sardines are moving
slowly in small lots, but in view of
the short pack and the very small
stock remaining unsold the market is
firm.

Dried Fruits—Apricots are very
high and scarce. Currants show no
further advance, but the market is
strong. Seeded raisins have jumped

‘another notch and the coast quotation

for fancy seeded is 9Lie. The East-
ern market is about the same, mean-
ing that the East is about the amount
of the freight lower than the Coast.
All told, the seeded market is show-
ing an advance of 3Lie per pound
from the lowest point. Loose raisins
have about kept pace. The market
looks very strong, but as the main
buying season ends with the holi-
days, there may be a slight decline
after the first of the year. Apples are
advancing and 8c is now asked in 25-
pound boxes in a large way. Prunes
on the Coast range from 2™M@3JA4c,

5

the latter figure being about bottom
for Santa Clara fruit. The spot quo-
tation for 40's in a large way is 7$ic,
and so on down. The general prune
situation is still very strong. The de-
mand is good, but chiefly for the
larger sizes. Peaches are slow, but
the supply is limited and the market
strong.

Rice—There are no new features
of new interest to report in connec-
tion with the situation. The under-
tone remained firm, with rather limit-
ed stocks. The south reported mod-
erate business and a firm market,
with the mills having continued dif-
ficulty in securing sufficient supplies
of rough.

Syrups and Molasses—Compound
syrup is unchanged and in slow de-
mand. Sugar syrup is unchanged al-
soand in light demand. Molasses is
high, mainly by reason of ,the pure
food conditions. Fancy pure molass-
es is scarce and commands a pre-
mium. Not a single Louisiana plant-
er will guarantee his product to com-
ply with State food laws. They will
go no farther than to warrant com-
pliance with the Federal law.

Provisions—The prices of live hogs
continue very high and the supply
is light. If there was any demand for
smoked meats the price  would
doubtless be higher. Pure and com-
pound lard are firm and unchanged.
Barrel pork is firm and unchanged.
Canned meats are unchanged and
dull. Dried beef is in fair demand
at unchanged prices.

Fish—Cod, hake and haddock are
firm and unchanged. Hake and had-
dock are relatively higher than cod.
The warm weather of the past week
has greatly interferred with the de-
mand. Salmon is steady and un-
changed. The fish situation is about
unchanged. Practically the only
business doing on mackerel to-day
is being done on Norways, which are
still high and in small supply. Irish
mackerel are very scarce and every-
thing obtainable is taken at full
prices. Shore mackerel are in very
low supply. Domestic sardines are
firm and quiet. French sardines are
firm and scarce. Norwegian sardines
are steady at ruling prices.

Wm. Judson has returned home
after a week’s absence, during which
time he attended a convention of the
wholesale grocers of Minnesota and
the Dakotas at St. Paul and also a
convention of the wholesale grocers
of Kansas, Missouri, Arkansas, Texas,
Oklahoma and Indian Territory at
Kansas City. At the St. Paul con-
vention Food Commissioner Slater,
of Minnesota, assured the wholesale
grocers that he would take immediate
steps to have the Minnesota statutes
governing the sale of foods amended
to conform to the National law, and
the Kansas City convention placed it-
self on record by resolution in favor
of the same course by the Southwest-
ern States.

Conklin & Eason, grocers at Ra
venna, have dissolved partnership. Mr.
Conklin continuing the business and
Geo. E. Eason engaging in the gro-
cery business in his own name. The
stock was purchased of the Worden
Grocer Co.



CIVIC IMPROVEMENT.

Some Features Which Grand Rapids
Should Adopt.*

Your Committee on Municipal
Affairs, charged with many and va-
ried duties, begs leave to report
some steps of progress since your
last meeting. At best, the largest
portion of our work is not of a char-
acter to be reported in a formal way
to your body, for it is the uncon-
scious influence of the men of our
Committee, who have caught the
spirit of our endeavor and are exer-
cising daily an influence upon the af-
fairs of our city which is farreaching
and of a value not to be computed
in addresses or reports.

First of all, in behalf of our Com-
mittee, | wish to express our grati-
tude for the privilege of interesting
ourselves through the medium of
Jour body in matters of moment
connected with the progress of our
city. We ourselves are better and
more useful citizens because of the
work we are striving to do.

The Committee on “a Better Gov-
erned City” has a number of thing,-,
which are on the eve of developing
into a report for your Board. The
special Committee on the Smoke
Nuisance, consisting of H. M. Rey-
nolds and F. V. Davis, through Mr.
Keeney's Committee on “a Cleaner
City,” has prepared a very full and
valuable report, which we have not
been able to consider, but which will
be a matter of careful deliberation
before the next meeting of your
body, as a result of which something
clearly defined, which stands for the
opinion of our Committee, will be
presented to you for final approval
by the Board of Trade.

Lee M. Hutchins’ Committee on
“a More Healthful City” will in the
near future have something of im-
portance to communicate concerning
food adulteration, pure milk and good
meats. One of the sub-committees,
having in charge the matter of city
wells, presented a report with reso-
lutions, which was approved by our
Committee and which later in this
report is presented to you for final
approval by.jour body.

The Committee on “a More Beau-
tiful City” lost its chairman, Irvin
Butterworth, and John B. Martin
was appointed as his successor. Mr.
Martin takes up the work with the!
same enthusiasm and earnestness of
purpose and equipment for the work

which  characterized Mr. Butter-
worth’s administration. This Com-
mittee has done the most active

newspaper work of any of our co-
workers. The members are agitat-
ing, in season and out of season, the
abatement of nuisances and beautify-
ing the city by subtraction as well
as addition. It is interesting to note
that through the efforts of Mr. Mc-
Callum and his associates a number
of disreputable places have been
cleaned up, the flagrant abuse of ad-
vertising upon city poles has been
diminished and many people have
been influenced to do effective work
in cleaning up as a result of this
quiet campaign. It is astonishing to

*Report read l_)%/ Charles W. Garfield,
chairman Commiftee on Municipal Af-
fairs, at November meeting of the Grand
Rapids Board of Trade.
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note how many people are having
their observation quickened with re-
gard to unpleasant sights and smells
and noises. We are gathering a col-
lection of photographs, which will
be of real value in the prosecution
of our work, and a resolution con-
cerning a method of furthering this
work | am happy to present as the
result of the united action of our
entire Committee.

The Committee on “a City of Con-
venience,” presided over by S. H.
Ranck, has been actively working
upon several matters, the most im-
portant of which is the block system
of house numbering. When this mat-
ter shall become perfected it will
have the approval of our entire
Committee and will be brought to

your attention in a definite form
with  recommendations. We shall
hold, in the near future, a special

meeting of our Committee for the
purpose of considering this and the
report of the Committee on the
Smoke Nuisance, after which a form-
ulated report will reach your body.

At the suggestion of the officers
of the Board of Trade a delegation
was selected from our Committee
to visit the convention of the Amer-
ican Civic Association, which con-
vened in Milwaukee a short time
ago. This delegation consisted of
J. B. Martin, S. H. Ranck and F. V.
Davis. These gentlemen returned
full of enthusiasm over the delibera-
tions of the convention and made a
very full and attractive report to our
Committee, which will, undoubtedly,
appear in the printed transactions of
the Board of Trade. It is too lengthy
for me to incorporate in this re-
port. Suffice it to say that the work
of the American Civic Association
is along the lines of the activities of
our Committee, and the experience
of the awakening in other cities and
the accomplishment in many of them
is calculated to fortify us in our
attempts to make Grand Rapids in
every way a more satisfactory mu-
nicipality. The delegation was great-
ly pleased with the method in which
Milwaukee has utilized its lake shore
and river border for park purposes,
its success in reducing the smoke
nuisance and the very satisfactory
building devoted to interurban traf-
fic and other purposes. The public
bathing establishments have proved
an unqualified success and the libra-
ry and museum building was com-
mented on very favorably.

In the proceedings of the conven-
tion one of the most interesting
things brought out was the effec-
tive annual art exhibit held at Rich-
mond, Indiana, which brought to-
gether more than a hundred thousand
dollars’ worth of art treasures for the
enlightenment and education of the
people along art lines, and this done
as a matter of public spirit. The
success attending the cleaning-up
days in many states, gathered from
reports of the convention, led the
Committee to believe we could fol-
low this matter up in our own city.
A feature of the convention was a
brief illustrated address on “Mil-
waukee and Its Attributes.” The
Committee recommended that some
work of this kind should be under-
taken through pur Board of Trade

for our own city, so that when any
large convention shall meet here we
can be ready with a brief address il-
lustrated by the stereopticon, not only
to add charm to the meeting, but
to acquaint visitors with the most
important things to see in our city.

In order to condense the matters
which have been approved by our
Committee and are turned over to
you with the recommendation that
your body shall adopt them, | place
in the form of resolutions a number
of matters and ask that they be
adopted by the Board of Directors:

1 In support of the movement
on the part of city authorities to re-
duce the danger of well contamina-
tion by compelling people in the
down town districts to connect their
buildings with the sewer system, we
urge that many thousands of our
citizens obtain their entire water
supply from wells, and that these
wells are liable to contamination
from cesspools and closet vaults,
thus increasing the danger of the
spread of contagious diseases and
consequent injury to health and loss
of life. This danger is not confined
to the down town districts, but is
everywhere present within the area
of the city: therefore

Resolved—That the city authori-
ties be urged to at once, or as soon
as possible, now and in the future,
compel owners of property to con-
nect all cesspools and closet vaults
with the public sewers in all locali-
ties within the city to which the
sewer system reaches.

2. Inasmuch as the city of Grand
Rapids is rapidly forging to the front
as a convention city and the oppor-
tunities are increasing for advertis-
ing our city as a business center and
as a desirable location for homes,
the responsibility is upon us to place
before the visitors to our city, in as
attractive a manner as possible, the
alluring features to which we lay
claim; therefore

Resolved—That the officers of our
Board of Trade are hereby request-
ed to gather as rapidly as possible
a set of stereopticon slides, to be
used jn bringing before the public
in an effective way the strong and
beautiful features of our city, the
same to be used as occasion may re-
quire in connection with the efforts
of our Board to further the inter-
ests of the city.

3. Resolved—That our Board of
Trade should become a member of
the American Civic Association,
that we may receive all of the re-
ports and documents and printed
matter issued by that Association in
connection with its work, for the use
of the various committees of this
Board and for permanent custody in
our working library.

4. As a result of the agitation of
our Board of Trade in connection
with the posting of bills and notices
and campaign pictures conspicuously
to the detraction of the beauty of
our city, it has been ascertained thar
there is an ordinance forbidding the
pasting of notices of this kind and
advertisements of any kind upon the
poles belonging to the city; and it
has also been observed by many of
the members of the Municipal Af-
fairs Committee, who have had this

matter in mind, that the city itself
has been using its poles in apparent
defiance of the text of the ordinance.
For the purpose of ascertaining the
exact legal responsibility in this mat-
ter,

Resolved—That the Secretary of
the Board of Trade is hereby direct-
ed to address a respectful communi-
cation to the City Attorney, asking
the official opinion as to the obliga-
tion of the city authorities in setting
aside an ordinance relative to the
posting of bills on city poles by the
posting upon them of election no-
tices and other communications to
voters and taxpayers, and if the Com
mon Council has a right to discrim-
inate in this matter in favor of the
city as against individuals who may
neglect to observé the provisions of
the ordinance.

5 One of the most attractive fea-
tures of our city is the variety and
thrift of the trees planted for shade
and for ornament along the borders
of the streets and avenues. It is no-
ticeable that a considerable propor-
tion of these trees have, through
carelessness and lack of protection,
been permanently injured by the
carelessness of people in allowing
horses to destroy the bark and the
limbs and in other ways to mutilate
them; therefore

Resolved—That the owners of
property who have been thoughtful
enough to embellish the city through
the planting of trees on the borders
of the street are respectfully re-
quested to provide appropriate and
comely hitching posts for horses, and
in cases where danger of mutilation
exists through the narrowness of the
lawn border, to employ protective de-
vices of an artistic style and char-
acter as a means of saving the trees
from damage.

Your Committee was delighted to
know that the officers and Banquet
Committee had decided upon a plan
for the annual meeting, which has
in view the bringing graphically be-
fore our entire body the work we
have been trying to accomplish
through the various divisions of our
Committee, and we pledge ourselves
to aid in every possible way to make
this method of education a success.

Elektron, a New Element Discovered.

It is reported that J. R. Rydberg, a
Swedish professor, came to the con-
clusion that there must be an element
having less atomic weight than any
element heretofore known, in fact,
only a small fraction of the atomic
weight of hydrogen. It is thought
that the consequences of this will be
very important, and will lead to the
discovery that metals are not simple
elements, but are composed of elec-
trons. It will follow, also, that
electron—as the new element is called
by Professor Rydberg— is a universal
gas, which at all events forms an at-
mosphere which prevails throughout
our solar system. It is also expected
that the new discovery will lead to
full scientific explanations of many
things which up to date have remained
doubtful or unexplained, as for in-
stance, the magnetic storms in con-
nection with the sun-spot periods, the
northern lights, the terrestrial mag-
netism, etc.



PERSONAL RECOLLECTIONS

Of the Presidential Campaign of
1840.
W ritten for the Tradesman.

It is very common to read in the
newspapers or hear public speakers
declaim against corruption in the
conduct of political campaigns, com-
paring them unfavorably with the po-
litical methods of two generations
ago, drawing the unjust conclusion
that the people have lost that nice
sense of morality they possessed in
the early days of the Republic
and declaring that public morals in
the business of public elections are
on the decline.

That such conclusions are errone-
ous a true history of the campaign
methods used in the presidential
election of 1840, recorded by one
who “mingled in the fray,” will go
far to prove:

This bit of history would be in-
complete without a brief mention of
the two candidates: Martin Van Bu-
ren was the candidate of the Demo-
cratic party for re-election. He was
known to be a crafty politician. His
previous administration had disap-
pointed many of his party friends
and, besides, his political methods
were known to be held in contempt
by that grand old hero of New Or-
leans, who once said of him that he
was the *“greatest political scoundrel
in the United States except John C.
Calhoun.” This apathetic feeling lost
him the support of the united democ-
racy and left them unprepared to
meet the whirlwind of wild enthusi-
asm that met them on the threshold
of the campaign. The Whig party
put in nomination General William
Henry Harrison, the hero of Tippe-
canoe, relying for success upon his
military record and the fondness of
the average American citizen for
hero-worship. In this they were not
disappointed. He was a grand old
man. Without claim to statesman-
ship or education in diplomacy the
nomination was forced upon him.
The excitement of the campaign, to-
gether with the hardships of military
life, and the infirmities of old age
were too great a strain upon an en-
feebled constitution and Death claim-
ed him as a shining mark six weeks
after his inauguration.

The tidal wave of enthusiasm that
followed his nomination was unpar-
alleled in political history. From the
very start all discussion of vital
principles dividing the two great po-
litical parties was forgotten, or if
remembered was entirely ignored
and only the grosser passions were
appealed to. Hard cider and whisky,
coon skins and log cabins were their
emblems. Every little village had its
log cabin with its coon skins nailed
to the gable end; every political gath-
ering in the rural districts was dis-
tinguished by its barrel of hard cider
on tap, and bonfires blazed to light
the orgies and gather in the youth

of all parties for miles around.
Ribald' songs were sung by tipsy
singers.

“For Tippecanoe an’ Tyler, too,
With them we will beat Little Van.
Van is a used up man!”

Unbridled passjon ruled the hour,
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even in the rural districts. At the
mass meetings held just before the
election pandemonium broke loose.
These were usually held at the coun-
ty seat. | recall one held at Canan-
daigua. It was announced that Wil-
liam H. Seward, then Governor,
Francis Granger and other distin-
guished orators would be present.
The crowd came into town in wag-
ons drawn by four and sometimes
six horses—wagons geared out to
carry from twenty to -forty persons
each, with a miniature log cabin, the
inevitable raccoon (skinned or alive)
and a keg or barrel of hard cider. |
recall particularly one turnout that
came from the lumbering district at
the head of Canandaigua Lake: An
extensive lumberman by the name of
Davis built a log cabin, upon trucks
constructed for the purpose, the size
of a pioneer settler's first home. It
was drawn by twenty oxen and was
fitted up as a smoking and drinking
room to accommodate a crowd of
one hundred enthusiastic shouters
for Tippecanoe and a fife and drum
band composed of veterans of the
war of 1812, This cavalcade had
started from Naples, twenty miles
away, the night previous, arriving at
Canandaigua at noon the day of the
meeting, singing for “Tippecanoe
an’ Tyler, too,” in true bacchanalian
style. To say that the night of that
day was made hideous would be put-
ting it mildly. 1t was the wildest |
ever witnessed.

With a political campaign thus
conducted what could be expected
of the morals of an election? Boys
of 15 were noisily betting boots
and hats on the result. Petty brib-
ery was common. The saloons were
wide open and voters were led singly
or in squads from the barroom to
the polls and voted as their keepers
directed. There was no system of
registration and repeating and im-
porting voters from one ward to an-
other in the large cities was a com-
mon practice, both parties indulging
in it by common consent. Political
machines, bosses and rings were as
common then as now, only upon a
smaller scale. In the eastern part
of New York Tammany Hall and
the Albany regency were all power-
ful factors, while in the western part
Joe Jonas and company, composed

of Joseph Garlinghouse, Jonas M.
Wheeler and Francis Granger, of
Ontario county, and Millard Fil-

more, of Buffalo, could give any cor-
rupt political machine in Michigan
the best cards in the pack and then
beat them blind.

The corrupting influences that bear
upon legislation from railroad cor-
porations and other forms of con-
solidated capital were not apparent
because they did not exist, but in
smaller matters, in the way of graft
and petty official plundering from
the people’s treasury, they were as
ripe then as now. ,

| believe that if the present laws
governing elections as safeguards of
their purity are rigidly enforced our
elections will be subject to less criti-
cism than at any former period in our
history. W, S. H. Welton,

Growing Demand for Cement Shin-
gles.

Saginaw, Nov. 27—W.ickes Bros,
are now receiving from ten to twelve
enquiries a day about their cement
shingle machinery, and these come
from all parts of the world. Among
the foreign enquiries of the past
week was one from Natal, South
Africa, and domestic enquiries in-
cluded many of the states, while Can-
ada, Alberta and Saskatchewan, Brit-
ish Northwest, were represented.

The local cement shingle industry
is in a very flourishing condition, and
this new roofing material is winning
much popularity. The plant of the
United States Cement Shingle Co,
located here, has been running all
summer to its full capacity and yet
has not been able to fill all orders.
It is now shut down for the winter
as cold weather, under present proc-
esses, is not favorable for cement
shingle manufacture.

The day of the cement shingle is
being hastened by the increasing
scarcity of good wooden shingles and
the high price of first class slate shin-
gles. A first class cement shingle,
with a guaranteed life of twenty-five
years, costs no more -than, the best
grade of wooden shingles. Slate shin-
gles do not allow for expansion and
contraction.  The cement shingle
makes such allowance. It is easily
attached, can be cut in any form de-
sired and gets better as it gets older.

It is difficult to state accurately
what the life of a cement shingle is,
but it probably will last as long as
any building on which it is used, even
although the structure be of brick
or stone. The United States Ce-
ment Shingle Company is now con-
ducting some experiments with new
materials that, if successful, will
greatly reduce the price necessary
in making cement shingles and thus
enable manufacturers to vastly in-
crease their output at lessened ex-
pense.

There are probably over 100 hand-
some residences in this city now roof-
ed with the local cement shingles.
The Germain Temple of Music was
this year reroofed with them, and
they will be used next season on
many important buildings. A fine
class of tiling is made on the same
machines.

Utilizing Materials Formerly Thrown
Away.

Bay City, Nov. 27—The Bay City
Chemical Color Co., the latest insti-
tution secured for this city, started
up its plant last week and is now
manufacturing mineral and coal tar
colors, several forms of shellacs, and
glass and rubber litharges.

This concern is the third in this
city founded solely upon the utiliza-
tion of waste products. It uses as
its principal stock waste materials
from saw mills and one of its princi-
pal sources of supply is the waste oil
and other fluids from the W. D.
Young Chemical Co.’s plant.

The Young plant manufactures
wood alcohol in immense quantities
from waste flooring, etc., while from
the residue made in the distillation
of wood, etc, the Bay City Chemi-
cal Color Co. is now making bril-
liant coloring bases of all hues.
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Sulphuric and other acids are used
largely in the reduction of the stock
materials and some of the finest ex-
amples of the commercial uses of
both synthetical and analytical chem-
istry are performed in the producing
of the pure colors. While the same
product is being manufactured else-
where the process and the materials
used constitute a new method of man-
ufacture.

The company has installed an in-
dependent lighting plant and the
most modern machinery and appa-
ratus. Immense retorts, to cover a
space over 200 feet long, are now be-
ing built.

Deputy Commissioner of Labor R.
H. Fletcher has furnished Secretary
Cutting, of the Board of Trade, with
a list of factories inspected in this
city thus far during 1906. The report
shows a gain of twenty-nine factor-
ies, employing over 700 men, and an
increase in daily wages ranging from
three to twenty-five cents. The total
number of factories now in this city
is 335 in the report. This does not
include the new chemical company
and two smaller shops.

Easing Up in the Car Stringency.
Flint, Nov. 27—During the past
week there has been a slight easing
up in the car stringency which has
been the occasion of much embar-
rassment to the local manufacturers
for the past six weeks. At the sev-
eral plants the forces of employes
in the different departments are be-
ing gradually restored to their nor-
mal status, following a reduction in
the number of workmen as well as
in the working hours consequent up-
on the continued shortage of cars.
While the ordinary box cars have
become more available, however, the
famine is still in full force and ef-
fect so far as the forty-foot cars are
concerned. As these are necessary
in the shipment of vehicles to the
Pacific coast, orders received from
that section of the country continue
to be held up to a serious extent.
Business in all lines of local industry
is at high water mark in spite of the
car situation, and with this obstruc-
tion removed the manufacturers are
looking for a banner year.
Operations at the new plant of the
Weston-Mott Co. are now well un-
der way, with a force of about 100
men. Since the removal of the com-
pany to this city from Utica, N. Y.,
a large number of the old employes
of the concern have followed it to
this city, and others will come as
the company gets in shape to take
on additional hands. The latest dele-
gation to reach here from Utica, con-
sisting of a dozen former employes
of the company and their families,
put in an appearance yesterday.

Practically the Same.

Mrs. Kawner—Do you get pasteur-
ized milk?

Mrs. Crossway— | asked the milk-
man about that, and he said they
had to keep the cows in the barn,
of course, but they fed them fresh
hay, and that’s just about the same
thing, you know.

Many a dog is stolen for his col-
lar.
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FAITH IN OURSELVES.

There is no city having a public
welfare organization which has a
better membership, which operates
more harmoniously or which, under
the circumstances, produces more or
greater results than does the Grand
Rapids Board of Trade. And the
Tradesman vyields to no publication
as its superior in loyalty to that or-
ganization. Because of that devotion,
because of its sincere desire to aid
in every way to increase its useful-
ness, the Tradesman takes issue with
the Board of Trade on the subject of
offering liberal material inducements
tc industrial enterprises to locate in
this city.

Commending, most sincerely, the
splendid work constantly being done,
by our Board of Trade in looking
after and improving conditions as to
transportation, public improvements,
the jobbing and the retail trades, the
securing of conventions for our city,
and all the rest, the Tradesman be-
lieves that the value of that organiza-
tion may be very largely increased by
a change in its policy as to giving
money or real estate considerations
in the effort to increase our indus-
trial equipment. And we believe our
position is well taken; First, Grand
Rapids is handicapped by reason of
not being on a trunk line railway;
next, Detroit, Chicago, Milwaukee,
Indianapolis, Toledo and Cleveland
are in the market for new industries
and are ready to give cash or land
to secure them.

“Any industry seeking a bonus of
any kind is not worth going after,”
is correct, as a rule, but it is the ex-
ception to the rule that the cities
named are seeking and finding, and
it is that exception which Grand
Rapids should be after. All public
welfare organizations are willing to
consider propositions from industrial
enterprises seeking a location, all are
ready to extend “the glad hand,” to
wine and dine the representatives and
“show them around.” All do this and
go so far as to take up and carefully
investigate and report upon all cases
coming to them for consideration.
Once in a very great while an indus-
try is secured in this way because of
some one or two specific and peculiar
reasons which are unique to the town
thus favored; but it is the town
which “puts up” that gets the large

ac-
the
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and good things. True, they get bad
investments once in awhile. So does
every investor, no matter how care-
fully he proceeds.

The Tradesman believes that a lit-
tle serenely intense discussion of this
matter, with an utter absence of big
otry, narrow mindedness and finan-
cial fear, would result in benefit not
only to the city at large but to our
excellent Board of Trade. Of course,
the chief essential—well, what is it?

In the estimation of the Trades-
man it is not cash. First, there must
be a full appreciation of the value
to our city of every new industry lo-
cated here. Next we must be equip-
ped for instantaneous, wise, sincere
and enthusiastic effort whenever an
opportunity to secure a new industry
presents itself. Then there must be
no bickerings over where in our city
an industry may desire to locate.
Finally, assured as perfectly as the
judgment of our most skillful busi-
ness men can assure that the propo-
sition is worth our while, we must
be ready and willing to “pay the fid-
‘ler.” Expensive? Yes. Uncertain?
Yes. So are all ventures in business.
We must have faith in ourselves and
in our city*. That is the chief essen-
tial.

WATCH US GROW.

Forty years ago the city of Big
Rapids was available to Grand Rapids
only after an all-day, wearisome stage
ride over corduroys and other ele-
gances of the State road just com-
pleted. Traverse City was in land
locked isolation, with free and ready
access to the outside world possible
only during the seasons of naviga-
tion. Cadillac was not on the map—
not even its predecessor, known as
Clam Lake. There was no Lake City,
no Kalkaska, no anything municipal
in that direction.

Forty years ago Plainfield, Lapham-
ville, Grattan Center, Newaygo, Ce-
dar Springs and the scores of lumber
camps scattered through the wilder-
ness were the rule to the northward,
and experienced upright men, skilled
as land lookers and real estate ex-
perts, predicted that Grand Rapids
must look to the East, South and
West for its support; that with the
wooded tracts “lumbered off” a ver-
itable desert would remain.

Only a trifle less than a century
ago Government surveyors reported
practically the same thing as to the
entire State of Michigan, and during
the great immigration rush to the
Wolverine State from 1836 to 1840
the hardy pioneers who left their
New England home were mournfully
parted with as reckless adventurers
going to Michigan to court and die
of fever and ague. The entire State
was a swamp with back-water set-
ting in from Lakes Michigan and
Huron, fit only for muskrats, high
bush huckleberries and horse thieves.

What will be the situation fortv
years hence? All along the G. R &
I. and the Pere Marquette are as
fine farms as can be found in Michi-
gan—an entire State of splendid
farms—all developed during the past
forty years. Bustling, energetic, well-
built cities and villages have supplant-
ed the lumber camps; magnificent

orchards, gardens, fields and mead-
ows yield their annual contributions
to the country’s wealth, trappers,
rifles and axes have given place to
artisans and their tools. Banking
offices stand where cook shanties once
held sway and the old tote roads are
followed by well-paved streets, side-
walks and sewers.

During the recent visit of the Su-
pervising Architect of the United
States Treasury Department to this
city, S. M. Lemon told that gentle-
man that the new Federal building
in Grand Rapids must be planned to
accommodate a city of a quarter of a
million of people within the next
quarter of a century. And there
have been people who have, since
that remark, called Mr. Lemon a
visionist in this respect.

Let's see about it: Statisticians
state that, once a city attains a pop-
ulation of 50,000, it never grows
smaller; that the percentage of in-
crease in such a population’s growth
is 3500 per year; that a city of 75,-
000 population increases 5.000 a year;
that a city of 100,000 population in-
creases 12,000 a year. If this ratio of
increase is applied to Grand Rapids
with its present 120000 population,
Mr. Lemon is on the safe side by a
large majority. And not only that,
but that vast unimproved territory
between our city and the Straits will
contribute a volume of business to
Michigan’s western metropolis more
than quadrupling the present income
from that direction.

A PARAMOUNT ISSUE.

Someone has said that “it is time
lost to live in the past;” and some-
body else has remarked: “We learn
from the past how to live in the fu-
ture.” Neither observation is particu-
larly valuable because that which
seems to be an essential in human
nature compels each person to work
out his or her own salvation. We
will not, at least we do not, profit
as we should from the experience of
others.

This week the Michigan State
Forestry Association is holding its an-
nual convention in this city, with men
and women present who are promi-
nent as advocates and defenders of
the science and practice of forestry
in the matter of rehabilitating the
jack-pine barrens of Michigan. They
are studious, energetic, persistent and
enthusiastic in their advocacy of the
righting of our great wrong inflicted
upon our commonwealth by those
who have ruthlessly stripped Michi-
gan of the finest forests on the foot-
stool, and they are determined to end
the present-day swindling of inno-
cent purchasers of absolutely worth-
less territory, who are led by un-
scrupulous speculators to believe that
they are buying good tillable farm
land. The chief obstacle of these re-
formers lies in the public land laws
of our State.

Their case was made out years ago,
so that any fair minded, generous
and patriotic citizen could clearly un-
derstand it and, comprehending, could
not but give his support to the cause.
The revelations on both sides of the
guestion came from the past. The
reformers had been compelled to live
in that past and, probably because of

that fact and the additional fact that
selfishness remains as a dominating
force in human affairs, they have been
dubbed idealists, revolutionists and
“cranks.”

All reformers are “cranks,” to use
the vernacular, and necessarily so.
They are investigators in the practi-
cal sense; they are students who dig
deep and experimentalists who are
brave. Each new turn in their pro-
ceedings may overturn all previous
results for which they have striven,
and yet they go on determined to lo-
cate permanently the absolute truth.
They do not fear disaster in the
working out of their own salvation.

Before many weeks the Legisla-
ture of Michigan will assemble at
Lansing. Popular opinion has been
wrought to that point where it be-
lieves that the most important mat-
ter to come before that body will be
the election of a United States Sena-
tor as the successor to Gen. Russell
A. Alger. That is an important
matter, but however it comes out the
successor and the co-ordinate results
of his election will be absolutely for-
gotten when the practice and science
of forestry will be paramount as a
factor in the general welfare of our
State.

That which will live longest in the
proceedings of the Michigan Legisla-
ture this winter will have no relation
whatever to the election of a United
States Senator. The tragedies of
Thomas W. Ferry’s defeat and of
Zachariah Chandler's sudden taking
off in Chicago have no interest what-
ever to those most active in the af-
fairs of our State to-day; while, on
the other hand, every taxpayer is in-
terested in the almost criminal in-
difference—the wretched incompe-
tency of our State government the
past thirty years in its handling of
the public domain. All of these rec-
ords are from the past and the leg-
islator who fails to acquaint himself
with the present forestry situation
in Michigan and with the records
which tell the story of that situation
will commit an unmistakable and ir-
reparable political blunder.

Another instance of a hunter mis-
taking a man for a dear extends the
already long list of these casualties.
It would certainly seem as if some
way could be devised to prevent these
accidents so many of which result in
death. The dangers of the woods in
the autumn are enough to keep hun-
dreds at home. Too often a human
head or shoulder is made the target.
If those who hold the guns would
only be sure before they shoot there
would be less peril, but somehow no
warning seems to be sufficient. But
this is not the only peril at this sea-
son. The high power rifles which
send the projectile so swiftly that it
can ikll what it hits a mile away
create a new and serious danger
from stray bullets. The hazard on
this account is by no means what it
is from mistake as to the mark. There
is no pleasanter place for many peo-
ple than the woods and no finer sport
than hunting and those interested
should devise some scheme for les-
sening the liability of accident.



STORIES OF HUMAN NATURE.

the Well-Intentioned
Young Man.

W ritten for the Tradesman.

A man who had given some little
study to the labor question in its
many phases concluded that it is al-
together wrong for women and girls
to go outside their homes and earn
money. As he expressed it, “If these
deluded fe.males would just stay
where they belong, in the sheltered
homes where God has placed them
and wants them to remain, then the
positions they are occupying in
stores, offices and factories would be
filled by male help who would get
larger pay for the work. Men who
have been crowded out of these
places would then have well-paid em-
ployment. Such as have families
would be enabled to support them
in comfort. Single men could and
would marry. Young ladies, instead
of toiling through endless weeks and
months for a pittance barely suffi-
cient to keep soul and body together,
would be well supported by their
fathers, till such time as they should
step into pleasant homes of their
own.”

The man about whom this is writ-
ten was not, of course, the originator
of these ideas. Numberless people
have had the same convictons, but
he was more deeply exercised about
the subject than most are and being
a well-intentioned fellow and also
young, he set out to show people
this error that seemed to him so ob-
vious and produce a reform.

He began with employers.

First he secured an audience with
the proprietors of a large department
store. Enthusiastically he laid be-
fore them his plan of dismissing all
the women and girls and filling their
places with men at higher wages.
For a moment his hearers were
dumbfounded. Then one of them got
his voice.

“We can’'t do it. We have to com-
pete with other firms that pay their
help about the same that we pay
ours. We couldn’t sell goods at the
prices we should have to charge if
we employed only men.”

Attempt  of

Not dismayed by this failure, our .

hero talked next with the head of a
large manufacturing establishment
from which a long column of women
and girls poured out every night with
the closing whistle. The reply was
prompt.

“So long as we can get the women
and girls to work, we have to employ

them. It isn't a question of whether
we want to or not. We must sell
our products in competition with

those of other factories where wom-
en work. We can't put in men and
give them bigger pay. If you_can
persuade all women and girls to quit
wage-earning, then a readjustment
would be necessary and we should
have to employ men and boys or not
make goods. As things are now, we
can't make the change you suggest.”

Our young man talked with an-
other manager, who took the matter
as a huge joke and laughed loudly.

“I'll tell you, you just convince all
the other employers of women in the
whole blessed country to quit hiring
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them. We’ll hire men in their places
just as long as the rest will.”

Seeing that he was making no
headway with the employers, our
friend determined to present his ar-
guments to the women themselves.

The first one to whom he talked
was a married woman, working in an
office.

“1 should like to stop for I am very
tired and besides | am needed all the
time at home. But | just can't My
husband is too sick to work and we
have two children. It would not help
us, anyway, if he could get this posi-
tion at a higher salary than | am
paid for he is not able to fill it. He
earned good money as long as he
could work.”

The young man next got the at-
tention of a young lady who sat at
a machine in a factory. She listened
closely to all he had to say for she
was more thoughtful and intelligent
than most of her class.

“I do not see that | can quit work,”
she said when he had finished. “I
live at home and am the only one
of the family who is earning except
father. The younger children are in
school. My father is a carpenter. It
wouldn’t give him more work nor
better pay, were | to stay home and
earn nothing. As it is | make my
own living and help clothe my sis-
ters.”

The plan was next presented to a
young woman who had a pleasingly
frank and vivacious manner.

“You are just right. 1 don’'t mean
to work in this noisy greasy old hole
a day longer than | have to. Just
as soon as Dick gets his promotion,
we are going to be married. | am
going to keep on working till he gets
the raise for | shall want some pretty
good clothes and | should like to
buy some little things for the house
with my own money. | don’t know
whether your plan would work very
well or not,” she continued doubt-
fully. “I am quite sure if | had staid
at home and worn old clothes as I
should have had to do that | never
should have gotten Dick. He just
wouldn’t go with a shabbily dressed
girl.”

As a final attempt our friend tried
to persuade to his way of thinging
a women past forty who had worked
for the same firm twenty years, and
by faithfulness and ability risen to
a good paying position.

“You want me to give up this
place which | hold as a result of put-
ting in the best years of my life in
the service of this firm, in order that
some man may have it. If it were
were given to a man, which is not
probable, then if he were married, he
would, of course, very properly de-
vote his earnings to the support of
his family. That wouldn’t help me
any.”

“But if he wete single”—protested
our young advocate.

“He probably would not be at my
feet with a proposal,” laughingly re-
plied the spinster.

“When you suggest that | give up
a good-paying job in order that some
young and pretty woman may get a
husband, you are asking too much of
human nature. | may as well say

that | flatly refuse to do anything of
the kind."

The young man returned home and
went to work. He had not changed
the opinions of one human being but
he had himself been convinced of an
important truth which is this—A the-
ory may seem very plausible and
very strong and it may still be im-
possible to get people to adopt it in
actual life. Quillo.

Another Wail From an Old Bachelor.

The modern young man is in-
veighed against by the hostesses of
to-day for many reasons. Crystal-
lize them, and you will find that they
consist of only two; he has sporting
instincts and he is poor.

Just as a man will not go out
shooting if he may never under any
circumstances hit anything; just as
he will eschew fishing if he is not
permitted to catch a fish, so in pre-
cisely the same way he avoids the
dance, the dinner, and the afternoon
tea, because he knows that they can
all lead to nothing.

The language of the eyes, the whis-
pered soft nothings, the palm-cov-
ered sequestered nooks, only pave
the way that leads to marriage. And
our young man, just because he is a
sportsman, just because he knows
that for the present marriage is be-
yond his reach, hesitates to raise
hopes in a young feminine heart,
hesitates, too, for fear of finding him-
self on the brink of the matrimonial
abyss, which at so early a date can
only bring ruin to his own career and
that of the woman he may learn to
love.

For one man who can afford to
marry under'thirty years of age there
are ninety-nine who can not; and it
is the ninety-nine, not the one, who
would make the partners of the ball-
room.

'l wonder how many maidens of to-
day realize, amid their inane round
of social gaiety, the wonderful, in-
estimable value of a wife’'s sympathy
and co-operation; how its presence
may take a man soaring to the
heights over every difficulty, every
danger, every obstacle; how its ab-
sence may drag him down, down to
the lowest depths, whither he would
never have gone alone?

The majority of us are poor, with
our living to make, and our names
to write—if only in tiny letters—
somewhere on the scroll of fame. It

is not that we are ungallant; it is
not that we do not admire these but-
terfly maidens. But “hope deferred
maketh the heart sick;” and to begin
a flirtation at twenty-five, with the
prospective bride of one’'s fortieth
year does not appeal to many of us.

If, then, matters are to be mended,
if ballrooms are to be filled and din-
ner parties patronized, the maiden of
to-day must descend from her lofty
pedestal, or, at least, make clear to
us that the steps which lead to her
feet need not be paved with gold.
Let her take her young life, at any
rate, as seriously as we do ours. Let
her realize that she, too, has a career
before her which, though domestic
and unworldly, is none the less im-
portant. We want her and she wants
us—Nature has so ordained it. But,
alas! we can not submit to her mot-
to: “You pay, and | will look pret-
ty.

These strenuous times will not per-
mit it

And why?

Because the fiat of society has
gone forth that a wife must be a
luxury; and luxuries are not the lot
of the average young man.

And here, forsooth, are hostesses
grumbling because we struggling
clerks, striving doctors, hitherto
briefless barristers, underpaid school
masters, are not eager to marry! It
is not as if these embryo brides were
of the kind to help us in our up-
ward struggle.

Such ladies must be kept in that
station of life in which it has pleased
God to call them; and, indeed, they
are fit for no other. They can not
sew; to cook they are ashamed. They
are completely ignorant of the prop-
er organization of a household; their
experience in dealing with servants
they propose to buy at the bride-
groom’s expense.

In fine, the sum total of their at-
tainments consists in a limited knowl-
edge of the rules of bridge and a
distant hope of succeeding in golf.

Meanwhile, their parents sit with
folded hands, smugly satisfied with
their brilliant offspring, hoping for
the modern young man to come
along and offer—if we may compare
so delicate a subject to business—
their daughters a position which
commands an enormous salary, and
for which they have had no train-
ing and no experience.

”

F YOU could look over the ship-

ping clerks

bills of lading it

would convince you of the grow-
ing popularity ofour GRANITE

COATED

ROOFING.

A granite coated roofing, the result of long investi-

gation.
durable and useful.

The only roofing on the market that is both

H. M. Reynolds Roofing Co. Grand Rapids, Mich.
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Special Features of the Grocery and

Produce Trade.
Special Correspondence.
New York, Nov. 24—The World

publishes an illustration of some food
products with the price printed on
each, as compared with the prices a
year ago, and almost everything is
from 10 to.40 per cent, higher. By
implication the grocer is to blame
for the advance. The prices given
as those prevailing are absurdly high
and it is doubtful if prices taken to-
gether are any higher than a year
ago. Turkey is given at 40c—a price
that must have taken a great deal of
time to secure. Mince pies are mark-
ed up from 60c last year to 80c this
season; eggs from 35¢c to 40c, and
so on through the list. They have
nothing to say about flour, which is
cheaper, because this would be “agin”
their policy, which is to “knock the
trusts.”

The spot coffee market seems to
be a waiting one. Perhaps after
Thanksgiving there will be a reviv-
al, but at the moment dealers are
pretty well supplied and are taking
only small quantities to keep assort-
ments unbroken. The crop move-
ment is tremendous, as receipts at
Rio and Santos from July 1 to Nov.
22 aggregate 9545000 bags, against
6,712,000 bags during the same time
a year ago. In store and afloat there
are 3,932,346 bags, against 4,516,906
bags at the same time last year. A
steady market seems to prevail for
East India coffees and quotations are
unchanged. Good Cucuta and other
Central American and Mexican grades
are steady.

Jobbers in several instances say
they have had a very good call all
the week for teas. Orders have come
from many out-of-town points and
the general situation seems in favor
of the seller. Congous are still scarce
and Japans, being in very few hands,
are firm.

Quotations on rice are not advanc-
ed, but there is a strong undertone
to the market and the demand all
‘the week has been of an encourag-
ing nature.

The demand for almost all sorts
of spices has been active and rates
are firm. Cassia, in particular, is in
request, and ginger is a close second.

The molasses market shows little
change. Quotations are firm and nat-
urally the call at this season is ac-
tive.

Canned goods have had a quiet
week. Someway “tinned” goods do
not appeal to the Thanksgiving ap-
petite and more call exists for fresh
stuff and dried fruits. Of course there
is always something doing and, in the
aggregate, quite a trade exists, and
the general tone of the market is
stronger week by week. Ninety cent
tomatoes are not so plentiful as a
week ago and 927c is more fre-
quently quoted, while some want 95c.
Gallon apples are strong. Almost
every variety of fruit in cans in com-
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paratively scarce and brings full quo-
tations.

Butter is very firm. Supplies are
by no means overabundant so far as
top grades are concerned, and the
tendency is to a higher basis. Extra
creamery, apj”c; seconds to firsts, 24
(328c; held stock, 24(3270; imitation
creamer}-, 20(322c; factory, 17(0)200;
renovated, 18(3)230.

Cheese is well sustained at 1334c
for top grades of New York full
cream. The demand is very satisfac-
tory.

The week has brought little, if any,
change to the egg market. The re-
ceipts of near-by stock have been
light, but no further advance is to be
noted. Under grades are well sus-
tained and finest selected Western
are worth 33c; average best, 31(0)
32c; refrigerator stock, 2i@24c.

Business Points of View.

