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SELFISHNESS

Selfishness is the illegitmate offspring of
ambition and progression. It is the devil
who heaps on the fagots that keep alive in
the human soul the flames of greed and the
fires of hell. It is the parent of hate, malice,
murder, revenge and all uncleanness. It
causes a man to forget his friend, to drive
from his hearthstone the father who toiled
for him and the mother who suckled him;
to desert the child who loves him, and to
abandon the wife who blindly follows and
worships him. It dries up affection, fosters
pride, strangles remorse and for a few paltry
dollars makes unto itself a graven image
before which it continually kneels and offers
up its devotions. It hardens the heart,
puckers the soul and with its fetid breath
poisons every Godlike impulse.  Selfish-
ness is the cutworm, the canker, the fester
spot which feeds continually on good inten-
tions and right motives.

W. L. Brownell
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NEW ROUTE TO CHICAGON

For twenty years the freight traffic
in and out of the city of Kalamazoo
has been dominated by the Chicago,
Kalamazoo & Saginaw Railway—so
called, maybe, because the terminals
of the road are not within a hundred
miles of either Chicago or Saginaw.

The C., K. & S. Railway was organ-
ized in 1885 by Kalamazoo capitalists
and a line was built, equipped and
operated between Kalamazoo and
Woodbury by way of Hastings. Lat-
er the line was extended eleven miles
southeasterly from Kalamazoo, to a
little four-corners village called Pa-
vilion. In this way the Pere Mar-
quette system was tapped at Wood-
bury and the Grand Trunk system
was reached at Pavilion. Traffic ar-
rangements were readily made with
these roads and the Kalamazoo peo-
ple were satisfied—they had acquired
means with which to fight the Michi-
gan Central.

Messrs. Edward Woodbury, Wm.,
Charles and James Dewing and the
Bush and other local interests— back-
bone of the industrial, commercial
and financial institutions of Kalama-
zoo—were content. Coal could be
brought from the South and South-
east, manufactured products could be
shipped out in all directions over
their own tracks and the Michigan
Central might go to. Incidentally,
Messrs. Lay and Lane, of Kalama-
z00, had not been idle. They had se-
cured a thirty-year franchise and
rights of way for a belt line railway
around the south, east and north bor-
ders of the city, tapping the Lake
Shore, the G. R. & I, the C.,, K. &
S., the South Haven branch and the
main line of the Michigan Central.

For years Messrs. Lay & Lane have
maintained about 400 feet of railway
track which crosses East Main street
near the G. R. & |. station, and for
years the C., K. & S. people—it is
alleged—have been gradually “inch-
ing along” until at present they occu-
py goodly sections of that right of
way. On the other hand it is claimed
by the C., K. & S. people that the Lay
& Lane franchise is worthless, and
there you are. Contention such as
this has not prevented the Kalamazoo
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people from maintaining an antago-
nistic attitude toward the Michigan
Central, and this attitude has, all
along, been reinforced by the prac-
tices of the C., K. & S. Railway. Ship-
ments of freight for Kalamazoo from
Chicago have been secured by the
C., I\. & S. representatives and would,
usually, go over the Pere Marquette
from Chicago to Woodbury via
Grand Rapids, thence over the C., K.
& S. to Kalamazoo —the longest haul
possible under the circumstances. ()c-
casionally the Grand Trunk would
get a bit of business from the West,
but not often. On the other hand,
the Grand Trunk would get consid-
erable business from Detroit via Du-
rand, Lansing and Battle Creek to
Pavilion. And all of this effort was
to get even with the Michigan Cen-
tral Railway.

Last Saturday a meeting was held
in the offices of the First National
Bank of Kalamazoo, at which the pur-
chase of the C.,, K. & S. was consum-
mated by the Michigan Central Rail-
way. Thus the Michigan Central
“gets even” with the people of Kala-
mazoo and secures a new and strong
grip on the Pere Marquette business
by virtue of a much shorter freight
route between Grand Rapids and Chi-
cago—the difference being about 100
miles in favor of the new route as
against the old route via Jackson.

And there are further possibilities
— possibilities long discussed and now
quite probable of realization. The
Michigan Central’s Bay City, Saginaw
and Chicago route is not well ad-
justed to present competition, so that
an extension of the C., K. & S. route
via Portland, Westphalia, St. Johns
and Ashley to the Saginaw district
is practically assured. Just what price
was paid for the Woodbury and Dew-
ing line is not given out, but it is
known that several years ago the
Kalamazoo people claimed that they
had turned down an offer of a mil-
lion dollars for the property, and it
is not likely, as the property is not
in as good condition now as it was
then—it was never a first-class rail-
way property—that a greater price
has been secured.

The immediate results of the change
will be the end of traffic arrange-
ments with the Pere Marquette and
the Grand Trunk railroads. No more
freight from Chicago for Kalamazoo
will travel via Grand Rapids; no
more freight from Detroit for Kala-
mazoo will travel via Durand and
Lansing. The best passenger business
heretofore enjoyed by the C., K. &
S. has been via the Pere Marquette
to Lansing. This will not be contin-
ued in all probability. Just what will
be the benefits accruing to Kalamazoo
through the change remains to be
demonstrated, but this much is cer-
tain: Grand Rapids must, necessarily,
become a beneficiary.
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CROSS-TOWN LINES.

If Mr. Hanchett has been correct-
ly quoted, he is of the opinion that
the building of a cross-town line of
street railway in this city would,
practically, amount to a confession
by the railway people that further
development of traffic in the district
where the cross-town line may he
built is not possible.

This claim is, presumably, an an-
swer courteous and decisive to the
citizens who, ignorant as to the build-
ing and operation of street railways,
have clamored for cross-town trans-
portation facilities.

But it by no means constitutes a
reply to the street railway conditions
in Rochester, Syracuse, Birmingham,
Indianapolis, Cleveland, Buffalo, De-
troit and, in fact, all of the larger
cities. Cross-town routes abound in
all these cities, and if reports are to
be believed the gross traffic of the
traction companies steadily increases.

It is gross traffic that the Grand
Rapids Railway Co. stands in need
ol and better accommodations that
the Grand Rapids public is entitled
to. If the claim that cross-town
lutes establish limitations to develop-
ment of business holds good, what
may be said of the probability that
the Fifth avenue line may be ex-
tended—to Ramona Park, of course?
Our city’s Coney Island hub-bub ag-
gregation is, of course, because of the
city's good growth, certain to attract
additional crowds next summer and
the street car people must be ready
to handle that increase.

Supposing it were possible to oper-
ate cars simultaneously in each di-
rection, from the present Carrier
street stub line south to the limits
of the city, connecting en route with
the various lines from down town,
is it rational to suppose such facili-
ties would check the development of
traffic out Plainfield way or up on
the hills east of the city or out in
the direction of Paris township? Ask
any real estate man what has been
the result for East Cleveland, South
Cleveland and West Cleveland by
installation and operation of cross-
town lines. Ask any business man
in Cleveland whether or not the rail-
ways have suffered?

It is the history of cross-town lines
that they increase business wherever
they are operated. Transfers from the
main lines become more numerous
and, by developing residences and
outer business districts they build up
a traffic which is primarily their own.
This would be the record if a cross-
town line were established and oper-
ated somewhere a mile or so east of
our main business neighborhooid.

It may be hard for a girl to love
her enemies, but she invites them all
to her wedding, anyhow.
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Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, Dec. 29—The coffee
movement among jobbers this week
has been of small proportions, and
yet is probably all that could be hoped
for at the tag end of the year. At
the close Rio No. 7 is worth 7 3-i6c
In store and afloat there are 4,611,-
217 bags, against 4,533,138 bags at the
same time last year. For mild sorts
the demand has been perhaps all that
could be expected and rates are well
sustained.

Holders of teas are strong in the
faith that 1907 will be an excellent
year for this staple. Already there
are signs of an awakening and the
market is well sustained on almost
every grade. New Japans, basket-
fired, are comparatively scarce and no
great amount of stock at all attrac-

tive could be picked up below 15@
16¢.
Little, if any, new business has

been done in the sugar market this
week and the whole movement is
simply an everyday trade among job-
bers. The decline that is confidently
looked for after Jan. 1 has prevented
much business and, until that is set-
tled, trading will be light.

The week has been quite an active
one in the rice trade and dealers look
forward hopefully to a good volume
of business after the tangled threads
are gathered together in 1907. Choice
to fancy head, 4%i@5Mc-

Jobbers have had a good call for
spices and the year closes in a sat-
isfactory manner. Sales have not
been individually large, but the ag-
gregate makes a respectable total.

The molasses market is very quiet
and offerings are light. Quotations
are practically without change and
are firmly held. Syrups are steady.

In canned goods packers are look-
ing forward to a first-class year and
at this writing are not inclined to
push future sales, as they evidently
think they will do better later on.
Some sellers have goods to sell at
90c f. 0. b., but more generally 97J/2C
is the asking price, and this is not
hard to obtain if the goods are de-
sirable. In fact, the dollar mark is in
sight with some packers. Peas seem
to be about all sold out, at least
for the present, and the year does
very quietly. Fruits of almost all
sorts in tins are somewhat scarce
and command full prices, with a
strong upward tendency. New York
gallon apples, $2.35@2.s0.

Butter is scarce, so far as top
grades are concerned, and such stock
commands full figures. Extra cream-
ery, 33c; seconds to firsts, 27@3ij£c;
held stock, 25@30c; Western imita-
tion creamery, 24@27c; factory, 19
@22c; renovated is in ample supply
and works out from 20@24j"~c.

Cheese is selling in a sluggish way
at unchanged rates— 1472« for Sep-
tember full cream of best make.
Stocks are moderate and holders are
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firm in the belief of a higher range
a little later.

Orders to hold eggs have been
sent in so freely that the market is
pretty bare of top grades, and the
whole situation is very firm. Specu-
lators, however, are watching mighty
close, and it will not take much to
send the market tumbling. Finest se-
lected Western, 29c; firsts, 28c; sec-

onds, 27c; refrigerator stock, 122@

24Mc— latter is probably top.

Annual Banquet of the Leonard
Force.

Business and pleasure were happily
blended at a banquet given last Fri-
day evening at the Livingston Hotel
by the Leonard Crockery Co. to its
officers and heads of various depart-
ments. Covers were laid for twenty-
two and, after an elaborate menu had
been served, speechmaking was free-
ly indulged in, W. N. Burgess, Pres-
ident of the company, acting as toast-
master. Those present were:

W. N. Burgess, President.

C. F. Louthain, General Manager.

J. F. Reed, Vice-President.

Geo. W. Peterkin, Secretary.

G. Wissink, Treasurer.

F. E. and Chas. H. Leonard, Di-
rectors.

Dan G. Lyzen, buyer for the hard-
ware and house furnishing depart-
ments.

Y. Berg, O. C. Lawrence, E. B.
Gibson, Wm. Venema, who represent
the house on the road, and J. Van-
denberg, M. H. Johnson and W. Dow
in their capacity as house salesmen.

Y. Veenstra, catalogue and adver-
tising department.

Frank Phelps and O. Posthumus,
heads of the various stock depart-
ments.

W. W. Plumer,
shipping department.

A. Wright, shipping and receiving
clerk.

Chas. H. Leonard spoke in a happy
vein, reviewing the history of the
former firm known as H. Leonard &
Sons, its struggles and splendid suc-
cess, and of the changed conditions
and new problems which now face
the newly-formed company and how
to meet them successfully.

F. E. Leonard spoke about profits
and how to secure them.

C. F. Louthain made a few remarks
in regard to profitable and unprofit-
able business and urged the loyalty
of every one connected with the en-
terprise.

A very forceful talk upon scientific
salesmanship was delivered by D. G.
Lyzen, and many helpful suggestions
were made by every one present. W.
N. Burgess proved himself an able
toastmaster, and his vigorous and
pointed remarks in introducing the
various speakers plainly showed a
spirit of optimistic enthusiasm and
confidence ,a spirit shared by the em-
tire company.

foreman of the

The banquet was closed by the
singing of America.
This is the first banquet of

the kind given by the company, and
it is the intention of the management
to make it an annual affair hereafter.

No words of prayer ever arose from
those whose prayers were always
words alone.

Only Plate Glass Factory in the
State.

Saginaw, Dec. 31—Among the in-
dustries that have been established
in this city during the past few years,
and one that is along radically differ-
ent lines from the lumber industry
of the past, is that of the Saginaw
Plate Glass Co.

There are but eighteen plate glass
factories in the United States, and the
local one ranks with the very best
in the high character of the prod-
ucts. Its output for 1906 will be
6.500.000 cubic feet of glass. Its larg-
es plates are 90x160 inches. Smaller
sizes are turned out to meet the re-
quirements of the trade.

The high character of this Sagi-
naw-made plate glass is evidenced by
the fact that 75 per cent, of it is used
for silvering for mirrors, only the
highest quality of plate glass being
used for this purpose.

This city’'s plae glass produce is
marketed almost wholly in Chicago
and throughout Michigan. A consid-
erable part of it is used here by the
Saginaw Show Case Co.

The Saginaw Plate Glass Co. was
incorporated December 29, 1900, and
its factory began operations in April,
1902. The company now employs in
its glass plant and subsidiary salt
block 300 men, has a monthly pay
roll of about $17,000, uses almost 600
carloads of grinding sand a week
and a proportionate quantity of lime
and other ingredients that enter in-
to the manufacure of plate glass.
This glass sand comes from Steiner,
near Monroe.

The company’s salt block is one
of the finest and most up-to-date salt
plants in the world. It was erected to
utilize the waste steam from the plate
glass works. It is almost automatic
from the pumping of the brine from
the vast salt basin that underlies the
Saginaw Valley to the packing of the
salt into barrels. Its capacity when
all the grainers are in operation is
1.000
ent it is producing about 500 bar-
rels per day, and only about one-half
of this is being moved to consuming
centers on account of the prevailing
car shortage. The company has six
salt wells in operation and is now
putting down its seventh well.

This block is the first in the world
and at present the only one having
solid concrete brine settling tanks and
grainers. The opening of this new
salt plant is largely increasing the
salt output of Michigan district No.
1, Saginaw county.

Battle Creek Loses
Gains.

Battle Creek, Dec. 31—It is now
practically settled that the Flour
Mill & Machinery Co., of his place,
will resume business. Arrangements
for the acceptance of a proposition
from Augusta are practically com-
pleted, and probably will be in a day
or two. Only a few minor details
remain to be settled.

Augusta, through its council, voted
to remit the taxes of the compay for
ten years if it would locate there and
continue to do business for that pe-
riod. The citizens went even further
and subscribed a considerable bonus
to induce the change. Local stock-

and Augusta

barrels of salt per day. At pre

holders did not take kindly to the
project at first, but after a fuller
consideration a handsome majority
voted to make the change.

The Flour Mill & Machinery Co.,
supposedly defunct for some months
past, is, accordingly, to be given a
new lease of life. It develops furth-
er that the company has not been
insolvent any of the time, and in
the final windup of its affairs would
have paid every dollar of indebted-
ness. It has now disposed of its fac-
tory on East Fountain street, and
will start in at Augusta with a plant
free of debt.

The old Marvin grist mills, later
occupied by the Hibbard Food Co.,
have been secured. In addition to
manufacturing flour mill machinery, a
flour mill will be conducted. Ac-
cordingly, the company will demon-
strate the efficiency of its output in
its own factory in a practical way.
The factory will be operated by water
power, which is another great saving
of expense. It will be some weeks
before everything will be in readiness
for business.

Brick work on the big plant of the
American Cereal Co. has reached the
second story and -on the boiler rooms
is up one story. Four large wheat
bins are now being constructed,
built of tiles 3x12 inches, and are fif-
teen feet high, with a capacity of
60,000 bushels of wheat. A tower
scaffolding ninety feet high has been
built to be utilized for an elevator to
lift the tiling, and this can be seen
for miles.

Up Against the Real Thing.

There are times when manufactur-
ers are “up against the real thing.”
Just now the cigar manufacturers are
confronted by a serious problem,
which is making the best of them
think hard. Leaf tobacco has ad-
vanced during the past three years
from 35 to 40 per cent.; boxes have
advanced about 20 per cent.; labels—
in fact, everything the cigar manu-
acturer uses is higher in price.
There are only two alternatives open
to him—he must either raise the price
or cut the quality. The G. J. John-
son Cigar Co. has advanced the
price of its S. C. W. cigar $. per
thousand, and we are pleased to see
it take this course and see no rea-
son why any intelligent dealer who
studies market conditions should ob-
ject. The consumer will certainly'
appreciate the action of the company
in upholding the uniform quality of
the S. C. W. cigar at any cost.

He Could Be Familiar Also.
A prominent lady in San Francisco
engaged a Chinaman as cook. When

the Celestial came, among other
things she asked him his name.
“My name,” said the Chinaman,

smiling, “is Hang Shoo Wang Ho.”

“Oh, | can't remember all that,”
said the lady. “lI will just call you
John.”

John smiled all over and asked:

“What your namee?”

“My name is Mrs. Franklin Pres-
ton Benton.”

“Me no 'member all that,” said
John. “Chinaman he no sabey Mrs.
Franklin Preston Benton. Me call you
Tommy.”
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World’s Supply of Timber.

The real rarities are not diamonds
and gold, but kindling wood and tim-
ber. The demand for wood instead
of declining, as was expected when
coal came in as a substitute for wood,
has gone on increasing until the ques-
tion of a continued supply to meet
the rapidly increasing rate of con-
sumption is a serious problem. Rail-
roads eat up an enormous quantity
of wood in crossties. Add to these
wood for excelsior, or wood wool,
newspapers, bags, etc., and one gets
trees running into the millions each
year. North America, Siberia, Africa,
India, China, Corea and South Ameri-
ca still contain great unutilized and
almost unknown forests. Neverthe-
less, it is well not to exaggerate the
dimensions of these wood supplies.
Many African forests really are com-
posed of nothing better than thin
bushes, and Siberia already is being
systematically subjected to deforest-
ing, which also will begin in Corea
in the near future. North America,
however, once the possible wood
storehouse for the world, has not
enough wood to supply its own de-
mands, notwithstanding its 506,555,-
000 acres of wooded area. Even now
it is dependent upon Canada, which,
with its 798,133,000 acres of forests,
represents probably the largest sin-
gle area of any country in the world.
Canada sends its entire surplus to the
United States. Although large terri-
tories of forests, especially in China,
Corea, India and South America, re-
main to be utilized, it is certain that
the question of the future wood sup-
ply of the world, now attracting the
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attention of the economists, will con-
tinue to excite great interest. The
continuation of the present wood con-
sumption without comprehensive re-
foresting, will, withih a century at the
latest, result in a great and important
scarcity of the wood supply.

Messages Handed Civilization.

The glory that was Rome and the
beauty that was Greece and the learn-
ing of ancient Egypt are famous, but
few folk indeed know that Nigeria,
crude and barren, was once the seat
of a high civilization. This lake re-
gion, according to Lieut. Desplagnes,
seems to have been inhabited from
the earliest antiquity, and in the pol-
ished stone period to have support-
ed a dense population to whose lofty
civilization numerous megalithic mon-
uments and a quantity of stone weap-
ons and implements bear testimony.
And long before our era examples of

metal workings, wearings, pottery,
etc., show the industrial stage to
which the inhabitants had attained.

The character of the remains, physi-
cal and cultural, seem to suggest an
Eastern origin for those early occu-
pants, who probably were related to
ancestors of the Galla-Somali peo-
ples. Later on, the nomad and pas-
toral peoples of the Sahara, attracted
by the well watered pastures, poured
down from the North, and the tribes
from the forests pressed up from the
South; but all of these, through at-
taining right by might, had no apti-
tude for organized industry, and the
primitive inhabitants were utilized as
a sort of caste of workers, superior
to slaves, but yet not mixing with the

conquering clans. In the smiths,
weavers, fishers and potters are found
the descendants of the earlier own-
ers of the land, while others main-
tained their independence by taking
refuge in the islands in the river, the
Sorkos, or in the surrounding moun-
tains, the Habbes.

Engineers Should Love Beauty.

Life is long and art is short for
Sir Alexander Kennedy, who defends
the esthetics of modern engineering.
Is it to be supposed that the archi-
tects of Egypt or Assyria, whose
buildings were sumptuous with fres-
coes and graven images, would have
appreciated the cold monotony of a
Grecian temple of 3,000 years later?
Or would the architects of Athens
have had anything to say to the men
of the middle ages who covered their
temples with microscopic detail, who
forsook the dignity of the straight
line for the frivolity of the curve, and
shut out the free air by bits of color-
ed glass? From marine machines to
sewing machines we have come to
recognize that at present our busi-
ness is to use the material in the
place where it is wanted, and of the
form best adapted for the work which
it has to do. Between moving ma-
chinery and architectural structures
there is no analogy; and to apply to
the one the classical rules or conven-
tions of the other, as was once at-
tempted to a certain extent, is a
mistake in art as well as in engineer-
ing. But it would imply, he thinks,
an exceedingly narrow range of per-
ception of things beautiful to deny a
beauty of a genuine kind, although

A Good Repeater

A prominent grocer, when recently asked what

kind of goods he liked to sell best, replied:—

“Give me a good repeater like Royal Baking Powder; an estab-
lished article of undisputed merit which housekeepers repeatedly buy

and are always satisfied with.”

3

neither classic nor romantic, to an
express locomotive or to a great ma-
rine engine as it stands in the erect-
ing shop. The modern liners, prop-
erly handled, form really as fine a
subject for a picture as a full rigged
ship, although naturally the pictures
are different. Engineering buildings
must inevitably be mainly deter-
mined by their purpose. But an ex-
traordinary difference can be made by
a little artistic feeling in small
changes and at small expense. Arch-
itects are right in grieving when an
engineer puts up a hideous barn which
could have been transformed into a
pleasing structure.

Of Doubtful Import.

Not long ago a fond and rather ro-
mantically inclined father was ap-
proached by a young man whose in-
tention was to ask the parent’s con-
sent to the marriage of himself and
the other’s daughter.

After considerable stammering and
confusion the older man grasped the
other’'s meaning and beamed benevo-
lently upon him. He rose and placed
one hand upon the youth’s shoulder
in a kindly way.

“So, so. Yes, after all, I guess my
little girl is grown up, and must have
a mate,” he said. “Tell me frankly,
young man, is it her heart or her
money that you are after?”

The young fellow blushed painful-
ly, but with a thrill of pride, threw
out his chest and answered, “l al-
ready have her heart in my keeping,
sir!”

J”~N E W baking powders and new foods, like new fads, come and go but

Royal goes on forever.

Grocers are always sure of a steady sale of

Royal Baking Powder, which never fails to please their customers, and in

the end yields to them a larger profit than cheaper and inferior brands.

ROYAL BAKING POWDER CO., NEW YORK.
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The State

Fife Lake—A grocery store has
been opened by E. P. Quackenbush.

Reading— Newton Kane has sold
his implement stock to Bert Davis,
who will close same out.

Rochester— Geo. Burr has opened
a harness shop in connection with
his vehicle and implement business.

Algonac—Wm. Fish is closing out
his stock of general merchandise and
will retire from trade on account of
ill health.

Litchfield—A. J. Hager has taken
possession of the grocery store which

he recently purchased from U. J.
Ackley & Son.
Portland—Geo. E. Ehle, whose

stock of groceries was recently de-
stroyed by fire, has again engaged in
the same line of trade.

Battle Creek—Ira B. Sessions, of
Toledo, has removed to this place
and will take an active part in the
business of Cross & Sessions.

Gobleville—Bertrand Jessup has sold
his harness stock to F. J. Austin, who
will continue the business in con-
nection with his shoe shop.

Muskegon—A men’s clothing and
furnishing store will soon be opened
by Ole Haven, who intends to go to
New York to purchase goods.

Eaton Rapids—M. D. Ford has
sold his grocery stock and will re-
tire from trade. Stirling & Crawford
have purchased the stock and will
consolidate it with their own.

St. Louis—R. E. Hughes, grocer,
has taken Adra N. Snyder, of Sagi-
naw, as a partner and will now de-
vote his time to other business, leav-
ing Mr. Snyder to manage the store.

Sault Ste. Marie—It is generally
and Geo. Wi. Bailey have formed a
copartnership under the style of Mc-
Bride & Bailey to conduct a clothing
and shoe business. They intend to be
ready for business about March i.

Northville—M. A. Porter has sold
his stock of furniture to Schrader
Bros., who conduct a furniure store in
Plymouth. Nelson Schrader will re-
move to this place and take charge
of the business here.

Charlotte—Sherm  Kiplinger has
sold his grocery stock to Elmer Hill,
who will continue the business. Mr.
Kiplinger will enter the employ of
Lamb & Spencer, with which firm he
was formerly identified.

Manistique—The department store
of Rose Bros, was destroyed by fire
Dec. 25. The loss is estimated at
$75,000, fully covered by insurance.
Other tenants in the building main-
tained damages to the amount of
$15,000.

Weidman—J. A. Damon has sold
his drug stock to C. N. Hoppough,
who will continue the business at the
same location. Mr. Damon has been
elected Treasurer of Isabella county
and has taken up his residence at Mt.
Pleasant.

Gladwin—The firm of Burt & Ban-
croft, dealers in agricultural imple-
ments, has been dissolved and Mr.
Burt has formed a copartnership with
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Hugh McClary who has long been
Hugh McClary, who has long been
engaged in the same line of trade.

Battle Creek— Chas. G. Curtis has
sold his interest in the Schroder-Cur-
tis Co. to I.. M. and Sherman Schrod-
er, who will continue the dry goods
and millinery business as heretofore.
Mr. Curtis retires from the store be-
cause the confinement does not agree
with him.

Niles—P. W. Flandermeyer, dealer
:n boots and shoes, has made a vol-
untary assignment of his stock to C.
E. Smith. Mr. Flandermeyer states
that he was overstocked and main-
tains that when the stock is disposed
of the creditors will receive nearly
dollar for dollar.

Jackson— E. E. Moore, of the Stitt-
Moore Co., has withdrawn and ac-
cepted a position as manager of the
cloak and suit department for Elder
& Johnson Co., of Dayton, Ohio.
Mr. Moore and his family .will leave

for Dayton early in January. Mr.
Stitt will remain in charge of the
Stitt-Moore store.

Sautl Ste. Marie—It is generally

understood that a stock company will
soon take over the department store
business of Prenzlauer Bros, and that
Robt. Cowan, formerly of this place,
will assume the management, al-
though the names of those to be
identified with the new company have
not yet been made known.

Detroit—William Allen’s grocery,
415 Michigan avenue, and P. B.
Driscoll’'s confectionery store, next
door, were damaged about $500 worth
by fire, which broke out near a gas-
oline tank in the grocery Friday
night. By the time the department
arrived the gasoline had spread the
blaze to the candy store, but the
flames were soon under control.

Butternut— The business men and
citizens of this place have organized
the Butternut Improvement Associa-
tion and elected R. D. Lamie Presi-
dent and Elmer F. Barret Secretary
and Treasurer. The object of the As-
sociation will be to encourage im-
provements in the town and assist in
securing the location of new manu-
facturing and business enterprises
here.

Saginaw—The Caledonia Coal Com
pany, Ltd., has begun work on the
shaft for a new mine which, the com-
pany states, will be the biggest pro-
ducer in Michigan when it is in full
operation. This will be near the
plate glass works on the west side
of the river. The shaft will be eight
feet by 23 feet and about 190 feet
deep. It will have a double hoist,
that is its capacity will be for four
cars at a time, two loaded up and two
empties down. The mine will at first
have a capacity of about 100 tons of
coal per day, but when the entries
have been opened the management
states its capacity will be about 600
tons a day. The coal tests there show
a good bed of high grade coal.

Manufacturing Matters.

Battle Creek—The Taylor Bros.
Co., manufacturer of confectionery,
has increased its capital stock from
$150,000 to $275,000.

Kalamazoo — The manufacturing
business formerly conducted by

Cook’s Railway Appliance Co. will
be continued in the future under the
style of Cook’s Standard Tool Co.

Detroit—The Peninsular Chemical
Co. has been incorporated to manu-
facture  pharmaceutical  specialties
with an authorized capital stock of
$1,000, of which amount $500 has been
subscribed and paid in in property.

Detroit—A corporation has been
formed under the style of the Cen-
taur Motor Co. to manufacture motor
cars and parts. The company has an
authorized capital stock of $2,500, all
of which has been subscribed and
paid in in cash.

Hudson—The Hazen Manufactur-
ing Co. has been incorporated to man-
ufacture pumps, stock tanks and
windmills with an authorized capital
stock of $50,000, of which amount
$25,000 has been subscribed and $20,-
000 paid in in cash.

Jackson—A corporation has been
formed under the style of the Dairy
Milling Co. to conduct a general mill-
ing and live stock business. The
company has an authorized capital
stock of $xo0,000, of which amount
$8,000 has been subscribed and paid
in in cash.

Lansing — The foundry business
formerly conducted by Wm. Walker
will be continued in the future by the
Walker & Schultz Foundry Co. This
corporation has an authorized capital
stock of $5000, of which amount
$2,500 has been subscribed, $1,000 be-
ing paid in in cash and $1,500 in prop-
erty.

Jackson—The Whiting Motor Car
Co., the new $50,000 corporation or-
ganized for the purpose of manufac-
turing automobiles at the west end
Buick factory as soon as the big
buildings were vacated by that com-
pany, is already doing business. Ma-
terial sufficient for making $2,500,000
worth of automobiles is already at
the factory, and that sum will be the
value of the company’s output for
the season of 1907.

Runaway Horses Invade a Show
Window.

Lansing, Dec. 31—“A trifle dis-

figured, but still doing business.

Come in.”

Thus reads the sign which adorns
the only unbroken window of Hedges
& Gibson’s drug store front on
Franklin avenue east. The east dis-
play window and both doors are cov-
ered with boards.

The wrecked front is the result of
a runaway with a spectacular ending.
A team of horses attached to one of
thé Brewing company’s wagons was
standing in front of the brewery. All
of a sudden the horses took a notion
to go somewhere and they started
south on Turner street, going down
hill at a rapid pace and gathering
momentum as they went. At the end
of Turner street is Hedges & Gib-
son’s store and H. C. Hedges was ar-
ranging a display of cut glass in the
east show window. He looked up
and saw the horses coming across the
street car track. He sat still and
waited for them to turn the corner
or “fetch up” against a telephone post.
They didn't turn and they didn't
“fetch up” and Mr. Hedges gave a
despairing yell and described a back-
kick parabola in safety to the floor,

as an equine head, with nostrils dis-
tended and eyes bloodshot, was thrust
through the plate glass window.

The occurrences of the next thirty
seconds can not be adequately nar-
rated, but the appearance of the
debris after the melee can be describ-
ed. The horses lay on the sidewalk,
one on its back, the other on its side.
The horse which crashed into the
window had bounded back, turning a
half somersault, with its head toward
the wagon. Its lip and the side of its
head were cut, and its legs scratched,
but not seriously; the other horse
sustained only a few scratches. Two
beer kegs that the wagon had con-
tained teetered on the sidewalk at
Hedges & Gibson’s doorstep.

The glass in the east window was
shattered completely. One door,
struck by the wagon tongue, had
been wrenched from its hinges and
lay over the back of a chair inside
the store, twenty feet from the door-
way. The other door was torn from
its fastenings and pushed over onto
a show case. The glass of both doors
and of the two showcases next to
the entrance were smashed to smith-
ereens; three other showcases were
broken by the jar or by the first two
cases being shoved against them.

Strange was the fate of the cut
glass display in the window. Most
of it was broken. Heavy thick ware,
weighing ten or twelve pounds, was
picked up in pieces; thin, brittle ware
was taken out from under the pieces
of the plate glass window which pro-
tected it, intact, or with only a nick
or two to show for the general de-
struction which it had been through.
One vase had a piece an eighth cf
an inch long nicked from the middle
of the handle, but was otherwise un-
broken. Wine glasses were all brok-
en but most of the sherbet glasses
were unharmed.

The jokers of the north end of
course had their say. Mr. Hedges
was asked to show his license; he
was asked if he always had beer de-
livered in that manner, and many
similar jokes were cracked at his ex-
pense until a bystander picked up the
kegs and found them empty.

The door in its flight tore a chan-
delier from the ceiling and gas from
the three-quarter inch pipe was filling
the store. To stop this a clerk rush-
ed to a box of corks and, securing a
handful, fitted one in the pipe, stop-
ping the flow of gas.

The total loss is estimated at $500
The Lansing Brewing Co., which
owns the horses and wagon, may be
asked to pay the damages.

Circumlocution.

The tiresome preacher finally fin-
ished his almost interminable ser-
mon. The congregation had slowly
filed out, save one man, who lagged
behind to speak with the pastor.

“Do you know, minister,” he said,
in a confidential tone, “that your ser-
mon this morning reminded me more
of a wheel than anything else that I
could think of?”

“A wheel!” said the startled di-
vine. “How could it do that?”

“Oh, merely that in a wheel the
longer the spoke is the longer is the
tire.,” e



Grand Rapids«

The Grocery Market.

Tea—The market, as a whole, is
really very firm and the prospect is
for higher prices on some grades,
notably Pingsueys. Congous have al-
ready advanced on the low grades,
the shipments of North China teas
to this side being nearly 3,000,000
pounds short of last year, owing to
the heavy purchases in the primary
markets by Russia.

Coffee—Actual Rio and Santos cof-
fee is about unchanged. The demand
is light. Despite sporadic attempts
to bull the coffee market, the situa-
tion persistently remains weak and
soft, owing to the enormous supply.
Until this is worked off, or some arti-
ficial means is used to bolster up
values, the market will continue to be
weak. Mocha and Java are still
strong and in very fair demand. Mild
coffees are steady and quiet.

Canned Goods—There is still more
or less demand for peas, but buyers
are considering only immediate wants
and sales are small. Some demand
also is noted for cheap corn, but in
this line, also, actual business is con-
lined within narrow limits. Contrary
to previous experience, the display of
strength by holders of tomatoes forms
one of the most prominent features
of the situation in canned goods at
this time. While in common with
other lines tomatoes seem to have en-
tered upon a period of pronounced
dullness, there is a complete lack of
the efforts usually made at such time
to interest buyers by offerings of con-
cessions. The packers all appear to
be in an easy position with reference
to spot stock, and apparently there is
not felt anywhere among them the
usual necessity for raising money
with which to make annual settle-
ments by sacrificing holdings. There
is little if any inquiry for future to-
matoes at present but packers are not
seeking business, in view of the pros-
pect of higher costs on next season’s
pack.

Dried Fruits—Apricots are scarce
and the holders want more money for
them. Nothing new has developed
in raisins. Prices are still firm on the
last-reported quotation. Apples are
probably %c higher and in good de-
mand. Currants have eased off, due
to increased supply. Spot prunes are
slow. Most of the stock is in second
hands, and the holders are willing to
shade prices a trifle on a good order.
The coast market for prunes is un-
changed and steady. The general
demand for prunes is quiet. Peaches
are in light demand at unchanged
prices. On spot the supply is par-
ticularly light, though a few are still
available on the coast.

Rice—Prime to fancy grades con-
tinue to attract attention of buyers,
and the better selections of what are
called “export grades” are coming
into favor where low price rather than
quality is demanded. Advices from
the South note fair demand on the
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Atlantic coast. At New Orleans,
market is firm with good demand.
Mills, generally closed until after the
turn of the year. In the interior
southwest Louisiana and Texas a
good demand is reported, although
transportation facilities are the re-
verse of satisfactory. Cables and cor-
respondence from abroad note gen-
erally strong conditions on cargoes,
with spot offerings easier and forward
steadier.

Syrups and Molasses— Compound
syrup is unchanged and quiet for the
time being. Sugar syrup is unchang-
ed and in light demand. Molasses is
in fair demand. The crop is about
done in Louisiana, having been ex-
tremely short. There is no change in
prices.

Provisions—The trade is very dull.
The receipts of hogs all over the
country have been light. Pure and
compound lard are both unchanged
and very firm. Any change would
likely be an advance, both in lard and
smoked meats. Barrel pork is dull
and unchanged. Canned meats and
dried beef are dull at ruling quota-
tions.

Fish—Cod, hake and haddock are
firm and unchanged. The demand is
light. Sardines are firm and quiet.
Salmon is dull at unchanged prices.
Mackerel are firm, scarce and un-
changed. The demand is light.

Another Addition To List of Fail-
ures.

Easton, Pa., Dec. 31— Disgusted by
continued poor service given by the
municipal street lighting plant sixty
of the leading men and business firms
havepetitioned the Common Council
to advertise for bids for lighting the
streets and running the municipal
plant until a private corporation can
make arrangements to take over the
service. The municipal service is so
poor that women and children are
not considered safe on the streets at
night. The plant has been run at a
loss of from $4,000 to $5000 a year
for several years.

A Drop Too Little.

At a certain coal mine in Pennsyl-
vania there is a shaft with staging
round it, the height thereof being
somewhat above the average of such
structures in thalt vicinity.

One day, relates a Harrisburg man,
a miner had fallen off this staging
to the ground. On recovering con-
sciousness, he was offered a glass of
water by a sympathetic bystander.

With a motion of amazement and
disgust the miner, with a ripping oath,
observed:

“How far does a man have to fall
at this pit before they gives him
whisky ?”

The Worden Grocer Co. has pur-
chased the stock and good will of the
Gerber Grocer Co., at Fremont. This
will prove a very satisfactory ar-
rangement for the customers of the
later on account of the large stock in
Grand Rapids, from which they can
draw their supplies. The arrange-
ment is a satisfactory one for the
Worden Grocer Co. on account of
the number of new customers it en-
ables the corporation to add to its
list of patrons.

The Produce Market.

Apples—Spys, $3; Wagners, $3;
Baldwins, $2.50; Greenings, $250;
Tallman Sweets, $2.25; Kings, $.
The market has a steady tone. Sup-
plies are liberal.

Bagas— $1.35 per bbl.

Beets— $1.50 per bbl.

Butter—The market is firm and un-
changed. As is usual for the sea-
son, there has been some falling off
in the demand now that the holiday
trade is over. The make of butter
is still short and the demand is still
good enough to consume all of the
make as fast as it arrived. This
statement of conditions applies both
to prints and tubs of all grades. The
market will probably remain firm and
unchanged for a few weeks to come,
after which the situation depends on
the supply, which does not bid fair,
at the present time, to show much in-
crease. Creamery ranges from 32c
for No. 1 to 33c for extra; dairy
grades fetch 25¢ for No. 1 and 18c
for packing stock; renovated, 25c.

Cabbage—50c per doz.

Celery—25c per bunch for Jumbo.

Chestnuts— 12c per Ib. for N. Y.

Cocoanuts—$4 per bag of about 90,

Cranberries— Wisconsins are steady
at $9 per bbl. Late Howes from Cape
Cod are without change at $9.50 per
bbl. The feeling is rather easy and
Ithere is considerable soft stock in
market. Firm, hard stock sells well.

Eggs—The market is weakening,
owing to the increase in receipts of
fresh and the approach of the spring
laying season. Fresh has declined to
24c for case count and 27c for candled,
cold storage was dropped to 23@24c.
Country buyers should be careful not
to pay too much for stock from now
on, because the market is likely to de-
cline gradually as the season of larg-
est production approaches.

Grapes— Malagas command $5@6
per keg.

Grape Fruit—Florida commands
$4 for either 54s or 64s.
Honey—is5@ isc per Ib. for white

clover.

Lemons— Californias are weak
$4.25 and Messinas are
mand at $4.

Lettuce— 15c per Ib. for hot house.

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

Oranges— Floridas are steady at
$3.25 and California Navels range
around $3.25 for choice, $3.35 for ex-
tra choice and $3.50 for extra fancy.

Parsley—40c per doz. bunches.

Potatoes— 35@40c per bu.

Squash— Hubbard, i}4c per Ib.

Sweet Potatoes—$3.50 per bbl. for
diln dried Jerseys.

at
in small de-

The Grain Market.

The wheat market has been easier
the past week, making a loss both
in cash and futures of nearly ic per
bushel, theMay option in Chicago
closing on the last day of the year
at 77c per bushel. One year ago at
the same date May wheat in Chicago
was selling at 87%c per bushel, or
nearly itc per bushel higher. The
visible supply makes an increase in
wheat for the week of 891,000 bushels,
which makes the present visible sup-
ply 44,727,000 bushels, as compared
with 42,951,000 bushels at the same

5

period last year. Trade has been a
little light during the week, although
there has been more export business
than was anticipated.
Cash corn has lost from

per bushel, while both the May and
July option have gained about Xc,
and as the December deal is now

closed there will probably be a clear-
ing of markets generally and a more
steady trade for the next few weeks.
The visible supply showed an in-
crease for the week of 114,000 bush-
els, making the present visible supply
4.619.000 bushels, as compared with
11.877.000 bushels in the visible sup-
ply at this time last year, and it will
be remembered that corn at this time
last year was selling at about the
lowest point in the crop year, or 44c
for May in Chicago, and May corn
in Chicago Dec. 31 was selling on
the closing market a 43 @4.3-He per
bushel.

May oats in Chicago closed at 36@
3BMEC, while one year ago they were
selling at 3254c per bushel. The vis-
ible supply made an increase of 44,-
000 bushels, making the present visi-
ble supply at 13,011,000 bushels, as
compared with a visible supply one
year ago at this time of 28,053,000
bushels. Cash oats are very strong
and command a good volume of trade
in the face of cheap corn.

Millfeeds are high, with prices
practically unchanged for the week
1t is especially noticeable that mill-
feeds are bringing $22(0)23 per ton,
while corn and oat ground feeds are
selling at $184/19 per ton. This dif-
ference is unnatural, and in all prob-
ability will not continue very long.

L. Fred Peabody.

Chicago Raillery.

Representative Mann, of lllinois,
never loses an opportunity to expa-
tiate upon the glory and material
prosperity of Chicago.

One day he was holding forth in
his usual strain, when he touched up-
on the part played by the railroads
in that prosperity. “Statistics show,"
declared the member from lllinois,
“that 1,150 trains arrive in Chicago

daily. These trains—run by some
twenty-four companies—carry over
165,000 passengers. The railways

have been a strong factor in making
Chicago what it is to-day.”
Whereupon Congressman
of Massachusetts, smilingly
jected:
“Mann, that's an awful charge to
prefer against the railways!”

McCall,
inter-

The price of S. C. W. cigars has ad-
vanced $1 per thousand. It is either
“cut the quality or raise the price,”
and we think the consumer will ap-
preciate quality.

G. J. Johnson Cigar Co.

When a woman has a presentiment
that something terrible is going to
happen, and it doesn't, she is terri-
bly put out about it

When a woman is ill she always
looks as though she feels worse than
she feels she looks.

It is quite an art to know how to
engage a cook without losing your
self-respect.



Window
Trimming

Post Holiday Reduction Sales Now
Progressing.

If you didn't know it was the tail
end of December and the beginning
of January you could tell it by the
store windows, which are full to over-
flowing of after-the-holidays reduc-
tions. The stores that deal in diaries
and calendars are pushing them to
the front. One would scarcely im-
agine that an attractive exhibit could
be gotten up with just book-keepers’
books and diaries, nor yet one merely
of the most ordinary sort of waste
baskets—such as are used in offices—
and wire letter holders for desks, and
yet two of the best local displays at

the moment are made up of those
commonly despised goods. The sign
reads:
Blank Books
and
Diaries
for
1907
[

As lovely as is the product of the
hothouse, 'tis seldom that we see
any attempt at grouping foliage and
flowers in a show window so as to
bring out all the possibilities of shape
and color. But it remains for the new
store down by Campau Square to ex-
press itself in its windows. All up
the sides of the east window to-day
are slender flower holders filled with
moss, in which are stuck long-stem-
med shell pink carnations, some-
thing quite unusual. In the other
window are arranged magenta and
white flowers in jars, making a fine
color arrangement. | often wonder
why florists do not make up bou-
quets of flowers, ready for the cus-
tomer to carry away, and place same
in their windows with the price of
each ticketed on. They would sell
on sight many times to people who
would not be bothered to go inside
and select flowers for a nosegay.
Shoppers will buy things if they are
thrust on their attention which they
never would think of if not directly
in their view.

1} * *

Going down past the Pantlind one
is struck with the fine displays in
the large S. C. W. cigar windows
Steep stairs or steps are covered
with a rich green plush or velvet. The
steps are rounded at the entrance
corners and they are in sections, so
that they can be easily removed
from the windows, trimmed in a
rear room and replaced without much
bother. On the right are all sorts
of pipes, while at the left are cigars
only. Mr. G. J. Johnson is to be
congratulated on these handsome ap-
pointments.

Drop across the road and take a look
at the West drug windows. The
green plush stairs seen here suffer by
comparison with the S. C. W.s. |
can't understand why this store never
has an artistic trim. Step inside and
everything is bright and cheerful, but
the windows—they are enough to give
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anyone the blues. If colors are used
to produce effect they are such as
scream at each other loudly enough
to be heard down by the river! Wit-
ness the green steps of to-day’s trim,
with a fierce purple floor, on which
rests a large lidded box lined with a
cherry red. Could anything well be
imagined more incongruous? These

windows are at their best when
merely a quantity of goods s
thrown in—hodge-podge, higglety-

pigglety—like bags of licorice drops
or bars of soap.

Heyman has a well-planned side
window. It is full of lamps and ped-
estals—two of the latter white mar-
ble and four oak—and still does not
look crowded. Some of the lamps
are for electricity and some for petro-
leum. One low electrolier is espe-
cially beautiful in its simplicity. The
base, pedestal and dome are all of
brass, the latter having a deep fringe
of white beads. The base is a
square cut off at the corners. The
dome has a small tip. Some of the
lamps for oil are but imitations of

1 hate to be so harsh in criticismexpensive goods, but are cleverly got-

but I have long watched the West
windows on Canal street for im-
provement and fail to see any as
time goes by. e
Matched
Outfits
What
Is
Your
Favorite
Color
?

