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The
Greatest 

Little Big 
Thing in the 

Grocery Trade
Every record has been smashed by ’

Sanitas
Toasted Corn Flakes

It’s the biggest, quickest, most emphatic success in the 
history of breakfast foods.

In spite of the best that men, mills and machinery can do we 
are over 50 carloads behind on orders to-day. W e have never 

been able to catch up since the first carload was offered to the 
trade. W e are working day and night to get even. B y the time 

you read this we’ll be able to take care of all orders.
Of course the imitators are here. You’ll have all sorts of corn flakes 

offered you— all sorts of schemes— all sorts of bribes. A few grocers 
will fall to the temptation of pushing a substitute. R em em ber th e d ays of the  

breakfast food deluge. It was the retail grocer who held the bag then. Some 
grocers are going to hold the bag again. Don’t you be one of them. The wise 

retailer will keep to one corn— the original, genuine

SANITAS
(W on Its Favor Through Its Flavor)

Made by The Battle C reek Toasted Corn Flake C o. Battle Creek, Mich.

Toasted 
Corn Flakes



DO I T  N O W
In T M tlft t«  the

Kirkwood Short Credit 
System of Accounts

It earn» you 535 per cent. 00 your investment. 
W e w ill prove it previous to purchase. It 
prevents forgotten charges. It makes disputed 
accounts impossible. It assists in making col­
lections. It saves labor in book-keeping. It 
systematizes credits. It establishes confidence 
between you and your customer. One writing 
does it all. For full particulars write or call on

A. II. Morrill & Co. 
log Ottaws S t, Grand Rapids. Mich. 

B ell P h on e: 87  C itizen s P h on e 5087

f s t .  March 8,1898. June i>, 1898. Mar. . v. 1901.

B a r l o w ' s  
Best Flour

Made from choicest Michigan 

winter wheat

Made in a modern njill by 

skilled labor

Backed by fifty years’ practical 

experience

Judson Grocer Co.
Grand Rapids, Mich.

Every Cake
without̂ »

Ç Facsimile Signature Ü* ?

\  COMPRESSED- ^  , 
'YEAST. j Æ é '"dir*- I

of F L E ISC H M  A N N ’S
YELLOW LABEL YEAST you Sell not

only increases your profits, but also 

gives complete satisfaction to your 

patrons.

The Fleischmann Co.,
of Michigan

Detroit Office, 111 W. Larned St., Grand Rapids Office, 29 Crescent Av.

Coupon
Books

are used to place your business on a 
cash basis and do away with the de­
tails of bookkeeping. W e can refer 

you to thousands of merchants who 
use coupon books and would never 
do business without them again.
W e manuiacture four kinds of 
coupon books, selling them all at 

the same price. W e will cheerfully 
send you samples and full informa­
tion.

Tradesman Company
Grand Rapids, Mich.

Makes Clothes Whiter-Work Easier- Kitchen Cleaner.

S n o w B o y s e
GOOD G O O D S— GOOD PROFITS.
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S P E C IA L  F E A T U R E S . tribute in the shape of undeserved 
profit on that liquid. In brief, all that

GRAND RAPIDS 

FIRE INSURANCE AGENCY

THE McBAIN AGENCY

O m d  Rapida, M ich. Tha Leading Agancy

C  „  ^  q  New and Secondhand.
All kinds and sizes. 

Twenty-five in stock.
GEO. M. SMITH SA FE CO.

376 S outh  Ionia S t . Grand R apids
Both P h on es

liiKent County 
Savings Bank
OF GRAND RAPIDS, MICH

H as la rgest amount o f deposits 
o f  any State or S av in gs Bank in 
W estern M ichigan. I f  you are 
contem plating a change in your 
Banking relations, or think of 
opening a new account, call and 
see us.

3/6 Per Cent.
Paid on Certificates of Deposit 

Banking By Mall

Resources Exceed 3 Million Dollars

G U D IM  M l  GO., III.
Credit Advices and Collections

Mic h ig a n  Of f ic e s  
Murray Building, Grand Rapids

Majestic Building, Detroit

ELLIOT O. GROSVENOR
Lata 5 ta t*  Pood Commlialonar

Advisory Counsel to manufacturers and 
jobbers whose interests are affected by 
the Food Laws of any state. Corres­
pondence invited.
a ja i ilajeitlc Building, Detroit- filch

T D A P C  YO U R  D E L A Y E D  
I  n n U L  F R E IG H T  Easily 

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

Grand Rapids, Mich

Fire and Burglar Proof

SA FES
Tradesman Company 

Grand R apids

P ago.
2. Too  M a n y  Cheap M en.
3. S tu rd y  P lea.
4. A rou nd  th e  S ta te .
5. G rand Rapids.
6. W in d o w  T r im m in g .

7. T h e  S ilv e r  D o lla r.
8. E d ito r ia l.
9. T r ia l  B y J u ry .

10. T h e  M in e  of W e a lth .
11. S e lf M ade M en.
12. N e w  Y o rk  M a rk e t.
14. D ry  Goods.
16. T h e  Set Stone.
18. T h e  Dead L ine.
20. W o m a n ’s W o rld .
22. S igning C o n trac ts .
24. Causes of F a ilu re .
26. C lo th ing .
27. T a lk in g  Business.
28. S o ught Success.
30. C leve r F rau d .
32. Shoes.
34. P o w e r of Persuasion.
38. B u tte r  and Eggs.
40. C o m m erc ia l T ra v e le rs .
42. D rugs.
43. D ru g  P rice  C u rre n t.
44. G rocery P rice  C u rre n t. 
46. Special P rice  C u rre n t.