A shoemaker on the coast of Maine
having been asked by a summer cot-
tager for the amount of his bill for
a certain cobbling job,replied:

“It will be seventy-five cents if you
pay cash, and fifty if | put it on the
books.”

The patron, unable to see the wis-
dom of such a system, asked for an
explanation.

“You see,” said the shoemaker with
a smile, “if you pay me the seventy-
five cents down | make a good profit,
and if | put it on the books for fifty.

I don't lose so much if you never
pay me.”

The above financial point of view
may be matched only by a somewhat
similar one which is held by a Nan-
tucket storekeeper. One of his cus-
tomers, having found that which he
considered an unusually good cigar
for five cents, thought he would
economize by purchasing a number at
a discount.

“How much do you ask for these
by the hundred-' he asked.

“Six dollars,” replied the
keeper.

“What!” said the patron in blank
astonishment. “Do you mean to tell
me that you ask more for them by
the hundred than singly?”

“l do,” said the storekeeper, who,
noticing the puzzled air of the other,
continued: “You see, | lay in a couple
of boxes at the beginning of the
season and they wusually pull me
through the summer all right if |
sell them one or two at a time. Now,
if 1 should sell them for four-fifty
a hundred, 1I'd cut my profit down,
because some millionaires would
come along and buy both boxes at
once, and then I'd have to send to
Boston for more, and while they were
a-coming there wouldn’'t be anything
for anybody to smoke, and there
would be trouble all round. | tell you
five cents apiece for the cigars is all
right, and when a man has so much
money that he can afford to buy a
box at a time he ought to be willing
to pay at the rate of six cents apiece
for the luxury. | tell you, | ain't
been a-runnin‘ this here store for
nigh onto twenty-seven years without
learnin’ nothin’.”

store-

The fact that your creed fits you
like a coat does not warrant you in
making it a uniform for all men.

Why It Sells

Because, in the manufacture of Crescent
W heat Flakes, we retain all the nutritive
parts of the wheat.

Because it is more palatable than others.

Because the package is a large one, and
tilled.

Because it sells at 3 for 25c and gives you
25 per cent, profit, when sold at 10c it pays
you 50 per cent, profit.

Because its quality is guaranteed.

$2.50 per case.

$2.40 in 5case lots, freight allowed.

For Sale by all Jobbers

Manufactured by
LAKE ODESSA MALTED CEREAL CO. LTD., Lake Odessa, Mich.

U. S. Horse Radish Company

Saginaw, Mich.

Wholesale Manufacturers of

Pure Horse Radish

Riches are a blessing
If your heart’s located right.

Eat “AS YOU LIKE IT” horse radish,

"Twill put ginger in your bite.

Judson Grocer Co.
Grand Rapids, Mich.

acts as distributing agent for

WHITE HOUSE

DWINELL-WRIGHT CO.

The cleanest, most honest and genuine-
ly highest grade straight coffee that was
ever roasted by living man.  There
isn t another coffee canned that begins
to have the record for uniformity “White
House has, nor anywhere near its ex-
quisite flavor and smooth, slick pala-
tableness. Pin that to your lapel.



Old Men Sometimes Strike a New
Gait.

One of the worst and inexcusable
errors that any worker can make is
that he is too old to begin some new
work. He too often is deterred from
embarking, in some venture by the old
saw, “You can’'t teach an old dog
new tricks.” Now, according to his-
tory and to the experience of many
men who -are making the history of
to-day, this saw should be wiped out
of existence and in its stead should
be substituted the more truthful ana
more helpful saying, “It is never too
late to learn.”

Young lawyers, of whom there are
several hundred in Chicago, discour-
aged, or nearly so, because clients do
not come in quickly enough, and be-
cause office rent and other expenses
go along just the same whether there
be clients or not, should remember
that it was not until Lord Russell, of
Killowen, Chief Justice of England,
was 45 years old that he secured a
case of any consequence. Until that
time he had occupied a position just
as obscure as that of hundreds of
lawyers in Chicago. Henry Labou-
chere, the editor of London’s fear-
less paper, Truth, retained the bril-
liant Russell, he won that case, and
many others, and in eight years had
risen to the highest legal office in the
United Kingdom.

The thing that discourages so
many workers who would achieve
success instead of failure if they
worked under proper auspices is that
they have held up to them continual-
ly a recital of the great deeds that
have been performed by the young.
They know that Bryant wrote “Than-
atopsis” when he was 18, that Dion
Boucicault wrote his great comedy,
“London Assurance,” when he was
one year older, and that Keats died
at an age at which most men are
just beginning to work and that he
had at the time of his death written
poetry that will live forever. They
are told about Edison’s boyish in-
ventions and about the success that
attended the early efforts of Lord
Macauley and any number of other
early blossoming geniuses or posses-
sors of talent.

Such narratives if long continued
are enough to make any man who has
not found himself, and some symp-
toms of success in himself, during his
early years think that he is destined
to be numbered among the also rans
in the race of life. Nothing could be
farther from the truth.

It is well for those workers who
have not yet struck their stride to re-
member that the solid, substantial
successes of life have come to men
who have been prepared to receive
them. Such preparation is not a mat-
ter of genius. It is a matter of hard
work. It only is by a long process
of discipline that the really valuable
man educates himself to such a de-
gree that when his opportunity comes
along he is fit to grasp it and to util-
ize it to the fullest. There are work-
ers in every profession, business and
trade that are flashy performers, as
the saying is. They accomplish re-
sults with an ease and facility that
rouse something akin to envy in the
souls of others who may be just as
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clever but who have not the quality
of being able, so to speak, to put
their best goods in the show case.

But the man who does the cred-
itable thing under great responsibil-
ities is not the youthful genius who
does easier things so easily.

When a great canal is to be dug
or a transcontinental railroad laid, or
a big subway constructed, or some
work performed that is out of the
class of the easy things it is the old-
er man that gets the job. And he is
ready for it only if he has been work-
ing in his youth.

And the things that have been ac-
complished by men who have pass-
ed that first flush of youth are won-
derful. The true stories that there
are of middle aged lawyers who have
gone to Chicago and middle aged
physicians and middle aged business
men, too, and in a strange city, com-
peting with men who have lived there
all their lives, have carved out suc-
cess for themselves—these stories are
a constant inspiration to the man
who wants to make a real and a last-
ing success. They teach him that
those whom the gods delight to hon-
or do not always get their honors
and rewards before they get their
gray hairs. It teaches that a little
patience is a great help toward con-
tentment and that the wise man is he
who is willing to wait, undisturbed
by the facile successes that come to
younger men and confident that when
his own turn comes he will be ready
to make the best of his opportunity.

L. Warman,

What Makes a Good Pipe.

Pipes are smoked by millions, al
ways have been, always will be, yet
not one smoker in a thousand knows
the elements of a good pipe. Engi-
neers have been known to talk by
the hour over the draft of their fire-
boxes and never once in half a life-
time think of the draft in their pipes
which they smoke hourly.

Sage attention is paid to the pipe
material, all of which has little if any-
thing to do with the qualities of a
pipe, and generally nothing whatever
is thought of shape and proportion,
the two things that make a pipe good
or bad. A 2-cent postage stamp
spent with intelligence will buy as
good a pipe as there is in the world;
everything added to that price is for
ornament, vanity and especially for
ignorance.

The corncob holds a high place
among pipe smokers and deserves
this place—usually—for the best of
scientific reasons. When a pipe is
built on right principles the bowl is
as narrow and deep as is convenient
to fill; the hole in the stem meets
the bowl at the very bottom and in
the center, thus insuring a perfect
and even draft, hence a complete and
even burning of the tobacco. The
cake prevents the fire from burning
the bowl, thus prevents making its
bore larger or uneven, which would
in proportion spoil the draft. The
sides of the bowl are thick to keep
in the heat, thus making the burn-
ing at the same temperature at the
edges of the tobacco as at the cen-
ter. In this way a clean sweet
smoke is assured.
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The advice of Bank Directors is frequently sought by those
thinking of investments. They often have inside information
which the average man does not.

The Citizens Telephone Company has among its stockholders

more than forty who are Directors of Grand Rapids banking in-
stitutions. That shows their opinion of its stock.

The thirty-seventh quarterly dividend of two per cent.,
$47,532.69, was paid last month.

Shares, $ioeach. Take one or as much as you want.
' E. B. FISHER, Secretary.

The

Old National
Bank

No. 1 CANAL STREET

Assets

Over
Seven
Million
Dollars

But Our Satisfied
Customers Are Our
Best Assets O @i tai

FRANKLIN

Type H Six Cylinder Touring Car $4000.00

Shaft drive. Sliding gear transmission.
Franklin disc clutch. 120 inch wheel base.
Horse Power. 2400 Ibs. 60 miles an hour.
front. Full lamp equipment.

This car is the present-day limit of touring car ability. It seats seven
facing forward. It’s sumptous design, upholstering and appointments are
in keeping with its ability.

It was a Franklin H converted into a Runabout, but with a load bring-
ing it up to 3150 pounds, which made the astonishing record of 15 days 2
hours and 12 minutes over the roughest roads in the Uniied States from
San Francisco to New York. More could not be said for its usuable
power, reliability and endurance

Ask for the book containing story of this world’s record—also the new
Catalog of 1907 Franklins.

Shaft Drive Runabout -«
Light Touring Car *

Three speeds and reverse.
7 passengers. 30 “ Franklin
Ironed for top and glass

$1800.00
- $1850.00

Large Touring Car > = $2800.00
Six Cylinder Touring Car $4000.00

ADAMS & HART, West Michigan Selling Agents
47-49 No. Division SL Grand Rapids
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Some Cardinal Principles Butchers
Should Observe.

One of the most important things
for the retail butcher to keep in mind
is attentiveness to customers, both by
himself and his clerks. The Ameri-
can people are high strung, and con-
sider themselves of great importance,
and this is especially’ true when they'
have a little money to spend. It is
human nature to like to be treated
courteously, and aside from business
reasons it is the duty of every man
to treat his fellow man in a cour-
teous manner. Every man and every
woman looks for it and resents every
form of discourtesy’ But when a man
starts a butcher market he is depen-
dent upon the people for his suc-
cess, and although he may be tired,
and although he may be in a bad
humor as the result of business an-
noyances, if he wishes to be a real
success he must hide beneath a cheery
countenance and a kindly word every
form of annoyance. A smile begets a
smile and a beaming countenance
drives away impatience. There will
be times in every market when some
of the customers will have to await
their turn, but it is practically invit-
ing your customers to seek a new
market to allow them to stand around
unnoticed while a half dozen custom-
ers are waited upon, and then to say
in a gruff, hurried voice, “Well, what
can | do for you?” Such treatment
tells your customer that ywou do not
care a continental for him—all you
want is the money' he will leave with
you, and that you do not care how
much you inconvenience him so long
as you get the money. When the
prospective customer crosses your
threshold you should immediately
greet him pleasantly .Give him to
understand that you are sorry' to
keep him waiting and that you will
gladly serve him as soon as possi-
ble. Don't forget that the little girl
or the little boy who comes to your
market has influence at home and
that a cheery salutation with a gen-
uine ring to it will make the little
girl and boy business allies in their
household. One of the great assets
of a butcher and one of the most
valuable qualities of a clerk is to be
able to keep waiting customers in a
good humor. But you can not do
that by’ ignoring those in waiting.
You can not keep them from leaving
your store if you ignore them.

Another mistake that many butch-
ers make is to smile most differen-
tially' upon the rich and influential
customer in the presence of a num-
ber of other customers, and then to
vent their spleen upon the half doz-
en or more customers who have no-
ticed the former affability. Did it ever
occur to you that the poor man eats
just as much and perhaps more than
the rich man? He may not buy the
choicest cuts and may not leave quite
so much money with you, but you
well know that if every one purchas-
ed only the choicest meats you would
lose all the medium and cheaper
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grades of meats. Further, the poor
are vastly in the majority’, and with-
out them your business would be
ruined. Then, too, the poor man or
woman appreciates courtesy much
more than the rich, for they get it
everywhere and think nothing of it
They often resent assumed courtesy,
for they' are able to detect it quite
readily'. No American likes one who
makes himself a slave in manner.
Make your courtesy natural, but make
it the same for all. Don’t stoop to
silly flattery' but flatter people by a
genuine desire to serve them well
and by courteous attention. Abject,
senseless flattery' is not only resent-
ed, but breeds distrust. The cus-
tomer is likely to weigh his pur-
chases when he arrives at home if
the proprietor or the clerk has put
on the coat of flattery too thick.

Perhaps it will be thought that a
word of caution with regard to the
over-representation of goods is en-
tirely superfluous and ungracious. |
wish this were the case, but | fear
that the observation is not at all
out of order. Very often the zeal
and ambition of the clerk carry him
farther in this direction than his em-
ployer would wish him to go. Again,
there are those in business who al-
low their desire for gain to impart
an elastic quality to their consciences,
and who lose sight ofth e fact that
nothing can be more fatal to their
final success than misrepresentation,
no matter how mild.

As a sheer matter of policy it is
far better for the butcher to under-
state than to overstate the merits of
his goods. When a butcher gains a
reputation in his community for nev-
er misrepresenting his goods he is
on the high road to success. He will
command the trade of his neighbors
and he will hold it against obstacles.

In selecting his clerks every butch-
er should give careful consideration
to securing those who have tact,
pleasing manners and all that is in-
cluded in the term “a good personal
address.” At the same time it will be
well for him to remember that a
clerk may have all of these qualities
and still be a comparative failure.
Here is a clerk, for example, who
outclasses all his fellow-workers in
personal popularity with customers.
His graces of manner attract the pa-
trons of the store to him to a de-
gree which marks him as an excep-
tional favorite. In spite of this, the
totals of his sales from week to week
fall below several of his colaborers
at the counter. He puts in as many
hours as they do and works as dili-
gently as they. Here, on the face of
things, is a clear contradiction which
is decidedly puzzling to the butcher.
What is the difficulty ?The answer is
plain to the thinking business man.
The clerk just described lacks that
decision of character that is neces-
sary to the successful salesman. He
can not decide what the customer
wants and talks about what the cus-
tomer does not want until much time
is taken up, and the customer buys
a piece of meat that is not cared for
and goes away half or wholly dis-
satisfied, and then gets the impres-
sion that the meats in that market
are of an inferior quality.

BEANS AND EVAPORATED APPLES

We are in the market for beans of all kinds and
evaporated apples in carlots or less.  Wilt purchase

outright or handle on commission.

JOHN R. ADAMS & CO. 3 Wabash Ave, Chicago, Il

Wt Ry 26¢c Per Dozen

for Fresh Eggs delivered Grand Rapids, for five days

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

Butter, Eggs, Potatoes and Beans

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

R. HIRT. JR.. DETROIT. MICH.

Egg Cases and Egg Case Fillers

Constantly on hand, a large supply of Egg Cases and Fillers, Sawed whitewood
and veneer basswood cases.  Carload lots, mixed car lots or quartities to suit pur-
chaser. We meanufacture 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 shiprment and courteous treatment.  \Warehouses and
factory on Grand River, Eaton Rapids, Michigan. Address

L J SMTH & CO.. Eaton Rapids, Mch.

Redland Navel Orang;es

We are sole agents and distributors of Golden Flower and
Golden Gate Brands.  The finest navel oranges grown in
Califormia.  Sweet, heawy, juicy, well colored fancy pack.
A trial order will convince.

THE VINKEMULDER COMPANY

41.1« Ottawa St GRAND RAPIDS, MICH.

Clover and Timothy

All orders filled promptly at market value.

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

ESTABLISHED 1876

We B We Sell AH Kinds
ite Beans Field Seeds,
Red Kll;%ntaety Beans, Peas, Bearns,

Peas, oes, Onions, Apples,

Apples, Clover Seed. Onions, Potatoes.
Send us your orders.  If wishing to sell or buy, communicate with us.

BROS.,
Office and Warehouse

BOTH PHONES 1217

WHOLESALE DEALERS AND SHIPPERS
Second Ave. and Railroad.

GRAND RAPIDS, MICH.

If You Have Any Fancy Poultry
Turkeys, Ducks, Geese, Chickens and Fowls

let us hear from you. We buy all that comes at market prices.
Money right back. No commission, no cartage.

WESTERN BEEF AND PROVISION CO.
71 Canal St., Qrand Rapids, Mich.



Before leaving the subject of what
the storekeeper should consider in
the selection of his help, let me say
that, as a general thing, the employ-
ment of relatives is to be avoided.
The man who selects his assistants
because they are relatives is not at
liberty to make the selections on the
broader line of their real qualifica-
tions for the work in hand. Further,
the relatives of a man consider them-
selves above other employes, and
think they are as good as the cus-
tomers, and are in many cases apt
to show their importance by irritabil-
ity whenever they are out of sorts
as the result of ordinary business an-
noyances.—Butchers’ Advocate.

Observations of a Gotham Egg Man.

It may be considered a favorable
feature of the egg situation that hold-
ers of refrigerator goods are very
generally free sellers on about the
present basis of prices, and that there
is very little purely speculative ele-
ment in the trading. Advices from
Chicago indicate a strengthening of
tone at that point and a disposition
to ask a little more money than here-
tofore for desirable lines, but as a
rule the holders of storage eggs at
interior points seem giiite anxious
to move their goods.

Under this disposition to sell free-
ly, and because of the extreme prices
ruling for strictly fresh eggs, there
is now going on a very rapid reduc-
tion of the storage reserves which, if
continued for a few weeks longer,
bids fair to reduce the holdings to a
reasonable figure by the end of the
calendar year.

Receivers here do not generally
consider that the chances for the fu-
ture are being materially affected by
the mild weather lately prevailing;
it is thought that in nearly all sec-
tions of the country egg production
is at about the lowest possible point
in November, whether the weather
is mild or wintry, but that if mild,
open weather should continue through
December it would result in an in-
creased lay in the Southwestern sec-
tions. Of course from about the
middle of December the course of the
market is dependent upon the weather
and the consequent amount of fresh
production, but there would seem
little chance of much relief from the
present scarcity of new eggs for six
weeks to come, and in that time the
present rate of reduction would prob-
ably carry our storage stocks down
to a reasonable figure.

A new method of preserving eggs
without cold and without closing the
pores of the shell was brought to
our attention during the past week.
This method is the invention of a
Swede who has been in correspon-
dence with Captain C. W. Stuart, 15
Broadway, New  York, desiring,
through Captain Stuart, to bring his

Established 1883
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invention to the attention of the trade
in this country .Captain Stuart had a
box of eggs preserved by the proc-
ess, which he had received from
Stockholm, Sweden. It contained in
the neighborhood of a hundred eggs,
wrapped in paper and packed in an
ordinary box without fillers. The
eggs were dated September 9 and
10 and the box had been shipped
by steamer as ordinary freight from
Stockholm on September 24. They
went first to Copenhagen, whence
they were transferred to another
steamer and arrived at New York
early in November.

Last Friday the box was taken to
the store of S. S. Long & Bro. and
opened in the presence of C. H. Van-
neman, of that firm, Juan Babcock,
with F. C. Barger & Co., Captain C.
W. Stuart and F. G. Urner. Two or
three of the eggs had been broken
in transit and two were rotten. The
others were well preserved so far
as sweetness goes, but they were all
weak bodied and watery—some more
than others—and all were badly
shrunken. The sound eggs were not
as good in the body as a good cold
storage egg of twice their age, and
the egg men who saw them did not
consider the process of any value at
places where cold storage was avail-
able.

The process consists of dipping the
eggs for five minutes in a fluid, the
nature of which is not divulged. The
pores of the shells are not closed
but it is claimed that the membrane
inside the shell is affected so as to
prevent change in the egg white and
yolk when held for a long time at
ordinary temperature. The inventor
claims that stock so treated has been
shipped by sailing vessel from Stock-
holm to Cape Town and arrived
sweet and good. Some of the eggs
brought here were boiled and show-
ed no bad flavor and no cracking of
the shell, but owing to their shrink-
age and weak body they would be
worth no more ini this market than
refrigerator eggs, or than any fall
fresh eggs which had become equally
weak and shrunken by holding out-
side of refrigerator.

The eggs will be kept longer here
in order to see how long they will
remain sweet flavored.

Methods of preserving eggs aside
from cold storing are not likely to
find a favorable reception in the dis-
tributing markets because merchants
are disposed to discourage as strong-
ly as possible all holding of eggs at
country places. It is much better for
farmers and country storekeepers to
send their eggs in to market while
fresh, full and strong bodied; no
method of preserving has ever yet

even if they remain sweet, that there
is really no advantage in it—N. Y.
Produce Review.

Good Method of Curing Hams.

The manner of curing hams and
bacon, as well as that of cutting up,
varies in almost every country and
district. The flesh of the pig does
not take up salt so speedily as other
meats, owing to the large propor-
tion of fat to lean. Fat takes up salt
more slowly than lean, and has far
less tendency to decomposition. The
length of time bacon should remain
in salt varies according to circum-
stances. It requires less time to cure
in a damp than a dry cellar; it al-
so varies according to the damp or
dry condition of the atmosphere.
Much depends on the thickness and
weight of the flitches, as well as
whether they are cured with the pork
in or without. The two extremes of
heat and cold are the most unfavor-
able for curing purposes, owing to
the fact that in the hot, muggy
weather the meat is liable to change |
before salt can penetrate it in suffi- j
cient quantity to have the desired
effect on it, while in extreme cold
weather the juices of the meat con-
geal so soon that it is impossible for
the salt to penetrate it thoroughly;
in this case it is advisable to warm
a few pounds of salt and rub a small
quantity into each flitth or ham so
as to slightly thaw it. In days gone I
bv it was considered to be imnossi-1
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ble to properly cure hams and ba-
con unless the salt was well rubbed
into them every day while undergo-
ing the curing process. This method
is not, however, followed by practi-
cal curers of the present day, owing
to its having been found to give them
a special degree of hardness; simply
spreading the salt well over the flitch-
es and hams is now considered all
that is necessary for curing purposes.
If the animals are killed, as is oft-
times the case, while suffering from
any undue excitement, such as over-
driving or beating, the hams and ba-
con will be found very difficult to
cure.— Butchers’ Advocate.

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.
Grand Rapids, Michigan

MYERS, WEIL & CO., Cleveland, Ohio
Want

Poultry and Rabbits

We make the poultry and game business a special feature during the winter.

Are

among the largest receivers of live and dressed poultry and rabbits here, especially car-

load shipments.

Send for booklet.
We want live geese in car-load lots.

desired. Reference:

Vou BPA' Have 8 WOKTy

about your money—or the price you will
Fet—w en you ship your small lots of fancy
resh eggs to us*

Central National Bank.

Our facilities compare with the best houses in the trade anywhere-

Write or wire us for any further information

Cleveland. Ohio, or this paper.

caN V55 TN Dy eFhenas ket 90gszall vy
them at pleasmgAprlces—m our Candling

neut o N
We Wsnt Your Business

L. 0. SNEDECOR & SON, Egg Receivers, 36 Harrison St., New York
Established 1865. We honor sight drafts after exchange of references.

W. C. Rea

A. . Wltziz

REA & WITZIG

PRODUCE C

OMMISSION

104-106 West Market St.( Buffalo, N. Y.

W solicit consignments of Butter, Eggs, Cheese, Live and Dressed Pomtiy
Beans and Potatoes. Correct and pronpt retuns.

been found (other than liming) that RBFBRBNCBS
would prevent shrinkage and weaken- Marine National Bank, Commercial Agents, Express Companies', Trade Papers and Hundreds of
Shippers

ing of the body, and this detracts
so much from the value of the eggs.

MILLERS AND

WYKES-SCHROEDER CO.

Fine Feed Corn Meal
. MOLASSES FEED

LOCAL SHIPMENTS”

Cracked Corn
GLUTEN MEAL

STREET OAR FEED

STRAIGHT CARS

BstabUshed 1873

SHIPPERS OF

Write for Prices and Samples

GRAN

Mill Feeds

COTTON SEED MEAL
MIXED CAR

D RAPIDS, MICH.

Oil Meal Sugar Beet Feed
KILN DRIED MALT.
s



14

Weekly Market Review of the Prin-
cipal Staples.
Underwear— Ladies’ ribbed goods
are enjoying a very creditable amount
of business at the prices named by
the combination. The season gives
every prospect of employing a larger
percentage of the machinery than did
last year. One large manufacturer
outside of the combination is get-
ting $2 flat for 6-pound goods, with
other weights in proportion. Some
very large orders have been taken
by this house and they express no
fear regarding the outcome of the
year’'s business. So far their busi-
ness has been on the “hundred case
lot” order and in one instance reach-
ed 600. The general impression is
that in reducing the prices the quali-
ty must suffer also. Should this turn
out to be the case, it will act as an
excellent boom for those who with-
stood the temptation to open on a
lower scale. The fact that the trim-
mings of the one may be a little bet-
ter than the other will not operate

against a consistent sticking to
principle.  Other lines are selling
very well. Wool goods are well un-
der order. The tendency of the buy-

ing by the consumer, however, is
away from the latter toward cotton
goods. Old devotees are relinquish-
ing their faith in the efficacy of these
fabrics and are bujfing cotton ribbed
goods.  Manipulation has reduced
the irritating sensation produced by
the wool to a minimum and there is
a growing belief that in some in-
stances the wool is a very rare quan-
tity indeed. Boys’ fleeces are doing
very well: Under the new schedule
they are moving along quite freely.
Combed yarn ladies’ ribbed goods
are also doing well. By this time
they are almost under cover. Most
houses report excellent business from
the men on the road, no difficulty
being experienced in any connection.

Hosiery—While some lines of fleec-
ed hosiery have opened up for the
next season, still others have made
no demonstrations in this direction
and these latter are the most impor-
tant. There is little doubt that the
stiffness of yarns has a great deal
to do with the lack of inclination on
the part of the maunfacturers to
open their lines at the present time
and to declare themselves as to prices.
The yarn question is the ‘'greatest
bugbear that the manufacturer has
to face. He is absolutely at the mer-
cy of the spinner and he knows it
It is with the utmost difficulty that
a favorable dating can be secured
and then only on a rising scale of
prices.  Then, too, manufacturers
have enough on their minds for the
time being in making deliveries for
this year. Buyers who bought de-
liveries for December and the early
part of January are clamoring now
for the deliveries, hoping perhaps
thereby to secure themselves

Cotton Goods—The chief cause of
anxiety in the cotton goods market
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just at present is the delay that is
found in the matter of deliveries. The
heavy movement of goods from sec-
ond hands makes the situation the
more acute, which in bleached sheet-
ings rises to a matter of three or
four months. Nor is any improve-
ment looked for in much less than
five or six months. A prominent
seller having recently returned from
the South says that he can see no
relief inside of that period and further-
more gives it as his opinion that
when buyers find it necessary to face
a new season they will also face new
prices. Prices at the present time
are high and to a large degree pro-
hibitive, but conditions and expe-
diency may require still higher prices.
The present attitude of the buyers
would seem to indicate that they do
not share this belief in the fullest
sense of the word, but a buyer is a
bear on principle. For the moment
he is not operating very extensively;
by this, to be sure, is meant as ex-
tensively as he might. Still, on the
other hand, there has to be a let-up
sometime, and this usually comes in
quick succession after a period of ex-
citement. It must not, however, be
construed that the market is dull, as
such is not the case, but for the
respite granted them sellers are grate-
ful, as it gives them a chance to
catch up. In view of the main con-
sideration it is only natural that buy-
ers should be inclined to go a little
slowly. Money is very high and as
prices soar upward the buyer feels
that he can afford to take a chance.

Dress Goods—The dress goods
market is, so to speak, in a position
where no one knows just what to
say about it. “A lot of stuff has
been sold,” said one seller, “but no-
body knows just what is going to
go.” The heavyweight season is prac-
tically over. Occasionally a piece is
called for here and another there, but
these are delivered from stock, or as
soon as possible from the mills. While
no change in the situation is looked
for or suggested, it is only natural
that sellers should hesitate to com-
mit themselves as to the ultimate
status of the market. The fact that
foreign houses are comparatively sold
up and that the tenor of the con-
sumption is such as it is, in their es-
timation is ample proof that the
prospective demand will be antici-
pated. Fancies have had the call in
all cases, which fact has demonstrated
itself and has been quoted all along.
Voiles have been particular favor-
ites, as have batistes, panamas, etc
As stated before, these fabrics are pe-
culiarly suited to the style of gar-
ment that will be in vogue for this
period.

Eliminating the Romance.

“Let us have a clear understand-
ing, Mr. Spudhunter. You are mar-
rying me for my money.”

“That's right, Miss Plainritch, and
you are marrying me because I'm
the only eligible man that has ever
asked you.”

So they were married and lived
as happily as anybody had a right
to expect.

The married man always has a pro-
found respect for his wife’'s husband.

A Display of Handkerchiefs

Make a good showing for the holidays and it will double your sales. We
have a good assortment of colored borders, embroidered corners, lace edges,
plain white, etc., at prices as follows:

lljEc, 22#c, 25c, 35¢c, 37~c, 40c, 427c, 45cf 47~c, 75c, 80c,
85c, 90c, $1.15, $1.25, $1.50, $2.00, $2.25, $3.50, $4.25, $4.50,
$6.00 and $9.00 per dozen. If your stock is low write us. Give best idea
possible of your wants and we will give order prompt attention.

Grand Rapids Dry Goods Co.

Exclusively Wholesale Grand Rapids, Mich.

The Holidays Are Near

Are you prepared with the goods that
will be in demand?

Toys, Dolls
Games, Books
Pictures
Fancy Goods
and Xmas
Novelties of all
kinds you find
at BARIE’S in
greater assort-
ments and at
lower prices
than anywhere else in the state.
Mail us your orders now. Ship=
ments will be made promptly.

The Wm. Bane Dry Goods Co.
Wholesale Dry Goods Saginaw, Michigan



Idle Questions Which Are Costly in
Business.

The educational system of our day
is doing much to establish the princi-
ple that mere force settles nothing,
and that the only solution is that of
reason and conscience. It is, more-
over, interesting that to-day the most
attractive subjects in many universi-
ties are those relating to social and
political science.

Twenty-five years ago it was phy-
sical science, with its dazzling dis-
coveries, that was drawing the ma-
jority of our young men both before
and after graduation. A little later
biology promised to unravel the se-
crets of human life. Later still psy-
chology mde the same promise. But
to-day it is such studies as civics,
government, international law, the de-
velopment of the family, of the vil-
lage community, of the city, and of
the nation that are most attractive
to a large percentage of our students.

Now, social science has no patience
with the old drum and trumpet his-
tories of the past. It finds more in-
terest in the cabin of the peasant, in
the life of the carpenter, and mason,
and mechanic, in the struggle and up-
lift of the laborer than in the “man
on horseback.” The modern investiga-
tor of social and political phenomena
is far more interested in commercial,
and industrial, and international de-
velopment than in the parade of cav-
alry or the clash of swords. Men
trained in such an atmosphere will
not, | believe, take much stock in the
old fallacious adage: “In time of peace
prepare for war.” | thought that fal-
lacy was dead long ago, but yesterday
we found it coming to life here and
now. | rather would say, “In time of
peace prepare to make war impossi-
ble!” The men who always are urging
nations to prepare for war when there
is no war do not realize what they
themselves mean. They really mean
that when England builds a Dread-
naught we must build a bigger vessel
still, in order that England may build
a third yet larger and more power-
ful, in order that we may build a
fourth larger and more powerful than
the other three. Thus, preparing for
war in time of peace is preparing to
make war last for centuries to come;
practically is preparation for making
war eternal.

I remember when | lived in another
city than that which is now my home
| was told that, in order to protect
the family at night and sleep in peace,
I must purchase a dog. | was not
so familiar then as now with canine
proclivities, and | invested in a bull
dog of ferocious mien and enormous
development of the under jaw. For a
few days all went well, but | soon
found that that bull dog must have
something to do. He was not content
tc sit, like a china doll, on the front
step, but he was there for a purpose.
One morning as | looked out of the
window, having heard a great uproar,
| saw the street filled with people
standing in a great circle, while one
of the most venerable men "in the
community was defending himself
with a shovel against that dog of mine.
The brute had torn away the man’s
coat and was proceeding to take his
nether garments, when | interfered
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and prevented a lawsuit. | made up
my mind then that the way to keep
the peace is not to place a bull dog in
your front yard.

Men are coming to believe in a
newer and finer heroism, which shall
give all the development to audacity,
and pluck, and virility that war has
given, without its inevitable sorrow.
We all love the hero, and we ought
to love him. We admire the man
who is willing to sacrifice ease-and
pleasure and life itself. Such admira-
tion for courage and devotion never
must disappear from civilization. In
advocating international arbitration
we must see to it that we never dis-
parage the brave military and naval
heroes who have nobly served our
country in time of danger. In dis-
paraging the battleship we must never
disparage the men who man it at their
country’s call. But this is not the
only type of heroism. Men are com-
ing to see that in giving one’s self for
the relief of the woe and want of
modern society, in undertaking the
work of the social settlement and the
genuine missionary there are required
just as much courage and self-sacri-
fice as at the cannon’s mouth. We see
the hero not only in gold lace or
amid the smoke of battle but we find
the hero also in Arnold Toynbee, sac-
rificing his life in two short years
among the poor of East London; in
brave young Dr. Reed, who banished
yellow fever from Cuba and laid down
his bright young life in the attempt.
We find true heroism in the life of
Graham Taylor' and Jane Addams,
leading the forces of light against the
darkness of the great city. Here is a
field for the finest fiber of our young
manhood and womanhood. Here is
an opportunity for sacrifice equal to
any on fields of physical battle.

John A. Howland.

A Cough Cure Window.

Cover the entire floor with black
crepe paper or black cloth. On the
front row place little piles or dishes
of such drugs as horehound, bonesit,
licorice, rock candy, camphor, etc,,
etc. Have a card reading, “Old Fash-
ioned Drugs” or “Cough Remedies
Grandmother Used.” In the centre
of the next row have a pile of ground
or whole cinchona bark, on each side
of which put quinine sulphate in its
different shapes, such as capsules,
pills, and tablets of different sizes.
On the pile of cinchona have a card
reading, “Cinchona from which Quin-
ine is Made.”

Back of this place bottles of turpen-
tine, cough remedies, etc., to give a
raised effect, but don’'t crowd. In the
back of the window have a box
covered with the same material (black
cloth), and about two or three feet in
height. On this nicely arrange your
National Formulary cough or cold
remedies with a card reading, “Above
Them AIL” In the centre of the win-
dow, or at some conspicuous place
have a card reading, “Drugs and
Other Things for Coughs and Colds.”

On the side of the window, or in
the background hang chamois vests,
chest protectors, etc., with prices.

C. H. Reynolds.

A Difference
In Ribbons

To call
silk” does not necessarily
imply that it will serve the

purpose for which

DaPt 2» /

it fails in this respect the
customer has just cause

for complaint, with the resultant troubles of

“making things right.”

Dependon
Taffeta Ribbon

is not only “all silk” but every fibre is of such high
grade and tensile strength that the finished ribbon
retains its lustre and softness much longer than is

usual. And the colors—as fast as colors can be

made without injuring the fabric.

Another point— “GUARANTEED
means just what it says—io yards full.

Our road-men are now showing samples of
DEPENDON Taffeta Ribbon.
quality, finish, brightness of color and length with
others at the same price and you will
stock DEPENDON Taffeta Ribbon.

The DEPENDON Book con-

tains selling plans, special adver-
tising matter, photographs and de-

scriptions of effective window dis-

plays— free for the asking.

JOHN V FARWELL

COMPANY
CHICAGO

The Great Central Market
John V. Farwell Company,
Chicago
Please send us, free of cost, the
DEPENDON book in which you
outline selling plans for DEPEND-
ON merchandise.

State..

supposed to be made.

io YARDS”

Compare the
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BAD MANNERS.

Always Out of Place Behind the
Counter.
W ritten for the Tradesman.

The neckwear department was next
to that of the ribbons and beyond the
latter were the laces. This threw to-
gether quite frequently the three
graces (?) who presided over their sev-
eral destinies. The young man who
dealt out men's belongings was of the
mushy-mooney kind who would rath-
er be talking to a girl of his sort than
eat. And the two in his vicinity were
just of "his sort:” Their sole idea of
existence was to be making eyes at
the boys and receiving all the jolly-
ing they were inclined to shower on
them. If their vanity was not suffi-
ciently flattered to come up to their
standard of the fulsome, they helped
them along by sly suggestions until
they were just on the verge of pro-
posing matrimony without, for the life
of them, understanding how it all came
about. They were so subtle and in-
veigling that quite a number of young
fellows, smitten by their beauty, haa
fallen back from the brink—just in
time, be it said—affrighted at the un-
fortunate predicament they came so
near stumbling into. For, with their
meager salaries, to support a wife
would have been suicidal to all their
business prospects; it was all they
could do to support themselves as it
was. The girls were undeniably pret-
ty; their good looks could not be
gainsaid. One—the larger of the two
—was a bleached blond, while the
other literally had a “peachy” com-
plexion, with the hair that goes with
it—the brown hair that is not red, the
red hair that is not brown, just that
indescribable tint that you find in
some maple leaves in the fall, a warm
orange-brown color that makes the
color-fiend get drunk, for there is
such a thing as getting intoxicated
with color.

If only these two handsome girls
had had a grain of sense in their nod-
dles they would have been a drawing
card for the firm employing them, but
their brains were the brains of a
playful kitten—scattering when they
needed them the most.

One day last winter a real old gen-
tleman came along to the necktie
counter. He hobbled slightly but had
that well-preserved look that at-
taches itself and clings to the person
who hates to give up his young looks
and isn't going to i fhe can help it
His clothes were of good quality but
belonged to the *“old school.” He
wore them with a certain grace, as
if he had always been used to hav-
ing good raiment.

As he neared the young man’s coun-
ter the Smart Aleck shot a quick
glance toward the girls as much as
to say: “I'm going to have some fun—
watch my smoke!”

The old gentleman intercepted the
glance, and also made up his mind
to have a little time with the silly
clerks.

“Well, Gran’pa, how are you to-
day? Get the caows milked all right
before you left home?”

(This with a smirk in the necktie
section.)

“Oh, yes,” innocently
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1“Gran’pa.” “I get.up at 3 every morn-

ing and get the work all out of the
way before sun-up.”

And then, to. the surprise of the
trio—"he female contingent of which
was, by this time, beginning to sit up
and take notice—“Foxy Gran’pa,” as
they had covertly referred to him,
started in on a long lingo anent mat-
ters agricultural in general and his
own farm life in particular, and never
stopped until it seemed as if there
could be nothing further to tell about
the Simple Life.

The trio at first snickered under
their breath, but, as time went on,
looked as if they had “reckoned with-
out their host.” They began to look
decidedly sheepish and to wish the
man clerk had not opened up the way
for such a long-winded dissertation on
rural matters.

When the “Foxy Gran’pa” had held
forth for fully half an hour he pull-
ed out a fat wallet and laid it delib-
erately on the counter in front of
him. It had seen such lengthy or
hard service that the ends had be-
come quite worn. However, they had
been neatly mended by someone with
thrift in her make-up and it was good
for months to come. The welcome
color of greenbacks showed itself at
the corners under the flap and the
necktie clerk’s eyes began to glisten.
He at once started in to get busy
with handling over some new stock,
“just opened up that morning,” the
favorite wording of clerks in general.

The old gentleman saw the un-
wonted activity asserting itself behind
the counter and a grin appeared in
the corners of his mouth.

The clerk mistook this for friend-
liness and then followed some shop-

talk about the merits of his new
goods.
“Young man,” interrupted “Foxy

Gran’pa,” “you needn’t be wasting any
words on me about your stock, for
I'm not agoing to buy a blamed
cent’s worth of you this morning, nor
any other morning that | know of.

“You began treating me like a
greenhorn the moment you sat eyes
on me and so | thought I'd give you
as good as you sent, plus a consider-
able more. I've told you all about
the milking, etc., etc., etc., but | have-
nt tackled a ‘hooker’ for ngh onto
forty years. | wear this style of
clothes because | like them and I'm
well enough off to dress as | please.

“Count that money and tell me how
much is there!”

The clerk took the wallet, which
the old “Gran’pa” had opened up be-
fore the bewildered optics of the
former, and counted about half of
the pile.

“How much?”
“Foxy Gran'pa.”

“It’s $200 to here,” answered
abashed clerk.

“Well, that's far enough for all
practical purposes,” declared the own-
er of the wallet, as he put the money
back and shut the snap with a sharp
little click. “There’s just $6500 in the
wad! But,” and he made his look
include the feminine titterers, “nary
a red of this bunch will | spend on
the bunch of you. | came here pre-
pared to spend every pennyr of it be-

shortly demanded

the

replied Ifore | set foot outside again, but I'll

be switched if any of it shall go on
the books, now, of an establishment
that hires such trash as you three
that are standing before me. My wife
I was going to get a $100 set of dish-
es | saw here the other day. There
were furs for my daughters that 1
calculated would spoil another hun-
dred, and carpets for the front and
back parlor, alike, that would make
another hundred look sick, besides
a silk dress—with all the trimmings
a woman wants—for my wife’s sister
that lives with us, and a whole new
outfit for myself. | started in on
neckties because | happened to hit
this counter first. That is,” qualified
the old gentleman, “l was going to
start in on neckties. But you can
keep your measly old neckties and you
young chits your ribbons and fixings,
and it's your ‘Foxy Gran'pa—as |
heard you sneeringly call me—across
the street to the store where they've
always treated him white!”

The look on the faces of those
know-nothings behind the counter
was a study. They turned all colors
of the rainbow, and no one was en-
quiring then anything about the
caows!

I may say, in passing, that the
places that knew those sinners against
store etiquette now know them no
more. John B. Still.

Must Have Imagination to Succeed.

Generally it is supposed that imag-
ination is the peculiar property of
poets and people whose heads are in
the clouds. Just the opposite is true.
Every man or woman who does
things, especially big things, must
have a vivid imagination.

What is imagination? Simply the
ability to see with the mind's eye
things which the bodily eye never
has seen. It is by this faculty that
the general divines the plans of the
enemy and Lays his own to meet
them; the architect foresees the tow-
ering building before a beam has
been laid; the business man predicts
the market and makes his combin-
ations; the promoter is able to see
trunk lines and great cities where or-
dinary men see a wilderness only. It
was the golden apples of the imagi-
nation which lured the pioneers ever
westward and nerved them to con-
quer nature.

Come down to simpler, every day
matters. The cook must lay out in
her mind’'s eye the plan of a good
dinner, otherwise some dishes will
get cold before their companion
dishes are cooked; the salesman must
imagine as well as he can what argu-
ments and inducements will appeal to
the imaginations of his customers.
The cook who lacks imaginative fac-
ulty is the mother of dyspeptics; the
salesman who has the same method
with all customers soon gets sepa-
rated from the pay roll.

Above all is this true of tact, which
is so large a factor of success any-
where. Tact is an almost intuitive
ability to imagine the other man’s
prejudices and point of view, and so
to escape giving offense, while turn-
ing his peculiarties to your own ad-
vantage. Many people of the best
intentions go blundering through life,
rubbing every fur the wrong w-ay,

wondering why they are unpopular
and unsuccessful, and all for the lack
of a little imagination to see them-
selves as others see them.