This is just the way one of that

successful young windowman, Mr.
Bush’s, placards is lined up in its
phrasing. Handsomer yet in the

original, where the lettering is dainty
in the extreme, as befits the small
haberdashery it accompanies. Mr.
Bush is a born window dresser, and
he will miss it if he gets out of the
niche he is filling so admirably. 1
have heard his exhibits most favor-
ably compared with New York and
Chicago windows. In this neckwear
display red, violet and green are em-
ployed—mark you, the identical col-
ors used in the West drug window—
but they are separated with gray,
brown and blue in such a combina-
tion that they do not clash. The
space is divided into six compart-
ments by means of partitions and a
deep step. The top of the compart-
ments at the back is on a line with
the handsomely-figured opaque glass
which helps to light the interior.
Against the panels of this glass are
hung beribboned Christmas wreaths.
There is so much of the dark wood-
work in evidence that this of itself
is a harmonizing element.
[

Another trimmer in a clothing
store has made a pleasing combina-
tion of dark suits and gray neck-
wear, introducing as a bright bit in
the center of the trim a neckscarf in

Persian figures and Oriental shading.
E *

Here is a good sign | read in a
clothing store to augment sales in
its hat department:

The greatest Hat Store.

No sympathy for you if you get

a hat that don't fit. All our hats

are made to fit some head and we

help you to pick out the one that

fits you. This is the reason our
business is improving each
month. Comein and see us.

The only objection to the above is
the word “don’'t” in the second line,
which should be “doesn’t” or “does
not.” You can’t grammatically say:
“If you get a hat that do not fit,”
and “don’t” is a contraction of “do”
and “not.” This is an error commit-
ted a dozen times a day by educated
people.

ten up. For instance, the shade, in-
stead of being the real mosaic, is
glass painted to resemble it. Some
of the shades have the fringe twisted
instead of hanging down in single
strands.
* * 4

Permanent white enameled pillars,
in front of a paneled white back-
Iground, are a judicious investment.
They are susceptible of an infinite
variety as to modes of treatment, and
it is a long time before the public
tire of them. They may be regarded
as really a part of the store’s facade

Grand Ledge Chair Company Ex-
panding.

Grand Ledge, Dec. 31—At the plant
of the Grand Ledge Chair Co. a 250
horse-power engine was installed last
week. The old one was worked to
the utmost capacity. Every foot of
available floor space on two floors
of the frame building is filled with
machinery, many machines not be-
ing set up on account of lack of
space. This condition, however, will

be remedied in the spring, when a
brick building, 60x200 feet and three
stories in height, will be erected on
land belonging to the company, east
of the present frame factory building.
It was thought when the fine new
brick building was completed last
spring the two mammoth buildings
would accommodate the business for
a long time, but it has since been
found that more room is necessary
and plans were then made for erect-
ing an additional building as stated

Will Operate Boat Next Summer.

Bay City, Dec. 31—The Hecla Ce-
ment Co., owned largely by Detroit
capitalists, will Wednesday begin the
construction of an addition and in-
stallation of machinery designed to
bring the production of the plant
from a daily capacity of 1,300 bar-
rels up to from 1,800 to 2,000 bar-
rels.

Since its reorganization the com-
pany has had a most prosperous run,
increasing its output rapidly from 800
to 1,300 barrels per day. It is ex-
pected to produce from 1,800 to 2,000
barrels early in the spring.

Since the close of navigation the
company has almost suspended opera-
tions at times in its shipping depart-
ment, owing to the shortage of cars.
Although flooded with orders it has
not been at all times able to fill them,
owing to the lack of transportation
facilities.  Next summer’'s steamer
will make regular trips out of this
city to lake points.

The worst of all faults is never to
see any of your own.

Announcement*

We are pleased to notify the

trade that we have acquired

the stock of merchandise, busi-

ness

Gerber Grocer Company,
We shall

Fremont,

and good will

of the
of
endeavor

to serve their customers as

satisfactorily as they have, and

give our new friends the bene-

fit of the larger lines we are

able to carry in Grand Rapids.

w

orden ("irocer Company

Grand Rapids, Mich.

The Prompt Shippers



SUCCESSFUL SALESMANSHIP.

Four Features Which Every Traveler
Should Cultivate.*

It may seem ridiculous to you gen-
tlemen for one who has not had the
years of experience that some of you
have had in selling goods to the re-
tail trade to stand up here and sug-
gest to you ways and means for in-
creasing this business. While I may
not have, as you think, the proper
understanding of the duties of a
successful salesman, | think you will
agree with me that in my position as
buyer for this concern | have had
exactly the schooling which would fit
me to choose between the successful
salesman and the unsuccessful one. |
have had to deal with some very
poor ones and others who have made
their mark in their respective lines,
and | have noted the following traits
of the successful salesman:

1. He knows thoroughly
goods he is offering for sale.

2. He is always enthused with his
line.

3. He would prefer to lose a sale
rather than break packages and lose
the profit caused by the additional
work of caring for the split packages.

4. The successful salesman always

the

speaks in the highest terms of the
firm he represents.
The above are only a few of the

points which 1 would like to touch
upon, but as the subject is one that
could be discussed indefinitely 1 can
not at this time go very deeply into
the matter and will, therefore, confine
my talk to the points which seem
to me of the greatest importance.

Know the Goods You Offer for Sale.

On this subject I want to say to
you that a man who does not thor-
oughly understand the line he carries
is no more or no less than an order
taker. We are not looking for order
takers. We want salesmen. If we
want order takers we can employ them
for $10 to $12 per week. | am not
casting any reflections upon you gen-
tlemen present, but what we must
have is a more determined effort on
the part of each and every one of our
salesmen to roll up such a volume of
business in the coming year that they
will be proud of themselves, proud
of their line and proud of the house
they represent.

In the line you are handling you
are, no doubt, aware that we have a
great many specialties. Specialties
are, as you know, goods with indi-
vidual features—features which other
lines of the same class of goods do
not have. With these additional
talking points which your competi-
tor does not have you should be able
to not only get your share of the
business, but you should be able to
get a good part of the other fel-
low’s also, and this you most cer-
tainly would be able to do if you
were familiar with all the selling
points of the goods you are offering
for sale. Now the question is, Do
you know your line? How many of
you can demonstrate to a customer
all the selling points embodied in our
line of refrigerators? How many of
you can demontrate all the merits of
our line of stoves, every one of which

*Address by D. G. Lyzen at annual ban-
g:uet of selling force Of Leonard Crockery
0.
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is a specialty and has individual fea-
ures and selling points which, when
properly explained, make it the eas-
iest seller on earth, regardless of
price. The above are only a few of
the good things you have to offer.
The same may be said of a great
many articles all the way down the
line. Now, gentlemen, | don’t want
you to consider who is doing the
talking, or how it is delivered, but
do want you to try and realize how
essential it is to the welfare of this
house and to your own welfare to
post up on the line you carry and be-
come proficient in using every avail-
able selling argument to increase your
sales.
Enthusiasm for Your Line.

In this connection | wish to say
that one stands just as little chance
of contracting a contagious disease
from one who has it not as he has of
enthusing a customer with a line when
he is not himself enthused. And the
successful salesman is always en-
thused with the goods he offers for
sale.

Now go to work and get this en-
thusiasm. It is very easy. In fact,
it would come upon you unawares
and with no effort on your part if
you only knew your line. For, know-
ing your line, you would appreciate
all the good selling arguments you
have with which to overcome your
competitor and his line, and, as a re-
sult, could not help but be enthused,
and, being enthused, you could
not help but enthuse your customer
and thereby increase your sales and
salary.

You will see I am sure how es-
sential it is for you to feel the enthu-
siasm which every successful sales-
man feels in his line and also see the
importance of becoming familiar with
your line, for without the ability to
talk intelligently of your goods your
enthusiasm will be so mild that you
can never impress a customer strongly
enough to get his business, and his
business is what you want.

Sell Full Packages.

In regard to breaking packages,
such as screen doors, window
screens, and various other items of
this nature, | do not think that this
can be impressed upon your minds
too strongly,' for the added amount of
expense and labor connected with the
care of broken packages reduces the
profit on these goods to such an ex-
tent that there is no profit in han-
dling them, to say nothing about the
damages occurring from having these
odds and ends and broken parcels in
stock.

Don’t forget that you are giving
the dealer a wholesale price on these
goods and that dealers are very apt
to put in one-twelfth and one-sixth
dozen lots, if permitted to do so,
when, in the majority of cases, orders
could be taken by the salesman for
full packages. This is order taking
again, not salesmanship. If you al-
low a man to place orders in this
way you will find that you will have
your troubles in ever getting him to
place an order of any considerable
size, and that most of this man’'s
business will come through the mail,
which is very unsatisfactory, and
does not show the proper push on the
part of the salesman.

Again, this man’s business will not
be as great with your house, for
when he buys in small lots he is
bound to be out at times, and the
customers who call for the goods
can not always wait until this man
reorders. As a result they go some-
where else to buy, to some dealer
whom you do not sell, and in this way
you are losing business. Try and
show this dealer how it is to his in-
terest to buy in full packages. Show
him that the damage in shipping his
goods in full packages will be far less
and his chances of losing sales
also less. Don't be afraid to edu-
cate your customers to buy along
these lines. A great deal of this can
be accomplished if you will but use
these arguments and others which
will occur to you.

Remember that this selling of sea-
sonable goods in these quantities is
no credit to you nor any benefit to
this house. Now, | will only keep
you a short time longer; but I want
to say a few words in regard to the
successful salesman and his relation
to the house he represents.

Shield Your House.

The successful salesman always
speaks in the highest terms of the
firm he represents. There arc a great

7

Review of Year’s Activity at Sawdust
City.

Muskegon, Dec. 31—This city clos-
es the year 1906 with a page of the
brightest commercial and industrial
history ever written for the city, and
the new year will be ushered in un-

der glowing circumstances with
nothing but prosperity in view for
another twelve months.

Christmas time showed this year

what Muskegon has done during the
past year. The tax collector’s office
also stamped its approval of the easy
money situation here. The people
have money. The factories are all
in operation.

With the incoming of the new year
factories are planning additions, new
Imachinery is to be installed, the
grade of products is to be elevated
and the number of men employed is
to be materially increased.

Muskegon looks to the new cham
ber of commerce directorate for great
things. A bunch of hustling young
business men has taken hold of that
“factory getting organization” and
will start the beginning of the year
in auspicious style. A big feast, not
unlike the dollar banquets of politi-
Ical dinner fame, will be given. It will
|be a get together and get better ar-

many salesmen who feel that it is jquainted sort of an affair and the ul-
alone their personality that holds the timate object will be the industrial

trade of certain dealers for their
house. Let me say to you that one
who thinks that is making the great-
est mistake of his career. You may
feel that a customer thinks a great
deal of you and will buy your goods
regardless of whether he has any
faith in the house you represent or
not. But | want to tell you again
that this is the greatest mistake you
ever made, and that no successful
salesman will talk disparingly of the
house he represents. The successful
salesman knows that for the customer
to once lose faith in his house means
a decrease in his business from that
time on, and that his personality wil!
amount to very little thereafter in
getting this man’s business. His per-
sonality will help him a great deal
in holding this man’s business against
his competitor as long as this cus-
tomer feels that the house is treat-
ing him right; but if he thinks the
house is taking advantage of him in
any way, in spite of all you can do
his man’s business with you will con-
tinue to decrease, and this you can
not afford to allow.

In 90 per cent, of complaints which
are made by customers the heads of
your firm are in no way responsible.
You will find invariably that it is the
fault of some employe. Now, my
advice to you is: If you value the
business you are getting from these
complaining dealers, if you value the
position you now .hold, shield your
house in every instance. If you can
not place the blame where it belongs
lay it to the shipping clerk, order
clerk, book-keeper, Railroad Com-
pany or take it upon yourself, but un-
der any and all circumstances keep the
blame from resting upon the house
which you represent.

You can not tune up your life to
the divine unless you will at some
time s'hut out the din of daily busi-
ness.

welfare of Muskegon. Paul S. Moon
heads the Chamber of Commerce and
Max Lange is Secretary.

The Muskegon Sanitary Co. has
been organized with a capitalization
of $15,000 to manufacture sanitary
and plumbing supplies. William R.
Heap & Son, manufacturing the same
line of goods, removes to Grand Hav-
en in a few months.

| The Continental Motor Works is
probably one of the best manufac-
turing concerns the city has. The
wages are of the best. Automobile
motors and electrical appliances are
manufactured.

The Brunswick-Balke-Collender Co.
is busy manufacturing bowling balls
of rubber and a inineralite composition
that the ten-pin artists are using all
over the world.

Cutters

We have a large stock and
can ship quick from Grand
Rapids.

Portland
Cutters

From $15.50 to $21

Nice Spring Cutters
Surrey Bobs and
Speeders

Remember
Quick Shipments

Brown & Sehler Co.

Grand Rapids, Mich.
WHOLESALE ONLY
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ROOSEVELT AS A WORKER.

Four special messages a week, a
special magazine article on Irish his-
tory, a week of rest and holiday in
the mountains of Virginia and a
dozen or so of important state mat-
ters, handled clearly, speedily and
well, is the holiday week record of
President Roosevelt, and the people
of the United States find themselves
enquiring: Where does he find time
to do so much?

The answer is given in his record
as private citizen, city, state and Gov-
ernment official the past twenty
years. Theodore Roosevelt doesn’t
-lose a minute of time. According to
those who have known him well dur-
ing these years he is very systematic,
very speedy, mentally and physically,
very exacting as to his methods and
practically tireless. And he is in-
terested in pretty nearly everything
that is worth while. Having a great
capacity for study he has a reliable
and remarkably clear memory, so
that his study stays as a perpetual
resource..

When Mr. Roosevelt was a mem-
ber of the Civil Service Commission
his residence was away out on Wash-
ington Heights somewhere, and each
week day morning he was in the hab-
it of taking a car at the intersection
of Connecticut and Florida avenues.
Customarily, the rear platform was
occupied by men with their cigars
and the topics that were under discus-
sion varied according to current
happenings—including various sports,
the progress of the Columbian exhibi-
tion, the silver bill, or whatever it
happened. Commissioner Roosevelt,
although he did not smoke, almost
invariably stood outside with the
smokers and rarely hesitated in ex-
pressing his views upon whatever
topic was the theme of conversation.

in ad-

Just about that time it was a well-
known local topic that Reginald De-
Koven was charged with a breach of
etiquette and rank plagiarism in one
of his operas. It was said that he had
been a guest of some club out Chevy
Chase way, and that while there he
heard a song that had been written
expressly for that club—it may have
been the Country Club of Cabinet
Ministers, Senators and the like—and
had deliberately appropriated the
composition for his opera. The mat-
ter had been warmly discussed on the
back platform, friends and enemies
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of DeKoven developing thereby, but
Mr. Roosevelt had not said a word.
Presently one of the gentlemen ask-
ed: “Don’t you think, Mr. Roose-
velt, that DeKoven proved himself a
mucker?”

Squarely facing his questioner and
with a generous smile lighting his face
the Commissioner responded: “I've
known nothing of the case, but until
| have learned where the composer
who presented the piece of music to
the club got his inspiration and how
he worked it out I do not feel pre-
pared to express an opinion as to Mr.
DeKoven.”

In those days, more even than is
the case at present, Senators, Con-
gressmen, heads of departments and
chiefs of bureaus were scrupulous as
to conventionalities, so that a consid-
erable gauntlet had to be run by
whatever ordinary mortal desir-
ed to reach certain dignitaries. The
pronounced exception to this prac-

tice was the office of Civil Service
Commissioner Roosevelt. If he was
“in” his office he was “in” to any

sdf-respecting man who had actual
business with the Board or with the
Commissioner as an individual. If
he was “out” he was not in his office.
If he was in his office and busy it
was his habit to come to the ante
room and inform the visitor of the
fact tersely, graciously and conclu-
sively. Once upon a time a New
Englander, a constituent of Senator
Hale, called to see the Commissioner
in relation to a position in the cus-
tom house at Portland, Maine. He
explained his mission at considerable
length and was listened to respect-
fully. Then he began abusing his
Senator because of alleged indiffer-
ence to his course. Mr. Roosevelt at
last interrupted him, telling him that
press of work demanded that the in-
terview should cease and he added:
“You call on Mr. Hale and tell him
what you've told me and if you live
come back and see me.”

“But what's the use of my coming
back after I see him?” asked the vis-
itor.

“I'll know, if you live to come back,
that your case has merit,” responded
Mr. Roosevelt.

As was to be expected, Hicks, the
rescued miner, is being offered all
sorts of positions, one stage manager
going so far as to put up $,000 a
week for him to appear in vaude-
ville. That is all right, but the man
who will be a real money maker will
be the one who gets a trade mark
on “Hicks Chewing Tobacco.”

A man down in Kentucky who, 30
years ago, sold two grocers a small
lot of turnips which were not good,
has just sent them $4. Instances of
conscience money are becoming so
frequent that we may expect even the
man who invented prunes to come
forward soon.

Religion is a seed which planted
in daily living makes life glorious
with its beauty, but hoarded it be-
comes a stench in the nostrils of
men.

Tell a woman a business secret and
the chances are she will tell it in a
distorted form.

DON'T WAIT TOO LONG.

There is merit in the contention of
the people of the West Side against
the established dock line limitations,
but the fault of those who contend
is that theirs is a tardy effort. It is
a move which, had it been made
along about 1870, would have won,

and would have been of immense
value to the city.
No one realized when riparian

rights began to shove made-land along
the east bank of the river that a griev-
ous error was being committed at
that time. When the Pearl street.
Lyon street and Ottawa street hills
were being dug away and carted to
the west of Monroe and Market
streets, south of Pearl street, it never
occurred to anyone that a little long-
er haul clear across the river to fill
in the West Side flats would have
been wiser.

Of course, Islands Nos .1, 2, 3 and
4 belonged to the General Govern-
ment, as did the east channel of the
river, but it never occurred to any-
one that they also belonged to the
entire community of Grand Rapids,
and that that aggregation, as an en-
tity, was entitled to whatever of value
they represented at the time or in
future.

However, the Tradesman has no
wish to ruminate, and is of the opin-

ion that it is idle for those of the
West Side—that “West Side” is a
hateful term for which something

more generous and metropolitan
Ishould be substituted—to go on scold-
ing over what is past and fixed.
They may send for Lyman Cooley,
eminent engineer that he is, and he
may give an opinion, as he has al-
ready given it, that flood protection
can be secured either one of two
ways. It is extremely doubtful if he
can be prevailed upon to express
judgment favoring one of those
methods agains the other. Civil
engineers, architects, physicians and

surgeons, and all members of the
learned professions, are adepts at
“straddling the fence” when two

propositions of their own are on trial
for a verdict.

The fact is that, because of a mile
or more of concrete wall and hun-
dreds of thousands of dollars' worth
of substantial buildings tong in posi-
tion and use, the eastern dock line
of our river is fixed permanently,
even although it does occupy from
one hundred to several hundred feet
of the original river bed, and that
to the exclusive benefit of certain
citizens. The presence of the retain-
ing bank of Wm. T. Powers’ water
power canal during the past thirty-
five years without question establish-
es the dock line for all time between
the dam and so on down the river
to below the Pearl street bridge, so
that the only sections available for
readjustment are those above the dam
and below the West Side canal. The
limitations above the dam have been
formally designated and should be
observed at any cost.

More than that, Grand Rapids has
by no means attained its growth and,
for the sake of the hundreds of thous-
ands who will surely make this city
their home twenty-five years hence,
steps should be taken at once to pre-
serve the integrity and beauty of the

river's shore lines as they are at pres-
ent above the Grand Trunk Railway
bridge to and away beyond “The Big
Bend.” The most picturesque stretch-
es of Grand River are between our
city and the village of Ada. There
are no river scenes in Michigan at
all comparable with them and, even
although those banks are submerged
by the floods each spring, their for-
est trees and meadows should be
saved to future generations to show
them that once in awhile we were
not absolutely utilitarian. This might
readily be accomplished by earnest
and continued effort on the part,
jointly, of the city, township and
county authorities and to the perpet-
ual pleasure and benefit of the city,
the townships, the county and the
State.

This movement, if undertaken at all,
can not safely be postponed a great
length of time. There is a belt line
railway promised and its promoters
will need and secure river front fac-
tory sites. With the belt line built
the Grand Trunk people will wake
up, possibly, and occupy the river
front from their bridge to the Sol-
diers’ Home limits. Then, too, inter-
urban railways north, northeast and
northwest are sure to come, and they
will covet and get the river frontage.
Of course, the Tradesman has no no-
tion that its advice will be acted up-
on, but it is a satisfaction to declare
itself upon a possibility so easy of
accomplishment and so very desir-
able. Don’t wait to duplicate, along
about 1915, the present West Side
protestations.

The Canadians have been severally
reported to be anxious for the im-
migrtaion of Italians, Jews, Hindoos
and Germans. Now it is the Poles.
The fact is they want any one they
can get, and all the time attention
is being directed to European immi-
gration there are bands of sturdy
western Americans who are going in-
to the Northwest and before many
years they will be heralded as the
mighty barons of Saskatchewan and
Alberta.

The Department of Commerce and
Labor had just issued a bulletin in
which all manufacturers producing
for the foreign market are invited to
apply to the bureau for samples of
goods which are wanted by foreign-
ers. Any or all of these samples the
report states, will be sent upon appli-
cation by manufacturers, chambers of
commerce and other commercial or-
ganizations located in manufacturing
centers.

The New York Commercial prints
an article in which the many elec-
trical appliances now in use in Kitch-
en work are described. The day will
probably not be far distant when
every housewife will be able to do all
of her cooking without dirtying her
hands, and on that day all husbands
will rejoice, the cook book will go
the way of the almanac and the cook
joke will die along with the lyrics of
Sapho.

To a woman there is a feeling of
satisfaction in being considered clev-
er.



WORK FOR WOMEN.

How One of Sixty Earns Her Liv-
ing.

The plaint of the unemployed man
of 40 or 50 that he is refused work
because of his age is heard frequently,
and in view of that it would seem al-
most impossible for a woman of 60
to find means of earning a living.

One woman of 60 has discovered a
means of livelihood at once fairly re-
munerative and not greatly taxing to
her strength. While poor she was
not in dire straits, but required a
small income to meet her modest ex-
penditures.

Her home was in a quiet street
somewhat removed from the centra!
part of Chicago, and the idea sug-
gesting the work that she might find
to do came to her through the local
advertising of a department store
situated on the busy crosstown thor-
oughfare near her home. From time
to time she found at her door and
in the hallway printed bills and cir-
cular letters announcing bargain sales
at this store, which was the largest
of its kind in the neighborhood. Us-
ually the distribution of the advertis-
ing matter was done by boys or
young men, and she observed that
in many instances it was performed
carelessly. It occurred to her that she
could do this work and do it more
carefully and conscientiously than the
youths who hurried through their
work, scattering bills right and left,
indifferent as to where they fell, and
with little consideration of their em-
ployer’s interests. Furthermore, the
woman of 60 thought she might take
the printed matter into the homes
and by personal solicitation gain a
larger patronage for the big estab-
lishment on the corner.

When she laid the proposition be-
fore the manager of the store a few
days after the plan suggested itself
she met with little encouragement.
He thought a woman of her age, al-
though she was well preserved, would
find the work too hard, and he ex-
pressed doubt that she would be able

to cover the territory assigned to
the advertising distributers rapidly
enough to prove advanageous to

them. When she added the sugges-
tion of personal solicitation he be-
came interested in a measure, but
would not promise immediate employ-
ment, although he said he would take
the matter under consideration and
inform her as to his decision.

A week later she was in the place
on a small shopping errand, thinking
that before she left she would try
to interview the manager again re-
garding her pet scheme. Before she
had finished her shopping she met the
gentleman in one of the aisles of the
store and he, remembering her, bow-
ed and asked her to please accompany
him to his office as he desired to
speak further to her about her propo-
sition to do advertising work.

“l won’'t offer you employment in
exactly the way you wanted it,” said
the manager after they were seated,
“but | have a slightly different plan
that | think may be of advantage and
that you may try if you feel so in-
clined. It is this: There are a lot of
suburban towns a few miles out that
furnish considerable business to this
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street, and we are not getting as
much of that trade as we think we
should have.

“Now this corner is five miles
nearer to these people than the down-
town district, .and | am sure we can
supply a great many of their wants
if they only know we have the goods.
What | wish you to do is to take our
advertising matter to these towns,
making three to five of them a week.
Out there personal solicitation will
count for a lot more than here in the
city, for the average woman in the
suburban town is not pestered to
death with the continual ringing of
the door bell by all sorts and condi-
tions of peddlers, canvassers, beggars
and book agents. | believe, too, they
will listen to you where they would
not to a man or to a younger woman.
If you want to try it I'll have some
special matter printed adapted to the
suburban trade and send you out with
it as a starter, say, next Thursday.”

The woman of 60 was on hand at
the time appointed. The manager
gave her some final instructions and
handed her a bundle of circulars fresh
from the printer, with sufficient
money to pay her expenses for car
fare and luncheon. The day was
eventful. With few exceptions she
received a kindly welcome to the
many homes whereat she called. It
was not a suburb of millionaires and
upon instructions the woman of 60
ignored its small section of wealthy
residents. “We are not after their
trade,” the manager had said. “They
go to the city on trains and would
not stop outside the loop district to
do their shopping. What we are aft-
er are the ones who ride downtown
on the street cars and who can save
time by dropping off at our corner,
and incidentally, as you will show
them, save money as well.”

The woman of 60 on her first
visit of personal solicitation wore a
neat ready to wear suit of blue cloth.
This she had bought at the store she
was advertising, and more than once
on that visit she called the attention
of the women with whom she talked
to its excellent quality and the low
price she had paid.

Four towns were canvassed the first
week, taking up about six hours each
of four days of the elderly solicitor’'s
time. For this she was paid $1.50
daily in addition to her expenses.
When she entered the manager’s of-
fice the second week to receive in-
structions he greeted her cordially and
said: “Your scheme is a success. We
had more calls for blue suits like the
one you are wearing the last two
days of last week than we ever had
in a month before, and we noticed
an appreciable increase in the num-
ber of customers from the towns that
you visited. Now this week I'd like
to have you go to these towns.”

The manager handed her a type-
written itinerary for five days of that
week.

The woman of 60 has kept up the
work and the employment promises
to be permanent. B. W. Rankin.

Boston, Mass., Y. M. C. A. is to
give a winter course of talks to shoe
workers. The aim is to give to the
workmen a wider and more thorough
knowledge of the industry.

Workers Like To Be Patted on the
Back.

Machinery requires oil now and
then to lubricate its parts and make
each minute piece work perfectly. In
the grind of modern business appre-
ciation is what does most to facili-
tate work in an office. Appreciation
is as necessary to workers as is oil
to machinery.

Appreciation, that quality which
does most to develop ambition and
make successful men, should be fos-
tered, not trampled. Appreciation is
ground under the heel of modern
commercialism, and, although it is
not necessary for a manager of
business continually to be patting
his employes on the back, yet an oc-
casional word of commendation
would be quite worth while.

So frequent is the command, “You
stay to-night,” given a tired clerk,
when the usual closing time comes,
that he seldom knows whether he
will spend his evening home or at the
office.

There is not an employe, man or
woman, who does not resent this au-
tocratic command. In the mad race
for wealth and power men forget that
their tools are human, red blooded
men and sympathetic women, and
their price is not in the envelope each
week. | suppose the challenge to
ordering springs from our forefathers
of '76, but it's there. Employers think
that the pittance they deal out to
their routine help each week is the
reason some work with their whole
soul in their task. Managers think
that should they praise a clerk for do-
ing a task exceptionally well they
might swell his vanity and ruin him
as an employe. Heads of depart-
ments imagine that to not disapprove,
or, in other words, keep a man on the
pay roll, indicates he is doing satis-
factory work. Most men in charge
therefore believe that the only time
to speak to the “help” is when the
“help” has blundered.

There is a price for better work
not gauged by dollars and cents which
the employers could pay if they
would. That price is appreciation,
and until the employer steps down
from the pedestal where his vanity
has placed him and meets his em-
ployes as man meeting man—until he
does that he must content himself
with indifferent help and half hearted
work. No employe is going to take
more than a hang on the pay roll
interest in the business without a

kind word occasionally.

A mechanic gets time and a half
for over-time work and double time
on holidays. Clerical help gets noth-
ing, and the result is that mechanics
are not asked to labor night and day,
but the tired office man works night
after night without a cent of extra
pay. Theoretically he is doing his
employer a favor by working of
evenings, but practically the “you stay
to-night” is an unconditional com-
mand which must be obeyed under
penalty of discharge.

Upon a thorough investigation |
Ifind that the men who work three or

@ four nights until 10 or 11 o’clock each

week besides putting in a strenuous
day are not the men who are get-
ting ahead, and are, in fact, the last
to receive raises in salary. The rea-
son is simple. “All work and no
play makes Jack a dull boy.” Being
dull, not from too much work, but
lack of appreciation the mantle of en-
thusiasm and ambition gradually slips
from weary shoulders, and slowly
but surely we find the body where a
man formerly dwelt. It is not the
work nor the long hours that makes
this being so lifeless, but lack of ap-
preciation from those above him
Had the fire of his enthusiasm been
kindled with a few sticks of sincere
approval he would have been a man
of consequence in his business. Men
are not babies that they require con-
tinual sympathy, but does it not fol-
low that when things go wrong the
employer is not slow in criticising
the erring clerk? Why, therefore,
should he not voice his approval
when the clerk, by meritorious work,
has pushed the pendulum to the other
side? Silence, | suppose the employer
Iconsiders recompense. It isn't.

The preceding lines are not excep-
tional cases, but come from a thor-
ough investigation. Employes all
voice the same sentiment.

Even a horse knows appreciation
and answers its touch.
C. A. Patterson.

A Society Mother.

Rector—And have you any chil-
dren?
Society Woman—Yes; three little

darlings.
Rector—Are they boys or girls?
Society Woman—Dear me! Do you
know, for the moment, | can't remem-
ber?

Lumbermen, Attention

Our Poods are Right in Your Line

We want you to know that we have succeed-

ed in perfecting a granite coated prepared

roofing which we positively guarantee.
should carry it in stock.

samples and prices.

You
Please write us for

H. M. Reynolds Roofing Co. Grand Rapids, Mich.
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PURE FOOD ERA.

Great Stride in the Advance of Civil-
ization.

When at the end of December the
midnight bells rang the old year out
and the new year in, they heralded
the greatest stride in the advance of
civilization ever made in this or any
other country. This appears to many
an extravagant declaration, but when
they pause and consider they will soon
cordially admit its truth and force
Not since the historic bell of Phila-
delphia proclaimed liberty through-
out this land have such glad and wel-
come tidings gone abroad as the
bells of America, from Maine to Cali-

fornia, merrily rung out on New
Year's eve.
The year 1907 ushered in a new

era. full of bright hope and augury,
and the blessed peal that announced
its coming scared, crippled and par-
alyzed some of the most vicious,
merciless and detestable powers of
evil which ever afflicted the human
race.

Let us consider the significance of
the message that is at hand. Ere the
music of the bells shall have ceased
to reverberate and the whistles and
the horns to toot, the baffled and
dethroned demon of impure food
was scurrying to join in darkness
and fondness his fellow fiends, Baal
and Moloch, the murderers of chil-
dren, and the angel of health spread
his protecting wings over the land.

I refer to the pure food law of the
United States.

Well and properly administered,
that law can not fail to work an im-
mense improvement in the condition
of the general people, to elevate and
dignify the tone of the nation. It is
indeed high time for it to come, for
serious and pressing is the need of
it. If there is one thing in the world
that needs looking after and repairing
it is the American stomach. It has
long been the most abused and out-
raged of organs, with the result that
we have almost become a nation of
dyspeptics. It has been the victim
of legalized wholesale poisoners be-
fore whom the Rorgias of Italy and
all other infamous toxicologists of
history fade into utter insignificance.
There is no more ominous and ap-
palling sight in the world than the
innumerable red lights that flash from
the drug stores of American cities;
they are the danger signals that tell
every citizen of the continual menace
to health and life that lurks in his
daily food, and their color symbolizes
the blood of countless victims that
have been poisoned and slain.

The world keeps moving and the
march of science and civilization
goes on over shams, frauds and hum-
bugs of every kind. Without reviv-
ing the days when every man smok-
ed his own bacon and grew his own
cabbage, we are getting so that every
man may obtain genuine and whole-
some diet, be he carnivorous or vege-
tarian, that every man may know
what he is eating, even if he be
newly married and his wife does the
cooking. The era of the wooden nut-
meg is gone, the era of the painted
strawberry is going. The clouds of
gastronomic doubt and danger drift
away behind; the sun of health and
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digestion glows in front; and soon,
according to the signs, we may reach
the happy period when the food col-
or artists cease from troubling and
the adulterators are at rest.

P. M. Hanney.

Observations of a Gotham Egg Man.

We have reached that very uncer-
tain period in the egg market when
everybody is more or less “at sea”
in their ideas as to future probabili-
ties. Up to about the middle of De-
cember holders of reserve stock who
have a fair knowledge of the quantity
on hand, the scale of consumptive
demand and the amount of stock
moving to the distributing markets,
can figure with some assurance upon
the rate of storage reduction and
form a reasonable opinion as to the
probable course of values. But from
the middle of December onward the
conditions are so dependent upon the
weather conditions in the interior
that the most important element of
the calculation is missing and the
only dealers who have any very pro-
nounced belief in future conditions
are those who “feel it in their bones”
that we shall have a hard (or a mildl
winter, or who depend for their opin-
ions upon Mr. De Voe, the ground
hog, or the fur on the cat.

As a matter of fact it is fair to sup-
pose that a mild December increases
egg production because the fowls are
then generally recovered from the
molt and the spring pullets are gen-
erally reaching an egg laying matur-
ity. And when we have a mild De-
cember it almost invariably follows
that we have a decline in fresh egg
prices such as has recently occurred,
owing to the indisposition of dis-
tributing merchants to carry any sur-
plus except on a speculative basis.
But in such fluctuations of value
there is always a “gambler’s chance.”
December weather is not a safe crite-
rion for the season and after its close
there are still two months liable to
scarcity and high prices.

So it is quite natural that the spec-
ulative feeling (which alone can de-
termine the tone of the markets so
long as a surplus is being carried)
should fluctuate with the passing

Cut No. 19B
One of 50 Styles

weather conditions in the interior,
and when the general character of
these conditions for the future will
have so controlling an influence that
there is little basis for predictions.

Reports as to storage holdings in-
qdicate that the reduction of stock has
lately been going on at a somewhat
lower rate and it is atow probable
|that the quantity remaining unsold
at the close of the year, at the lead-
ing markets, will be greater than
formerly calculated on. It looks now
as though New York would carry
over somewhere about 1x5,000 to 120,-
000 cases and that the four leading
markets would still have somewhere
|between 350,000 and 375,000 cases. But
this would be a very large decrease
from the quantity carried over last
year and would probably not prove
to be much more than could be closed
jout during the month of January un-
less there should be a very unusual
increase in the supply of fresh stock.

We notice a considerable discrepan-
cy in the report of egg receipts at
Boston as given by the Chamber of
Commerce and the Fruit and Produce
Exchange of that city. For the week
ending December 15 the Fruit and
Produce Exchange reported receipts
of 10,889 cases, while the Chamber of
Commerce reported 18,528 cases for
the same period. Such conflicting
reports are unfortunate to say the
least and it is evident that one or
both of them must be considerably
in error. The compilation of statis-
tics of receipts is an important mat-
ter to the trade and in any large city
it is one of much difficulty ;it would
seem that our Boston friends are
making a mistake in supporting two
independent receipt-collecting agen-
cies, each of which must be far less
efficient and trustworthy than a com-
bination of both would be. We pre-
sume that the fields covered by the
Chamber of Commerce and the Fruit
and Produce Exchange are very dif-
ferent but can see no reason why
these institutions should not co-oper-

competent head it is safe to say they
would both get better service. We
should be glad of comment upon this
suggestion by any of our Boston
friends.—N. Y. Produce Review.

Wanted Something That
Gorgeous.

“Just a little something for a San-
ta Claus present, you know,” he said
to the salesman in the jewelry store
a week before Christmas.

“Something pretty nice?”
queried in reply.

“Well, something that looks rath-
er gorgeous but doesn’'t cost too
much. | had some thoughts of a
sunburst. | was told that you had
them here at $15 that couldn’'t be
told from real diamonds.”

“Yes, we have them of rhinestones.
Here is one with twenty-four stones
in it. Isn’t it a beauty?”

“It certainly is. Do you think any
young lady could— could—"

“Could tell the difference between
this and real diamonds? Young man,
don’t you make any mistake. If you
have a grandmother 90 years old and
deaf and blind and on her dying bed,
you can safely buy this for her and
she will die blessing you, but if you
are buying to present to a young
lady, don’t try any fake business.”

“But I—I1—"

“Yes, | know, but don’'t do it. The
young lady you're engaged to has
been in twenty times during the
month looking over our rhinestone
jewelry, and by this time she knows
every piece by sight.”

Looked

was

“What! Do they go about doing
that?”
“Invariably, my son. The up-to-

date girl is taking no chances. Hand
one of them a rhinestone sunburst
in a velvet case as a Santa Claus
present and assure her at the same
time that you can not live without
her, and she’ll hand you over $15 in
cash and tell you to be careful not
to slip as you go down the front
steps. If you can’'t do better, then

1 ate in their machinery for gatheringget yourself sent up for thirty days.

such statistics. If they should get
together in organizing a clerical de-
|partment for the purpose under a

Then you want a
BOWSER PERFECT
SELF - MEASURING
OIL TANK. With it

We want every grocer to send for
Catalog M

there're no loss of oil,
time or labor, no dirt,

no smell.

Then she will expect nothing, and
you can continue to play poker with
her father.” Joe Kerr.

S. F. Bowser & Co.

INCORPORATED

Mfrs. of Kerosene and Gasolene Tanks

FORT WAYNE, 1ND.



Wykes-Schroeder Co. Succeeded By
Two New Combinations.

On account of the remarkable
growth of both branches of its busi-
ness, making necessary more commo-
dious quarters and increased facili-
ties for the handling of goods, the
corporation of Wykes-Schroeder Co.,
manufacturer and dealer in grain,
flour and mill products, and dealer

in coal, lime, cement, etc., was suc-
ceeded January | by two distinct
business organizations.

The Wykes-Schroeder Co. was

incorporated five years ago, at that

Thos. E. Wykes

time succeeding Thos. E. Wykes in
the grain and fuel business, which he
had conducted since 1883. Each year
the volume of business has increased
until the present facilities are inade-
quate, and the stockholders have de-
cided to divide their interests in or-
der that each branch of the business
may be still further developed.
Thomas E. Wykes and Claude P.
Wykes will take over the wholesale
flour, grain and mill products branch

Claude P. Wykes

of the business and conduct it as an
equal partnership. The new firm will
be known as Wykes & Co., and will
retain the present location at the cor-
ner of Wealthy avenue and South
lonia street. Extensive improve-
ments will be made in the machinery
and the storage capacity largely in-
creased, which will give the firm ex-
ceptional advantages for caring for its
growing trade in this line.

Thos. E. Wykes and George P.
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Schroeder will continue the fuel and
building material business as princi-
pal stockholders, retaining the incor-
porated name of Wykes-Schroeder
Co. This firm will open an office
under the OId National Bank and
erect a modern warehouse and coal
sheds on the railroad in the heart of
the city.

It is the intention of the new firms
to continue with the same general
policy as was pursued by the old firm
in the past.

Suckers Can Not Masquerade
Whitefish.

Bay City, Dec. 30—When the Na-
tional pure food law goes into ef-

fect to-morrow, it is going to have

as

a serious influence on one of the
thriving industries of the Great
Lakes. For years wholesale fish

dealers have been beheading, clean-
ing and salting the common sucker,
about the poorest thing in the shape
of an edible fish that is caught, and
by means of a stencil converting it
into “family whitefish,” or “Canada
whitefish,” or just plain “salt white-
fish,” and thousands of tons of such
misbranded suckers have been sold
to the unsophisticated people of the
inland towns of the country as gen-
uine whitefish. Some of the dealers
have planned to continue this mis-
branding of their output, claiming
that where the suckers are sold as
“whitefish” they are known only as
such, that the name of the fish is a
local one, and that the pure food law
can not be invoked to prevent this
juggling with the name of the fish,
and suckers will continue to mas-
querade as whitefish on the tables
of people in inland towns until the
dealers are told plainly that they must
stop the practice of many years.

A Spoiled Nature.

Luther Burbank, the plant wizard,
showed last month to the students
of Stanford University an apple that
was sweet on one side and sour on
the other.

“This apple shows us,” Mr. Bur-
bank said, “how different treatments
will have different effects. It shows
how environment causes the most
radical changes.”

He smiled.

“As in apples, so in men,” he said.
“There used to live in Santa Rosa a
good, kind man, but unfortunately he
married a shrewdish wife, and the
woman changed his nature.

“One morning, after his wife had
called him a good-for-nothing loafer
and snatched his breakfast away, he
started off, hungry and sore, for work.

“A sour-looking woman entered
the car he was on. She got into a
violent dispute with the conductor
over her change. Finally, red with
rage, she looked about her and said:

“‘Is there a gentleman in this car
who will stand by and see a lady in-
sulted ?

The hungry man whose nature had
been spoiled rose eagerly.

“‘Yes, madam,’ he said, ‘I will.” *

A Philadelphia man who compels
his children to bathe in ice water and
to go barefoot in the coldest weather,
has been arrested and pleads that he
believes in Spartan training and that
he is in no wise cruel. He has plenty
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of money and could easily satisfy his We want competent

desires, but it appears that he con- Apple and Potato Buyers
fines has desire for the Spartan life to to correspond with us.

his children. The Spartans had a way h. ELIIER riOSELEY & CO.

of their own for dealing with such 504, 506, 508 Wm. Alden Smith Bldg.
men as he. GRAND RAPIDS, MICH.

Established 1872

Buy the Best

Jennings’
Flavoring Extracts

Known and used by the consuming public for
the past 34 years. The Jennings brand is
worth 100 per cent, in your stock all the time.
We shall hope for a continuance of your
orders during 1907, assuring you of a square
deal at all times, jt jt Jk Ji jJH 1

Jennings Manufacturing Co.

Owners of the
Jennings Flavoring Extract Co.

19 and 21 South Ottawa St. Grand Rapids

No Book-
Keeping
When
YouWant
to Go
to Bed

To most retail merchants the bookkeeping is the biggest nuisance con-
nected with their business. They put in odd minutes at it, and it gets done
in a slip-shod fashion which is a constant handicap and thorn in the flesh.

If you will adopt the Keith Credit System your bookkeeping troubles
will be over. The Keith System keeps all your accounts and keeps them
up to the last sale, with practically no bookkeeping at all. The whole thing
is done with one entry made when you sell the goods. No posting in ledger,
nothing else whatever but that one simple entry. You have each cus-
tomer’s account up to the minute you look at it, and with really less trouble
than you now spend on the order slip alone.

Simple Account Salesbook Co.

Fremont, Ohio
Successors to the Keith Credit Register Co., Mansfield, Ohio
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Why Eggs Should Always Be Sold
by Weight.

We hear and read a great deal now-
a-days about selling eggs by weight
instead of by the dozen, as they are
now almost universally sold. And the
time is probably not far distant when
this method will be adopted. Some
advocate that laws should be passed
regulating the matter, and others
think that the producers should “form
a union” and demand that the con-
sumer pay for his eggs in this more
reasonable and satisfactory manner.
The question has been agitated by
writers of the poultry press for many
years, but this agitation has been too
spasmodic and half-hearted. It is a
system that is bound to win because
the argument is all for it, and the
louder we demand it and the more of
us that pull together on the subject,
the sooner we will have it.

The farmer does not drive his hogs
to market and get the same price
for each one, whether it weighs 300
or 400 pounds; nor does he get $10
for a load of hay, whether it weighs
a ton or a ton and a half; neither does
he sell his grain by the acre or his
apples at so much per tree; and how
would it seem to sell milk at so
much per cow? The farmer sells his
milk by the pound or quart, and more
than that, if sold at a creamery it
has to be tested for butter-fat and
priced according to test. The stat-
utes fix a definite weight for a bushel
of potatoes or for a bushel of any of
the different grains.

It is not right that some such plan
is not adopted for selling eggs. The
lowa State Legislature has recently
passed a law fixing the official weight
of eggs at twenty-four ounces per
dozen, and now in that State the pur-
chaser of eggs can demand that each
dozen he buys must weigh out or
that the price be made accordingly.
This is one step in the right direc-
tion, but a much less complicated
plan would be to simply sell them
by the pound. By the former plan
the eggs must be both counted and
weighed, and then a lot of figuring
has to be done first to find
out how much a lot averages per
dozen; then take the fixed weight and
the current price and figure again. If
you are a retail grocer, you will have
to count, weigh and figure these same
eggs all over again, and if you have
much business you will need an ex-
tra clerk for the extra work.

The simplest way is always the
best. Weigh the farmer’s basket of
eggs, empty and weigh the basket or
other receptacle in which they were
delivered, subtract from the whole
weight, multiply by the price per
pound and the whole thing is done—
quicker and easier than countingl and
with less chance for error.