Closely allied to tact is courtesy.
This may or may not be genuine, but
at any rate it must possess sufficient
imagination to divine what words
and actions will be agreeable to
others and what will be disagree-
able.

Even in such simple and prosaic
matters as doing errands or making
a journey this faculty comes into
play. Why are some people forever
chasing back and forth until they
are fagged out, and almost nothing
to show for it? Because they haye
not sufficient inner vision even to lay
out a day’s program for themselves.
The people who barely catch the
train, only to find that they have left
most of the things they need, are
usually women, simply because they
have not learned by experience to
cultivate the faculty of foreseeing the
things which they will require for
new conditions.

Those will tell you they “always
are rushed to death,” usually accom-
plish the least, and largely, because
they are unimaginative. The really
busy man, who turns off an immense
amount of work with the quiet and
precision of a perfect machine, must
have the imagination to look ahead
a day, or a month, or a year. At the
least his thought always is a few sec-
onds ahead of his action, his head
saves his heels, he is not continually
tripping over his own feet. But the
buzzy man never can understand the
busy. man. Having no imagination
himself, he saves his own face by
saying that the man who never fus-
ses over his work has little to do.

Let us hear no more about imagi-
nation being impractical. It is one
of the most practical things in the
world. A due proportion of it, used
with judgment, “will from many a
blunder free us, and foolish notion.”
The only condition under which it
may seem superfluous is that of one
who has some monotonous task to
perform automatically day after day.
Doubtless, if one is to be in an auto-
matic job forever, the less imagina-
tion the better; but if he is ever to
get out of it the quicker he cultivates
some imagination the sooner will he
get out. R. W. Conant.

Perfume Bearing Insects.

Travelers report that in Australia
a gnat has been discovered that emits
a strong odor of musk. In Farinis’
book “Through the Kalahari Desert,”
is an interesting tale of a similar dis-
covery of perfume-insects. He says;
As we drove to the water, the fore-
wheels of my wagon crashed into a
bush, which at once gave out a
powerful and delicious perfume.
Jumping down to examine the cause.
I plucked some leaves, but found they
were scentless, as was also the stem
of the plant. | could not make out
where the pleasant odor came from
until | touched a small beetle, when
out came a puff stronger than ever.
The little bug was an animated per-
fumery store, emitting the delicious
scent whenever disturbed.
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Perpetual

Half Fare

Trade Excursions
To Grand Rapids, Mich.

Good Every Day in the Week
The firms and corporations named below, Members of the Grand Rapids Board of Trade, have
established permanent Every Day Trade Excursions to Grand Rapids and will reimburse Merchants
visiting this city and making purchases aggregating the amount hereinafter stated one-half the amount of
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 St.,

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

Amount of Purchases Required

If living within 50 miles purchases made from any member of the following firms aggregate at least.............cccoceenee. $100 0
If living within 75 miles and over 50, purchases made from any of the following firms aggregate
If living within 100 miles and over 75, purchases made from any of the following firms aggregate
If living within 125 miles and over 100, purchases made from any of the following firms aggregate...........cccocovevenne. 250 0
If living within 150 miles and over 125, purchases made from any of the following firms aggregate..
If living within 175 miles and over 150, purchases made from any of the following firms aggregate
If living within 200 miles and over 173, purchases made from vy of the following firms aggregate
If living within 223 miles and over 200, purchases made from any of the following firms aggregate
If living within 250 miles and over 223, purchases made from any of the following firms aggregate

CcifCflllly N fIIIIC S  aS ~urc™ases mat’e

any other firms WU not count toward the amount
of purchases required.

Ask for “ Purchaser’s Certificate” as soon as
you are through buying in each place.

ACCOUNTING

CONFECTIONERS GROCERS READY, BOOriNG_AND ROOF
A. H. Morrill A Co.—Kirk A. E. Brooks ft Co. Judson Grocer Co. i-NG MATERIAL
wood Short Credit System. Putnam Faotory ‘Nat'l Candy Lemon ft Wheeler Co. H. M. Reynolds Roofing Co.
ART GLASS Co. Musselman Grocer Co.

Worden Grocer Co. SAFES

Doring Art Glu* Studio. CLOTHING AND KNIT GOODS The Dettenthaler Market. Tradesman Company
BAKEBS Clapp Clothing Co. HARDWARE SEEDS AND_POULTRY SUP-

Hill Bakery COMMISSION—FRUITS, BUT- Foster. Stevens ft Co. PLIES

National Biaouit Co.
BELTING AND_MILL SUP-
PLIES

Studley & Barclay
BICYCLES AND SPOBTING
GOODS

W. B. Jarvis Co., Lted.

BILLIARD AND POOL TA-
BLES AND BAB FIX-
TURES

Brunswick-Balke-Collander Co.
BLANK BOOKS, LOOSE LEAP
SPECIALTIES OFFICE

ACOUNTING

FILING SYSTEMS
Edwards-Hine Co.

BOOKS, STATIONERY AND

Grand Baplds Statloner Co.

Grand Bapids_Paper

Mills Paper Co.
BREWERS

Grand Bapids Brewing Co.

CARPET SWEEPERS
Bissel Carpet Sweeper Co.
CARRIAGES
Brown & Sehler Co.

Sherwood Hall Co. Ltd.
CABRIAGE _ AND _ WAGONI
HARDWARE

Sherwood Hall Co. Ltd.

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

TER, EGGS, ETC.

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

CEMENT, LIME AND COAL
A. Himes

A. B. Knowlson

S. A. Morman ft Co.
Wykes-Schroeder Co.

CIGAR MANUFACTURERS

G. J. Johnson Cigar Co.
Geo. H. Seymour Tt Co.

CROCKERY, HOUSE FUR-
NISHINGS

Leonard Crockery Co.

DRUGS AND DRUG SUN-
DRIES

Hazeltine ft Perkins Drug Co.

DRY GOODS

Grand Rapids Dry Goods Co.
P. Steketee ft Sons

ELECTRIC SUPPLIES
M. B. Wheeler Co.

FLAVORING EXTRACTS AND
PERFUMES
Jennings Manufacturing Co.

GRAIN, FLOUR AND FEED
Valley City Milling Co.

Voigt Milli
Iges Schroegder Co.

Clark-Rutka-Weaver Co.

HARNESS AND_COLLARS

Brown ft 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 ft Paint_Co.
Walter Frenoh Glass Co.
Heystek ft Canfield Co.
Pitisburg Plate Glass Co.

PIPE, PUMPS HEATING AND
MILL SUPPLIES

Grand Rapids Supply Co.

SADDLERY HARDWARE
Brown ft Sehler Co.
Sherwood HaU Co., Ltd.

PLUMBING AND HEATING
SUPPLIES
Ferguson Supply Co. Ltd.

A. J. Brown Seed Co.
SHOES, RUBIBNERS AND FIND
Herold-Bertsch Shoe Co.

Hirth, Krause & Co.

Geo. H. Reeder ft Co. .
Rindge, Xalmbach, Logie ft
Co. Ltd.

SHOW CASES AND STORE
FIXTURES

Grand Rapids Fixture Co.
STOVES AND RANGES

Wormnest Stove ft Range Co.

TINNERS’ AND ROOFERS’
SUPPLIES

Wm. Brummeler ft_Sons

W. C. Hopson ft Co.

WHOLESALE TOBACCO AND
CIGARS

The Woodhouse Co.

UNDERTAKERS’ SUPPLIES
Durfee Embalming Fluid Co.
Powers ft Walker Casket Co.
WAGON MAKERS
Harrison Wagon Co.
WALL FINISH

Alabastine Co.
Anti-Kalsomine Co.

WALL PAPER
Heystek & Canfield Co.

_ WHOLESALE FRUITS
Vinkemulder ft Company
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RAPID PROMOTIONS.

Real Reason Why Dancy Was Fre-
quently Boosted.

“Did you ever,” asked John Ford
one evening, "hear of a man engag-
ing a detective or agent to find out
why the firm for which he was
working was promoting him rapidly?'

Ford and | had known each othei
for something over a year now, and
for scores of evenings 1 had listened
to the entertaining tales of his
strange experience — laughable or
tragic—while following his unique
profession until |1 had come to fancy
that he possessed nothing in his rem-
iniscences that could astonish me in

the least. But now | found that 1
had deceived myself.
I laughed in surprise. “No,” |

said. “Did you ever hear of such a
thing?”

His pipe was between his teeth and
his fingers were searching the pock-
ets of his clothes for elusive matches,
so he merely nodded. When the all
important matter of putting the pipe
in working order had been satisfac-
torily accomplished the reply came:

“l was the detective engaged,” said
he. More puffs, impatience on mi-
part, more puffs, and—then the tale.

“Funny, funny world, isn't it?” be-
gan this one. “Did you ever stop to
think of what a really funny world
it is, considering the people in it, es-
pecially. You ought to. There’s noth-
ing quite so soothing as that, noth-
ing that will make you feel quite so
much like taking it as it comes with-
out finding fault with it or getting
mean and dissatisfied with yourself,
as to lean back once in a while and
look at it all in the light that makes
it look funny. If you can’t, well,
you're pretty unfortunate. You’'ll get
suspicious and lose faith in your fel-
low men and women and yourself.

“Don’t see where all this is leading
to? Perhaps not. It's no part of the
yarn, of course, but when a man’s
telling a story he has a right to give
vent to a few ideas—if the story sug
gests them. Hasn't he? These things
are suggested by the memory of this
case of Dancy, the man who paid
me to find out why his house was
boosting him fast.

“You’d think there was something
wrong with that kind of a man,
wouldn’t you; weak minded or some-
thing like that? Well, there was
nothing of this sort the matter with
him, nothing at all, although the way
he was built might suggest to you
that there was something wrong with
him there; that is, if you are at all
particular about how a man behaves
in a certain crisis which occasion-
ally does happen in men’s lives. But,
there, there, there! I'm getting off
on lines where | have no business
straying, for this Dancy w-as a busi-
ness man, a good business man.
That's the way you have to consider
him, a good business man, and let
him go on that count.

“He was a thin fellow, with a long
nose and a weak chin, and he drew
his pay envelope from the cashier’s
window of Goodell & Son, shoe man-
ufacturers. At least, we'll say that
it was Goodell & Son, just as we’ll
say that his name was Dancy, because
these names are just about as far
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from the real things as anything that
I can think of at just this moment,
and it is quite necessary to keep the
real names out of the story, as you
will see before | get through.

Dancy was a book-keeper at first.
Thats how he started in with the
firm. Came in from the country—
some place down in Ohio, | think—
where he’'d been teaching school and
boarding around at $30 a month and
|had become tired of it He'd mar-
ried one of those big, good looking
girls from the small country towns,
who refine quickly and become beau-
ties as soon as they come under the
influence of city clothes, city hair-
dressers and city manners. The citv
complexion specialist they don’t need;
it's their color that the specialist
copies for the benefit of the city
woman. He didn’'t have any particu-
lar ideas about ambition or success at
that time.

A year or two in the book-keeping
department changed him. He was a
shrewd one, although he hadn't
known it fti the country, hadn’'t had
anything to hone up on, as it were.
A hundred years of Yankee ances-
tors were behind him, merchants for
the most part, and in the accounting
room of Goodell & Son the inherent
talent for business in him was awak-
ened and began to show itself in un-
mistakable fashion. He was given a
couple of small advances, both in po-
sition and salary, in these first years,
and then the ambition germs began
to trouble him. He had imagination
as well as sharpness and he could
look down the row of private offices
and see his name at the last one with-
out straining his eyes.

It had been all ‘wife’ with him be-
fore; now it became not so much
‘wife’ as ‘business.’” You've seen these
things happen, probably. It's com-
mon enough with men of Dancy’s
type.

“1t would be monotonous to go in-
to detail about his progress after this
for the next seven years. Five years
with the firm and he was head of the
book-keeping department; seven and
he was assistant auditor; ten and he
was working for the Treasurer of the
firm in a confidential and important
capacity. It happened that the Treas-
urer was Goodell, Jr., the ‘Son’ of
the company. To sum it up, at the
end of ten years Dancy had a good
position with the firm, won on his
own merits.

It was about this time that some
of the salesmen of the house left ir
and started a factory of their own in
Seattle. They took a lot of Goodell
trade with them and several Goodell
employes. Among those they ap-
proached was Dancy. They wanted
him to go out with them and take
the position of .office manager along
with a partnership in their new firm.
Dancy hinted to Goodell, Jr., that he
contemplated moving to Seattle, and
a few days later the firm gave him
a brand new $200 desk with a brass
plate on one side reading, ‘Second
Assistant Treasurer.” The firm had
done with one assistant to the Treas-
urer previous to this, but now it need-
ed two. Dancy wondered a little
lat the boost, for he had been noth-
|ing but a private in the ranks before,

and now at a bound he was boosted
over several old men and given an
official position specially created for
him. But he was conceited enough
then to accept the advance as testi-
mony of his value to Goodell & Son,
and he felt pretty good over it

“The men who had gone West kept
hammering at him to come out to
them, and the old firm heard about it
again. Then they created another
office for Dancy, in the credit de-
partment this time, gave him an-
other raise in salary, and again they
were assured that he would be with
the house for at least another year.
It was at this time that Goodell, Sr.,
expressed himself as pleased with the
conduct of Goodell, Jr. The young
man hitherto hadn’t been exactly what
would be called a model business
man. One of his failings was a habit
of taking a trip to New York about
every three months and remaining 1
week or more, coming home with a
fine assortment of bills, for which he
had nothing tangible to show except
an overgrown headache and an occa-
sional scented note with a New York
postmark. Sometimes the trip took
him to London; once to Paris.

“But now this was changed. The
young man spent all his time in Chi-
cago, and he attended to business.
The old man was overjoyed and told
his friends about it. The friends
gasped a little, started to say some-
thing, then, noting the almost child-
ish delight that the old man mani-
fested in his son’s apparent reforma-
tion, said nothing. The boosting of
Dancy went merrily on.

“He finally became worried over
it—after they had created four posi-
tions for him—and consulted a law-
yer friend of. mine. The lawyer sent
him to me.

“He told me all that I've told you,
made a few wild guesses, and rubbed
his hand across his forehead in a
troubled sort of way, and asked me
what | thought of it. 1 told him that
| hadnt had time to think much
about it, sent him away, and lay
awake all night trying to figure the
thing out somehow. On the surface
it seemed simply that Goodell & Son
were afraid to have Dancy go to a
competitor. Yet they had taken ex-
traordinary measures to keep him
even unbusinesslike measures. Now,
this wasn’'t at all like old Goodell,
for if ever there was a man who ran
his business on business lines it was
he. So it looked strange. Unless
Dancy was extremely valuable to the
house, or likely to be extremely
harmful in the employ of competitors,
it seemed that his advances could
hardly be the work of Goodell, Sr.
It must be the son.

It was a simple proposition. The
thing to do was to find out if the
firm feared Dancy’s presence with a
competitor.  They evidently had
wanted to keep him from leaving
them, but was it merely that they
wished to keep him from one firm?
Or from one section of the country?
Or what? It was my first move to
find an answer to one or all of these
guestions.

It was no trick to do this; in fact,
if all my cases were as easy as this
detail one-half of the fun of my work

would be gone. | went to the Presi-
dent of another shoe company, a man
whom I'd worked for and who was
my friend. | had him make advances
to Dancy with a view of taking him
from his present place. Through
Dancy | let Goodell & Son know the
situation. To my amazement Goodell
& Son apparently wouldn’t care if
Dancy went to their Chicago competi-
tor. They knew that he was the
recipient of good offers, but they
said nothing. Of course | told Dancy
to stay where he was, and went about
to unravel further the string that |
had started. This | did by having
printed in a shoe trade journal the
rumor that my friend’s firm was con-
templating the establishment of a
branch house in San Francisco and
that it was rumored that a certain
officer in a rival house was to go
over to be the manager of the new
branch.

“l got a big rise on that. Dancy
was sent up farther in the firm, and
Goodell, Jr., informed him privately
that the climate of San Francisco
would hardly agree with him and that
generally speaking it was not nearly
so desirable a place for him and Mr?.
Dancy to live in as Chicago, not to
mention the fact that his prospects
were immeasurably better here.

Now if Goodell, Jr., hadn’t been a
little something of a chucklehead |
would have discovered only one new
phase of the situation by these reve-
lations, and this would have been
that the firm did not wish Dancy to
leave the city. But when he became
personal, speaking about the climate
and its probable effect on the health
of Mr. and Mrs. Dancy, | saw a new
glimmer. Why should Goodell know
anything about Mrs. Dancy’s health?
Why should he mention her at all?
It was a business conversation he
was having with his employe and he
would not have mentioned the wife
unless he had been thinking of her
at the time. If he had been he must
necessarily have been thinking of her
in connection with Dancy’s- possible
removal to San Francisco. Like fall-
ing off a log it was to follow that,
after knowing what kind of a man
Goodell was and what kind of a
woman Mrs. Dancy was.

“If | had used the real names in
this yarn you could find the ending
of it in the newspaper files of a few
years ago. No, there wasn’t the us-
ual scandal. Mrs. Dancy wasn’t that
kind of a woman. But Goodell had
fallen in love with her and Dancy
had neglected her shamefully. The
sequence was that she had learned
to care for Goodell and by making
that careless young man keep his
distance she had eventually made his
regard for her something purer and
better than he had ever believed him-
self possible of. So he had kept Dancy
in the city for the sake of seeing her
perhaps once a month.

Mrs. Dancy got her divorce six
months later, and her husband was in
Seattle with the new firm when she
got it. He didn't make any contest
or appear in court—probably was too
busy putting in a new accounting
system to bother with alittle thing like
that. Goodell and the divorcee were
promptly married.” James Kells.



MICHIGAN TRADESMAN 19

Holiday Goods

The Best Selling Line
and the Lowest Prices

Are Found at

yon Brothers

Chicago

Write For Our

Large Fall Catalogue

Showing Everything for the Holiday Trade
We Send It Free to Dealers on Application

Qualities Guaranteed and Prices Right

AIDUMS from T — $54.00 per dozen Magic Lanterns ... from

Toilet Cases .. -from fper doz.to.. 950 gach Trumpets and Bugles ...from ezshdozen
Shaving Cases ... to per dozen  Rattles ... ..from per dozen
Collar and Cuff Boxes. to per dozen  TOPS s from per dozen
Fancy Work Boxes . *to per dozen Tin Toys .. from per dozen
Necktie Boxes ... R to per dozen Toy Drums .from Ser dozen
Glove & Handkerchief Bxs from to dozen sets Toy Watches oo from per dozen
Trinket Boxes to per dozen Fur and Wood Animals __ from per dozen
Shell Novelties ... from to per dozen Voiced Bellows TOyS ... from per dozen
Burnt Wood Supplies - from per doz.to.. 200 each Clappers and Jumping Jacks from er dozen
Kid Body Dolls ... from to per dozen lIron Toys from per dozen
Dre§sed Dolls s from to per dozen lron Trains .. from per dozen
Chrlstm_as Ornaments . from per grossto .70 per dozen Toy Banks ... from per dozen
Mechanical Automobiles ..from to per dozen Printing Presses ...from Each
Mechanical TOys ... from 0 9.00 per dozen Doll Carriages ... ....from er dozen
Mechanical Trains on Trks from per doz.to.. 3.25 gach Sleighs oo, from p d
Steam ENQiNes ... from 0 e 21.00 per dozen per dozen

Also Card Qames, Alphabet Blocks, Books, Perfumery, Cut Glass, Silver Plated Flatware
and Hollowware, Gold and Silver Plated Novelties, Clocks, Musical Instruments, etc., and

More than 5,000 Items of First Quality Imported Chinaware

Lyon Brothers

Hadison, Harket and Honroe Streets
Chicago

Largest Wholesalers of General Merchandise in America
We Sell to Dealers Only



When Confidence and Not Con-
fidences Should Rule.

There are many occasions in the
conduct of life, most of all love, when
confidence and not confidences must
be the rule, the root of the whole
matter. Analysis rarely is healthy,
however much information one may
gain thereby.

If the doll is pretty and satisfac-
tory, what matter whether it be
stuffed with sawdust, cotton, or hair?
The lover who can feel and inspire
absolute trust in his sweetheart is and
ought to be a happy man. And he
is truly a fool if he raises questions
which may interfere with the de-
lights which are his. There will be
no unsightly specters peeping over
his shoulder, no inconvenient closets
which must be carefully kept locked.
He will have no cause to scowl at
every mention of his predecessors;
but the security of his position will
enable him to feel commiseration for
the boys who have been “left” in his
favor. His courtship ought to be as
sunny as an ideal day in June.

Still, absolute as should be the
trust and confidence between those
who intend to marry each other, there
may be points upon which honor de-
mands silence rather than confession.
The average man probably will know
many things about their mutual ac-
quaintances which he prefers not to
tell his sweetheart, scarcely his wife;
while neither he nor she has the right
to betray the secrets of a third per-
son to the other.

Even between husband and wife,
still more between lovers, there ought
to be due reserve. It has been well
said that a fruitful source of trouble
between married people is that they
are prone to forget that they were
gentleman and lady before they were
man and wife, and fail to treat each
other with the courtesy demanded by
the prior relation. One of the funda-
mental principles of thoroughbred
people is that curiosity openly shown
—still more, outspoken—always is
impolite, often actually impertinent.

Every human being has, or is en-
titled to, the right to a certain de-
gree of privacy in person and of
spirit. It is not only that “a stranger
doth not intermeddle,” but that one’s
nearest and dearest must in love and
kindness respect such privacy as holy
and inalienable. There are times
when every one, man or woman, feels
the desire to retire within oneself
and pull down the blinds; and when
such times come true love, which
puts itself in the place of the beloved,
will understand that what the soul
needs and craves is to be tenderly
and judiciously let alone.

Tens of thousands of conscien-
tious and affectionate married peo-
ple deem it their duty to tell each
other all they know and expect the
same freedom of speech in return,
which is a sad mistake, often a dis-
astrous one. When the husband is
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a doctor, a lawyer, or in any walk
of life in which he is obliged to be
the confidant of other people’s affairs,
it behooves him to avoid sharing such
confidences with his wife. Both hon-
or and professional prudence, it might
seem, would induce him to such
course, yet it frequently happens that
professional men are ruined in busi-
ness by “talking wives” to whom they
have told too much.

But, quite apart from such ex-
treme cases as this, it is unwise to
be too inquisitive as to private affairs.
When a person takes to inquiring
closely into a matter, the natural in-
ference is that he or she is not satis-
fied with the information already
possessed.  Suppose, for example,
that a woman has told her lover that
a certain man once proposed to her
and was rejected. That would be
enough to satisfy the right sort of
man. But the inquisitive, suspicious
man would not stop at that. He
would proceed to a catechism. “Did
you encourage him? If you never
cared for him, why did you let him
propose? Why did you refuse him?”
and so on, indefinitely. The woman
who can meet this sort of thing with
a laugh and frank good humor is all
right; but there are many who would
be irritated by the distrust shown in
the curiosity and either would give
short and evasive answers or refuse
to reply at all. This would strength-
en his impression that there was
something to conceal. He would
tactlessly pursue the subject, or re-
vive it at an inopportune moment,
and the result would be an inevitable
breach.

If a man or woman is afflicted with
an inquisitive disposition it is far bet-
ter to meet the questions wdth a
frank avowal than to endeavor to de-
feat the inquisitive spirit by pretend-
ing ignorance or by vaguely worded
answers. The information will surely
be sought elsewhere and gained in a
morg or less garbled form. If either
man or woman has a right to ask
questions, candor and honesty de-
mand that they should be fully and
frankly answered.

It is well, however, that the lover
should not enquire too closely as to
how he stands with his sweetheart’s
family. She will be glad to tell him,
unasked, if they admire him, so that
if she is noncommunicative he will be
kinder not to jiress the subject. It
is only when there is the danger of
harm done by misplaced confidence
that it is necessary to tell one person
that any other does not like him.

Dorothy Dix.

Fixing Up Saved His Business.

Next to prices and variety of stock,
the most important factor in drawing
trade to a store is the appearance of
the store itself. We saw a very good
illustration of what up-to-date store
fixtures and a liberal use of paint and
glass would do quite recently. The-
circumsitances are worth relating: A
merchant in a certain town had his
field invaded by a company having
branches throughout the province. He
expected they would injure him as
they had injured others, so he sat
down to think how he could meet
their attack. After due consideration

he sent for the carpenters. They re-
modeled his store inside and out. He
invested in new fixtures, and although
it cost him a lot of money he did not
stop until he had a store which, in
appearance at least, he knew it was
not in the power of his competitor
to excel. Then he felt safer, confi-
dent that having held his own in this
point he could hold it in others. And
he did, holding not only his own cus-
tomers, but getting many new ones
besides. The appearance of personal
prosperity attracted additional trade,
for people like to do business wdth a
man who has a prosperous look. Had
lie let the idea get out that he was
losing money and his store put on a
seedy and deserted appearance, even
his best friends would have passed
him by to trade with his rival.

There is profit in fixing up, and
there are few merchants not in a
position to take advantage of it. The
details must be left for each merchant
to work out for himself, but fresh
paint, soap and hot water are factors
not to be overlooked. Inside the store
keep in mind that the idea of the
modern merchant in store arrange-
ment is to come as near as possible
to showing all he has to sell. Those
pretty things now kept in boxes un-
der the counter, perhaps if shown in
glass cases with mirror backs, would
almost sell themselves.

The collection plate may get the
nickels and dimes, but the devil gets
the dollars.

Many a man puts up a bluff, only
to fall over it

IApple

*

We want competent

and Potato Buyers
to correspond with us
H. ELfIER I110SELEY & CO.

504, 506, 508 Wm. Alden Smith Bldg.
QRAND RAPIDS, MICH.
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Jennings’
Extracts

Made
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Very Purest
Raw
Material
Possible to
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Sold at
Popular Prices

Procure

Today

Always Guaranteed to Meet
the Food Laws

Jennings Manufacturing Co.
Owners of
Jennings Flavoring Extract Co.

Grand Rapids, Mich.

One Thousand Cases in Stock Ready for Shipment

Our new narrowtop rail “Crackerjack’
Case No. 42.

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

Grand Rapids Show Case Company
Grand Rapids, Mich.
Tbe Largest Show Case Piaat In the World

Ballou Baskets are BEST

X-strapped Truck Basket

A Gold Brick

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

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

BALLOU MFG. CO., Belding, Mich.



The Automobile VJoman a Striking
Figure.

The most striking figure among us
nowadays—mainly because she is so
numerous and so untidy—is the auto
mobile woman, and apparently she
is here to stay.

Any stranger who may happen to
wander through the streets of Chica-
go during these early autumn days
will inevitably gather the impression
that it is a city of motorists, not
merely because nine-tenths of the
vehicles that perpetually threaten
him with annihilation are of the auto-
mobile variety but because a large
proportion of the women he en-
counters on the sidewalks or in the
stores are clothed in regulation motor
garb—and wearing the harried “do-
or-die” expression that almost in-
variably goes with it

But, to quote a familiar aphorism,
“you can not judge a book by its
cover, and neither can a woman’s
actual status be infallibly determined
by her attire. The woman who wears
automobile clothes to do her shop-
ping in is not necessarily an enthusi-
astic motorist. As a matter of fact,
notwithstanding the admitted preva-
lence of the “motor madness,” it is
dollars to doughnuts that she has nev-
er ridden in an automobile in her
life—unless, possibly in one of the
“rubberneck wagons” designed chiefly
for the benefit of the guileless tourist
with a desire to see the city. She has
simply fallen a victim to the auto
outfit craze.

There are three cogent feminine
reasons for the popularity of this new
fad.

First, it is distinctly “swagger,”
since it conveys the awe-inspiring im-
pression that one has left a $12,000
Mercedes just around the corner; sec-
ondly, it is generally becoming—if
you are careful to omit the goggles
and are not particular about the view
from the rear, and, thirdly, it is
mighty convenient when you want to
run out on an errand without stop-
ping to “fix up.” The long, loose
motor coat—like charity—covers a
multitude of shortcomings, and the
nondescript headgear, swathed in
yards of chiffon veiling, leaves the
condition of the coiffure absolutely
to the beholder's imagination.

Another point in the motor cos-
tume’s favor, and one that the fem-
inine shopper was quick to discover,
is that the disheveled individual who
dashes into a store with a “Don’t-
keep-me-waiting-or-the - motor-may-
blow-up” expression on her face gen-
erally gets herself attended to with-
out unnecessary delays, while the
hapless creature whose faultless toilet
and general air of savoir faire pro-
claim her a person of leisure may
stand around for a quarter of an hour
before one of tht listless young
ladies behind the counter can be in-
duced even to see her.

Considered as an autumn garment,
the cover-all automobile coat has,
undeniably, points to recommend it
Tt is roomy, comfortable and warm
and it does not—as other outdoor
garments mostly do—require a lot of
frills and fancy “fixings” to go along
with it. Thus it is a real boon to the
woman who craves an occasional re-
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spite from the exactions of fashion.
Once upon a time her only refuge
was the utilitarian but inelegant rain-
coat, which, no matter how charit-
ably you looked at it, always was a
raincoat and could never by any pos-
sibility be mistaken for anything else.
Now the raincoat woman is seen no
more. The psuedo motorist has tak
en her place.

But, of course, the women wh<
wear motor garments are not al
ways make-believe motorists. Most
of the wealthy women of to-day have
their private automobiles—although
these are not the women the stranger
meets afoot in automobile clothes
and not a few of the younger ones
are as competent to drive a car as
the licensed chauffeurs they employ.
There is, in fact, an automobile school
which makes a specialty of instruct-
ing the woman who wishes to become
a proficient chauffeuse and its list of
pupils, always a long one, is steadily
increasing. The course of instruction
occupies six months and embraces
every part of automobile manage-
ment, including the emergency re
pairs that every licensed ohauffeur
must be able to make, and at the
conclusion of the term the successful
graduate is presented with a certifi-
cate which, declaring her competent
to operate a steam, gasoline or elec
trie motor, as the case may be, en
ables her to procure a regular chauf
feur’s license. There is no make-be
lieve about the training undergone by
these enthusiasts, all of whom are
women of wealth who possess or ex-
pect to possess cars of their own,
and it is an object lesson long to be
remembered to see one of them
overhauling a car with as little re
spect for the condition of her hands
as the mechanic who must earn his
living by his work.

Could Take His Choice.

At a recent inquest in a Pennsyl
vania town one of the jurors, after
the usual swearing in, arose and with
much dignity protested against ser-
vice, alleging that he was the gen
eral manager of an important con-
cern and was wasting valuable time
by sitting as a juror at an inquest

The coroner, turning to his clerk,
said: "Mr. Morgan, kindly hand me
‘Jervis’ [the authority on juries].”
Then, after consulting the book, the
coroner observed to the unwilling
juror:

“Upon reference to ‘Jervis,’” | find,
sir, that no persons are exempt from
service as jurors except idiots, im-
beciles and lunatics. Now under
which heading do you claim exemp
tion?” *

Cleaning Chamois Skins.

1 Rub well over with soft soap
until clean. Rinse in warm water, to
which soda has been added, and use
yellow soap. After rinsing, wrin._
well in a rough towel, dry quickly,
rub and work well in hands to soften

2 Keep a wet towel lying on its
face until the dirt is thoroughly soft-
ened, say three or four days, occa-
sionally rubbing off with a sponge;
then rub with clear nut or linseed oil

Too many people mistake polite
applause for an encore.

FINE

CALENDARS

THING can ever
be so popular with

your customers for

the reason that nothing

is so useful. No

housekeeper ever had
too many. They are the
proper things for New
Year’s Greeting.

We manufacture posi-
tively everything in the
calendar line at prices
consistent with first=class
workmanship. Tell us
what kind you want and
we will send you sam=
pies and prices.

TRADESMAN
COMPANY

GRAND RAPIDS, MICH.



Clothing

What Other Clothing Dealers Are
Doing.

The advertising man of a large
clothing and furnishing goods store
picks up many valuable ideas for the
trade-getting advertisements he writes
by mingling freely, during the busiest
hours of the day and evening, with
the customers not only in his own
but in other big stores. His keen
eye singles out the best salesmen, and
while standing near apparently en-
grossed in the inspection of some
goods, he closely notes the custom-
er's criticisms on the goods shown,
his tastes and preferences, and in thi>
way, so to speak, keeps his fingers
on the public pulse of trade in lines.
He also notes the adroitness of the
clever salesman in handling every
class of customers.
tomer calls for a tie.
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knowing the high appreciation in
which a good salesman is held by
their house.

If there is*one quality more than
another that is universally admired
in the business man to-day it is
“push.” The man who is so brimful
of force that obstacles only fill him
with the keen joy of the sportsman
instills this power, this hustle, into
every one in his employ. It is as
Icatching as measles. Every scheme
to draw the public to his store may
not bring an immediate access of
Ibusiness, every strong advertisement
Imay not pull just the business in-
tended, but all these things, persisted
lin, will stamp him in the public eye
as a “hustler,” bound to win, and
ithat is a business asset the value of
which can not be calculated in dol-
lars and cents. One such “pusher” put
in operation an advertising idea that
enlisted the co-operation of the boys
and girls of his town, and proved of
Ino small benefit to his business. He
|had specially designed business cards

Possibly the cus-jprinted, which were freely supplied
The born sales- 1to all children who applied for them,

man never directly opposes his cus-j | hese cards the children were to sign
tomer's taste, but, with the skill of land distribute among their friends.

the diplomat, he throws in just the
right word here and there with each
style displayed, shows that he is mas-
ter of his business by his knowledge
of what is really correct and in good
taste, and usually winds up by sell-
ing whatever he chooses. Incidental-
ly, after the sale is made, he men-
tions some new styles in collars, or
shirts, or underwear of particular
excellence, or'particularly attractive
patterns in vests, and the customer
who came in only intending to spend
a dollar perhaps leaves ten behind
him, and, moreover, carries away the
recollection of a very pleasant, gen-
tlemanly clerk, with whom he will
do business again. Now out of all
this the advertising man gains that
most valuable of all advertising les-
sons—to advertise as you would talk
to customers. More than this, the
manager of the store calls all his
clerks together at stated times for
short heart-to-heart” talks, when the
advertising man relates any particu-
lar instance of good salesmanship he
has noticed in his wanderings, or
again shows how a clerk has signal-
ly failed to make the most of an op-
portunity. The clerks are encourag-
ed to offer suggestions, and are
stimulated to their best efforts by

HAS THE UNION LASEL

IThen on all sales made to the holder
of any card the child whose name ap-
Ipeared thereon was to be credited
lwith 2 per cent, of the total amount.
Special prizes were also to be given
to the boy and girl whose cards
showed the largest total sales. The
cnildren were somewhat slow to grasp
the idea just at first, but at the end
of the first month, when those who
had put in some good work in so-
lliciting trade among their friends got
their rewards in cold cash, the fever
spread, and the youngsters started in
in dead earnest to drum up trade, and
this shrewd proprietor found he had
harnessed a live force to his advertis-
ing that set the whole neighborhood
to talking about his store.

Just before Hallowe’en one firm,
which is always seasonable in its an-
nouncements, issued a little pamphlet
of “Hallowe’en Fireside Games,”
which was greatly in demand. Of
course the games were interspersed
with  much good advertising. To
further draw attention they helped
Imatters out by a unique window dis-
play. In one corner of the window an
ingenious representation of an old-
fashioned fireplace was arranged. In
the bottom of the window a hole,
over a foot in diameter, was cut, and

over this was fastened a screen of
coarse wire. To the wires were fas-
tened short pointed streamers of red
tissue paper interspersed with a few
blue ones. Underneath this opening
an electric fan caused the streamers
to flutter up around the logs in the
fire-place, and this, combined with
the glow from several red electric
light bulbs, produced the effect of a
blazing fire. In the evening, at a
short distance, the illusion was per-
fect. On the hearthstone were roast-
ing chestnuts and apples, and a pump-
kin lantern or two. The booklets
were also scattered about, with an
invitation to call for one.

A pony, a real live pony, was the
prize which almost set the boys in
one town wild when offered by a
leading clothier. The contest was ar-
ranged after this fashion: A huge
ear of corn in the husk was suspend-
ed in the window, coupled with the
announcement that a pony would be
given away to the boy buying a suit
of clothes there who should guess
nearest to the exact number of ker-
nels of corn on the ear. To further
increase the excitement the pony
was driven daily through the streets,
placarded with announcements. He
was a little beauty, and every boy’s
heart was set on him to the extent
that a suit bought at any other store
had no charms for him. The contest
started before the fall opening of the
schools, when school suits are most
in demand, and while it ran the firm
did a land office business in boy’s
clothing.

It is not always originality or
uniqueness that brings best results.
Sometimes a rather commonplace
idea, used in the right way, is far
more valuable than the most unique.
One clothier and furnisher every sea-
son sends patterns of suitings or
other new goods to men at their
business or home addresses. He has
found that it is not much use to send
such patterns out haphazard to a giv-
en list of names. It is necessary to
know something of the individuality
of each, and the right pattern sent to
the right man in the right place is
what is aimed at. For this purpose
a card system, with all available in-
formation concerning the wants and
fancies, occupation, age, and so forth,
of each, is carefully kept. He dis-
criminates between the needs of a
youth and a man of 53> 3 business
man and a laborer, and believes he

PNSThILITT'I
We have adopted the phrase “Better than Custom Made,” because

we have a line which, in style, workmanship and material, places the
retailer handling “Hermanwile GUARANTEED CLOTHING” beyond the
competition of both the genuine custom tailor and the so-called “custom
made.” which is taking a slice of the trade of the legitimate retailer of
“ready-to-wear” clothing.

OUR SALESMEN ARE OUT. They cannot reach every clothing
merchant, but we will be pleased to send sample line, at our expense,

on request.

saves a good percentage of the cost
of haphazard advertising. Like the
marksman he doesn’'t always expect
to score, but he is satisfied that he
comes closer to the mark by care and
discrimination.

Many stores have adopted the prac-
tice of pasting inside the window
glass printed copies of their newspa-
per advertisements. One store has
rung a little variation on this idei
which attracts attention merely be-
cause it is different from all the
others. Fresh announcements daily,
called “Blank’s Blue Pencilings,” are
written in blue pencil on sheets of
white paper, which again are pasted
on paper of an attractive color, and
stuck inside the glass. It is curious
how much attention a written an-

The “Ideal” Girl in
Uniform Overalls

All the Improvements
Write for Samples

THE

Herman Wile 1 8



nouncement, whether with pen or
pencil, in a window will attract.
Scarcely a passing pedestrian but

stops to read these advertisements,
which are bright, crisp and pointed,
but one line of goods being touched
on in each.

Not very long ago a “clerk” (?) in
a shoe store wrote a letter to a shoe
trade journal. It was a very laugh-
able letter, not because he intended
it to be humorous but because of the
views he took. It was in reality a
tirade against employers. Poor fel-
perhaps he was having a hard
time of it. His employer might have
been a tyrant, but one doubts it from
his reference to his fellow workers.
Here it is: “Then again there is al-
most always some ‘knocker/ who, to
gain favor, will keep polishing up
boxes, or shoes, until the lights are
out; he works a hardship on an hon-
est, conscientious clerk. He makes
what the boys call ‘a grand play'—
wants the boss to imagine that he is
far better than the rest of the help,
and this chap is usually the first one
that will rob the till when opportu-
nity offers. These are the fellows the
boss’ wants to look out for, rather
than the unostentatious clerk.” The
italics are mine. Do they not cause
a smile to mantle your face as you
read them? We have no doubt but
this fellow has been “called down”
rather often of late for not keeping
up his end of the work. There could
be no co-operation in a store where
this man is working. He is pulling
against the others as sure as he wrote
that letter. His mind is warped and
he is biased in many ways about this
feature of the game of life. He has
taken up the subject from the wrong
side. He has not taken it up from his
own side of the question at all. He
is merely opposed to the side the
“boss” is on—that is all. From his
own side he must see that every time
he allows himself to brood over his
imagined injuries he is hurting him-
self. He is darkening his intellect and
his character. He is allowing evil
thoughts- of others to carry him away
from the good that is inherent in
every man. My doctrine is: Every
salesman owes it to himself to do the
best he can for the firm he works
for, because he is then doing the best
he can for himself. Is not that a real
fact? Is it not a good theory to work
from at any rate?— Clothier and Furn
isher.

Are You a Storekeeper?
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KNOW YOURSELF.

Then You Will Not Throw Yourself
Away.

Sir Andrew Clark, the famous phy-
sician, once said that there was, no
doubt, a great deal of waste of every-
thing, but what most appalled him
was the way in which people wasted
themselves. He was speaking, of
course, of physical waste—the manner
in which we neglect the physical
powers which Nature has given us.
We are apt to be fearful sinners in
that way. We do not take half the
interest in ourselves that we should.

| bought a toy the other day for a
young gentleman who has reached the
ripe age of 9. Having decided to
give myself the pleasure of making
him frantically happy for an hour or
so at the small expenditure of 10 cents
I went to a toy shop to get “some-
thing.” You guess what happened, of
course. The saleswoman who took
charge of me | should be happy to
give a testimonial to as an exceed-
ingly clever extracter of cash out of
one’s pocket. She pointed out to me
that if the youngster was clever he
would undoubtedly, at 9 years of
age, have “run through” all the com-
mon order of toys. Of course if he
was backward—not up to the ordi-
nary child of that age—a quite sim-
ple 10 cent thing might do. The risk
of disappointing him by offering him
a thing which he had outgrown by
years was too fearful to be run, and
to make certain against such a catas-
trophe | bought “the latest,” a won-
derfully cheap mechanical toy, price
‘only $1.”

In something less than pn hour
the young gentleman had dissected
that piece of mechanism into its
“component parts,” with a thorough-
ness that completely baffled every
effort to stick them together again.
He explained that he wanted to know
about what was inside the thing. It
was an excellent reason, and | only
wish a good many more people had
something of that youngster’s curi-
osity about themselves.

A domestic the other day died
through excessive indulgence in pills
She had an idea that she was weak
and she wanted to be strong—a kind
of female Hercules—so she invested
her spare money in purchasing pills
in which she had special faith. Ap-
parently she utilized any moment that
she could tear herself away from her

work in taking a pill. Her persever-
ance had a fatal effect. | do not say
that the pills were not good, but she
overdid it.

mUCh faith in extrava" |over learnin
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best of things, the best of work, the
best of recreation.

“l can not quite understand the
young man or girl who is in earnest
book-keeping or short-

1,haVu cPOt . 5
gant self-development m the physical,hand and who does not consider it

direction. To be able to bend
poker with one’s hands does not seem
to me to be so useful an acquirement
as to warrant one spending one’s time
in gaining it. Jiu jitsu may be useful
to a policeman or a public performer,
but I do not see how it can profit an
ordinary young man or woman. But
I would have every one give some
little time and attention to keeping
their bodies in the best condition.
And it is wonderful how little things
tell in physical matters—how five or
ten minutes’ exercise a day may ward
off some threatened complaint and
how the observance of a little sense
in the choice of food and drink may
make the difference between happi-
ness and misery.