Under the present system there is
no incentive for producing large eggs
unless the producer has a private
trade and can get a special price for
such eggs. There is no doubt that
it costs more to produce a large egg
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than a small one. The contents of
an egg are the concentration of cer-
tain elements extracted from the food
eaten by the hen, and it certainly
takes more food to furnish those ele-
ments for a large egg than for a
small one. So that the smaller the
eggs the more profit there is in sell-
ing them by the dozen. It is esti-
mated that it costs on an average, the
country over, 8 cents per dozen to
produce eggs. If the average weight
per dozen is twenty-four ounces, the
average cost per ounce is one-third
of a cent. If a dozen eggs weigh
only twenty ounces, the cost of pro-
duction would be only 6% cents,
while if they weigh twenty-eight
ounces the cost would be 9% cents,
so that the producer of the smaller
eggs would have the better of the
other producer by 2°$ cents per
dozen.

To go a little further into the sub-
ject we give the following figures
from an actual test: Two dozen eggs
were bought from a grocer and
weighed carefully. They weighed
42% ounces or an average of 21 3-16
ounces per dozen. Then each egg
was weighed separately and the
heaviest weighed 2*4 ounces and the
lightest ounces, a difference of
Zi of an ounce. The heaviest dozen
weighed 237~ ounces and the other
dozen 18% ounces, a difference of
nearly 5 ounces. Then we figured
that a dozen like the heaviest egg
would weigh 27 ounces and a dozen
like the lightest would weigh i6j4
ounces, a difference of ioj4 ounces.
Then, if eggs were selling at 18 cents
per dozen with a standard weight of
24 ounces to the dozen, the 27-ounce
eggs would bring 1934 cents and the
i6i4-ounce eggs 12~ cents, making a
difference of nearly 7 cents in the ac-
tual value of two lots of eggs. Are
these figures not enough to con-
vince any one of the injustice of sell-
ing eggs by the dozen?

Now let us do some more figuring
and see if it is not an injustice to the
hen that produces the largest eggs.
If we were selling by weight and
the hen producing 2%-ounce eggs
lays 100 eggs per year, the hen lay-
ing the 1:;4-ounce eggs would have
to lay 163 eggs per year to be of
equal value. By selling eggs by
weight, the poultryman could breed
for large eggs, cut down the size of
his flock, have much less work to do
in caring for his fowls and market-
ing the eggs, and make just as much
money.

Then there is another very impor-
tant point in favor of - the weight
method. By breeding for large eggs
the poultryman will have large hens
that will bring a great deal more in
the market for meat when he is
through with them as layers, and his
roosters also being large can likewise
be sold at a proportionate profit.

We need not mention the consumer
in the discussion, for there is no
doubt at all about his being on the
right side of the question. So that
any way you figure it, the writer
thinks there is no justice in selling
eggs any way but by weight.—Poul-
try Standard.

Man’s accomplishments are best
shown after a good dinner.

Tjesior Hogs and Veal

Also for Batter, Eggs and Poultry. (Ship us only cornfed pork.)
Money Right Back

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

BEANS AND EVAPORATED APPLES

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

outright or handle on commission.

JOHN R ADAMS & QO 3 Wabash Ave, Chicago, 111

C. D. Crittenden Co.
CRANBERRIES

Write for Prices.

Both Phones 1300 3 N. lonia St., Qrand Rapids, Mich.

Butter, Eggs, Potatoes and Beans

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

R. HIRT. JR.. DETROIT. MICH.

Egg Cases and Egg Case Fillers

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

L. J. SMITH & CO., Eaton Rapids, Mich.

Redland Navel Oranges

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

THE VINKEMULDER COMPANY

41.1t Ottawa St ORAND RAPIDS, MICH.

Clover and Timothy

All orders filled promptly at market value.

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



Meat Preserved for Ages.

Now the cry is going about that
meats from the cold storage ware-
houses arc not fit for human food,
that chicken, beef and other cold
storage products are putrid, contain
bacteria and all the other germs that
the various writers of the articles
about cold storage happen to have
in their vocabularies. The authori-
ties, however, have had the best
chemists and “germ hunters” of their
city investigate the meats stored in
the warehouses and when they have
investigated for six months, one year,
six years, they find no differences in
that meat from meat just slaughtered.
Some of the hostile crew declare that
there is not sufficient knowledge in
the heads of chemists to detect the
changes that have taken place in the
meat while in storage and some of
them are busying their brains to in-
vent some method by which the meat
can be proved to be bad. Perhaps
they will prove to themselves at least
that the meat is bad, for hundreds of
men have satisfied themselves that
they have invented perpetual motion.
Cold has for many years been recog-
nized as a perfect preservative of all
kinds of meat and there is no evi-
dence as yet to the contrary. It is
also a historical fact that a large ani-
mal with long hair somewhat simi-
lar to the American buffalo, but for
ages extinct, formerly roamed over
the vast plains of Siberia, Northern
Asia. In that part of the world the
cold is intense and the weather is al-
ways freezing. Yet there are marshes
and great holes which become filled
sometimes with a soft mud from the
overflow of the great rivers that have
their rise in the warmer portions of
the northern parts of this great plain.
In different portions of the northern
.parts of this great plain hundreds of
these animals have been caught in
the marshy places before there was
time for these marshes to freeze. Of
course the animals coidd not get
out and became frozen in the water-
like mud. For how many hundred
years these animals have been thus
embedded in the frozen sepulcher no
man knows, but it is a well known
fact to men of education that fre-
quently these animals are taken out
in an excellent state-of preservation
and are frequently eaten by the Si-
berians. Thus Siberians eat the meat
of an animal that has been extinct
for ages and that may have become
entombed for ages before this partic-
ular class of animals became extinct.
Yet during this time cold has been
sufficient to prevent decay, or the de-
velopment of bacteria, or any of
the other dangerous things that are
troubling some of the Chicago health
officers.— Butchers' Advocate.

Searching for the Lost Atlantis.
Christopher  Columbuses  appear
every year to discover the world of

ESTABLISHED
less

WEALTHY AVE. AND S.
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the prehistoric Southern continent
whose story is chronicled in the leg-
ends of Atlantis and in occult lore. It
is the Brazilian movement to find the
extent and value of its coal deposits
that has developed some of the latest
scientific  information  about the
Southern hemisphere, and has furn-
ished further proof of the one time
existence of a great Southern conti-
nent, which included South America,
South Africa and Australia. The
commission, led by Dr. White, of W
Virginia, has added largely to the
paleontology of the world with the
new species found in Brazil. Among
the vegetable fossils collected by the
commission were included three dis-
tinct genera and many more new
species. The reptilian fossil which
was found in the petroleum bearing
block schist at Iraty, in the State of
Parana, is one of an entirely new
genera here, and of which only one
other is known, and that existed,in
South Africa. The vegetable fossils
as well as this reptile fossil show
that the Permo-carboniferous forma-
tion of the south of Brazil is identical
with that of South Affica, the south
of India and Australia, and is a furth-
er element of proof of the existence
during the Permo-carboniferous pe-
riod of the vast continent which Prof.
Suess, who formulated the hypothesis
of its existence, called the continent
of Grtidevana, and which was com-
posed of South America, South Afri-
ca, Southern India, Australia and the
Antarctic lands. The study of the
geology and paleontology of Brazil
has been so incomplete heretofore
that these present discoveries are of
rare value.

Peacocks for Food.

The peacock can not well be recom-
mended as a market bird—it is too
tender in early youth, too slow in
reaching maturity. But as a choice
rarity, the crown and cap-sheaf of a
country gentleman’s feast, it is un-
approached, and unapproachable. This
was well understood throughout the
age of chivalry—hence the knightly
oath: “By the peacock, the heronshaw
and the ladies!” Whoever swore thus
was trebly bound to keep his vow.
Turkeys had not yet come out of the
Western world to conquer a place
among the “noble” birds which alone
were held worthy of being served to
royalty. The swan and the peacock
were the chiefest of them and bore
rule even beyond the days of Queen
Elizabeth. At the Christmasings the
peacock came in in state, the same as
the boar’'s head and the brawn.—
Country Life in America.

When it costs some rich people so
much to live, we are apt to wonder
why they do if.

The matchmaker is often disguised
as a chaperon.
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Wolverine
Show Case &

Fixture Co.
47 First Ave.
Grand Rapids, Mich.

Get in your orders now. Write for catalogue.
prompt shipment on any goods in our line.

We are prepared to make

You Don’t Have to Worry
about your money—or the price you will H A H
tret—when you shig yoursmal‘l)lotsoxt fancy them at pleasing prices—in our Candling
fresh eggs fo us. Dept. we Want Your Business

L. 0. SNEDECOR & SON, Egg Receivers, 36 Harrison St., New York

Established 1865. We honor sight drafts after exchange of references.

Nevermind how the market goes—if you
can ship us fancy fresh stock can ‘use

W. C. Rea A.j. Witzig

REA & WITZIG

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

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

RBFBRBNCBS
Marine National Bank, Commercial Agents, %ﬁpress Companies; Trade Papers and Hundreds <f
ipper:

Established 1873

ESTABLISHED 1876

We Buy We Sell All Kinds
White Beans, Field Seeds,
Red Kidney Beans, Peas, Beans,
Peas, Potatoes, Onions, Apples,

Apples, Clover Seed.
Send us your orders.

Onions, Potatoes.
If wishing to sell or buy, communicate with us.

MOSELEY BROS WHOLESALE DEALERS AND SHIPPERS
Office and Warehouse Second Ave. and Railroad.
BOTH PHONES 1217 GRAND RAPIDS, MICH.

Butter

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

send.

American Farm Products Co.

Owosso, Mich.
£. F. DUDLEY, Manager

THOS. E. WYKES
claude p. wykes

Ob vyl/y/,

SUCCESSORS TO WYKES-SCHROEDER CO.

wrotesae peaers n' FLOUR, GRAIN & MILL-PRODUCTS

IONIA ST.

GRAND RAPIDS, MICH.
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Weekly Market Review of the Prin-
cipal Staples.
Domestics—The real strength of
the market situation practically cen-
ters around domestics. The call for
all classes of these goods has no
known equal. Some lines of ging-
hams are sold up to all intents and
purposes for a year ahead. Other
lines range along at regular intervals
at a comparatively short distance.
Tickings and denims are fast ap-
proaching an equally well-sold condi-
tion and in some cases sellers have
nothing to offer in these fabrics. The
general strength of the market is re-
flected not a little in the demand for
heavy cottons, which, as a matter of
fact, has worked itself up to a very
satisfactory position. Quiltings and
kindred fabrics are also listed among
the goods that are now well sold.
To be sure, it is drawing toward the
latter part of the season for these
goods and the demand for the mo-
ment is necessarily quiet, as is the
general case elsewhere. Anticipa-
tions for the week indicate the usual
degree of quiet that is apparent at

this time.

Bleached Goods — Have scored
further advances during the past
week, a fact which compulsory buy-
ers do not at all relish. However,
as they must have the goods they
are paying the prices, but not without
more or less objection. Operations
tliat are being conducted at the new
level of prices are for deliveries in
August or the balance of the year.
It is here also that buyers show the
most anxiety about deliveries and
hesitate to place orders until they
find out which, under conditions, is
the best possible. Sellers of one of
the best known tickets state that they
will take orders with the understand-
ing only that the price is made at the
time of delivery. This statement
shows the strength of their position,
which in point of fact is the greatest
in their history.

Broadcloths— Are looked upon as a
general favorite everywhere. The
present season has shown such a
ready and enormous demand that
every one feels justified in proclaim-
ing such as his belief. Had there
been any let-up of sufficiently large
proportions, the case might have been
different. The market for spring ma-
terials is very quiet, a sample piece
here and there being all that is com-
ing forward. Nothing as yet is heard
from the garment maker, although
his product is being shown. It is here
also that the recent inclemency of
the weather has interfered more or
less. Not a great deal is expected,
however, until after the first week
in January, when interest will again
center in this direction. No more
is satisfactorily known about the fu-
ture possibilities of the spring market
than was known before.

Dress Goods—The market can not
be considered at all busy, although
some openings for the fall season
have been made. Buyers are not yet
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ready to look at fabrics of this char-
acter, and the chances are that the
bulk of the showings will be with-
held until after the first of the year.
The state of the weather is a larger
factor in women’s wear buying than
in men’s, and recently the weather
has been so unpropitious that open-
ings are not extensive. It is not,
however, a time when dress goods
are active in the current market, so
that naturally little can be looked for,
so far as the fuure is concerned, for a
couple of weeks. Regarding the out-
come of woolen fabrics for the fall
season sellers are very optimistic. It
is believed in some quarter™ that they
will be the leading fabrics.

Underwear—All desirable merchan-
dise, so far as underwear is concern-
ed, is now well under order. There
remain practically only the sub-stand-
ard lines to order from. Certain of
the latter, however, are also well sit-
uated, and many sellers now regret
that the openings were made as soon
as they were. Not that it injured
business any, but, on the contrary,
there were some lines which it seem-
ed as though buyers could not get
soon enough. In most instances the
selling commenced six weeks earlier
than ever before, and increased in
volume to such an extent that sellers
had difficulty in drawing the line for
duplicates where such is the rule of
the house. It required no little de-
termination last season to draw this
line, but this season buyers seemed
more insistent than ever. No effort
was made on the part of sellers gen-
erally to open up new avenues of
outlet for goods, they being satis-
fied to go, as a rule, to their regular
customers, and they found plenty to
do at that. The other lines referred
to are also doing a very good busi-
ness at the present time. Had they
so desired, mills making the best
class of goods could easily have sold
up their entire output as those mills
that leave no reservation for dupli-
cates have done so. Upon the ad-
visability of this, however, there is a
difference of opinion, as the controll-
ing conditions are peculiar to the re-
spective individuals.

Hosier}"— Stock taking is the most
important thing on the buyer’'s mind
at the present time, and after this is
completed, he will be in better shape
to know what to do, as he will have a
fuller understanding of his wants.
Little improvement is looked for un-
til after the first of the year, as the
stock taking itself will occupy this
week and next. However, good re-
turns are being received from the men
on the road, particularly from the
Wet. This section of the country has
come to be one from which sellers
expect to get the best results, and to
which they cater the most. The rea-
son for this is the fact that mer-
chants in the West buy more quickly,
and with a view to supplying their
wants. Nearly all lines of fall ho-|
siery are now in a satisfactory posi-
tion. Here and there a line is with-
drawn on which a very satisfactory
business has been done. Most, if not |
all, of the Eastern mills making cas-
simere hosiery are nearly sold up;
there are still, however, some very
desirable goods to be had. Woolen
hosiery is moving along slowly; a

For Spring Business

Early in January our traveling men will start out with

complete new sample lines of

Staple Dry Goods

Fancy Goods and Notions
For Spring Trade

We take this opportunity to thank you for past patronage
and assure you that 1907 will find us better prepared than ever
before to serve your interests. For months past markets have
been firm, marking a steady advance in prices on all kinds of
goods, especially cotton goods. Goods are hard to get and
shipments are slow.

We were fortunate, however, in contracting before
the advance for very large quantities, which are now
worth-—many lines— 15 to 20 per cent, more than we own them
at. This special advantage we are going to share with
you in the excellent values we are going to offer you.
Look Over Our Agents’ New Line of Samples

Write us at any time for descriptions of new goods and
price quotations—
And wishing you the compliments of the season, we are,

Yours very truly,

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

Grand Rapids
Dry Goods Co.

Exclusively Wholesale

Grand Rapids, Mich.

See Our
Spring Line
Before
Placing Your Order



good business has been done, but the
balance will be done after the first
of the year. The holiday week does
not, as a rule, produce anything of
importance in any of the dry goods
markets. Although fleeced hosiery
sellers started out much later than
the balance of the trade, all reputable
mills making this class of goods are
now two-thirds sold up for the com-
ing season. The trade has been ex-
cellent, and in every way satisfactory.
Buyers have recently shown signs of
bestirring themselves on the question
of reorders for the spring season.
They, however, find things little to
their liking, as some lines are very
scarce indeed; 144-needle, 1 pound,
4-ounce standards are the most close-
ly sold of all lines. Some sellers, tak-
ing advantage of this, are asking an
advance of 5c over the former price
of 60c. These goods are very popu-
lar, and are in great demand. They
are more serviceable than the finer
gauges, and serve the practical pur-
pose.

Fads and Fashions Set Forth by a
Gotham Observer.

The horse show and opera season,
according to the tradition of some
years’ standing, affords a clear con-
ception of correct fashions for mere
man, and brings to the fore such in-
novations and modifications in dress
as conform to the requirements of
the mode, and which, while injecting
a sipice of novelty, are none the less
tasty. It is a fact, nevertheless, that
the fashions depicted at the horse
show may be all things to all men
The man who recognizes that any-
thing which offends good taste, even
to the slightest degree, and any gar-
ment or accessory which is bizarre
or theatrical, is not good form in
formal or semi-formal dress, has no
difficulty in singling out the individ-
uals whose habiliments afford the
truest exemplification of the present-
day mode. The individual, however,
who attends this function with a
view to posting up on things per-
taining to the mode, and lacks the
ability to distinguish the fine gold
from the tinsel, is apt to leave with
a very distorted view of what is cor-
rect and proper.

Where the gentleman to the manner
born, the newly rich vainly trying to
inject himself into polite society, the
sporting individual with his love of
theatrical effect, and the Johnny Boy
from the broker’s office are all
brought together under one roof, as
happens at the horse or clothes show,
it is not surprising that the varied
essays to typify the mode prove in-
congruous, and run from the sub-
lime to the ridiculous. It seems to be
an absolute impossibility to impress
on many individuals that there are a
time and place for the wearing of
certain garments, and that any in-
fraction of the established rule is an
offense that indicates the ill-bred.
Take the tuxedo or dinner jacket, for
instance. When will men who pride
themselves on discernment and proper
poise learn that this is strictly an in-
formal garment which should not,
under any circumstances, be made to
take the place of the full dress coat
in a public assemblage of mixed
company? There were a great many
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who offended in the matter of wear-
ing the tuxedo. Perhaps these of-
fenses are largely explained by the
fact that New York society is some-
what less formal in its habiliments
than was the case a few years back.
The fact, however, that certain of the
exhibitors, both in and out of the rec-
ognized smart set, appeared in earlier
portions of the 'days arrayed in
tweeds, in sack morning or lounge
suits, derby hats, and more or less
bright-hued neckwear afforded no
excuse for the infractions of good
taste that were evidenced in connec-
tion with the dress affected by many
self-appointed fashion plates during
that portion of the day, or rather
evening and night, when strict for-
mality in dress was demanded.

The morning coat gave evidence
of greater popularity than ever be-
fore, being a fitting and effective
change garment with the full frock,
or Prince Albert, as it is sometimes
vulgarly termed. Current models of
the morning coat, which are affected
by careful dressers, while reflecting
a reasonable width of shoulder, are
not conspicuously padded, having, in
fact, little, if any, of that artificial
or fictitious breadth which has been
noted in many garments of the year
past. There is an evidence of good
chest room. The garment is cut to
give a fairly well-defined waist line,
although in no way suggesting cor-
set-like contraction, the waist line be-
ing fairly short in front. The skirt
is long, reaching to within an inch
and a half or two inches of the knee,
and is fairly flaring in cut. The gar-
ment serves to make the figure of the
wearer appear lithe and slender. The
lapels fall back in a soft roll. The
garment may be either plain-edged or
braid-trimmed, according to prefer-
ence. The trousers may be cither of
the same material as the coat, or may
be of fancy design. When the coat
and trousers are of the same mate-
rial, the fancy waistcoat affords the
desired contrast, but where the trous-
ers differ in material from the coat,
obviously a fancy waistcoat would be
out of place. The full frock gar-
ment affected by men recognized for
their tasteful dressing was, like the
morning coat, moderate in its should-
er breadth, and was cut somewhat
more closely in to the figure, giving
it a clearly defined, but not over-
done, waist line effect.

Aside from a slightly narrower cut
to the skirt, there was comparatively
little change to be noted in the gen-
eral outline and conformation of the
full dress coat. It is only in the
minor details that this garment chang-
es from season to season. The la-
pels fall back in a soft, graceful roll.
Like the informal coats, the should-
ers lack padding more or less com-
pletely. The waist line is well defin-
ed, without being too pronounced.

A prominent member of the young-
er set in the Four Hundred was not-
ed, late one afternoon, during the
horse show, going the rounds of the
boxes attired in a perfectly fitting
frock, reaching to about an inch and
a half of his knees, and having a
fairly well-defined, but by no means
pronounced waist line. The waist-
coat was of dark material, and the
shirt a plaited bosom creation of the

fancy stripe order, neat and incon-
spicuous. The collar was of the deep,
double band type, and the tie an olive
green four-in-hand, in which reposed
an inconspicuous pin. His gloves
were dark.

In the matter of waistcoats there
was a striking evidence of the ex-
tent to which the craze for fancy
creations has developed. There were
two or three points in which the ma-
jority of garments worn were in
accord, and that was the long V-
shape front, the more or less clearly
inverted V opening at the bottom,
and the single-breasted feature. They
were worn both with and without la-
pels, and the collar peaks were both
blunt and sharp, pointing upward and
downward. Some models had long,
narrow lapels with no suggestion of
a peak, etc., thereby contributing to
the long figure effect. There were
one, two, three, four and five button
models, and the materials ranged
from plain color effects to striped,
figured, plaid and embroidered crea-
tions.

The newest waistcoats for evening
wear have a V front, a collar which
has no peak, but a rounded outline.
They have three buttons which are
preferably of mother of pearl, moon-
stone or enamel, although in some
cases the younger men still cling to
the gold buttons. Good taste hardly
permits the latter, however. The ma-
terials are silk and pique. The moire

and woven silk effects are losing
caste in favor of the less showy
pique. While jeweled buttons are

worn on waistcoats, with the dinner
jacket, they, of course, have no place
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in full dress. Plain colored waist-
coats are frequently braid bound, and
present a very effective appearance.

It is noted in many cases that the
figure in the shirt front matches the
waistcoat. These shirts are made of
fine novelty linen and cotton fabrics.
Although the plain shirt is still pref-
erable for evening wear, it is noted
that linen pique, either with a fine
rib or with small figure effect, s
sometimes worn. The correct dress
collar is the poke. Dress gloves are
white, and inconspicuously stitched.
Handkerchiefs are of white linen,
with accompanying monogram in
white. Boots for formal wear are
of varnished calf or patent leather of
the button variety. The silk topper
is of course the correct head-piece
for wear on ceremonious occasions.
It was noted that there were fewer
opera hats worn at the horse show
than in some past years. Thus we
are able to note a certain degree of
progress, anyway. This style of
headgear, as its name implies, was
designed particularly for the theater.
To wear it on formal occasions is a
breach of good form. The silk hat
is somewhat flatter of brim this sea-
son.

It is always better to lead a man
than to carry him.

HATS e

For Ladies, Misses and Children

Corl(Knott & Co.,'Ltd.
20. 22. 24. 26 N. DlIv. St.. Grand Rapid*

Edson, Moore & Co.

WHOLESALE DRY GOODS
DETROIT, MICH.

It is conceded that 1907 will

prove a banner WHITE

GOODS year, and we advise the retail merchants of Michi-

stocked for
Goods and Linen sales.

gan to be well

January and February White

Our line of White Goods is varied and complete, show-
ing among the accepted plain fabrics the soft finished Mer-

cerized Chiffonettes,

Batistes,

Mulls and Persian Lawns;

and among the fancies Mercerized Chiffon Finished Mull
Plaids and Checks, Broderie Anglaise and Linon Embroid-

eries.
much in demand.
Although the

Table Damasks, Napkins,
our well-known brand
all numbers at practically old

All of these are desirable and popular and will

linen market has
were early and large buyers and are
care of the wants of our customers, at reasonable prices,
Towels,
“ Flax-All” bleached

be

largely advanced we
in a position to take
on
We offer
Irish Crashes in
prices, and urge a liberal pur-

Crashes, etc.

chase of these goods at this time.

EDSON, MOORE & CO.
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OLD TIME TRICKS.

How Some Traveling Salesmen Se-
cured Orders.

If the drummer’s lot falls in the
regions of plenty of good, consistent
railroad service it is easy compared
to what it will be if his territory is
a new one with few railroads. While
the territory in which the salesman is
forced to resort to stage and team
travel is rapidly vanishing in this
country, there was a time in certain
states when wagon and carriage and
sleigh were all a part of the travel-
ing man’s general scheme of exist-
ence. The need for resourcefulness
and strategy was then more vital than
now, and many a salesman turned
the scales in his own favor by a
trick which was almost too good to
be true. Two of such tricks | never
will forget.

Jaynes and Bowler were competi-
tors, but Bowler had bad luck. No
matter what town he made he found
that Jaynes had been there and taken
all the best orders. This made him
furious and he made his mind up
firmly that at the next encounter he
would surely beat.

At last his chance came! It was a
cold winter's day when Bowler ar-
rived at the little town of Radley. The
snowr was drifted high and the roads
were bad. To add to his vexation
at the inclemency of the weather he
found “C.” at the hotel. Again Jaynes
was ahead and had taken all the or-
ders. Bowler smothered his inward
wrath and smilingly offered hishand,
at he same time asking if business
was good.

“Thank you, yes; quite good,” was
the curt reply.

“Glad to hear it. But what's the
matter? You look worried.”

“It’s enough to make a man wor-
ried. Here | am all through with my
business, and want to get to Elkton,
twenty miles away, and there isn't a
horse and buggy to be found in this
miserable nest. 1 can't get out of
here until morning when the 8 o’clock
stage leaves, so | have to sit here all

day.”
Bowler figured that he was to
have his revenge at last and could

not suppress a smile at his competi-
tor’s misfortune. This angered Jaynes,
who reminded him that he was in the
same boat.

“Yes, | do want to go to Elkton,”
came the reply, “but, you see, I am
more careful than you. | have a
team and driver here from my last
town, and to-morrow morning | shall
be off at 5 o'clock. | expect to do
a large business there. Of course,
you can not expect me to offer you
a seat; if you were not my competi-
tor you would be more than welcome
to it, but, under the circumstances,
no. Your stage does not leave until
8 o’clock, and can not arrive at your
town until evening. | shall have seen
all the merchants—and, for once, |
am ahead of you. Good night!”

Jaynes, left alone, sat and ponder-
ed. Soon he looked up, and there
at the door of the bar-room stood his
rival’s driver. He took him into the
bar-room, and under the soothing in-
fluence of a warm drink he got the
driver to confess that it was not a
pleasant thing to be routed out at 5
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o’clock in the morning for a twenty
mile drive through snowdrifts.

Next morning Bowler was up and
dressed at 5 o’clock. He went down-
stairs and paid his bill. The team
was at the door and the driver held
the horses. It was extremely cold
and the latter's face was wrapped in
a heavy shawl. Bowler took the
back seat and the driver the front.
Before starting the driver was given
$2, for which he agreed to land his
passenger at his destination by noon.

It was not yet noon when Elkton
was reached, and the lone passenger,
being aJ'/OSt frozen, took a good din-
ner, a cigar, and a nap, because he
knew his competitor could not reach
town for six hours. At 3 o’clock he
awoke, took his grip and started out
to see his customers.

Imagine his surprise when the first
merchant on whom he called inform-
ed him that he had just placed his
order.

“What?
cried.

“1 should know; | placed my order
two hours ago,” replied the mer-
chant.

“With whom?” gasped Bowler.

“With Mr. Jaynes.”

Bowler felt as though an earth-
quake was about to swallow him. He
learned that while he was eating,
smoking and sleeping his rival sales-
man had visited all the merchants and
taken all the good orders. How did
Jaynes manage to get to Elkton?

He was Bowler’s driver! He had
bargained with the original driver
and had taken his place disguised in
his coat and wraps, the extremely
cold weather making the deception
easy.

It was in “the '60's” when two hat
men left for a trip through the piner-
ies of Northern Wisconsin. These
were two of the first hat men sent
out on the road from the West. In
those days there were no railroads
in that section of the State, and the
only way to get from town to town
was by team. The roads, rough
hewn through the primeval forest,
were just wide enough to permit the
passage of a team. There were no-
farmhouses between towns in those
days, and some of the “jumps” be-
tween the traveling men’s customers
were from twenty to forty miles.

The two hat men met at Stevens
Point. Roth knew that Wausau was
the next town the other wished to
reach; that it was the largest town
in that part of the State, and that
the one who reached there first would
get a good order. Each also knew
that the other was racking his brain
for schemes to get there first. Both
had customers in Stevens Point and
neither could leave until next morn-
ing. “How can | get there first?”
was the question in the . mind of
each as he furtively watched the
other.

That evening after dark a man left
the hotel and walked to one of the
large saloons, which was filled with
men from the surrounding lumber
camps. He picked out- four of the
strongest of the crowd, took them
to the bar, then to a corner of the
room, where a long and earnest con-
ference was held.

At 3 o’clock the following morn-

That is impossible!” he

ing a door of the hotel was noise-
lessly opened and a figure stealthily
emerged and crossed to the big
barn; where two teams stood waiting.
One had a driver on the seat and a
big hat trunk in the box. In those
days a hat man did not carry three
big trunks; one trunk contained
enough samples of hats, caps, straw
goods and ladies’ hats to sell a bill
of $1,500.

The other wagon was occupied by
four stout lumbermen. The dark fig-
ure, who was none other than one of
the hat salesmen, jumped upon the
seat of the first wagon, and the two
teams pulled out slowly, making as
little noise as possible. As soon,
however, as the two teams were uot
of hearing distance of the hotel
the drivers whipped up their horses,
and away they flew as fast as the
corduroy roads would permit.

Wausau is thirty or forty miles
from Stevens Point, and when the
party had made half the journey, and
had reached a deep cut in the road
surrounded on both sides by high
trees, the teams were halted, the men
jumped from their seats, each took
a heavy ax from the wagon box, and,
can you guess the rest?

The men cut down some large
trees, rolled them down the embank-
ment, and through hard work soon
had the road to Wausau as effectively
blockaded as Togo blockaded the har-
bor at Fort Arthur.

As a result of this brilliant general-
ship one reached Wausau that even-
ing, and had all of the next day and
half of the day following to do all
the business that could be done in
the hat line in that place. On the
third day the other hat man drove
slowly into town, and his feelings to-
wards his rival may better be imag-
ined than pictured by pen. He had
ordered a team for 5 o’clock in the
morning, thinking his fellow sales-
man would sleep until 6 as usual, and
when he and his driver arrived at the
barricade they were helpless until
they returned to Stevens Point and
secured aid sufficient to enable them
to clear the road.

But most of this old time strategy
has passed now. In its place is the
style of which the following is an ex-
ample: The proprietor of a large
wholesale furniture house in Chicago
sat in his office when a young man
entered requesting a position as trav-
eling man:

“Don’'t need anybody,” was the
curt reply.

“Well, I think you do,” said the
other.

“What! Do you
better than | do?”

“Yes, | do this

“How is that?”

“Well, are you not in the business
to make money?”

“Of course | am; certainly not for
humanity’s sake.”

“Well, then, | can make money
for you; just give me a fair trial.”

And the young man explained to
the merchant in such a plausible and
business like way that he could sell
goods, and how he could do it, that
he was engaged and is now one of
the most prominent salesmen in his
line in the West.

know my business

time.”

C. T. Wettstein.

How To Care for a Pen.

Until typewriters become compact
enough to slip into the vest pocket
and adaptable enough to use for post-
ing books and taking notes as well
as writing letters, pens are going to
be the main weapon of those who
deal with written characters. So for
the present it is just as well to know
how to get the most service and the
least bother out of these arrow heads
of commerce.

To begin with the new pen, just
ready to be inserted in the holder;
if you will keep in your desk a stick
of the graphite used on bicycle chains,
and will apply a little of it to the
part of the pen that usually rusts and
refuses to pull out of the holder
when the pen is worn and must be
replaced, you will make this most
provoking of all pen accidents im-
possible. Don’'t get any of the
graphite on the tip of the pen, as the
grease with which it is mixed will
cause the ink to refuse to stick—
that’s where it gets its power to pre-
vent rusting.

The kind of ink you use will deter-
mine to what extent the next pen
ailment bothers you. A new pen is
just about as well polished as the
manufacturer knows how to make it;
that's perfectly right, and even nec-
essary, but it makes the pen refuse
to take ink for a while when first
used, the time depending on the com-
position of the ink. If this ink con-
tains a free acid, or is able to corrode
the pen in a short time, you won't
need to interfere with the process at
all; otherwise let the pen remain in
the ink a while—not too long, as the
rusting which makes it hold ink will
shorten the period of usefulness, if
carried too far. Remember that one
kind of ink may accomplish this in
fifteen minutes, while another would
eat the pen down to unusable thin-
ness in the same time.

After this slight corrosion has been
produced the object of the pen user
must be to prevent further rusting—
as far as possible. This can be ac-
complished by the systematic use of a
pen wiper—a piece of tissue paper will

answer the purpose and can be
thrown away when soiled; or you
can use a bottle or small box of
sand, into which the pen is thrust

when out of use. A cup of bird shot
sometimes is used for the same pur-
pose.

When the business end of the pen
wears sharp and begins to scratch
hold it in the flame of a gas lamp for
an instant, if one is convenient, other-
wise smooth the point with a small
file or piece of emery paper.

These precautions may seem short
sighted economy, when the cost of a
pen is considered; the principle sav-
ing is in the wear and tear on the
user’s temper, however, and this will
prove to be worth while in every
case. Paul E. Triem.

Can He Do It?
Luther Burbank had just finished
his seedless orange, his thornless
rose and his eyeless potato.

“What are you going to originate

now?” some one asked him.
“A lemonless campaign,” replied
the wizard.
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IT PAYS TO SELL THE
BEST SOAPS

The grocer who sells the purest and best soaps— soaps whose
quality his customers KNOW all about—gains the CONFIDENCE
of his trade.

Realize how much that means to your business ?
When your customers see that you sell the best soap, their
confidence extends to your OTHER goods as well.

Sell
Buchan’s
Tollet Soaps

and you won't have to waste time convincing your customers that $
these soaps are the best made— THEY KNOW IT ALREADY.
Buchan’s are not only the purest soaps in the woild— they’re
the only real ANTISEPTIC soaps on the market.
Buchan’s do more than any other soaps made—they not only
cleanse but PURIFY. They contain the greatest of all antiseptics,

$ Phenol Absolut, ioo per cent. pure. $
Every cake of Buchan’s Soaps you sell is an anchor that will

hold your trade from drifting away to other stores.

No. 363

Government’s Purity Guarantee
$ BUCHAN’S SOAPS HAVE THIS NUMBER

See next announcement for full particulars

BUCHAN'S SOAPS CORPORATION
Flatiron Building, New York City
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THE STUNNING GIRL.

She Is Stylish But Must Not Be in

Style.
Wrritten for the Tradesman.

Tlie way to be stylish is not to be
in style.

Now that sounds more than a bit
paradoxical, doesn't it? And yet, par-
adoxical as the statement may seem,
it is, nevertheless, true.

Just think, for a moment, what it
means to be stylish. It means to look
so different from others as to be re-
marked in a crowd, be that crowd
small or large—ten or ioco. You must
not appear different in a ridiculous
sense—then you would look silly, and
that isn't being stylish. Stylish in-
cludes good taste, conspicuousness in
a fine way, distingue.

A girl 1 am friends with was at
the World's Fair in the French Sec-
tion of Manufactures Building on a
Sunday morning. She is just a trifle
below being medium tall, and yet is
not in the least what might be called
“dumpy.” Her figure is in every way
nicely proportioned to her height, and
she carries herself beautifully. She's
straight as an arrow, yet lithe and
supple; she walks with an undulating
grace hard of imitation, a grace partly
natural and partly acquired by cor-
rect gymnasium work regularly and
strenuously gone through. This girl
friend of mine hasn't any too many
of this world’s goods and so she must
make the very most of what Kismet
sends her way. She selects her
clothes never in a hurry—always aft-
er much mental consideration. The
result is that she passes for a much
better dressed young woman than she
really is. What she buys is always of
elegant quality, but never is it what
any one else would ever think of pur-
chasing. No matter in what she in-
vests, in the line of personal need or
adornment, it must, under no circum-
stance, be a duplicate of anything re-
maining in the city. If a duplicate
strikes her fancy and it has not been
sold out of town, no matter how
much the girl likes the goods, gar-
ment or millinery, back goes her
money into her coin receptacle. But
if she won’'t ever see the similar
clothing on the person of any one in
town she will buy the same, if it is
wanted and if she has the cash to pay
for it.

This wise young lady watches the
bargain advertisements and does her
entire buying judiciously, as | re-
marked before. Whatever she gets
for herself must, again as | said, be
something on the unusual order. This
is the first thing she looks out for.
Next, it must be becoming; if it
won’'t come under that description
she “will none of it.” Then the price
must commend itself to her ideas of
what she can afford.

Her purchases are always made, if
possible, with an eye to the future.
She tries to select a hat, for instance,
that shall have plumes and flowers,
buckles or what-not in its “composi-
tion” that may be used on some other
"creation.” Also she endeavors to get
millinery that is suitable for either
winter or summer. Time was when
such a proceeding wasn't to be en-
tertained for a moment. A girl would
have been regarded as a fit subject
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for incarceration in a lunatic asylum
who should attempt the carrying out
of such an outlandish idea. Now it is
quite feasible and nothing is thought
of the custom if one is so fortunate
as to run onto such a chapeaux.

My friend aims to find things that
are severely plain in make-up, but
stunning. That’s the descriptive
word that suits her best—she’s sim-
ply stunning! If you're that type of
a girl you can wear a whole lot of
duds that others can't look at; they
wouldn’t so much as dare to try them
on, much less have them sent home,
even on approval.

The stunning girl carries herself
as erect as a soldier laddy, yet she is
all grace—no stiffness, no angulari-
ties in movement to be overcome—
and clad in the gowns, coats, etc.,
that no one else can dream of, she is
a “joy forever” to look at.

She it is who is “stylish but not in
style.” Jennie Alcott.

Tea Kettles in Japan Make Music.

The singing kettle is fact rather
than fancy in Marioka, Japan, a town
well known for the manufacture of
the iron kettle which is indispensable
in every Japanese household. On ap-
proaching boiling point some of these
kettles begin to sing with quavering
sound, which is a combination of dif-
ferent notes peculiar to the form and
size of the Kkettle. One of the ar-
rangements for producing sound re-
quires four pieces of sheet iron to be
glued to the nearly flat bottom of the
kettle. Between the bottom and the
plates is an air space. The plates
are nearly in a plane and almost touch
each other, leaving thin slits between
them. When the kettle is full the cell
is under the water and some air re-
mains in the cell between the plates,
but as it is the part strongly heated
by the fire the cell is filled with steam,
which escapes in bubbles through the
slits; the water then creeps into the
cell, to be converted immediately in-
to steam. The bubbling of steam
through the slits acts as exciter and
the kettle emits sonorous notes, which
may be likened to the rufiflings of pine
trees by a gentle breeze or the sound
produced by stridulating insects. To
make the kettle sing loudly it is nec-
essary to regulate the fire in such a
way that the expulsion of steam bub-
bles is in good accord with the nat-
ural period of vibration of the kettle,
so that it is in sympathetic vibration.

Electrical Projects in Europe.

The falls that are dying away at
Niagara are reincarnating in Switzer-
land, where an artificial cataract to be
nearly forty feet higher than the
Niagara Falls is to be constructed
near Cere at a cost of $12,000,000 to
supply Paris with electricity. It is
the most important work of its kind
on the European continent and has
been undertaken by a company under
the supervision of the city govern-
ment of Paris. A barrage or dam 210
feet high is to be built across the
river Rhine at the town of Syssel,
thirty miles southwest of Cere. This
will provide the water power with
which to generate electricity, which
will be conveyed to Paris by overhead
cables.

IT’'S AMONEYMAKER
every time, but you win
never know it if you never
try it. Catalog tells all.
KINGERY MFG. CO.
106 E. Pearl St., Cincinnati

Something Warm

Our line of

Robes, Blankets

and
Fur Coats

Write for our price list, or
call and inspect them before
placing your order. Our
prices are always reasonable.

Sherwood Hall Co., Ltd.
Grand Rapids, Mich.

A CASE WITH
A CONSCIENCE

Isthe way our cases are described by the
thousands of merchants now using them.
_Our policy is to tell the truth about our
fixtures and then guarantee every state-
ment we make.

This is what we understand as square
dealing.

Just write "Show me” on a postal card.

GRAND RAPIDS FIXTURES CO.

136 S. lonia St. Grand Rapids, Mich.

NEW YORK OPF1CE, 724 Broadway
BOSTON OFFICE, 125 Summer St.
ST. LOUIS OFFICE. 703 Washington Ave

A Mine
of Wealth

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

1. It furnishes the farmer
aconstant and profitable mar-
ket for his milk or cream.

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

3. Itis a profitable invest-
ment for the stockholders.

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

Hastings Industrial Co.
Chicago, 111

San Francisco,
California, Crowd.

Fifteen thousand people were congre-
gated, to attend the special sale “an-
nounced by 8trauss & Frohman, 105
107-109 Post Street, Ban Francisco, Cal-
ifornia.  Their stock was arranged, their
advertising was composed, sef up and
distributed, end the entire sale man-
aged, advertised and _conducted under
my personal supervision and instruc-
tions. Take special notice the amount
of territory which the crowds cover on
Post Street. ~ Covering entire block,
while the sale advertised for Strauss
A Frohman by the New York and St.
Louis Consolidated. Salvage Companfy Is
located In a building with only a fifty-
foot frontage.

Youra very trulg,

Adam Goldman, Pres, and Gen’l. Mar.

New York and St. Louia Consolidated
Salvage Company.

Monopolize Your
Business in Your City

Do ){,ou want something that will
monopdlize your business! you want
to apply a” system for Increasing your
cash retail receipts, concentrating ~ the
entire retail trade of your city, that are
now buying their wares and supplies
from the " twenty-five different retail
clothing, dry doods and department
stores?” Do you want_all of these people
to do their buylnﬁ, in your store! Do
you waut 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 undesirable and un-
salable merchandise; turn your stock
into money; dispose of stock that you
me:x/ have ™ overbought.

rite 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
suentlflcal(ljy_ drafted and drawn np_ 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
ournals and refail merchants of the
nited States. i .
Write for plans and particulars, mail-

ed you absol utel¥ free of charge. You
ay “nothing for this Information; a sys-
em planned and drafted to meet con-
ditions In your Iocalm{1 and_your stock,
to _increase your cash daily receipts,
mailed you free of charge. “ Write for
full information_and particulars for our
advanced scientific methods, a system
o_f_condnctln% Special Sales and adver-
tlsm? your business. All Information
absolutély free of charge. State how
large your store Is; how much stook
you carry; size of your town, so plane
tan be drafted UF In_proportion to your
fsttl)lck and your location.  Address care-
ully;

ADAM GOLDMAN, Pres, and Gen’l Mgr.

New York and St Louis
Consolidated Salvage Company

Homs Office, General Contracting and
Advertising Departments,
Century Building, St. Louis, Mo.

Eaatern Branch:
ADAM GOLDMAN, Free, and Gen’l Mgr.
877*79 BROADWAY,
NEW YORK CITY.



The Pipe Dream of a Promoter.

“Good morning, Simpkins,” said
Col. Culver, as he came into the office
one rainy morning and threw his
wet umbrella under the desk, with his
hat.

"Good morning, sir,” said the Sec-
retary, reaching for a bundle on his
desk.

“Here, sir,” he said, offering the
package to the promoter, “my wife’s

mother sent this to you, with her
compliments. It is a jar of pear
chip preserves, which you compli-

mented her on when you ate dinner
with us the last time.”

“Oh, thank you, young man, thank
you. Give her my respects, and tell
her that there is nothing which touch-
es the heart of Culver quite so much
as home made preserves. Am | right,
Simpkins; am | right?”

“Why, yes, sir—that is, | feel the
same way about it! There is noth-
ing like home cooking. | always have
said that, and | am glad, sir, that
you feel the same way.”

“Well, I do, my boy,” continued the
promoter. “And it's hard to get it
these days, too. The women seem
to spend more time at their women'’s
clubs than they do at their cook-
stoves. It has a demoralizing ten-
dency, young man, most demoraliz-
ing.

“Do you know, Simpkins, that it is
impossible to get any home made
preserves of any kind on the market?
Do you know, my boy, there would
be a fortune in it for a woman who
is a good cook? Or, | may say, it
would be a good idea to establish a
large company to fill that long felt
want.

“Most families have to rely on
their incompetent cooks for their win-
ter supply of preserved fruit. Then,
too, fruit is so high in cities that it
hardly pays to put it up. | may say,
my boy, that canned fruit nowadays
is a luxury.”

“Last summer | was up in Michi-
gan, where they raise fruit. The ship-
ping rates were so high that it didn't
pay the grower to ship it. Think of
that waste, young man; think of it, 1|
say. Why, it would have fed an
army. Another thing, pickers were
so scarce that the stuff rotted on the
trees or fell to the ground and be-
came so bruised that it hardly was
worth picking up.

“Now, | have an idea, young man.
which will be a great success, beyond
a doubt. Fruit is so cheap up there
it can be had almost for the hauling
away of it. Listen, Simpkins, | will
explain my idea to you.

“Now, young man, | will build a
great factory right in the center of
the Michigan fruit belt, and I'll buy
up all of that waste fruit at almost
nothing, and then I'll can it and- sell
it That is the idea, my boy. What
do you think of it, Simpkins; how
does it strike you?”

“It is splendid, sir,” answered the
Secretary. “l am sure that it will
be a great success. But, sir, there
are canned fruits on the market.”

“Oh, yes, | know that, young man;
but getting the fruit, as we will, for
practically nothing, we can put the
main expense into the cooking of it
We will get good cooks and use the
best of everything.
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“Then, too, we will put it up in
glass jars and sell it by house to
house canvass. We won't sell a
cent’s worth of it to the dealers. We
will sell it to the individuals, and thus
make a greater profit and do more
business.