Dr. Ray Lankester, one of the
greatest medical authorities the world
has seen, stated in an address a few
days ago that “it is a matter of prac-
tical certainty that by the unstinted
application of known methods all ep

demic diseases could be abolished lotherwise attain,

within a period so short as

fifty
~ears'
He wants the State to take the job
n hand and put an end to nine-tenths
of the diseases which worry us. | do
not suppose that the State will worry
about it. But if the State could do
so much what can the individual man
or woman do for him or herself?
How can we dodge sickness for
ourselves? Can it be done? Sir Wil-
liam Gull used to say that the great-
est triumphs in  modern medicine
would lie in finding out how to avoid

disease. It has achieved wonders in
that direction during the last few
years.

“With some intelligent care as to
ventilation of our rooms,” says an
authority, “as to breathing fresh air,
living temperately, with little or no
alcohol, and taking daily exercise in
the open, people would, perhaps,
know little more of gout, rheuma-
tism, cancer, fever, lumbago, dyspep-
sia, asthma and the host of infectious
troubles than do the lower animals.”

That is a fine catalogue of ills to
scape, but one must remember, in
addition, that health does not merely
mean not being ill. It means being
in the best possible state to make the

If so, you will be interested in our Coupon Book
System, which places your business on a cash basis.

We manufacture four kinds,

all the same price. We

will send you samples and full information free.

- worth while to give an hour or so

to studying what the digestive organs
will or won't do,” said De Lesseps,
the great engineer. “What is the
good of a mortal knowing anything
if he or she is ill? Learn, therefore,
my dear friend, enough about your-
self not to throw yourself away. |
do not say become learned in medi-
cal matters, but do recognize what
food, and drink, and exercise, and
habits are good and what bad for
you.”

I find most of my own friends
guilty of the most absurd mistakes
in the most ordinary health matters.
They never have thought them
worthy of consideration.

“It is time to bother about health
when one is ill,” a friend remarked
to me the other day. A man might
as well put off insuring his house un-
til it was on fire. And a little “both-
ering” keeps the botherer in a better
condition of fitness than he will
and enables him
to do an enormous amount of better

work. It is pure economy of one's
self.

The proprietor of a restaurant
groaned to me a short time since

about the terrible waste of money
perpetrated by the patrons of his es-
tablishment. It was not that they
spent large sums, but they exercised
a most aggravating choice! among
the delicacies offered them, and with
perverse ingenuity selected just the
least profitable (for them) viands,
He reckoned that close on half the
money spent was—as far as nutriment

went—wasted, and it afflicted him
sorely.

“Extravagance, | call it!” he ex-
claimed.

| suppose it really is extravagance.
But from rising in the morning un-
til we go to bed at night—and, per-
haps, even all night through, too, un-
less we take care—we are wastrels
as regards ourselves unless we look
after ourselves. For extravagance as
regards health, strength and energy
is a thing one can indulge in everv
moment of one’s life—until the stock
is exhausted.

It is time we reformed and took
to saving ourselves. E. G. Minnick.

TRADESMAN COMPANY, Grand Rapids, Mich.
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CIVIC DUTY.

Responsibility Which Rests on Every
Good Citizen.

On the eve of the election Cardinal
Gibbons made a strong plea for civic
virtue and obedience to lawful au-
thority.

Taking as his text, "Render to Cae-
sar the things that are Caesar’s and
to God the things that are God’s,”
the Cardinal said:

lhese words of Christ embody the
whole duty of man, so far as his
obedience to all lawful authority is
concerned. \ou will all agree with
me that no greater natural blessing
can exist in a community than to
find good order, tranquility and se-
curity of life and property firmly es-

tablished among its inhabitants.
These blessings are secured by the
reign of law.

“Order is heaven’s first law." Now,
there are three elements which con-
spire and which are necessarv to

maintain this order in domestic and1Serve the ) o
»jchurch and submit to the legitimate

social life: First—The enactment o
wise and judicious legislation for tin
government of the commonwealth.
Second—A judicial and executive au-
thority interpreting, administering
and enforcing these enactments,
Third— Law-abiding citizens, or sub-
jects, faithfully submitting to these
ordinances. This truth applies to the
whole range of human life.

Look into the Kingdom of God
that is within you. Contemplate your
soul, which is a world in miniature.
That little world is inhabited by va-
rious tenants, "which live and move
and have their being.” You have there
an intellect and a will and memory
and imagination. You have inclina-
tions, emotions and passions which
are swayed to and fro and jostle one
another like a promiscuous crowd.

In this kingdom of the soul God
has written his law. You have a con-
science to interpret and enforce this
law. So long as your faculties and
passions are subservient to the voice
of conscience, peace reigns in the
kingdom of the soul. But as soon
as the passions rebel against con-
science, anarchy, disorder and tumult
hold sway and the soul is tormented
by remorse.

Passing from the empire of the
soul to the patriarchal and primeval
commonwealth of the family the do-
mestic kingdom is ruled by the father
and mother, whom the children and
.servants are required to obey. Filial
obedience is forcibly inculcated by
Holy Scripture. ‘“Honor thy father
and mother that thou mayest live a
long time, and that it may be well
for thee in the land which the Lord
thy God shall give unto thee.” So long
as parents exercise a salutary control
over their children, both by word and
example, and bring them up in the
fear and love of God, and so long
as the children love and honor their
parents, peace and harmony are sure
to reign in the family and the home
is a haven of rest. But if they rebel
against the lawful authority of their
parents discord and strife, discontent
and dissensions are sure to put to
flight the angel of peace from the
household.

Ascending from the family to the
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church we find that this vast spirit-
Jual domain is ruled by divers eccle-
|siastical functionaries exercising dif-
ferent grades of authority. The Pope,
as \icar of Christ, has jurisdiction
over the entire church. The bishop
rules in his diocese and the pastor
in his parish. The authority of the
hierarchy is clearly set forth in the
words of Christ himself: “Go, teach
all nations. * * * * and behold
11 am with you all days, even to the
consummation of the world.” “He that
iheareth you heareth me, and he that
Idespiseth you despiseth me.” “You
shall be witnesses unto me in Jeru-
salem, and in all Judea and Samaria,
and even to the uttermost bounds of
the earth.”

St. Paul says: "Obey your prelates
and be subject to them. For they
watch as being able to render an ac-
|count of your souls: that they may
do this with joy, and not with grief.”
So long as the faithful diligently ob-
laws of God and of his

lauthority of their pastors, heavenly
|peace and concord reign in the king-
dom of God upon earth; while re-
sistance to lawful authority is the
; fruitful source of lamentable schisms
and dissensions.

But our Savior tells us that we are
bound not only to render to God the
things that are God’s, but also to Cae-
sar the things that are Caesar’'s. We
owe allegiance to the temporal pow-
ers as well as to the spiritual rulers.
The same Lord who commands us to
obey the divine law requires us also
to uphold the civil laws of the na-
tion. And. surely, of all people on
the face of the earth the American
citizen should take a special delight
in submitting to the legislation im-
posed upon him and in being loyal
to his country and to its institutions.

In despotic countries the people are

ruled with an iron hand.
|standing armies and a formidable po-
|lice force are scattered over the length
land breadth of the empire to terror-
ize the subjects—keep them in sub-
jection. A network of spies is spread
over the country, ready to catch the
unwary in its toils, and often inno-
cent victims are sacrificed to their
irresponsible power. Star chambers
are set up where persons are secretly
tried and condemned without due
process of law. Freedom of speech
and of the press is suppressed. The
subjects must submit to laws in the
framing of which they had no part.

How different is our situation!
There are no immense standing arm-
ies among us to intimidate the peo-
ple and to drain their resources. There
are no government spies to watch
and report our movements and con-
duct. No star chambers are tolerat-
ed. Everyone accused, even the
greatest criminal, has a right to de-
fend himself. We enjoy liberty of
speech and of the press, and, while
no doubt great abuses exist, we are
free to criticise the public conduct
of all civil functionaries.

\\ ith what alacrity should we ob-
serve the laws which are framed for
our material comfort and protection,

Large 1buys or sells votes, who creeps into

political power by intrigue and brib-
ery, is a theft and is transgressing the
commandment which says: "Thou
shall not steal.”

The moral condition of the state
is what we ourselves make it. It is of
our own creation, for the state is com-
posed of units of citizens. The des-
tiny of the commonwealth under God
is in our own hands.

But while it is clear that the private
citizen is bound to respect and honor
the civil magistrate, it is equally
clear, especially in a constitutional
government like ours, that the citi-
zen has an undoubted right to criti-
cise the official conduct of the public
functionaries. A calm, temperate and
dispassionate judgment passed upon
the official acts of those in authority
serves a wise and useful purpose. 11
admonishes the servants of the law
of their faults, their shortcomings and
delinquencies, and affords them an
opportunity of correcting their mis-
takes. It also reminds them of what
a protracted term of office tempts
them to forget—that they are the
servants and not the masters of their
constituents.

But you will say: Is it not unman-
Iy, slavish and degrading for any

land with what cordiality should We|man to submit to the will of anoth-

exhibit proper respect for those in

er? Are not all men born equal? Is

authority-, since we had a part in theirjnot’ therefore, one man’s rule over
Iselection! We can not better prove |another a usurpation? It is true, in-
our love for our country than by lgeed, that no man has any intrinsic
faithfully- observing her laws, and we ¢ inporn rights over another. Neith-
can not better uphold the dignity of lgr president, nor government, nor
the Nation at home and abroad than Imayor, nor magistrate has any pre-

by deporting ourselves as upright and
blameless citizens.

No man can be a good Christian
who sets at defiance the laws of the
commonwealth. The man that breaks

rogatives to command unless author-
ity be given to him by a higher pow-
er. But it is just because the magis-
trate has authority from God that he
has the right to command our obe-

the laws of the State is violating at |dience.

the same time some commandment j

"of the decalogue.

The divine sanction to the lawful

The citizen  who lg,thority is clearly stated in the Holy
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Scriptures: “Let every soul,” says the
apostle, “be subject to higher pow-
ers, for there is no power but from
God, and those that are are ordained
by God. 1herefore, he who resisteth
power resisteth the ordinance of God,
and they who resist purchase to them-
selves damnation.  Therefore, be
subject not only for wrath, but also
for conscience sake. Render, there-
fore, to all their dues—tribute to
whom tribute is due, custom (taxes'»
to whom custom, fear to whom fear,
honor to whom honor is due.” You
see, then, that there can be no degra-
dation in submitting to the civil mag-
istrate, since he is invested with au-
thority by God himself. Obedience,
therefore, is not an act of servility
to man, but is an act of homage to
the Supreme Legislator Himself.

Is not Jesus Christ the perfect type
of manhood? He could not do an
act which would lower His moral
dignity. Yet “Christ,” says St. Paul,
“debased Himself, taking the form of
a servant, being made to the likeness
of man, and in fashion found as man.
He humbled Himself, becoming obe-
dient unto death, even the death of
the cross.” Oh, my brethren, if Christ
voluntarily submitted Himself to Hs
own creatures, we ought to submit
cheerfully to our fellow-beings when
they have authority over us from
God.

Another will say: | disapprove of
the methods by which certain candi-
dates were elected to office. There
were Charges of corruption and brib-
ery and intimidation against them. |
am far from defending or extenuat-
ing the abuses existing in our system
of popular elections. | am upholding
only the principle of authority. No
one can deplore the abuses of power
more than | do. But absolute perfec-
tion can never be found in human
affairs. Did not Jacob supplant his
brother Esau through his mother's
connivance and intrigues? In all
earthly governments there are more
or less betrayals of public trust. No
government ever existed from the
formation of society to the present
time in which some abuse of power
did not exist. And it will be so until
the end of time. “As it will be so until
beginning, is now and ever shall be,
world without end”—although we can
not say amen to it.

You will say again: The man who
is elected to office is inferior in in-
telligence and virtue to thousands of
his constituents in the community
who are relegated to private life. T
grant it. But a candidate’s election
to office is not determined by his per-
sonal, mental and moral acquirements,
but by the suffrages of the people or
by the choice of his superior. And in
the history of the world has it not
repeatedly happened that persons of
inferior culture and virtue have been
clothed with authority over men of
vastly superior intelligence?

Witness Saul, afterward Paul, the

apostle. He goes from Jerusalem to
Damascus, breathing  vengeance
against the Christians. On the road

he is struck blind by a visitation of
God. Our Lord appears to him and
says: “Saul, Saul, why persecutest
thou me?” And Saul answers: “Lord,
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what wilt thou have me to do?” Our
Lord does not take on Himself the
instruction of Saul, but sends him to
an obscure disciple in a retired street
in Damascus. Does Saul murmur at
this command? Does he say, “Why
refer me to this lowly man? Why
not commit me to one of your apos-
tles to be baptized?” He goes direct-
ly to Damascus, where he is baptized
by Ananias. Surely, Saul was more
conspicuous for intellectual gifts than
Ananias. Indeed, the name of Ana-
nias might never have come down to
us if it had not been associated with
that of Saul.

Cardinal Newman, one of the most
brilliant luminaries of the nineteenth
century, suffered himself to be in-
structed and baptized by a humble
disciple of Paul of the Cross.

Witness again St. Peter. No mem-
ber of the Apostolic College had so
grievously sinned against his Master
as Peter had, Judas alone excepted.
He denied Christ, while the others
had only abandoned Him. Yet Peter
is appointed Prince of the apostles
and the visible head of the church. 1
never heard that any of the apostles
had refused to obey Peter on ac-
count of his grievous transgression
or that they had ever reproached him
for his crime.

You will all admit that Emperor
Nero was the most depraved and
bloodthirsty ruler that ever sat on a
throne. Yet both Peter and Paul in
their epistles enjoin on Christians the
obligation of honoring Nero and
obeying the imperial laws. And these
two apostles submitted to his de-
crees, even at tlxe sacrifice of their
lives.

Again, | may be told that there are
thousands of citizens in the commu-
nity who possess not only more in-
telligence and virtue, but also a great-
er capacity for discharging the du-
ties of a public office than the in-
cumbent. This may be so. But let
us remember that it is much easier
for us to criticise a civil functionary
than to fill his place with credit to
ourselves. Censure is a very com-
mon and cheap commodity. | knew
a gentleman in a distant city who
had embarked in various mercantile
pursuits, in all of which he signally
failed. Yet that gentleman was a se-
vere critic and had a very high opin-
ion of his own abilities. He honestly
believed that were he a churchman
he could preside with honor over any
see in the United States, and that
were he called to public life he could
acceptably fill a Cabinet office or even
the Presidential chair.

When Samuel J. Randall was
Speaker of the House of Representa-
tives there was a certain member of
Congress who was habitually annoy-
ing him by questioning his rulings
and taking exceptions to his decisions.
One day in a full House, when a
very important question was under
consideration, the Speaker vacated
the chair and invited the obnoxious
member to preside in his absence. In
a few moments the House was in an
uproar. Pandemonium reigned su-
preme. Several members rose at the
same time, appealing to the Chair. But
the Chair had lost his head. The con-

fusion continued until the Speaker
returned and resumed the chair, and
only then was order restored. The of-
fending member learned from the in-
cident to be ever afterward less criti-
cal and more respectful to the presid-
ing officer.

One of the greatest social maladies
of our times is a lack of reverence
for those in authority. This is true
on the part of children toward pa-
rents, of citizens toward magistrates,
and sometimes even of Christians to-
ward the Lord’s anointed. There is
an intmate relation between reverence
and obedience. It is difficult to obey
those whom we fail to honor, while,
on the contrary, obedience becomes
agreeable when prompted by a spirit
of respect for those appointed to rule
over us. And we will not be wanting
ni this reverence when we regard
those placed over us as the represen-
tatives of God.

Above all, let us pray the Lord of
Wisdom and Justice that he may in-
spire our spiritual and civil rulers
wiith a profound sense of their re-
sponsibilities, so that they may enact
and enforce such legislation as will
redound to the welfare of the com-
moiiwealth and to the peace and hap-
piness of the people committed to
their care.

Where one woman starts to make
a name for herself, twenty will be
satisfied to take some man'’s.

Some men are always either drown-
ing their sorrow or celebrating their
joys.
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LAND ON YOUR FEET.

Be Able To Fit Into New Position
Quickly.

One of the commonest experiences
in life is to walk into some place and
see a new face where a familiar one
used to be. Perhaps the firm has
found it advisable to make a change
or the man himself has gone else-
where. Often skilled auditors and
business  systematizers in  going
through a factory or a large office
point out to the manager that cer-
tain departments can be merged with
others or done away with altogether.
Oftentimes the worker is unprepared
to receive his walking papers, and his
dismissal puts him in an awkward
fix. But in reality an employe who
is taken by surprise when he gets
notice is not keeping abreast of the
times.

Dangers surround the business man
on all sides. If he does not sell out
when he gets a favorable offer he
never may receive such an offer again.
Or competition may be so severe that
he finds it necessary to curtail ex-
penses considerably and has to cut
down his working force or reduce
their salaries. To the average man
nothing is so disgusting as to have
his pay cut down, and few employes
will stand for it. Therefore they get
out and often do not know where
to go.

Wisdom dictates readiness for any
emergency to the employe, whether
he be getting $12 or $120 per week.
It is folly to reckon on a position
as certain for years when the owner
himself does not know how long he
can keep the business going.

The salaried man who reads the
signs of the times to advantage has
several alternatives. He can save up
his money and try to get into some
business for himself which will ren-
der him independent of being subject-
ed to dismissal. He can have enough
capital to last him until he finds an-
other position. He can cultivate a
large circle of acquaintances and let
them know when he feels his posi-
tion insecure. Knowing the em-
ployes of a large number of business
houses is one of the best forms of
insurance against being out of a job.
All the time large concerns are mak-
ing some changes and there are few
times when a capable man is not
needed somewhere.

The importance of being ready for
emergencies is shown in the case of
the insurance investigation. A good
many agents committed suicide
through business on which they had
reckoned slipping out of their fin-
gers. And yet nothing is more cer-
tain than that these men were to a
great extent utterly Improvident.
Some of them had for twenty years
enjoyed large incomes and when mis-
fortune came they had not saved up
a dollar to meet it.

Back in Wall Street, New York,
some of the brainiest men of the day
are planning new mergers and con-
solidations. When these men act
they are prone to act swiftly. No
matter how willing the individual
owner of a plant might be to contin-
ue in the business his father had left
him, often it would be the rankest
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kind of folly to try to compete with
the new combine.

The truth is that there is mighty
little sentiment in business nowa-
days. And neither employe nor em-
ployer is responsible for the condi-
tion of affairs. Competition is as
ruthless between business houses as
between men applying for a position.
Not one man in a thousand cares if
he gets a position through the pos-
session of some additional trifling
merit which turns the balance in his
favor and causes some man to re-
main out of a job who has a wife and
family depending on him. In the face
of this, it is difficult to see why the
employer should be required to dem-
onstrate a different spirit. As a mat-
ter of fact, he doesn’'t

One firm in a house organ boldly
makes the statement: “No one holds
a job with us if we can find some
one who will do the work better at
an equal salary.” Another concern
flatly told its employes in a small
monthly magazine circulated among
the workers: “If any one is not sat-
isfied with the salary we are paying
him, he should seek his level else-
where.” In the face of declarations
of policy like the foregoing, it would
be folly for a man to turn down a
better position when he is offered
one, through out of date ideas about
the advantage of remaining in one
place all his life.

When a worker enters a concern
there is no contract that the posi-
tion will be a permanent one. The
employer himself could not guaran-
tee that he will be alive in three
months’ time. And even if the em-
ploye were offered a contract to stay
for so many years at a certain salary
few workers would care to tie them-
selves up when the probabilities are
they can earn much more money else-
where inside a year or two.

“There is no doubt,” said one of the
department heads in a big State street
store, “that a man has to be alive
to his interests nowadays to make
headway. The salary a man gets
largely depends on himself. My ex-
perience has not been that employers
are offended when a worker asks for

an advance. | do not believe that
employes usually will get more
money unless they ask for it. A busi-

ness man will not pay more for any
commodity than he can avoid, and it
is difficult to see why he should give
employes more wages than they
themselves ask. If he were to do this
in buying goods he would soon be
put out of business.

‘When an employe asks for more
salary he brings the brain of the
business man to bear directly on his
case. The ‘boss’ then perhaps for the
first time in years studies out what
profit he has been making on the
worker’s services; and if he sees that
the employe is really worth more
money than he has been getting he
will give it to him, and not blame
the man for having the spirit to look
after his own interests.

“Of course, if the employer tells the
worker that he can not give him more
money, it is 'up to’ the employe to
act as he thinks best.

“l do not believe that a good busi-
ness man is offended when, his em-

ploye leaves him to better himself.
No man of sense would want people
working for him who could not take
care of themselves. On the other
hand, | have known employes to ask
for advances and get refused; or re-
ceive a good offer, and, without con-
sulting their employers, accept the
position. Two or three years later
many of these workers have gone
back to the old firm. After leaving
their merits often are found out. But
it does no harm to make a change
occasionally.”

Instead of the old view of a man
being wedded to his job for many
years the more modern one is that
he may get a divorce from it at any
time. Not feeling sure how long he
is going to hold it is by no means a
reat disadvantage to the worker. It
makes him more provident of his
earnings. He is much in the position
of the business man who gets orders
for his wares from another firm. Both
the employe and the employer are
careful when they know the contin-
uance of their profits depends on the
quality of the goods they deliver.
Often, too, the employe acquires
more the view of the outsider and
studies the problems before him in a
more dispassionate and critical man-
ner than if he felt sure of his job.
He is less afraid to suggest altera-
tions and improvements.

As the modern employer does not
feel so sure of his most capable help-
ers as he formerly did, he is not so
slow to reward their efforts as was
formerly the case. He knows that
the favorite motto of the world of
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commerce, “Business is business,” is
quite as likely to rule the action of
his employe when dealing with an-
other position as when he himself
is buying goods in the open market.

The outcome of the whole matter
is that things are placed more on a
business basis than before. The mod-
ern man of affairs looks on every
worker as an investment. If he is
paying him $1,500 per year he figures
that is equal to @A
$20,000 at about 7 per cent. Now no
man, employer or employe, usually
13 careless when investing such an
amount of money. And if the em
ploye will look at things in this light
and strive to make the investment in
his services a profitable one, he gen-
erally will hold his job as long as he
wants to.

The modern view of any position
should be, “The owner of this busi-
ness is out to make all the money he
can. I'm going to try to fill my po-
sition to the greatest advantage pos-
sible and let my employer make a
profit on my services. It will pay
me to develop initiative and learn to
look at things in the light the boss
does. | will not be afraid to suggest
changes and alterations which | hon-

investment of Iplied the other in dismay.
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who fancied that he possessed
tongue of such glibness that every-
thing he said was worth listening to,
said:

Well, of all the homely women
I've seen in a long time that tall one
is the homeliest.”

The employer looked at the worn
en, then at his employe:

‘ That’s my wife,” he said.

“Oh, | didn't mean that one,” re
“l mean

that one beside her.”

“That,” said the man behind the
firing power, “is my sister.”

llistory doesn’t say whether this
particular employe “got his time” on
the coming Saturday night, but he
certainly deserved it. One of the
perennial but seldom recognized caus-
es of dismissal is just this inclination
to knock.

There are knockers who knock with
insinuations and by implication. They
sneer at the house they work for, at
their bosses, at the quality of the
work done, at their associates and at
about everything else that occurs to
them.

Now, once in awhile a knocker is a
good worker. When he knocks be-
cause he really thinks that things

estly think would be for the good of jare going wrong, and that he ought

the business.
n't approve of them, he can not but
think | am using my time to good
advantage in thinking out progressive
plans-

“My employer expects loyalty from
me and he shall have it; but if | re-
ceive an offer of a better position 1
know my employer will no more
expect me to refuse it than 1 would
expect him to lose 5 per cent, a year
on his business through trading with
the wrong kind of firms out of per-
sonal friendship.”

Workers should strive to avoid
getting into a rut. It is a wise poli-
cy to stay a number of years with
a big firm and be able to refer to that
house. This will demonstrate that a
man can stick to a position. But aft-
er a man has gotten such a refer-
ence he should not be afraid to strike
out boldly for himself. In striving
to make headway capable men will
be offered many positions which they
never believed they would be re-
quired to fill.

The writer has known men who
have made very efficient managers
of restaurants and made small busi-
nesses pay handsomely, who before
had held executive positions in rail-
road offices.

One of the modern virtues required
of a man who would succeed or hold
his own is adaptability. He must
be able to fit into a new position
quickly. To do this he must be a
student and never imagine he knows
it all. Further, a man must not be
too modest. W. Brighton.

Even the Boss Detests a Knocker.

There is a story as true as it is
venerable that can not fail to help
any worker that remembers it, for
this story points a remarkable moral
in the case of the man who, not be-
ing able to find anything good to
say, says something bad.

This man was walking with his em-
ployer. Ahead of them in the street
they saw two women. This employe,

If my employer does- jto set them right as he is the only

man who can do it, he often goes
ahead, and does work that otherwise
would not be done. The employer
then puts up with his knocking for the
sake of his work,

But there are too many knockers
whose hardest work is put into their
knocking. Such men are not only
no help in a plant, or an office, but
they-are a positive handicap to the
other men. They stir up unrest and
discontent, and they consume time
that ought to be given to work.

There has been employed for some
months in a Chicago house of high
standing a man who has had great ex-
perience in his former position. He
was asked to accept the job he now
holds, and whether it was because
his new employers thought him val-
uable enough to send for or for some
other reason, he has developed into
the most active knocker. He knocks
even the men who are giving him
his bread and butter.

Now, in this house there is a junior
partner who knows a thing or two
and it did not take him long to find
that his new acquisition was devoting
a great deal of time to the exposition
of his views upon the shortcomings
and faults of other employes.

The junior partner called him in the
other day and addressed him in this
wise:

“What is there that you can do
better than Mr. A. or Mr. B.?” He
named two of the many employes
that the new man had knocked.

The new fellow thought a moment
and said that he couldn’t upon such
short notice think of anything that
he could do better than either of the
other men.

“Then quit knocking them,” the
junior partner said. “As soon as you
think you can do the work they are
doing better than they are doing it
I'll give you a chance to try. Until
then T would prefer that you criti-
cise this plant and its people, if you

feel that you must criticise them at
all, in the bosom of your own home.”
Since that little interview there has
been at least one business place in
Chicago where the knocker has ceas-
ed from troubling. William Louis.

If you would always be sure of an
audience, abuse somebody.

Speaking of office holders, few die
and all are too patriotic to resign.
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handling” vegetables twice,
“Cuts out” guessing at
quantities )
Order of your home jobber

r
W. C. Hocking & Co.
Chicago
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Sherwood Hall Co., Ltd.
Jobbers of

Carriage
and Wagon
Material

Blacksmith and Horseshoers’

Tools and Supplies. Largest
and most complete stock in
Western Michigan. Our prices

are reasonable.

24 North lonia St.
Grand Rapids, flich.

Last Call
Before the Rush

We are not so much interested

mm

in an order for

fixtures as we are to be assured that you're investi-

gating right.

We are even less concerned about where you

place your order.

If we don’t convince and assist we don’t expect

your business.

BUT— Holiday rush begins in a few days—
then comes stock taking— before you know it, it's the

middle of January.

AND—you’re in an awful hurry—

AND —we are full of immediate delivery orders.
There’s lots of time if you start soon enough.

Grand Rapids Fixtures Co.

South lonia and Bartlett Sts., Grand Rapids, Michigan

New York Office: 724 Broadway

Boston Office: 125 Summer St.

St. Louis Office: 703 Washington Ave.
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MAIL ORDER HOUSES.

How Some Dealers Are Competing
With Them.

It has only been within a very short
period—less than a year or two—that
the contest between the retail dealer
and the big mail order house has be-
come an evenly matched game, where
there is a chance to wager on the re-
sult. It was formerly a one-sided bat-
tle, with everything to favor the mail
order house.

The distribution by mail of the
household necessities listed in ency-
clopaedic catalogues is a great conve-
nience, especially at frontier points
where local stores can be conducted
only at a loss unless exorbitant prices
are charged. In these isolated cases
the metropolitan mail order house
has been a blessing, and many a
ranchman’s wife has regarded its an-
nual catalogue as more precious than
her prayer-book.

But during the last ten years rapid
transitions have taken place. Perhaps
the ranchman, who then rode ten
miles in an ox cart to the nearest
trading-post, can now ride in an elec-
tric car, and the trading-post has de-
veloped into a thriving little city
with a department store of its own.

The wvast amount of business-
science literature that has been pub-
lished during recent years has not
been monopolized by department
stores, mail order houses, and manu-
facturing concerns—the AAA-i class;
most of it has been read by young
merchants ambitious to reach that
class, but whose available capital is
limited to a few dollars and much
sound sense. They commence to
adopt the methods described in busi-
ness articles as those followed by suc-
cessful millionaire concerns; in other
words, the dealer in the small town
is beginning to fight with the same
weapons as his competitor in the
large city, and this is what is making
the contest so interesting.

What is the chief weapon of the
mail order house? Its advertising
literature. A thousand of the old-
school general-store dealers will deny
this and say. “No, the price is what
brings the trade.” That is simply a
case of color blindness, just as mis-
leading as the advertisement that
promises as a gift a set of chairs with
a sewing machine. No mail order
house is giving away anything: but
what it is doing is advertising such a
gift in hundreds of farm papers and
in a million catalogues.

Now how is the. dealer of limited
capital in a small town to meet such
competition? Simply by convincing
the purchaser that he can buy the
same goods, or better goods, right in
hK own town, and not be buying “a
mg in a poke.” For this purpose the
local paper, rightly used, has many
adequate advantages over the metro-
politan catalogue.

Here is the way one enterprising
hardware dealer in a small town beats
the mail order houses at their own
game. He gets from the manufactur-
er of the local paper wood cuts of a
frw articles of general necessity and
prenares some effective advertise-
ments. The first week he runs in two
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cuts—say an ax and a lawn mower—
and his description shows the intend-
ing purchaser that he can get a qual-
ity up to or beyond that advertised
by the mail order house, and for less
money. Furthermore, there is no in-
convenience about forwarding money,
no delay in receiving goods.

There is nothing of the “give-away”
atmosphere in such an advertisement;
it is a direct appeal quite as convinc-
ing as any mail order catalogue. Any
sensible person who reads such an
advertisement would be inclined to
examine the axe or the lawn mower
Ibefore sending money for a similar
article offered by mail. Honest pub-
licity is perhaps the sharpest weapon
in the dealers’ hands and they are
beginning to use it with more dex-
terity. Some not only use the local
papers but even publish their own
Iprice lists.

Another weapon that the dealer has
is the agency of widely advertised
goods sold only to the trade and not
to mail order or premium houses.
Most manufacturers of high grade
|wares protect themselves and their
customers by attaching their names
or trade-marks to the goods, and by
selling through established retail
stores. lhis is known as the legiti-
|mate trade, as distinct from the sale
lof imitation wares by unknown manu-
facturers who care nothing about a
name so long as they can dispose of
so many thousand pieces through one
Ichannel—usually a department store
lor mail order house. The dealer gets
the benefit of national advertising, as
the manufacturer refers directly to
him all enquiries from his city; and
the manufacturer, instead of having
one immense storage plant, has a
thousand or more distributing agen-
Icies in which to show his wares.
Hundreds of dealers now advertise
themselves as exclusive agents to gain
the greater benefit of this national
publicity.

Dealers all over the country are or-
ganizing to fight the mail order hous-
es. One method they use is to refuse
to handle any line sold to mail order
or premium houses. Of course, every
time the consumer asks for an adver-
tised article he helps the cause of tin.
local dealer in competition with the
mail order house selling imitation
wares; and people are insisting more
and more upon what they ask for and
not something “just as good,” or
“better.”

That the local papers are coming
to the support of the local dealer
m his fight against the mail order
house is shown by the following edi-
torial :

. TO1tiofll campaign is obscurin%
With e Yele ¥y Feddemy g iow o gal
contest between the local business
houses which ?ay taxes, contribute to
the support of ‘local enterprises and
ewTh °™ :s Hve,and vote and go to

and tRENBIg dmirtnEraBP Ao /T MR

stih,HiLLOCal .te *es- support no loeal in-
car”a _ fig-e eien<»n0 WCredit- and do no
oS B Fonfsilhn Ml i
'tegwogn%e%osrefaﬁolitics Bglc% edeﬁwlged e
vailing topic.

Now_the local dealer not only has the
ebPertiinity to utilize a mediiim which
is usually read with more interest than
any outside periodical—his own local
paper-hut he has every advantage that

SR IRE® g% e

co-opJPe{tiJﬁir oq‘nda hol%ﬁ‘

En from
0 show "an

deafiig tne

continuous energetic efforts, there is
no mail order housée that will be able to
compete for local patronage under such
conditions.

Governor Folk, of Missouri, in a
recent address before the State As-
sociation of Retail Dealers, expressed
similar sentiments, and his advice
was published in nearly every news-
paper in the country:

“We wish the city merchants to build
up. he said, “but” we also desire to
build up the country merchants. |If a
place is good enougli for a_man to live
In and to make his money in, it is good
enough for him to spend” his money in
He should not send it to the mail order
houses in the large cities. No merchant
can succeed without advertising in one
way or another. Patronize your town
gapers, build them and~ they will
uild the town wup and build up in-
%gesased trade and greater opportuni-

gaper for advertising _purposes, backed
y

So the mail order house is to-day
in conflict with conditions decidedly
different from what they were ten
years ago. The local dealer needed
the stimulant, and under large doses
he has revived to that extent that he
is contesting every dollar of trad:
that goes to the outside mail order
house.

This education on modern business
methods has broadened the minds of
many thousands of local merchants.
The contest lias developed a most
interesting phase of business competi-
tion, and the chances of success for
the local dealer were never so prom-
ising- Louis H. Martin.

Europe is full of American girls
who are completing educations that
were never begun.

There may be nothing new under
the sun, but the druggist always has
something just as good.

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 Ib. tin boxes, io, 15 and 25
Ib. 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 y£,
1 and 5 gal. cans.

Standard Oil Co.
Grand Rapids, Mich.

Fast, Comfortable
and Convenient

Service between Grand Rapids. Detroit
ng%ra Palls, Buffalo, New York, Boston
an e East, via the

flichigan
Central

“The Niagara Palls Route"

The only road running directly by and in
full view of Nla?_ara Falls. Alltrains pass-
es by day stop five minutes at Falls View
Station. * Ten days stopover allowed on
through tickets. "Ask about the Niagara
Art Picture.

0. W. Ruggles,
Gen. Pass, and Ticket Agt.
Chicago

E. W. Covert,
City Pass. Agt.
Grand Rapids.

The Wise Do First What Others Do Last

Don’t Be Last
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BOUR'S
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COFFEES
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Quality Coffees

They Are Trade Builders

W hy?

Because the J. M. Bour Co.
offers the Greatest Coffee Value for the Money
of Any Concern in America.

Unquestionably the Best

77~

Principal Cities

The J. M. Bour Co.

Toledo, Ohio



How To Meet Mail Order Competi-
tion.

Extensive discussion on parcels post
has brought to this office many sug-
gestions, one of which I think worthy
enough to present to the trade press
for their submission to the readers
thereof, which is as follows:

The competition of mail order and
catalogue houses has come to stay
and the country merchant who re-
fuses now to recognize this competi-
tion will eventually wake up to the
situation too late.

Undoubtedly the best way for a
dealer to meet mail order competi-
tion is to have a catalogue of his
own. Too many dealers are still rest-
ing in fancied security and refuse to
acknowledge mail order and catalogue
competition. They still cling to the
old method of few sales and big prof-
its. They do not know what their
customers are buying from the mail
order houses until they see the pack-
ages coming in at the depot. It is ;r
physical impossibility for a country
merchant to know in advance just
what his customer intends to pur-
chase. The solution of this problem
is undoubtedly one of co-operation
between the wholesale house and
its individual customers.

It is not possible for the country
merchant to get up a catalogue of his
own. Wholesale houses making a
specialty of certain lines of goods can
adapt their own catalogue to their
customers’ needs, print on the deal-
er's name instead of theirs, and the
dealer can send it as his own cata-
logue.

Ninety-six. page catalogues printed
in nice black ink on a good quality of
paper, which will show up half-tone
illustrations to advantage, will cost the
wholesale house only about 5 cents
to 6 cents each. If the wholesale
house paid one-half of the cost it
would make a big ninety-six page
catalogue only cost 2y2 or 3 cents
each. In that way the merchant would
have a large department catalogue
of his own, which would illustrate
and describe many of the goods he
had in stock and other goods which
he can supply promptly by ordering
from his mail order house.

The merchant should be glad of the
chance to pay part of the cost of such
catalogues, because it would be cheap
advertising for him.

First. It would enable him to in-
crease his trade with his present cus-
tomers.

Second. It would enable him to ex-
tend his trade to others who are not
customers of his now.

lhird. Wholesale houses could com-
pile for him a more comprehensive
credit on their particular line than is
devoted to the same line of goods
in a mail order catalogue.

The dealer should be impressed with
the fact that these catalogues cost
money, and pay part of the cost, and
he will then be careful to place them
where both himself and the whole-
sale house will get the greatest possi-
ble returns.

It is simply a matter of co-opera-
tion, and a plan of co-operation that
will win, because it has won.

That dealers get actual results from
this method of co-operation and trade
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promotion is evidenced conclusively
by the testimony of merchants who
have tried the catalogue plan.

Retail selling prices that are fixed
by the wholesale houses are printed
in all the catalogues. The catalogues
are gotten up in first class shape with
a handsome colored cover and the
dealer’'s name, business and address
printed upon it in the color of ink to
match one of the colors on the cover.
| he catalogue has all the earmarks of
being the dealer's individual cata-
logue.

Submitted by
President National

Association.

John A. Green,
Retail Grocers’

Getting Even With the Telegraph
Company.

There was a radiant smile on Mrs.
Webber's face which nothing but a
bargain or a new tooth in the baby’s
mouth ever called forth.

I ve got the best of the telegraph
company for once in my life,” she
said, removing hat-pins with each
hand. “l didn't mind the hot walk
to the office and back or anything
when 1I'd thought how | could pay
them up for making me rewrite that
last telegram to mother, just because
there were eleven words and | only
had a quarter with me, and it was
mother’s birthday, and, of course, |
wouldn’t let her pay, and so | had
to leave out a ‘very’ that just made
it seem like her own daughter.”

“It was a shame,” said Mr. Webber,
solemnly. “How did you get even?”

“l sent a message to cousin Mary
Wilcox, and eight of the ten words
in it were three syllables long. | wish
you'd seen the operator’'s expression,
Henry, but, of course, he couldn't say
a word”—Mrs. Webber elevated her
round chin and gazed triumphantly
at her husband—“and I'm thinking
up one to send to your sister Frances
wth three four-syllabled words in it!”

A new railroad which has been for
some time in process of construction
and is now so near completion that it
will be opened this month is across
the Isthmus of Tehuantepec. This is
bound to have quite an effect upon
the transportation business between
the Atlantic and the Pacific coasts. It
brings North Atlantic ports 1,200 and
Gulf ports 1,400 miles nearer San
Francisco than by the Panama Rail-
road. 600 miles farther south. This
distance is a big item in traffic mat-
ters.
ished—and that is a date a long way
in the distance—it will be possible
for vessels to sail direct from New
York to San Francisco, but until then
they must break bulk and the goods
go part of the way by railroad. The
Mexican enterprise presents manifest
attractions and its projectors believe
that it will be profitable from the
beginning. Its operation will have
some effect upon trans-continental
freight rates and of necessity reduce
them quite considerably. The business
between the Atlantic and the Pacific
coasts in this country is growing rap-
idly and can make use of every facility
afforded.

Having no money, a fellow doesn’t
have to bother about saving any of
it.

When the Panama Canal is fin- .

“The minute a man accomplishes
anything he is called a crank by
those who have failed.”

A successful man can afford to be
called a “crank.”

Some people call us “cranks” be=
cause we talk so much about

Mother’s Oats

We don’t care. We know it'sa good pure
honest food and if you will push it jour trade will
be pleased and you will be happy because you are
making a good profit.

Ask about our

Profit Sharing Plan

The Great Western Cereal Co.

Chicago

Hart

Canned
Goods

These are really something
very fine in way of Canned
Goods. Not the kind usual-
ly sold in groceries but some-
thing just as nice as you can
put up yourself. Every can
full— not of water but solid
and delicious food. Every
can guaranteed,
jrand Rapids, Mich.

Pure Apple Cider Vinegar

Absolutely Pure Made From Apples

Not Artificially Colored
Guaranteed to meet the requirements of the food laws
of Michigan, Indiana, Ohio and other states

Sold through the Wholesale Grocery Trade

Williams Bros. Co., Manufacturers

Detroit, Michigan
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LIBERTY H. BAILEY.

Appreciation of the First and Great-
est Horticulturist.

One day a number of years ago,
in traveling on foot from Interlaken
to the Grindelwald in Switzerland, 1
learned through a friendly traveler
of a family on the side of the Grosser
Scheidegg, the members of which
had never been down in the valley, j

and so had never viewed their moun-1lone to

tain from the outer country. They
had lived their lives in the bosom of
the mountain; they understood the
ins and outs of a small piece of ter-
ritory upon the mountain. | had
never seen the mountain until the
day before this visit, and then | had
viewed it in all the glory of an au-
tumn sunset. The impression which
it made upon my mind and soul will
remain with me during my entire life.
In comparing my own knowledge of
the mountain and in making my own
estimate of it, | have wondered many
times if my judgment concerning it
is not worth intrinsically more than
the judgment of those who had re-
posed for a lifetime in its bosom.

A few years ago, with my mother,
| visited her birthplace in New
Hampshire, which she left when a
girl of 15 years. | watched as she
sat in the open doorway of the old
house that still remained very much
as she had left it sixty years before
and noted the play of feeling as she
viewed again the beautiful, strong
lines of Mount Monadnock. She had
never been up on the mountain, but
during all of her girlhood she had
seen it every day and it had made
an unconscious impression upon her
life, which had gone with her during
those sixty years. As | noted the
expression of her features, as she al-
lowed the full influence of the moun-
tain view to aftect her emotional na-
ture, | could not but believe she ac-
tually knew more that was of value
about the mountain than the man
whom | visited the day previously,
who had lived a lifetime at its base.

So, perhaps, it may be true that
my own estimate of the character and
life of Professor Bailey may have
something more of value in it than
the judgment of another who may
have been very close in touch with
him for a number of years of his
active life. | have only touched him
occasionally; I have viewed him
most of the time from afar off, but
his work and life have appeared to
me in strong perspective, and | am
glad to share my impressions with
you.