“Now, for instance, we will put out,
say, four different kinds of fruit in
various ways, such as jelly, jam, pre-
serves', sauce, etc. Then we will hire
good agents and canvassers, and start
a big house to house canvass!

“The peddler will carry plain, un-
marked jars of samples, and allow the
housewife to taste the article, and,
once it is tasted and she has listened
to the line of talk that goes with it
she will become a regular life cus-
tomer.

“Here
man:

“The man goes to the back door,
knocks timidly, and when the house-
wife or maid comes to the door, he
will hand out a little talk like this:

“‘Good morning, madam. Your
neighbor, Mrs. Smith, asked me to
call on you and show you some of
my wife’s preserves. My wife and |
make our small living by canning and
selling fruit. Mrs. Smith has bought
from us, and this year we put up a
little more fruit, and Mrs. Smith
thought that you might like to taste
it. She says it's delicious and that
my wife must be a great cook. She
is, ma’am.’

“Then the canvasser gives her a

taste and that cinches the deal. She
buys her winter supply from him on
account of its goodness and cheap-
ness, together with the fact that Mrs.
Smith approves of it and that it
surely is home made.
1 “We will use this method, Simp-
kins, to make the first sale only. Aft-
er that we will send out the following
letter— personal letter, you under-
stand, young man. That undoubtedly
is the best way to do business. Here’s
the letter.”

The promoter produced an old en-
velope, covered with writing, and
read as follows:

“Dear Madam—How did you like
My Wife's Preserves? We used the
old method of misrepresentation to
get you to try our goods. We rely
on the quality of our product to sell
you, from now on, your regular win-
ter supply.

“The man that called on you and
told you that he was selling his wife’s
preserves is a liar.

“We pay him to lie.

“All is fair in love, war and busi-
ness.

“Whenever you run out of preserved
fruit drop us a line and we will send
you what you desire. If not as good,
iri every way, we will not ask you to
pay for it. Faithfully yours,

My Wife’s Preserve Co.”

“There, young man, now you see
the beauty of it all, no doubt. We
will use the catch to catch them, that
is a necessity, and then we will ex-
plain it all, so that there will be no
hard feelings. Am | right, Simpkins,
am | right?”

Robert Carlton Brown.

is the line of talk, young

Men like to be able to convey a
piece of information heretofore un-
known.

1907 1907

Start the
New Year Right

The Grand Rapids Exchange service
now the most valuable, from the sub-
scribers’ standpoint, in its history.

Call Main 330 and a canvasser will call

Michigan State Telephone Company

C. E. WILDE, District Manager Grand Rapids, Mich.

v Famous

Bitter-Sweet
A Chocolates I

Made by

VILETTA viletta
T T

Straub Bros. & Amiotte
Traverse City, Mich.

You need them in your business.

Putnam'’s
Menthol Cough Drops

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

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

One Full Size Carton

Free

when returned to us or your jobber
properly endorsed.

PUTNAM FACTORY, National Candy Co.
Makers
GRAND RAPIDS. MICH.

U. S. Horse Radish Company

Saginaw, Mich.

Wholesale Manufacturers of

Pure Horse Radish

This is the time when horse radish
Puts an edge on your appetite.
Just try the “AS YOU LIKE IT” brand,

You will find it's always right.
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CAUGHT KNOCKING.
The OIld Man Was Not Sound
Asleep.
W ritten for the Tradesman.
Hewitt's clerks had it in for the

Old Man. By the time a new clerk
knew how to put five pounds of
granulated sugar into a neat parcel
he couldn't get Old Hewitt to do a
thing in the way it ought to be done.
The force used to sit around on bean
bags and tell each other how much
better it would he if the Old Man
would swing to modern methods. The
only time when Old Hewitt's conduct
met with their approval was when he
handed out their room rent and meal
ticket on Saturday night. Even then
they did not approve of the amount
of the weekly offering, but they ac-
cepted it under protest and made it
go as far as they could.

One afternoon when there was
nothing doing in the emporium the
Old Man tipped forward on his desk
and reached out after forty winks.
He wasn’t as far off in the misty
‘land of dreams as he appeared to be,
but the clerks did not know that.
When they observed that he seemed
to be over the ropes for the count
they bunched at the front of the
store and exchanged plans for the
reconstruction of the establishment.
What they didn’'t know about driving
competitors to the county home was
so small in volume that even a fly
wouldn’t have stumbled over it. The
soft-haired young man who hopes to
have society at his feet in the near
future got the floor.

“If I had a business like this,” he
said, “and caught myself out in the
open in a cap like the one the Old
Man flattens over that low brow of
his, I'd connect with something heavy
to tie to me feet and cuddle up on
the bottom of a lake. He looks to
me like the dreams in which monkeys
talk. He can’'t expect me to hold the
cream of the trade when he sets the
rules of good breeding aside.”

The freckled youth, who knows
more about prize fighters than the
sport writers of all the large dailies,
followed the lead.

“This shop,” he said, “is too far
to the bad to ever get into training.
If 1 had a wad of yellow boys like
the Old Man sequesters in the bank
every day I'd make the wheels go
round. | can tell you that. But
what’s the use? OIld Hewitt butts in
when he is flabby and under weight
and queers all we can to put him to
the front. He might have been aces
up in the grocery business when
stores were illuminated with tallow
candles, but he's out of step with
the procession now. He ought to go
out in the scrub and give us a
chance to make a winning for him.”

After the soft-haired young man
and the freckled youth had emptied
their brain-pan and agreed on sev-
eral things which the Old Man ought
to do at once if he wanted to keep
out of the thorns, the clerk with chin
whiskers, who had operated several
stores of his own until the whole-
sale then had found him out, put his
pen behind his ear and began to eject
his thoughts.

“It’'s a frumpy old

joint, sure
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enough,” he said, “and the debris is
getting thicker every year. I've been
coaxing the Old Man to fire that bum
front and put in one large plate glass
show window, with the door on the
side. That's the way they have 'em
in all the stores on the avenue, where
the best people trade. Not; the Old
Man clings to that prehistoric front
like a man betting a straight flush,
and there’'s no use of reasoning with
him about it.”

"One thing that makes me sore,”
said the soft-haired young man, “is
the perennial grin the Old Man masks
that mug of his with when he gets
behind the counter. He looks to me
like a day at the Zoo, with the chil-
dren feeding candy to the apes. He
wins out ten cents on a shave and
there’s a fringe of gray around the
smile that ought to make the public
climb through the windows on the
way out of the shop. If he'd keep
at the back of the store, out of sight,
it would be easier for us to assist
him in getting a home on the avenue,
where the top-notchers live.”

“l see him up on the avenue now,”
cut in the freckled youth. “You put
him up there and the moving wag-
ons will be kept busy getting the
other families out of the neighbor-
hood. | don't know how a business
man can go around among his cus-
tomers in a hand-me-down rig like
the one the Old Man annexes once a
year, but he seems to like it. | guess
the habit is something that doesn’'t
come naturally, but has to be trained
for. It looks to me like he can’t
last much longer if he keeps on as
he is headed now.”

“Yes,” said the clerk with chin
whiskers, “and the Old Man thinks
he’s in the front row when it comes
to making hits with the nice ones.
Did you ever notice the giggle he’s
picked up somewhere? I'll gamble
that the girls he thinks are charmed
with his winning ways would climb
over fences if they saw him coming
in a place where there were no police-
men within reach. There's a little
peach lives down here, somewhere in
the next block, that the Old Man is
mashed on, and it's a shame for her
to take things out of the store the
way she does. | never like to see a
pippin like that take advantage of an
old man. Say, but she is a dear one.
1 don’'t wonder at the Old Man being
stuck on her, but at the same time
he ought to know better. | guess he
wouldn’'t get many alluring smiles
from her-if she wasn't lugging off the
profits about once a week. 1'm going
to stand in front of the cash register
when she comes in again. He'd give
her that if she looked like crying for
it.”

The freckled young man stepped
forward to the cigar counter and
brought out a bunch of three-for-a-
quarters.

“Here,” suggested the clerk with
chin whiskers, “why don’t you pass
‘em on?”

“Help yourself,” said the freckled
youth, putting the cigars in his pock-
et. “I'm going out in society to-
night.”

The soft-haired young man visited
the cigar case also, returning with
a handful of the best brand.

“These weeds are about right for
the grade,” he said, lighting one, “but
they are the best | can get the Old
Man to buy. Say, but he does run
a bum lot of stuff in on his cus-
tomers. When | get married and set-
tle down on the avenue I'll have a
book at this little provision shop—
not! | guess the Old Man knows
how to make a cheap account look
like high living!”

By this time the OIld Man was
snoring, his head still on the desk.
But a pair of keen eyes now and then
glanced out at the clerks, and the
strong hands on the top of the desk
twitched as the muscles drew in the
arms.

“1 wonder what that bank clerk is
coming here for every day?” asked
the freckled youth.

“I'll bet the Old Man is
drawn,” said the clerk with
whiskers.

“That’s just it,” said the soft-haired
young man. “He can't go on for-
ever in this way. He’s too old to run
business, anyway. Did you ever see
him leave the store without coming

over-
chin

back after something? If | had a
cap like that one he wears | think
I'd try to forget it, too, only I

wouldn’'t go back after it.”

The Old Man’s feet began shuf-
fling under the desk.

“Cut it!”” whispered the freckled
one. “He’s coming to.”

“Oh, he'll sleep an hour yet, with
all those highballs under his belt,”
said the clerk with chin whiskers.

The Old Man arose and stood be-
fore the clerks, holding to the heavy

Child, Hulswit & Co.
BANKERS

Gas Securities
Dealers in

STOCKS _and BONDS

Special Department
Dealing in
Bank and Industrial
Stocks and Bonds
of
W estern Michigan
Orders Executed for Listed Securities

Citizens 1999 Bell 424
411 Michigan Trust Bldg., Grand Rapids

Mica Axle Grease

Reduces friction to a minimum. It
saves wear and tear of wagon and
harness. It saves horse energy. It
increases horse power. Put up in

i and 3 Ib. tin boxes, io, 15 and 23
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
1 and 5 gal. cans.

Standard Oil Co.
Grand Rapids, Mich.

One Thousand Cases in Stock Ready for Shipment

Our new narrowtop rail "Crackerjack”
ase No. 48

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.
The Largest Show CaBe Plant in the World

A Gold Brick

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

Made from Pounded Ash,
with strong cross braces on
either side, this Truck will
stand up under the hardest
kind of usage. It is very
convenient in stores, ware-
houses and factories. Let
us quote you prices on this

or any other basket for
which  you may be in
market.

BALLOU MFG. CO., Belding, Mich.



desk to keep from going up in the
air. The three clerks moved nearer
to the door, for the Old Man seemed
ab'out to start something.

“I'm a sausage, all right,” he -said,
“and I'm back in the thicket when
it comes to doing business, but I've
succeeded in buying meal tickets for
you three gifted creatures for quite
a spell, and in addition I've managed
to keep a dollar in sight most of the
time. | know that T wear hand-me-
down clothes and a postage-stamp
cap, but at the same time I've man-
aged to acquire a wad that would
make you soulful youths blind to look
at. | suppose my intellect is totter-
ing, and | get my little finger up
above the top of my nose now and
then, but T seem to be doing the best
business on the street. Of course
I'm a back-number, and calculated to
drive cash customers out of the store
but a good many of the old ones still
get their eatings here. The little pip-
pin will get the cash register some
day, and the profits of the business
will go with it, but | guess I'll mail
age to get along without it, she be
ing my daughter and rather inclined
to see that the Old Man doesn’t get
hollow cheeks for lack of food that
will tale hold of the stomach.

“Now, you three cheap little skates,
you go out in the wind and let some
of the dead game sport business blow
away. Tm tired of acting as meal
ticket for a lot of snakes. Go back
to your hall bedrooms and think it
over, and when you get another job
be sure the Old Man is asleep before
you open a school of instruction with

a hammer. I'll try to run this shop
without your valuable assistance.
Ta-tal”

The three clerks almost fell over
each other getting to the door, for
the Old Man looked mad enough to
throw things, but he didn't.

Alfred R. Tozer.

An enterprise of a great deal of
importance to American shipping is
the Cape Goa Canal which a private
company proposes to build. This
project has been talked about for 200
years and more and several surveys
have been made. It is said that 35,-
000 ships pass annually around the
Cape and of course when the canal
is finished if the tolls are not too
high, it will shorten the distance
and add to the safety of the trip.
Canal building of one sort and an-
other is attracting more attention just
now than ever before. There can be
no monopoly in transportation by
water. The various waterways nat-
ural and artificial are available for
anybody who can buy a boat. When
this is completed it will be of material
value and a great help to the coasting
trade. The wonder is that with its
needs so thoroughly appreciated the
undertaking has been so long de-
layed.

Safest Whisky.

“The safest kind of whisky,” says
Dr. Wiley, of the Department of Ag-
riculture, “is that which is put in bot-
tles and left there.”

The woman who professes to have
a distaste for society usually is the
most eager seeker therefor.
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STORIES OF HUMAN NATURE.

Final Reward for the Good Son-in-
. Law.
Wrritten for the Tradesman.

Once there was a man who thought
it was worth while to treat his moth-
er-in-law with kindness and consider-
ation. His name was Henry. He
used toward her the same deference
and politeness that he gave to other
women who were younger and better
looking and who dressed more ele-
gantly and who were not his mother-
in-law. He never ridiculed her ideas
and opinions. When he couldn’t agree
with them he generally kept still.
When she talked he listened with at-
tention—and she was quite a talker.
Often she told about old times, re-
peating the stories that he knew by
heart already because he had heard
her tell them so many times before.
He knew the point and climax of
every one of them. Every sentence
was familiar for she always told them
in just the same way. He knew every
bend of the voice, every change of
tone, every exclamation she would
use. He knew just where to laugh
in the stories that had, perhaps, once
been funny, and he always laughed.
In those that had never been funny,
he knew just where he ought to ex-
press surprise, horror, amazement,
grief, and a lot of other emotions,
and he always expressed them, not so
well, perhaps, as a professional elo-
cutionist, but as well as could be ex-
pected from a plain man like Henry.
“Mother” always liked to talk to
Henry; talking with Henry she call-
ed it

“Mother” was a very excellent
woman, but she had never given her
mind to making herself personally
agreeable. There are many such wom-
en and, sooner or later, nearly all of
them seem to become mothers-in-
law. She was good and did lots of
hard work and useful deeds, but she
never seemed to think that it went
against the grain of a grown man like
Henry to be “seen to” and advised
and told when he had made mistakes
and ought to have done differently.
But Henry held his tongue and did
not “sass back.” He remembered how
often she had cared for them in sick-
ness and had taken from her slender
means to help them through hard
times and tight places and conclud-
ed that, perhaps, she was as good a
mother-in-law as he deserved, any-
way.

Sometimes Henry took “Mother” to
drive when she was paying them
visit. He drove a gentle nag and
used the greatest care, but she was
timid and kept a sharp lookout for
everything that might frighten the
horse. She was all the time telling
her. son-in-law how to manage the
animal, as if he had been a 10-year-
old boy. Some of these instructions
he followed, just to please her, and
some he couldn’t follow because they
contradicted what she had ordered a
half minute before, but he got along
with them. He selected the streets
she liked best and pointed out the
things that were of interest and made
it pleasant for her, even if she didn't
make it pleasant for him. So that
“Mother” came to set great store by
these rides with Henry.

Sometimes she did things that were
pretty hard to stand. The first baby
was a boy and she named him David,
after her husband. While this would
not have been Henry’s choice, nor
his wife’s choice, still they liked the
name pretty well and thought maybe
it would answer as well as any name.
But when the little girl came and
“Mother” insisted on calling her Eta-
mine Elaine, he thought it was pretty
tough. His wife didn’t like the name
any better than he did, but “Mother”
had set her mind. They talked the
matter over and, while neither relish-
ed the idea of “giving in,” still there
was the other side of the question,
that but for “Mother’s” timely care
the children would probably both
have died before they had got around
to name them, so Etamine Elaine
stood.

Henry had his reward at the time
of “Mother’s” final illness. Not in
money. She had “helped” her chil-
dren now and again as they needed
it, so that she had not much left of
this world’s goods. All had been
summoned to take their last farewell
and, as they lived nearest, Henry and
his wife arrived first. She gave mi-
nute directions as to the disposal of
her “things.” Her furniture, her bed-
quilts, her books and dishes and sil-
verware she parceled out among her
children and grandchildren.

When she had finished this task she
turned to her son-in-law. “Henry,”

she said, “you've been an awful good{

boy to me. When Hattie married you,
folks thought she wasn’t doing so
well as the other girls had done, that
you were not as smart as John, nor
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so good-looking as Gus and you had-
n't as much money as Herbert. But
I know you have been a lot the best
to me and | think she has been hap-
pier than any one of her sisters.”

Henry could not see that he had
done any more for her nor any bet-
ter by her than his plain duty re-
quired; still he felt deeply glad that
she had received nothing but kindness
and courtesy at his hands. There are
times when a knowledge that one has
done the right thing is a sufficient
recompense. Quillo.

To Cure Stammering.

Stammering can be cured, accord-
ing to a writer in the London Lan-
cet, by simply making an audible
note in expiration before each word.
A certain Englishman, who made a
large fortune by curing stammerers,
made his patients say “her’ before
each word beginning with a conso-
nant.

Stammerers can sing as casily
other persons.

The Sun Never Sets
where the

Brilliant Lamp Burns

And No Other Light
HALF SO 0000 OR CHEAP
It’s economy to use them—a
ing of Oto 75 percent, over
any other artificial light,
which isdemonstrate by
the many thousands in
use forthe last nine years
all over the world. “Write
Ior M T. catalog, It tells aII
ut them and our systems.

BRILLIANT GAS LAMP. CO.
42 State Street Chicago, 111

Too Valuable to Miss

Ariosa Coffee vouchers are the most valu-

able premium vouchers ever offered.

The

retail grocer should get one with every 20

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

Each of
in

merchandise, and because it only requires

a small number to entitle the grocer to a

premium of real value, he should be sure

to get all that’'s coming to him; we

learn

that this is not always the case.

Our object in giving these vouchers to

grocers is to

insure them an additional

profit on Ariosa which cannot be taken off

the price, and we want each

retail grocer

to get what he is entitled to.

If you do
WITH EACH

not

receive

five vouchers

100-1.B. CASE OF ARIOSA, DEMAND

THEM FROM YOUR JOBBER, AND WRITE TO

ARBUCKLE

BROTHERS

NEW YORK

These Vouchers are Only Redeemable
From a Retail Grocer
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Slow Market for Little Men’s Wear.

It is not saying much for the boys’
and children’s division of the retail
clothing market to state that Decem-

ber business shows improvement over
what went before—not when it is
considered that September, October
and November did not roll up big
gains and satisfactory profits. For
December, with all its much vaunted
holiday business, is not a big enough
trade month to offset the small totals
recorded for the three months be-
fore. The best that a cold and sea-
sonable December could do would be
to pull business up so that there
would be no more losses from the
close of the month until the first of
February.

While the demand has been* and
still continues to favor the better
quality merchandise, its rather limit-
ed volume is not sufficiently compen-
satory for the general unsteadiness
of trade. The quantities of good
clothing owned to-day by first hands
are less than usual at this time of
the season. Yet dealers are fairly
well stocked with high-priced cloth-
ing, and have run low only on a few
things, which met with continuous
sale. And within the month “good
sellers” have become quite plentiful
in cheaper grades, because the manu-
facturers made up stock in anticipa-
tion of heavy December retailing.
To-day there is plenty of cheap and
popular grade clothing available
everywhere, because many manufac-
turers quietly went ahead and antici-
pated a good December retailing and
made up stock in expectation of nice
business to result from bare retail ta-
bles. They had said nothing to buy-
ers about the stocks that were mak-
ing for “bargain” and “special” sales,
doubtless thinking that the earlier
market talk about “scarcity of stocks”
would materially help in getting good
prices. But the retail houses doing
a “bargain” business, and which
houses could have used this clothing,
should now have their own stocks
so low that they could buy supple-
mentary quantities for January and
February selling. However, but few
of them in the large cities have their
stocks worked down to small enough
quantities to permit them to fill ill
Now the manufacturers are peddling
their stocks at sacrificial prices, and
buyers know there is plenty of mer-
chandise they can have at their own
prices, although they did think there
was a dearth of it, and the manufac-
turers have discovered that retail
stocks are, with but few exceptions,
too large to make room for their ac-
cumulations.  This condition affects
only such manufacturers as custom-
arily make big stocks up for Decem-
ber selling.

It is common gossip that cancella-
tions of clothing coming from late
shipments have been plentiful because
of the slow retail market. It is said
that one big retail house has thrown
back $30,000 worth of clothing on the
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manufacturers’ hands, and that the
latter had no signed contract.

Chinchilla reefers in red and gray,
and Astrakans with frog and tassel
decorations, which were hard to get
a few weeks ago, are now more plen-
tiful at prices which would make
them temptations if it were not so
late in the season for retail handling.

Fur and fur-trimmed overcoats for
little fellows have been good proper-
ty this month, yet the season has lag-
ged so with the manufacturers that
fur goods have been offered in lots at
concessionary prices. Buyers who
were in position to use such offerings
found ready sale for their purchases
and made some money, although their
profits will doubtless be reduced when
they are averaged in with the reduc-
ed prices at which they purpose clos-
ing out remaining lots after the holi-
days.

Manufacturers who are out for
ideas about styles for next fall and
winter learn from buyers that
the buttoning-to-the-neck reefer, cut
|three-quarter length and full, with vel-
vet collar, and chevron on sleeve, is
the favorite this season and promi-
nent for leadership the next. If the
mannish style of reefer with lapels
is undertaken at all it should be made
with shield front. But as the sale of
this latter style has been confined
mostly to cheap trade this season it
is rather a doubtful model for next
fall.

Buyers catering to popular trade
complain of their inability to get all-
worsted serge Russian, sailor and
Norfolk suits to profitably retail at
$3, a popular price, and youths’ suits
in all worsted serge to sell at $7.50.
Last year they bought all-worsted
Gilbert serges, 9 to g”-ounce cloth,
for $2.25, and this year manufactur-
ers have advanced the price of cot-
ton mixtures to $3. Complaint
against these cotton serges is general,
buyers claiming that they fade while
on the tables. Here and there a buyer
is met who states that he has gotten
hold of some little manufacturer who
is turning out all-worsted serges at
old prices, and confesses himself
stumped to know how the manufac-
turers estimate they are making a
profit when they sell goods, so much
advanced in price, at old figures. Per-
haps they are like the manufacturer
who sold his goods at cost, without
estimating anything for labor, be-
cause the whole family was employed
in making the clothing.—Apparel Ga-
zette.

Fireproof Process for Wood.

Unburnable wood is a new product
of France. At Bordeaux there has
been an exhibition of treating pine
shavings, wood paper, and cotton
with a protective preparation and
then treating them to fire. A huge
pile of shavings, pine kindlings and
wood was set on fire and in the blaze
were thrown shavings and sticks of
wood impregnated with “Ignifuge.”
When the fire had exhausted itself
the impregnated shavings and wood
wre found to be simply blackened
and charred; they gave out no flame.
Paper and cotton fiber treated with
the same solution when exposed to
the flames consumed slowly without
a blaze, So successful and conclu-

sive seemed the demonstration that
orders were given that all wood used
in the construction of the Bordeaux
exposition buildings and all cotton,
canvas and linen stuffs, carpets and
rugs employed in furnishing them
should be treated with this ignifuge.
The formula for ignifuge consists of
sulphate of ammonia, 135 grams;
borate of soda, 15 grams; boric acid,
5 grams; water, 1,000 grams.

Laws Made in Future by Electricity.

Twentieth century legislation is ex-
pected to be done by electricity. The
proposed apparatus consists of two
or more upright disks, to be placed
in full view near the speaker’s chair,
connected by a suitable electric de-
vice with the desk of each member.
Without rising from his seat, with-
out the waste of a needless minute
of time of the house each member
present could record his vote by a
mere touch of his finger on the but-
ton. On leaving his seat for any
cause he could lock up the button, so
as to be sure that no enthusiastic
friend should vote for him in his ab-
sence, as some of them might be
willing to do. The record thus made
would be perfect, permanent and un-

assailable. The rapidly increasing
volume of legislative business re-
quires some practical relief. Here is

a means for adding 40 per cent, to
the working hours of each session
without increasing its numerical
length.

A man’s vanity is shown in the

style of neckwear he affects.

The “Ideal” Qirl in
Uniform Overalls

All the Improvements
Write for Samples

THE

TWO \FACTOR™ ]
GrandRap/ds, M/ch.

There’s no come*
back to “tiermanwile
GUARANTEED
CLOTH ING” gar-
ments. They sell and
stay sold.

They sell and stay
sold because they
show in fabric, style,
fit and workmanship
value which the con-
sumer cannot find
ei;sewhere—value
which enables us to
claim for *“ Herman-
wile GUARANTEED
CLOTHING” that, at
equal price, it is
“Better than Custom-
Made” —value which
enables the clothier
handling it to meet,
successfully, any and
all competition,
whether custom -
made, pretended cus-
tom-made or ready-
to-wear.

Every progressive retailer

is interested in seeing the
line which is "Better than

Custom-Made.” If our sales-

man has not called on you.
we will be pleased to send a
few sample garments, on
request, at our expense.

flebm anutée
Guaranteed Clothing

NEW YORK CHICAGO MINNEAPOLIS
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CHANGED ITS COURSE.

How a Railroad Was Bluffed by a
Woman.

The manager of the
department of the Pleasant
electric road was disturbed for the
second time that week when Jen-
kins, the foreman of the gang, came
in and told him that he could not
go on with the work.

“See here, Jenkins, you've made a
mess of the thing, just the same as
Tompkins did Monday. He came
back with the same sort of a story. It
made me mad then and your story
makes me mad now. This road has
got to go through by hook or crook.
What is the obstruction you hint at,
and why do you not set the gang
to work at once?”

“The fellows will not strike a pick
into the ground nor lift a shovel.
They simply will not face the music
and start in. As for the obstruction
—well, two women and a baby—"

“Bah! And you can not force the
men to work?”

“l can not do a thing with them.
Italians are queer fellows; they're a
little superstitious about the thing. |
guess the road will have to go around
the obstruction.”

“Go around nothing! Man, are you
mad? This company will not stand
for any such fool business as this—
and at this late day, too. We have
the right of way, and the road goes
through where she was surveyed.”

“Yes, that's all right; I know all
about the law and that sort of thing
I could force a way through—but
this new feature comes up and downs
me. I'm ready to go on with the
construction of the roadbed—'but |
can not—"

“Then I'll see what | can do my
self, that's all. Good morning.”

Jenkins went out with a smile on
his face, leaving the manager more
disturbed and perplexed than ever

“It’'s a queer state of affairs if a
corporation with barrels of money
back of it can not run a ten mile road
without meeting a snag. Two women
and a baby! What sort of fool busi
ness is this? I'll soon find out for my-
self.”

James Eldred, the young manager
found out all about it when he ar-
rived on the spot with twenty lusty,
olive skinned fellows behind him.

In front of a dilapidated structure
was seated a young girl rocking a
baby. The girl was sleepy and tired.

construction jecj youngsters of various
Valley |curious and open eyed.
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The baby was cross and fretful. Back
of the girl, sitting on the low step,
was a weary looking woman. About
the woman was a bevy of yellow hair-
iges, all

Eldred approached
said: “You will have to move.”

But the girl only looked at him
with sleepy eyes, crooning and rocking
the fretful child more vigorously. El-
dred looked from the woman in the
doorway to the men. She uttered
tot a word until he addressed her:

“Madam, are you aware that you
ire obstructing the progress of our
work?’

“T reckon I am, stranger. That's
what Susan is there for; that's what
[ and the kids are here for. It's all
because we propose to shunt the thing
off one side,” came from the bedrag-

led creature.

“But, madam, the line has been
surveyed. You will have to move.
Your place has been condemned. You
will be paid for it. This property be-

the girl and

longs now to the Pleasant Valley
road.”
“Yes, so folks say. | know, stran-

ger, that your line goes through our
kitchen. 1 saw the surveyor shoot
her with a spyglass. But the road
ain’t agoing that way.”

“But the law, madam; you know we
have the right of way—"

“Don’t know any law nor don't
want to. T know that your road, even
if it was backed by the President,
couldn’t run through the kitchen and
tear up our back yard where Jim-
mie is—"

“Ah! so there is- a guard in the rear
as well as here? With your permis-
sion may | interview the rear guard?”

“1 reckon 'twon’'t hurt you any. Step
round the corner of the house; Susan,
rock that child!”

Eldred passed around the structure
and entered the weed grown back
yard. Under a stunted apple tree was
a small marble slab with a few flow-
ers growing about it. He drew near,
bent lower and read the words carved
upon the stone:

James Slocum—Aged 17-

He saved four hundred lives in
Pleasant Valley in 1900.
Jimmie was drowned.

There was a mild look on Eldreds
face and a soft tone in his voice when
he reappeared at the front and said

to the woman:

“So that is the reason for obstruct-

ing our work? Your son was drown-
ed, it seems.”

“Yes, Jimmie was drowned. He
rode Black Bess down the valley to
warn the folks when the big dam
busted up in the hills. Every one
was saved—an'—an’ while he was
crossin’ the bridge it went down with
him an’ Black Bess. We aint ever
been able to buy a stone for Bess.
The apple tree that's over her seems
like a likely thing in place of a
stone.”

“Madam, you need not move—that
is, not at present. But where is your
husband?”

“Upstairs rcadiin’ the gospel so’s not
to let his temper git the best of him.
He’s got his shotgun, an'—"

“Well, good morning. Come, men.
There’s nothing doing here.”

Eldred laid the matter before the
board that evening. And the Pleas-
ant Valley electric road takes a sharp
turn to the left and rounds a small
structure with a marble slab in the
back yard under a stunted apple tree.

Horace S. Keller.
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Unclean Hands Lost a Job.

A nicely dressed young man recent-
ly applied for a position at a well
known cereal manufactory. As he
drew off his gloves the manager no-
ticed that his finger nails were long
and unclean, much to his surprise,
having been favorably impressed
with the young man’s appearance at
first glance. This one thing led to
a refusal when a position as baker
was asked for. as cleanliness of the
hands is one of the first requisites
in the handling of foodstuffs.

FOR SALE

General Stock

In thrifty Central Michigan town of
350 population, stock of shoes, dry goods
and groceries. Inventories $2,590. This
stock is located in store building with
living rooms on second floor. Rent, $12
per month. Leased until May 1, 1908,
and can be rented again. Nearly all cash
business. For further particulars address

Tradesman Company,

Grand Rapids, Mich.

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 Rapid banking
That shows their opinion of its stock.

The thirty-seventh quarterly dividend
$47,532.69, was paid last month.

stitutions.

Shares, $10 each.

in-

of two per cent.,

Take one or as much as you want.

E. B. FISHER, Secretary.

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

Are You a Storekeeper?

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.

TRADESMAN COMPANY, Grand Rapids, Mich
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THE OTHER NINE.

The OIld Book-keeper On Bestowing

Benefits.
Wrritten for the Tradesman.

The young clerk who hopes some
day to be a great man and have an
automobile and a fifteen-story build-
ing with a private elevator found the
old book-keeper bending over a copy
of the New Testament.

“What's the text?” asked the clerk.

“Why,” replied the book-keeper,
“I've just been considering a propo-
sition in benefits. Know about bene-
fits? Well, when you do a favor for
a man, that's a benefit. 1I'm studying
up the nine men. Youdl find it here
in the seventeenth chapter of St
l.tike. | opened the New Testament
at random and this is what | found.
Ever do that when you are up a
stump? It's an old woman’s trick,
but 1 do it now and then.”

“But what about the benefits and
the nine men?” asked the clerk.

“It’s this way,” answered the book-
keeper. “There’s a bright young fel-
low I've been keeping track of for
a long time who wants to be manager
over at Cowell & Crane’s. He says
that all he lacks now is my recom-
mendation.”

“Well, boost him along.”

“l don’t know about that. I'm earn-
ing a couple of hundred a year doing
extra work on their books, and I'd
like to keep the job.”

“Well. then, get your friend in for
manager. That looks easy to me.”

“Oh, yes, such things will look easy
to you until you are older, until you
have been helped by your enemies and
knocked down and walked on by the
men who have received favors from
you. I've helped a good many people
in my time, and only about one per
cent, of them ever come back to tell
me about it. It's a pretty risky thing
to do a favor for a fellow now-a-
days.”

“You're geting to be a crank,” said
the clerk. “Anyway, I'm going to
keep on doing favors, when |1 can.
What about the nine men?”

The old book-keeper picked up the
New Testament and read:

“And as He entered into a certain
village, there met him ten men that
were lepers, which stood afar off:
and they lifted up their voices and
said, Jesus, Master, have mercy on us.

“And when He saw them, He said
unto them, Go shew yourselves unto
the priests. And it came to pass
that, as they went, they were cleansed.

“And one of them, when he saw
that he was healed, turned back, and
with a loud voice glorified God, and
fell down on his face at His feet, giv-
ing thanks; and he was a Samaritan.

“And Jesus answering said, Were

there not ten cleansed? But where
are the nine?”
“Well,” said the clerk, wiFh a

smile, “that was ten per cent.,, any-
way.”

“That beats my average,” said the
book-keeper. “Let’'s see. There was
Bob Grandine. When | ran a little
grocery up country he came to me
and asked for a letter of recommen-
dation to Green & Haddock. | not
only gave it but | went to the city
and boosted for him. He got the job.
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He was bright and industrious and
went to the front. Before long he
was credit clerk, and that’s where 1
got my finish.”

“You don’'t mean to say that he--"

“Shut down on me? You bet he
did. | went to see him, for | was
in as good shape financially as | had
been right along, but they wouldn’t

let me in. | was closed out. Then
there was Charley Burrows. After |
got kicked out into the street by

Grandine | got a job with Snitzman,
keeping books. Along comes Bur-
rows and wants to be assistant.
There wpre better men in sight, but
I felt sorry for Charley and used my
influence with the firm to get him the
place. In a year he was sitting on
my stool and drawing my salary and
1 was walking the street, looking for

a job.”
“Kick on the whole world if you
want to,” said the clerk. “You’'ve got

a whole lot of kicks coming.”

“l might keep you here all day
telling you hard-luck stories just like
those two, but what's the use? Look
here. If you want to tie a man to
yourself good and hard, so he will
stick when trouble comes, just let
him do a favor for you. He will be
a better friend than if you did a fav-
or for him. Queer doctrine, en? But
it's right. Some people are so con-
stituted that they grow an antipathy
for a fellow who has done them a
favor. Queer notion, that! But it's
true. There are mighty few loyal
men in the world, men who will stand
by a friend through thick and thin.
When you find one of them you want
to keep right with him and not run
him to death either. When you strike
one of the other kind you want to
beat him over the head with a base
ball bat. Oh, did I tell you how I
got even with Grandine?”

“You did not.”

“Well, Grandine was flying pretty
high, but there was no one to warn
the firm. A man who will take the
course he pursued with me is no good
anyhow. He’'s a snake, and sooner
or later will get against the rocks. |
just got a line on my enemy and
leaded up with his indiscretions. |
dug out a lot of fellows he was trust-
ing against the rules of the firm. He
was hand-in-glove with them in out-
side matters, and so he let them in
on the books of the firm. When
was loaded to the muzzle | wrote it

all out, took a certified copy, and
sent it to the firm. Did | sign my
name? You bet | did. And | sent

the copy to Grandine after the firm
had had time to digest the dose | had

given them. | not only wanted Gran-
dine done good and brown, but I
wanted him to know that | did it

Of course he came to see me, but I
wasn’'t in. He was driving a deliv-
ery wagon the last I knew of him.”

“Served him right.”

“And so,” continued the old book-
keeper, “I was thinking about this
bright young man who wants me to
help him get to be manager at Cow-
ell & Crane’s. Edwin Marsh his
name is. Perhaps you know him?
You see, if | could get him to do me
some kind of a favor first—a real
favor—1I'd nose into the game and
help him, but I don’t think I shall as
the cards lie now. | want to keep
the work | have from the firm.”

“Do you really think he would
throw you down?”

“Why, it's just a case of averages.
I've been dumped by ninety-nine out
of every hundred men | tried to help.
It’s a hundred-to-one shot. See? No,
the odds are too great. He’'ll get a
job somewhere and get along some-
how. I'll keep my hands off.”

“Oh, don’t be so confounded ugly,”
urged the clerk. “I'll bet Marsh

needs the place, and if you can help

hi mget it you ought to do so.”
“There was once a Divine Being

who healed ten lepers,” said the book-

keeper. “How many of them came
back and thanked him?”

“Why, one.”

“Well, I'll take the chances on the

ten per cent.”

The old bookkeeper wrote the let-
ter and the young man got the job.
Three months later the book-keeper
called the clerk to his desk.

“Here’s a letter I want you to
read,” he said.
“It’s from Cowell & Crane,” said

the clerk in surprise. “Does the new
manager give you the merry ha-ha?”

“Read the letter.”

“Why, it's an offer of a job at a
larger salary,” said the clerk, “and it
is signed by Marsh. Now, you see,
I was right at the time you told me
of the matter.”

“The one out of a hundred,” mused
the old book-keeper. “The one out
of a thousand! Still, don’t place too
much reliance on this incident, young
man. Some day you will be in busi-
ness for yourself. When you are.
just watch the average of snakes you
do business with. Why, once | mort-
gaged my home to pay for goods so
that | might give credit to a lot of
customers who were having a long
lay-off. | stretched my credit and
lost my home, and lost my business,
too.”

“What happened?”

“Well, there came a time when |
could get no more goods. | told the
men of the shape | was in and asked
them to pay cash for what they got
in future. Just about that time they
all went to work.”

“Then why should you have
out?’

“They were angry because | asked
them to pay cash and quit me—all but

lost
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about six out of the hundred. |
lost their trade and | lost what they
owed trie. So one day the sheriff
came along and closed me up. The
six followed me all over the city to
trade with me after that. Oh, when
a man is loyal, even if it is in a mis-
taken cause, he is loyal to the back-
bone. 1 did only a little thing once
on a time for the best friend I've got
on earth, and he magnifies it until he
thinks 1 did something really worth
while and puts himself out of the
way to help me whenever | need help.
But there are the other nine, young
man. WVVhen you pass through fifty
years of life you will remember the
nine who never came back. And,
mind you, never be one of the nine.
Three or four good friends | have,
and they all think 1| did something
for them once, but they have done
a thousand times more for me. But,
you see, I am not one of the nine.
After all, learn wisdom: It’s a risky
thing to do a favor for a man. The
chances are that you'll lose both your
money, or your job, and your alleged
friend.” Alfred B. Tozer.

Make Few Promises, But Keep Them

Always.
Wrritten for the Tradesman.

My boy, remember this: Never
promise to do anything which is
wrong. Never promise to do any-
thing which you do not intend to do.
That, also, is wrong. Never promise
what you can not do. Never make a
promise simply to avoid being teased.
Never make a promise without con-
sidering the cost or the difficulties
which must naturally be overcome.

Do not make indefinite promises.
Do not say, “lI will do so sometime,
or before a great while.” Do not make
conditional promises and then make
use of the smallest excuse to relieve
yourself of the obligation. Condi-
tional promises should depend upon
unavoidable circumstances, the wishes
of parents, teachers or others whom
one is in duty bound to consult.

If you are liable to forget promises
make as few as possible, and try to
adopt some plan by which you will
be reminded of them in time to ful-
fill your obligations.

Do not promise to purchase goods
or property without setting a certain
time when you will fulfill the con-
tract. And in justice to both par-
ties, there should usually be a con-
tract or a payment made to bind the
bargain. You can then keep your
promise by forfeiting the payment al-
ready made or by paying the balance
and taking the property at the time
agreed.

If by your negligence or careless-
ness the person who has depended on
your promise suffers loss you should
fully reimburse him if in your power
tc do so. But, remember, this does
not make good your word, neither
does it restore the full confidence in
you which may have before been en-
tertained.

If you make a bargain, fully under-
standing the conditions, you must
stand by that bargain, whether you
lose or profit thereby. Never flunk
out because the other party can not
by law compel you to do as you prom-
ised.

Should you ever so far lose con-
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trol of yourself as to make a promise
in anger, a threat, which can only re-
sult in ill do not add to your wrong
by fulfilling it.

Having made a promise or agree-
ment which at the time seemed right
and proper and afterward learning
that it will injure or defraud any one,
or that it will help some one to se-
cure gain unjustly, your duty is to re-
frain from keeping your promise. You
should not fear to tell why you can
not do as you intended.

A promise secured by misrepresen-
tation is not binding, but you will
likely have trouble over it. Do what
is right, and let the trouble you suf-
fer be a warning for the future.

Understand fully what the promise
involves before you make it. Do not
make a promise upon the pretense
that only a promise is needed for the
present and there never will be any
occasion to require its fulfillment.
Just think how foolish to say: “Now,
please promise that you will do a
certain thing for me, and | sacredly
promise that | will never require you
to do so.” You are released from the
obligation before the promise is made.
Then there is no reason for you to
make a promise. Don’t do it; there
is some trick behind it all.

Never bind yourself by a written
contract when the other party will
give you only his word for doing his
part. Why should he demand more
than he is willing to give? Would
you admit that your word alone is
worthless while his can be depended
upon?

Some day, my boys, you will be out
in the world, away from your early
home and friends. Remember the
promises you may have made to fa-
ther, mother, sister, brother, teacher
or pastor—promises made to those
who love you and have sought to help
you to a happy, useful, honorable life.
You are pledged only to that which
is for your own good; only to that
which is your duty even had you
made no promise. Do not allow new-
ly-made acquaintances to persuade
you to disregard those sacred prom-
ises.

Any promise—every promise—is
sacred. Beware if you are tempted
to turn aside in the least degree.
Truth is the foundation of character.
You would not deliberately lie; you
would not misrepresent for the sake
of gain; you would not promise sim-
ply to secure respite from trouble-
some importunity. Then do not lie
by failing to keep your promise, even
although the task be hard and dis-
agreeable.

You lose respect for, you lose con-
fidence in the person who does not
keep his promises. Beware that you
do not lose respect for yourself. It
will be a source of sorrow and re-
gret if ever you feel that others have
lost confidence in you. You will be
disarmed in the battle of life. You
will be a failure. You will suffer shame
and humiliation and defeat. You will
be dissatisfied and unhappy; and all
because you failed to keep your
promises.

What can you expect of others if
you yourself fail? When importuned
and in doubt, as to the proper thing
to do promise only that you will do

as you believe to be right and best
in the matter.
Make few promises, but do all in
your power to keep them.
E. E. Whitney.

Stood the Test.

A dentist received a call the other
morning from a couple whom he soon
had reason to believe were lovers.
The girl had an aching tooth, and as
they entered the young man said:

“Now, darling, the worst is over.

Just take a seat and it will be out
in a minute.”
“Oh, | daren’t!” she gasped.

“But it really won’t hurt you at
all, you know.”

“But I'm afraid it will.”

“It can't 1I'd have one pulled in
a minute if it ached.”

“1 don't believe it.”

“Well, then, I'll have on:
out just to show you that it
hurt.”

He took a seat, leaned back and
opened his mouth and the dentist
seemed to be selecting a tooth to
seize with his forceps, when the girl
protested.

“Hold on! The test is sufficient. He
has proved his devotion. Move away,
Harry, and I'll have it pulled.”

She took the chair, had the tooth
drawn without a groan and as she
went out she was saying to the young
man:

“Now | can believe you when you
declare that you would die for me.”

And yet every tooth in his head was
false.

milei
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Women delight in telling how much
they influence the actions of oth
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STRICTLY BUSINESS.

Story of the Treachery of the Ma-
chine.

First of all, it is to be understood
that it is The Office that is The Ma-
chine. It is the most delicate, com-
plicated and advanced of machines. It
is the most efficient of machines, and.
consequently, the most cruel. Where
other mechanical devices are forced
to utilize in their operating parts
dead, ignorant pieces of the earth, in
the shape of wood, or iron, or steel,
or stone, The Office has for the make-
up of its parts the pick and flower of
the blood and flesh, and bones, and
brains of the community.

Where the common machine runs
under the impulse of an ignorant
steam contrivance, The Office does its
work under the driving power of hu-
man hearts and brains; the machine
is capable of animation only through
its operator’s directions, but The Of-
fice lives, moves, and has its being
upon a basis of human hopes, ambi-
tions, desires, loves, hates, lives and
deaths.

A great machine is The Office—
the boldest conception of all. No hu-
man ever invented it. No human
would have dared to conceive such a
terror. The name of its inventor is
Modern Conditions, and conditions al-
ways have been man’s master, so they
handle him and dandle him much as
they please.

The Office merely is one phase of
this power demonstrating itself, but
it happens that it is the phase into
contact with which Billy l)ake was
thrown, and as this is the story of
Dake and of Going & Co., The Office
is the phase that is interesting at the
present moment.

Dake knew quite well that The Of-
fice was nothing but a machine. It
would have been much to his discred-
it to say that he did not know this,
for if ever there was anybody in a
position to know it, this same Dake
was the man. He had been a part
and parcel of offices from the day
when he left school and trustfully an-
swered an advertisement calling for a
neat young man (or boy), aged 16
or 17, well dressed well educated, with
excellent references, and willing to
work hard and make himself useful
for $3 a week as office boy in the of-
fice of a downtown store.

Dake filled all the qualifications. He
was 16 or 17 years of age, well dress-
ed, neat, had excellent references, and
was willing to work hard and make
himself useful. This, to the casual
reader may seem an awful lot to sup-
ply for a consideration of $3 per, but
that is because the reader never has
applied for a position as office boy.
The farther down the scale one goes
the more arduous the requirements of
the position.

For instance, who ever heard of a
corporation demanding that its gen-
eral manager or president be neat
and well dressed, that he have excel-
lent references and be willing to work
hard and make himself useful, and
that he be of a certain set age? No-
body, of course. And then the de-
partment heads—what does the firm
require of them? Do they have to
show that they comb their hair regu-
larly every morning, that they keep
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their finger nails clean and do not
smoke enough cigarettes to make the
finger tips yellow? Do they? Not at
all. They and the general manager
or president may be just what they
please. They can smoke all the cig-
arettes they want to; they do not need
to comb their hair and shine their
shoes unless they want to; they can
go out and misbehave themselves
scandalously, drinking champagne out
of the slippers of merry ladies, and all
that sort of stuff.

Getting down the scale to the clerk,
we find that the standard has been
raised considerably, although even
here it is not what it is for the office
boy. The clerk must not drink, he
must not gamble, and he must work
hard. But it is the little kid on the
bench outside the private office who
must be all that a human being should
be. He, and he alone, is subjected
to a rigid standard of examination
and investigation upon his application
for a position.

Once upon a time an office boy
looked over the list of qualifications
for office boys in a certain office and
gasped:

“Gee, boss!” said he to the prospec-
tive employer, “you don’t want no of-
fice kid; what you wants is an angel.”
And he had much justification for the
same.

Ah, well; perhaps it is for the best
after all. Certainly there is some re-
striction needed, for by the time they
have become department managers,
or general managers, or presidents
even those office boys who in the be-
ginning were all that the bill called
for have degenerated and are just as
wicked and disregardful of the nice-
ties of the world as those great pow-
ers who never experienced the bene-
fit of a rigid cross questioning when
they began their upward climb. What
they would be without this examina-
tion it is impossible to say, the im-
agination refusing to conceive iniquity
beyond that of some of our best gen-
eral managers, etc.

No, we have not forgotten Dake,
dear reader with the hurry habit. All
this is about Dake. Dake is the one
subject from which the mind refused
to tear itself away while it was ex-
plaining how much harder it is to
get work as an office boy than as a
general manager. For these things
and a few others were all well known
to Dake and helped him to know, as
has been said before, that The Office
is a machine.

So well did Dake know this that he
made his plans accordingly. He was
no fool. He saw plainly, and refused
to allow anything to blur his vision.
He saw quickly that there was no
sentiment in business. Well, he would
use no sentiment in it. He saw that
there was no use for a soul in busi-
ness. All right, if he had such a
thing about him he was not going
to let it crop out. and trouble his
chances for success. Other people
did not see these things, and so went
on the rocks of failure, and Dake
noted and profited by their failures.

In a few years he left the office in
the downtown store and came to Go-
ing & Co. There had been a strike
in the plants of Going a few weeks
before and a certain number of clerks
in the office had refused to go out
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and take the places of the strikers.
Thus it happened that as soon as the
strike .was settled there were a num-
ber of vacancies in the clerical forces
of Going & Co., and so Dake came
into their employ. Here it was for
the first time that Dake truly became
convinced of the truth of his conclu-
sions, that The Office was to be re-
garded as nothing but a machine. He
thought the matter over seriously, for
he had just taken unto himself a wife,
and summed the situation up in this
manner:

“The Office is a machine. It hasn’t
any feeling, any senses at all. Its
purpose is to grind out work. It uses
men to do this. If a poor man gets
in, The Machine soon finds it out
and gets angry. If a good man, an
exceptionally good man, gets in, The
Machine soon finds it out because it
makes the work of the whole lighter,
and The Machine is pleased. The
Machine is powerful. | will be a good
man. The reward is as inevitable as
the fact that The Office is a Ma-
chine.”

So he began to be a good man. He
trusted The Machine fully. There
was no question in his mind that it
rewarded those who served it faith-
fully.

He had plenty of experience to jus-
tify him in this conclusion. He saw
poor men come under the yoke of
The Machine, falter in their duties
and fall and The Machine spewed
them out in disgust. He saw good,
strong men come in, do what was
given them to do with alacrity and
worth, and The Machine patted them
on the head and heaped upon them
better wages and more power. The
Machine would have as its parts only
those upon whom the badge of effi-
ciency rested fittingly; and these soon
became its favorites—mechanically, of
course.

Dake saw all this and went to work.
He worked a long time. He began
as a bill clerk. There were more va-
cancies in the list of bill clerks than
in any other capacity at this time,
and he had several years of experi-
ence in this kind of work. It didn't
matter to Dake, however, how he
started—the thing was to start. An
exceptionally good cog in a minor
wheel would call attention to itself
perhaps not as quickly as a great pis-
ton rod, but just as surely, and as he
was gifted with a great patience he
was willing to start humbly.

He was a bill clerk for four years.
This was not because of any direct
fault on his part, but because there
happened to be a number of old
clerks who had stood by the firm
through the strike trouble who must
be rewarded before the newcomers,
so there was no promotion for Dake
until these four years had expired.
Then they made him a checker. And
Dake, although he had worked hard
as a bill clerk, worked all the harder
as a checker. It was a chance to dis-
tinguish himself, and he grasped it
As a result, he occupied this position
only three years, when he was trans-
ferred to the book-keeping depart-
ment and given, a position as file
clerk in that important division of
the office.

The file clerk’s work was difficult,
and there was much of it, a compli-
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cated system of book-keeping result-
ing in a complication of the depart-
ment’s affairs that necessitated a clear
head on the man whose work it was
to straighten them out when they
were tangled. Dake was this man.
Sometimes he got through with his
work at 5:30, the regular hour for
the office to quit for the day. More
often he did not, but stayed behind
and toiled at the things which were
left for him to do. He was a good
file clerk, and he held the position
three years, and then lie was given a
ledger and became a full fledged book-
keeper.

His pay was $20 per week now, and
he had been working fifteen years,
ten of which were spent with Going
& Co. But his faith in The Machine
was unshaken, for was it not pushing
him upward, slowly it is true, but up-
ward just the same? So he dug at
his ledger and knew well that soon
there would be another boost, and this
time it would be one that would
count.

Now, Dake really should have -had
it. If things had gone right, and us-
ually they do with well regulated ma-
chines, that boost would have been
his. But the fact of the matter is
that it was not until six years later
that the opportunity, or perhaps it
was only a necessity, for promoting a
book-keeper presented itself. Then
it was to make some one a head
book-keeper.

“There’s Dake,” said the head of
the auditing department, naming the
possible candidates for the advance-
ment.

“Dake?” said the head of The Ma-
chine, frowning. “Do you mean to
say that you’'d turn the responsibility
of that department over to a worked
out, broken down piece of dead tim-
ber like him? Why, we've got to
have a live man in that place—can’'t
have somebody whose originality and
stamina are all gone. No, Dake is an
impossibility, now. Might have done
a while ago, but not now. Too old,
and too much all in. Who else is
there?”

So, after all, The Machine played
false. It drained Dake of all that he
had to give—and then it had no more
use for him.

It hardly seems fair—

What's that, sir? Fair? FAIR!
Why, it's business, sir; it's business!

Allan Wilson.

Japanese Laborers in Mexico.

Will the Japanese save Mexico?
The solution of Mexico’s labor diffi-
culties seems to rest with the Lilli-
puts of Nippon. The Mexican labor-
er expects an excessive number of
holidays, a total of 131 out of the
year, and these he takes regardless
of considerations and devotes them
to traditional or obligatory idleness.
No one questions the ambition of the
Japanese, and no one doubts their
capacity and improved methods. The
Japanese colonists in Mexico are not
only contented and doing well, but
most of them have ntarried Mexican
women. Something like 1,000 Japan-
ese laborers have already been
brought into Mexico, and about 2,000
more will be introduced, chiefly for
railway work.
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IWo AYAN's Wo RLDi

Victims of the Most Relentless Ty-
ranny on Earth.

Far and away above all other
rights and privileges the thing that
woman envies man is his clothes.

No matter how much we may talk
abstractly about our oppressions and
legal disabilities and the other stock
grievances we are accustomed to
holding responsible for our failures,
every one of us knows in our hearts
that the greatest obstacle to woman’s
success in the world of affairs is her
dress. Whether we bow a willing
or an unwilling neck to the yoke,
every woman is a slave to her clothes.
Custom, fashion and vanity have all
combined to fasten our fetters upon
us. We have even learned, in humili-
ty of spirit, to kiss the hand that
binds, but no one will attempt to
deny that we are the victims of the
most relentless tyranny on earth.

Whatever a woman wants to do
she is hampered and impeded at every
step by her clothes, and this is equal-
ly the case whether she wants to run
for office or run upstairs with the
baby in her arms. It is not alone
that women’s clothes violate every
sanitary and hygienic law—that they
are loose where they ought to be
tight and tight where they ought to
be loose, and short where they ought
to be long and long where they ought
to be short—or that ninety-nine
times out of a hundred the woman
is fitted into her dress instead of the
dress being fitted onto her. The chief
burden of the oppression lies in the
fact that from the cradle to the grave
her entire life is overshadowed by the
question of clothes. It is the old
man of the sea that no woman may
be rid of while she lives, and even
when she dies she but passes the bur-
den on, for some other woman has
to see about getting her an appropri
ate shroud, and mourning for the fam-
ily. We can never be so happy, or
so sad, or so clever or so dull, but
what we must first think of our
clothes. A man may dare to be him-
self in whatever he finds handiest to
put on. His clothes are regarded as
of secondary importance to his per-
sonality. but a woman, in public opin-
ion, never rises superior to her frock.
By it we judge her, and she knows it.

Suppose she is strong-minded and
wants to go in for public life—preach,
lecture, urge reforms from the plat-
form. Before she gets up a speech
she must first get up a suitable ward-
robe. for she is perfectly aware that
an unmistakable Worth frock is
more convincing to the average au-
dience than the profoundest logic.
They might overlook the flaws in her
argument, or be blind to the fact she
was advocating a dead issue, but they
would never fail to detect it if her
skirt was made by a last year's pat-
tern, or she had trimmed her own
bonnet. Nobody takes the cut of a
man’s coat as any evidence that his
views on the money question or ex-
pansion are unsound, but the woman
who aspired to mold public opinion
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would be indeed a prophet without
honor in her own country unless her
clothes looked like a daily hint from
Paris. “Follow that woman!” we
would say scornfully; “why, my dear,
she doesn’'t know enough to know
how to buy her own clothes,” and
that would settle her.

Suppose—and it's the case with
many of us—she is merely a woman
who is trying to earn her bread and
butter out in the business world, com-
peting with men. The very first ob-
stacle she stumbles over is her own
skirt, and the reason so many of us
are sitting on the bottom rung of
the financial ladder is because wom-
en’s clothes are not built for climb-
ing, and we are simply held down by
them. Our skirts are trailing and
flopping around ns at every step, and
getting in the way, and every time
we come down to work on a rainy
day, trying to hold up our petticoats
in one hand, while with the other we
frantically grab at an umbrella and
a purse, and a handkerchief, and a
note book, and a lead pencil, and a
stray package or two, we feel like
sitting down and crying, and admit-
ting that the unpocketed woman can
never really compete with the many-
pocketed man. We are carrying a
killing handicap, and it's no wonder
he wins the race. Even the black
bag—the badge of the business wom-
an—which so many carry, is a mere
makeshift and delusion. You can't
imagine real business men toting a
bag. Fancy a stock exchange full of
men clawing around in their bags for
their lead pencil, or memorandum
book, or a telegram, or letter, while
business was suspended until they
found it. The hopeless conclusion is
irresistibly forced on us that women
can never be business men so long
as we have to carry our handkerchiefs
stuffed up our sleeves, and our car
fare in our gloves, and borrow a
knife every time we want to sharpen
a lead pencil. Our clothes are against
us.

Of course, the purely domestic
woman, having more time to devote
to holding up her skirts, has less
cause of complaint, although there
are times—when she is trying to car-
ry the baby and a lighted lamp up
the stairs at the same time, for in-
stance—when she feels that it was a
mistake in providence not to provide

women with three hands instead of
two.
Of course, the question naturally

arises, and we have all asked it our-
selves a thousand times, Why do
women submit to being so afflicted
by their clothes? Why don’t they de-
vise some sort of a rational costume?
Why should the working woman
idiotically imitate the woman who
has nothing to do but hold up trailing
skirts? The only answer is the fem-
inine one. “Just because.” Because we
haven't the courage. Because we are
bound by custom, and last, but not
least, we had rather look well than be
comfortable. So we go our way, put-
ting up with inconveniences and dis-
comfort, and envying man the free-
dom and good sense he displays in
his clothes, and wishing we dared im
itate him.

But would women, if they could—
if it were good form, if it were fash-

ionable, if there were no one to criti-
cise—would they adopt masculine
garb? Those of us who are worn out
with the clothes question say, “Yes,
we'd jump at the chance.” But would
we? Would we take freedom at the
price of grace? Would we exchange
frills for pockets?  Would any
amount of comfort reconcile us to
garments that weren’t accordion
pleated and furbelowed? In a word,
after all our abuse of our own
clothes and their manifest lack of
adaptability to our new occupations
and pursuits, would we adopt the
costume we have so long envied
men?

An interesting commentary is of-
fered on the subject by the experi-
ence of the women of Pitcairn Is-
land, a lonely spot in the Pacific, set-
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tied by the descendants of the mu-
tineers of the Bounty. In this col-
ony there are about ioo women, and
a ship which has recently arrived in
Philadelphia from there brings word
of the piteous plaint these forlorn
sisters make for women’s clothes. It
seems that the supply of petticoats,
waists and other feminine apparel
gave out. The few ships which
touched at the island at unfrequent
intervals carried no chiffons for the
fair sex, and the women', many of
whom are young and pretty girls,
were forced to don trousers and
the other habiliments of the sterner
sex. Here, one might think, were the
ideal conditions for women to break-
away from slavery to dress that has
oppressed their sex so long. Here
were none to jeer at the amateur
Dr. Mary Walker. Here there was
no society to criticise, for society, so
to speak, was on its uppers. One
couldn’t even be accused of being
strong-minded for adopting mascu-
line attire, when it was the only at-
tire there was. How we can picture
the joy with which these women,
emancipated from custom and fash-
ion, reveled for the first time in their
lives in a rational, sensible costume,
admirably adapted to the situation in
which they lived. Unfortunately,
nothing of the sort happened. The
Pitcairn women, it seems, do not de-
sire freedom. They want frills, and
they sent, through the captain of the
ship, a moving and urgent plea to
their sisters in civilization to send
them some women’s clothes, the more
beruffled and befurbelowed the better.

So perishes another theory when
confronted with actual experience.
What is the lesson of it? Does it mean
that women’s souls have been ab-
sorbed so long by the passion for
clothes that nothing else on earth
can take the place or repay them for
the lack of appliques, and passemen-
teries and pattern hats? Or does it
mean that we who are loaded down
with long-tailed skirts have been
wasting envy on the wearers of trous-
ers? Is man’s vaunted freedom in
dress merely an idle boast? Evident-
ly it isn't all that it has been crack-
ed up to be, for the Pitcairn women—
the only women of our race who have
had a chance to try it—won’'t have
it at any price, and are in haste to
join themselves once more to the god
of their idolatry, and want to get back
their stays and long skirts and other
impediments to health and comfort
as quickly as possible.

It is an old truth in life
great deal that we ardently
turns to dead sea fruit once we get
it in our hands. We women are ex-
perimenting with a great many things
just now. It may be that when we
get them—when we get the ballot,
and prove our right and our ability
to have careers, and run business en-
terprises, and be just as free and
independent as men—we will find out
that the theory of it all was good,
but it didn’t work out just right some-
how in experience, and we will be
like the Pitcairn women: We’'ll give
up trying to wear the trousers, and
go back home and rock the cradle
and darn stockings and get us the
frillies!, womanliest dresses that
money can buy. Dorothy Dix.

that a
desire
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CHEAP GOODS.

They Possess No Attractions for Peo-
ple Nowadays.

People want something solid these
days, something that is worth the
price asked. They are not carried
way with the allurements of cheap-
ness; they know that very cheap
goods are the dearest they can buy
and act accordingly. It is not possi-
ble for any one to place equal stress
upon everything one may have in the
store, but the lines may be so classi-
fied that a few pieces out of each
line may serve as a type for the
whole. These small advertisements
are specially useful to present an*ar-
ticle or a few articles in strong light
so as to emphasize the whole line
of which the articles are types. To
make known the line it is unneces-
sary to advertise every piece in the
line, except by the presentation of
one or two pieces representative of
the line. What profit is it to any one
of having a reputation for large and

gorgeous advertisements, if these
products reflect nothing of special
interest to the reader? Is it not bet

ter to select representative articles
and put them strongly before the
reader?

Every person that has tried the plan
of using good illustrations in adver-
tising knows their value. The child
and the adult, the educated and un-
educated alike, are interested in pic-
tures. They pore over illustrations
with eagerness, because the pictures
are always a thing of interest. It is
the bent of the human mind that
makes it necessary that the illustra-
tion should yield something that is
suggested in the printed matter of the
advertisement. When the printed
matter of the production gives in de-
tail something, omitting nothing to
be suggested, the illustration has no
place, and if used in such circum-
stances, it will add nothing to the
effect. The reason is apparent, as the
use of an illustration is to -bring for-
ward vividly the suggestion made in
the text-matter, and where the text-
matter explains everything, leaving
nothing to be suggested, the illustra-
tion has no work to do.

If the merchant has an extra fine
garment to sell he compiles a neatly
worded advertisement, obtains an ap-
propriate illustration for it and sends
it out through his daily paper to do
its work. The largest retail cloth-
ing and furnishing goods merchants
in our prominent mercantile centers
use ten of these little productions
to one of a larger kind. They rarely
exceed six inches in length and are
column width. The type used is good
size and very plain. One idea is us-
ually presented at a time, but not the
same idea in the same form. |If a
hat is twice presented it would not
be in good taste to associate with it
in one of the small productions a suit
of clothes. A hat is a type of all
hats, and in advertising one the whole
stock, in that particular style, is
made known. The same is true of
a suit of clothes, and so on with
other articles of men’s wear.

Some retailers seem to think the
important object to be gained in ad-
vertising is to let the public know
that they have a certain kind of goods

to sell. That is true, as far as it goes,
but it does not go very far as an
inducement to buy those goods.
There may be several other firms in
the town that handle the same kind
of goods. If one has an especially
good article one will gain the public
confidence by telling something about
it. If it is a bad article the less said
about it the better, and no wonder
some think “We have goods to sell”
is sufficient. It may be sufficient in
their case, and it may be more than
sufficient, for, perhaps, the kind of
goods handled will sell better in the
dark than through the light of pub-
licity.

In this article the functions of busi-
ness have been considered as well as
advertising in itself, not with a view
to teach the successful business man
what he should or should not do in
his circumstances, but to now and
then give suggestions that may be
helpful to those needing them, livery
year new businesses are entered up-
on, and, in many cases, by men of
little or no experience; such frequent-
ly may reap advantages by careful
experiences of others in similar cir-
cumstances. Failures many times oc-
cur for lack of careful attention to
business, and sometimes by an uncon-
scious omission of little things that
gradually creep into the business
management, to the detriment of suc-

cess. “Eternal vigilance is the price
of liberty” has its application in
business, and we might truthfully

say, “Eternal vigilance is the price of
success.”— Clothier and Furnisher.
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THE YELLOW STREAK.

Came To Lose the

Job.

Frederick Broder was “up against
it.” And it was no ordinary piece of
bad luck. When the small bank had
failed in the country, Broder never
had doubted there would be unlimit-
ed scope for his abilities in Chicago.

How Broder
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toiled on the application. But when
he was through, although his stock
of note paper was sadly depleted, he
was certain his letter would compel
favorable attention and secure an in-
terview.

Sure enough Tuesday morning
brought him a letter signed by the
Vice-President of a big corporation
requesting him to call that day at 10

He imagined a hundred firms would jg m.

gladly welcome the man who
been assistant cashier, paying teller,
book-keeper, stenographer, etc. But
his hopes had suffered a severe jolt.
There was no opening in any of the
big city banks. The large mercantile
firms didn’t seem to want a man who
appeared to have been everything
and nothing in particular. When they
asked him what his special line was.
he got confused, and when he falter-
ed and his replies became scarcely in-
telligible, they took his name, saying
they would write him. But somehow
or other nothing tangible came of his
numerous applications. He never got
the welcome letter asking him to
start.

Fred's board bill was three weeks
overdue. The small stock of money
he had brought with him was reduced
to a very few dimes and nickels.
For over two weeks he had been
learning how a man could live on two
meals a day—one in the early morn-
ing and one late in the evening—and
also if necessary walk a dozen miles
in the interval between them.

He found nothing romantic nor
thrilling in the actual experience of
a young man trying to fight his way
up in a big city. Tt was sordid, spirit
crushing, nauseating. Multi-million-
aires had gone out of their way to
descant on the blessings of poverty
in early life, and the fervent joy of
overcoming what seemed insurmount-
able obstacles. After a short trial
Broder determined, if he could get
out of his plight immediately, he
would take their word about the
pleasure of being short of money and
the rest of it

And his clothes! He kept well in
the shade when possible, but he had
noticed several men looking keenly at

his dress. But of late men who paid
much attention to his personal ap-
pearance didn't even trouble to say

they “would write” him. They mere-
ly said they would “consider the mat-
ter,” and made the statement in a
tone of utter indifference.

Saturday night Broder was in de-
spair, but the thought of to-morrow’s
paper, with its long columns of “Help
Wanted,” buoyed him up. Surely the
tide must be on the turn for him.
Something was bound to turn up in
a few days.

Eagerly he bought a paper on Sun-
day morning and read the advertise-
ments with all his eyes while engag-
ed in swallowing the meager break-
fast put before him. Ah! He was
surely wanted by the firm who put
that advertisement in the paper. The
notice ran:

“Young Man—23 to 26 years old, all
round banking experience preferred.
To a man with energy, ambition, ex-
ecutive ability and who is an Ai pen-
man we will pay $100 per month.
Address ---—--

The better part of Sunday Fred

had 1

Eagerly Broder put an extra fine
polish on his shoes, brushed his once
smart clothing carefully, and survey-
ed himself a dozen times in the mirror
to get that bright, keen look on his
face which he had noticed on all the
countenances of men holding respon-
sible positions.

Ten o’clock found Fred in the pres-

ence of the Vice-President of the
Blank Manufacturing Company. He
noticed that the big man had that

quick, alert look on his face worn by
all other successful men, only inten-
sified. He seemed to have the smart-
ness and alertness of ten compressed
into his gaze. But, despite that, the
eyes were not unkindly. They did
not dwell long on the shoes down
at the heel, nor on the sadly over-
worked suit, but traveled swiftly up
and fixed themselves on Broder’s fea-
tures. Fred felt himself being read,
but, not being self-conscious, retained
his poise, which fact seemed to tell
in his favor.

Broder also subtly felt that the man
of business regarded the way he told
his story as even more important than
the statements he made, and therefore
spoke out boldly and confidently.

His recital, manner and references
were all evidently satisfactory, as
when he had finished the business
man said: “All right, Broder, | guess
you'll do. Hold yourself in readiness
to start Thursday morning. Mind,
though” (at this point his eyes flash-
ed). “we don't like quitters. You'll
have to work hard here, sometimes
until late at night; often Saturday
afternoons. But it's not a bad place.
If we work our men for all they're
worth, we don’'t underpay them. |
started in here much lower than you.”

Dismissing Frederick with a curt
good-by, he leaned over to his as-
sistant and said: “Seemed nice bright
boy, that. | like those country
youths. They’re strenuous and not
afraid of work. A bit slow to catch
on, maybe, but they've got the goods
on 'em. | noticed he seemed to want
the job, too. Well, I came from the
country myself, and know how hard
the game is—Oh, | didn't tell him
he’d have to report at the other fac-
tory, did 1? That's where he s
wanted.”

Jumping from his chair, the Vice-
President unfastened a small brass
door built in a wooden partition and,
putting his head through, vyelled
“Broder!”

Broder did not hear him shout, but
just as he was preparing to call
again something in Frederick’s de-
meanor— half guilty, half furtive, as
though he were doing something in
a hurry that he had no right to do—
arrested his attention.

The truth was that when the Vice-
President had talked so hard and
earnestly about long hours and hard
Iwork, Broder’s yellow streak had de-
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veloped until he was in a state of
cowardly fear about being worked to
death. . When the Vice-President
called him he was engaged in asking
the boy at the door a hurried ques-
tion as to the hours of work, and was
being assured that, instead of their
being longer, they were really shorter
than in most offices.

“Huh,” observed the diminutive
door attendant, “that’'s only the way
the old man tells whether a feller's
got any sand in him. He tries yer
out that way. If yer eyes flinch and
yer jaw drops he don't want no-
body.”

Instead of calling “Broder” again
the Vice-President waited until Brod-
er had walked away and then called
the door attendant.

“What was that man asking you
about?” he asked sternly. “Now, tell
the truth. No lies.”

“He was asking me what time we
started in and quit, an’ whether we
were worked to death.”

“All right. 1 wanted to see him
again, but | guess it doesn’t matter
now.”

To the stenographer he said: “Dic-
tation, please.”

“Mr. F. Broder, City: Since you
left this morning new developments
have arisen which make it unneces-
sary for us to employ your services,
which fact we regret—no, cut out that
last phrase about regretting. As, how-
ever, you will likely not be looking
for anything for a day or two, and
we do not want you to be at any
monetary loss through our action, we
inclose herewith check for $15.”

William Britt.

The Earth Is Not a Solid Body.

Is it “terra firma” or is it “terra
inlirma?” Camille Flammarion re-
marks that “The planet which we in-
habit does not possess the apparent
stability which it presents to the mind
uninstructed by history and science.
The intensity of seismic shocks and
the electricity of the terrestrial globe
were seen in the great disaster of
Assam. This earthquake, which was
not less disastrous than that at Lis-
bon in 1755, took place on the 12th
of June, 1897, and the tremors of the
earth not only spread from this spot
to the antipodes but they were reg-
istered again on the seismographical
apparatus of India after having twice
made the tour of the globe, like the
atmospherical and marine waves caus-
ed by the gigantic explosion of Kra-
katoa in 1883, which | showed in my
special work on the subject. The last
eruption of Vesuvius and the earth-
quakes of San Francisco, following
the earthquake of Calabria, which
continued from the 8th to the 15th
of September last; the one in India
on the 4th of April, replete with ter-
rible consequences; and the many
slight shocks observed everywhere
lead us to study these phenomena of
nature by the help of the most re-
cent investigations of science. The
earthquake at San Francisco seems
to have been of the same intensity
and energy as those of Lisbon and
Assam. It was registered by all the
seismometers of the globe, and it was
not until they had twice made the
tour of the world that the tremors
decreased in force.”
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Be Composed When You Take Im-
portant Step.

“Fate,” said Thomas Lawson, of
Boston, “hangs no red lights at the
crossroads of a man’s career.” This
is true. Few men can see all the
results that will come from taking
a certain step. But it is rarely wise
to make an important move in an an-
gry or depressed state of mind.

Some time ago in England impor-
tant news was received in Liverpool
about a disaster to the crop in the
Southern States of America. The ca-
ble came just after the market had
closed for the day. And it was wise-
ly remarked that it was a great
stroke of luck it did. Traders who
would have lost thousands of dol-
lars by trying to act wisely on the
impulse of the moment, instead had
a good night’s rest and several hours’
reflection before the market was
opened again. The result was that
before the market opened the wise
old members of the exchange came
together, and when business com-
menced put their shoulders under the
market and averted scores of bank-
ruptcies which would have ensued
had the news come a few minutes
before it did.

Scores of men who act on the im-
pulse of the moment have a lifelong
regret on their minds for a rash and
foolish move. Take your time. Tf
you have been years in a place surely
you ought to think for one day be-
fore you lose all the advantages com-
ing to you for long and faithful serv-
ice.

When a man has had his dinner,
scientists say his body and mind are
much stronger. Then when quietly
smoking or taking a walk a decision
can be arrived at which will general-
ly do the thinker credit.

Of course, cases of great moment
often have to be decided on immedi-
ately; but generally it is unwise to be
rushed into doing anything of im-
portance. Men who have the repu-
tation of possessing good judgment
will not be rushed into making hasty
decisions. They want to look at a
thing from different viewpoints.

When you make a decision, if pos-
sible, also get a woman’s advice. The
intuition of most women is far more
keen than that of most men. Talk
the matter over with your wife. If
you haven't a wife, ask your best girl.
She will generally astonish you by
asking some pertinent and vital
questions about the proposition of
which you never had thought.

When you are tired and hungry
and the world looks blue and dismal,
put off making rash promises. It’s
morally certain you’ll go wrong if you
do. Wait until you've taken a bath
and had a meal. Then you’'ll be able
to do yourself justice. But seek coun-
sel, if possible, and don’'t despise the
help of a woman. George Brett.

Most men take kindly to a story
which has a flavor of the unsavory.

VALENTINES

Complete lines atright prices.
The boys will call with a full line of samples.

FRED BRUNDAGE Wholesale Druggist
Muskegon. Mich.

Seals
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Stamps—Stencils

WE MAKE THEM

v\ 91 Griswc Id St.
VVAOYOHVH. Detroit

Guns and Ammunition

Complete line of

Shotguns, Rifles and Revolvers
Loaded Shells
Camp Equipment Big Game Rifles

JTtOSTANATE « 114

Grand Rapids, Michigan

FRANKLIN

Type HSix Cylinder Touring Car $4000.00

Shaft drive. Sliding gear transmission.
Franklin disc clutch. 120 inch wheel base. 7 passengers. 30 “ Franklin
Horse Power. 2400 Ibs. 60 miles an hour. Irontd for top and glass
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.

$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 St. Grand Rapids
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Instructive Reminiscences of the Days

Gone By.
It was a patent leather, man’s
blucher, with dull upper, extension

sole, medium toe, that made these
confessions. And | am frank to ad-
mit that both the matter and the
manner of the story have caused a
brand new idea to sprout on the soil
of my mental life. Perhaps this idea
may best be set forth by the phrase,
shoe-tragedy.

1 discovered this old shoe on thehe last is the proper sort.

outskirts of one of our suburban sec-
tions. It lay there with certain other
worn-out utilities of civilization, but
between the shoe and these—since
they were commonplace of origin—
there was no bond of sympathy. Al-
though far less dilapidated than these
low-born utilities, the shoe looked
vastly more disconsolate. As it lay
there with its sodden upper glued to
the soil and the shimmerof the sun
on its shabby vamp it impressed
me as being proud and strong even
in its ruin. It was to be seen at a
glance that it had been cast off by
some unappreciative person far too
hastily, and it was this circumstance,
perhaps, which prompted me to poke
it with my stick. When | did it
grunted a protest which was not quite
intelligible, but evidently quite cor-
dial in its sourness. It struck me as
being deucedly queer that anything
in the way of an old shoe would re-
sent being prodded, and so | poked
harder than ever just to make sure
that my fancy wasn't playing me a
trick. The protest came quick and
with increased venom. At this | was
minded to say:

"What's the matter with you any-
how, shoe? And why are you so dev-
ilishly touchy?”

(Only a grunt from the shoe in re-
sponse.)

“What are you grunting about, old
fellow?” | persisted. “Why don’t you
take it easy? Back there in the city
people are going to the bow-wow for
want of a little leisure and occasional
gulps of fresh air, and out here you
are fairly soaked in both.”

“Do you always ask questions in
bunches,” snarled the shoe, and it
was evident that his tongue wasn’t
as supple as it used to be.

“You're fresh for an old shoe,” 1|
retorted, “lI wonder you don’t find a
mate.”

"In the words of the telephone
girl,” said the shoe, “‘don’t mind it,
please.””

“Do you consider yourself an orna-
ment to the landscape?” | resumed,

“1 was once in a window trim,” said
the shoe with a touch of injured
pride.

“I've seen all kinds of stuffed things
in window trims,” | retorted.

Evidently the shoe was in no mood
for further by-play, for it shut up
like a clam. | changed my tactics.

“Say, old shoe, it's evident you've
seen better days— would you mind tell-
ing me the story of your life?”

There was a little tremor of the
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pull strap, which 1 at first thought
was due to a fitful gust of wind, but
afterwards decided arose from the
shoe’s inner emotions. Presently the
old shoe spoke as follows:

“It isn't necessary for me to tell
you,” began the shoe, “that. I was
once a proud, well-favored specimen
of footwear. | was designed by a
man whose name is synonymous with
shoe-stylefulness. You’'ll see his mon-
ogram there in buff silk stitching on
the pull strap. | remember his say-
ing once that he thought about me a
great deal before he decided to make
me as he did. | was one of the first
batch to go through on the new
last, and that is a thing that any shoe
has a right to be proud of—provided
You can
see for yourself that this last which
was the making of me was not an
ordinary last. It stood for some-
thing; and, although it is | that say
it, | tried my level best to yield my-
self to the realization of his ideal.
Yes, | was a young, ambitious and
foolish bit of footgear then—and it
is well enough that | didn't know
what Fate had in store for me.

“More than once during our prog-
ress through the factory the boss
came in to see how it fared with us.
It made my lace stays hot with in-
dignation to hear the boys say, ‘There
comes the Chief Squeeze!” In the
lasting room he picked me up and
ran his hand over me with a pleased
expression on his face. It is one of
my earliest and proudest recollections.
He told the foreman | was getting
on in a way that just tickled him
all over, and that | would by and
by get the shoe-buying folks by the
ears all right. Of course that would
make any shoe feel good. | was then
tenderly laid back on the rack with
others of my kind, and | heard the
boss tell the man to push us on as
fast as possible. Then followed a
lot of technical things which 1 did
not comprehend at the time, but after -
wards learned were expressions to the
effect that he wanted us made in
every detail right up to the top-notch
of shoe excellence. The man nodded
a hearty approval, and said that he
would do that very thing or bust
something about his anatomy, which
I am not quite able to recall at pres-
ent. The boss said, ‘Good!" and dis-
appeared with that swift, decided gait
of his that | would recognize any-
where.

“When we were finally put through
the finishing room the boss came in
again and looked us over. The smile
that played about the corners of his
mouth made him look younger. He
said things about us that were pleas-
ant to hear. When he went out he
carried me with him into the office
and set me up on the polished sur-
face of his colossal roll-top desk. He
then got a big black cigar out of one
of the drawers and when the cigar
was burning cheerily he looked at me
while the little clouds of fleecy, fra-
grant smoke curled upwards. More
than once he took me down, held me
at arm’s length, and inspected me
from different angles. 1 was deep-
ljr impressed with the penetrating
quality of his eyes; he seemed to see
everything about me all at once. |
was sure that he had no fault to find

in me, for during all this little in-
terview he never once frowned.
“Presently he called in from an ad-
joining office another man. This
other man looked like a boss, too. The
first boss called the second boss,
‘Fred.” He said: ‘What dyou think
about it, Fred?’ Fred took me and
looked me over quite a while, also
holding me at arm’s length from sev-
eral positions. | was beginning to
fear that ‘Fred’ wasn’t going to speak
at all, but at length he did. There were
several expressions of an enthusias-
tic nature such as: ‘By Jove, that's

a corker, ain’'t it?” ‘Looks good to
mel’ etc.
"After this | was carried back to

the rest of my kind, and in the course
of a few days we were wrapped in
cotton batting, placed in cartons and
crated for shipment. | didn't know
where we were going, and didn’t care
particularly, for | felt that we need-
n't be ashamed to pull up even in th;
center of fashion. After many jolts,
and at the end of what seemed to
us an age, we were transferred from
the car to a wagon-. After being haul-
ed through the streets in a dray we
stopped abruptly and were carried
into the warerooms of what | found
later on to be the swellest shop in
the city. When the man opened the
box he seemed to be eager to have a
look at us. It so happened that | and
my mate, to whom you so unfeelingly
referred, occupied the carton nearest
at hand. Us he took out and looked
over. He seemed to be as much
pleased with our appearance as the
big boss had been back at the fac-
tory. With my mate in one hand and
me in the other he fairly pranced
forward to where the proprietor was
standing. As the man approached
the proprietor turned about. 1| was
struck by the looks of him. He was
a thin, dark man, with eyes that
looked as if they might study the
molecular activity of most anything
he chose to scrutinize. He took me
up and looked me over, and | must
say that I couldn’t help wincing when
he got his optics focused on me. But
I soon saw that he was pleased with
me, and this suspicion was confirmed
w'hen he told the man to put me in
the window. My mate of course went
with me.

“It would make this story entirely
too long to tell you all that I saw
and heard during my stay there in
that window. It was a big, showy
window and must have been thought
well of by the people who saw it—
and they were many. There were
many kinds of shoes there— more than
| had ever dreamed of. Some of them
were big, heavy shoes that looked as
if they might squeak; there were
light, thin-soled shoes that looked en-
tirely too frail and dainty; there were
blacks and tans, dull leathers and
patent leathers; shoes made of oil
grain, vici and demi glazed leathers;
there were laced shoes, button shoes
and oxfords, to say nothing of the
pumps, house slippers and riding
boots; and there were also some
things not shoes, but essential to shoe
life and comfort, such as polishes, pol-
ishing brushes, trees, laces and the
like. It was a big show, | assure
you, and | was in high feather at my
good luck in getting there. | think

it is a liberal education for any shoe
to be placed in a window trim.

“And the people that saw us! |
had no idea there were so many kinds
of people running about loose. Some
of them made us laugh, and some of
them made us mad. While the people
on the outside were looking at us we
were looking at them. Sometimes we
made remarks about them. The vici
.blucher to my left used to make some
of the drollest remarks | ever heard
from the tongue of a shoe. Somehow
my mate and | got rather more than
our share of the admiration. | have
often seen men pass the window, then
turn back to look at us the second
time. Many, many times men have
looked at us (my mate and me and
then come into the store and called
for shoes like us.

“One day a blockily built young
fellow with hands thrust deep in his
trousers pockets, stood looking at us
for fully a minute, then wheeled about
and walked in. | heard him tell the
clerk that he wanted a pair of shoes
like us. The clerk took his measure
and found that this young fellow re-
quired an eight—andlthat's my num-
ber, as you see. After trying on sev-
eral pairs—and | could overhear only
parts of the discussion—the clerk
said:

“‘Friend, a B is too narrow for you,
but | have it if you insist on tak-
ing it.’

“The man insisted, and so the clerk
took my mate and me from the win-
dow—much to our regret—and car-
ried us to the fitting stool. Me he
tried on first, and the minute | came
in contact with that foot | realized
that there wasn’'t enough of me to
make that foot comfortable. But he
managed somehow to pull me on, al-
though 1 protested as loud as | could.
Then he put my mate on the other
foot, overcoming by brute strength
the same resistance he had met with
in me. Having got us on he inspect-
ed himself in the big mirror and told
the clerk we would do. And shortly
thereafter he went out with us. Then
my troubles began.

“Us he wore in all sorts of weath-
er, and occasionally into places where
no self-respecting shoe would go of
its own accord. Sometimes he was
wobbly on his feet and made us come
in contact with objects which scuff-
ed us shamefully. We were never
treed. | am afraid we retaliated by
hurting the feet of him who abused
us. A B shoe on a D foot has a
good opportunity to get even. | make
no bones of saying that | embraced
the opportunity.

“By and by he cast us off more in
anger than sorrow. In two directions
we were cast, my mate and I, and
since that moment | have been kicked
from pillar to post. One morning the
ash man found me, but failing to find
my mate, carried me out here with
never a qualm. Here | have since
remained, wronged, humiliated, and
finally discarded, through no fault of
my own. I'm all in now, but | think
I would have done better if 1I'd had
half a chance.”—Cid McKay in Boot
and Shoe Recorder.

A man’s knowledge often brings
upon him troubles he would like to
have avoided.
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We have
them in High
Tops Kanga-
roo Stock y2
D. S. or Dou-
ble Sole 8, io
or 12 in. high.
Walrus Waterproof Shoes treated with Walrus Oil.
One 2 oz. bottle Walrus Oil with each pair shoes 8,
io or 12 inches high, k2D. S. or double sole. Write
for sample.

Hirth=Krause Company

Shoe Manufacturers

Grand Rapids, Mich.

We Make Nothing

W eSe, No,hi,qg

Selling

As a dealer your proof of a shoe is in the
selling.

As a consumer your proof of a shoe lies
in the wearing.

A line that combines selling quantity with
wear quality is the best foundation on
which to build a paying business.

For over forty years our shoes have trav-
eled in the selling clavs, because inside and
out and from top to sole we have made
them so thoroughly good.

Give the people the most you can for
their money. We do it and find it pays.

Buy our shoes and you can do it, too.

RINDGE, KALMBACH, LOGIE & CO., LTD.

Grand Rapids, Mich.

RUBBERS

R U B B E R S

We Don’t Solicit Your Business on

Anything But Rubbers

We are specialists in the Rubber Shoe Business, consequently can supply your wants
and handle your business efficiently.

Buy your rubbers direct from the manufacturer.

The Beacon Falls Rubber Shoe Co.

Not in a Trust

236 Monroe St., Chicago
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BURNING UP MONEY.

Many a Merchant Does It in Han-
dling Advertising.
Wrritten for the Tradesman.

“I'm going to cut down my adver-
tising expense this year,” said the
shoe man, sitting at the back of the
drug store, where the man of pills
and patent medicines was struggling
over his books.

“Doesn’'t it pay?” asked the drug-

gist.
“Oh, in the long run | presume it
does, but I've got to go slow this

year and | can't afford to pay out
money in the hope of returns in two
or three years.”

“Suppose you cut down your ad-
vertising expenses,” said the drug-
gist, “and manage not to reduce the
volume of advertising?”

“l can't be done.”

“Do you know that half the money
paid out for advertising is thrown
away?” asked the druggist.

“l have heard so. And | have also
heard that less than half the food
we eat gives any return for the in-
vestment. Everything is a gamble.”

“No,” said the druggist, with a se-
rious look, “advertising is an exact
science. There is nothing of the
gamble about it.”

“You think that it is unnecessary
to waste money in that way?”

“Sure.”

“How are you to avoid it?”

“By knowing what you are at and
watching the work you employ others
to do for you in the way of public-
ity.”

“Elucidate.”

“Well, here’'s a case in point. |
walked along a country road, the
other day, just for the fresh air and
the exercise. Incidentally 1 looked
up and inspected a lot of paint signs
I had caused to be put out.”

“The old story about signs put on
with whitewash, | suppose,” said the
shoe man. “For one, | never deal
with the man who paints signs on
country fences and barns.”

“l saw some whitewash signs,” said
the druggist, “but I wasn’t going to
speak of them. | saw more expen-
sive signs which | would want the
rain to wash out if they were mine.
They indicated a mighty bad concep-
tion of advertising.”

“What sort of signs were they?”

“Rather neat bulletin boards—well
put together and painted up in good
shape.”

The shoe man began to look cross.”

“What was the matter with them?”
lie asked.

The druggist was looking out of
the window. He was not supposed
to know that the shoe man was get-
ting angry, so he blundered ahead.

“Yes,” he continued, “if they were
my signs 1I'd want the rain to wash
the boards free of paint. It would
save the expense of having it scrub-
bed off.”

“Why would you have it
off?”

“Because the advertising matter is
rotten. It is not advertising at all,
except that the name of the merchant
and the number of his store are given,
away down at the bottom, where few
will see them.”

The shoe man arose and pranced

taken
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up and down the floor. He did not
like to hear the druggist talking that
way about the bulletin-board signs
for two reasons. They were:

1. They were his signs.

2. The druggist was generally be-
lieved to know what he was talking
about when he cut loose on advertis-
ing.

“Well, tell what's wrong with the
stuff,” he said.

“How much did those boards cost
you to make, paint and put up?” asked
the druggist, irrelevantly.

“A lot more than they should have
cost.”

“You saw them painted?”

“Yes, and | supplied the matter, if
that is what you are after. And |
was advertising shoes, and not paint
or patent medicine.”

The druggist laughed at the other’s
show of ill-temper.

“What is the first line?” he asked.

“Why, 1 don't remember now.”

“It is, ‘WE SELL,” in letters that
take up half the board. Now, where
is the use in saying that? What is
the good of it, anyway? It doesn’t
mean anything.”

“What would you have led the ad-
vertisement with, Mr. Wisehead?”

“‘Shoes $3;” was the reply.

“But | usually advertise
shoes in the country.”

“Then you should have put $i or
$2 in the top line. What is needful
is to get the thing and the price where
they strike the eye the first thing. ‘We
Selll” Say, honest, that is funny! But
that is no worse than a big, expen-
sive advertisement for a steam pump
I saw once. It was painted on a
fence in huge letters. Must have cost
a $io bill, if not more. What do you
think was in the top line? ‘The No-
blest Roman of them "All"" Now, what
do you think of that? How can a
pump be a Roman, anyway? It is
too funny to talk about.”

“What would you have put there?”

“Something about the pump. Some
merit it had over others. Something
catchy. You have, | presume, ob-
served the rhyming lines in modern
advertisements?  The double line,
‘It's Pure, That’s Sure,” makes a hit.
So do the words, ‘Kalamazoo, Direct
to You.” Yes, you go out and wash
that paint off your boards and put
something on that you will hear peo-
ple quoting when they come into the
store. If you can't do it yourself,
pay some one for a bright advertise-
ment. This notion that you must
hire an expert to make your boards
and paint your announcements, but
that any old fool can dream out the
proper thing to put on them is ob-
solete. You ought to pay more for
the matter than for all the rest put

cheap

together, for that is where the value
comes in.”