In making an estimate of his char-
acter and influence my first thought
is of his rugged honesty, because this
lies at the foundation of his service
to the world. This attribute of his
character has shown itself from early
boyhood in all his relationships and
stands out as a salient feature of all
of his best work. Do you know, do
you appreciate what it is to be abso-
lutely honest in the interpretation of
nature? Read any of the popular
books of to-day on nature study, as
applied to animals and plants and
note how the imagination has played
havoc with truth. Only a small
minority of the writers who have in-
tended to interpret nature have been
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honest with her. You will recall,
most of you, how honest John Bur-
roughs has taken these people to
task, but no careful student of na-
ture will have a criticism to make
upon Bailey for any lack of integ-
rity, whenever he has been the in-
terpreter of the ways of animals and
plants, to his auditors or his readers.

y°u know how difficult it is for
honest with himself in the
performance of experiments in agri-
culture or horticulture? | wonder if
any of you have had experience in
testing your own virtue in this mat-
ter. The result you want—the result
y°u look for—influences you more
than you know in your methods of
reading the facts of an experiment. |
have, in my brief lifetime, caught
many people dealing with nature’s
laws and trying to interpret them who
have actually deceived themselves
through their desire to obtain certain
results. | will be frank with you—
I have caught myself in this piece
of dishonesty; | know how difficult
it is to be keenly alive to the truth
as it is manifested in the world of
agricultural experimentation. Profes-
sor Bailey’s record, through many
series of experiments which he has
instituted and in the conclusions
which he has drawn and placed be-
fore the public, is remarkable because
of this absolute integrity in interpret-
ing to the world the truth as evolved
by his experiments. He has many
times been disappointed, even chagrin-
ed, by the conclusions he was bound
to read *n his work of experimenta-
tion, because of his confident expec-
tation of other results. But his rule
of life has been to be honest with
himself, to be frank with the await-
ing people, even at the expense of a
criticism upon his prophetic judg-
ment.

When one has decided views with
regard to methods and policies and
the application of principles, and has
the courage to proclaim his views, he
arouses antagonism; other men of
character and standing, who see the
same things from a different stand-
point, are led to strong expressions
of beliefs which are in opposition. To
be perfectly honest in the representa-
tion of these men who entertain di-
vergent views; to give men credit for
honesty in their beliefs which are in
opposition to our own is an attribute
of character somewhat rare. Profes-
sor Bailey, in his discussion of con-
troversial questions, has, from my
observation, always been honest and
fair and even generous with those
who differed with him.

Men who rise rapidly above the
rank and file of their fellows in no-
toriety and influence are greatly
tempted to utilize as their own the
results of other’s investigations. This
is quite common among men and we
must not criticise them too harshly
because in many cases the neglect to
give credit where credit is due is not
an expression of moral obliquity, but
rather of carelessness which is born
of self assurance. Still, even if we
refrain from criticism and condemna-
tion, in cases of this kind, we warm
up to the man who refuses to ab-
sorb and utilize another’s valuable in-
vestigations and conclusions as his

own and who is exact and religious
in awarding credit and praise where
it belongs. From a somewhat inti-
mate acquaintance with the wide
range of Professor Bailey’s service to
mankind, | am proud to say that this
trait of character, which leads one
to be very particular with regard to
the appreciation of other’s work and
giving them credit for it, is one that
is intrinsic in his make-up.

My second thought with regard to
Professor Bailey is his lucidity of ex-
pression, his gracefulness in the use
of language and his wonderful com-
mand of the best English. This fac-
tor must have been born with him
or else developed in very early life,
for in his boyish essays before the
local Horticultural Society at South
Haven, when he was a mere school

boy, the ease with which he express-
ed himself and the natural flow of
language in the development of his
thought was a prominent character-
istic. | read some of these essays
before 1 knew him and they attracted
my attention because of the beauty
of his simple, yet forceful, language.
During his college career this factor
was of great use to him, and through
the use of his pen he began very early
in life to add to his exchequer. | re-
call, after he had left M. A. C. and
was a student in Harvard University,
his wonderful versatility in the treat-
ing of agricultural subjects in his
communications to the rural press. |
remember he excused himself to me
on several occasions for writing so
volubly upon topics which he dis-
cussed, by saying that this work en-
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abled him to take his course in the
University. He felt that he was open
to criticism for writing so much up-
on some of the simpler topics con-
nected with rural life, but his articles
were always readable; the charm of
his method led one to forget whether
he was bringing out anything new in
agricultural economics; it was the
method itself which made his articles
attractive; he had an originality of
expression and an attractiveness of
diction which led us all to read every-
thing that came within our reach
which dropped from his pen as an
overflow from his rapid development.
As a public speaker, this ready ex-
pression, this beauty of language
gives a charm to his utterances which
stays with his auditors and which
conveys his thought in a way to
arouse appreciative emotions.

In connection with this it may not
be out of place to call attention to
the winsomeness of his method when
he desires to carry home to his audi-
tors facts and principles which are
on his mind and heart. The appeal
which he always makes to an audi-
ence is, first, honesty in purpose;
second, beauty in method, and, third,
winsomeness of address.

Professor Bailey in his literary ef-
forts has always made the appeal
to me that he had consummate abili-
ty in transferring the attractive fea-
tures of nature to language and lit-
erature. The foundation for his suc-
cess in this service to mankind lies
in his purposeful life. When | first
knew him he expressed the desire to
become an educated horticulturist and
to increase his knowledge and power
for the uses of horticulture; he de-
sired to be a factor in the develop-
ment of a higher order of horticul-
turists. He may have swerved a lit-
tle from this idea when the strong
temptation was presented to him to
become a scientific botanist, but he
soon righted himself with his original
purpose and has never faltered since.
He believed that it was worth the
while for any man with horticultural
tastes to give his lifetime to the de-
velopment of the art of horticulture
and the utilization of scientific meth-
ods in the elevation of the art to the
end that, as a vocation, it would hold
its own in character and standing even
with the so-called learned profes-
sions.

In summarizing the attributes of
Professor Bailey's character which
make their strongest appeal to me |
must not neglect the fertility of his
imagination. It is this which gives
the artistic touch to his versatile ut-
terances. His imagination is both
reproductive and creative. His pic-
tures in words are as vivid as those
exhibited in the lime light of the
stereopticon. In his discourse he il-
lustrates so often the words of the
Immortal Bard:

“Such tricks hath strong imagina-
tion that, if it would but apprehend
some joy, it comprehends some bring-
er of that joy.”

I am inclined to think that Profes-
sor Bailey owes a great deal to his
inheritance. Any man who has, dur-
ing the last half century, come in
touch with the rugged character of
his father can understand whence he
secures those very strong at-
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tributes of his body and mind and
heart, and can account for the nat-
ural development of his resources
along the line of his life work. Most
of us are copyists; we gather informa-
tion from various sources and it be-
comes a part of ourselves; and it is
eminently true of us that “we are a
part of all that we have met.” Many
of us can assimilate this informa-
tion in a way to make it our very
own, but the genius and originality
of Bailey have enabled him, by the
aid of his wonderful ability in gather-
ing, to so recreate and rearrange the
facts and information which he has
gathered from many sources as to
give them a luster and force and ef-
fectiveness of their own with his
distinctive mark upon them. Many
have the ability to acquire, but few
have the ability to use acquirements
for all they are worth in accomplish-
ing the best kind of work in some
field for the world. Professor Bailey
is one of the few. From his early
boyhood he had a wonderful ability
in the use of his senses. He saw
things correctly and well; he has al-
ways been seeing things; he never
fails, wherever he may be, to be gath-
ering material through his powers of
observation to be used in a most ef-
fective way in his chosen field of
labor.

Beyond these things which | have
mentioned there is one attribute of
character which to me means more
than all the others. It may not have
made a great man of him, but with
his marvelous diversity of talent it
has carried to others with striking
effectiveness the truths which he has
evolved and to which he has given
utterance in various ways. | refer to
his lovable personality. There are
many men in our acquaintance from
whom we shrink. Who would think,
in a moment of emotion, of throw
ing his arms about Charles Sumner
or Roscoe Conklin? But when he
touches the personality of a lovable
man like Elliott, of Harvard, or An-
gell, of Michigan, or Bailey, of the
United States, there are times when
he feels, under the inspiration of the
altruistic work for mankind, like
throwing loving appreciative arms
about him.

If we were to make a catagory of
Professor Bailey’'s accomplishment
during his career it would be a long
and interesting one. Suffice it for
this brief paper to say that from
the beginning until now he has con-
tended for a dignified, independent
and aggressive horticulture. All the
force of his strong character has been
exerted in the belief that horticulture
as an occupation is large enough
and important enough to stand evenly
with any other occupation in the
world. First of all, he has develop-
ed in the men and women engaged
in horticulture the highest respect for
their calling; he has given that call-
ing standing and influence in the broad
counsels of agriculture and, beyond
and above these, he has, more than
any other man, compelled educators
to recognize in the science and art of
horticulture a factor in the world’s
progress worthy of their recognition
and best efforts. Professor Bailey
has threaded into and through the

unattractive and uninteresting opera-
tions of horticulture a thread of sen-
timent which has given zest and
interest to the most common-place
methods of manual labor. He has
so mixed the leaven of emotion and
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greatest horticulturist. Professor Bai-
ley is a premium sample of the best
crop that Michigan produces.

Chas. W. Garfield.

It is all right to aim high, but

sentiment with the entire lump of don’t stub your toe doing it

horticultural' effort as to render their
process interesting, not only to peo-
ple with rural instincts but to all
the people who have an appreciation
of science and art as applied to the
processes of life. In producing a rich
literature of horticulture Professor
Bailey has taken up the pen that
Downing laid down and has wielded
it with a force and success which
crowns the primary efforts of that
distinguished horticulturist with a
glory he might have dreamed of but
scarcely could expect would be de-
veloped into such marked fruition.
In the realm of horticulture Pro-
fessor Bailey has done his most dis-
tinguishing life work thus far, and
still he has reached into many other
fields of endeavor with unqualified
success. There are men of my ac-
quaintance who are better fruit grow-
ers than Bailey, there are men en-
gaged in landscape gardening who are
able to express in their art greater
definiteness of ability than Bailey,
there are experimenters who have
outstripped him in this realm of hor-
ticultural evolution; in truth, take any
one of the branches of horticulture
and we can name some man who
perhaps has outstripped him, but in
covering the whole field of horticul-
ture there is no person, to my mind,
in the world to-day who is so truly
entitled to be called the first and

The National
Cream
Separator

It extracts all the cream
from the milk. It runs
lighter and handles more
milk in agiven time than
other separators. It will
pay for itself in one year
and will last a lifetime.
Costs almost nothing for
repairs. You will find it
one of the best sellers you
could carry instock. Write
to us about it to-day.

Hastings Industrial
Company
General Sales Agents

Chicago, 111

Guns and Ammunition

Complete line of

Shotguns, Rifles and Revolvers
Loaded Shells

Camp Equipment

Big Game Rifles

ffFIST~~TEV E"™

Grand Rapids, Michigan

Four Kinds of

Coupon Books

are manufactured by us and all sold on the same basis,

irrespective of size, shape or denomination.

We  will

send you samples and tell you all about the system if you
are interested enough to ask us.

Tradesman Company

Grand Rapids, Mich.
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Shoes Not Helped by Some Com-
bination Higher Up.

"l wish,” said Mr. Laster, "that it
was the good old times of the foot-
wear business.”

When trade happens to be dull, or
when profits get close, or the big
stock isn't helped by the weather to
move, or when some pet mortgage is
back on its interest, Mr Laster be-
gins to talk like that.

"Why?” | asked.

“Oh, in the old days we sold shoes
and boots the same as the meat man
sells meat now.”

“How was that?”

“Why; regardless!”

“Regardless of what? You can't give
a man a slice of shoe off the round,
same as a steak, or six shoes with the
bones taken out. and skewered same
as a clear chop, or eight pounds of
shoe, same as a roast, or—¢

“You don't get me at all,” he con-
tinued. mournfully (which is strange,
too. for I've heard the same tale for
sixteen years at regular periods).
“What 1 mean." he continued, get-
ting down to the good old story,
“what | mean is the way we used to
sell shoes in the good old days of
trade, in bulk, as it were, at good
profits, without all this fuss and feath-
ers. Think of buying 240 pairs of
one style of women's shoes, all in
whole sizes, and in only two widths,
wide and narrow, and selling them
all out without any trouble at all.”

“Costing?” 1 said, to give the prop-
er cue.

“One fifty a pair.”

“And selling for?”

"Two fifty and no questions asked.”

"You must have had to try on a
good many pairs before you suited
the women,” | led along.

“Try on? Why, Mr. Fitem, we kept
those shoes in great boxes, tied to-
gether in pairs, the wide ones in one
box and the narrow ones in the other,
and there was a settee ran along in
front, and the women just went and
sat down on that settee before the
boxes of shoes, same as a hungry
horse before a manger, pawed around
among them until they found their
size stamped on the bottom, took off
their own shoes and tried on until
they got a fit and then brought the
pair to 1Is to be done up.”

“Didn’t you help fit the shoes on
the ladies?” | asked, for | knew the
route of the stor}' without a diagram.

“Fit the shoes?” he said. “Fit the
shoes? Why, young man, in those old
days a lady would feel almost insult-
ed if a salesman had come around to
take her shoes off and try the new
shoes on. We never thought of go-
ing near them, except possibly to find
a size which they failed on. Why,
we used actually to turn our backs
on them when they were trying on.”

“Do you think the women were
more modest then than now?”

“Well-er-em-no. | wouldn’t want to
say that, | wouldn't want to say that,
but, perhaps, with different feelings

imake money.
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about certain things. Different feel-
ings. If we did chance to approach
their section when their shoes were off
they would draw their feet back un-
der their dresses as quick, same as a
turtle with his head, you know, just
the same. Modesty, extreme modesty.
No more modest than to-day, you
know, not at all, but such was the
form of the thing. That was what was
expected of modesty.”

“It must have made the work of
selling shoes much lighter?”
“Oh, think of it. Lighter?
say so. Those good old times.

good old times.”

“And what sort of a shoe was this
one you speak of? Was it Foxed
Polish?” This was truly unkind, for |
should have pretended not to know.
But | did know so well, from hear-
ing about them so many times, that
1 could not resist. Mr. Laster look-
ed at me sadly, “Yes,” he said, “Foxed
Polish. Think of offering a banker’s
wife a pair nowadays? But when Old
Giles Graham's young second wife
put on a pair of number three nar-
rows back in those good old times,
laced 'em up and then called me to
see the fit, you never saw a neater
sight than her foot was, now | tell

I should
Those

you. It isn't the shoe that makes the
foot. It's the foot that makes the
shoe look neat, after all. And she

had a foot—ah, Fitem, she did have a
foot.”

“But about present day conditions,”
I suggested.

“Ah, yes. As | say, the shoe busi-
ness has all the worst of it.”

“How’s that?”

“Why, shoes and other footwear
are the only necessities which are not
helped in the retailing by some com-
bination higher up. Take meat, for in-
stance. A man starts a meat mar-
ket, unless there are too many meat
marekts in the town they will all
They agree on the
prices. Roast beef stock xSc, beef-
steak 19c, choice cuts 20c and 22c, and
woe to the man who cuts under. The
trust gets after him and he finds it
impossible to buy meat, or if he is
not turned down cold, it has to be
cash in advance, and maybe has a
special list of prices framed up against
him.

“He.soon sees agreat light, charges
the prices and begins to build rows
of flat houses out in the addition to
the citj' or village.

“Oh, yes, it's easy. Take the coal
man. Coal $450 at seaboard, $6 to
the consumer. If it comes by the
gross ton, out it goes by the net ton,
which makes a neat extra profit in
itself, and all the dealer has to do is
to stand by the schedule, keep the
books and let the men do the work
bn the wagons. No wonder the butch-
er is round and contented looking, and
the coal dealer wears diamonds that
are not dusky like the ones he sells.

“Take oil. Just the same, buy of
the trust at their price and sell to the
consumer at the price the trust fixes.
The old days when the combinations
tried to freeze the retailer are gone.
Nowadays they make the retailer their
friend and ally by showing him how
much profit to make, fixing that prof-
it at a handsome figure and taking
care of his competition for him. Take

combination, which in-
cludes water meters. Supposing you
are selling water meters. You have
to charge a thundering price, but you
are allowed to make a thundering
profit, and there is no danger from
the man around the corner cutting
prices, for if he does he won't be able
to get meters at all.

the pump

“But here are we poor shoe deal-
ers and there’s no one to take care
of us at all and never will be. It's
dog eat dog all along the line. Now,
mind you, I'm not advocating trusts
and combinations or anything like
that. | don’t believe in them in this
free and enlightened country any
more than you do, Fitem, but it
would be sort of comfortable if when
we bought our rubber boots in the
fall, a thousand pairs of them at $5.
fifty and ten off, we were all instruct-
ed that they should be sold for $4 a
pair, and given to understand that it
would be dangerous to sell them for
any less?”

“Gosh, but that would be Heaven,
wouldn't it?” ejaculated Hi Ball,
breaking into the conversation.

“It would seem some like what a
shoe dealer looks forward to, that's a
fact. Mr. Ball. However, with all its
drawbacks the shoe dealer has the
satisfaction of knowing that, greater
and better than the dealer in any
other line of business, he gives the
|consumer the exact worth of his
money or more, practically every
time. That ought to be a good deal
of satisfaction to us, and another sat-
isfaction to us is the fact that we
run our own businesses. We buy
where we like and of whom we like,
and we sell for what we like, or the
best we can, and that best has to be
reasonable because most of the bright
men have drifted into the shoe busi-
ness.”

“Well, come to put it that way,”
said Mr. Hi, nervously pulling down
a carton, the cover of which was lift-
ed on one side, rearranging the shoe
more compactly on the inside and
replacing the box on the shelf, “put-
ting it that way it does make it seem
as though we belonged more to the
business world in America than the
coal men or the oil men, or the meat
men or any of the other traders who
have their prices fixed for them.”

“It's always better, my son,” said
Mr. Laster solemnly, “to mingle in
the wild rush and carve out your
living from the profit between the
come and go than to settle back and
live on an income arranged for you
by some one else,” and the old gen-
tlemen wandered back into his little
office and began cutting off the inter-
est coupons from the Western mort-
gages so as to get them ready for
December 1—Ilke N. Fitem in Boot
and Shoe Recorder.

Hone’s a jollier, mv friend;
That you can’t deny.
Do not unto me pretend
That you’d even try.
Hone to  unsuccessful ' men
Sings a siren song. .
Bids ’em buch the game again—
Jollies ’em along.

When in darkness and despair

Dolefully we grope. ¢

We walk ‘right ‘into the snare
Set by artful Hope.

Home doth whisper in our ears

Imitations strong.
Does away with all our fears—
Jollies us along.

What Constitutes the Ideal Em-
ployer.

The ideal employer is, no doubt, the
one who gets the most efficient work
from his employes with the maximum
of contentment on their part. Under
cover of anonymity, 1 can tell sev-
eral stories of employers and describe
certain of the qualities that make
men popular or unpopular with their
employes;

One was a merchant in a small
Michigan city for whom | kept books.
His employes liked him because he
worked as hard as any of them and
with them, and on the occasion when
he asked overtime work he was al-
ways on hand and did more than any
of them. My own liking for him was
based on two incidents which happen-
ed soon after | went to work for him.

| disliked a small piece of drudgery
because it seemed menial and | ap-
proached the “boss” on the second
day and asked him if this work was
a part of my duties.

He responded with a simple “Yes.”

There was no emphasis on the word,
either of command or irritation or
emotion, but it was as final as a judg-
ment of the Supreme Court.

Some months later | had an offer
of a position with a higher salary. 1
needed the extra money, so | went
to my employer again, and said:

“1 like to work here and | don’t wish
to leave, but Blank & Co. just offered
me $60 a month—"

“I'll give you that,” said my em-
ployer in the same dispassionate tone
as before.

| stayed.

| liked two qualities of the man—
his instant decisiveness and the im-
pression he always produced that he
would stand by his decision. It made
us who worked for him feel that we
always knew just what he could' be
expected to do when he said a thing.

Another employer had a quality
which won me in spite of his rather
acrid disposition. Whenever he set
me a task he took great pains to
make clear just what he wanted done
and how and when he wanted it
He would patiently answer any num-
ber of questions that would make
these things clear. Then | heard no
more of the task until it was due. If
t were done properly, he merely said,
“Thank you.” If it were wrong, or not
on time, I got a scorching “call-
down.” His theory was a fair one—
that when he had given a man every
chance to learn what was wanted he
had a right to expect best results. But
T appreciated especially the fact that
between the time the task was set
and its conclusion | heard nothing
about it from him. Other men for
whom T had worked had nagged me
almost to distraction.

An acquaintance of mine who em-
ploys many men has an irritating
habit of “calling-down” his employe?
in the presence of their fellows, in
a thunderous storm of profanity. Yet
he redeems himself and gains the re-
spect and loyalty of his men by the
fact that he as readily makes equal-
ly vociferous and public apologies to
anv man whom he has unjustly re-
buked. calling himself the same hard
names. A. C. Keir,
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Trade Winners
And Trade Holders

If you had an opportunity to introduce something into your business that would tend to strength-
en your hold on the trade, repeat sales, in fact, act as a sort of trade insurance, would you do it?
Theén You Want

M &

Martha Washington Comfort Shoes

fort-giving features of these shoes that simply makes them indispensable when once used.
Like all_gr?od things they are imitated, but imitations neither take the place of Martha washing
ton Shoes with consumers, nor have their wearing or fitting qualities Send for a trial order hgst'

ShoefVtrEe°Ve t0 y° Ur °Wh satlsfactlon that what we sa7 abo«' Martha Washington Comfort
Use this order blank

F. Mayeh Boot & Shoe Co., Milwaukee: NO. 473

Send me 12 pairs of Martha Washington Com-

L(;ir;(lshoes. Sizes ... Widths......... at $1.60 per F. Mayer BOOt & Shoe @l

NI € oo ecceoeeseee e Fill out the enclosed order
AGAIESS vt saeses sereeneines blank and return Milwaukee, WlS

A0 Per Cent, of the
Rubbers Worn

Give out first on the bottoms. That's why we
put PURE GUM TAP SOLES on all our
Boots and Lumbermen’s Goods. They’ll out-
wear anything made.

If one of our salesmen hasn’t called on
you, drop us a postal and we will give it
prompt attention- Remember, Beacon Falls
are a high grade exclusive line direct from
manufacturer.

Beacon Falls Rubber Shoe Co.
Not in a Trust 236 Monroe St., Chicago



34

STARTING IN BUSINESS.

One Practical Lesson Enough for
Young Man.
W ritten for the Tradesman.

“That is the story everywhere,”
said the applicant for a job, turning
to the door with a sigh.

The merchant to whom the appli-
cation had been made, a prosperous
dealer in baked goods in a small
city not yet reached by the National
Biscuit Company, heard the words
and the sigh and looked up from his
desk.

“Hard to get a position, is it?” he
asked.

The young man turned back into
the room, thinking that there might
be hope in the situation.

“impossible,” he said.

“Perhaps you don't go to the right
people,” said the merchant.

"l go to the people who know me
best,” was the reply. “You were a
friend of father’s and still a friend
of the family. | thought you might
find something for me to do—almost
anything to start with.”

“l can't let one of my old and tried
employes go for the sake of giving
you a job,” said the merchant, “and
I do not require more help just now.
You live at Mapleville, don't you?”

“Yes, sir.”

“How large is the place?”

“Oh, about a thousand inhabitants,
I think.”

“Can't
there?”

“1 prefer a larger city, but 1 would
stay there if | could pay my way.
You know | am the head of the fam-
ily now, and there are Ned and Mary,
12 and 14, besides mother and 1.”

“l see,” said the merchant, thought-
fully. "How many bakeries are there
up there?”

“Three or four small ones.”

“All doing well?”

“The owners seem to be prosper-
ous.”

"Do you think you could hnadle
an agency for me up there?”

"It might be possible to build up a
trade.”

“You couldn’'t rent a store, you
know, and sit down and wait for the
people to buy the goods. You would
have to get a small place to store the
stuff and carry it around. And you
would have to go out in all your
spare time and solicit for customers.
\ ou might have to push your bread
and pies and cakes around in a cart.”

The young man colored painfully.

“That would he a good deal of a
come-down, but | would do it.”

“Would you do it on commission?”

"Yes, that would be the better
way.”

The merchant smiled and began
figuring on a slip of paper.

“You might make $5 the first week,”
he said. “You might make less.”

“l am looking to the future,” was
the reply. “Never mind the first
week.”

“Sit down,” said the merchant.

“l thought you might help me,”
said the young man. “You are the
first one to give me encouragement of
any kind.”

“Business men are too busy to fig-
ure out anybody’s business but their

own,” was the reply. “A young man

you get something up
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must hustle for himself, like the men
he is looking to for work. The more
he hustles the better they like him.”

“A fellow must get a chance first,”
said the young man. “He can't hus-
tle until he has something to do, can
he?”

“Now,” said the merchant, “l don't
want an agency up at Mapleville. For
certain reasons | can't enter into
competition with the bakers up there.

But there is no reason why you
should not get into the business
there.”

“l haven't a cent to start with.”

“Not a cent?”

“Well, I'll have just $ after | get
home. That doesn’t look like a busi-
ness start, does it?”

“That is enough,” was the reply.
“Your mother was Emily Parker?”

‘A es, sir. | have often heard her
speak of you; in fact, she advised me
to come down here and see you.”

“Yes, Emily would be apt to re-
member me. | was all broken up
when your father won her. Well,
Emily used to be the best pastry cook
in New England. She could make
bread, and pies, and cakes that would
melt in your mouth. | presume she
hasn’t forgotten how to this day.”

“Indeed she has not.”

“That is all right, then. Now, can't
you see where all this talk is tend-
ing?”

“l think | can, sir, but the money
is not in sight.”

“You have $6. That is enough. If
you positively need more | will loan
it to you, but my advice is not to
start in debt. You go home and lay
the money down before your mother
and ask her how far it will go in
buying things to make bread and
cakes with.” .

“1 really think mother would like
that.”

“You spend the money according
to her directions. Then you go out
into the town and tell the people
what you are going to do. Tell them
that your mother is going to supply
the town with home-made bread and
doughnuts. That will be enough to
start with—just bread and cakes. If
they shut the door in your face go
back the next day with the goods.
They will be ashamed of their pre-
vious ill manners and will buy. When
you see about how many loaves of
bread and many dozen of cakes you
can sell tell your mother to get busy
at the stove.”

“This is fine!” cried the young man.

“You will get tired of canvassing,”
suggested the merchant, “and you will
get sick of pushing a cart around
town.”

“Never mind that; I'll stick.”

And you must take your mother
into partnership with you. If you at-
tend to your business and keep up
the grade of your goods you may
soon have a little store and a delivery
wagon. But don'’t run into debt. Now,
you see how easy it is to give your-
self a job, don't you?”

“It is a wonder | never thought of
that before.”

“Well, | thought of it one day when
| had only two dollars, and no job,
and no mother to do the baking.”

The young man opened his eyes.

Celebrated
“Snow”
Shoe

We have been made the

Michigan distributors of

the celebrated “Snow”

Shoe, and have purchased

the entire stock which the

C. E. Smith Shoe Co., of

Detroit (the fonder dis-

tributors who are retiring from business), had on hand, so that

we might be able to fill orders at once and without 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.
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Do not forget that we are the Michigan distributors of the
celebrated “Snow” Shoe.

Waldron, Alderton & MEelze

Saginaw, Mich.
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The above is an extract from
a correspondence received from
a prominent Upper Peninsular
shoe dealer.

Can serve you in like manner
if you will favor us with your
sizing orders.
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RHODE ISLAND Rubber===Seconds

Hirth=Krause Co.

Shoe Manufacturers Grand Rapids, Mich.



“ls that the way you started in
business?” he asked.

“That is the way,” was the reply.

“Why, | thought it took capital.”

“It does. It takes a capital of in-
dustry, perseverance, nerve. Yes, that
is the manner of my getting into
business. | took my two dollars to
a friendly old lady who was having
a hard time to get along. | did not
tell her my scheme, for | did not
want any partner. | hired her to
make all the bread | could buy flour
for. 1 think | bought one hundred
pounds with my money. She made
it up into the best bread | ever ate,
and | put it in a basket and started
out to sell it. The first lot went off
all right, and the business looked
promising. But the second day a bak-
er's delivery man, a great burly brute
1 beat the head off later on, took mj
basket of bread and dumped it into
the pond. That was a calamity, but
| kept at it. | won out.”

“I'm in a hurry to get home,” said
the young man.

“Let me know how you get along,’
said the merchant.

“You bet I will,” was the reply.

A week passed by without news
from the young man. Then came a
letter:

“l got my bread dumped into the
pond, too, but | put the man that did
it in bed for a week. Business is
lively. The fight at the pond adver-
tised me. I'll have a steam bakery
before long. Then you come up and
see me.”

And he has the steam bakery now.

All of which shows that if no one
else will give you a job you must
give yourself one, like this young
man did. Alfred B. Tozer.

Auntie’s Memory.

An old colored woman down in
Alabama was reported to be of great
age, and was extremely proud of the
distinction.  The proprietor of a
museum, on hearing of her, sent one
of his agents to make an investiga-
tion, as she would be a valuable ac-
quisition to his museum. The agent
plied her with questions regarding
her age. He asked her:

“Auntie, do you remember George
Washington?”

“Does | remember George Wash-
ington? Laws a massy, mistah, |
reckon | does, for I done nussed him
when he was a chile.”

“Well, | suppose you remember
the Revolutionary war?”

“Yes, indeed ,1 does, honey. |
stood dar lots of times an’ seen de
bullets flyin’ round as thick as hail-
stones.”

“Well, auntie, how about the fall
of the Roman Empire? Do you recol-
lect anything about that?”

“De fact is, honey, | was pretty
'young about dat time, but | does
'member, now you speaks ob it, dat
| did hear de white folks tell ’bout
hearing som’pin’ drap 'bout dat time.”

He Reversed the Old Saw.
“l suppose your motto is, ‘Be sure
you're right and then go ahead.’”
“Not in the financial game,” an-
swered Dustin Stax. “My motto is,
‘Be sure you're ahead, then you're
all right.”
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FOR MEN, BOYS & YOUTHS
HONEST WEAR IN EVERY PAIR

SOLD If

MADE BY

pmM heroldbertsch shoe co<

[THE SIGNor GOOD BUSINESS.

The Test of Continuance

Isa Mighty Good Test

Take a mental inventory of the shoe dealprc in [ ,

don’HianiUe ourla’mous’ never Set it as they did, even if you

Hard-Pan Shoes

ya/ onear’ ™ o'u cannot'seH more’ han'one”™r’ two'pairs o”shnes
STSS]

again” that will build your business.
Scratch a postal now, today, for samples.

Our Name on the Strait of Every Pair

satisfactory  come

herold-bertsch shoe CO.
Makers of Shoes

Grand Rapids, Mich.

Boys and Girls

Give ShoesVery
Hard Wear and
We Know It.

And we build them so well and
out of such good stock that they'
stand hard abuse a little better than
any other juvenile footwear made.

A wear test of a few pairs of our
Star shoes for boys and Cordovans
for girls will convince you of the
truth of this assertion.

Ours are the kind of shoes that go
on the feet and don’t stay long on
the shelves.

Write us where you live and let

us show you how good they are.

Rindge, Kalmbach, Logie Oh Co., Lid.
Grand Rapids, Mich.
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Have a large stock
for immediate

delivery

The goods are right
The price is right

They are

HOT

made by a

TRUST

HOOD-
'RUBBER COMPANY]
BOSTON.
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Some of the Hallucinations of the

Inmates.
Wrritten for the Tradesman.

lwo or three years ago | was in a
city where is located a State lunatic
asylum. Having “friends at court,” |
was shown the rounds among the
“poor unfortunates” by one of the
staff physicians, and accorded more
attention than | ordinarily would havi
received when visiting a public in
stitution of this kind.

The Doctor who escorted me
through the various buildings and
showed me around the grounds has
for years made a close study of the
causes of insanity and its cure, and
talked to me more than is usual with
the taciturn individuals who look aft-
er humanity s physical well-being—
“for a consideration.”

Said he:

"l have given this subject of de-
mentia much thought and study. The
mind diseased’ has always interested
me greatly. From a mere boy | have
delved deeply into the reasons for,
progress of and best ways to cope
with the dread disease.

“The physical condition of the pa-
tients here is looked after most rig-
idly. The case of each is given es-
pecial attention and a diet is pre-
scribed which will augur good re-
sults. In the case of quite a few the
mere fact that they are leading a
quiet life with regular habits has
much to do with their recovery. They
have nothing to excite them and many
leave who are entirely cured tempor-
arily, if not permanently, by just this
course.”

Then followed an interesting recit-
al of a number of “cases,” no names,
of course, being mentioned.

As we trod the walks from one
building to another through the beau-
tiful grounds, with the spring sun-
shine streaming around us and the
birds singing everywhere, one could
scaicely realize that these massive
structures were the abode of such af-
flicted members of the human family
as their impregnable walls enclosed.

We stepped off the walk several
times—and | was only too glad to do
so to allow the squads of crazy
people to go by with their attend-
ants. They were out for the exercise
of their morning walk.

Unaccustomed to the sight, | gazed
at them with the fascination of look-
ing at the dead: | wanted not to look
but was impelled to do so by a force
stronger than my inclination. | was
afraid of them all and expected to be
scalped by each one who turned and
fiercely scowled. | had tried not to
seem to be staring at any of them;
tried not to show that | was in any-
way interested in their existence.
Some of them were so funny in their
antics that |1 found it difficult to keep
mv face straight. The Doctor half
smiled, familiar as he is with such
scenes.

"l he poor creatures seem to have
an ineradicable desire to do certain
things always the same way,” com-
mented he. “Watch the crowd as
they mount the steps of that build-
ing they are coming to. Notice any-
thing peculiar?”

“Yes,” | answered, as the bunch
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awkwardly made their way inside,
observed that several of the women
spatted their flat palms on the jamb

of the door as they entered, and
others went up the steps ‘on all
fours like an animal, while some

walked up backward and then turned
and hurriedly, although stumblingly,
ran inside, as if anxious to escape
some imminent and crushing terror."

| pitied them from the bottom of
my heart, but at the same time to
save me | could not keep from laugh-
ing when they were entering the
building.

Yes, said the Doctor, “that’s it.
They seem possessed by a desire out-
side of and stronger than themselves
to go through certain acts always the
same way. If they went up those
steps to their quarters fifty times a
day twould be but a repetition of
those actions—they would go through
the very same rigmarolg, ever‘_y{ time.
It is a common phase of mania, and

get home. Can't I—oh, can't I—go
away to-day? Tell them, Doctor, dear
Doctor, tell them they can send for
me! I'll be, oh, so very good and so
very quiet!”

By this time we had reached a big
strong door and the Doctor unlocked
il with one of the keys on a large
bunch he carried.

I sidled quickly through and then
turned to see what the “Doctor, dear
Doctor” would do.

It seemed to me as if he could do
nothing less than give orders on the
spot for the seemingly harmless lit-
tle old lady’s instant release.

But did he?

He evidently kfiew more about in-
sane asylums than | did.

He gently disengaged her hand
and, saying to her very kindly, “Not
to-day, Grandma, not to-day, some
other day we’ll see about it—we’ll

surely see about it” he joined me
lon the other side of the door, lock

Doc. Jackson’'s Motor-Car

Doc. Jackson had an auto that was

A . te; - 5 Ce 21
A ||trtlee ghlld cguld &?’%/e was

ngh.g ° Ptds tw

gentle, swift and kind-

ol{}gd bbeyaoag kantc? afI'Ir.]d!

Until one day Doc. fed the thing denatured alcohol.

Now, something in that alcohol was out of whack, | guess

And «nSvnVJTtT? thC steerinS-wheel ~th lover-like caress,
il o 0 1! N
/QHE' Fefl to mak(ij(r%g hc(l:rcle\zé/ ?&%Eda fpzz:[lqn%tes%%o spgﬁ. a snort

The crowd looked on in wild amaze and loudly hollered “Whoa"™

As down the street like forty cats

the car began to go

And when Doc. turned the squawker on, all nervous like and quick
Instead of sounding “Honk, honk, honk” the thing went “Hic. hic, hie.”

That auto went plumb crazy.

It was dancing Scottish reels

And waltzing gaily down the street upon its two hind wheels
And when good Deacon Potter accidentally smelled its breath
e went home drunk with whoops of joy and beat his wife to death.

The auto threw its muffler off and terrorized the town

t leaned on forty lamp-posts till each one of them fell’ down

until at last, with awful leap, it landed in a swoon,

ts front wheels through the window of the “Scalded Cat” saloon.

Doc. sadly shut the power off and hauled the wreck away
He got it cobbled up at last, but ever since that day

Hes stuck to common gasoline.
He lows hes had enough of that

is laughable at the same time that it
excites pity for the poor things.”

As we went through the corridor
of a side building | noticed one of
the lunatics following us closely. |
felt somewhat fearful, not knowing
what the little old lady might do, and
was careful to kee pthe Doctor be-
tween her and me.

She eyed him eagerly, whether to
see if he was in a friendly mood or
to induce him to become so | did not
know. Soon she began to speak to
him in a low tone:

“Doctor? Doctor!” (Just like that,
and then she put her trembling old
hand on his arm. “Oh, Doctor,” she
pleaded, “won’t you please, please try
to gel me out of here? When they
put me in they thought | was crazy,
and maybe 1 was—a little—1'd had
so much trouble; but I'm not now
any more. I'm not now. Don’'t you
believe me, Doctor? Oh, you must
believe me—you must, Doctor! I'm
not a bit more crazy than you are
this minute, Doctor, not a bit. And
I'll promise not to be wild when |

With cuss-words that appall

d—natured alcohol

”*g in the little old lady’s face, her
hands beating helplessly on the other
side, accompanied by the most de-
spairing weeping | have ever heard.

The tears were in my own eyes
and | suppose | must have looked at
the Doctor as if he were a brute, for
he laughed a little and said:

“You mustn't feel bad about her.
She s that way every time one of us
goes in there. She’s noways cured
yet and we couldn’t let her out now
if she begged of us all day long.
They often get that way. This old
lady has been back home twice, and
each time she got so raving they had
to bring her back. She thinks she’s
all right, but we know better, we
know better. It seems hard to turn
her off in this manner, but we have
to do so. We get wused to such
scenes—we get used to them,” the
Doctor mused, as we went through
a long hall where the people were
more apathetic than the little old
lady.

The next ward was for patients who
were more dangerous. A spirit of un-

rest seemed to stir the occupants.
Some were wringing their hands and
sometimes they tried to beat their
heads against the wall. The attend-
ants had constantly to restrain them.

The Doctor hurried me through
this apartment, explaining, when we
were safely out of it, that the insane
in there were liable to commit some
violent act.

Out of doors once more, we pass-
ed a large screened piazza where
men were sitting. They looked as
mild as a bunch of inmates of an Old
Soldiers’ Home.

Surely those men are not de-
mented!” | exclaimed.
“Oh, yes,” responded the Doctor.

“They're crazier than you or | would
ever want to be. But their condition
is such that they are comparatively
harmless.”

They were talking together. One of
to another—the

them was saying
speaker, | should judge, was about
45 years of age:

Oh, I'm not crazy—don't you

once think it. | ain’t any crazier than
lyou are. There’s just something the
matter with my head, that's all. |
got to thinking too much over that
invention of mine last year and the
wheels got to going around in my
head. Every time | looked at a wheel
of the model it flew off of it and
landed right up here.” He tapped hi.,
forehead with his finger. “But don'r
you ever believe I'm crazy—far from
it; | just can’'t remember, that's all.
The wheels always got back, except-
ing the last one | looked at; when
that one got in my head it was mean
enough to stay there. And it's there
yet. | can feel it go round and round.
Put your finger on it here.” And he
leaned forward for the other to touch
the wheel. “Feel it, don’'t you? It's
going kinder slow to-day, but some
days, when | don't feel so well, it
whirls around to beat the band.” "

“Yes, | can feel it,” said his com-
panion, a handsome fellow of 25 or
thereabouts. “I can feel it,” he re-
peated. “It’'s a cog wheel, isn't it? |
can feel the notches just as plain as
anything.”

Then he went on to say:

“l ain’t a lunatic, neither.”

The Doctor smiled.

"l ain’t a bit crazy, neither,” repeat-
ed the young fellow. “My sweetheart
went back on me is the reason | am
here. They thought | might kill her
and so they put me in this jail. She
was pretty as a picture, was my lit-
tle girl. And that's what another fel-
low thought, too. And that's what
the trouble was all about. She went
away to visit a sister in another state
and there she married that other fel-
low—there she married him. And
I'm here. | hope he dies—then I'll
have her away from him, and it'll be
my turn to laugh then.”

The Doctor explained this “case.”

“That young man is a sample of
the hallucinations they have. He nev-
er had a sweetheart. He went crazy
over religion and went around preach-
ing wherever there was dancing go-
ing on. He got unmanageable and
had to be put in a safe retreat. They
get notions in their heads and can’t
get them out. All those men on the
porch are quiet patients but they nev-



er will be any better—they are among
the ‘hopelessly insane.””

There were many animals in one
part of the grounds and we strolled
over there. They were sent to the
asylum from all parts of the State.
Some of the men who were allowed
the freedom of the grounds took care
of them.

“These pets are a Godsend to these
fellows, said the Doctor. “In caring
for them many an idle hour is whiled
away. They forget to brood so much,
and that is good for them. And it
keeps them in the open air, and that,
too, is beneficial. This old man you
see is past recovery but he is perfectly
tractable while he is where these pets
are. The animals never have hurt
them, nor even offered to.”

| thanked the Doctor for his ex-
treme courtesy and left the asylum
grounds a sadder girl than when |

entered—but very glad that | was
able to leave them without an “at-
tendant.” Polly.

One lIdea of Luxury.

Luxury is having what you're not
used to every day,” said a traveling
man the other day at the Morton
House. “That my definition is ac-
curate is shown by a bit of my own
experience:

“l hit the steel trail a good deal,
and most of my travel during a cer-
tain part of the year is in the com-
paratively sparsely settled West,
where, if you miss one train, you'll
stay right where you are for the next
twenty-four hours or walk. My work
permits me to keep traveling rapidly
from town to town and to get tied
up in one place for a whole day is a
serious thing. So you can imagine
the state of nervous intensity that
prevails with me in those lonely re-
gions when | think of the daily train
and the penalty of missing it

“Well, after a lot of that sort ot
one-train-a-day, last-chance business,
| arrived in Pittsburg one morning
with an appointment for that night
in Washington, Pa., a few miles west.
I found, on consulting the official
guide, that there were trains to that
town at intervals of an hour or two

all day long. | could scarcely believe
my eyes. It seemed too good to be
true.

“When finally the fact soaked

through my head | exclaimed joyous-
ly: T can actually miss a train or two
if 1 want to and still make my date!’
“Then in an exuberance of spirits
such as | seldom know | began to
miss trains, for the pure fun of it. |
would rush to a street car and hasten
to the Baltimore & Ohio station. |
would run breathlessly to the train
caller and ask if the train for Wash-
ington had gone. When he answered
affirmatively 1 would say: ‘Oh,
pshaw!” disappointedly ,and turn
away, frowning outwardly and gig-
gling with glee inside me. Then |
would hurry to the Pennsylvania sta-
tion a minute too late for the next
train on that line, and repeat the
performance with the caller there.
“Honestly, | never enjoyed any-
thing in my whole life any more
than | enjoyed that train-missing de-
bauch. Finally professional caution
asserted itself and | caught the next
to the last train for my destination.”
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AMMUNITION.

Caps.
§r. P-, full count, per m.... 40
Hicks Waterproof, per M
Musket, per m............ 75

Ely s Waterproof, per m..

Cartridges.
22 short, per m.
22 long, per m...
32 short, per m
32 long, per m...

No.
Mo.
No.
No.

Primers.

- boxes 250, per
ter,
Gun Wads.

§lack S~ge, Nos. 11 & 12 u. M. C
®{ac£ Edge, Nos._9 4k 10, per m
Black Edge, No. 7, per m

Loaded Shells.

erm
boxes 260, per m ..

ot ‘M

£ret o H;.M\.C
No. 2 Winche

New Rival—For Shotguns.
Drs of oz. of Size

No. Pov ler Shot Shot Gauge Fl,gé
120 4 1% 10 10 32 00
igg 4 9 10 2 90
8 10 290
ﬁg %% 6 10 2 90
e 6 10 2 96
14 IS 1% 4 10 a 00
200 1 10 12 2 50
208 1 8 12 2 60
236 1% 6 12 2 05
29 1 1w 5 2 270
) B ) 4 12 270
Discouii , one-third and five per cent.

Paper Shells—Not Loaded.

No. 10, pasteboard boxes 100, per 100. 72
No. 12, pasteboard boxes 100, per 100. 64
Gunpowder
Kegs, 25 tbs., per keg .4 90
J4 Kegs, 12K Ib»., per % keg 2 90
% Kegs, 6)4 Ibs., per % keg ...160
Shot
In sacks containing 26 Ibs.

Drop, all sizes smaller than B........ 166
AUGURS AND BITS
Snell's .o 4Q
Jennings’ genuine 15
Jennings’ imitation 60

AXES
First uality, S. B. Bronze
First uality, D. B. Bronze
First 8ua|ity, S. B. S. Steel
First uality, D. B. Steel
BARROWS.
Railroad
Garden
BOLTS
Stove 70
Carriage, new list
Plow
BUCKETS.
Well, plain e 4 §e
BUTTS, CAS8T.

Cast Loose, Pin, figured 70
Wrought, narrow 60
CHAIN.

% in. 5-16 In. % in. % In.
...7 C...6 c....r c....4%c
. ...8%c... 7%c....60ilo. .6 cC
.8 %0...+7%c....6fic.. .«%cC
CROWBARS.
Cast Steel, per Ib ... 6
CHISELS
Socket 65
Socket 66
Socket 66
Socket 66
ELBOWS.
Com. 4 piece, 6 in., per doz. 75
Corrugated, per doz. .......ccniiennnnn. 26
Adjustable .dis. 40410
EXPENSIVE BIT8
Clark’s small, 318; large, 326 40
lves’ 1, 318; 2, 324; 3, 330 26

FILES—NEW LIST

New American
Nicholson’s
Heller's Horse Rasps

GALVANIZED

IRON.
Nos. 16 to 20; 22 and 24; 26 and 26; 27, 22
14 16 13 17

List 12 13

Discount, 70.
GAUGES.
StarJey RuleandLevel Co.’s......... 20410
GLASS
Single Strength, by box 90
Double Strength, by box 90
By the light 90
HAMMERS
Maydole 4 Co.’s new list . ....dis. 33%
Yerkes 4 Plumb’s .dis. 40410

Mason’sSolid Cast c list 70
HINGES.
Gate, Clark’s 1. 2, 2...cccoeeiies die. 20410

HOLLOW WARE.

Pots....
Kettles..
Spiders.

HORSE NAILS.

Au Sable. dis. 40410

HOUSE FURNISHINa GOODS.
Stamped Tinware, new Unt
lean Ttawar*

gind' M
KNOBS—NEW LIST.
Door, mineral, Jap. trimmings
Door, Porcetath, Jap. trimmings
LEVELS
Stanley Rule and Level Co.'s__ dis.
METALS—ZINC

600 pound casks
Per pound

Ligh

MISCELLANEOUS

Bird Cages 4
Pumps, Cistern *7*641%
Screws, New List .. ... 85
Casters, Bed and Plate 0&10&10
Dampers, American 50

MOLASSES GATES

Stebbins’ Pattern - 60410
Enterprise, self-measuring. .2
PANS
Fry, Acme 60410410
Common, polished 70410 |

PATENT PLANISHED IRON
“A” Woods pat. plan’d. No. 24-27..10 80

B Wood’s pat. plan’d. No. 25-27.. 9 80
Broken packages %c per |b. extra.
PLANES
Ohjo Tool Co.’s fancy .....ccevviceiiinnne 40
Sciota Bench ... (0]

Sandusk

Tool Co.'sfancy
Bench, i

irst quality

NAILS.

Advance over base, on both Steel
Steel nails, base ...

Wire nails, base
20 to 60 advance
10 to 16 advance
8 advance
6 advance
4 advance
3 advance
2 advance..

Fine 3 advance ** 50
Casing 10 advance i§
Casing 8 advance 26
Casing 6 advance 3%
Finish 10 advance 25
Finish 8 advance 35
Finish 6 advance 45
Barrel % advance ... 35
RIVETS.
Iron and tinned 59
Copper Rivets andBurs 46

ROOFING PLATES.
14x20 IC, Charcoal, Dean
14x20 1X, Charcoal, Dean
20x28 IC. Charcoal, Dean..
14x20, IC. Charcoal, Allaway Grade 7 50
14x20 1X, Charcoal Allaway Grade ..9 00
20x28 IC, Charcoal, Allaway Grade 16 00
20x28 I1X, Charcoal, Allaway Grade 18 00

ROPES
Sisal, % inch and larger
SAND PAPER

9%

List acCL 19. "86 ..cccccocevririrerierieiennns die. 60 i & J Flint, 10 in. (85c doz.) 4 60
Me- 2" ?ine, KynL 12 in. <3135 doz.) 7 60
Solid Eves oo WEIGHTE 2900 No. 2 Lead Plint, “1o'Mh. s 4920 & 8
YES, PET TON oo 9 No. 2, Lead Flint. 12 in. (3L66 dol) 8 76
SHEET IRON Electric In Cartons
Nos. 10 to 14 .. 8 60 o :
Nos. 15 to 17 “ 170 IIM time (75¢c dj)z.l)7 *>* ............
al » ? > |
Nos! 22 to 24 "* 111" i s*!lw" %‘ Lea<* Flint’ <JI> dozT ..
Nos. 25 to 26 .. 4 00 LaBastie
Mo. 27 .......... .4 20 4 101he. I¥ Sun Pilain Top, (31 doz. 5
. i%l shegts No. 18 and Iighter, over 30 No. 2. Sun Plain Top, (31.26 doz.i" | at
inches wide, not less than Z-10 extra. 1 OIL. CAN 0z.;.» n
. SHOVELS AND SPADES igal. tin cans with spout, per dos..l 20
First Grade, Doz .. 1 %al. alv. iron with spout, per doz..1l 40
Second Grade, Doz. 5 @ alv. iron with spout, per doz..2 25
SOLDER 3 gal. galv. iron with spout, per doz..3 25
@ U 2 5 0al- galv. iron with spout, per doz..4 10
The prices of the many other qualities 2 Bo.lv. iron W|_th aucet, per doz. 385
of solder in the market Indicated by pri- % gaIABTiIYir%rgonc%ISI ; t doz 450
gﬁ}gnlbrands vary according to compo- ¢ gal. galv. Iron Nac
SQUARES LANTERNS
Q No. 0 Tubular, side lift
Steel and Iron .. 2 B Tubular
TIN—MELYN GRADE Mo. 15 Tubular, dash .
10x14 IC, Charcoal 0 60 Mo. 1 Cold Blast Lantern
14x20 IC, charcoal 60 «No. 12 Tubular, side lamp
10x14 1X, Charcoal .. .12 00 No. 3 Street lamp, each
Each additional X onthis grade, $1 25 W nm LANTERN GLOBES
TIN—ALLAWAY GRADE No. 0 Tub., cases 1 doz. each, bx. 10c 50
10x14 IC, Charcoal
14x20 IC, Charcoal
10x14 1X, Charcoal
14x20 1X, Charcoal BEST WHITE COTTON WICKS
Each additional X on a £on.” ns. 32 yards in one piece.
BOILER SIZE TIN PLATE ? % n’ wic*e, per gross or roll. 28
14x56 1X ., for Nos. 8 4k 9 boilers, per Ib 13 , % .In- wide, per gross or roll. 38
at® o wide, per gross or roll. 60
TRAPS iNO- m. wide, per gross or roll. 90
Steel, GamMEe ..ocociiiiieiiieeeeee s 75
Oneida Community, Newhouse’s ..40&10
Oneida Com’y, Hawley 4kNorton’s.. 65 COUPON BQOKS
Mouse, choker, per doz. holes 1125 50 books, any denomination
Mouse, delusion, per doz 100 books, any denomination
oooks, any denomination
. WIRE luoo books, any denomination ...
Bright Market 60  Above quotations are for either Trades-
Annealed Market 60 man, Superior, Economic or Universal
Coppered Market grades. vVhere 1,000 books are ordered

Tinned Market

Coppered Sprin ee
Barbed Fence, Galvanized
Barbed Fence, Painted

WIRE GOODS

Gate Hooks and Eyes ...80-10
WRENCHES
Baxter’'s Adjustable, Nickeled .20

Coe’s Gennlne
Ops'i PMen8 AfB M knl, TTllicghl TO-10
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Crockery and Glassware

a
15 gal

20 gal. meat tubs, each
25 gal. meat tubs, each

STONEWARE
Butters

. each ..
. meat tubs, each

30 gal. meat tubs, each ...
) 6 nal Crlmrns
to gal. per gal.... g
Churn Dashers, per doz. ... &
Milkpans
4 &al- flat or round bottom, per doz. 44
| gal. flat or round bottom, each.. 5t4
v 50 f .ne Glazed Milkpans
#4al. flat Or round botto , per doz. 60
1 gal. flat or round bottom, each.... 6
. Stewpans
H 6*1. fireproof, bail, per doz u
1 gal. firepreef, bail per doz..!."1. !.i 16
Jugs
% gal. per doz.
% gal. per doz.
1 to 5 gal., per gal .
. . SEALING WA
5 "Ibs. in package, per Ib........... 3
LAMP BURNERS
No. 0 Sun . . 00
20
i-
o?
........... in

Fruit Jars packed i dozen in box!

LAMP CHIMNEYS—Se

conds.

Per box of 6 doz.

Anchor Carton Chimn

eys

No» EOE,ICEriCn%m ?c%/min corr7u7g,ated tub?

Now 1, Crimptop

No. »

No»

Nox 1. Crimp top

No.
Ne:
N°.
No

2

1
2

Ng: 1
- 2, wrapped and

at a

0~ Crim pntopG,a*“

. Crimptop

Crimp top ...

, Crimp top
, Crimp top

Pearl Top In Cartons

, wrapped and labeled
labeled

Rochester In Cartons

time customers receiv

e specially

printed cover without extra charge.
KS
ny denomi-

COUPON PASS BOO

Can be made to represent a
nation from 310 down.

50 books ...

100 books

500 books

books

,,,,,, CREDIT CHECKS
500, any one denomination
1000, one denomination
3000, ne denomination
stool

77?
276
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THE GLOVE COUNTER.

Some Traits Requisite To Ensure

Success.
Wrritten for the Tradesman.

I here are many qualities that go
to make up the ensemble of the suc-
cessful clerk at the ladies’ glove de-
partment.

This department is "trying” in more
than one sense of the word.

In the first place, beauty goes a
long ways here. People have come
to look for it in glove girls the same
as in milliners. You always hear
one of the latter referred to as
a “handsome milliner,” a "pretty lit-
tle milliner of a girl.” These and sim-
ilar adjectives have become so insep-
arably fixed in our minds as charac-
teristic of the girls in this latter trade
that the antitheses of these descrip-
tive words never seem to occur to us
as possible to be used in reference to
them.

And so with the glove girls, al-
though perhaps in just a trifle small-
er degree. We have come to like
to meet an attractive girl to fit our
gloves.
too, as we do toward our hairdresser:
The association of fitting gloves on
one and that of the performance of
making (some of) us come forth
from the Beauty Doctor’'s “beautiful
through ugly” are so close that we
demand some one that shall please
us with (their physical looks.

Failing in this they need a whole
lot of personal magnetism to make
up for the deficiency.

The glove counter girl must know
her stock from Alpha to Omega. She
must be the complete master of her
stock—must know good kid from
poor-wearing stuff; the names of
makers must be at her tongue’s end;
she must be familiar with the proc-
ess of manufacture; must know all
about sizes—must be able to tell at
the first glance at a hand approxi-
mately the number necessary.

Then, too, her customers’ likes and
dislikes must be indelibly impressed
upon the clerk’s mind, so that she
does not hand out a bizarre style to
a lady whose preference in gloves is
a very “mouse of a taste.” On the
other hand she must be careful to
hit the fancy of a dashing creature
with something strikingly stylish. She
must never get maxed on these points.
One would think such caution would
be utterly superfluous; yet | have fre-
quently observed this identical error
committed, and by girls whom you
would credit with more common
sense, too.

In most of the stores, at the pres-
ent time, the glove girl has toilet
arrangements under or near her coun-
ter, so that the patron may know to
a certainty that the girl has per-
formed a hand ablution before fitting
her hand to white gloves or those of
evening shades. Time was, however,
when a girl never thought of bother-
ing to have her hands delicately clean
before handling light gloves.

I well remember the rehearsal of a
case in point. It was the experience
of a friend. She was a young mar-
ried lady who lked to “put her best
foot foremost,” and in order to make
a brave showing she had to practice

\e feel towards them much, ‘she had with a clerk about some
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many small economies and expend
much care in the selection of her
wearing apparel, as well as in regard
to things for her home. She was a
good little housekeeper and kept her
cozy nest in perfect condition. Be-
ing a fine cook she concocted many a
dainty dish that was inexpensive, but
she served it so nicely that it received
an added value at her hands and pass-
ed for a rare tidbit. By doing neat-
ly and well all such little tasks she
had the reputation of always having
everything nicer than it really was.

She took great pains with her pur-
chasing, making out her shopping
lists carefully and buying with judi-
ciousness, so as to make what money
she had to spend go as far as possi-
ble. Then she made her own clothes
and did her own millinery. Being of
petite figure she often ran across bar-
gains that were too small for them
to be picked up by the average pub-
lic. And she kept her clothes nice,
too, mending and otherwise repairing
them and making them over so they
looked fresh and stylish.

I was going to tell about the time

gloves. She happened in when there
was a sale going on of odd sizes of
long gloves in evening shades. There
was one pair that came way above
her elbows. They were a beautiful
ping and of exceptional quality of
kid. The stitching, too, was out of
the ordinary and, taken altogether,
they were just the thing for the
little lady for the occasional society
functions she attended.

The clerk in charge had soiled fin-
gers, which the customer was quick
to notice. The former made no move
to change the condition of her hands

t went on handling the spotless
pink gloves, pulling the kid this way
and that to show its perfection and
heedlessly turning up the wrist to
look at the size.

‘Yes, they were the right number__
would the lady like to try them on?”
sliding the velvet pad along the coun-
ter for resting the arm on during the
fitting process.

Not even a suggestion of the neces-
sity of the application of soap and
water and towel!

The lady wanted the gloves, had
the money in her pocket to pay for
them, but she did want the girl to
wash her hands before touching the
gloves any further.

So she had actually to ask the clerk
if she would mind washing her hands
before trying the gloves on her, as
they were so liable to soil.

The girl's face flushed an angry
red at the insinuation that she need-
ed to perform such an act, and flung
herself out from behind the counter.
She went somewhere out of sight
and came back with her hands in the
proper shape they should have been
in before she picked up such delicate
goods.

She tried them on the lady with
mean little jerks as if she hated the
ground the patron walked on and the
air she breathed, removed them in
the same hateful fashion, tucked them
spitefully nto a torn envelope, instead
of wrapping them in white tissue pa-
per, flung them at the customer and
accepted the pay for them with the
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Staple Side lane—Carry in Pocket
Repeat Orders

Big Commissions
American Lead Works, Flint, Mich.

HATS

For Ladles, Misses and Children

Cori, Knott & Co.#.td

At

Wholesale

ST
Mayer Shoes

Your Business Grow

At this time of the year the
wide-awake dealer keeps a com-
plete line of

Fur and Fur Lined
Coats

Rubber and Cravenette
Coats

Oiled Clothing, Etc.
This is his
How is your stock?

“harvest time.”
We can
supply your wants in these lines
promptly.

Brown & Sehler Co.
Grand Rapids, Mich.
WHOLESALE ONLY

Child, Hulswit & Co.
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Gas Securities
Dealers in

STOCKS and BONDS

Special Department
Dealing in
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Stocks and Bonds
of

Western Michigan
Orders Executed for Listed Securities

Citizens 1999 Bell 424
411 Michigan Trust Bldg., Grand Rapids

Heald=Stevens
Company

HENRY T HEALD. President
FORRIS D. STEVENS. Sec'y and Treaiurer

Directors:
Henry T. Heald
Olay H. Hollister CharlesP. Rood
Forms D. Stevens Dudiby E. Waters
George T. Kendal John T.Byrne

Representing Bond Dept.
William Callan e.j.Palmer

United States Bonds
and other

Investment Securities
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“Red Seal Shoes”

Red Seal
women. All leathers.
Blucher cut,

street wear.
MICHIGAN SHOE CO,,

Boas, Scarfs and

lace or button,
Retails for $2.50 and

is the seal of shoe quality for

Twelve styles.
for house or
*3.00.

- DETROIT

Useful
Xmas Goods

Suspenders, Neckties, Brushes
Mufflers,  Handkerchiefs, Fanci
Socks, Fancy Hose, Lace Curtains
Ribbons, Perfumes, Umbrellas, Rugs
Also a large assortment of sterling
silver novelties.

When you are in town come in anc
examine our line.

W' Carry a nice line °f

P. STEKETEE & SONS

Wholesale Pry Goods

Grand Rapids. Mich.



same indications of a ruffled temper.

The transaction ended, the lady left
with the most disagreeable of im-
pressions of that particular glove de-
partment, and vowing not to come
there again if she could find what
she wanted at any other place in
town.

Such little incidents bode no good
for the stores where they occur.

Now, as to the age of a glove clerk:

It is best that she be too old to be
called a “little chit of a girl.” The
majority of glove buyers are past
the “kittenish age” themselves and
prefer to be waited on by some one
of “some sense,” as they express it
They do not place much reliance on
the say-so of a very young clerk, be-
cause they think such a one can not
have the experience of a well-inform-
ed person in matters along this special
sartorial line.

The clerk can not be too particu-
lar as regards fitting. Certain gen-
eral rules apply here. If the girl has
received no instructions from others
before entering the work of “hand-
schuhing” the public she had best
read up on the subject and then ap-
ply the acquired knowledge to prac-
tical work.

Be able to remember your custom-
ers’ likes and dislikes in their selec-
tions. Young girls generally go in
for light shades for “Sunday wear,”
while people of quieter or more som-
ber taste pick out something dark and
serviceable. Try to recollect the re-
marks that different ones make while
trading with you and bring them up
next time they come to you. This
shows them you have borne them in
mind since their last call. It flatters
them not to have been forgotten.

Keep cheerful and goodnatured
under all provocations to be other-
wse and be as accommodating as the
rules of the establishment will allow.

Don’t ever quarrel with other clerks
in the presence of customers—don’t
quarrel with them ever, on general
principles.

Take these hints to heart and you
will find your pathway in the work-
aday world a degree smoother to your
feet. Josephine Thurber.

Time To Assert Himself,

There was to be a circus in town
next day, and Robert wished to go
and see it unload; so he sought to
obtain his father’s consent. The first
guestion his father put to him on
being approached was, “Have you
asked your mother?”

“Yes, sir,” was Robert’s
reply.

“What did she say?” the father
pursued.

“She said | couldn’'t go,” was the
frank rejoinder.

“What do you mean, Robert, by
coming to me to ask to do a thing
after your mother has told you you
could not do it?”

“Well, papa,” the little fellow ob-
served, “l heard you say last week
that you’'re the boss of this ranch,
and | thought it was about time for
you to assert yourself.”

prompt

There is no reason to think that
the judgment will accept a correct
philosophy in lieu of a right practice.
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Confidence and What It Magans.

Wrritten for the Tradesman.

Hie intellect of the genius is what
makes him have confidence in him-
self. A successful man is a genius, it
matters not in what line of business

he may be. 1he thought of a genius
is always spontaneous  because
thoughts travel in families. When a

man s mind is controlled with a suc-
cessful family of thoughts, these
thoughts make him have confidence
in himself, and when he lives entirely
with these thoughts he is made to see
the success that is in store for him,
and there is never any doubt whatever
in his mind as to his going to have
any trouble. While these successful
thoughts are working on the mind
of the genius they are at the same
time working on the minds of others
that are in a sense depending on him.
I mean by this, if the genius should
ask others to help him, it matters not
in what way, the help comes and it
comes freely, for the fact is there is
confidence in all concerned. When
we learn the language of facts and
will not listen to things we know
are not right we soon attract to us
the intellect of the genius.

We read a great deal about the
value of confidence in business and
some successful men tell us that con-
fidence will do more than money.
Money is worthless to the man if his
friends have lost confidence in him,
for his mind will never be in the right
way for him to handle it, and the
amount that he may have will not
stay with him long, for it will go
faster than he expects it to. Why is
this a fact? Because the family of
successful thoughts are not with him.
The reason so many men have lost
confidence in themselves—and some
have never had any—is because they
have failed to attract the right line of
intelligence.

The most of us are monkeys. We
are trying to do things just as we sec-
others do them. This is a great mis-
take. We know that no two of us
look just alike, and when we learn
that no two think alike or see things
just as we do, then we will soon be-
gin to see and understand that we
must be a genius within ourselves
and work out our own schemes as
our spontaneous thoughts have them
mapped out for us. We must learn,
also, that our thinking is not of our
own making, but that it is the work
of the intellect. We have little con-
trol over our thoughts. Give -credit
where credit is due. We do not de-
termine what we will think, our minds
are fed with the power of the
thoughts in and around us, and you
have often noticed that intelligence
comes into your mind very fast.

If we wish the best of everything
there is but one way to get it, and
that is to live each and every day
with the line of thoughts we know
are right. It is impossible to get the
best there is if we idle our time away
with thoughts that do not belong to
the class where the best is.

Edward Miller, Jr.

The man who never looks ahead
with patience always evens up by
looking back with a good deal of
pain. |
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The Sun Never Sets

Where the

Brilliant Lamp Burns

And No Other Light
HALF 50 GOOD OR CHEAP

It's Economy to Use Them—A Saving of

50 TO 75 PER CENT.

Over Any Other Artificial Light, which is Demonstrated by the
Many Thousands in Use for the Last Nine Years All Over the World.

Write for M. T. Catalog, it tells all about them and Our Systems.

BRILLIANT GAS LAMP CO.
42 STATE ST. CHICAGO, ILL.

On September 30, 1906

There were

112,942 Subscribers

Connected to This Company’s System In This State

Have you considered what it means to be connected with
this service? If not already a subscriber send in your order.

Michigan State Telephone Company

C. E. WILDE, District Manager Grand Rapids, Mich.

Mo=Ka Coffee
High Grade

Popular Price

The dealer who handles “ Mo-Ka” Cof-
fee is sure of a steady and growing trade and
a good profit. “Mo-Ka” is not in the class
of cheap so called “coffees” which offer a
cent per pound profit. It is an established
brand and offers a good margin. In i Ib.
air tight packages only, preserving strength
and fragrance—always fresh and clean. The
People’s Coffee. Write us for prices.

The Smart & Fox Company
Wholesale Grocers and Coffee Roasters
Saginaw, Mich.

FOOTE & JENKS' FLAVORING EXTRACTS

Pure Extract Vznilla and Genuine, Original Terpeneless Extract of Lemon
State and National Pure Food Standards.
EOOTE & JENKS'’ Sold Only in bottles bearil’g our address

JAXON Foote & Jenks.

Highest Grade Extracts. JACKSON. MICH.

Four Kinds of Coupon Books

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

TRADESMAN COMPANY, Grand Rapids, Mich.
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THE ROLLING STONE.

It Occasionally Lands in Places of
Success.

While it may be true that "the rol-
ing stone gathers no moss,” it equally
is true that often the stationary stone
gathers nothing else but moss and is
stuck in the rut of mediocrity, while
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only a few who are fortunate enough
to find in their first position the
niche they were destined to fill. The
rest must discover it by much rolling
about, or else remain among that
great class called failures.

Another consideration that speaks
in favor of the "roller” is that he
gains much general polish and in-
formation from rubbing against the
various other stones that give him a
self-confidence and an ease of manner
that stand him in good stead in the
world of affairs. The stationary
stone, on the other hand, too often
becomes so narrowed in his own lim-
ited rut that even if he should at
some time find the opportunity for
bettering himself, his lack of con-
fidence and push would stand in his
way.

The point may be illustrated by the
careers of two college friends who
started out in life at the same time.

the rolling variety occasionally lands |Briggs and Diggs entered college to-

in the high and dry places of suc-
cess.

I he majority of the older clerical
men seen in business offices, men
with stooping figures, thin, ragged
hair, and the general appearance of
hopelessness about them, are the ones
wiio were afraid of becoming rolling
stones.
some office at a small salary and for
the hiat few years received an annual
raise that made them loth to leave
their positions. But in so many busi-
ness houses the maximum for the
office clerk is soon reached* and then
there is nothing before him but long,
dreary years of routine at a bare liv-
ing salary.

On the other hand, the man who
keeps his eye ever on the alert for a
better opening than his last one is
likely to strike it right in the long
run. It is true it takes some courage
to give up a sure thing, a permanent
and regular position, to strike out up-
on something new and uncertain, but
it is only to those that have the
spirit of venture that large success
ever comes.

Of course, many a young man is
forced by circumstances to remain
satisfied with the certain position, be-
cause he dare not do anything else
on account of those dependent upon
him. 1 hough a chance opportunity
offers a possibility of a large measure
of success, it holds out also the possi-
bility of failure. And this is one of
the reasons why for the average
young man it is a mistake to take up-
on himself at a too early age the re-
sponsibility of supporting a wife.
When the young man himself is the
only one to be affected he can afford
to strike upon a venture. If he is suc-
cessful, it is good, and if it turns out
a failure, no one suffers by it, for he
still has youth and energy to try
again, and if he only keeps on rolling
from one thing to something just a
little better he is bound to stumble
upon the right thing in the end.

It takes most people a long time to
discover the work they are really
fitted for. and many never do discover
it. After all, true success only can be
found in doing the work which you
were meant to do and doing it a little
better than somebody else, and it is

In their youth they entered Ipractice on the piano.

gether. Briggs stuck to the course of
study mapped out for him by his par-
ents with a view to engaging in com-
mercial chemistry as his life work.
As a consequence he found but lit-
tle time for other interests of col-
lege life.  One thing only he in-
dulged himself in, and that was some
He was a
passionate lover of music and had
once mentioned his desire to make it
his profession, but his parents had
frowned so decidedly upon the idea
that he had never broached the sub-
ject again.

Diggs on the contrary, had no de-
finite idea whatever as to the pro-
fession he wished to adopt and as a
result he studied a little of every-
thing that held out any general in-
terest for him. But he always
seeme” to have plenty of leisure for
a share in everything that was going
on in the college. He managed to
be connected with athletics, the col-
lege daily, the monthly magazine,
with a few honor societies, and with
school politics. Besides these varied
interests he attended all the musical
and dramatic treats the town af-
forded.

The consequence of the different
mode of life of the two students
could be seen long before their
graduation. Briggs became the quiet,
reserved, studious type commonly
called grind,” while Diggs became
one of the popular men of his class,
polished and easy of manner, quick
and energetic of action.

Upon being graduated Briggs im-
mediately obtained a position as an
assistant in the laboratories of a
large Chicago packing house. Diggs
was undecided what to do, and finally
decided to teach, and after some
strenuous jollying of a visiting super-
intendent he was elected to teach En-
glish and history in the high school
of an Illinois town. He was success-
ful and enjoyed the work immensely,
but at the end of the first year he be-
gan to yearn for other fields of en-
deavor. Somehow the educational
held seemed to be too limited for
him. He began to look around, and
finally he elicited from one of the
wealthy citizens of the town, whose
daughter had been his pupil, an offer

to become a salesman for the auto-
mobile he was manufacturing. He
remained with the firm also about a
year, deriving much pleasure and ex-
perience from his travels. But the
work began to pall upon him, and he
had a foolish notion that he could do
best that in which he could find the
greatest interest and enjoyment.
Therefore when one of the men to
whom he sold a $3000 machine told
him that he was looking for an adver-
tising manager for his clothing busi-
ness he at once offered his services,
assuring him that he would be just
the man for the place, and he was
given a trial.

In his new work Diggs found a
strange fascination, a joy that he had
never experienced in any work that
he had done before. But he also
found that his former experience
stood him in good stead. The gen-
eral knowledge of human nature that
he had gained was valuable to him.
He now is one of the most success-
ful advertising men in Chicago and
paid a salary that runs into five fig-
ures. He seems to have been born
with a talent for that work and it was
not until he got a chance at that that
he struck the right pace and fell
satisfied.

Now our friend Briggs was all this
time plodding away at the laboratory
of the packing company. Every year
for five years he got a modest raise
and then they stopped. The reason
was two fold: in the first place the
firm did not as a rule pay any salaries
above a certain point, and secondly,
Brjggs had reached his capacity as a
chemist. After all his ability in that
line was not natural and but medi-
ocre. He began to realize the con-
dition of things, but there was
nothing to be done.

There was nothing that he knew of
where he could earn even as much as
at chemistry, and there was only one
other thing he cared to do, and that
was music, but the time had passed
for that. He was too old to go
through the long training that was
necessary for a musical career. And
so he is living away in hopeless
mediocrity, passing through the day’s
drudgery at the laboratory almost as
in a dream, and finding the only real-
ly happy moments of his life when he
shuts himself up in the little parlor
and the fingers wander over the key-
board of his piano, while his mind
wanders to the world of what might
have been if he had only struck it
right.

There is the difference—the steady,
plodding stick in the rut, working
his life away at something he was
never meant to do, and the happy
rolling stone, who, after some valu-
able, though aimless, rolling, finally
struck it right and is doing something
he can do better than the other fellow
and that he enjoys the doing of more
than he could possibly enjoy any-
thing else. Maurice Count.

Wanted To Be Exact.

“Were you out in all that rain?”
asked Mary.

“No,” said the young woman from
Vassar, “lI was merely in the portion
of the rain that descended in my
immediate vicinity.”

Formaldehyde Dangers.

A great many external and some
internal preparations containing wood
alcohol, formaldehyde, etc., have of
late been put on the market. These
are supposed to depend, for whatever

results they may produce, Ol the
liberation of formaldehyde and for-
mic acid.

It is well known that the baneful
effect of wood alcohol on the eye-
sight is due to its subsequent decom-
position into formaldehyde and for-
mic acid.

The employment of wood alcohol
and formaldehyde in any medicinal,
toilet or food compound is to be
strongly condemned not only for the
above danger, but also on account of
its injurious and very dangerous ef-
fects on the digestive process. This
may be readily understood when one
remembers its value in tanning skins.

It is a great mistake to think that
it is safe to use wood alcohol ex-
ternally. As a fact it is too often
[more dangerous as used in this man-
ner, for the reason that large quanti-
ties are rubbed on and absorbed,
whereas internally, smaller quantities
would be used. Its employment in
the preparation of liniments, etc., has
been condemned by no less an’ au-
thority than the American Pharma-
ceutical Association, as well as by
some of the State associations and
other bodies. The fumes of wood
alcohol alone have caused blindness
and death, and for this reason its use
has been condemned by the painters’
associations.

Practical Powder Divider.

E. D. Tainter, writing in the West-
ern Druggist, suggests the following
home-made powder divider: “A pow-
der divider has long been needed,” he
remarks, “and while I am not inclined
to ask for a patenUupon it | present
to you a cheap solution of the prob-
lem. There is upon the market to-day
what is known as ‘weisnicht wire.’
It sells for forty-three to forty-five
cents a pound. It is made of copper,
and the mesh of this wire net or
gauze is in all sizes. Two cents'
worth will provide for you two or
three good powder dividers. To use
successfully, place the powder as
smooth as possible and about the size
of the number of powders required.
Drop the wire and press it upon the
powder, gently lift, and your powder
is divided in just as many sections as
are contained in the wire netting. If
you use it once you will throw away
allother appliances.”

Livingston Hotel
Grand Rapid*, 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



Message To The Traveling Men.

Nashville, Nov. 27—A report hav-
ing gained circulation that traveling
men are not expected to attend the
next annual meeting of the Michigan
Retail Implement & Vehicle Dealers’
Association, to be held in Grand Rap-
ids, on December 5 6 and 7, and
that an unfriendly feeling exists be-
tween them and the members of our
Association, | desire to state that

there is no foundation whatever for
this report and | am pleased to ex-
tend to them a most earnest invita-
tion to meet with us. While the sec-
ond day will be for the members
only, we will be pleased to have them
with us at the banquet and at all oth-
er sessions and they are to remem-
ber they are still our co-workers and
friends.
C. L. Glasgow, President.

Movements of Michigan Gideons.
Detroit, Nov. 27—W. D. Barnard,

of Manistee, was operated on for ap-

pendicitis and is now at the Hotel
Elston, Charlevoix, attended by his
wife and trained nurse. Mr. Barn-
ard represents a Milwaukee drug
house in Michigan and is a young
salesman very much respected by his
customers and all others who know
him. He represented the A. H. Ly-
man Drug Co. for years before engag-
ing with the firm he now represents.

A. G. Freeman, representing the J.
K. Armsby Co., of San Francisco,
was in Charlevoix at the Hotel EI-
ston last Sunday and will be in
Saginaw during the week at the Ban-
croft. His text will be California
fruit each day.

L. A. Williams,
elected Counselor of Kalamazoo
Camp Gideons, No. 3, at their last
meeting, and at this meeting the in-
vitation for the next State Gideon
convention was withdrawn by the
Camp. Invitations are now in order
by other camps in the State.

W. F. Parmelee has returned from
the East, where he has been the past
three months representing the Kala-
mazoo Wheelbarrow Co., visiting
relatives and for a few days’ farm-
ing, to show the present generation
how *“it's done.”

The Night has a thousand eyes,

And the day but one,

Yet the light of the whole world
dies

With the dying sun.
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The Mind has a thousand eyes,
And the heart but one,

Yet the light of a whole life dies
When love is done.

The State Secretary of the Gideons
has had an addition to his family. His
second son, Ernest O. Gates, of El
Verano, California, was married to
Miss Blanche Briggs, of Muskegon,
Nov. s, by Rev. George E. Burlin-
game, pastor of the First Baptist
church of San Francisco. Mr. Gates
and his wife were neighbors and
schoolmates together in Rockford.
Mr. Gates has been in California the
past ten years and has been very
successful. He owns a ranch and
also lumber interests, and of late has
mixed with politics somewhat. He
will now doubtless follow “Teddie’'s
advice.”

A complete State roster of Michi-
gan Gideons has been compiled by
the National and State secretaries
and sent to each Camp for every
1905-6-7-8 Gideon in the State, giving
town, number, year and standing of
each. This will be of interest to every
member. It has been put in folder
form, with letter of instructions on
the inside of the cover.

Aaron B. Gates.

United Commercial Travelers.
The next regular meeting of Grand
Rapids Council, No. 131, will be held
Saturday evening, Dec. 1. A good
time is assured you, also lunch and
smoker. 0. E. Jennings,
J. H. Millar,
C. H. Marshal,
Committee.

C. W. Porter is the special carpet
man for Burnham, Stoepel & Co. in
the territory from Detroit to Du-
luth. He has been in the carpet busi-
ness since he was 17 years old, which
is a longer time than one might think
to look at him. For several years
he was with C. E. Jillson, a leading
dry goods and carpet dealer of Ovid,
and went from there to the carpet de-
partment of Pardridge & Blackwell.
Two years later he went to Burnham,
Stoepel & Co., and has been on the
road for the carpet department ever
since. His main business is between
Detroit and Mackinac, but once a year
he takes a long trip through the Up-
per Peninsula to Duluth. He leaves
on that trip Thanksgiving night, and
will be gone until March. *“Selling
a line like carpets to Upper Penin-

Kalamazoo, wasula dealers has its enjoyable side,”

said Mr. Porter. “The people, espe-
cially in the Copper Country, are
prosperous, and are easier to deal
with than in some other sections. You
have to drive just as sharp a bargain
with them as anywhere else, but they
are more liberal in small things; and
there is something about them that
when you make a friend he is your
friend for always.” Mr. Porter is a
member of Cadillac Council, U. C. T.,
and well liked by his associates. He
is married and lives at 262 Fort street
east.

Lempert & Sandelman have opened
a shoe store at Boyne City, the stock
being furnished by the Hirth-Krause
Co.

Why the Sale of Tea Is Declining.

Jackson, Nov. 27—About a hundred
retail grocers gathered at a smoker
given by the Jackson Grocery Co. at
Sauer’'s Hall Monday evening. All
were plentifully supplied with eat-
ables and cigars, and the entire affair
was a most pleasant one. The feature
of the occasion was a lecture on tea
by George Lewis, of Chicago, an ex-
pert in this branch of the grocery
business.

Mr. Lewis spoke of the important
part tea has played in the world’s
history, and said that it bears the
same relation to the grocery business
that silk does to the dry goods trade.

“Just as successful dry goods mer-
chants have built up their concerns
by featuring their silk departments,
so the successful grocer gives tea a
prominent place in his business,”
said Mr. Lewis.

The speaker, who had been con-
sulted by the Japanese government
concerning the decrease in the Ameri-
can demand for tea, has given the
matter a great deal of study, and is
convinced tea drinking has diminshed
in this country because of the negli-
gence of grocerymen in their meth-
ods of handling the commodity.

“When | go into a grocery store |
have to go back of the counter to
find the tea department,” said the ex-
pert, “and when | have at last located
it, an old rusty canister which has
been in use since the store started is
generally the place set aside for the
storing of this important stock.”

He gave numerous timely hints to
grocerymen as to how tea should be
sold, and also some good general ad-
vice as to the best way to enlarge
and improve the grocery business.

Increasing Uses of Electricity.

Commenting upon Mr. H. W. Hill-
man’s article in Cassicr's Magazine
for November on “Electricity in the
Home,” The Electrical Review seems
impressed with Mr. Hillman’s con-
tention that, on account of their high
efficiency, electric appliances in do-
mestic service are really cheap and
economical. Mr. Hillman’s home in
Schenectady is fitted with a complete
electrical cooking and baking cabinet,
affording economy of space, since it
takes the place of a range, kitchen
table, and cupboard; a sewing room
electric motor, a motor-driven wash-
ing machine and wringer, luminous
electric radiators, electrical flatirons,
doorbells and cigar lighters, and a
very complete lighting system. His
average monthly bill for the past
twenty-four months was $6.69, at a
price of five cents a kilowatt hour,
with a family of five.

Electricity, per unit of heat, costs
more than gas. Mr. Hillman lays
stress on two points in urging the
use of the former fuel—economy in
operation and economy by having
combinations of many devices. The
electric egg steamer is used also in
cooking potatoes and cereals, and in
heating a baby’s food. It produces
steam in forty-five seconds, and in
three minutes more the eggs are
boiled and the current shut off. The
electric broiler, frying pan, oven, grid,
and coffee percolator are alike expedi-
tious in work. Practically no heat is
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wasted, and the ultimate cost appears
to be no greater than by the old and
comparatively cumbrous methods of
cookery.

Electric radiators save coal in the
late chilly days of Spring and in No-
vember, making it unnecessary to
start up the central heating plant.
The kitchen cabinet for two persons
costs about $30, and for five $60. The
sewing motor costs $10 to $12, and
its operation one cent an hour. The
cost of the other labor-saving elec-
tric devices seems to be reasonable.
We have no doubt that the results
obtained by Mr. Hillman, who is an
expert electrical engineer, might be
gained by others with equal knowl-
edge of controlling and economizing
electric currents. The unskilled lay-
man might have difficulty in recon-
ciling his electric heat and power bill
with former gas expenses. It is true,
too, that electric engineers seem to
have produced inventions especially
adapted to overcoming in efficiency
the high unit cost of electricity.
Doubtless the gas stove people will
themselves largely accomplish the
same results in the old way when
pushed to it. We are unconvinced
that for use by the masses the elec-
tric way will be found the cheaper.
But its increasing adoption by many
classes of people shows that its su-
perior conveniences are beginning to
outweigh the somewhat added cost.

Recent Trade Changes in the Hoosier
State.

Goshen—Brunson & Gearhart, of
South Bend, have leased a store here
and will soon establish a general
store.

Muncie—The stock of clothing and
shoes of the Enterprise store, form-
erly conducted by Mr. Burtanger, has
been sold by the receiver, E. S. Grif-
fin.

Evansville—G. W. Cockerell, of
this city, has recently purchased an
interest in an implement stiore at
Fort Branch.

Elwood— Members of the Socialist
party are soon to establish a co-
operative store at this place.

The recently-announced plan to or-
ganize a national society for the pro-
motion of industrial education is
meeting with great favor among edu-
cators, even those who hold that
every man should have classical train-
ing. Not the least enthusiastic of its
endorsers is Alfred Mosley, who just
now is conducting a teachers’ tour
of America. He above all things em-
phasizes the fact that our industrial
system is a natural development and
whatever education may do for those
engaged in it must be suited to their
work. The old apprentice system
taught the whole business; to-day one
man does only a small part. If edu-
cation can be fitted to such condi-
tions it will be successful. If not, it
will be useless and dissatisfying.

J. W. Morse, who represents the
Puhl-Webb Co., of Chicago, coffee
roasters and manufacturers and pack-
ers and importers of food products,
made his Northern trip last week. He
did not have the Re-Morse he had a
few years ago when he made the
same trip. He can tell you about this.
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How To Conduct a Hot Soda Foun-
tain.

Would you like to make money
this winter at the business? Know
that the first thing of importance is
an attractive fountain, and the next
essential is to have accessories about
the fgjintain corresponding with it in
attractiveness,. Let your china cups
be dainty and shining. Keep your
spoons, spoonholders, cream pitchers,
trays, etc., scrupulously clean.

Do not allow soiled cups and
spoons to stand on your soda coun-
ter. It is of the greatest impor-
tance that such articles should be in-
stantly removed and placed out of
sight of customers. Do not fill the
cup to overflowing, and if a saucet
is used be sure not to allow the bev-
erage to slop over into it. Serve all
the popular drinks—beef tea, clam
bouillon, tomato soup, plain bouillon.
Besides these serve the old “stand-
bys  chocolate, coffee and lemonade.
Unless you dispense a finished bev-
erage serve chocolate both from the
sjrup, as used in cold soda, and to
order from powdered chocolate or
cocoa sweetened with loaf sugar. Ask
customers which they prefer.