“All right,” said the shoe man, “I'll
give you the best pair of shoes in
the store—two pair if you think one
isn’'t enough—if you’ll get up some-
thing to put on those boards that you
will approve of.
as you say.”

“I'm not an advertisement writer,”
laughed the druggist, “but I'll see
what | can do in that line. It's the
idea you want, you know, and not a
string of words, and the thing is to
get an idea not out of place on a
country fence.”

“I've got something,” said the shoe
man, leaping to his feet again.
“Whee! [I've got the sort of a thing
you've been talking about! You bet
I have. It will do for farmers, all
right, and it will do for city people,
too. Guess I'll write down to Wash-
ington and get a copyright on it. 1
wonder why | never thought of it
before? Off comes the paint now,
you bet!”

“But you've contracted with me,”
suggested the druggist, with a grin.
“You're under agreement to let me
do that work and take my pay in
trade. What is your notion?”

“Oh, you'll get the shoes, all right,”
said the shoe man. “You gave me
the idea that is now swelling within
me bosom! You'll get your shoes, all
right. Say, this notion of mine is
such a corker that | hate to give it
away.”

“Come, out with it.”

“I'll call in all those boards,” said
the shoe man, “and I'll get a man
who can paint in red, and I'll have

him write:
“‘MARTIN’'S SHOE
WON'T WET THROUGHY!

“Have him paint it in red at the
top of every board, and just below
I'll have a picture of the shoe, with
a red line drawn around the price,
which shall be painted on the sole
of one shoe. You see, I'll have one
shoe show the top and one the bot-
tom, and I'll have a finger pointing
to the sole, and the words below:

“‘SEE THAT WATERPROOF
ISOLE?’

“Now, don't you think I'm waking
up in the matter of advertising?
Oh, you've got to show me from
this time on.”

“You're all right,” said the drug-
gist. “The idea is worth a hundred

SELL

Mayer Shoes

And W atch
Your Business Grow

“Red Seal Shoes”

“Red Seal” is the seal of shoe quality for

women. All leathers.
Blucher cut,
street wear. Retails

MICHIGAN SHOE CO,,

lace or button,

Twelve styles.
for house or
for $2.50 and $300.

DETROIT

Something catchy, |

HDID |. P[5

Have a large stock
for immediate

delivery

The goods are right
The price is right
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made by a
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| Tettito.
Sati Igerti
erano Rapids, M
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to a manufacturer. Keep on that
way and you’ll have a double store
before the year is out.”

“l doubt if I'll continue to re-
ceive inspiration when 1've got out
of your magnetic influence,” smiled
the shoe man,. “Well, come on out
here and fill your pockets with cigars
and then trot over and get the
shoes.”

“Wait a week,” said the druggist,
“you may change your mind before
you get home. And don't do too

much of that fence advertising. The
family newspaper is better, if you
know how to use it. That couplet is
all right for that, too. But is it a

fact that the Martin shoe won't wet
through?”

But the shoe man was going out
of the door, and out from the swish
of the street came the muttered
words, drifting back to the ears of
the druggist:

“MARTIN’'S SHOE

WONT WET THROUGH.”

“He’ll hear that in his store often
enough,” thought the druggist. “I
wish 1'd blundered on that myself.”

Alfred B. Tozer.

How One Girl Won Success.

Lola Rapp arrived from a small
country town from down the State
several years ago. She had come to
the city determined to win her way
in the world.

Lola was the picture of simplicity.
At that time she was just 19 years
of age. Her sole object was to be-
come a woman of the business world.
She wandered across the bridge,
where she obtained a single room
for $1 a week.

Weary from her travel and inclined
to be a little homesick, Lola retired
and was soon in deep slumber, dream-
ing of the success that would surely
come to her. As was her custom
when living on the farm, she awoke
the next morning at 5 o’clock with
the birds. She dressed herself neatly
and with an air of determination left
the house in search of employment.
Instead of going down town she went
north.

Finally she arrived at a neat little
corner grocery on a quiet side street.
Outward appearances of the store re-
sembled that of a small department
store of the village whence she came.
It made her long for home. She
stood in front of it for at least ten
minutes debating what she should do.

Knowing that to make a successful
business woman she had better start
in at just such a place as this to
study the commercial world from the
small dealer’'s point of view, she re-
solved to enter and ask for employ-
ment.

An old miserly 'looking man con-
fronted her at the door. His appear-
ance alone made her tremble, but she
regained her courage and explained
to him that she was seeking a posi-
tion. After a few minutes’ parley
she was successful and was employed
at a salary of $4 a week. This amount
seemed large to her. The store was
quaint and homelike. This in itself
meant much to her.

She retained the position several
months for experience which would
prepare her for the accomplishment
of her object. She greeted with a
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cheerful smile all customers who en-
tered and was ever willing to serve
them. For this reason if nothing else
she was liked by the neighborhood.

The store was clean and the patrons
were of a German type. She was
well satisfied, but realized that she
could not work for the same salary
longer even although she was study-
ing the trade at the same time. As a
matter of fact, she had obtained all
the knowledge she desired in that
line, so one busy night when trade
was more brisk than usual she asked
her employer, for an increase in sal-
ary.

Although the owner of the store
knew that his trade had increased
twofold since he had employed her,
he refused her request, giving her the

average employer’'s story, “Business
is too dull.”
“Business was too dull’—'Lola

knew that such was not the case. On
the following Saturday she resigned
sher position. He offered an increase
of $1, but she refused it. She rented
a vacant room across the street and
started a store in opposition. She
possessed little money, but salesmen
remembered her smiling face and she
was given plenty of time to pay for
her goods. In a short time she had
a well stocked store.

In the course of a month she had,
by dint of “down weight” and polite-
ness, won much of the neighborhood
trade and, more than that, she kept
it. She had the intuition of a business
woman. She was free hearted and
kind to the children. At first she
was not particular about making more
than living expenses.

Several weeks later she had no
competition, for her enemy and form-
er “boss” had failed and closed up
his store. He moved from the neigh-
borhood, blaming his former help,
Lola, for his failure in business. The
trade and business of Lola’s store
then increased with greater rapidity;
everything was clear of debt. She
owed for nothing. She bought the
building later and several additions
were made to it and different branch-
es were installed.

Several months later business was
so good and there were so many
departments to look after that she
needed a manager. She wished to
employ a good, honest man.

Suddenly she remembered her
former employer, and, remembering
that he was the “making” of her, em-

ployed him. Out of work, the old
man consented to the proposition
made to him by Lola. It hurt him

to work for her, but he stepped into
the store and worked with great alac-
rity and was honest.

Lola became the owner of a whole-
sale store—the sole object of her life.
Besides herself there is only one per-
son who has anything to say about
the management of the store, and that
is her “miserly old employer,” whom
she respects and thanks for her suc-
cess. It might be worth while to
mention that he never asked for an
increase in salary, but it has been rais-
ed twice.

In evidence of her success there
stands a large red brick building on
that now busy side street.

William H. Murphy.

Forget Itl!

Forget the mistakes you have made in ordering shoes for boys' wear
that looked good in the sample and fell down on the first pair you'tried on
your best customer and lost you their business. Get a line of

Hard=Pan Shoes

For Men and Boys
and be a success—without worry. Hard-Pan shoes will bring back your
customer the next week, the next month, and bring along new “trade.

But don't forget that but one man in a town can get them _ Your suc-

cess depends on your action today-a postal will do the business if the

other fgl?ow hasn’t got a[}%ead.

Our Name on the Strap of Every Pair of the
Original Hard-Pans

HEROLD-BERTSCH SHOE CO.
Makers of Shoes
GRAND RAPIDS, MICH.

Celebrated

“Snow”
Shoe

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 former 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.

Those who have purchased of the C. E. Smith Shoe Co.
can re-order of us, using same stock numbers, and while the
present stock lasts you will receive old prices.

Do not forget that we are the Michigan distributors of the
celebrated “Snow” Shoe.

Waldron, Alderton & Melze

Saginaw, Mich.
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TYING UP PARCELS.

Why the Trade Will Never Quit It.
Wrritten for the Tradesman.

The three chums, the grocer, the
clothier, and the hardware man, sat
at the rear of the grocery smoking
and telling hard-luck stories.

“There’s a new thing on in the
grocery business,” said the clothier,
presently, “which ought to give us
purer food. | read about it in a New
York paper not long ago.”

“Purer food!” echoed the hardware
man. “Why, the grocers sell only
pure food now. I'd like to see you
find something wrong in this stock.”

“You bet it's pure!” said the gro-
cer. “The traveling salesmen who sold
it to me said it was, and they
wouldn’t lie.”

“Not long ago,” said the clothier, a
whimsical look on his face, “I read
a story about four flies. They were
buzzing on the window of a dining
room one hot day, and—"

“Chestnuts!” cried the grocer.

“All right,” said the clothier, “I'll
tell it to the hardware man. These
four flies were hungry and the table
was set, so they fell to. One of them
dropped on a plate of honey and
buzzed and buzzed until he was full
up to the eyes. Then he went off and'
died. For the honey was adulterated
with noxious things.

“Another fly dropped into the sug-
ar bowl and filled up. Like his mate,

he got a good load, then he, too,
went off and expired. For the sugar
was adulterated and the insect died

of poison.

“The third fly lit on a dish of ice
cream, just then put on the table, and
feasted in merry glee. When he
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said the clothier, “and place the re-
sponsibility for impure goods right
where it belongs.”

“Out with it.”

“Well, the idea is to have every
article sold in the store sold in the
original package,” said the clothier.

“l wonder if the man who con-
ceived that idea ever ran a grocery
in a country town, or in a tough city
district?”

It was the grocer who spoke.

“What's wrong with it?” asked the
clothier. “The article stated that the
goods were to be put up in such
sized packages as experience dictat-
ed. | don't see why it won't work.
You walk into a store and ask for
half a pound of butter. The clerk
takes a little package out of the cool-
ing chest, and there you are.”

“But when butter is thirty cents a
pound; and a child comes in and
wants three cents’ worth? What
then?”

“Why, if that is the manner of city
trade, the grocer will have to cut a
package or send her away.”

“They’ll have to put tea and coffee
in five-cent packages,” said the hard-
ware man, who had once done busi-
ness on Second avenue, New York,
just above Grand street.

“You bet they will,” said the gro-
cer. “When the man operating this
new-fangled provision emporium gets
up against, a red-headed wash lady
who has come in with ten cents to
buy a dinner for six he’'ll have to
open a few packages, and then some.
In good times a small measure of
potatoes is six cents. The measure
is about as large as a two-quart tin
pail. Well, I've had people come in

could manage no more, he flew off jand ask for half a small measure of

and passed in his checks. The ice
cream was poisoned with wood alco-
hol flavoring extracts.

“When the poor little fourth fly
saw his brethren lying cold in death
he figured it out that life would not
be worth the living without his
chums, and he resolved to commit
suicide and join them in a fly heaven.
So the bereaved little creature made
a farewell buzz about the room, sing-
ing his own death song, and, flying
straight to a saucer of liquid fly poi-
son, drank his fill and keeled over.
But it was so that the fly poison was
also adulterated, and the unsuspect-
ing creature flew away in perfect
health, cured of the desire for death
by the tonic of the alleged poison.”

“l wish,” said the grocer, wearily,
“that people would place the blame
for impure goods where it belongs.
We know that a lot of the stuff we
sell is adulterated, but we get the
best we can, and are not to blame
if the officials of the state do not in-
sist on making manufacturers toe the
mark in preparing their product for
the market.”

“Well, there’s hope for grocers in
a scheme they are trying in New
York.” said the clothier.

“There’re plenty of schemes,” said
the hardware man. “But most of
them need fixing a whole lot.”

“It it will help the poor down-
trodden grocer,” said the grocer, “let
us know what it is immediately.”

“It will™ help the consumer more,”

potatoes. That would be three cents.
What? How you going to fix that?
Corn meal costs about three cents a
pound in the poor precincts of large
cities. The orders are from half a
pound to two pounds. | guess they’ll
put up cornmeal to the value of a
cent and a half in a pretty little
package, with a picture of a mill and
a dam on the cover? Not this year.”

“Come to think of it,” observed
the clothier, “the grocery which is
to be operated on the original pack-
age idea was located farther up
town where the people are compara-
tively rich, and can put up the cash
for a whole measure of potatoes and
a whole half pound of butter at one
fell swoop. Say, but when the grocer
gets so he can sit in a revolving chair
in the center of his store and just
whirl round and take things off the
shelves with a long pole and ex-
change them for cash, I'll be in the
swim. | always did like the grocery
business.”

“And when you get all ready to
swing around,” said the grocer,
“you’ll bump against a sweet little
child of the tenements with calcula-
tion in her eye and three cents in
her dirt-browned little fist.  She’ll
want a cent’'s worth of pepper, and
a cent’s worth of cinnamon, and a
cent’'s worth of mustard, and will
you be good enough to give her a
pinch of salt? And when she goes
away you’'ll meet a cold-eyed woman
with an open package of codfish in

her outstretched hand.
you—"

“No, she won't,” said the clothier,
“for by that time I'll be on a car
headed for the dim land of the pines,
or some other seaport town, where the
high denomination of money is not
the merry little cent.”

“And she’ll tell you,” continued the
grocer, “that the man who filled that
can used more salt than fish, and
that the moral character of the fish
was bad to begin with, and that it
had been put up improperly, and that
if any real codfish ever saw that stuff
in the can it would back off and deny
kinship, and she would tell-you more
other things than a woman can re-
member after a quilting bee, and you
would give her back her monej and
sell her a little tin of pure maple
sugar, made of corncobs down in a
basement on River street. That af-
ternoon she will come waltzing in
with a little tin dish in her hand, and
will show you the collection of an-
tiques she got out of the pure maple
sugar when she melted it.”

“You, kick just because it is a new
scheme,” said the clothier.

“When you can make people all
think alike,” said the grocer, “per-
haps an original package scheme
may work, but the store will have
to be in a fine district. And even
then some chump will come along
and sell in bulk, and get the trade
away from the new-notion store.
People want what they want, and as
much or as little of it as they are
prepared to pay for. Nit! It won't
work.”

She’ll tell

“But see how the original package
notion is growing,” said the clothier,
pointing to the shelves packed with
tinned goods. “A few years ago
about all that stuff would have been
sold in bulk.”

“A few years ago,” said the grocer,
“it would not have been sold at all,
at least in a grocery. That stuff has
come on the market within ten
years, or twenty at the very latest.
Look at the brands. Meats, and
vegetables and fruits in tins! People
would have opened their eyes at such
a display twenty years ago.”

“If the original-package store ever
does arrive,” said the hardware man,
“the goods ought to improve in quali-
ty, for it will be a race between
brands.”

“It is a race between brands now,”
said the grocer, “and yet we get a
lot of rotten put-up foods. Oh, there
will be improvements in the grocery
business, but it will not be in that
way. There’s a lot of canning fac-
tory managers who will have to
serve time before we can get things
just as we want them, and the date
will have to be put on the package.”

“1 bought some canned beans the
other day,” said the hardware man,
“and there was no need of a date
on the label. Up at the house we all
knew that the stuff outranked us all
in age. | guess | could have regis-
tered it and had it vote, for it was
old enough.”

Then the three chums went across
the street and sat down at a round
table. Alfred B. Tozer.

THE CASH CUSTOMER.

He Is Never Prized as He Should
Be.

Jones and Johnson lived side by side.
Their dwellings were the same, be-
longed to the same owner, and were
a part of an entire row builit from
the one set of plans. And, as one
would naturally suppose under the
circumstances, they paid the same
rent. But this is as far as the simi-
larity went. Jones’ house was rusty
looking and sadly in need of a coat
of paint, and the rooms in need of
papering, while at Johnson’s every-
thing was in apple pie order, the
house newly painted, rooms in fine
condition. The same rule held good
with every class of repairs. It cer-
tainly seemed strange.

“What's the rub between you and
the landlord?” | tackled Jones one
day. “Why doesn’t he paint you up
like Johnson? Behind in your rent?”

“Not a cent. Never failed to pay
right on the day. | am sure | give
it up. Whenever | phone him he

puts me off. Always has one excuse
or another. Just like pulling eye-
teeth to get him to do anything for
me. It's different with Johnson. All
he has to do is to phone, and a man
is sent orit the same day.

“l can’t understand it. Guess I'm
hoodooed. Anyway, | know it al-
ways used to be the same way at
every place | ever was. Same way
with my grocers and butchers. First
few purchases the best of everything
is sent me, then the quality of the
goods takes a sudden and permanent
slide. | pay for the best. With
Johnson it is different. He always
gets the best. | don’t know why, but
he gets it. We patronize the same
grocer and butcher — Smith and
Brown.”

This was a fact. | had noticed and
been struck by the oddity of it on
more than one occasion. At John-
son’s the steaks were of the thick,
juicy kind, the butter above suspic-
ion, and the coffee never failed to give
that delicious aromatic evidence of
being the real thing. At Jones’, on
the other hand, everything seemed to
be of the dubious order.

“Johnson,” | said, one fine day, “T
want you to tell me how you work
it to get the swell stuff day after day
and week after week? Have you a
mortgage on Smith and Brown—do
they owe you anything?”

“No, indeed! They don't owe me
a cent. But aside from that, really,
you will have to excuse me—my wife
never would forgive me were | to
give away the snap.”

Aha—so | was right in my sur-

mise, after all—there was a snap! The
selfish scoundrel! But | would learn
it Even if | had to invite myself
out to dinner with him every day for
a month. The mystery should not
go by default. If necessary | would
1 worm myself into the confidence of

the two boarders. Boarders often
get on to things. Especially the star
boarder. Aha! Here was an idea

sure enough. Why should Rogers,
the star boarder, be treated so much
better than Pettibone! Both paid the
same rate, and the latter was not a
whit less agreeable than the former!
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Here was a parallel case—a valuable Hardware Price Current

IRON

clew. 1 would run it down. Bar Iron 25 rate
" . » . Light Band . 00 rate
Pettibone,” | sal_d to_that gentle— AMMUNITION. KNOBS—NEW LIST
man, as we were lingering over a Caps. Door, mineral, Jaj). trimmings ... 75
game of checkers, “between you and G. D.. full count, per m ..., 4 DoO" Porce'a'“'l_ég'gl'_'gm'ngs 8
Hicks’ Waterproof, per m .
me and the checkerboard, how comes ifde, W agerhiooh PET M - - % Stanley Rule and Level Co.’s ....dis.
it that Rogers is the star boarder?” Ely’s Waterproof, per m__. 60 METALS—ZINC
The shadow of a sickly smile rested Cartridges. l63060r p%tﬂr;]té casks 39
on Pettibone’s face, but he quickly Ng %%fg,?ét' p%erfmm -288 P
chased it. “And do you not know! No. 32short, per m. Bird Cages, .. .40
No? Have you never heard! No? No- 32long, per m... fumps, " Cistern - o
Well, I'll tell you: Rogers is the Primers. Casters, Bed and Plate 50&10&10
. . No. 2 U. M. C., boxes 250, ger M. 160 Dampers, American 50
star boarder in this house because— No. 2 Winchester, boxes 250, per m ..I 60
MOLASSES GATES
because he owes Mrs. Johnson $40 Gun Wads. Stebbins’ Pattern 60&10
back for board!” Black Edge. Nos. 11 & 12 U. M. C. . 60 Enterprise, self-measuring .30
Black Edge, Nos._9 & 10, per m.. 70 PANS
Well, well, well, here was a pretty Black Edge, No. 7, per m 80 Fry. Acme 60210810
howdy do and so easy! The next day, Loaded Shells. Coyn"]mon, 70&10
hot on the trail, | called on Smith, the o NEWf Rlvalf—Fgr Shotguns. PATENT PLANISHED IRON
rs. of o0z. o ize Per “A” Wood’s pat. plan'd. No. 24-27..10 80
grocer._ . . No. Powder Shot Shot Gauge 100 “B” Woodg pat. Blan’d. No. 25-27.. 9 80
“Smith,” said I, in a tone thatcould 133 4 1% 10 10 $§ & Broken packages %e per Ib. extra.
not be misunderstood, “l have made 128 4 1% 8 10 290 o rool Cov fPLANES
the discovery that your first consider- 132 7y % g D 2% Sciota Beneh ey . 50
i i i - 154 9 Sandusky Tool Co.’sfanc 40
ation is not for your cash paying cus- 1 43Ma % 161 10 %gg Banch Mrst aualiny y 49
tomers, but for those who are owing 208 3 1 8 12 2 50 NAILS
you. Am | right? | want the truth, 3% 3% 1% 8 12 2 6 Advance over base, onboth Steel & Wirg
' y : 205 3% 1% > 12 270 Siael nails Chase ! 35
the whole truth, and nothing but the 264 3% 1% 4 12 2 70 Wwire nails. base .
truth.” Discount, one-third and five per cent. 29 'tg 60 advance .
: ) ) ) Paper Shells—Not Loaded. 10 to, 16 advance
After cautiously looking about him No. 10, pasteboard boxes 100, per 100. 72 8 advance
to see that no one heard him he No. 12, pasteboard boxes 100, per 100. 64 6 advance -20
’ ’ Gunpowder. 4 advance .30
softly pleaded guilty—and then the K 3 advance 45
X egs, 25 Ibs., per keg 90 2 advance 70
confession followed: gé) KKegs, 60}20{0!) Ibs., pD;rk% keg % Eine 3 algve[ljnce.. .60
“« 1 f : b Kegs, 6% tbs., per % keg asin advance 15
You see, it's this way. It is a Shot Casing s advance 2%
case. of must with us trades people In sacks containing 25 Ibs. Eiansilsnhg 150 %‘é%%’%%% gg
to give our debtors the best of treat- Drop, all sizes smaller than B.. 8 Finish s advance 35
ment. We’d lose out at both ends if AUGERS AND BITS E';r'r%fh S%agal\algﬁge a
idn’ ’ ir Snell’s 60
we didn't. We’d not only lose their Jennings® genuine 2% RIVETS
trade but also the lump they owe us.” Jennings’ imitation 50 Iron and tinned 50
“Then you really prize this debtor _ AXES Copper RlveRthaE:jNgu;’T_lATES 4
trade to the extent that you would Eirst Quality.s. B, Bronze... 9 14x20 IC, Charcoal, Dean
. ! iy, 3
not care to lose it?” First Quality, S.B.S. Steel 14x20 1X, Charcoal, Dean
« . I That is t th First Quality, D.B. Steel 20x28 IC, Charcoal, Dean .. .15 00
Yes, indeedi That is to say, fthe BARROWS a0 1% Charssal allaway 8rade & 8
i _ X ) arcoal, awa raae
class of debtor of which you Sp?ak Railroad ¢0x28 IC, Charcoal, Allawalyy Grade 15 00
such as Johnson. They are tiptop Garden 50x28 1X, Charcoal, Allaway Grade 18 00
y ptop

customers, steady and dependable
and good pay. They merely run
along in debt at an even depth in or-
der to have the debt as a kind of a
club over us. It works admirably,
too, as you have seen. We have too

Stove

Well, plain

BUTTS, CAST

: Cast Loose, Pin, figured 70

much at stake to slight them. But Wrought, narrow 60
the advantage isn't all on the one o o
side, hol\;vever—arytljl.that is Ithe reason (B?%mmon 87:; én'-”?éljclﬁ.ns/z/ 'ch'...ng;"é'
- .8%cCc-—---/%CcC....0%C c

we really are willing to lend our BB 11— PLoBhe 6 ¢

selves to the practice—that is, of

i 3 CROWBARS
course, with responsible men, such as Cast Steel, per th....cccccoeeeeeeeereesecrisiirsiis 5
Johnson. You see, the debt ties them ‘ CHISELS
i i Socket Firmer 65
to us as securely as it binds us to 2gcket Framing 3
them. Johnson has been on our books Socket Corner 65
Socket Slicks 65

now for over three years, and, bar- ELBOWS

ring the floating debt, pays up con- 8om. 4 igce, 6 |dn per doz net 2755
PR » orrugated, per doz.
SC|ent|o.u§Iy. Adjustable .
My visits subsequently to the land- EXPENSIVE BITS
lord and the butcher corroborated Clark’s smqllz $134-‘ |arg$%, $26 40
the grocer. It was something novel, 'ves' 1 $18 2 3$24; 3, %30 = ... %

FILES—NEW LIST
New American
Nicholson’s
Heller’s

if not exactly startling. To think that
hereafter the debt might be viewed
in the light of a trading stamp propo-
sition and used as a legitimate auxil-
iary to business economy was unique.

GALVANIZED
Nos. 16 to 20; 22 and 24; 25 and 26; 27, 28
L 13 14 15 16 17

ist
Discount, 70.

D. Romero.

GAUGES
Sufficiently Punished. Stanley Rule and Level Co.’s..... 60&.10
Judge (to lawyer)— Mr. Sharp, are single st thbGLbASS dis. %

H H H ingle ren , 0oX ...ais.
ou defending this prisoner? Dotbie stramgth by’ box 9% %
Lawyer— 1 am, your Honor. By the light 90
Judge— And how much is he charg- dol HAMMIIERS d

f : Maydole & Co.’s new list ..dis. 33%
d with steal!ng? Yer%(es & Plumb’s ... dis. 40&18
Lawyer— Fifty dollars, your Honor. Mason’s Solid Cast Steel ........30c list 70

Judge— Well, we’ll let him go; he’ll HINGES
Gate, Clark™s 1, 2, 3 ..o dis. 60&10

e punished enough anyhow.
Lawyer—What do you mean, your
lonor?

Judge—Why, by the time you get
hat fifty, and then he works out the
ther hundred you’ll charge him, he’ll
e sorry enough he ever was dishon-

HOLLOW WARE

Pots .
Kettles
Spiders

Au Sable

dis.
HOUSE FURNISHING GOODS

40&10

StampedTinware, new list
Japanese Tinware

(]
.50&10

ROPES

Sisal, % inch and larger ............ 9%
SAND PAPER

List acct. 19, '86 .ccvrrvrninrininiienann, dis. 50
SASH WEIGHTS

Solid Eyes, per ton ... 28 00
SHEET IRON

Nos.

Nos. 15 to 17 3 70

Nos. [3 90

. .4 30 410

_ All sheets . ghter, over 30

inches wide, not less than 2-10 extra.
SHOVELS AND SPADES

First Grade,

Second Grade, Doz..
SOLDER
W @ Y s 21
The prices of the manP/ other qualities
of solder in the market Indicated by pri-
vate brands vary according to compo-
sition.
SQUARES
Steel and 1ron ... 60-10-5
TIN—MELYN GRADE
10x14 IC, Charcoal o0 50
14x20 IC, Charcoal 0 50
10x14 IX, Charcoal 2 00
Each additional X . 125
TIN—ALLAWAY GRADE
10x14 I1C, Charcoal . 900
14x20 IC, Charcoal . 9 00
10x14 1X, Charcoal 0 50
14x20 IX, Charcoal ... 10 50
Each additional X on this 150

Eradeﬂ:.
BOILER SIZE TIN PLATE
14x56 IX., for Nos. 8 & 9 boilers, per Ib. 13

TRAPS
Steel, Game ... s 75
Oneida Community, Newhouse’s .40&10
Oneida Com’y, Hawley & Norton’s.. 65
Mouse, choker, per doz. holes 125
Mouse, delusion, per d 25
WIRE
Bright Market 60
Annealed Market 60
Coppered Market 50&10
Tinned Market ... 50&10
Coppered Spring_ Steel
Barbed Fence, Galvaniz 275
Barbed Fence, Painted 2 45
WIRE GOODS
Bright ... 80-10
Screw E 80-10
Hooks ... 80-10
Gate Hooks and Eyes.. 80-10

WRENCHES
Baxter’s Adjustable, Nickeled
Coe’s Genuine ... .40
Coe's Patent Agricultural, Wrought. .70-10
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Crockery and Qlassware

STONEWARE
Butters
% gal. per doz
1 to 6 gal. per doz
8 gal. each
10 gal. each
12 gal. each ..
15 gal. meattubs,
20 gal. meat
25 gal. meattubs,
30 gal. meat tubs, each ..
Churns
2 to e gal. per gal 6
Churn ashers, per doz.. 84
Mllkpans

% gal. flat or round bottom, per doz.
1 gal. flat_or round bottom, each..
Fine Glazed Mllkpans
% gal. flat or round bottom, par doa. u
1 gal. flat or round bottom, each.... &

44
5%

) Stewpans
% gal. fireproof, bail, per doa.

M
1 gal. fireproof, bail per doa 16
Jugs
% gal. per doz 56
% gal. per doz 4]
1 to 5 gal, pe 7
SEALING WAX
5 Ibs. In package, per th........o.. |
LAMP BURNERS
No. 0 Sun 38
No. 1 Sun . 40
No. 2 Sun 60
No. 3 Sun . 87
Tubular
Nutmeg

MASON FRUIT JARS

With Porcelain Lined Caps

Per gross
.5 2

£int® ..
guartI
o gallo
Cags....
Fr .
LAMP CHIMNEYS—Seconds.

K Per box of 0 doa.
Anchor Carton Chimneys
Each chimney In corrugated tubs
No. 0, Crimp to\tl)....
No. 1, Crimp top 171
No. 2. Crimp top .. . j 78
Fiee, Flint Glass In Cartons
0, Crimp top ... | 84
. 1, Crimp top u
No. 2 Crimp top ... e 1
L Fli | |
No. 0, ea&f‘rimpmgopG ?ss n Cartonslml 39
No. 1, Crimp top 4to
No. 2, Crimp top
Pearl Top In Cartons
No. 1, wrapped and labeled ..
No. 2, wrapped and labeled
Rochester in Cartons
No. 2 Eine Flint, 10 in. (85c doz.)..4 60
No. 2, Fine Flint, 12 in. ($1.35 doa.) 7 60
No. 2, Lead Flint, 10 in. (950 doa.) < it
No. 2, Lead Flint, 12 in. ($1.6i doa.) f 7i
Electric in Cartons
No. 2, Lime (75c doz.)
No. 2, Fine Flint, gsac doz.)
No. 2, Lead Flint, (95c doa.)
LaBastle
No. 1, Sun Plain Top, ($1 dozg L0 76
No. 2. Sun Plain Top, ($1.26 doa.)..s 64
i OIL CANS
. tin cans with spout, per doz..| 26
1 gal. galv. iron with spout, per doz..l 40
2 gal. galv. iron with spout, per doz..2 25
3 gal. galv. iron with spout, per doz..3 25
5 gal. galv. iron with spout, per doz..4 10
3 gal. galv. iron with faucet, per doz.385
5 gal. galy. iron with faucet, per doz460
5 “gal. "Tilting  cans .7 to
5 gal. galv. “iron Nacefas
LANTERNS
No. 0 Tubular, side lift ..
No. 2 B Tubular ...
No. 15 Tubular, dash .
No. 2 Cold Blast Lantern
No. 12 Tubular, side lamp 12 00
No. 3 Street lamp, each S 56
LANTERN GLOBES
No. 0 Tub., cases 1 doa. each, bx. 16s 56
No. 0 Tub., cases 2 doz. each, bx. 150 56
No. 0 Tub., bbls. 5 doz. each,

per bbl..190
No. 0 Tub., Bull’s eye, casesl da. a. 125

WHITE COTTON WICKS

Roll contains 32 yards in one piece.
No. % in. wide, "per gross or roll. 28
No 1,% in. wide, per gross or roll. 38
No 2,1 in. wide, per gross or roll. 60
No 3,1% in.wide, per gross or roll. 90

COUPON BOOKS
50 books, any denomination
100 books, any denomination
500 books, any denomination
1000 books, any denomination ...
Above quotations are for either Trades-
man, Superior, Economic or Universal
. here 1000 books_ are ordered
. customers receive specially
printed cover without extra charge.
COUPON PASS BOOKs .
Can be made to reﬁresent any denomi-

100 books
500 books
1000 books

CREDIT CHECKS

500, any one denomination
1000, any one denomination
2000. any one denomination
Steel punch




38

SALES BY STRATEGY.

Why the Resourceful Salesman In-
variably Wins.

That tihe columns of stories that
have been written and the hundreds
of tales that have been told of the
wiles and strategy of the traveling
man have foundation is a fact that
comes home to the new man on the
road long before he gets used to get-
ting turned down by grumpy mer-
chants. At the same time it is a
serious mistake to come to the job
oi taking orders with the precon-
ceived idea that the work of the
salesman consists mainly of trying to
outwit his rivals and his customers.
The young drummer who tries to
make his way in this line is sure to
fall down hard in a hurry. Not that
he doesn’t need to exercise his wits
all the time when taking orders. He
does. But the fellow who thinks that
this is the whole thing in the art of
selling goods is so apt to go over
the line of legitimate enterprise and
strategy and deal dishonestly in try-
ing to "play foxy” that it is a serious
mistake to consider it the greatest
part of the trade. If “strategy” leads
a young man to begin to deceive his
trade he might just as well pack his
grips, take them to the express of-
fice, and follow them home on the
next train.

Don’t be dishonest with your cus-
tomers. A salesman who lies to his
customers, who has two or three
prices on his goods, who works on
the “take what you can get” system,
never will gain the confidence of a
merchant, and never will build up a
good trade. Confidence in the sales-
man is the foundation of success for
the traveling man as well as the
house salesman.

You might as well expect to scale
the Alps in one bound as to be a
success as a salesman if you are in
the slightest degree dishonest. It is
not alone the plain, every day form
of honesty. You must be honest to
the core. You must not exaggerate.
Honesty IS the best policy. You
can't do business without it. If your
memory recalls those seeming to
make a success by dishonest meth-
ods, bear in mind: “No good thing
is a failure—no evil thing is a suc-
cess.” This may be laid down as a
rule in salesmanship.

“But,” | have been asked, “do you
tell the customer the cost of your
goods if he asks you about it?”

Certainly not. If a customer asks
me this question | say to him: “My
dear! friend, you don't tell the cost
price of your goods to your customer,
nor do I. We can't sell our goods
at cost, we must make a fair profit
in order to cover expenses, and we
must make a little profit besides,
otherwise we go to the diogs. A
merchant who does not make more
than his expenses will not be a suc-
cessful merchant.” No sensible man
will take offense at such an answer.

But there are so many opportun-
ities and so much need for legitimate
strategy that a salesman would be
foolish to waste his time on those
that can not be ao classed. For in-
stance, there is the case of Mike and
Abe, who, meeting in Grand Forks,
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N. D., began a battle of wits to see
who should be the first man in
Devil’'s Lake, twenty miles away,
where there was a customer for
whose trade they were keen com-
petitors.

“Where are you going from here?”
asked Mike.

“To Cruxton,”
you?”

“lI'm going to Grafton,” lied Mike.
“Goodby. | must go to work again.”

Each knew that the other fellow
was anxious to be one train ahead of
him at Devil's Lake, and this time
Abe seemed to have the advantage
over Mike. The next and only train
from Devil's Lake left at | o’clock.
Mike could not finish his business be-
fore 10 o’clock in the evening—no
train for him until 9 o’clock the fol-
lowing morning. He would arrive at
io, too late to secure the first and
the larger order. His competitor
would be ready for his customer.
This thought made Mike furious; it
occupied his mind all morning and
afternoon while he was working with
his customer.

Abe rejoiced. There was no other
clothing store in town. He would
take the next train for Devil's Lake.
By the time Mike arrived he would
have sold the larger part of the
order. Such were his calculations.

Then the report came: “Train two
hours late.” Abe didn't like this
much. He would not get to Devil's
Lake until 3 c’clock, and it would be
4 by the time his samples were un-
packed. This was a little late, but
he was ahead of Mike and that was
sufficient reason for feeling good. He
would be selling his customer next
morning before Mike could reach
Devil's Lake.

When 3 o’clock came Mike was at
the station to see if Abe really was
going to Devil's Lake. Sure enough,
there lie stood on the platform of
the rear car, and, when the train
pulled out, he laughed sarcastically
at Mike and cried out: “Good by,
Mike! Good luck to you.”

He arrived at Devil's Lake at 4
o’clock and saw his customer, who
told him he would look at his samples
at 9 o'clock the following morning.
He unpacked them in the hotel,
played euchre until 11 o’clock, went
to bed and slept a sound sleep.

At 7 o'clock he arose, breakfasted,
lit a cigar, bought a newspaper, and
began to read. Nine o’clock sharp
found him at the store of his cus-
tomer. He wasn't in.

"Where is John?” queried Abe of
the clerk.

"In the hotel,” was the reply.

“What's he doing in the hotel?”

“Buying goods.”

“Buying goods?

lied Abe. “And

What kind of

goods?”

“Clothing.”

“Clothing? Why, that’'s impos-
sible.”

“Why is it impossible?”

“Because | have an appointment

with him for 9 o’clock.”

“Well, he may be through with the
other fellow by that time.”

“Who is the other fellow?”

“Mike Mendelson of New York,”
was the reply, and Abe felt as if a

thunderbolt had struck him dumb and
deaf.

“Mike Mendelson! That's impos-
sible,” he said. “Mike is at Grand
Forks and | cannot be here until 10
o’clock.”

“You are mistaken,” said the clerk.
“See there.”

Abe looked in the direction of the
hotel, and, sure enough, there were
Mike and his customer coming out of
the hotel. Only those who have had
similar experiences know how Abe
felt. He refused the hand of his cus-
tomer when it was offered, and
didn’'t reply to his “Good morning!”
He sold his man a small bill of
goods. Mike had taken the lion’s
share.

But how did Mike manage to get
into Devil's Lake?

Write us for prices on

Feed, Flour and
Grain

in carlots or less. Can supply
mixed cars at close prices and im-
mediate shipment.

We sell old fashioned stone
ground Buckwheat Flour. Now
is the time to buy.

Grand Rapids Grain & Milling Co.
L. Fred Peabody, Mgr.
Qrand Rapids, Michigan

New Goods for Spring

Don't place your order for Wash Goods
until you have seen our line. We have one
of the most complete lines that we have
ever shown.

A. P. C. Ginghams Red Seal Ginghams
Amoskeag Seersuckers W hite Goods, Etc.

Our agents will call on you after the first
of the year with a complete line.

P. STEKETEE & SONS
W holesale Dry Goods Grand Rapids, Mich.

Don’t
Neglect
Your

Accounts

Don’t WASTE your valuable TIME posting and copying
bills and statements.

It is TIME thrown away.

You can handle your ACCOUNTS by the McCASKEY
SYSTEM with ONLY ONE WRITING, giving your customer
a copy with each purchase showing the items and total down to
the minute.

ACCOUNTS always ready for settlement without making
another figure.

NO FORGETTING to charge goods with the McCASKEY.

NO disputes with customers.

The greatest COLLECTOR of ACCOUNTS ever invented.

It is the McCASKEY ACCOUNT Register System.

We will gladly give you complete information.

The McCaskey Account Register Co.
Alliance, Ohio

Mfrs. of Multiplex Duplicating Carbon Back Counter Pads; also
End Carbon, Side Carbon and Folded Pads.

J. A Plank, State Agent for Michigan, Tradesman Bldg., Qrand Rapids, Mich.
Agencies in all Principal Cities
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He had finished his .business with
his customer by io o’clock, by n he
had packed up. Two teams were
standing at the door, one for the
trunks and one for himself. He ar-
rived at Devil's Lake at 3 o’clock in
the morning, laid out his samples in
the sample room, and by 5 o’clock
was ready for business. He had
ordered an early breakfast, which
made him feel good and strong again,
then, at six o’'clock, went to the store.
He knew his customer was an early
riser; on this fact he had laid out
his plans. He found him in front of
the store, cleaning the sidewalk.

“Good morning, John,” he cried
from a distance.

“What! Mike, is that you? Where
the deuce do you come from? Abe
said you would not be here until 10
o’clock.”

Then Mike told him all, and John
was so taken up with Mike’s strategy
that he left sidewalk and store to the
clerk and went with Mike to the
hotel, selecting the largest bill of
clothing he had ever bought of him,
leaving the smaller part for Abe.

Another kind of strategy that
sometimes stands the traveling man
in good stead as the finer sort was
demonstrated by a friend of mine
recently in the collection of an old
account. This is his own story of
the affair:

“A customer had owed us $50 for
a long time, and finally | decided to
try to collect it myself. 1 found the
man at his desk. As soon as | told
him that 1 wanted the money he
yelled out at the top of his voice that
he didn't want to be bothered, he
would pay when he was ready, and

finally commenced to call me bad
names. This tirade evidently was
only a bluff. Every few seconds, in

order to scare me, he lifted his fist
and pounded upon the desk as if he
wanted to split it in two. At first 1

said nothing, only laughed at him,
which made him more furious, but
when he commenced to call me

names | got hot and also commenced
to yell as loud as I could, my voice
even overpowering his. 1 told him
I would not allow anybody to call me
bad names, would not leave the store
until T had the money, and with every
sentence | struck the top of the desk
a blow hard enough to smash it all
to pieces. This yelling and pounding
made such a racket that passersby
and employes came running into the
office, thinking there was murder go-

ing on. At this point the fellow saw
that | had outbluffed him; he
laughed, took out his pocketbook,

gave me $25, said | should have the
balance next week, and invited me to
have a drink.” C. T. Wettstein.

A Wise Clerk.

The beautiful actress rushed into
the office of the hotel and excitedly
said to the clerk:

“Somebody has been in my room
and stolen $10,000 worth of my jew-
els!”

Without replying he stepped to the
telephone.

“Are you going to call up the po-
lice?” she asked.

“No,” he replied,
reporters.”

“the newspaper
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Acumen and Tact Should Govern
Clerks.
Written for the Tradesman.

Just what degree of familiarity is
permissible toward the patrons of a
store by its hired help is a question.

I know a woman who is a stickler
when it comes to a bit too much free-
dom of a personal nature as shown
by store employes. She is of the
dignified, hold-'em-off-at-arm’s-length
sort. Whether she’s in the right or
not I'm not sayin’, but at any rate
she makes the poor clerks feel in awe
of her and they are always ashiver
for fear they will do something to
offend her. Those proper clerks who
know her are more than careful of
their speech in her presence.

The woman 1 refer to is to be pitied
more than censured for her attitude
toward persons behind the counter,
for she’s of that quite considerable,
portion of those of earth known as
New-Rich.

I was witness to a little episode
the other day—such a small incident
it could scarce be called an episode—
that seemed to rouse the ire of Mrs.
New-Rich more than a little. (I was
sitting at the counter next the door
waiting for a street car and could
not help but hear what was said.)

The woman had just entered the
store—in reality still had her hand
on the door-catch. She hadn’t even
made a niove toward any of the
counters around her.

“How can | serve you to-day, my
friend?” fell on her ear.

“‘My friend,” indeed!” | could im-
agine Mrs. New-Rich exclaiming to
herself. And probably something
like “Impudent thing!” followed in
quick succession in her mind.

The woman drew herself up like
an animated iceberg and then turned
abruptly and went out of the doo-
with her head in the clouds and her

heels sending forth ominous little
clicks through the unclosed door
behind her.

“Well!” audibly exploded to an-

other the frumpy clerk who had of-
fended Mrs. N. R. “l never saw it
work just that-a-way before. Most
everybody seems to like it when 1
call ’em ‘friend.””

Responded the one addressed:
“You'll have to be careful after this
You better ‘look a leetle oudt’ before
you ‘spake so rnit th’ ladies wot
cooms in here!”

This unrefiroed speech was received
with a loud giggle and betokened that
neither one would take much to heart
the incident.

To be sure the lady in the huff was
n’t very much to brag of, but the fact
is not to be gotten around that her
purse is filled with gold and she hath
a spendthrift disposition. Further-
more she is, as | happen to know, r
person of very strong likes and ani-
mosities, and is won’'t to allow her
actions to be governed by her feel-
ings.

So it happened to be a bad move
for that clerk to call her “friend,” al-
though, as the girl said, she had found
such tactics capable of drawing trade.

Which goes to show that a clerk
can’'t adopt one method and invaria-
bly adhere to it. He must first
gauge his customers and then he will
know whether it is well to approach
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them with even the semblance of
cordiality. Acumen and tact—these
two must govern a clerk’s treatment
of patrons. John B. Still.

The Only Way.

A gentleman complained to his
doctor recently that every time he
bent forward slightly and held out
his arms horizontally, waving them
around in a small circle, he felt a

sharp pain in his left shoulder blade.
“Well,” snorted the doctor, “why
the dickens do you want to do such
a contortion act?”
“How else is a man to put his over-
coat on, doctor?”

Many a man would feel a good deal
more confident about his interview
with St. Peter if he was sure his wife
wouldn’t be there.

The Old National Bank

No. 1 Canal Street
Capital and Surplus $1,200,000
Stockholders’ Additional

Liability.......cccoevenenn 800,000
Total AssetS.....cccovveeenne. 7,000,000

To Thoughtful People “ I"*

their money or transact business,
MUCH.

these figures mean

Leading Farm Publications
Offered in connection with subscriptions to the
New York Tribune Farmer at BARGAIN PRICES.

Subscriptions to any of these papers, new or renewals, may begin at any time.

NEW YORK TRIBUNE FARMER

WEEKLY, 20 pagees, 1214 by 18 inches. The most thoroughly practical, helpful,
up-to-date illustrated weekly for every member of the farmer’s family

Reg-  With

ulur N V.

price Tribune

per Farmer

year. 1lyear.

COUNTRY ..Albany, N. Y..... W eekly.. $1.50 $1.50
AMERICA ..New York City, N. Y. * 1.00 1.25
RURAL N ..New York City, N. Y.* . 1.00 1.35
NEW ENG .Springfield, Mass. “ 1.00 1.25
MIRROR A .Manchester, N. .50 1.00
PRACTICA ..Philadelphia, Penn. 50  1.00
NAT'L S Pittsburg, Penn 1.00 1.00
OHIO FA ..Cleveland, Ohio. .75 1.00
INDIANA ..Indianapolis, Ind. 1.00 1.00
BREEDER ..Chicago, IllI. 2.00 1.50
ORANGE JU ..Chicago, Ill.. 1.00 1.25
PRAIRIE ..Chicago, III. 1.00 1.00
MICHIGAN ..Detroit, Mich. .75 1.00
HOARD'’S RYMA ..Fort Atkinson 1.00 1.15
WISCONSIN AGRICULTU Racine, Wis... .60 1.00
NORTHWESTERN AGRICULTU RISTM inneapolis, Minn i .60 1.00
HOMESTE . Des Moines, lowa.... .00 1.00
FARM A ..Springfield, Mass. Se-Mtly. .50 1.00
GLEANIN ..Medina, Ohio.... “ “ .00 1.00
HOME A ..Louisville, Ky “ .50 1.00
THE FAR ..St. Paul, Minn. .50 1.00
KIMBALL’ ..Waterloo, lowa .50 1.00
RELIABL JOURNAL ..Quincy, I .50 1.00
GREEN'S FRUIT GROWER ...... ..Rochester, .50 1.00
The regular price of the NEW YORK TRIBUNE PARMER is One Dollar per
year. Subscriptions to the other publications will not be received separately. Write

direct to any of these papers for free sample copies. Send all orders to

NEW YORK TRIBUNE FARJTER
Tribune Building, New York City
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Gmmercial m
Travelers

Michigan Knights of the Grip. |
President, ., C,” Klocksiem, Lansing»
Secretarﬁ, Frank L. Day, Jackson; Treas-
urer, John B. Kelley, Detroit.

United Commercial Travelers of Michigan.
Grand Counselor, W atkins, Kal-

amazoo; Grand Secretary. W. F. Tracy,

Flint.

Grand Rapids Council No 131, U. C. T.
Senior Counselor, D Simmons;

Secretary and Treasurer. O. F. Jackson”

A Traveling Salesman Met With a
Brass Band.

Despite the many inconveniences
and hardships of their life it is doubt-
ful if any set of hard working busi-
ness men have any more fun than the
traveling salesmen. Naturally a fun
loving set to begin with, and forced
to cultivate cheerfulness as a business
asset, they become in the end fun
makers and even humorists of the
first order. They are inveterate jok-
ers and story tellers, and often their
actual experiences are more amusing
than their fancy tales.

Some years ago John H. Buttles,
a stove salesman from Detroit, and
myself stopped off at Owatonna,
Minn. Buttles carried a long black
sample case which a man with a
good quantity of imagination might
have taken for a violin case. We
found the station crowded with peo-
ple. As soon as we stepped from the
car a band of music began to play
“Hail to the Chief,” and a man took
the grip from Buttles’ hand, saying:
“Welcome to Owatonna, Mr. Bull.
Please come with us to the hall
There is a big crowd waiting,” and
before we had time to realize what
it all meant the man placed himself
at the head of what seemed to be a
reception committee and marched off.

Buttles and | followed and the
crowd closed up behind us, with the
brass band playing in front. We did
not know what to make of it, all went
so quickly and unceremoniously that
we had not time to think.

We came to a large hall brightly
lighted and filled with people. But-
tles was taken to a seat on the plat-
rorm, the chairman turned toward the
audience and said: “Ladies and gen-
tlemen, it affords me great pleasure
to announce to you that we have in
our midst the world renowned vio-

linist, Ole Bull, whom | now have
the honor to—"

“Hold on, Mr. Chairman,” cried
Buttles, jumping up from his seat.

“Excuse me for interrupting you. Al-
though | am highly flattered by the
reception the citizens of Owatonna'
have given me, | must decline the
honor, as my name is not Ole Bull.
My name is John H. Buttles, and |
am selling stoves for the Detroit
Stove Co. Good night, ladies and
gentlemen.”

For a few seconds the audience
was quiet as if stunned by the dis-
covery of the mistake. Then it burst
forth into such an uproar of applause
and yelling and laughter that it shook
the building from roof to foundation,
during which Buttles and myself es-
caped. Ole Bull had missed the
train and could not play that night.
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The writer has a “double,” who is
a traveling salesman for a Chicago
tea and coffee house, and what hap-
pens to me naturally happens to him
“Hello, C. T.,” one of my customers
shouts to him on the street. “What'’s
the matter with you? Why don’t you
call on melsn’t my credit good any
more? Any new styles out?” My
friend’s name is T. J., but he always
takes up the joke and says: “Well, |
think there must be some nice styles
out, but—i’ By this time my custom-
er has found out his mistake and
apologizes with the remark: “Beg
pardon, I made a mistake. | took you
for the hat man.”

We have traveled over the same
territory for years and we stop at
the same hotels, where we exchange
our experiences and laugh over the
mistakes. We both have long, gray
whiskers and both wear silk hats—
the main cause of the mistake. We
wear spectacles, and this is the most
striking feature of the whole thing, as
T. J. says—we are both “good look-
ing fellows,” as our customers say,
considering our ages, 70 and 80.

But supposing T. J. has an enemy
and this fellow, looking for him to
give him a good thrashing, should
suddenly come across me. That
wouldn't be quite so funny.

One of the most inveterate jokers
Ol the road to-day is a tobacco man
who travels for a Louisville house.
He tells the following story of how
he recently had some fun with a
man who is a notorious “grouch:”

“l came downstairs into the lobby
with my grip about 8 o’'clock in the
morning and noticed the proprietor
himself behind the desk, which is not
his usual custom.

“1 always delight in having a little
amusement with this sort of a be-
ing, so | stepped up to the desk and
asked him where the clerk was, as |
wished to know the amount of my
bill. He replied sharply that he did-
n't know where the clerk was, but
that my bill was $1.50. Whereupon
I proceeded to inform him that |
thought on this occasion he would
have to settle with me for 50 cents
on the dollar. This had the desired
effect, as he became exceedingly
wroth, and replied, ‘Not by a darn
sight. You’ll make no such settle-
ment with me, | assure you." | let
him fume and fuss awhile, and then
slowly drew a dollar and a half in
silver from my pocket, placed the 50
cent piece on top of the dollar, and
laid it on the desk, saying: ‘This is
what | call settling with 50 cents
on the dollar, and asked him if it
was satisfactory. Even the grouch
was forced to smile.”

A cigar salesman creates lots of
amusement among his fellow travel-
ers, and the following is a sample of
his “tough” tales:

“A few years ago, when | was
traveling out West, | had to stop
off at a little junction to wait for a
train. There was a small lunch coun-
ter at the station,_and to my great
surprise they had, besides the regu-
lar ham, some nice chicken sand-
wiches. The woman tried to sell me
a ham sandwich—1 suppose she had-
n't many of the chicken—but | insist-
ed upon having chicken, paid for it,
and was just at the point of eating

it when we heard a terrible noise
outside and, before I could say ‘boo,
the building and everything in it, my-
self included, were lifted from the
ground and tossed into the air, and
with a terrible force were swept
away. Nothing of the station and not
a house in the village was left stand-
ing—everything was gone. Two
blocks from the railroad | came down
on my feet again, and what do you
think? When | was carried up | had
in my hand a nice chicken sandwich
and when | came down it was a dry

ham sandwich. 1 hat’s tough, isnt
it? Well, what are you laughing
about?” C. T. Wettstein,

Case Where Catsup Caused a Warm
Reception.

The route traveled by the specialty
salesman can not at its best be de-
scribed as a primrose path.

When | attempted some years ago
to introduce a comparatively new and
unknown specialty from a compara-
tively unknown grocery wholesaler, 1
found | had about the stiffest propo-
sition imaginable.

My specialty was a brand of catsup.
It has since made good on the
strength of its merits, but at the time
of which | speak the trade regarded
it with a dubious and wary eye.

I got into difficulties at the first
town 1 made. | had never seen the
town before and | have never en-
countered such a look of mingled dis-
gust and malevolence as Mr. B., my
prospective customer, turned on me
when | announced my business.

“Hy! Bill, lock the door,” he called
to one of his clerks with apparent
irrelevancy. “We've got him.

Bill obeyed orders, and then ad-
vanced on me, threateningly. 1 de-
manded an explanation.

“Your bluff won't go,” Mr. B. vo-
ciferated. “You know well enough
you are the fellow who sold me three
cases of your catsup—three dozen
bottles—a couple of months ago. |
have got every one of those bottles
on my hands yet.”

1 looked at him in amazement. |
had never seen the man before—and
up to the previous Monday had never
sold a bottle of the catsup in my life.
1 gazed at the shopkeeper with the
“Who, me?” expression of the inno-
cent who has been wrongly accused.

Bill, in the meantime, was keeping
guard over me, ready to avenge the
wrongs of his employer upon my per-
son as soon as he should be given the
signal. The door being locked pre-
vented my escape. It was a western
town, where they do things in a
whole-souled fashion.

| tried to explain to the grocer that
it was a case of mistaken identity—
my predecessor in the territory might
have sold him those bottles of catsup,
but not I. | explained that I was a
new man on the route.

He said he wasn’t sure whether |
was the one or not, and that he didn’t
care, anyway. I represented the
house from which he had bought the
consignment of catsup, and that was
enough for him. Whether | had been
the one who sold it or not, he de-
manded an accounting from me. |
will not state in print the terms he
used in blackguarding that catsup. It

appeared that he had sold four bot-
tles of it and every bottle had been
returned. In each instance he had
lost a “steady” customer, he said.

The argument grew hotter and the
situation began to get desperate. Ex-
planations and assurances that the
house “would make good,” if any de-
fect which made its product unsalable
were proved, failed to have a sooth-
ing effect.

“See here! we have had enough of
this!” | said, gathering up spirit.
“Have you got the boxes of catsup
in the store?” He pointed to a crate
beneath a counter at the rear. | seiz-
ed a hammer and a handful of nails
from a box of junk which was lying
near by. Before the grocer or Bill
guessed my intention | sailed in and

crated that catsup ready for ship-
ment.
“Now,” said 1, facing the store-

keeper, “how much money would you
get for those thirty-six bottles of cat-
sup at retail?”

He told me the price. | hauled a
roll of bills from my pocket and paid
him the sum he had named.

“That settles your kick,” 1 said.
“Now 1 am going to do what | had
intended to do when | entered your
store. 1 am going to take your order
for our catsup. If you are the sensi-
ble business man | take you for, you
are not going to let this little inci-
dent prejudice you or blind you to
reason. Mistakes will happen! You
will have a hard time finding the
house to trade with that does not oc-
casionally make mistakes or meet
with some accident to its product.
But the thing for you to do is to give
your trade to the house that admits
those mistakes and is the quickest to
correct them when any do occur. My
house is that kind of a house.” And
with this | launched into my regular
selling talk.

The shopkeeper’s greed got the up-
per hand of his rage. If | had paid
him just what he paid for the catsup
he would still have grumbled about
the trouble to which he had been put,
his disappointment in not making
anything on the deal, etc. But he
couldn’t complain when he received
full payment at the retail price. The
statement that he had lost any regu-
lar customers through the affair was
incredible, and he really made a good
thing on the transaction.

He finally accepted my explanation
that, through some mischance, there
might be some defect in the process
of manufacture for which the firm
could not be blamed, though it was
willing, of course, to be fully respon-
sible. 1 bragged about our catsup.
I told him of re-orders from old cus-
tomers who “couldn’t get enough of
it,” and | received a good-sized order
from Mr. B.

The three cases which had proved
unfit for use were returned to the
house. The firm upheld my action
in the matter and refunded to me af-
ter carefully investigating all the cir-
cumstances.—D. L. Adams in Sales-
manship.
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Few women like to be regarded as

deserving of censure, no matter what

,they do.



DEPENDON

rJT" HE DEPENDON TICKET is attached, as
a registered Trade-Mark, to such goods
as we deem especially worthy of consid-
eration by merchants who prefer to sell

only such merchandise as is thoroughly
dependable.

The raw material in DEPENDON Merchandise
iIs honest material the colors pure and fast the
process of manufacture the most modern thus pro-
ducing a finished fabric, the excellence of which, for
the price, is unsurpassed.

The DEPENDON Line includes Wool Dress
Fabrics, Silks, Wash Goods, Linings, W hite Goods,
Household Linens, Blankets, Bed Spreads, Lace and
Tapestry Curtains, Table Oil Cloth, Underwear,
Petticoats, Carpets, Art Squares, Shirts, Collars, Sus-
penders, Umbrellas, Gloves, Ribbons, Notions, and

Domestics.

DEPENDON MERCHANDISE

costs no nore than the kind you have been carrying in stock—in many cases less and as each
individual lire is better, your margin of profit will naturally be at lesst as large In many cases
larger- and you will have the additional satisfaction of knowing that when you sell a piece of
DEPENDON Goods, your customer will receive the best possible value for her noney.

Our travelers are now showing sanples of DEPENDON Merchandise. We solicit your
careful inspection and consideration of the goods offered under the DEPENDON Brand.

John V. Farwell Company

CHICAGO, THE GREAT CENTRAL MARKET



READY TO USE ADS

The sixteen ads shown in reduced sizes in this circle will give you a good idea of how far you can go in recom-
mending DEPENDON Merchandise as being thoroughly dependable. We furnish electros of these ads, each 8 in.
long and one column wide, to merchants who stock DEPENDON Merchandise, Free of Charge.
mortised at the bottom, leaving space open for special mention of one or two numbers in the particular line and for the
firm’s name. When ordering, simply specify lines of DEPENDON Merchandise carried.

WlNDOW DlSPLAYS The nine window displays pictured and described in the DEPENDON Book

-—-- are so simple that very little difficulty will be found in executing them, while they
possess the chief pomt aimed at in window decorations, effectiveness— the power that produces sales.

HTHPD CCI | INf» HP! PQ > the shape of plans for selling contests and other sales campaigns are
u 1

11 DL rj outlined inthe DEPENDON Book, now ready for distribution. If you
would like a copy of this book just sign your firm name and address in the spaces below and mail it to

JOHN V. FARWELL COMPANY

CHICAGO, THE GREAT CENTRAL MARKET.

Your Firm Name City and State

These electros are



Gripsack Brigade.

H.
to engage in the drug business at
Three Rivers. The Hazeltine & Per-
kins Drug Co. has the order for the
stock.

C. L. Corey, for several years on
the road for Edwin J. Gillies & Co.,
of New York, succeeds Fred Ephlin
as traveling salesman for the Lemon
& Wheeler Company.

Chas. Sowers, traveling representa-
tive for Burley & Tyrrell, of Chica-
go, spent the holidays with W. N.
Burgess, President of the Leonard
Crockery Co.

Marshall Statesman: B. F. Welch,
Jr., has resigned as traveling sales-
man with the Marshall Furnace Co.
to take the position of manager of
the Chapp-el Furnace Con of Mo-
renci.

A Charlotte correspondent writes
as follows: Frank Finch, who re-
cently resigned his position with
Geo. Barney, has accepted a more
lucrative one as traveling salesman
for a New York dry goods house,
having Michigan and Wisconsin for
his territory.

John H. Lang, for two years man-
ager of the Delta Hardware Co.’s
branch store at Escanaba, has been
promoted to the position of traveling
salesman for the company to succeed
T. F. Follis, who resigned to accept
a similar position with the Pritzlaff
Hardware Co., of Milwaukee.

J. A. Plank, Western Michigan rep-
resentative for the McCaskey Regis-
ter Co., left Monday for Alliance,
Ohio, where he will attend the fourth
annual convention of the 190 travel-
ing salesmen of that house. Sessions
of the convention will be held all the
week and will undoubtedly prove to
be fruitful of results for all concerned.

M.
keeper for the Putnam Candy Co. for
the past three or four years, has
taken the position of traveling sales-
man for Straub Bros. & Amiotte
formerly filled by Geo. W. McKay.
Mr. Ellis is a young man of ability

and energy and will undoubtedly
achieve success in his new undertak-
ing.

Geo. W. McKay, who has covered
Western Michigan for the past five
years for Straub Bros. & Amiotte, has
engaged to travel this year for the
Lyon Factory, National Candy Co.,
Chicago. He will cover the Upper
Peninsula and the northern half of
Michigan and Wisconsin, seeing his
trade every sixty days. Mr. McKay
is a painstaking traveling man who
wins and retains the confidence and
good will of his customers.

The Michigan Shoe Co., officers
and employes, held their annual ban-
quet Friday night in the Wayne Ho-
tel. Responses to toasts were made
by Chas. E. Locke, President; W. C.
Stoepel, Treasurer, and Edward R.
Snyder, Vice-President. The follow-
ing traveling salesmen told some of
their experiences: John M. Daron,
W. T. Bailey, R. A. McDougall, G.
A. Butler, Arthur S. Cowling, Clyde
W. Booth, Harry O. Cowling,
ward T. Tripler and Moses Lipsitz.
Heads of departments who spoke on
their work were C. E. Chandler, J. C.
Coleman, James Coughlin, Henry
Behling, J. C. Bauer, George Bauer,
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Frank Barth, Michael Klinkham-

W. Schall & Co. have arrangedmer and W. S. Rathbun.

It may not be generally known, but
it is a fact nevertheless, that all of
the Michigan railroads have issued
instructions to their conductors to ac-
cept C. P. A. mileage on the train
where the passenger does not have
time to obtain his exchange ticket
of the agent before the trains leave.
Some of the traveling men are taking
advantage of this concession more
frequently than the circumstances
justify, but they are hardly to be
blamed, because the rule which com-
pels them to get an exchange ticket
is a tyrannical one and should not be
insisted upon by the railroads. A
Grand Rapids jobber made a trip the
length of the G. R. & 1. Northern
division a few days ago without an
exchange ticket. In boarding the
train he forgot to comply with the
terms of the book and the train con-
ductor accepted the 'mileage without
protest.

An Escanaba correspondent writes
as follows: Thomas F. Follis, for
twelve years traveling salesman for
the Delta Hardware Co., of Esca-
naba, has resigned his position
v/ith that company to accept a travel-
ing position with the John Pritslaff
Hardware Co., of Milwaukee, in Up-
per Peninsula territory. Mr. Follis
is one of the most popular of the
Upper Peninsula traveling men, who
seems to have a way of his own in
making friends, both among his
trade and with the boys on the road.
He is spoken of as a hustler and a
good hardwareman. His friends on
the road congratulate and welcome
him into the larger field which he
now enters and wish him every suc-
cess, and he has no fears but that
he will make good. Mr. Follis is an

A. Ellis, who has been stockdrishman by birth and made a visit

to Ireland two years ago after a
lapse of nearly twenty-five years, but
he is a loyal American citizen in
every sense, is a Mason and a pretty
good fellow.

However Grand Rapids may be dis-
criminated against in some matters,
it is certainly favored in the matter
of chair car and sleeping car rates.
For instance, the short line mileage
from Grand Rapids to Chicago is 178
miles. For several years the chair
car rate has been 50c. The distance
from Buffalo to Cleveland is 183
miles. For several years the chair
car rate has been $1.25, but, in con-
sequence of aggressive action on the
part of the traveling public at both
ends of the line, the Pullman Co.
last week made a reduction to 90c.
The short line mileage from Grand
Rapids to Detroit is 153 miles. The
chair car rate has been 25c between
these points for twelve or fifteen
years. This rate was first promulgat-
ed by the Grand Trunk, although the
chair car service on the Grand Trunk
is so inferior to that of every other
Michigan road as to be little less
than ridiculous. The Pere Marquette
subsequently followed suit, which na-

Ed-(turally forced the Michigan Central

to adopt the same rate. The Trades-
man believes there is no cheaper
chair car service anywhere in the
country than is enjoyed by Grand

Rapids. The -same is true to a lesser

degree of sleeping car rates. The
tariff from Detroit to Chicago has al-
ways been $150. The distance from
Chicago to Indianapolis by way of
the Big Four is practically the same
as from Grand Rapids to Chicago,
yet the rate is $ and in the ma-
jority of cases the Pullman Co. charg-
es $2 where the distance is 175 miles
or more. It is interesting to note
that, while Grand Rapids is dis-
criminated against in so many ways,
on account of not being on any of
the great trunk lines, it is favored in
these matters by one of the greatest
monopolies the world has ever seen.
In the matter of railroad fares Grand

Rapids surely shares well. For in-
stance, through passengers on the
Wolverine from Chicago to New

York or from New York to Chicago
pay $5 extra, whereas no extra charge
is made Grand Rapids passengers.
The sleeping car rate is $4.50 from
Grand Rapids and $5 from Chicago,
which difference is probably account-
ed for by the fact that the train has
to start nearly three hours -earlier
from Chicago than the connecting car
does from Grand Rapids.

It is barely possible that the Grand
Rapids traveling men who met at the
Morton House a week ago Saturday
for the purpose of taking action on
the railway situation overstepped the
mark in asking for a flat 2c rate and
also an interchangeable family mile-
age book to be sold at $20. There
are good reasons to believe that tire
present Legislature will enact a fiat
2c rate over the railroads of the Low-
er Peninsula and, in case this is done
and the railroads conform to the law,
they will probably put out a $20 un-
limited book, good for bearer, simi-
lar to the book now issued by the
New York Central Lines east of Buf-
falo. This arrangement will natural-
ly compel traveling men who cover a
large portion of the State to carry
about four books—one for the Van-
derbilt Lines, one for the Pennsylvan-
ia system, one for the Pere Marquette
and one-for the Grand Trunk. As the
Pere Marquette will ultimately be
absorbed by the Vanderbilt system,
this will cut the number of books
down from four to three. The intro-
duction of an interchangeable book
would compel the railroads to main-
tain an expensive bureau, which the
Tradesman thinks it is hardly fair to
ask in the event of the railroads sub-
mitting to the 2c rate. While it is
true that the railroads have not treat-
ed the traveling public fairly and have
failed to keep faith with the traveling
men by abandoning the Northern
mileage book after entering into an
iron-clad agreement to maintain it in-
tact, and while under ordinary cir-
cumstances it is difficult to get the
average man in a condition of mind
to treat the railroads fairly, because
they have been so hoggish and so
tyrannical in the past, yet the Trades-
man believes that it is the part of
wisdom for the traveling men to go
slow and sure and not ask for any-
thing which is not within the realm
of fairness and equity. If the rail-
roads of Michigan would insist on
the C. P. A. book being made good
on the trains, it would go a long ways
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in tempering the action of the Legis-
lature and remove much of the antip-
athy now felt by the traveling men
toward the public carriers of the
State. Why the railroads persist in
compelling the traveling public in C.
P. A. territory to put up with such a
book, while the traveling public in
every other part of the United States
is given a book good on the trains,
is more than the Tradesman can un-
derstand.

Movements of Michigan Gideons.

Detroit, Jan. 1—Edwin P. Fox has
moved from Detroit to 52 Windsor
place, Grand Rapids, and will <e as-
signed to Camp No. 2 Grand Rap-
ids Camp now has a pair of Foxes
and what will happen is yet to be de-
termined.

Jacob J. Kinsey, 27 East High
street, this city, has joined the Gid-
eons and gave testimony at the Vol-
unteers’ meeting Saturday evening.

Alonzo C. Holmes, Edwin A. Field
and Aaron B. Gates conducted the
services at the Volunteers of Ameri-
ca Saturday and Sunday evenings.

Aaron B. Gates is now Michigan
representative for Graham-Ernst, of
South Norwalk, Conn., Quakertown,
Pa., and Tampa, Fla., and will call
on all his old customers and friends.

Ernest W. Convis, of Henderson,
has- joined the Gideons and will be
assigned to Saginaw Camp.

Butter, Eggs, Poultry, Beans and Po-_
. tatoes at Buffalo.

Buffalo, Jan. 2—Creamery, fresh,
280)320; dairy, fresh, 20@22c; poor to
common, i8@2oc; roll, 22(i?23c.

Eggs— Fancy candled, 30c; choice.
28(q)29c; cold storage, 22(0)230.

Live Poultry — Springs, io@i2c;
fowls, 9@itc; ducks, 13@i4c; old
cox, 8c; geese, 13c; turkeys, i6@i7c.

Dressed Poultry—Fowls, ii@ 13c;
chickens, 12@i4c; old cox, 9c; tur-
keys, i8@20c; ducks, 14@i6c¢c; geese,

12@14C
Beans — Pea, hand-picked, $1.45;
marrow, $2.25(0)2.40; mediums, $i.50@
1.60; red kidney, $2.25(0)240; white
kidney, $2.40(0)2.50.
Potatoes—White,
and red, 30(0)320.

3S@40c; mixed
Rea & Witzig.

The price of S. C. W. cigars has ad-
vanced $1 per thousand. It is either
“cut the quality or raise the price,”
and we think the consumer will ap-
preciate quality.

G. J. Johnson Cigar Co.

A sanctified look does not make up
for a lack of sand.

Livingston Hotel
Grand Rapids, Mich.

In the heart of the city, with-
in a few minutes’ walk of all
the leading stores, accessible
to all car lines. Rooms with
bath, $3.00 to $4.00 per day,
American plan. Rooms with
running water, $2.50 per day.
Our table is unsurpassed—the

best service. When in
.Grand Rapids stop at the
Livingston.

ERNEST MCcLEAN, Manager
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Michigan Board of Pharmacy.
President—Henry H. Heim, Saginaw.
Secretary—Sid. A. Erwin, Battle Creek.
Treasurér—W. E. Collins, Owosso; J. D.

Muir, Grand Rapids; Arthur H. Webber,
Cadillac.

Michigan State Pharmaceutical Associa-
on.

President—John L. Wallace, Kalama-

z00

F'irs_t Vice-President—G. W.

Stevens,
Detroit.

Second  Vice-President—Frank L. Shil-
ley, Reading. .

Third Vice-President—Owen Raymo,
Wayne

Secretary—E. E. Calkins, Ann Arbor.
Treasurér—H. G. Spring, Unionville.
Executive Committee—J. O. Schlotter-
beck, Ann Arbor; F. N. Maus, Kalama-
z00; John S. Bennett, Lansing; Minor E.
Keyes, Detroit; J. E. Way, Jackson.

An Encouraging Indication.

The essential oil market has ad-
vanced to a point which surprises the
drug trade. Dealers are prepared for
sudden, unexpected and unexplainable
changes in prices on a single article,
but the upward tendency all along
the line with volatile oils is an un-
usual experience. Perhaps the most
rational explanation that has been
offered is the fact of the new pure
drug and food law which is forcing
out of trade artificial, mixed and
adulterated oils. The retail trade
must be prepared to pay for phar-
macopoeial oils. Perhaps in no other
line of medicines has the tendency
in the past been so great in favor of j
cheap goods. In addition to the above
reasons for high prices on volatile
oils is this fact: labor is command-
ing a better price almost the world
over than for years past. Many drugs
are gathered in foreign countries by
persons who follow that occupation
when nothing better presents itself.
Our readers who live in districts
where indigenous drugs are gathered
can fully appreciate this statement.

Taken all in all, the advance in
prices of drugs is a natural result of
the pure drug and food law and an
encouraging indication for the just
enforcement of the regulations.

The Drug Market.

Opium—Is still in a very firm po-
sition.

Powdered Opium— Has been
vanced 5c per pound.

Quinine-—Is very firm.

Wood Alcohol—Will be lower aft-
er the first of January.

Denatured Alcohol—It is now
thought that it will be difficult for
druggists who manufacture medical
preparations to get a permit to sell
this article.

Cocoa Butter—Is very firm at high-
er price.

Glycerine—Is very firm and tend-
ing higher.

Balsam Copaiba— Has
and is tending higher.

ad-

advanced

Gambier and Catechu.

The reports made by various
wholesale drug firms on the influ-
ence of the substitution by the Phar-
macopoeia of gambier for catechu do
not seem to agree. One jobber says,
“Our experience since the new Phar-
macopoeia became official is that
nearly all orders call for gambier in

MICHIGAN TRADESMAN

place of catechu.” Another firm
writes, “We have failed to notice any
influence whatever on the relative
number of orders for catechu and
gambier since the latter became offi-
cial.” A third firm informs us that the
drug trade orders for these goods is
but a small fraction of the amount sold
to tanners, dyers, manufacturers of
boiler compounds, etc. The latter, of

al education to be able to profit by
his training in the drug store or
school of pharmacy and this seems
little enough if he expects to success-
fully and satisfactorily complete his
course of study and training. Un-
fortunately the long hours required
in most drug stores drives the best
educated and brightest boys into
some other line of business, and it

The above illustration represents two of the tallest druggists who pur-
chase goods in the Grand Rapids market—A. C. Tiffany, of Boyne Falls,
who stands 6 feet 3 inches in his stocking feet, and W. R. Fouch, of Fenn-

ville, who owns up to 6 feet 6 inches.

Mr. Tiffany was formerly engaged

in the drug business at Boyne City and has been located at Boyne Falls

about five years.

Mr. Fouch has conducted the drug business at Fennville
about three years, having previously clerked

in a drug store at Allegan.

Both gentlemen are practical druggists, as well as successful business men,
and each possesses a delightful personality which enables him to make and
hold friends wherever he happens to cast his lot.

course, know nothing about the Phar-
macopoeia.

Educated Boys Do Not Enter Phar-
macy.

I am in favor of a rule requiring
one year of high school work before
registering as an apprentice. If an
apprentice is to finally become a reg-
istered pharmacist he should be of
sufficient age and have enough gener-

also induces the best graduates to
seek other lines. Hence we have dif-
ficulty in securing the right sort of
apprentices and a great scarcity of
good clerks. T. H. Patterson.

Those straitlaced women  who
claim that dancing is little better
than>hugging have evidently pever
been hugged.

Renting Fruit for the Dinner Table.

“Well,” said the proprietor of a
fine fruit store, “l've been in this
business for over ten years, and I've
never heard of that before.”

“What did he want?” asked the
head clerk.
“Why,” answered the proprietor,

his eyes still fastened on the retreat-
ing figure of his customer, “he wanted
to hire a few of my finest pineapples
for to-morrow night! He's an Eng-
lishman and he says that London
dealers make more by hiring out
their choice fruits for banquets than
they do by sales. He himself al-
ways used to rent a handsome pine
whenever he gave a dinner. He's
only been here a few weeks, and he
supposed we did the same thing.
When he learned he could buy one
here for the price he would have
hired it at in London he was delight-
ed and ordered three.

“He told me how once in a Re-
gent street shop they showed him an
enormous pineapple that had been
hired out nine nights successively
and was good for two more weeks of
active service. The ordinary selling
price is seven or eight shillings, but
this one was worth a pound. Rented
out for, say, twenty nights at three
shillings a night, it brought in £3,
then when it had passed its prime
they could still sell it. Doesn’t that
beat any Yankee trick you ever heard
of?”—New York Sun.

Practical.
“Did she suspect his closeness be-
fore their marriage?”
“Oh, yes. He gave her her en-
gagement ring as a Christmas gift.”

The price of S. C. W. cigars has ad-
vanced $l per thousand. It is either
“cut the quality or raise the price,”
and we 'think the consumer will ap-
preciate quality.

G. J. Johnson Cigar Co.

A lot of folks who think of faith

only as a ferry to heaven are going
t'i get their feet wet.

Valentines

Write for Catalogue

Grand Rapids Stationery Co.
29 N. lonia St.

Grand Rapids, Mich.

Booklet free 00 application
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Capsid_Fruc’s po

Cap’l Fruc’s B po

Ca?p hyllus ... p . 22® 1255
Carmine, No. 40. ©4 25
Cera Alba ... 50® 55
Cera Flava 40®
Crocus ............ 1 3001
Cassia Fructus ® 35
Centraria @ io
Cataceum ® 35
Chloroform 32® 52

Chloro’m Squlbbs ©

Chloral Hyd Crssl 35®@1 60
Chondrus ™ ........... 200 25
Clnchonidine P-W 38® 48

Cinchonid’e Germ 3s8® <%
Cocaine ... 3 05®3 3|
Corks Hst D P Ct. 75
Creosotum ... © 45
Creta .. bbl 75 © 2
Creta, prep © s
Creta, Erecm .. 90 11
Creta, Rubra ... ®

Crocus ... 1 50®1 60
Cudbear . ® 24
Cupri_ Sul sM@ 12
Dextrine 10
Emery, al © s
Emery, po © g
Ergota 66
Ether Sulph _ 80
Flake White 120 15
Gall ® 23
Gambler 8© 9

Gelatin, Cooper.. @ 60
Gelatin, French . 350 60
Glassware, lit box 75
Less than box .. 70
Glue, brown 11© 13
Glue white
Glycerina ..
Grana Paradis
Humulus
Hydrarg Ch.. Mt
Hydrarg Ch Cor
Hydrarg Ox Ru’m
Hydrarg Ammo’l
Hydrarg Ungue’m
ydrar yrum
cnthyobolla, Am.

ndigo
Iodque,

22

The Secretary of Agri-
culture has accepted
our guarantee and has
given us the number

This number will ap-
pear on all packages
and bottles from us on
and after December 1st.

Hazeltine & Perkins
Drug Co.

Grand Rapids, Mich.
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These quotations are carefully corrected weekly, within six hours of mailing, %%%

and are intended to be correct at time of going to press. Prices, however, are g%resrelgss

015 Cocoanut Drops ... 12 Raisins
014 Cocoanut Honez Cake 12 London Layers, 3 cr
@14% Cocoanut H'’y Fingers 12 London Layers, 4 cr

. . . A . Cocoanut Macaroons ..18  Cluster 5 crown
liable to change at any time, and country merchants will have their orders filled at ge:vershdsl,- gq)llfgo Eme augar Csookle ..15290/ Loose Muscatels, 2 cr
- ringaale 0 ruit one uares

market prices at date of purchase. V\ll)arnger ’s 15% Frosted Cre)ém e g tg‘s’ée '\z/luussccae%éelss ; cr

Lé%(cjlén %g Fluted Cocoanut 10 L. M. Seededd 5 |b 10%@11
ADVANCED Limburgs 1 § sm{‘ghaseebeulk -
gilir';e%%réloe 40 62% Sultanas, package © 9%
gWISS domesttlg %8 i n i FARINACEOU GOODS
WISS, Importe Ippodrome  .............l0  Dried Lima ..coovrerern.n.
CHEWING GUM Ho%%y Cake, N. B. C. 12 I|\D/|re|§d |-I|_d|mpk’d

American Flag Spruce 60 Honey Fingers, As Ice. 12
Beemans Pepgsmp. 55 Hone%ll Jurr?bles ............. 12 Brown H°'F'§P.‘31a
da 9 Household Cookies As 8 24 1Th. packages

Best Pepsin .. .. 45 Iced Honey Crumpets 10
BFStkPe?)SIH 5 boxes..2 88 Imperial y P 8 Bulk, per 100 Ibs.
ack Jack Jerse Lunch 8
Index to Markets Dargesi “Blm “iiade ™ 53 Jersey hgers § Elake. ggébl.bs%gc{k
eN SeN ., .
By Columns ARCTIC AMMONIA Sen Sen Breath Per’f 95 'f;ﬁ;’“mg'eprss %(2) Pearl. 100th. sack ...
0s. . 1 05 Sugar Loaf Lem Yen ... 11 Maccaronl and Vermicelli
12 oz. ovals 2 doz. box...75 1 85 Yucatan . 50 Lemon Gems 10 Domestic, 101b. box..
AXLE GREASE CH 8 Imported, 26tb. box...2 60

Frazer’s
lib. wood boxes, 4 dz. S 00
Itb. tin boxes, 3 doz. 2 35
3%Th. tin boxes, 2 dz. 4 2

l.emon Biscuit’ Sq

Lemon Wafer ... 16 Pearl Barley
Common . .2 65

Chester .

Ammonia
Axle Grease

o

al

Marrowfat .

el ey e 988 E2Y M0 0 o B
pails, per doz arly June Si H Muskegon Branch, Iced 11
Eg‘iﬁd BBr?CaQS 251b. palls per doz...12 00 _. Peaches Walter Baker & Co’s __ Molaseds Cakes g Green, Wisconsin. b”--' 2
Bluing BAKED BEANS ..10001 15 German Sweet 23 .
Brooms ... Columbia Brand ..16002 26 30
Brushes %'ll'g can, perd 0Z..ueu. %250 é% East Indi Sago
. can, per doz. ast India
Butter Col 31b. can, ger doz...un. -.1350 28 German, sacks 6%
C BATH BRICK OCOA German, broken pkg....
Candles .. 3 American . 10 Baker’s 38 Taploca
Canned G0 J English 1%% Cleveland .. 41 Flake, 110 Tb. sacks ....7
Carbon Oils * BLUING 2 60 ojgnial, Vis % Orange Slices Pearl, 130 Ib. sacks ....7
Catsu Arctic Colonial,  %s 33 Orange Gems . .8 Pearl. 24 Ib. pKQS...rrr. 7%
Cereals % 6 oz. ovals 3 doz. box $ 40 d dRasp erries Epps ... 42 pPenny Cakes, Asst... 8 L[| A\VORING EXTRACTS
Cheese .. $ 16 oz. round 2 doz. box 75 Standard ... 0 Huyler 45 Pineapple | Honey 1
Chewing Gum J Sawyer’s Pepper Box 0 Russian Cavltr Van Houten, 12 Plum Tarts ... oote A Jenks
Ghicory * Per Gross. Jolb. cans 3 75 van Houten, 20 Ppretzels, Nand Nid. "Gy Goleman’s Van. Lem.
Chocolate « No. 3, 3 doz. wood Jerb. cans Van Houten, 40 Pretzel[éttes, Hand Md 8oy 2 0z Panel 120 75
Clothes Lines DOXES  worrrrr oo, 00 lib. cans Van Houten, 72 Pretzelletes,” Mac Md. 7% 3 0z, Taper 200 150
Goc 5 No. 5 3 doz. ~wood alm Webb i 30 Raisin Cookies . 8 No. 4 R'Ch Biake 2 00 150
o0 ; DOXES  covvvr corrsrrene 7.00 Gola River, tails 18001 8 wilbur, %s 41 Revere, Assorted 14 s
Cocoa Shelis™". J BROOMS Col'a River, flats 19001 95 wilpur, %s 42 Rlchwood .8 Terpeneless Ex(t;. Lemon
¢o * No 275 Red Alaska ... 12001 30 cOCo Rube . 8 DOS
Confections” No 2 35 Pink Alaska ___ 01 00 punham’s %s .. 26 Scotch 10 No. 2 Panel D. C
Crackers "% No. 15 } Sgrd nes . 0. Dunham's %s & 26% Snow Creams 16 No. 4PanelD. C
Cream Tartar . No. 4 Carpet 175 Domestic %s .. 3%@ 3% Dunham's Vis . 27 Snowdrop .. 6  No. sPanelD. ¢
Parlor Gem 2 40 Domestic, %s... 6 Dunham's %s 28 Spiced Gingers . .9 Taper Panel D. C
D Common W hisk 85 (I:D;mg?rtmlfa Mllisstdlf 8149 Bulk gplceg SGlngers |Ced--18 1 oz. Full Meas. D .
i i « Fancy Whisk ice ugar Tops ...
Dried FrUits Waréhouse . 5% California, %s..17 G240, SUifana_£tuit .01 7 0% FUll Meas B &3 %9
BRUSHES Erench. Vis 7 O©l4  [ess quantlty Sugar Cakes B
Farinaceous Goods ji rub French, %s 18 ©28  pound packallnges Sugar Squares, large or Mexican fExtrac% Vanflla
Fish and_Oysters . Solid Back 8 N 75 standard sh rlmpsl 2001 40 all 8
Fishing Tackle ... Solid Back, 11 g Standard ... k Rio No. 2PanelD. C
Flavoring extracts Pointed Ends 85 uccotas : :

No. 4PanelD. C
Fresh Meats ... .. No. 3 Stove Vamlla Waters No. 6PanelD.
No. Wenag, Crimp Taperchanel B €
aver
EE " Eags Lo Waier Crdcisis 300 Full e B a0
Grains and Fiour " & Ng' Zanzibar No. 2 Assorted Flavors 75
No. In-er Sea GRAIN GS
teveene No. ‘Doz, Amoskeag, 100 |n bale 19
- K s Almond Eon Bon ....f150 Amoskeag. less than bl 19%
VV\\II., E % Co"ss' CARBON OILS Alnblerrrgta SBISCUII 1.00 GR/—\INSV\/I’-\hI\JeI;t FLOUR
" "CAND Perf Barrels Breemner’s Buft. 00 No. 1 White 71
Electric Light, Wertecu\(}\?ht -------- Butter Thin Biscuit..1.00 No. 2 Red . 12
Jelly Electric Light, DaSerG Ile - Cheese Sandwich ... .1.00
Paraffine, 6s 9 %7 Gasaiiment Cocoanut Macaroons Winter Wheat Flour
Licori « Paraffine, 12s 9% Daod asdo Nap™ Cracker Meal .. Local Brands
ICOTICE v WICKING oo 0 eoaor apa Faust Oyster Patents .4 80
5 CANNED G658 gg'g'{‘nde“ 2 G34% Fig "Newtons 190 Second paieiis 410
es : - ive O’clock Tea L traight ... 8
Mg;‘:{h%sxtracts 8 3Th. Standards 100 Black,” winter”""9 010% Frosted Coffee Cake.. 1.00 Secor?d Straight
Mince Meat « Gallon ... e 225 CEREALS . Frotana_ . . 1.00 Clea
Molasses - J Blackberries Breakfast Foods i M Gln%er Snaps, N. B. C. 1.00
Mustard o 21D 9001 75 Bordeau Flakes, 36 Ith. 2 50 Arabian .............. 21 Graham Crackers __ 100
Standards gallons ... Cream ofWheat 36 21b4 50 Package Lemon Snaps .......... Rye 375
N eans Egg-O-See, g . New York™ Basis Marshmallow Dainties 1.00 Subject to usual cash dis-
Mnta e 11 Baked .. 80@1 30 Excello Flakes 6 tb 2 60 Arbuckle .1 Oatmeal Crackers ....1.00
i 85# 95 Excello, Iarge pkgs...4 50 Dilworth Oysterettes ... Flour In_barrels, 250 per
1 15 Force, 36 2 Ib -4 50 Jersey Pretzellettes H. M. .1.00 barrel additional.
1 25 Grape Nuts, 2 doz.....2 70 Lion al Toast 100 Worden Grocer Co.’s Brand
B Malta Ceres, ..2 40 Mc g XX tme .1.00 uaker, paper
Standard 40 Malta Vita, 36 285 McLaughIlns XXXX sold Saratoga F .1.60 Quaker, ‘cloth
« Gallon . Mapl-Flake. 405 to retailers only. Mail aII Seymour Butter -1.00 Wykes-Schroeder Go.
8 Brook Pillsbury’s Vitos, 3 dz. 4 25 orders direct to W Social Tea 100 g’e 375
8 2Tb cans, Splced 190 Ralston, 36 2ib.. 4 50 McLaughlin & Co., Chlca- Soda, ¢ .1.00 PSE o
8 sunlight Flakes, 2 85 go. Soda, Select .1.00 Kansas Hard Wheat Flour
n Little Neck, I|b 1 000125 Sunllght Flakes, 20 Igs 4 00 Sponge Lady Fingers."1.00 Judson Grocer Co.
little Neck. 21b. @1 50 Vigor, PKQS..oovvverinene 2,75 Holland % gro boxes o5 Sultana FrU|t Blscult .1.50 Fanchon, %s cloth ___ 4 30
Clam Bounlon Voigt Cream lakes 4 '50 Felix, % ~ gTOSS..coormisr. 11 needa BisCUit ... 50 Spring Wheat Flour
Rice 1 Burnham's % pti... 190 Zest, 20 21b.....cccromrrennn. 410 Hummels f%ll % gro. needa Jlnlllff Wayfer 1.00 |£ gBakers Brand
...................................... Burham s wis 3 & 2ot 20 Albipinigt 10 Hummels foil y20 o 143 Uneeda Milk Bisciit. 50 goids0¥ (Bakers Brand
lad . lemalné th 720 o Crescent FlakeT2 Nat .CRBACKEth Wa;tlélra _Iyxafers %88 Golden Horn, baker’s’. 4 50
§Z.Zrat'3§ess'”9 3 lad Standards %1 3001 50 |:|r:,ee CCZSS%S’”: ationa jSontt “ompany z,"Zu Ginger Snaps.. .5 \(/:Va}ls%?nes:[m Rye g%’
Sal Soda J White s 150 "One case free with ten Butter ZWieback . 1.00 :
Corn cases Seymour, ROUNd............. CREAM TARTAR Judson Grocer Co s Brand
Salt Fish | Fair ... 60075 ne-half case free with New_ York, Square Barrels or drums .29 Ceresota, %S -
Seeds _ . J Good 35@% cases. Famlly ................. Boxes ... 8eresota
Shoe Blacklng 7 Fancy ne-fourth case free with Salted, Hexagon. Square ¢ S eresota
Snuff . s French “°eas 2% cases. Soda Fancy ca Lemon A Wheeler’s Brand
Soa f Sur Extra Fine ~22 “Freight allowed N. B. C. Soda DRIED Wingold,
Soda J Extra Fine 19 Rolled C r» Select Soda ... Sundried ngokj
Soups x Fine . 15 Rolled Avenna, bbl........ Saratoga Flakes 2un E)I?ated'" Wingol
Spices Moyen . : 1 Steel Cut, 100 Th. sa Zephyrettes N P Plllsburys rand
Starch Gooseberries Monarch, | Oy California Prunes Best. %s cloth 4
Syrups g Standard 90 Monarch. 90 N. B. C. Round ... 100-125 251b. boxes. Best. %s cloth
rtomin Quaker, 18-2 N B CS 90-100 251b. boxes.© 4% gop ol itih
standard y 85 ’ Faust. ~Shell 80- 90 251b. boxesi© 5 ~Best. s clot
g “randar u Cracked ' Sweet Goods gg ?8 SE%B Boxes“ g% Bost, %s paappeerr
...................... - ., 0OXes.. 1
g g%g; OIA:Eb % 9158 22 . packages 250 ﬁrtlllarﬂtllc Assorted 80- 60 25tb. boxes.® g% Best, wood "0
Bienic  Tails 2 80 . CAT Bagle ems Tty 40- 50 251b. boxes..# 7% Worden Grocer Co.
: Columbia J’ts ,,,,,,,,,, 450 pBe ylsle Bitnic : 30- 40 251b. boxes ..08% Laurel, %s cloth
Vinegar Mustard 1 go Columbia. % pts...2 60 Brltl %c less In_50Th. cases. Laurel, DV|s cloth
’ Snider’s quarts . 325 Cartwheels €8 . Citron Laurel, %s A Vis pa
Mustard, 2 8 Cartwheels. S ... 8 c 022 Laurel, %s
w Soused. 1% 18 Snider’s pints . carant Brunt orsican bs .
Wicking ... 9 Soused, 2 80 Snider’s % pints ... Cracknels BT imod 11808 Wykes-Schr
Woodenware Tomato, Itb 13 CHEESE Coffee Cake, N. B. C. impsred bufi<9 90 2leepy Eye, %s C|01h %475
Wrapping Paper Tomato 28Qcm ©15 lain or | . mported bu © Sleepy Eye, Vis cloth..4 65
pping p plain or_Iced .
Mushrooms ©14 Cocoanut Taffy Pee Sleepy Eye, %s cloth..4 55
Y Hotels ... | 20 Elsie .. ©14  Cocoa Bar ... Lemon American Sleepy Eye, %s paper. 4
Yeast CaKe .oereevernn: 10 Buttons 2@ 25 Embler 014  Chocolate Drops Orange American Sleepy Eye, %s paper. .4 55
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ar_ ..
15 Corned beef, Marseilles, 100 ck toilet 4 oo Prg/irie‘Rose