Another important thing is to let
people know you have hot soda to
sell. 1f you run a newspaper adver-
tisement occasionally, call attention
to your hot drinks. Make use of your
window, displaying therein signs
printed from stencils, or if you are
handy with a brush paint them on
cardboard. Make your signs short
and to the point. The following sug-
gestions may help you: “Hot Soda:
Hot as it ought to be; sweet as you

like it.” “Hot Soda: Clam Bouillon
strengthens weak stomachs.” “Hot
Soda: Makes you forget this cold

weather.” “Hot Soda: Hot Lemonade
will cure your cold.” “Hot Soda: Beef
Tea will make you strong.” “Hot
Soda: Hot Ginger for the stomach’s
sake.” “Hot Soda: Served as it ought
to be.” “Hoit Soda: Clam Bouillon
makes good red blood.” “Hot Soda:
Beef Tea makes real muscle.” When
an idea suggests itself to you write
it down, and you will find that in a
short time you will have a collection
of good trade-catching phrases that
can be used to good advantage in
arresting the attention of passers-by.

Hot soda, like cold, is mostly
“catch trade.” People, as a rule, do
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not start out with the intention of
getting “a soda;” and you must have
something to “put them in the no-
tion.” When you get them to your
fountain once, take advantage of the
opportunity. Serve a rich, palatable
beverage. Be courteous and genial;
give them that “at home” feeling;
serve your drinks so as to please the
most fastidious, and, as a reward for
your efforts, they will become reg-
ular customers. Don't be stingy with
\your syrups and cream. This mistake
is made by a good many dispensers
of hot soda. It is false economy—
Penny wise and pound foolish.” By
sa\ing half a cent on your beverage
you will lose dollars by drivng peo-
ple away from your .fountain. Com-
fortable chairs are useful adjuncts
to the hot soda business. Even al-
though in a hurry, many people like
to sit while partaking of your daintily
ser\ed hot drinks, and will appreci-
ate your efforts for their comfort.
Serve crackers or dainty little bis-
cuits on a neat dish or tray— not one.
but several. Clam bouillon, beef tea,
or chocolate, served with crackers,
makes quite a tempting little lunch,
and people thus tempted soon find
that their day is not complete with-
out a hot soda” on their way home
from work or from an evening’s
stTOlL- C. L. Berry.

Action Against Cocaine Law Viola-
tors.

Baltimore druggists who sell co-
caine and other habit-forming drugs
in violation of the law enacted by
the last Legislature, will be vigorous-
N\ prosecuted by the police, who have
been instructed to that effect by Act-
big Marshal Manning. This relieves
the State Board of Pharmacy from
the task of looking after violations.
JDuring the past few months the Po-
lice Commissioners have received nu
merous complaints about the illegal
sale of cocaine and recently these
communications have been more spe-
cific. It was learned that many drug
stores make a specialty of selling this
drug to negroes under the name of
catarrh snuff, and that by adulterat-
ing it the druggists further increase
their profits.

The movement to enforce the nar-
cotic laws appears to be widespread,
as word comes from Chattanooga
that the local Health Board has de-
termined to have the laws regarding
the sale of cocaine, morphine, etc.,
rigidly enforced, while in New York
City a vigorous crusade against drug-
gists who have been violating the
regulations concerning the sale of co-
caine has been begun by the State
Board of Pharmacy. Joseph Wein-
stein, Secretary of the  Eastern
Branch, says: “The Board is deter-
mined to put down the cocaine traffic,
notwithstanding that it is more or
less handicapped by the lack of a
law that prohibits the sale of the drug
except on a physician’s prescription
Pennsylvania and a number of other
states have strict regulations which
render it easy to prosecute violators.

In Indiana the Secretary of the
State Board of Health has declared
war on the catarrh cures that con-
tain cocaine as their chief remedial
agent. He states that many of these
proprietaries are made solely for the

purpose of furnishing cocaine to the

the demand is very large and prices

dope fiends and that enquiry among [are much higher.

druggists shows the fact that the
sale of these cocaine cures for ca-
tarrh has greatly increased.

The Drug Market.

Opium—Is very firm and advanc-
ing, due to lack of rain in the grow-
ing district and small supply. Higher
prices are looked for.

Morphine Is as yet
but is tending higher.

Quinine—Is very firm.

Cantharides—Are weak and tending
lower.

Glycerine—Is very firm at the last
advance. A higher price is looked
for later on.

Naphthaline
Have advanced.

Nitrate Silver—Has advanced on
account of higher price for bullion.

Balsam Copaiba—Is tending higher.

Balsam Peru—Is in small supply
and advancing.

Vanilla Beans—On account of the
requirements of the pure food law

unchanged,

Balls and Flake-

Holds 200 kinds of cards in glass cast.
Cabinet contains surplus stock with numbers corresponding.
No time lost in waiting on a customer.

number
No soiled stock.

HAZELTINE & PERKINS

Juniper Berries—Have advanced.

Oil Peppermint—Has declined and
is very weak.

Oil Lavender Flowers—Is in small
supply and has advanced.

Gum Camphor—Has again advanc-

ed 2¥2c per pound and is tending
higher.
Buchu Leaves—Have again ad-
vanced.
Booklet free on application

Customer selects the card by

Ask
DRUG CO., Grand Rapids

Or write toT. H. Paulson, Maker, Bloomingdale, Mich.

OTTO

R. KURZ

PHARMACIST
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WHOLESALE DRUG PRICE CURRENT

Advanced—

Advanced Citric Acid,

Acldum
Aoetloum .
Bensolcum,
Boracio ...
Carbollcum
Citrlcum ..
Hydrochlor
Nitrocum
Oxallcum
Fhosphoriu
Salicyllcum
Sulphuricum

OU Peppermint. Camphor.

Tannloum
Tartaricum
Amm
Aqua, 18 deg.... 4®
Aqua, 20 deg---- 6®
Carbonas . 13®
Chloridum 12®
Ani
Black ...2 00®2 26
Brown . 80®1 00
Red ... . 46® 60
Yellow ....2 60®8 00
Baooae
Cubebae e 220 25
Jnlperus .. 8@ 10
Xanthoxylum SO® 86
Baleamum
Copaiba ... 45® 50
eru @1 60
v*raoln, Canada 60® 6b
Tolutan ... 86® 40
Cortex
AbIM, Canadian. 18
Cassiae ... 20
Cinchona Flava.. 18
Buonymus atro.. 60
Myrica Cerltera. 20
Prunus Vlirglinl.. 15
Quillala, grd 12
sassafras .po 25 24
Ulmus ... 36
Bxtraetum
Glyoyrrhlza Qla. 24® 30
Glyeyrrhiza, po.. 28® SO
Haematox ... 11®@ 12
Haematox, Is . 18® 14
Haematox, %s... 14® 15
Haematox, . 16® 17
Forru
Carbonate Preclp. 16
Citrate and Qulna 00
Citrate Soluble 66
Ferrocyanldum S 40
Solut. Chloride .. 15
Sulphate, com’l .. 2
Sulphate, com’l, by
bbl. per cwt... 70
Sulphate, pure 7
Flora
Arnica . 15@ 18
Anthémis 30® 36
Matricaria .. 80® 35
Folia
Barosma 0® 45
o vssia Acutl
Tlnnevelly .. 16® 20
Cassia, Acutlfol. 25@ 30
Salvia officinalis,

%s and %s .m 18® 20
Ova Ursl ... 8® 10
Gumml
Acacia, 1st pkd ® 65
Acacia, 2nd pkd ® 45
Acacia, 3rd pkd ® 35
Acacia, 0 28
Acacia, po 46® 65
Aloe Barb . 22® 26
Aloe, Cape . O 25
Aloe, Socotri - ® 45
Ammoniac 55®@ 60
Asafoetlda 35® 40
Bensolnum 60® 55
Catechu, Is .. © 18
Catechu, 84s 0 14
Catechu, %s . ® 16
Comphorae .......... 127@1 35
Buphorblum @ 40
Qalbanum ... @1 00
Gamboge ...po..l 85®1 45
Gualacum po 35 @ 35

H
Absinthium

Lobelia ... os pk
Majorum ...o0s pk
Mentra P|p os pk
Mentra Ver. os pk
Hue k
Tanacetum ..V ...

Thymus V.. os pk
i Magnesia
Calcined. Pat .. 65®
Carbonate, Pat.. 18®
Carbonate, K-M. 18®
Carbonate ...
Oleum
Absinthium ... 4 90®6
Amygdalae, Dulc. 50®

erbs
........ 4 60®4
Eupatorlum os pk

00

@
o

Amygdalae, Ama 800®825
Anlsl® o 18501 %

Auranti
Bergamil
Cajlputl .
Carvophilli
Cedar
Chenopadli
Cinnamon!
CltroMSfla
Bantam Mm

Cortex 2 75®2 85
. .2 85@3

Co aiba | 16@1 25
ebae .1 35@1 40

Evechthnos __i 00®1 10

ErJgeron .. .10

Gaultheria

Geranium

Gossippli Sem gal 50® 60

Hedeoma .......3 00%3 10

Junipera 40@1 20

Lavendula N
Limon

3740
75

3 60

Mentha Piper
4 00

Mentha Verid ...3

Morrhuae gal ..1 25®1 50
Myricla 3 00@3 50
Olive .. 75®3 00
Plcls I.lquida ... 10® 12
Picls Liquida gal ® 35
Ricina 106@1 10
Rosmarlinl @1 00
Rosae os .5 0006 00
Succlnl 40® 45
Sabina 90 100
Santal .2 25@4 50
Sassafras . 90@ 9%
Sinapls, ess, os.. ® 65
Tiglll . ...1 10®1 20
Thyme 40® 50
Thyme, opt . . @1 60
Theobromas li@ 20
Potassium
Bl-Carb ... 16® 18
Bichromate 13® 15
Bromide
Carb ..
Chlorate
Cyanide
lodide .
Potassa, Bltartpr 80® 32
Potass Nltras opt 7® 10
Potass Nltras ... 6® 8
.Pirussiate  ........ 23® 26
Sulphate po ... 15®@ 18
i Radlx
Aconitum .. 25
Althae 35
Anchusa 12
Arum po 25
Calamus ... . 20® 40
Gentiana po 15, 12@ 15
Giychrrhiza pv 5 16® 18
Hydrastis. Canada 19
Hydrastis, Can.po @2 00
Hellebore, Alba 12®@ 16
Inula, po . 1 22
Ipecac po .
Iris” plox ..
Jalapa, pr
Maranta, %s .. ©
Podophyllum po 15®@ 18
5@1 00
Rhel cut
Rhel. pv
opigcim ..
Sanuglnarl, g
Serpentarla 50
Senega 85®
gmllax '&ffls H. @
miiax, M ...
Sclllae po 45 '20%
\)/mplockrpus @
aleriana Eng ..
Valeriana. Ger. .. 15<§
Zingiber a 12®
Zingiber J 22®
Semen
Anisum po 20.. @
Apium gravels) 13®
Bird, Is A
Carul po 15"
Cardamon
Coriandrum

Cannabls Sativa 7

donium ...
enopodium 25® 30
Dlpterlx Odorate 80@1 QO
Foeniculum ... 7% 18
Foenugreek, po 9
N 41® 6
Linl, grd. bbl. 8% 3® 6
Lobelia o, 75® 80
Pharlaris Cana’n 9® 10
APA e 5@ 6
Sinapls Alba ® 9
Sinapls Nigra—... 9® 10
S\R/Irltus
Frumenti 2 00®2 50
Frumenti ... 125@1 50
Juniperls Co O T 1 65®2 00
Junlperis Co ....1 75®3 50
Saccharum N B 1 90®2 10
Spt VInl Galll ..1 76®6 50
Vinl Oporto 1 25@2 0C
Vina Alba ... 1 25®2 00
8ponges
Florida Sheeps’ wool
carriage .. 3 00®3 50
Nassau shee ol
carriage . 3 50®3 75
Velvet extra_she ’
wool, carriage..
Extra yellow sheeps
wool carriage . @l 25
Grass sheeps’ wool.
carriage . @1 25
Hard, slate . 00
Yellow Reef, for
slate use . ®1 40
Syrup«
Acacia | ... 60
Auranti Cortex . ® 50
Zingiber . 50
Ipecac
erri lod.
Rhei Aram
Bmllax Offl's
Senega 0 50
MBm # #H

Sclllae Co ..
Tolutan
Prunus virg

Tinctures
Anconltum Nap 'sR
Anconltum Nap sF
Aloes
Arnica .
Aloes & Myrrh
Asafoetlda
Atrope Belladonna
Auranti Cortex..
Benzoin
Benzoin Co
Barosma
Cantharides
Capsicum
Cardamon
Cardamon Cr ...
Castor .
Catechu
Cinchona
Cinchona Co
Columbia
Cubebae ...
Cassia Acutlfol ..
Cassia_Acutlfol Co
Digitalis
Ergot
Ferri Chlorldum
Gentian
Gentian Co
Guinea .
Guinea ammon ..
Hyoscyamus
lodine
lodine,
Kino
Lobelia
Myrrh ..
Nux Vomica
Opll

colorless

Opll, camphorated
Opll, deodorized..
Quassia .
Rhatany
Rhei
Sanguinaria
Serpentaria
Stromonlum
Tolutan
Valerian
Veratrum Verlde.
Zingiber

Miscellaneous

Aether,
Aether,
Alumen
Annatto
Antlmonl,

grd po7

po ...

[SE8)

Spts Nit 8f 30®
Spts Nit 4f 34®
3®

Antimoni et po T 40%

10%

®
60®

1 85@®1
@

Antipyrin
Antlfebrin ..
Argenti Nitras 0z
Arsenicum
Balm Gilead buds
Bismuth S N.
Calcium Chlor, ‘s
Calcium Chlor, 84s
Calcium_ Chlor_8s
Cantharides. Rus
Capsid Fruc’s af
Capsid_Fruc’s po
Cap'i Fruc’s B po
Carphyllus
Carmine, N
Cera Alba
Cera Flava
Crocus
Cassia Fructu
Centrarla ..
Cataceum
Chloroform
Chloro’m

Sq bs
Chloral Hyd Crssl 35@1
20®

Chor.drus

Cinchonidlne P-W 38®

Cinchonid’
cocaine ...
Corks list D P Ct.
Creosotum
Creta
Creta, prep
Creta, Ereclp
Creta, Rubra

Crocus .

Cudbear @
Cupri_Sul
Eextrme i 7@())
mery, a

Emerill po @
Ergota ....po 65 60®
Ether Sulp 70®
Flake White 12®
Gaila .. ®
Gambler .. 88
Gelatin, C .
Gelatin, French 35®
Glassware, fit box

Less than box
Glue, brown 11®
Glue' white 15®
Glycerina . 13®
Grana Paradlsl @
Humulus ... 35®@
Hydr&rg Ch..Mt
Hydrarg Ch Cor
Hydrarg Ox Ru'm 1
Hydrarg Ammo’l @1l
Hydrarg Ungue’m 50®
H drar%yrum Q@
olla, Am.

Lygopodlum

Germ 38®
3 06@3

0®1
75@1

Liquor Arsen et Rubia Tinctorum 12® 14 vanilla
ydrarg lod .. = @ 25 saccharum  La’s. 220 25 Zinc! Sulph
Llg Potass Arsinlt 10® 12 JZ-c:o 4 50@4 75 Oils
Madnesia: Sibh- bb! 2% 105 Sanguis ‘BTECK. 400 5 bbl. gal.
Mar?nla P 45® 50 98P0, W ... 12® 14 whale, winter 70@ " 70
Menthol ©-3.00@3 20 23p0, M - 109 12 Lard, extra 0© 80
Morphia, $'P & W2 3502 60 339, C ;& 15 Lard, No. 1 60® 65
M Ph SN Y O23E@2 60 °F dlitz Mixture 204 Linseed, pure Taw 42® 45
Mgrph:g Mai. 3502 60 Sinapis e Linseed oiled . 43® 46
Mosghus canton' 20 Sinapis, opt Neat's-foot, wstr 65w 70
Istl Snuff, Maccaboy, Spts. Turpentme .. Market
m}l; S\‘,gﬁm’;“’o 15 285 %8 DeVvoes ... @ Paints bl%I. L
p % , B Red Venetian ..1% @3
Os Sepia .. ® 28 Snuff, S’h DeVo’s g Och I M 1% 2
Pepsin Saac, H ft Soda, Boras 9 Qrae: y)e,(le Be?rs % 5 o3
P D CO . @1 00 $0da, Boras, do. Putty, - commer’l 2»* 284@3
S Soda et Pot’s Tart 25®
Picis LIg N N & Putty, strictly pr284 2\
| d 2 00 002 Car 848 Vermillion. P
pidis Llg qia " a7 0% goda, BiCarb 80 & 'Qercan ... 180 15
oda. Ash .. erican ...
EI|CI|§| b'q P'”_tgo ?) gg Soda, Sulphas % 2 germllllgn Eng. %2®@§8
Piper'Nigr po 22 ® 18 Pl Cologne, . I e
iper |%ra po pts Ether Co.. f 55 Lree(:jn denlnsu ar 3 &
EIPEYBN apo8& ® 3% Spts, Myrcia Do @2 00 ngd e e T«
piﬁmbi” “C’E 15 gg{g Q//I”:IRRe?:%tstzjlgl @ Whiting, white S'n = @ 9
Pyt o 16061 5 spts. Vit Rtd0gl O Wﬂ:fé”gpﬁ:'s"%?nr 6 %
S a
P PhD Co. dOZ Stpr chnia, Crysgtlllos@l 2f W |tg Paris Eng @1 «
Yigthm, v - Sulphur Subl " 3G 4 iversii Brepid 1 061 2
QuAssiae ... Sulphur. Roll ..284® 3% i
§u!na % F’G & W . ‘I_'I_am%rln%s Vi 2%% ég Varnishes
uina, er.. erebent| enice No. 1 Tur Coachl 10®1 20
uina. N. Y.. Thenbrnmae 45® Extra Tuep ........ 1 60®1 7n

IWe Protect
Trade

The following is a copy of the
General Guaranty we have
this day filed with the Secre=
tary of Agriculture in accord=
ance with the Rules and Reg=
ulations for the enforcement
of the Pure Food and Drugs
Law.

HAZELTINE & PERKINS DRUG CO.

WE, THE UNDERSIGNED, do hereby
guarantee that the articles of food and
drugs manufactured, packed, distribu
ted and sold by us,

Crude Drugs, whole and powdered,

Essential Oils,

as follows:

Chemicals,
Pharmaceutical Preparations,
Proprietory Medicines,
Wines and Liquors,
are not adulterated or misbranded with-
in the meaning of the Food and Drugs

Act of June 30, 1906.

HAZELTINE & PERKINS DRUG CO.
Wholesalers of Drugs, Etc.

Grand Rapids, Nov. 13, 1906.
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These quotations are carefully corrected weekly, within six hours of mailing, Gem 15
and are intended to be correct at time of going to press. Prices, however, are Je?‘gey 111%
liable to change at any time, and counitry merchants will have their orders filled at P;Is/g'fsslae .
market prices at date of purchase. Springdale 1%

ra(rners 15
ICK ...
ADVANCED Leiden " B
DECLINED Umburger . @
Pineapple 40 @60
1*»  Sag0 .o 819
Swiss, domestic.. 16
Swiss, imported @20
EWING GUM
American Flag Spruce |
Egemans Pepsin ]
............. 1
Best Pepsin 45
Index to Markets Best, Pepsin,
By Columns ARCTIC AMMONIA Oysters S~SenGUn. Mae - °
13 0z. ovals 2 doz. box.. 75 go"e' Izlfby 90
Col AXLE GREASE Cove' b 165 Yucatan
. A razer' ' @1 00 CHICORY
Ammonia 1 lib. wood boxes, 4 dz. 20 pyms oS Eugk T
Axle Grease 1 lib. tin boxes, 3 doz. 235 “Peas T el -
3%Tb. tin boxes, 2 dz. 4 25 Warrowfat o Eadle . 4
B 101b. " pails, per doz... 6 0 Early June "l Franck’s . , 1
Baked Beans 1 1510, pails, per doz... 7 20 Early June Sifted 1 25@1 65 Scneneys 3
Bath Brick 1 251h. pa||s per doz__ 12 00 Peaches CHOCOLATE |
Bluing ... 1 BAKED BEANS pI Walter Baker A Co.'s
Brooms 1 Columbia Brand Y'é%ov'\}" Serman Sweet %8
Brushes . 1 lib. can, per doz..... 90 remium
Butter Color 1 2th. can, per doz. Grated canr i
31b. can, per doz.. Sliced Eg”}gas
Candles 1 AmericBaAﬁTH BRICK g
Canned Goods 1 English » Baker’s
Carbon Oils 2 % gl?ve_lalnd o
ggtrse%s % 6 oz. ovaIsASer[(i)Cz. box 3 40 aspber}}'es 50 Cglgrqilg': 0/:55 3
Cheese ... 2 16%7. Yound 2 doz. box_ 75 Standard oot E%psler """""" 252
gﬂlec\glr”g Gum % Sawyer’s Pepper Box i, Russian Caviar vad ' o uten
Chocolate 2 No. 3 3 doz. wh (éross /0 gans Van Houten,
Clothes Lines DOXES_  oorerrevrieviiviennen: 4.00 lib. van Houten.
Cocoa ... 2 No. 5 3 doz. wood Salmon Waen outen,
Cocoanut 2 (T3 CL 700 Col’a River, tails 1 80@1 8 wijbur
Cocoa Shel 2 BROOMS Cola River, flats 19061 % (it of °
offee ... 2 No. 1 Carpet .. 275 Red Alaska ... 130 Wilbur, s
Confections ‘11 No. 2 Carpet 35 Pink Alaska 100 munn QO(O:/O
Crackers ... 2 No. 3 Carpet 15 Sardines Dunham,s 0/os
Cream Tartar ......... 4 No. 4 Carpet 75 Domestic  %s 3%@ 3% gunham.s %S
Parlor Gem 40 Domestic, %s 5 h 0;
Dried Fruits 4 (F:ommonw\r{vhkisk . 2§Sé)c>ln}est|c NL/UE‘HHG 9 UK am’s  %s
-------------------- anc is alifornia, % s... 14
Warehouse s 00 ?allforr]nra %s..17 @24 iR, %OCOA SHELLS
Farinaceous Goods BRUS'?)ES F—;I;enncch’ 022 ;187 %g Iﬁessndquanlzrty .34
Eish and Oysters Solid Back 8 in 75 Shrimps ound: packages ...
ishing Tackle Solid Back, 11 9% Standard 1 20@1 40 COEFFEE
Flavoring extracts Pointed Ends a5 s sh N io
Fresh eats ... Pair 85 'g%rlnrmon
3 . 75 Good 10 Choice
Gelatine 2 119 Fancy 26@140 ER0S
rain Bags
Grains and Flour .. ? % % Eetlanré(g/ard 40@12%% ngm?rr
4 17 Fair 1 10 ghoice
s 3 ' 90 Good @1 20 PFeagt?err
Hides and Pelts BU rTER COLOR Fancy . : 1 40 y -
W, R & Co.’s, 15c size.l 25 Gallons .. 360 gair Maracaibo .
W., R. & Co.’s, 25¢c size.2 00 CARBON OILS Choice
CANDLES . arrels ™
Jelly Electric Light, &....... 9%  Perfection ... @10 N exican
Electric Light, 16s__ 10 Water White % Egntce
o Paraffine, 79  D._S. Gasoline 18 y oo
Licorice i f Paraffrne 87 Gasoline 21% cp Guatemala 15
W cking . Delod%rd Nap™a 13% oice ..
Matches CANNEEpl GOODS Cygllnneer . 16 2‘21% African .
Meat Extracts § gmb Standards ___ 100 Black, winier "9 @Iow FAnNCy Af
Mince Meat * Gallon e 225 CEREALS 0.a .
Molasses 6 Bliackberries Breakfast Foods p- G...
ustar P41 S 0@1L75 Bordeau Flakes, %01 250 Arabian .
N Standards gallons ... Cream of ofWheat 36 216.4 0 Package
NUES s li -
: Eggello Flakes é)G ?Ib 2 60 Arbu Nkelw York™ Basis 16
| Excello 36IargTeb pkgs...4 5015 IlweFth
OlVES s 6 L i
5 (';‘v/lralr%e é\lut 224dc|;zb........2'. :’02 Ifrsey
alta Ceres, i
Pipes e Standard Malta Vita, 36 lib...2 8 “é'“;-ua;ﬁ|r}r']'25x§<(§§xsold
Pickles ... 6 Brook Trout Mapl-Flake, 36 lib 405 to retailers only.  Mall all
Playing Cards 6 5Th. cans spiced... 1 9o Pillsbury’s 'Vitos, 3 dZ. 4 25 orders direct to F
Potash™ ... " Clams Ralston, 2th e 4 50 McLaughlin & Co., Chica-
Provisions Little Neck: Iib. 1 00@1 25 Sunlight Flakes, 36iib. 2 85 go.
Eittle Necke @1 2 Sunlight Flakes! 20 los 4 00 Extract
Clam Bounlon Vigor. 36 pKgS......c. 5 Folland, % gro boxes 95
Burnham’s pt.. g0 VYoigt Cream Flakes Felix. % gross....... 115
Burnh 360 Zest, 20 2Th........ . Hummel’s foil, % gro. 85
8 Bﬁphaarr?qg qptéS %0 Zest, 36 smali Ei(s-- Hummels tin, % gro. 1 43
gallad tDressmg ; o Crescent Flakes 0 K RACKERS
aleratus .. ne case ..
7 endaris 3001 g9 B e, sl Lzt Company
ne case Butter
7 Fair com 60075 cases. . Seymour, Round......
7 One-half cause free with New York, Square
7 cases. . Family
2% «Cea—fourth case free with Salted,
0
8 Exbrs XHaerne %5 “Freight allowed N. B,
9 Fine .. 15 Rolled C .t? Select
ices S Moyen . 11 Rolled Avenna hbl .5 10 Saratoga Flakes
Starch 9 ooseberries Steel Cut. 100 Ib. sacks 285 Zephyrettes
Syrups Standar Monarch, bbl......... 4 65
Monarch. 90 Ib. sacks 240 N. B. C.
Quaker, cases ... 310 N. B ' C'S
¥g%acco Cracked Wheat Faust, Shell
) Bulk ) Sweet
TWINE oo 9 1 2t. Animals
étlalntlc
Vinegar Columbia agley Gems
g W Mustarg Cs;ohémb,a " Beleelsle Picnic
! nider’s quar .............................
Wilcking .o Soused, Snider’s g)lnts " gartwheelé. S & M_lg
Woodenware ‘?gumsgtdd Snider’s % pints .. Gurrant Fruit .
Wrapping Paper Tomato Acme CHEESE Coffee Cake, N.
' : plain or _iced .
Feast Cake Eo%tels gg(c:ggmétar'l'affy
uttons Chocolate Drops

MICHIGAN TRADESMAN
GROCERY PRICE CURRENT

Cocoanut Drops
Cocoanut Honez
Cocoanut H'y |ngers 12
Cocoanut Macaroons ..18
Dixie Sugar Cookie .. 9
Fruit Honey Squares 12%
Frosted Créam 8
Fluted Cocoanut

12
Cake 12

10

Fig Sticks ... 12
Ginger Gems .8
Graham Crackers .... 8
Grnger Snaps N. B. C. 7
Hazelnu .n
Hlppodrome 10
Honey Cake, N. B. C. 12
Honey Flngers As Ice. 12
Honey Jumbles ... 12

Household Cookies As*8
Jersey Lunch !1iitr 8
Jamaica Ginj «
lemon Gems ... 10
Lemon Biscuit Sq.l 8
Lemon Wafer .. .16
Lemon Cookie . 8
Malaga ... .

Mary Ann 8

Marshmallow W alnuts 16

Muskegon Branch, iced 11

Molasses Cakes ... 8

Mouthful of Sweetness 14

Mixed Picnic .. .

Mrch Frosted
wton

Orange Slices
Orange Gems ...
Penny Cakes, Asst__8
Plneapjlgle Honey 16
Plum arts
Pretzels, Hand Md. ..8%
Pretzeliettes, Hand Md. 8%
Pretzelletes, Mac Md. 7%
Raisin Cookies .8
Revere, Assorted
Rlchwood

Scotch Cookies 10
Snow Creams
Snowdrop
Spiced Gingers
Spiced Gingers
Spiced Su%/ar
Sultana_ F
Sugar Cakes
Sugar Squares
sma

Vanilla- Wafers

Raisins

London Layers,
rJ?™*n  |_ayers.
C uster, l5 rown
Loose Muscatels. 2 or

3 or
4 cr

Sultanas, bulk

SYAC R}‘-»OOfD 1%

BYied rima®?
Med. Hd Pk'd ..1 76@| "W
|Brown Holland .., .“ s «&

24 m ffarina

18" * 1 >£
Ml » 0 58 g

PSaSlOS "
mported. 2Mb. iig";, g

Comm,?" rt. Bart«
Chester Jf
Empire ,,,, s ?
Green, Wisconsin, bu 1
East India8*??.
German, sacks ... 2%
German, broken pHg.ll.
Fear?’ llo -7
pa«"

) 5S £ « t*
Coleman's Van'
2 oz. Panel ... A | 7%
3 oz. Taper .. »an 4 gy
No. 4 Rich. Biaice 2 00 7 g,

Terpenelessn Ext.* Lemon

S* 2 E?P. a..... *x
N ang, B-E 49
T3 bng 0 € ion 1 68
3 0z. Full Meas. D C | 22
40z. fuiim d :8:$ Il
Mexican Extract” Vanilla

No. 2Pane| D. C.... ?*20
No. 4 Panel D. ¢ * on

\\ﬁg\f}gﬁyC”mP Taper panel d. C.. "2
Watecr Crackers (Bent, oz Full '\I<I/Ieass % 8*!:)*1 o
L& Go) ~is 4oz Full Meas. D' C*3 (0
In-er Seal Goods. Ne MFNP%R%\QFB &
100 in bale 19
Almond Bon Bon Amoskeag, less than LI 19%
Albert Biscuit GRAINS AND FLOUR
%reftmne[r?] ButBWafetrsll(%) fo. 1 wnhheat n
utter in iscui I
Cheese Sandwich ... 1.00 No. ZRed...... AT
g?acgl?grlltwl\ga]cafoons 257% Winter Wheat Flour
Faust Oyster .. (00 patentd-ocal Brands
Fig Newtons .100 T
Five O’clock Tea .100
Frosted Coffee Cake...100
Ero anaS e ....é...lLS% Is
inger Snaps, :
(I_Bra%am Ceackers . .1'%)8 Grarlzvn;] .................... ®
emon SNaps ... Tt et o0
Marshmallow Dainties 100 Ryel eat ;s = w
C(%atrrtrealtt Crackers 1058 coun”e°®* u8ua* cash dle-
pryeiz%ﬁet?ess ' 1 ) Flour In_barrels, 260 ner
Royal Toast 1 barrel additional. P
Saltine ... ,90 N
Saratoga Flakes . Qiiaker, <gekier Co
Seymo%r Butter 100 Quaker, cloth ..
Sogiel e8¢ 3 donprgkes Sehugeer oy
Sg%gesf_lg(% Fingers. %88 Kansas Hard Wheat Flour
Sultana Fruit Biscuit. 150 Judson Grocer Co.
Uneeda BiSCUit ... anchon, %s cloth ....4 30
;I'_lzrneega JrnljlfrBWayfrter 1(5)8 Spring Wheat Flour
needa iscui . *
\\/\/IantIIIa TV\r(a ers 100 g{ (?327 I—}?Ioérr:ne k?al?erflzdﬁw
ater in .
Zu Zu Ginger Snaps 0 Cal .............. 4
Zwie I%CElfAM ..... T ARTAR 0 Wlsconsm Rye ... .3 70
Barrels or drums 9 quedrsegg aGr(}cer Co.’s Brg“.ﬂ
g‘gijg?e g 30 Eereso{a, gs millin %8
Faney caddies eresota, %S ...
ngold,
Sundried mgo .
Evaporated 7@ 7% Wmgold, %s .
Californi es |Usburys Brand
100-1 5 251b. boxes. Best, %s cloth 4 90
90-100 251b. boxes.. 4% Best, %s cloth 4 80
80- 90 251b. boxes.. 5 Best, %s cloth 4 70
70- 80 25th. boxes.. 5% Best, %s paper 4 75
60- 70 25Th. boxes.. 6 Best, %s lJ)aper 475
50- 60 25Th. boxes. (|® 6;% Best, wood ... .5 00
B A 208 8 wocen Srocy €0 Brng
%c less in 50Th. cases Laurel. %s cloth .....4 80
. Citron Laurel, %s & %s paper 4 70
Corsican C'j"r"r'é{'r'r ........ Laurel. %s 470
d 1 Th pk Wykes-Schroeder C
Sleepy Eye, %s cloth..4 85
Imported blé,lkr Sleepy Eye, %s cloth..4 75
Lemon Amer?cean Sleepy EVe, Jos cloth..4 65
Grange American Sleepy Eye, %s paper..4 65
Sleepy Eye, %s paper. .4 65



MICHIGAN TRADESMAN

eal
Beef
Bolted ... 2 80 SNUFF
Golden Granuiated . 2 90 EXUa Mess TR gg Scotch, In bladders......... 371 Moyune, Gunpowder
St. Car_Feed screened 20 50 Rump, new . 10 5 Maccabo% in_jars ... Moyune, choice
No. 1 Com and Oats 20 50 ' french Rappie in Jars..43 Moyune, fancy .. 20
Com’ Nieal. Soarss 39 60 % pbls. P oS Feet . A Pinasiey: Mecice” .30
Oil Meal, 'old proc.... 33 00 E?S ..... 40 108 v 1:33595 American Earrlfrl& Co 400 ngsuey’ fancy ...
Winter Wheat Bran 20 001| ’b o w-M < Dusky Diamond 60 80z 2 80 Young Hyson
Winter Wheat Mid’ng 21 rriil .. 775 Duskg nd, 100 6 0z..3 80 Choice = ..
Cow Feed .vviviceinne 2100|K|ts 15 lbs. P 70 Jap Rose, 50 bars 37 Fancy
Michi ats " % Bglls 481% ||gs...777550 \S,\?\ﬁ?tg Fms%?a{:lal 310 . f Oolong o
AR g u Casings" Dome, oval bars 0 ﬁ%gny?san;]edmcrn/
................ mov’ choice
COmM e 5o Beef, %eJn&ssy set 16 Snowberry, 100 cakes..4 00 yEngIrsh Breakfast
No, 1 trmothy Lar 1ots 14 0 gﬁﬁ mrddlesb, Sg|t """"" % ePnrgftm & Gamble Co. o Medium il
No. 1 timothy ton lots 15 00 eepncglzrredunBuettenne {ngg hoice
HERBS Solid dairy '
15 Rolls, daify 10%@ 1% Sta[AU ,
[ Canned Meats
IS-earLrJrrt%l Il:eaves %g Corned beef, 2 2 50 ﬁgmg
JE Ly %ometdbbe?f 750 Acme’
\ oas ee ’ Cadillac .54
6 ib, s, pere*'<s..| 85 Acme, 100 cakes 315
15 lb p%lls pgr pail 42 Egggg Egm : I?Algrs'\eﬂlﬁ%tserl(}gocgkes .5 80 Swe\;t’c\ﬂlt;m%lﬁ palls %
30 1b. parls perparl_ 5 Deviled ham. %s 45 Marseilles. 100 cakes 5¢ 4 00 ?e %1
Deviled ham, %s 85 g(:ar
0 Potted tongue %s a5 MarserllesBlochk tlorlet4 (00] Prarrre Rose b
Calabria 23 potted tongue %s ... 85 ;orisiey :
Good Cheer X Protection ... ....40
algcglty N |1|4 RICE Old Country . Sweet Burley 4
'S:creesnngs 4 Soap_ Powders TIger i
. D. Crittenden Co. air. Japan Plug
sagifaw Nojseiess, , Sholce Japar @5% oo W B1O% & €0 Red Cross .3t
50®4 76 jFair La. hd ... | e..! [4 50 Hiawatha
Arml\gtlrersT EXTRACTS445 "c:horce Ir_a hhdd 6% ﬁ?rlﬂ IIIDnlést 2}091[5% &30500 E;'/awatff. ..;gé
anc a. nd.... e Battle Ax 37
Armour’s, 4 oz. .8 Carol%lna ex. fancy 6 @7% Pearline .. 3 American Eagle 3
Liebig’s Chicago, 2 0z.2 75 Soapine, ... O Standard N 37
Liebig’s, Chicago, 4 0z. 5 50 SALADD DRESSING Babhitt’s 1 3 andar a4 a\;y b
Liebig’s Imporied, 20z. 4 55 gglﬂmg:g b prrr)rltm....T...zzl 2 Roseine 0 3bear et 195 o7 ad
Liebig’s Imported. 4 0z. 8 50 Sy rkee’s, large, 1 407..4 50 Wri?doourrrrs Nobby_Twist .55
JOUASEES Buress mmail duis 2 S
nider’s, large 0Z.. Soa Com ounds
Epney Open Kettle 40 Sniders, sm%u 2 doz.T 35 jorr]mson’sp )F(x:: 5 10 Todey %
............................... 0 nson’s
SALERATUS Nine O’clock Piper Heidsick 66
G00d 22 Packed 60 Ibs |n box. Rub-No-More Boot Jack ... 80
Half barrels 2c extra. Ha 315 X Honey Dip Twist 40
MINCE MEAT Scouring Black Standard 40
Eolumbia, per case. Enog Morgan's Sons. Cadillac 40
MUSTARD Sapolio, gross lots ....9 00 Forge 34
Borse Radish, ‘1 dz % gapolllo alflgr% lots Azlgg N'ﬁ el T 52
b T | apolio, single boxes..2 25 Mill ... .
Horse Radd'Sh 52 dz . SAL SODA Sapolro R/imd (i 025 Great Navy 36
Bulk 1ga| kegB | 65 Granulated, bbls...... g5 Counine Manutae urin 189 Smoking
Bulk, 2 ‘gai. k 7160 Granulated, 100lb.cs. 1 QO 2EouTinE Ca e Sweet Core . .34
Bulk' £ Qﬁl k995 I 25 Lump, LSRR 80 Scourine, 100 cakes. . 3 60 Blat car o
Muanzann: 8 eogsS "0 Lump, 1451b. kegs ... 9% Boxes 51/ %g
ueen, pints .2 50 SALT
ueen, 2 s 750 100 3C|%mr2§Qk Grades 1 o 31
ueen, 0z.. .
tuffed, 5 os.. . 9 605 Ib. sacks .. .2 00 . .40
Stuffed, 8 oz 145 28 10M Ib sacks 190 Red Letter 40
Stuffed, 10 oz. ..240 56 Ib. sacks ... 30 .40
" pipES 28 Ib. sacks 1% Whole Spices 5
Clay, No. 216 ... 70 b
Clay, T0. il Coliit g5 56 I dairy in drill bags 40 Rasbia Ciiia i iais 7
Cob, NO. 3 e 85 28 Ib. daSIryl 'n'g”lL bags 20 Cassia, Canton ' 44
olar Roc
PICKLES 61D, sacks 20 gassia Satavia, 5
Barrels, 1,200 count__ 6 00 ommon Cassia. Saigon, in rolls .38
Granulated, fine 80
Half bbls., 600 count..3 50 Cloves, Ambo 5
all Medium, " fine 8 Cloves, Zanzrbar ke ) 2
Egﬂeltfblsuolozocoo%gﬁnt x SALT FISH l’\\lﬂutmegs 7580 5 plow By %0/6 8§ »
PLAYING CARDS Cod Nutmegs, 105-10 . 35 Peerless,” 3% .35
No. 90 Steamboat g5 Large whole 6Vi Nutmegs, 11520 ... 30 Peerless, 1% 38
No. 15, Rival assort‘ed 120 Small whole ... 6% Pepper, Singapore, blk. 15 Air Brake .. .36
No. 20, Rover enameled 1 60 Strips 7%.@1 Pepper, Singp. white... 26 Cant Hook . .30
No. 572 Special oo i P 3% Pepper, shOl ... 17 Countr Club 32-34
No. 98 Golf, satlln finish 2 8% s A”SF;)Lll(I:’g Ground In Bulk ROFSX-KAXX . 30
cle : 5
C . Cassia, Batavia 28 Self Binder, 1602 8o0z. 20-22
Herrin &a\ssra Szai X zllg g\',\'/‘g%rt Knoarre .24
Hollan oves anzibar
White Hoop, bbls. 1100 Ginger, African 15 Royal Smoke
Penna Sall Cols (w3 00 White Hoop% 2blss #’8m%tﬁ%@&a % Cotton, 3oy
otton,
gaRr?eYel(jSI?::’grSk W hite _Hoop mchs. 80 Mace ... 65 Cotton, 4 BI));
Mesa . Norwegian Mustard . is Jute, 2 ply ..
Fat Black Round, Pepper, Singapore, blk. 17 Hemp, gply
Short Cut ... Round, 40lbs. Pepper, Singp. white.. 28 Flax, medium .
ghort Cut Clear 17 %% Scaled’ Pegper Cayenne - §00 Wool, lib balls™
ean Trout 2898
. VINEGAR
RS\ 00 No. 1, S. STARCH Malt White, Wine, 40 gr 10
Brisket, clear : No. 1, 40lbs.. ;320 Common Gloss Malt White, Wine 40grglo
ear Family . No. 1, 1Olbs 9 1ib. packages . .4 Pure Cider, B & B
a ﬁ é ¥eSSaIt M eats 13 No. 1, f/llbs.l.(.. I . 76 %1% packages ‘5‘3? Pure Cider. Red Star .
. ackere © Pure Cider, Robinson. .130/
1 Mess, 100lbs.. ...135040 and 60190 boxes 3%%3% Pure Cider, Silver _13%0
Smoked Meats Mess, 40tbs S0BAMTELS 3 WICKING
ﬂams, %421 IB average..%ﬁ Mggg éjmss' %Olb Common Corn No. Oper gross ..
Hams: 10 dp. averade li No™ oo Tbs IR aekases idat No per gross
Eflrﬁr?édlsHmesaverage 14 Noo % é No. 3per gross ...
Ham, dried beef : WOODENWARE
Bacon, clear ... Baskets
California Hams . 20lb. cans % dz. i Bushels . ..110
Picnic Boiled Ham 101b. cans % dz. in case Bushels, 160
Boiled Ham ..o 6R> cans 2 dz. in case Market 40
a?r]lgg ll:||am pressed 2%Ib. cans 2dz. in case gplrn% Iar%e %32
....................... plint, medium
) Pure Cane Splint, small .3 00
Fair .. . g
Eompound ......................... illow, Clothes, Iarg e70
ure Good .. Willow, Clothes, me'm 6 00
JO Ib. tubs....advance % ggp:\;lydySmyrna 3 Choice W‘I3||D\al| Cloéhetsl small 5 50
2y fubs...advance %ardramom”"M"é'I'éB'ér"100 JTEA gﬁrasrzeey %éu:nercasé)xesg;
52 Jb. pails... .advance % size In case
10 ib. galls....advance 7& Hemp. Russian 405 Rundrled, medium %' 5ib size, 12 in case. 63
Mixed Bird 4 Sundried, choice 2
5 Ib. pails... .advance 1 Ixe ira ... 101b. size, 6 in case.. 60
Mustard, white g Sundrled, fancy Butter Plat
8 Ib. pails... .advance 1 b § Regular, medium utter Plates
Bol Sausages 516 Rape. ... g% Regular, choice N 3 Oval: 330 Ih srate 42
) ogna ..... % Regular, fancy . ) 0 val, in crate
Cuttle Bone % Basket-fired, ‘medium 31 “g gg"gllv %g’g JR g:g{g *28
SHOE BLACKING Basket-fired, choice ..38 val, !
Handy Box. large. 3 dzz 50 Basket fired, fancy ...48 hurns
Handy Box, small....1 25 Nibs ... 22324 Barrel, 5 gal., each..z 40
BIxby'a Royal Pollah..” U Siftings M. U Barrell, 19 galL, eac (|5
Miliar's Craws PaUafe.. N 3iu Mi If min «as f

Clothes Pins
Round head, 5 gross bx 55
Round head, cartons.. 75

% Crates
Humpty Dumpty 2 40
No. 1,complete 32
No. 2c0mp|ete is

aucets
Cork Imed 8 in
Cork lined, in
Cork lined, 10 i
Cedar, 8 in..