0 1 Horehound Drop 10

Meal Bologna . 5% SNUFF Gunpowder Clothes_ Pins
Bolted oo 2 30 civer .. 6vs Scotch, in bladders Moyune, megium . 30 Round head. 5 gross bx CONFECTIONS
Golden Granulated .. 2 50 Frankfort 1 Maccaboi[e, in jars . Moyune, choice ... .32 Round head, cartons.. S Palls
St. Car_Feed screened 18 00 Por v 8 French Rappie in jars..43 Moyune, fancy. .... .40 Eqg Crates Standar 7%
No. 1 Cornand Oats 18 00 \eal ... SOAP Pingsuey, medium 30 |Humpty Bl ty 2 Standard H H . o 1%
Corn, cracked ......... 17 25 1. s Kirk & Co. Pingsuey. choice 30 'Na™p Complete ... Standard TWist ...
corn Mealh coarse .17 25 American Family ... 4 g0 Pingsuey. fancy .. .40 No. 2 complete
Winter Wheat Bran 23 001 Dusky Diamond,’50 807 2 80 " Young Hyson d Jumbo, 32 Ib.
Winter Wheat Mid’ng 24 50 Extra Mess .. ..975 Duskv D’nd. 100 6 0z.3 80 Choice . .. 30 . . Faucets Extra H H ..
Cow Feed . 23 50 Boneless .. A1 25 1ap Rose, 50 bars _-"3 7 Fancy 36 1&ork lined, & in Boston Cream ..
Dairy Feeds A1 25 Savon Imperial .73 10 Oolong Gork lined, 10 i g5 O%6 b "ase 9
Wykes & Co. White Russian 3 00 Formosa, fancy .... .42  Qedar, 8 in : - case ..
O P Linséed Meal.....3 ..1 10 Dome, oval bars 300 Amoy, medium 0T e Mixed Cand
C 1 8 Satinet, oval .2 15 Amoy, choice ... '32 . Mop Sticks X y
G 3 25 Snowberry, 100 cakes..4 00 English Breakfast Trojan Spring ... 90 Grocers .
: -7 75 “'proctor '& Gamble Co.  Medium o0 Eclipse 0patent spring.. 8 Sompetiti
Kits, 15 Ios P Lenox .. 300 Choice ... . NO. 1 COMMON .......o... 75 Special ..
) . O/It%'bl t>s . 70 400 Fancy No. 2 pat. brush hoider 8 Conserve
Dried Beet Pulp b DoTs., 675 : ji21b. cotton mop heads 1 40 Royal .
a % bbls., 3 25 India jideal No. 7 90 Ribbon
Michigan Ceylon, choice . .32 T T Broken
¢}
Hogs, per Th....... 28 LAUTZ BROS. & CO. Fancy 42
corn Beef, founds, set . 16 Acme, 70 bars.. 3 60 TOBACCO 1 Leader
Beef middles, set .. 45 Acme, 30 bars.. 38 Fine Cut -1 Kindergarten
. Hay Sheep, per bundle . 70 Acme, 25 bars 3 85 Cadilla 1 Bon Ton_Cream
No. 1 timothy car lots 14 00 Uncolored Butterine Acme, 100 cakes.........3 15 Sweet Loma .. 1
No. 1 timothy ton lots 15 00 Solid dairy ... 1 Big Master, 100 bars . 4 00 Hiawatha, 51b. pails . an red, brass ..1
HERBS Rolls, dairy 11% Marseilles, 100 cakes...5 80 Telegram . 3r JPager, ureka 2 25 |Hand Made Cream ..15
.. 15 Canned Marseilles, 100 cakes 5¢ 4 00 Pa S Fibre 270 "premio Cream mixed 13
4
4
3

Corned beef, .. 17 60 A.'B. Wrisle Protect Toothpicks )
e Roast beef .. 2 Good Cheer o 400 Swest Iés){}rley . Eafrdwo%d 2 60 Fancy—in Palls
Potted ham, %s .45 Old Country 40 TIger oo goftwoo -2 {3 Gypsy Hearts . 14
Potted ham, %s anquet 1 Coco Bon Boas. 12
85 _ Deviled ham Soap_ Powders Ideal ~1 60 |Eydge Squares . 18
42 Deviled ham, Lautz Bros. & Co. Red Cross T | Peanut Squares 9
5 Potted tongue 45 SNow BOy .. 4 ou|Palo raps S d t
gue, L IMouse, wood, holes.. 22 sugare eanuts
Pure gp Potted tongye Eold Dlst, 200 8 Wypwata iMouse, wood 4 holes. 45 SATnt “Kioses
Calabria 23 screenings ICE Kirkoline, ' 24 4tb..."3 80 Bittle AX {Mouse, W°°d56 holes.. 70 Sétarl |t KGISS%S'
SICI|%( . 14 Edir Jap%n s . Pear?me - 3 75 American Eagle 'F\{'Otuse’ t'é" holes % Llfﬁzenggs? plg?nles y
RooT ey M Choice Japan T 8% oamine. 378 Spearead Wo, 47 Rat, spring : Lozenges, printed .10
cacs D Crittenden co. [RROIG RPN Roseine ... 30 Shear Wed e raee o BUERORNCARCREC 0l
: o . ) - .
Tip 4 0@ 76 |2Fgﬂ'cT§ L hhfd i, %%gi// Wisdom ... -3 50 Jo -3 _1186-i',r'1',’ gtttaanngaaré,’,\r‘ug.g g88]§ﬂ2ﬁl§§ttecg?1%(’c'§|t§tses",'ii
MEAT EXTRACT arolina, ex. fanc (] 116-in. andar 0. hampion Gum Drops 8%
Armour's, 2 0Z.....A 45 SALAD DRESSING Johns%?ﬁg Ei%rgpou”dsmj lo |JT %‘é I%gm gaBIIE, ’\‘l\fo.zl....76 50 Moss pDrops P8
ﬁ_rmpu,rs, 4 oz. --8 20 Columbia, % pint ....2 25 johpsons XXX 4 2515, P 18In. Cable ’\?. 5
iebig’s Chicago, 2 o0z. 2 76 IColumbja, 1 pint ... 4 00 Nine O’clock .. 33 p 0 N In. Cable, No. 5. 0
T1eDIg % Imborted. 207, 4 8 Durkees, anail, 2\ & 3 Rub-No-More ++375 Honey Dip f 0 No ' 9
Liebig's Imported. 4 oz. 8 60 gniger’s,’ Iargelal, 12 ddoz.'.'zl gg Enoch %/(I:ourin s g!a%cihagtandard 218 No N ol \ : :
nider’s, small, 0z. . noc organ’s ons. . U Fashioned Molass-
New - Orieans SALERATUS Sapoiio, gross iots ...-s oo FOrge .. 3 Bronze"Eibe BO2MS o ~es Kisses 101b. box 1 20
Packed 60 Ibs. in box.  Sapolio, half gro lots 4 60 Nickel Twist . R 260 orange Jellies 60
Eancy Open Kettle ... 40, @500y Hammer.....3 15 Sapolio, single boxes..2 25 Mill ... Dewey ... 17 Fancy—In st s
Fapr oo = 3% Deland's 00 Sapolio, hand ... .2 25 Great Navy . gi%”kfée Aeme 2 75 | eman Sours . "66
Go 22 Dwight’s 3 15 Scourine Manufacturing Co Smoking Dodbie TPoae ass ""32 2 0id _Fashioned
% e ETE R TR T 0 B N
MINCE MEAT i " : Northern Queen 2 75 Peppermint Drops
Columbia. per case...2 75 Wyandotte, 100 %s ..3 00 Double Duplex - 3 0 Chocolate Drops .........60
v SAL SODA Good Luck ... 27 LM Choc. Drops ..85
Granulated, bbls............ |Universal <o g 1 M. Choc, LL and

Horse Radish, 1 dz......... 1 78 Granulalegl 1001b. cs. Dark No. 12 ... 1 00

Horse Raddish, 2 dz "3

OLIVES Il:ump, 145%5""[(' ............... 885 Columbia S |§i'tltle'r tSv(v;eets, aCSSId“%ols
ump, . kegs in rillian ums, Crys.
Bulk, 1gal. Kegs...... 1 65 P SALTg Red Letter k7 A. A. Licorice Droyps..go
Bulk, 2 ‘gal. kegs 160 Common Grades SPICES Lozenges, plain .......65
Bulk, 6 gal. Ib. sacks ........2 10 ; Lozenges, printed
Manzanilla . sacks .. A“Splce\NholeSplces ...... g Imperials ..
o b sacks. Cassia, China in mats. 12 Du B Mottoes
0 Cassia, 16 Myrtle Navy B ream ar ..
Cassia, 40 Yum Yum, lib. pails .. H .
fssia. % &ream i RN BUIST o SIEAD Rodc"s
" Cloves 26 Corn Cake, 2% oz 25 , kA String Rock ..
PIPES Sl Cloves, 78 Corn Cake, lib 2 Assorted, 15-17-19 7773 22 wintergreen Be 60
Clay, NO. 216 .., 170 56Tb. sacks .. 20 Mace oo 55 Plow Boy. I*i oz. 39 WRAPPING PAPER gld Tune Assorcf‘edd:---Z3 &
Clay, T. D., full count 65 om! Nutmegs, 76-80 45 Plow Boy, i% 39 Common Straw ... 19 Buster Brown Goodies
Cob,” No. 3" .o, ss Granulated, fine 8 Nutmegs, 105-16"L g5 Peerless,” 3 £ Fibre Manila, white’ 2% Up-to-date Asstmt. .3 75
. - N 11520 . eerless, 1% Fibre Manila, colored. 4 i <L
PAesiimn SALT FiSH Pepper. Singspore k. 13 Al Brake . B Koo Wi SO0 G Ten Stnke Noo 2uiis 60
o i i an 00 Manila ) -
Barrels, 1200 count ¢ ® Large whole @7 BERBEr WGP WIS £ Country "Clup 34 BoRers Wanils SOTMEN Ly T8
Half bbls, 600 count..3 50 [) pper, Scientific Ass-t 18 00
: 2 o i =X X3 ax Butter, shor . . -
'sma g?ﬁap”s S Bcks 7% @10% ,, Pure Ground in B Goga. Tndian 55 ax Butter, shart ot 13 clenie 18
Egrlgelbs,|82,4(:)102(t):oogguth.t..z 2103 Pellock ... fri 4% 'élalssgigCe Batavia Self Binder, 160z. Boz. Wax Butter, roils .. Dand Saopkcgzln 66
PLAYING CARDS strips alibut Cassia, Saigon Swest A -2 YEAST CAKE Dandy Smack, 10052 75
No. 90 Steamboat 86 Chunks . 13% GCloves, Zanzibar Royal Smoke Magic, 3 doz... 15Pop Corn Fritters, 1005 60
No. 16, Rival, assorted 1 20 Herrin N Ginger, African Sunlight, 3 doz 1@Pop Corn Toast, 100s 50
No. 20, Rover enameled 1 60 Hollan Ginger, Cochin w Sunlight, 1% doz 60 Cracker Jack ... 325
NO. 672, SPECIaAl .orporerorrne 175 White Hoop, bbls. 11 go Ginger, Jamaica Cotton, 3 ply Yeast Foam, 3 doz.....1 15 Checkers, 5c pkg. case 3 50
No. 98'Golf, satin finish 2 00 White Hoop, % bbls. 6 00 Mace . 65 cotton, 4 by 22 yeast Cream, 3 doz....I 00 Pop Corn Balls,”200s ..1 20
No. 808 B 2 00 White Hoop, keg 65@ 75 Mustard . is Jute, g'y - 14 vyeast Foam, 1% doz.. 68 Cicero Corn Calces .... 6
No. hite Hoop mcﬁs. a0 Pepper, Sl_ngaporeh_blk. 17 Hemp, ply . 13 60
orwegian Pepper, Singp. white.. 28 Flax, medium ERESH FISH
ound,” 100IBS . 37d;ggger, Cayenne 220 Wool, 1Tb balls . Jumbo. Whitefish P@e)rlelb' Coudh D
ound, 175 2095 e VINEGAR umbo hitefis oug rops
Scaled 13 STARCH Malt White, Wine, 40 gr 10 No 1 Whitefish 814 Putnam_Menthol
Common Glos Malt White,' Wine,_40gr 10 [Trout ... 14 smith Bros
No. 1, . 760 1To. packages .......4@6 Pure Cider, B & B - 14  Halibut .. : - @10
No. 1, 401b: 325 3Th. packages . © @4% Pure Cider, Red Star..12 Ciscoes or Herring ..@10 NUTS—Whole
No. 1, 90 6Tb. packages 5% Pure Cider, Robinson. .13% Bluefish --812 Almonds, Tarragona
0. 1, 76 %40°ahd 66th bo; %@3% Pure Cider, Silver ...13% Live Lobster . @30 1'Almonds, Avica ..
IOONII'E kerel Barrels .. 3 W;CKING gg&'ed Lobster ......@ 3102 Almonds, Californ
) | S.. . ot p%gwarggg No. gper gross o - PH.ag(dB"c'lii ....... g shell ..
Brisket, clear . : o. er gross ickere 14
Clear Family .. 1 401b. ‘packages No. 2Bergross 50 Pike ... % 9 al. No. 17,
Dry Salt Meats SYRUPS No. 3per gross .....76 Perch, dressed .@11  walnuts, soft shelied @16
% 'IDI'BeI ies . . Barrels Corn WOODENWARE grg\doléegé Wehrlte . @15 W%Ilnuts, Grefnoble“. 15
ellies ... .-
Extra Shorts . s Half Barrels .27 Baskets Col. RiveprpSaImon 16 Egcais nul\t/|5éd,,,?,r,]_c_¥_',f,', %2
moke eats W hitefish 201b. cans % dz. | 80 Bushels 110 Mackerel .oocoosoernenne 20 Ppecans, ex. iarge....
Hams, 12 [b. average..13% No. I No._2 Fam 101b.cans % dz. in case 1 75 160 Pecans, Jumbos
Hams, 14 Ib. average.. 13% 1001b. 975 450 _blb cans 2 dz. in case 1 & 40 HIDES AND PELTS  yyickory Nuts
Hams, 16 Ib. average..13%  601b. 526 240 2%Ib. cans 2 dz. in case 1 90 ] 2 350 Hides Ohio” new
Hams, 18 Ib. average 112 " 60 Pure Cane 2plint, medium 32 Green No. 1 .11 ICocoanuts
Skinned Hams . 9 splint, small ... -3 00 Green No. 2 10 Chestnuts, New
dried beef w16 Willow, Clothes, largo 8 25 Cyred No. 1 12% !
Ham, drie ee 9 ure 0. 0 State, per bu.....
California Hams 58 Willow, Clothes, me'm 7 50 Cured No. 2 11%
Elc_?lg Eonled Ha 1 ngpa\ﬁlle)gloéhgtsfersmglolxgs50 galgskgns, green, No. 1 11%1/ . Shelled
oile am i i alfskins, green No. © Spanish Peanuts 8%@_9
Berlin am, pressed e IR e et B G Gl No 11 BB Wl T *en
Mince Ham e S Hemp. RUssian EHRSHSS rghegi'cuem 24 BT size, 12 in case.. 63 Calfskins, C;”ft 0 0 \F/:V“ablgytt '\Ill-lea;;/Ses - 39
gompound - 8% Mixetd'dsirdh_,t, ,,,,,, 4 Sundiled: fan&:y ) 10Thb. SIZBeu'tte? Igla(t::sse“ 60 elts 0 JAliaanteAﬁixlmog'dé 2%5
ure ... ... 1070 ustard, white Regular, medium H ordan monds ..
80 Ib. tubs....advance % Poppy .. 9 Re%ular, choice Ng' %8\\53, 528 :H 5{2{2 45 Peanuts
60 Ib. tubs....advance % Rape .. 4% Regular fancy .. . No. 3 Oval 250 in crate 50 F H. P. S 7%
60 Ib. tins..... advance % Cuttle Bone 2 Basket-fired, medium No. & Oval' 520 In crate 8 No. 1 506 Fancy, AL gns...@ b
20 Ib. palls... .advance % SHOE BLACKING Basket-fired, choice ..38 : ’ : 8 X ancy, . P. uns, .
10 Ib. pails....advance % R * No. 2 .. 4%  Roasted ... 8%
pai Handy Box. large, 3 dz.2 50 Basket-fired, fancy ...48 Churn 0
5 Ib. pails... .advance 1 ~ Handy Box, small....1 26 Nib L 22@24 Barre], 5 gal., each..3 40 Wool hoice, H. P. Jumbo..@8%
3 Ib. M U Kami, 19gal. each..l 66 Unwashed, med. ---23@25300h0109v H. P. Jumbo

palls-----advance 1 Bixbjrs Royal Polish 8
Sausages Idller'a Own M A .,

2t warrat 16ptL, 79 Unwashed, line Roasted ..cevvvviens @9%
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r. Merchant

If for YO U — this January— it's Push and Profit
rather than Rest and Rust you can’t get our January

catalogue any too soon.

Besides the big feature sale of 5and 10 cent leaders
with which the book begins, in every department there
are hosts of extra good things for offering at other prices
also low enough to be compelling when folks generally

are making up for Christmas extravagances.

This catalogue of ours also contains a lot of resultful
plans that have PR OV E D they will, pull trade to stores

like yours— in January.

So you don't HAVE to be “naturally” idle in Jan-
uary when both the ways and the means for being busy

are yours merely by asking for our January catalogue.

Shall we send you this January issue— catalogue

No. J598? Write N O W — before the edition is exhausted.

I TTPI c n D H A T H C n C NEW YORK CHICAGO
U I L D K D K v I F I D Iv~ st. louis « r a

WHOLESALERS OF GENERAL MERCHANDISE Sample Houses: Baltimore, Dallas, St Paul

D
D
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Special Price Current  Business-Wants Department*

Black Hawk, one box 2 50
Black Hawk, five bxs 2 40

TABLE SAUCES

G J Johnson Cigar Co.’s Excelsior, M &3,

Excelsior, M & J, _21b"
Tip Top, M & J, .

Royal Java and Mocha
Java and Mocha Blend
Boston Combination

Worden Grocer Co.

Perfection Extras Cee St Cady, Detroit;

ons Bros. St Co., Saginaw;

Peerless Evap’d Cream 4 00
FISHING TACKL

Tradesman

Baker’s Brazil

Coupon

CONOORWN

FRK8H MEATS

Cox’s 2 qt. size
Knox’s Sparkling, doz. 1 20
Knox’s Sparkling, gro.14 00
Knox’s Addu'd. doz...1 20
Knox’s Addu’d. gro..

Tradesman Company

Plymouth Book Grand Rapid«, Mich.

AXLE GREASE o 4 (Flesh cus SAFES Advertisements inserted under this head for two cents a word
BuUtts ... oM . . .
Trimmings I the first insertion and one cent a word for each subsequent
oulders
Carcass 7 continuous insertion. No charge less than 25 cents. Cash
Lambs 11
Spring Lambs @12 must accompany all orders.
Carcass ..o 5%@ 8
BUSINESS CHANCES. For Sale—Three-story furniture fac-
CLOTHES LINES : / A
i i i tory, engine, boiler_and“dry kiln and two
Mica, tin boxes__75 9 00 oo sinread extra.1 0o Full line of fire and burg- C%Sh |ff“r your property"wherdever JO' acres o ?round. Railroad sidin to, fac-
Paragon 55 600 ggfftt gmreag: exttra.'.'% 4 lar proof safes kept In 52}?&)%” a%’g“pp’i‘/caer?t 19 )?gu'vfgpn tlcj)sbus- })%r%. Apply Breon Lumber Co., Willigms-
- read, extra.. stock by the Tradesman send for our monthly. ~ Northwestern e
BAKING POWDER 60?. stﬂreag, extra..l 29 Compan;, Twenty differ- Business Agency, 13 _H%nk of Commerce For Sale—Clean stock of dru?s and
Royal 7eft. othread, extra.. ent sizes on hand at all ©'d9- Minneapolis, Minn. 430 gltj)rr}wdrwgflitm toANnnnuoe;l zs'gloé)s' b%?v\(;genar&g]o
oya Jute . . f For Sale—Stock of bazaar, goods in|and $50¥;0 Expenses  light A fine
size 90 60ft. times—twice as many safes town of 2000 inhabitants in  Eastern ‘chance for a good man. - Reasons for
cans 135 72ft. 0 as are carried by any other Michigan. Address No. 428, care Michi- selling, have other business which re-
: ?L%fotft house in the State. If you 9an Tradesman. ) 428 quires’ all my. attention. Address No.
cans 1 90 . are unable to visit Grand _ Finest opening for clothing store in 389. care Michigan Tradesman 389
cans 2 50 Rapids and inspect the St.illtfe-d Write at once. Lock Box 107, For sale—Stock of shoes, dry goods
P 110 o onally. write for Milford, Midi. i 427 and groceries_ located in Central Michi-
cans 135 P v, American DeForest wireless teleqgraph gan town of 350 population. Living
cans 4 80 10 . ...160 quotations. stock, any part of 1,000 aliares, 400 per rooms above store. Rent, $12 per month.
Cotton Windsor cent, below compan rices. Big money- Lease runs until May 1, 1908, and can be
cans 13 00 5oft.... 130 SOAP making eopper-gold mining stock, 10 renewed. Last invéntory, $2590. Sales
cans 21 50 .1 44 Beaver Soap Co. cents “share. Agents wanted. E. J.Ldur_lng 1905, $8,640. Good reasons for
.1 80 Mackey, 2038 Stout St., Denver, Colo. Iselling. Address No. 386, care Michigan
BLUING 80ft.. .2 00 426 Tradesman. 3
Cotton Braided For sale or to rent, unfurnished 50-room Merchants—I have buyers for all kinds
40ft... 95 hotel in Saginaw, Michigan. Fine loca- lof merctiandise stocks.” If you want to
3H tion, perfect repair; steam _heat; lgas and lhuy, sell or exchange or close out, write
.1 65 electric lights, baths. Enquire H. aegely, 1meé at once. G. B."Johns. Grand Ledge,
Galvanized Wire 1615 Genesee Ave., Saginaw, Mich. 425" Mich. 38,
No. 20, each 100ft. long 1 90 For Sale—Drug store In Southwestern Kansas and Colorado Lands--We offer
No. 19. each 100ft. long 2 10 Michigan. Clean, up-to-date. No dead for sale at low prices and easy payments,
COFFEE *M m sJ stock.” Best reasons for selling. Address about 10,000 acres of S. W. Kansas lands,
Roasted Y,” care Tradesman 423 in good farming section; partle/ improved.
; ; s B i Racket store for sale. Positively the IS0 several nice farms, well located in
Dwinell-Wright Co.’s. B'ds. 100  cakes, large size. .6 6< /ot irrigated district in Colorado. If you can
i pening in a farm_lng and factory be ‘interested in the coming country, ad-
50 cakes, large size. 325 town of 5000, Located in Southern Michi- (& INTErestec o Ihe COMING &O A
100 cakes, small size..385 gan. Will take $2,000 to get in. Best lo- - P s iy, :
50 cakes small slze.l 95 cation. Do not miss this chance. Ad- 377
' , v dress “Business,” care Michigan Trades- For Sale—My bugg%/ and implement
Tradesman’s Co.’s Brand man. 420 |business in the heart of a first-class
For Sale—Stock of ladies’ and men’s |farming countr¥. Very little competition.
furnishings and bazaar goods, also fix- A big ‘chance for someone. 1 must quit
tures. ust sell by Feb. 1, 1907, as lease on account of my eyesight. failing. Vol-
expires then. A bargain. 'Address A. E. ney Strong, Clarksville, “Mich. 376
Shaddock, Lansing, Mich For Sale—Retail _vehicle and harness

Who will give money to build real auto

airship, all improvements made? Address
No. 418, care Michigan Tradesman. 418
An experienced and_ competent, all

round advertisement writer and designer
of profitable advertising is open for Rlo—
sition. Hll\]?‘hes't references. Address No.
417, care Michigan Tradesman. 417

A good business opportunity. For rent,
a modern brick store building. Located
in the heart of the business _céenter of the
city. . General store established at this
location for over twenty years and has
always enjoyed an excellent trade. EXx-
cellent farming country. Size of store,
22x100 feet, three floors which includes
a good basement. Brick warehouse in
rear of main store. Store well adapted
for lgrocerles, dry ?oods, boots and shoes.
Will" lease for a ferm of years at rea-
sonable rental. Address John W. S. Pier-
son, Owner, Stanton, Mich. 416

Good opening for general store, shoe
shop, harness shop and hotel in growing
town near big pasture. Address  Faxon
Land & Loan Co., Faxon, Okla. 413
~“For Rent—Store building suitable for
any kind of business. LocCated on main
street in Wayland, Mich. Address A. J.
Stevens, Middleville, Mich. 414

For Sale—A soda fountain and fixtures
complete. All in good condition. A bar-
ain if sold at once. L. Fris, Hoi(l)%nd,

ich.

For Sale—The oldest established meat
market and qgrocery in_Petoskey, includ-
ing meat and grocery fixtures, stock and
good will.  Average” cash yearly sales,
25,000. Can be bought at a gréat bar-
jain.  Other business requires my atten-
ion. C. C. Hamill, 318 itchel St., Pe-
toskey, Mich. 406

For Sale—A

) six _key National Cash
Register, with cabinef for six clerks.
Perfect condition. Worth $250. ~ Cash
price f. o. b, Sunfield, Mich. $100 if taken
at once. Address Lock Box 264, Sunfield,
ich. 409
Wanted—Doctor and drugglst. Good lo-
cation, no competition. Jopulation vil-
lage 650, also good farming, Northern
Michigan. Adress Liniment, care Trades-
man; 408

Pecos Valley of New Mexico, the land
of sunshine, health and opportunity. \?\F_e-
cial inducements in irrigated lands. il-
liam Dooley, Secretary Farmers’ Land
League, Artesia, New "Mexico. 410

“For Sale or Rent—Two brick stores.
Rent reasonable. For particulars address
E. I. Pickhaver, c-o M. O. Farnham,
Mancelona, Mich. 338

California—!I want you to know maore
about our land of oranges, grapes, figs
and ideal climate. Descriptive book free.
List of orchards, farms, etc., for sale.
E. C. Fortier. Red BIuff. Calif. 403

For Sale—Stock of dry goods, shoes,
clothing and hats.  Wprite” for particulars.
Address Merchandise, P. Station D,
Columbus .Ohio. 385

manufacturing . business in_live growing
town of 3,000" in good farming district in
Central Michigan.” Sold 100 vehicles this
ear. Compefition light. Will exchange
or saleable farm lands, Mecosta or Isa-
ella__county lands preferred.  Address
No. 374, care Michigan Tradesman. 374

For Sale—Harness, vehicle and imple-
ment business in Northern Michigan.
Town of 1,000 inhabitants with fine farm -
ing country and large territory to draw
from.  Stock inventories about $3,000.
Modern buildings, rent $18. Reason for
selling, have lafge hardware business and

other outside interests so can not de-
vote time necessary. Address No. 355,
care Michigan Tradesman. 355

For Sale—One Otto gas engine. 8% in,
E'orepby 15 in. stroke, rated at 10 actual

. P.” but developing a maximum of
slightly more than 1T brake H. P. by
test. “In excellent condition. Gordon

Hollow Blast Grate Co., Greenville, '\él5|§h

The best paying business In the world
_(requ_lrlngf_ no ‘capital) is real estate and
its side Tin If ¥ou make = less than
$3,000 a year, wish to become independent
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.

Write for free” book, endorsements, etc.
American School of Real Estate, Dept. T,
Des Moines, la. 327

For Sale—One-half interest In a clean,
up-to-date shoe and clothing business.
Established 23 years and enjoy|r|1|g 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
We want to buy for spot cast! shoe
stocks, clothing stocks, stores and stocks
of every descCription. Write us to-doy
and our representative will_call, read

to do_ business. Paul .
Co., 12 State St.. Chicago.

For Exchange—$7,000 In good 6% land
contracts on New Lansing real estate, for
a stock of general merchandise or hard-

Feyreisen St
m 548

ware in a good town. Must be first-
class as contracts are_all Al. Address
No. 396, care Michigan Tradesman. 396

~Wanted for cash to Job manufacturers,
line of negligee shirts. Address Andreas
Rebeil, Tucson, Arizona. 334

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-Hlcks, 727 Pontiac Bldg., Chica-
go, 2m

For Sale—Plantations, timber lands,

farms, homes, etc. Send for printed list.
V. C. Russell. Memphis. T*»nn. 928

W ant Ads. continued on next page.
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MR. CASSATT'S MONUMENT.

Andrew J. Cassatt, who died last
week and who was best known, in
the popular sense, as the successful
head of vast railway interests, was
much more than a mere financier and
capitalist. Great intellectually, un-
assuming socially and of agreeable
personality, his view was not hedged
in by purely private aims. Unfortu-
nately, the revelations of the insur-
ance investigations called him back
to this country post haste while he
was in Europe trying to relax and
recuperate. His return to America
was not only of his own choice, upon
the publication of the scandals in-
volving officials of the Pennsylvania
system, but it was with the declared
purpose of defending those who
could be defended and punishing
those who deserved correction. Had
he lived in his wonted condition of
strength and activity his own name
would have been cleared of reflected
suspicion directed his way. However,
those who knew Mr. Cassatt best re-
quire no stimulant to sustain their
faith in his absolute integrity.

When, after long consideration and
careful investigation, our Govern-
ment decided upon the adoption and
carrying out of a concrete, compre-
hensive design for the beautification
of the city of Washington, perhaps
the most imposing obstacle that con-
fronted the project was the location
and operation of the Pennsylvania
Railroad terminal facilities in that
city. Crossing the Eastern branch of
the Potomac at the Congressional
cemetery, they passed around to the
east and south to Sixth street, a dis-
tance of two or three miles, thence
northwest on Sixth street through
the Mall to the company’s station
at B and Sixth streets, N. W.—only
a very short square from Pennsyl-
vania avenue.

The rights of the Pennsylvania
Railroad were not insurmountable, but
to overcome them legally meant de-
lay and exp'ense to the Government.
On the other hand, the Mall consti-
tuted the foundational factor for the
proposed remodeling. The carrying
out of the plan was impossible with
a surface railway system crossing the
Mall at its most effective point.

No person saw this situation more
readily or more clearly than did Mr.
Cassatt, the eminent civil engineer,
the appreciative artist and the public
spirited citizen. At once and upon
his own suggestion he consulted the
Commissioners and assured them that
the matter of the abandonment of the
tracks across the Mall and of the
great railway station just south of
Pennsylvania avenue need not be
given a thought by them; that when-
ever they were ready to begin oper-
ations and no matter where the mag-
nificent union station (now building)
might be located the Pennsylvania
Railroad would not only very gladly
adjust its Washington equipment to
the new conditions, but would will-
ingly and generously contribute to the
fund for meeting the cost of those
conditions.

More than that, Mr. Cassatt, all
through the investigations and stud-
ies by the Commission, rendered,
gratis, valuable advisory service in
his great capacity as civil engineer,
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watching every phase of the progress
made in perfecting the superb plan
which, when it is fully realized—dur-
ing the next twenty-five years, per-
haps—will make of Washington the
most dignified and stately capital city
in the world. And prominent in the
history of that development must
necessarily appear the name of An-
drew J. Cassatt.

Live Notes From a Live Town.

Lansing, Jan. 2— Herbert E. John-
son, for the past sixteen years local
manager of the Hammond Beef and
Provision Co., has resigned his posi-
tion and will be succeeded by Frank
B. Rigby, book-keeper in the local
office for the past three years, but
formerly with the Toledo Beef Co.

George J. Bohnet and Bart Stanch-
field were elected sales manager and

superintendent, respectively, of the
newly organized Capital Auto Co.
at a meeting of the directors last

week. Mr. Bohnet, up to one year
ago, had charge of the W. K. Prud-
den & Co. garage here, and since then
has represented the Reo people in
Saginaw territory. Mr. Stanchfield
will be remembered as one of the
Olds trans-continental drivers last
year.

Fhe agitation inaugurated some-
time ago by the local grocers against
the proposed raise in rates by the
Bell telephone people, and which
promised a clean sweep of the Bell
phones by the grocers because of the
raise, has fallen flat, several prom-
inent members of the Association
having decided at the last moment
that they could not afford to do
without Bell phones. It is stated a
few grocers scattered throughout the
city will hold out, but no concerted
action will be taken, and it looks as
though nothing further will develop.

John M. McElwain, formerly of
Hastings, but during the past ten or
twelve years in the Auditor General's
deparment, has purchased a half in-
terest in the Sullivan Bottling Works,
buying out E. G. Hamblin’s interest

Articles of incorporation of the
Walker-Schultz .Foundry Co., with a
capital stock of $5,000, have been fil-
ed. William Walker, Adolph and
Julius Schultz and Otto Letzau, Jr.,
are the incorporators. The corpora-
tion succeeds the firm of Walker &
Schultz, which has been conducting
the old Maud S. foundry on Cedar
street, north.

The real estate men of this city last
week organized themselves under the
name of the Lansing Realty Board.
J. W. Bailey, W. C. Hull and Her-
bert J. Flint were elected temporary
officers.  Several reasons are given
for the organization, some of which
are the proposed uniformity of com-
missions, the booming of this city and
interesting outside capital. The con-
stitution of the Detroit Realty Board
will be followed in drafting the con-
stitution of the local board.

Merchants here, particularly the
grocers, are clearing their shelves of
their old stock of canned goods which
come under the ban of the new pure
food law, and it will soon be a hard
matter to find any of these in this
city. Local dealers declare the new
law will have the desirable effect
of knocking out the cheaper grade of

goods and only the best and purest
will find a place on their shelves here-
after. Geo. A. Toolan.

Let Us All Turn Over a New Leaf.

Evansville, Ind., Dec. 31—The best
thing for us to do is to stop and take
an inventory of our mind and if we
find any dead stock there close it
out. Profits are made on goods
which are alive and move, and the
best stock any merchant can have is
the stock which he carries in the
head. Let us try to kill the influence
which runs through most of us that
is known as selfishness. Selfishness
is a bad stock to carry. When we
fully realize the great fact of the one-
ness of all life, that all are partakers
from this one Infinite Source, and so
that the same life is the life in each
individual, then selfishness, prejudices
and hatred cease. Love grows and
reigns supreme. Then, wherever we
go, whenever we come in contact with
our fellowman, we are able to recog-
nize the Great Power within. We
thus look only for the good, and we
find it. It always pays.

There is a deep scientific fact un-
derlying the Great Truth, “He that
takes the sword shall perish by the
sword.” The moment we come into
a realization of the subtle powers of
the THOUGHT FORCES, we can
quickly see that the moment we en-
tertain any thoughts of hatred to-
ward another, he gets the effects of
these diabolical forces that go out
from us, and has the same thoughts
of hatred aroused in him, which in
turn return to the sender.

Then when we understand the ef-
fects of the passion, hatred or anger,
even upon the physical body, we can
see how detrimental, how expensive
this is. The same is true in regard
to all kindred thoughts or passions,
envy, criticism, jealousy, scorn. In
the ultimate we shall find that in en-
tertaining feelings of this nature to-
ward another, we always suffer far
more than the one toward whom we
entertain them.  Selfishness  truly
is at the root of all error, sin, and
crime, and ignorance is +he basis of
of all selfishness.

I am writing these thoughts not
for the readers of this journal only.
1 wish the writers to remember them
too. | am going to think more about
these thoughts myself. We ought to
practice what we preach. | know
that 1 am like most all of those who
write articles only once in awhile, we
are greatly misunderstood, but that
does not make any difference, for the
fact is that all thought is alive and
it does its work whether it is fully
understood or not.

What are we all working for? We
are trying harder to protect cur lives

man will think right he will be right.

A man passes for what he is worth,
not in dollars and cents but in the
knowledge that he has of himself. It
makes but little difference to those
around you how much you may un-

derstand how to buy and sell goods,
it is how much you really care for
the welfare of your better thoughts
that counts now days.

Edward Miller, Jr.

BUSINESS CHANCES.

For Sale—Fine large, clean stock of
furniture, carpets an rugs. A success-
ful business of long standing. Very lit-
tle competition. Fine locality, surround-
d by well to do farmers. sure win-
ning “business_on solid foundation.
to Succeed with good management.
particulars enquire of No. 439,
igan Tradesman.

For Sale—Nearl

Sure

For

care Mich-
439

rly  new stock of shoes
and gents’ furnishings, |nv0|cm(g about
$7,500, located in town_ of 500. ood_ es-
tablished business. ~Will sell furnishings
stock separate, invoicing about $3,500, but
prefer to sell the entire” stock. Lock Box
C, Byron, Mich. 433
What town wants a printing office? A
good printer and editor wants a chang_e
of location, lias a model printing outfit
and am now publishing a paper, but have
too good an outfit for present location.
Address M, care  Michigan Tradesman,
Grand Rapids, Mich. 432

. Drug and grocery for sale. Good Mich-
igan fown 0. Inventories $4,800. Do-
ing better than $15000 yearly business.
Your money back the firs gear. Address
No. 431, care Michigan Tradesman. 431

For Sale—First-class. shoe store, in
Calumet, Mich., invoicing  $30,000. Will
sell for $25000. Best location in the city.
Doing the largest retail shoe business In
the Copper country. Reasons for selling,
retiring from busSiness.. TheBee Hive
Shoe Store, Calumet, Mich. 438

For Sale—Eighty acres of land, good

soil, sixty acrés "hardwood timber, “two
miles. Good sawmill, good investment
for speculation. $1,200 takes it, as the

money is needed for other business. Write
Clifford Parker, Hill City, Minn. 5

For Sale—Stock of groceries, boots,
shoes, rubber goods, nofions and garden
seeds, Located in the best fruit belt in
Michigan. Invoicng $3,600. If taken be-

fore April 1st, will sell at rare bargain.
Must _sell on account of other business.
Geo. Tucker. Fennville. Mich. 538

Do you want to sell your property,
farm ‘or business? No ‘matter where
located, send me description _and price.
| sell for cash. Advice free. Terms rea-
sonable. Established 1881 Frank P.
Cleveland Real Estate Expert, 1261

Adams Express Building, C icago,5771_’l;l.

___ POSITIONS WANTED_

Wanted—By man 34, hustler, position
as traveling “salesman, staple line. EXx-
perienced. = Satisfactory reference. Ad-
dress No. 436, care Michigan TradesTBEén.

HELP WANTED.

Immediately, young men, bright, from
Michigan, to” prepare for entrance exam-

inations for railway mail clerks. Good
grospects. Particulars_ free. 457 Inter-
tate Bldg., Cedar Rapids, la. 37

Wanted—An experienced candy sales-
man. Good position for competént man.
Address No. 434, care Michigan Trades-
man.

Wanted—An experienced dr
clerk, ﬂady or gent), lady preferred, to
take charge of  dry quods department.

Permanent  position. ifteen miles from

goods

Grand Rapids. Address No. 424, care
Michigan Tradesman. 424
W anted—Stenographer and assistant
book-keeper for ~ general store  work
Young man. Send references, Cobbs &
Mitchell, Inc., Springvale, Mich. 422

W anted—Good salesman, .covering State
of Michigan, to carry our goods as a side-
line. Good commiSsions.. Trade estab-
lished. Caledonia Chemical Co., Cale-
donia, Y. 421

Salesmen Wanted—Reliable men only,

f in every section to handle as a-side ling,
than do anything else. But too w, H. )ésoodger’s exclusive up-to-date in-
fants’ soft-sole shoes. Liberal commijs-

many of us seem to forget the Life
Forces within us and let our eyes
lead us off to the land where there
appear to be values of dollars and
cents.

Dollars are a good thing to have,
but, my dear fellow merchants, try to
know that you can get them much
easier if you will take better care of
the influence that controls all wealth,
and that is the THOUGHT FORCE.
There is no mistake about it, if a

sion payable on demand. Samples for
the spring. and summer trade now ready.
State territory desired. Address W. H.
Goodger. Rochester. N. Y. 415

Wanted—A first-class registered phar-
macist. Salary $75 per month. For in-
formation write Yerington Drug Co., Yer-
ington, Nev. 395

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 abilityr write to-day for par-
ticulars of our offer. No money required
on your part if Wu work for us. The
Unifed Shear Co,, Westboro, Mass. 967

434



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 one
does not like to encumber
the regular ledger. By using
this file or ledger for charg-
ing accounts, it will save
one-half the time and cost
of keeping a setof books.

Charge goods, when purchased, directly on file, then your customer’s
bill is always
ready for him,
and can be
found quickly,
on account of
the special in-

The purity of the Lowney products will dex. This saves
. .. you looking
never be questioned _by Pure I_:ood Officials. over several
There are no preservatives, substitutes, aduler- leaves of a day
ants or dyes in the Lowney goods. Dealers find book if not .
. . A .- . posted, when a customer comes in to pay an account and you are busy
Sﬁfety, satisfaction and a fair proflt In selllng waitihg on a prospective buyer. Write for quotations.
them.
The WALTER M. LOWNEY COMPANY, 447 Commercial St, Boston, Mags. TRADESMAN COMPANY, Grand Rapids

" DON'T WAIT

Every day s use of old style scales is costingyou money in wasted
time and merchandise that

fi
MONEYWEIGHT Scales
will prevent.
_ Many users have expressed regret that they waited so long be-

fore sending in the coupon.

Send the Coupon TO-DAY.

If you are using old style scales you are paying in waste for
MONEYWEIGHT Scales without having the satisfaction of using
them.

Let MONEYWEIGHT Scales stop the loss and pay for them-

selves.

This Scale

SEND IN THE COUPON!
Stops Your Loss

It does not place you under any obligation to buy.

k> - Moneyweight Scale Co., 58 State St., Chicago.
OI le el Ca e Next time one of your men is around this way |
L] wOmu, foohave your No. 95 scale explained to me.
This does not place'me under obligation to purchase.
Distributors of HONEST Scales GUARANTEED Commercially Correct NAME oo

58State St. - - * CHCAGD sweerete

MANUFACTURERS
DAYTON. OHIO.



Continuing: Our Talk of Last Week on

Homer Laughlin’s
Dinner Ware

We illustrate below some of the easiest selling lines of Crockery made in the world to-day:

Homer Laughlin’s Homer Laughlin’s Homer Laughlin’s
Semi=Porcelain Semi=Porcelain Semi=Porcelain
No. 4823 Pattern “Colonial” Pattern No. 4830 Pattern
Green Spray Decoration Plain white Gold Spray Decoration

100 Piece Dinner Set ~ / n C 109 Piece Dinner Se iece Dinner Se
Retail Price *PO»yt) Retail Price t $6.25 . FI;etaiIDPrice ’ t$ 10.50
You Will Find It the Easiest Thing in the World

To Build Up
A Profitable Crockery Business

in your town and vicinity if you will sell these finest and easiest selling lines of Homer Laughlin’s China,
because it never fails to give your customers the utmost satisfaction and is sure to bring them back to your store.
Remember these goods are made in the largest pottery of the world and are absolutely

Guaranteed Against Crazing

by the makers.

A I: e W Dont buy any ware because it's cheap. It's sure to hurt your business.
Dont keep two or three kinds. Stick to one kind and keep that constantly in stock.
Don’'t buy “thirds” unless you are tired of business.

’
D O n t S Don't be without Homer Laughlin’s wares.

We Make Leonard Crockery Co. We Make
NO CHARGE Grand Rapids, Mich. NO CHARGE
For Package and Cartage Half your railroad fare refunded under the perpetual excursion plan of the Grand For Package and Cartage

Rapids Board of Trade. Ask for “Pnrchaser’s Certificate” showing amount of yoar purchase.