Mop Stic
trojan spring N9
Ecllpse patent spring.. gg
No. 1 common ...
Ho. 2pat brush holder 85

Ideall ?\‘?&ton m°P beads 1 30
ails

7-hoop Standard ol
3-hoop Standard o1
2- wire, Cab
3- wire. Cab
Cedar, an red, brass ..125
Paper, Eureka .. .2 25
Fibre .2 70
. Toothpicks
Hardwood P 2 50
4 oftwood 275
danpuet .1 50
ea 150
Traps
Mouse, wood, 2 holes 22
Mouse, wood, 4 holes.. 45
Mouse, wood, 6 holes.. 79
Mouse, tlg S holes.... 65
Rat, wo
Rat, spring

Tubs
-(Hn Standard, No. 1 7 QO

(e2]
3888

38

Wash Boards
Bronze Globe
Dewey ...

mﬁ% &g

Single Acme
Double Peerle
Single Peerless
Northern_ Queen
Double Duplex
Good Luck ..
Universal

8!5’\‘

60

Wood Bowls
Butter ..

11 in.

13 in. Butter i 25
15 in. Butter %10
n- Butter .

19 In Butter ..
Assorted, 13-15-17 2 O
Assorted, 15-17-19 —_3 2

WRAPSPING PAPER

0 Ribbon

45

CONFECTIONS
Standard*“* .
Standard H
Standard Twist

.]umbo 32 Ib.
Ex H

nulo Cream
OIgF fminkhsSugar. sizck.

Mixed Candy

Candy F’a»E
H

Grocers ..
Grmpgtition /v

ConsFrve
Royal ..

Broken ..
cut Loaf
Leader
'K/indergarten

BBn onCCream

ggoch C'W",

Hand Made ‘Cream™ *
Cream mixed
u * Horehound Drop

in Palis
Gyps HeXrt . 14
ngoyBon Bons ...!
Fudge Squares .7
Peanut Squares .
ared Peanuts 7 " n
Sated Peanuts .. 12
jstarlight Kisses if
ban Bias Goodles 77" "12
Lozenges, plain .. 9
Lozenges, printed ...77 .10
Champion Chocolate ii

i.llpse Chocolates ..,
I‘:Su gka Chocolates . 1%3

WL

ar% msP50“>>
Lemon ISours 7.

Imperials ... if
? 1
it?}" rream gggr%gn H
Golden Waffe 7. H
0l«« Fashioned Molass
n7f Hisses, 10lb. box 1 20
Orange ellies_ . In
, Fancy—1, 61bi
Lemon Sours . L
OM  Fashioned Hore-
hound drops .... 10
Peppermint Drops 7 ¢0O
Chocolate Drops ... 60

"o K, BePoand®
[00]

k No. 12 7
Bltter Sweets, assd 1 15
Brllllant Gums, Crys. ’eol
185a. A. Licorice Drops 90
Lozen.fH' ﬁrl’ﬁted s By
Imperials
Mottoes
Cream Bar . . .
u* > Peanut Bar .. 55

guan n7Er12en cerries 7.60

Id Time Assorted 7i2 75

Common

Fibre Manila, riﬂsfgrdta'lrwss(ﬁﬂ?d'es )

Fibre Manila, .4 Strike No 5]

No. Manila . 4

Cream Manila | '3 é Hée

Butcher’s Manila ... 2% sortmen

Wax Butter, short c’nt. 13 Scientific Asst. W ias 00

Wax Butter, full count 20

Wax Butter, rolls ....16 Dand SPOPKCZT ©

andy Smac S ...

Magic, YsE'AHSo-Iz- CAKE 1EPon'Vy, Smack- 100s...2 75

sunlight, 3 do Qf\’f)d E%rrrr]r El_régtgtrs 05 50

?(uerlalsltgthoa]r-T‘r)/D dod(')' | 59 Cracker JackT13. 777 3 h

Yeast Cream, 3 doz....1 s’ C kg

Yeast Foam, 1% doz.. 58 ?&Delgz %'}h,g akezgg_@af 3
FRESH FISH

Peﬁéu“k't 100’5 *TT7777777.3°00

Jumbo W hitefish 16 Cough D
— g rops
Nroo.ut( V\,I,_hltEfISh g%g Putnam Menthol 100
alibut @10 Smith BroS....imn. o 25
12 NGTS—Whole
Iélyle dLoLbskge{ . gg ﬁllnrqglr]tgg Larragona .17
Ode ........ ? ster 12 Alrnonds California aft!
Haddock
Prﬁkerel 13 &'HBERS
"""" Cal. No. 1
gﬁ{gheddress” 11§ Walnuts, soft shelied @16
Red Snapper - Walnuts, Grenoble ..
Col. River Salmon .@16 T%E!iensnu}éledfancy
Mackerel ... @2 Pecans, ex.
HIDES d 1 Pecans, Jumbos
Ii?des pelts Hickory Nuts per bu:
Green No. 1 Ohio” new ..
Green No. 2 .. COCOANULS oo 7
Cured No. Chestnuts, New York
g”{fe‘f( No. 1 State, per bu......
altsKins, green, Shelled
Calfskins, green’ N 11% .
Calfskins, dred N 14 gggg:ﬁmgﬁ,ﬂ”ts %@ 9
Calfskins, cured N 12% Walnut Halves . 38
Pelts Filbert Meats ... 27
Old Wool 30 Alicante Almonds 38
IS_rarleﬁa?ISin'g's" Jordan Almonds A7
Peanuts
Tallow
° Fancy, H. P. Suns.. 9
NO' ]2 4 Fanc?/,, . P. Suns @6%
T ool cr?oamr-‘r P 90/
oice
Unwashed, med. ..23@25 Choice. H. P @%
Unwashed, fine ....20 Roasted @9
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AXLE GREASE

Mfca, tin
Paragon

boxes_75 9

BAKING POWDER

Royal

10c size

%Ilb. cans 1
60z. cans 1
%lb cans 2
%Ib cans 3
Lib. cans 4
31b. cans 13
51b cans 21

BLUING

C. P. Bluing

Doz.
box.. 40
box..75

1 doz.
1 doz.

Small size.
Large size,

CIGARS

G J Johnson Cigar Co.’s bd.
Less than 500 ..
600 or more
1,000 or more

Worden Grocer Co. brand

Ben Hur
Perfection
Perfection Extras
Londres
Londres Grand
Standard ...
Puritanos
Panatellas,
Panatellas.
Jockey Club

COCOANUT
Baker’s Brazil Shredded

Finas
Bock

RERRBRRE A

70 %lb.

Plates
Livers

MICHIGAN
Special Price Current

tt

Carcass (g
Lambs
Spring L @
eal
Carcass .. 5%@
CLOTHES  LINES
Sisal
60ft. 3 thread. extra..l Q0
72ft. 3 thread. extra..l 40
ortft. 3 thread. extra..l 70
60ft. 6 thread. extra..l 29
72ft. 6 thread. extra..
Jute Full line of fire and burg-
982 58 lar proof safes kept in
90/t e IS stock by the Tradesman
120ft 1 Company. Twenty differ-
Cotton Victor ent sizes on hand at all
50ft. times—twice as many safes
60ft. as are carried by any other
70ft. house in the State. If you
50ft. are unable to visit Grand
60ft. Rapids and inspect the
70ft. 80 line personally, write for
80ft. .2 @] quotations.
3‘8}‘*- 135 Sonr
t. . Beaver Soap Co.’s Brands
60ft. VR P

Galvanized 'Wiré
No. 20, each 100ft. long 1 90
No. 19. each 100ft. long 2 10
COFFEE
Roasted
Dwinell-Wright Co.’s. Bds.

White House, 1Th...........
White House, 21b...........
Excelsior, M & J, irb. .
Excelsior, M & J, 21b. .,

Tip Top. M & J, lib.
Royal Java ...
Royal Java and Mocha
Java and Mocha Blend
Boston Combination
Distributed by Judson
Grocer Co., Grand Rapids
Lee & Cady, Detroit; Sym-
ons Bros. & Co., Saginaw
Brown, Davis & Warner
Jackson; Godsmark, Du-
rand & Co., Battle Creek
Fielbach Co., Toledo.
Peerless Evap’d Cream 4 00
FISHING TACKLE
- .. 6
7
.9
1% to 2 In. u
2 in.. .15
3in.. 20
Cotton Lines
No. 1, 10 feet 5
No. 2, 15 feet ... 7
No. 3, 15 feet ... 9
No. 4, 15 feet 10
No. 5, 15 feet 11
No. 6, 15 feet 12
No. 7, 15 feet 15
No. 8, 15 feet 18
No. 9. 15 feet 20
Linen Lines
. 20
. 26
.34

Bamboo, 14 ft., per doz. 55
Bamboo, 16 ft.,, per doz. 60
Bamboo, 18 ft., per doz. 80

GELATINE
Cox’s 1 gt. size .1 10
Cox’s 2 qt. size.. . .16l
Knox’s Sparkling, doz. 1 20
Knox'a Sparkling, gro.14 00
Knox'a Acldu'd. dos.. .1 20

gl%% Knox'a Acidu’d. gro... 14 00
Boston Butts glo% Nelson'a 1 (0
Shoulders M Oxford
Leaf Lard Plymouth Book ..... 1

100 cakes, large size. .6 50
50 cakes, large size. .3 25
100 cakes, small size..385
50 cakes, small size..l 95

Tradesman’s Co.’s Brand

Black Hawk, one box
Black Hawk, five bxs

Black Hawk, ten bxs

TABLE SAUCES
Halford, large
Halford, small

Use

Tradesman

Coupon

Books

Made by
Tradesman Company

Grand Rapida, Mich.

TRADESMAN

We sell more s and 10
Cent Goods Than Any
Other Twenty Whole-
sale Houses in the
Country.

WHY?

Because our houses are the recog-
nized headquarters for these
goods.

Because our prices are the lowest.

Because our service is the best.

Because our goods are always
exactly as we tell you they are.

Because we carry the largest
assortment in this line in the
world.

Because our assortment is always
kept up-to-date and free from
stickers.

Because we aim to make this one
of our chief lines and give to

it our best thought and atten-
tion.

Our current catalogue lists the most com-
plete offerings in this line in the world.
We shall be glad to send it to any merchant
who will ask forit Send for Catalogue J.

BUTLER BROTHERS

ffhekulen of Bverythiog— By Catalogue Only
(yew York Chicago St. LouU

An Auto? No!

Peanut and Popcorn Seller.
Catalog show’em $8.50 to
$350.00. On easy terms.

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

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-
day— not tomorrow.
E. B. Longwell
53 River St Chicago

Do you need more money in
your business?

Do you wish to reduce your

stock?

Do you want to close out

your business?

If so, my business is to assist
you successfully. The character
of my work is such as to make

good results certain. No bad
after effects. Ample experience.
Write for terms and dates.

B. H. Comstock, Sales Specialist

933 Mich. Trust Bldg.
QRAND RAPIDS, MICHIGAN

San Francisco,
California, Crowd.

Fifteen thousand people were congre-
gated, to attend the special sale “an-
nounced by Strauss & Frohman, 105
107-109 Post Street, San Francisco, Cal-
ifornia.  Their stock was arranged, their
advertising was composed, sof 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
* Frohman by the New York t.
Louis Consolidated. Salvaﬂ]e Companty is
located In a building with only a fifty-
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

){_ou want something  that will
monopolize your business 1 you want
to apply a” system for increasing your
cash retail receipts, concentrating - the
entire retail trade of your city, that are
buying their wares arnd supplies
from  the twenty-five different retail
clothing, dry goods and department
stores?” Do you want_ all of these people
to do their buylng_ in your storel
you want to_get this business? Do you
want something that will make you the
merchant of your city? Get something
to, move your surplus” stock; get some-
thing to move your undesirablé and un-
salable merchandise; turn your stock
into money; dispose of stock that you
may have” overbought.

Write for free prospectus and com-
plete systems, showing you how_to ad-
vertise “your business;. how to increase
your cash retail receipts; how to sell
your undesirable merchandise; a system
scientifically drafted and drawn Up_ to
meet conditions embracing a combina-
tion of unparalleled methods compiled 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
{j)u_rnals and retail merchants of the

nited States.

Write for Plans and particulars, mail-
ed you abso utel¥ free of charge. Yon
Pay nothing for this Information; a sys-
em planned and drafted to meet con-
ditions in your locality and_your stock
*° increase your cash daily receipts,
“«"«d you free of charge. " Write for
full information_and particulars for out
advanced scientific _methods, n system
of conductln% Special Sales and adver-

u

tising your siness. All Information
absolutely free of charge. State how
large your store ii; how much stock

you car‘?/; size of your town, so plans
tan be drafted UF In_proportion to your
Fltl?Fyk and your location. Address Ccare-

ADAM GOLDMAN, Pros, and Osn’l Mgr,

New York and Si Louis
Consolidated Salvage Company

Home Office, General Contracting and
Advertialng Departments,
Century Building, 8t. Louis, Mo.

Bastoni Branchi
ADAM GOLDMAN, Prea. Qaa'l Mgr.
877-879 BROADWAY,
NEW YORK CITY,
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subsequent continuous insertion.

BUSINESS CHANCES.

. For Sale—A1l grocery stock. One of the
best locations in the “city. Great oppor-

tunity. Call or _address "Musselman Gro-
cer Co., Grand Rapids.

aore’ spap, invoices
17, _ $6,000 annuan}/?_rent 16.
Established six years. Population 1,800

one other drug sfore. Manufacturing an
lake city. Will sell for $3,200 or invaice
at cash” value, % down. Answer quick

Must get out of business. Il health. A
-L. Cornelius, Syracuse, Ind. 345

_Merchants—Think it over. Are you
tired of yourbusiness? Do you want
cash for Yyourgoods? Ifso, can et

it and get you 100c on the dollar. all

or write for reference, methods and
terms. Address L. S. Rorem, Paxton,
344

Self-threading needles, 10 cents paper,
60 cents dozen.” Agents wanted. Feather-
kile Co., .Box 415, ‘Evart, Mich. 343

Incorporated Mercantile Company lo-
cated in the best city in Montana, de-
sires to employ two ‘or three good dry

goods men and one up-to-date shoe man.
mployes must buy from $3,000 to $5,000
worth “of stock or they may loan the
co_mpan%/ the money at 12 per cent. Sal-
aries $75 to $90 monthlz. Northwestern
Busmcss_AgencY_, Ban of Commerce
Bldg., Minnéapolis, Minn. 341
For Sale—The Star Shoe Store, Port
Huron, Mich. Stock and good will. The
leading shoe store, best located, best es-

tablished. Best paying plant in Northern
Michigan. Paying "over 35 per cent. net.
Will sell for” cost and for cash only.
Delivery now or Jan. 1, 1907. Reason for

selling, 'owner desires to retire from busi-
ness. No trades considered. Address
W. H. Appenzeller, Port Huron, Mich.

348

clean
and

Sale—Good

_ Good
business. S

$8,000. Address Box 32,

For

| stock general
merchandise.

steadily in-
tock . inventories
Harrisville, Mich.

34

Be_it income prr]oﬁertyA kknloJthh; Uni-
Versity. roomin all. S egroye,
ValerlSO Iné,“:J P 93%
For Sale or Rent—Two brick stores.
Rent reasonable. For particulars address
E. I. Pickhaver, c-0 M. O. Farnham.
Mancelona. Mich. 333

. Wanted for cash _to job manufacturers,
line of negllgee shirts.” Address Andreas
Rebeil, Tucson, Arizona. 334

For Sale—Stock of shoes and men’s
furnishings, $4,500. Best location in good
town of 00. moneymaker. oor
health _compels_owner to~ sell. Address
No. 337, care Tradesman. 337

For_ Sale—Leading agricultural busi-
ness in_a live town. Pospular lines. En-
quire of M. A. Kniffin, St. Johns, Mich.

336

For Sale—New stock of general mer-
chandise. The leading store in North-
ville. B, Cohen, Northville, Mich. 335

For Sale—Good grocery stock, some

dry goods and notions, in brick building
horse and wagon, about $1,400, in one of
the best.manufacturln?\l towns in the
state. City of 5,000. o incumbrance,
reason for” selling. Address No. 333
care Michigan Tradesman. 333

For Sale—A small amount of stock in
a very prosperous and Igrowm manufac-
turing concern. Estabflished Tour years.
The ‘earnings_last year. showed 50 per

cent profit.” The men in this com?any
are well known. Your money will be
safe and earn anéway 25 per cent.
Shares $10 each. ank references. B.
& M. Automatic Machine Co., 33 Kent
St., Grand Rapids, Mich. 332
For Sale—At a bargain, one of thi
largest, oldest established and best pay-

ing rug manufacturing and carpet clean-
ing plants in the country. Best reasons
for selling. Large profits and no ex-
perience necessaay. W rite at once for
articulars.  Address M. R. C., _care
radesman. 334

For Sale—One-half interest in a clean,
up-to-date shoe and clothing business.
Established 23 years and enjoying a good

trade. Stock ‘and fixtures  will” invoice
$5,000. Can be reduced to $3,000 or $4,000
if desired. Address Gavin W. Telfer, Big
Rapids, Mich. 329
For Sale—The largest retail clothing
establishment in Ft.” Wayne, Ind. The

finest and best-located store in the city.
Good long lease; best of reasons for sell-
ing. For full particulars write Wolff
Bros., Ft. Wayne, Ind. 328

Drug store for sale ir !
Lagrange Co., Ind. Will invoice about
$350. At a_bargain. Population 400. Ad-
dress It. E. rueger, KendallviUe, Ind.

316

in South Milford,

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

No charge less

The best paying business in the world

(requiring no “capital) is ’seal estate and
lInes- .If you make. less tha

) a year, WiSFI 18'hedome |ndeepentpenr}

and call ‘time your own, take our Stand-
ard Correspondence Course in real es-
tate; It makes you competent to earn
a large income. “Some of our students
are traveling men who co-operate with
us and make good incomes on the side.
" rite, 'or free” book, endorsements, etc.
American Scf]ool of Real Estate, Dept, T
Des Moines, la. 327
.,For Sale—Newspaper ]Jala_nt in _thrifty
Michigan town in good fruit and farming
region. Will sell on easy terms, owing_to
_ " health of editor. rowing subscrip-
tion list and good line of job work. Ad-
dress No. 318, care Michigan Tradesman.
318

Saje—One of the finest grocery
stores in Michigan, located in town of
2,300. Doing cash business of $15,000 per
gear. Will “invoice $2,000. Address No.
21, care Michigan Tradesman. 321

Wanted—Stock of groceries or general
merchandise, with or without building
in exchange for good improved farm in
lowa, Illinois or Minnesota. Address_No.
320, care Tradesman. 320

For Sale—Toledo scale, grocers' No. 50,
cheap. Address No. 317, care Mlc%an
Tradesman.

Sole agents wanted everywhere, for a
celebrated California =~ mineral ~ water.
Big profits. California Chemical Co.,
Watsonville, Cali. 323

~n aoted—Second-hand bags and burlap.

lor

Will buy any kind, an uantity, any-
where. yI {)/gy freight.y éeo. Ty in)é,
Richmond, Va. 303
tor Sale—Cash only, hardware stock,
buildings and lots; live upstairs. Elec-
tric_lights, city water. On_\r/ reason, poor
health. L. . Adams, hompsonville,
Mich. 295

W anted—10,000 general merchants to
get the best stationery for the least mon-
e&.; Note heads, two” colors in tablets of
120, $2 per 1,000; envelopes to match, one
color, $2 per 1,000 No remittance
quested until goods are received. Sam-
Eles_free. Merchants’ Printing Co.

urling St., Chicago, 111 304

For Sale—A nice clean stock of gro-
ceries and notions, with fixtures. ill
invoice about $2,000 or $2,200. Located in
one of the most rapidly growing sec-
tions of Grand Rapids. erms,” cash.
Address No. 312. care Tradesman. 31¢

To Exchange—My farm stock and tools,
for stock of merchandise. Address No.
290, care Michigan Tradesman.

Furnished cottages for sale or ex-
change in Florida. ” One 7, two 5 and one
4 room, new 1904. Beautiful park sur-
roundings, can be operated as a hotel.
Good town, overlooking beautiful Indian
River, 190 miles south  of Jacksonville.
Address P. Roesch, Potosi, Wis. 294

For Sale—One-half interest in rushing

%chry, up-to-date stock and _ fixtures.
ill invoice total $2,000. Growing busi-
ness. Fine location. Weersing, olland,
Mich. 282

want

t to buy farm
in Southern

For Sale—If you T
-

lands or city property

nois, | have” some bargains; good crops,
lot of fruit; price $20 to $6' er acre.
Address Wm. T. Burge, Box 74, Cen-
tralia, 111 283

For Rent—Furnished dwellings for the
season at Thomasville, Ga., the great
Winter Resort among the Pines. E. M
Mallette. 280
. Something new for the live merchant
in the way of Christmas goods, genuine
Indian blankets woven in size for sofa
pillow tops, in beautiful Indian designs
and colors. Can job to you at prices
reasonable and for something new and
novel for a holiday seller they can not
be beaten. All kinds of Indian goods,
Navajo blankets, baskets, etc. Also a
full Tine of Arizona rubies and peridots.
A good_line of these goods reasonable and
you will have something new that will
please your trade and draw more. Write
to-day, in time to secure Christmas stock.
Get a sample dozen pillow tops to see
what sellers they are. Arizona Rub
Curio Co., Holbrook, Ariz.

For Sale—Good paying saloon k
town in Northern Michigan. For particu-
lars address Lock Box 252, Boyne City,
Mich. 271

Notice—W ant to buy for_cash, general
stock, shoes or clothing. Give price and

in best

location. Address R. E. Thompson, De-
corah, la. 286
Will sell at a great bargain, _if sold
soon, my stock of drugs, etc.,, in good

brick store. Good location. Account, age
and poor health. G. C. Beebe, Bay City,
Mich. 248

than 2b cents.

Handsome, very thin model men’s
watch, gold filled ‘case guaranteed twen-
ty years. Manufacturer’s rice  $0.85,
sells for $10 to $12. Beautiful solid gold,
full jeweled lady’s watch, same _price.
The ‘best Christmas_side line possible to
handle. Send for illustrations at once.
Enormous demand for these articles dur-
ing hieceiuber. Hunt & McCree, Brokers,
Ibu Nassau St., New York. 269

For Sale—Stock of groceries, boots,
shoes, rubber goods, nofions and garden
seeds, Located in the best fruit belt in
Michigan, invoieng $3,600. If taken be-
fore April 1st., will sell at rare bargain.
Must _sell on account of other business.
Geo. Tucker. Fennville. Mich. 038

lor Sale—A fine grocery store with a
good business and _?ood location.  Cheap
rent, price $16. Will stand investigation.
Address Lock Box 12, Middlebury, Ind.

285

For Sale, exchange or rent until sold,
$4,000 steam laundry; good location.
Sheldon & Co., Angolad, Ind. 257
For Sale—Fresh, clean drug stock, in
ood lively town of 2000. Two other
rug stores, Annual sales about $4,000.
Expenses light. Stock invoices about
$2,you. Reason for selling, have other
busSiness to attend to. Address No._233
care Tradesman. 233

For Sale—Hardware stock, located in
the best town in Northern Michigan.
Will inventory _about $7,500. Must™ be
sold for cash.” Town of 1500. Only two
stores. Reason_ for selling, proprietor

expects to go into manufacturing busi-
ness. No answers wanted unless parties
interested mean business. Address No.
37, care Michigan Tradesman. 37

For Sale or Trade—Four lots in Terre

Haute, Ind. Price $2,500,00. Will trade
for land_in Western Michigan.
Tucker, Terre Haute, Ind.

Retail merchants can start mail order
business in connection with retail busi-
ness; only a few dollars required. We
furnish everything necessary; success
certain. We ‘offer retail merchants the
way to compete with large mail order
houses. Costs nothing to _ investigate.
Milburn-Hicks, 727 Pontiac Bldg., Chica-

, 1L 201

North Dakota Real Estate; must be
sold; have big bargains. Address_ the
First National Mandan, D.

133

For Sale—Plantations, timber lands,
farms, homes, etc. Send fur printed list.
V. C. Russell. Memphis. Venn. 93#

Wanted To Buy—1 will pay cash for
a stock of general merchandise or cloth-
ing or shoes. Send full particulars. Ad-
dress Stanley, care Michigan Tradesman.

756

Bank,

Stores—I| sell stores for others;
not_yours? Write for booklet.
G. Orr, Dayton, Ohio.

Notice—I| have a fine undertaking busi-
ness and all kinds of merchandise, stocks,
farms, hotels, for sale in all parts of the
United States. If you want _to buy, sell
or exchange or close out, write me.” G, B.
Johns. Grand Ledge. Mich. 121

why
Edwin
129

Do you want to sell your property,
farm ‘or business? No ‘matter whert
located, send me description _and price
| sell for cash. Advice free. Terms rea-
sonable. Established 1881. Frank P
Cleveland Real Estate Expert, 1263
Adams Express

Building, Chicago, 11
577

We want to buy for spot cash, shoe
stocks, clothing stocks, stores and stocks
of every description. Write us to-doy
and our representative will_call, read
to do_ business. Paul Feyreisen
Co.. 12 State St.. Chicago. 11 548

POSITIONS WANTED

W anted—Situation by experienced gro-

cery clerk. Can furnish best of refer-

ences. Address No. 243, care Tradesman.
243

HELP WANTED.

Wanted—Experienced dry goods man
to represent us on the road with a com-
plete line of dry goods, notions, hosiery,
underwear_and ‘'men’s furnishings. State
3\98' experience and_salary wanted. The

m. Barie Dry Goods " Co., Sagipaw,
Mich. 347

We want one lady or gentleman in each
town and city to répresent us in the sale
of our shears and novelties; our agents
make from $12 to $35 per week; the work
is steady, no heavy samples to carry, and
permanént.  Salaried positions to” those
who show ability; write to-day for par-
ticulars of our offer. No money required
on your part _if you work for us. The
United Shear Co., Westboro, Mass. 967

Want Ads. continued on next page.

inserted under this head for two cents a word the first insertion and one cent a word for each
Cash must accompany all orders.

Here

Pointer

Your advertisement,
if placed on this page,
would be seen and read
by seven thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let-
ters from thousands of
have

people who

bought, sold or ex-
changed properties as
the direct result of ad-

vertising in this paper.

47
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Battle Creek Business Men Touch
Elbows.

Battle Creek, Nov. 27—Business
men to the number of 34a, members
of Battle Creek’s hustling Business
Men’s Association, met in annual
banquet at the Sanitarium.

Taking cars, at the waiting room
on the corner of McCamly and W.
Main streets, they proceeded almost
en masse to the hilltop, where the
city’s famous temple of health with
windows all alight shone like a jew-
eled crown, and portals opened wide,
welcomed the gathering numbers.

Overcoats and hats laid aside in the
capacious ante rooms provided there-
for, the guests made their way to the
great dining hall at the top of the
structure, where the Sanitarium or-
chestra dispersed sweet music, and
with the precision and promptitude
for which the attaches of that insti-
tution are noted, the entire aggrega-
tion of visitors were soon seated at
the tables laden with good things
which had been provided for their
comfort.

The dining room presented a pleas-
ing aspect to the eye, its several long
tables down the center and smaller
tables at the side, all sparkling with
crystal and china and silver on na-
pery of purest white, while placed all
about were bunches of giant chrys-
anthemums and other flowers from
the conservatories, with a generous
sprinkling of blooming potted plants
in evidence.

The guests seated, they were served
by pretty, fresh faced waitresses, part
of whom, clad in plain black, were
while others in gowns of white had
been temporarily recruited for the
purpose from the nursing ranks. The
menu was as excellent as the service
and was without a flaw in any par-
ticular.

The banquet served, the guests ar-
ranged their chairs at the south end
of the great hall, that they might lis-
ten to better advantage to the flow
of speech, as follow's:

Invocation—Rev. W. S. Patter.

Toastmaster—Dr. Eugene Miller.

Introductory—Pres. L. M. Schrod-
er.

Who Should Belong to the Associa-
tion and W hy— Hon. John W. Bailey.

The Gospel of Business—F. H.
Bodman.

The Value of the Public Health as
an Industrial Asset—Dr. J. H. Kel-
logg.

Looking Backward—Hon. E. C.
Nichols.

What a Business Men’s Associa-
tion Can Do—John I. Gibson.

The Interurban Road as a Factor
in the Growth and Prosperity of a
City—Col. W. V. Jacabs.

Co-operation— Hon. Chas. Austin.

Dr. Eugene Miller made an excel-
lent toastmaster, opening the post
prandial proceedings with a clever
talk which immediately brought his
hearers into a frame of mind sup-
plying any deficiency due to a minus
guantity of inspiration for speakers
and audience which raspberry nectar
and sweet apple juice possess under
the usual liquid concomitants of a
banquet of the proportions of this
ore.

MICHIGAN TRADESMAN

The officials of the Association, and
the management and attaches of the
Sanitarium are to be congratulated
on this their last of many, many
similar successes.

Saginaw Jobbers Arrange To FPull
Together.

Saginaw, Nov. 27—Another meet-
ing of Saginaw jobbers and manufac-
turers was held last night at the
board of trade rooms to act in the
matter of the new organization for
the extension of Saginaw’s jobbing
interests. The meeting was called to
order by E. P. Waldron, who stated
the objects aimed at, increasing Sagi-
naw's importance as a jobbing and
manufacturing center and the pro-
posed plan for bringing buyers to
Saginaw and also to more thorough-
ly unify the manufacturers and job-
bers of this city.

The Secretary then read the list of
members of the Association, sixty-
nine in all, embracing the manufac-
turers and jobbers in all lines. For
the next two days a vigorous canvass
of the remaining jobbers and manu-
facturers will be made and it is hoped
to increase the membership to 100.
The annual membership fee will be
$. This is to raise a small neces-
sary fund for printing, postage and
incidental expenses.

No member will be to any further
expense except for his percentage of
railroad fares refunded to buyers in-
duced to come to this market for
their stocks and then only to the ex-
tent of the prg rata, according to
the amount of bills sold.

At the expiration of two days fold-
ers will be prepared to be sent out to
all retail merchants within a radius
of 250 miles of Saginaw. These fold-
ers will briefly explain the fare re-
bate proposition according to amount
of goods purchased of members of
the Association, the schedule of which
has been previously published in the
Tradesman.

On motion of Wm. C. Phipps the
following executive committee was
appointed: E. P. Waldron, Charles
H. Smith, Fred J. Fox, S. E. Symons,
Henry W. Carr. This committee will
elect officers for the Association and
perfect details of organization. Wal-
ter C. Britton, Secretary of the Board
of Trade and Merchants and Manu-
facturers’ Association, will act as Sec-
retary for the executive committee.

On motion of Philip Beck a unan-
imous vote of thanks was passed to
Charles H. Smith for the time and
labor he has expended in working to
effect the new organization. Mr.
Smith has been indefatigable in his
efforts and much of the credit for the
organization of the Association is
due to him.

The Grand Rapids organization has
eighty-one  members, but with the
many Saginaw jobbers and manufac-
turers not yet on the list there is
little if any doubt that the Saginaw
Association will have more than 100
members before the week has passed.

M.
gaged in the grocery business, the
stock being purchased of the Worden
Grocer Co.

S. Eldridge of Edmore has e

Live Notes from a Live Town.

Lansing, Nov. 27—Members of the
last Legislature who will return this
year, and the usual number of visit-
ors in connection with the delibera-
tions of the lawmakers who have not
visited the city since the 1904-5 ses-
sion, will be much surprised at the
numerous changes and improve-
ments during the two-year interval.
In the block immediately east of the
Capitol the row of unsightly old
landmarks so long an eyesore to the
people of the city has been remov-
ed, and in their place are being erect-
ed a beautiful six story block, to be
occupied by the Bijou theater, and a
two story four front store building
—both by Dairy and Food Commis-
sioner Bird. Diagonally across the
street looms up the handsome four
story home of the Y. M. C. A., and
a step farther east, on the corner of
Michigan and Washington avenues,
is the newly remodeled City National
Bank block. Two blocks south, on
Washington avenue, is the new
Downey House, with its additional
two stories, now nearing com-
pletion after a thorough overhauling.
Visitors will also note the passing of
the old Hudson House, where many
a political battle has been waged, won
and lost. These are but a few of the
many changes that have been made
for a bigger and better Lansing dur-
ing the past two years.

John A. Weston, representing the
Detroit Stove Works, in company
with Christian Breisch, of the Breisch
Milling Co., has gone on a three
weeks' jaunt to Mexico.

Smith & Barton, hardware dealers
at North Lansing, will dissolve part-
nership February 1, Mr. Smith having
sold his interest to T. A. Stevens, of
Stockbridge. Mr. Barton is the well-
known traveler for Morley Bros., of
Saginaw.

L. S. Hudson has announced his
intention of adding aother story to
his two story building on Michigan
avenue, west, and also to build three
two story stores at the corner of
Washington avenue and EIm street.

The druggists and laundrymen of
the city have now taken up the mat-
ter of the Michigan Telephone Co.’s
proposed increase in rates, and the
latter voted unanimously to stand
with the grocers, who some time ago
raised a protest.

The New York Racket Store, do-
ing business on Washington avenue,
north, announces its intention of go-
ing out of business January 1

Geo. A. Toolan.

The Grain Market.

We have had a very quiet market
the past ten days, nothing doing
either in wheat, corn or oats. Wheat
prices have held just about steady.
Receipts have been quite free. There
has been an increase in the visible
supply of 2275000 bushels for the
week. This brings the present visible
up to 41,645,000 bushels, as compar-
ed with 39,370,000 for the same time
last year and 35975000 bushels two

ears ago. Locally the movement
f wheat has been light. This com-
plaint has been general throughout

Michigan, Ohio and Indiana, owing
largely to the rush of other farm

work and the bad condition of coun-
try roads.

The corn market has shown very
little change. New is coming into
market in a very fair condition, much
better than at the same time last
year. The visible showed an increase
of 120000 bushels for the week.
Quotations for new No. 3 yellow are
running about 46y2c per bushel for
shipment from the South and West.

Oats have shown some weakness.
Detroit prices have dropped back
about 2c per bushel from the high
point of two weeks ago. So far as
Western cash oats are concerned
there has been little, if any, change.
The Chicago option market shows
a loss of about 54c per bushel.

Buckwheat grain has been moving
slowly thus far, and much better for
the miller at that, as the grain has
been inclined to be damp and clam-
my, making a very poor yield. Prices
are running about 60c per bushel at
milling centers, and we look for a
more free movement a little later.
Buckwheat flour is in good demand
and prices range from $5 per bar-
rel to $5.25 for shipment.

The demand for ground feeds has
shown some improvement and prices
are practically unchanged for the
week. Bran and middlings hold
steady at $22(3-23 per ton in the local
market. L. Fred Peabody.

Butter, Eggs, Poultry and Beans at
Buffalo.

Buffalo, Nov. 28—Creamery, fresh,
23@29c; dairy, fresh, 20@25c; poor
to common, 17@i9c.

Eggs — Fancy candled, 33@34c;
choice, 30@32c; cold storage, 23c.

Live Poultry — Springs, 9@i2c;
fowls, 9@ii54c; ducks, 12j4@i3c; old
cox, 8c

Dressed Poultry—Fowls, io@i2c;
chickens, 11@i3c; old cox, 8@9c.

Beans—Pea, hand-picked, $i.60@
1.65; marrow, $2.40("2.50; mediums,

$1.60(3)1.65; red kidney, $2.25@2.50;
white kidney, $2.35(3)2.50.
Potatoes—White, 45@5ic; mixed

and red, 40c.

The American Carving & Manufac-
turing Co., 900 Grandville avenue, has
increased its capital stock from $40-
000 to $50,000.

The capital stock of the Moon Lake
Ice Co., of 68 West Bridge street,
has been increased from $10,000 to
$20,000.

Van Lente Bros, have opened a
grocery store at Holland. The Mus-
selman Grocer Co. furnished the
tock.

BUSINESS CHANCES.

Moneymaker—An old well-es-

Sil . eneral merchandise business_.in
[ive Mlnngso_ta town. ,&r_\nual net pI’OfI%S
A”mit $7,000. Fair terms to good
Reasonable rent. Business made

owner wealthy and will retire. Best
business opening ever offered. Investi-
merican School of al

. A
instate, Des Moines, lowa.

Information Wanted—Who knows of a
retaiier desirous of closing out Douglas
and other trade mark shoes? Big com-

ers W s tate  LESCREAGe T She By
HELP WANTED.

Wanted Young man with general
re experience, for house salesman. Ap-

Ry GafnKnott & Co>Ltd., Grand 54}?



Every
Detall
Of Your

Business

You want a SYSTEM that takes care of EVERY DETAIL
of your BUSINESS from the time the GOODS are PUR-
CHASED until they are SOLD and the MONEY is in the
BANK.

You want a SYSTEM that will tell you at ANY TIME,
without the loss of time, the .TOTAL OUTSTANDING
accounts.

You want a SYSTEM that shows YOU your BILLS
PAYABLE at a glance. In other words, you want to KNOW
ALL about your BUSINESS.

You can get these RESULTS with the MCcCASKEY
TOTAL FORWARDING SYSTEM. Our booklet of in-
formation is FREE—write today.

THE McCASKEY REGISTER CO.
Alliance, Ohio

Mfrs. of the Famous Multiplex Duplicating Sales Slips; also Single
Carbon and Folding Pads
J. A Plank, State Agent for Michigan, Tradesman Bldg., Grand Rapids
Agencies in all Principal Cities

Simple
Account File

A quick and easy method
of keeping your accounts
Especially handy for keep-
ing account of goods let out
on approval, and for petty
accounts with which ore
does not like to encunber
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 aways Hj
ready for him,
and can be
found quickly,
on account of
the special in-
dex. This saves
you looking
over sewerd
leaves of a day
book if not
posted, when a customer comes in to pay an account and you are busy
waiting on a praspective buyer. Write for quotations.

TRADESMAN COMPANY, Grand Rapids

USERS OF OLD STYLE

are

SCALES

paying

every day for
dloss in time

and
that

goods
would

ALMOST PAY
THEIR RENT if

stopped!

MONEY WEIGHT Scales

will stop the loss and pay for themselves in one year by saving the waste which your old style scales are losing every day for you.

195,000 MONEYWEIGHT Scales ARE IN USE in the 250,000 Grocery Stores and Meat Markets of the United
States— sufficient proof that they are a good investment.

TWO CENTS,

Butchers and Grocers on the market today.

Moneyweight Scale Co.

Distributors of HONEST Scales GUARANTEED Cormercially Correct
CHICAGO

JppvtingSd

MANUFACTURERS
DAYTON. OHIO,

58 State St.

A STAMP to mail us this Coupon is all it will cost you to investigate the best paying proposition for
Don't Wait— Send in this Coupon To-day!

Date-
Moneyweight Scale Co., 58 State St., Chicago.
Next time one of your men is around this way |
would be glad to have yourscale explained to me.
This does not place’me under obligation to purchase.

NAME s e




Sleighs and Coasters

An excellent line shown on pages 105to 10" of cata-
log No. 189, $2.25 up to $20 perdozen.

Unbreakable Iron Toys

A very complete line illustrated in catalog No. 189 Dolls of Every DeSCI’Iptlon

on pages 110to 115 40c per dozen up to $18. No other house shows a larger and more varied line.
member of the large doll family is represented in our line.
pages 98 to 104 of catalog No. 189.

Every
See

Now Is the Time
To Buy

There is no time like the present for
buying your holiday goods. Our stocks
are still in splendid shape, practically un-
broken, so that we are as yet prepared to
supply you with a complete holiday stock.
Christmas time is when the merchant
gathers his harvest and you certainly
want your share, but remember, you can
not expect to get all there is coming to
you unless you have the goods to sell.
Therefore, if you haven't bought .yet buy
now! You won't have to store the goods
but you can put them on sale the minute
they arrive.

Mechanical Toys

A large and choice variety of these always popular
toys. ages 85to 89 catalog No. 189. 40c up to $33
per dozen.

Children’s Rockers, $2 to $12 dozen.
Magic Lanterns, $2 to $24rdozen.

Leonard Crockery Co.

Grand Rapids, Mich.

. Fancy Novelties. Celluloid. Wicket. Gold and
Silver Plated, Hronze, etc. An unusually tine line.

Fanc(xl Brush and Comb Sets.
r::tlted h
etc.

: French .Stag,' Deco-
ina_and Fancy Metal Backs, 'Ebonoid, Ebony,
From $7.50 up to $66 per dozen.

Purses. The popular sellers. Manicure Sets

38c up to $2 dozen.

Remember We Make

Page 24catalog No. 189. 70c up to $2.75

Decorated China Berry Sets

A splendid line to select from; beautiful decorations.
Priced from 55c up to $2.25 per set.

Decorated China 3-Piece Set

Illustrated on pa%es 158 and 159 of our holiday catalog
fo. 189. $3 up to $18 per dozen.

Syrup Pitchers with Tray, $1.90 up to $10 dozen.
Cracker Jars, 30kinds. $2 up to $21 dozen.

Books and Games

The very best line of children’s to¥s and picture and
reading books ever offered. The latest publications in
games. See pages 42 to 65catalog No. 189.

Shoo Fly Rockers, $4.50 up to $15 dozen.
Alphabet Blocks, 40c up to $4 dozen.

(Hove, Necktie and Handkerchief Boxes.
a most beautiful line—50 styles—ranging from
$2 up to $30 per dozen.

No Charge for Package or Cartage

On Any of Our Goods

SHIPPED FROM GRAND RAPIDS
A Fine Line, of Albums

From $4 to $48 per dozen.

Celluloid Photo Racks

Wall Pockets, Broom Handles and
thousands of other novelties and
knickknacks.