THE RAILROAD AGITATION.
Once in awhile someone is heard 

pleading: Why persecute the rail­
ways when there is no country on 
earth having so many miles of rail­
way as are operated in the United 
States and nowhere else can be found 
service so good at so cheap a figure?

To begin with, there is no wish, no 
sentiment worthy of being classed as 
Public Opinion, to persecute the rail 
ways of this nation.

And the present outcry for legisla­
tion regulating the management of 
railway traffic is not because of poor 
equipment or inadequate manage­
ment. The sore spots, which have 
festered and hurt even to the death, 
may be truthfully designated as ab­
surdly immoderate capitalization and 
arrogant, recklessly cruel tac’tics in­
dulged in to develop a net profit up­
on such capitalization.

The industrial, mercantile and agri­
cultural interests of this country 
have been whipsawed beyond toler­
ance by the manipulators of railway 
stocks and the widespread and seem­
ingly spontaneous co-operative ef­
forts to force the carriers back to a 
rational appreciation of their relation 
to these interests are but natural ef­
fects following unnatural causes.

Were it possible to secure an ex­
pression by ballot as to the attitude 
of the jobbers, the retail merchants, 
the manufacturers and the farmers of 
this country in regard to the political 
problem of Government ownership of 
public utilities, it is dollars to dough­
nuts that such ownership would be 
overwhelmingly defeated. That is not 
what is needed and it is not what is 
demanded by the present agitation.

What is wanted is that there shall 
be no special privileges granted in 
the operation of railroads, telegraph, 
telephone and express companies; 
that the sharks of Wall street may 
be prevented from demanding of the 
masses that they shall meet every 
half billion of “water” injected into 
railway stocks with a corresponding

the people demand is fair and equal 
treatment all around, and the point 
has been reached where they will be 
satisfied with nothing less.

The people do not propose longer 
to be hoodwinked, abused and im­
posed upon by the wonderfully con­
structed systems of accounting and 
record-keeping methods of the rail­
ways, invented solely for the purpose 
of making their business an elabor­
ate mystery, impossible for the Na­
tional Government or any State gov­
ernment to unravel to an extent suf­
ficient to reach any absolutely accu­
rate knowledge as to values, expens­
es, rates and earnings. Indeed, the 
railways themselves seem somewhat 
hopeless when they attempt to take 
the tangles out of their own statis­
tics.

Persecute the railways? The idea 
is ridiculous and the railways know 
it. They know, better than any other 
specific interest in the country knows, 
the exact science of persecution and, 
having practiced it, having developed 
it to its present perfection, they are 
crying, “ Persecution!" in their mor­
tal fear that their graft from this 
source is to be permanently removed 
beyond their reach. The railway in­
terests are frightened. There is no 
gainsaying the fact, and if they are 
honest, if they are truly looking for a 
square deal, their fear is groundless. 
Let them come frankly into the open 
and tell the truth as to conditions as 
they have been in the past and as 
they are at present. Let them pla­
card the actual figures as they are in 
Wall street and as they must be in 
order to be true.

During a recent discussion of rail­
way matters a representative of the 
carriers was asked as to the distribu­
tion of operating expenses in their 
relation to the records as to certain 
earnings and the gentleman was non 
plussed. He could not tell off hand, 
and to show that he was not alone in 
such inability he asserted that there 
have been three joint conventions be­
tween the National Association ot 
Railway Accountants and the Ac­
countants of the Inter-state Com­
merce Commission in an as yet un­
successful effort to evolve a system 
of accounting which shall make oper­
ating expenses and earnings perfect­
ly clear and accurate, even to the 
slightest details.

The gentleman who made this 
statement, even although he is a 
railway man, is known as a man of 
rectitude— as one perfectly upright— 
so that there is no reason to doubt the 
truth of his assertion. This being the 
case, it is quite evident that the claim 
that railway statistics are a mystery 
and not reliable is well founded. 
Presumably the members of the Na­

tional Association of Railway Ac­
countants and those accountants em­
ployed by the Inter-state Commerce 
Commission represent the most scien­
tific, most resourceful and most con­
scientious artists in that line which 
our country produces, and yet after 
three joint conferences for the spe­
cial purpose of taking one single step 
toward solving the enigma of rail­
way statistics thej' remain defeated.

Michigan has been indulging in an 
effort to obtain a square deal, and 
is still at it in spite of the report 
that President Roosevelt has asserted 
that states have no right to legis­
late upon matters already placed in 
the hands of and to he decided by 
the Inter-state Commerce Commis­
sion. So far as anyone now knows 
the report of the President's pronun- 
ciatnento lias not yet been confirmed 
by that gentleman; but even although 
the report he true the evidence al­
ready collected by our State officials 
can not fail to be of great value to 
the Inter-state Commerce Commis­
sion when the Michigan end of the 
problem goes before that body. So 
that our present efforts are well 
worth whatever they may cost. Mean­
while we will hope that in case there 
is a conference between the Presi­
dent and Mr. Harriman et al, or 
should the governors of various states 
be consulted by Mr. Roosevelt, the 
peevish charge of persecution of the 
railroads will be withdrawn forever.

THE RAILW AY SITUATION.
No question is being discussed with 

greater freedom at this time than the 
railway situation. Men who know the 
least about it appear to talk with as 
much frankness and unconcern as 
those who have given it a lifelong 
study. Nearly every one is suffering 
from the inaction of the railroads, 
but, as a rule, those who suffer the 
least talk the most, while those who 
suffer the most are devoting a great 
deal of time and thought to the work 
of improving existing conditions. 
Traced do-wn to its source, the trou­
ble appears to resolve itself into a 
matter of incompetency in the mana­
gerial force. Take the case of a cer­
tain railroad whose headquarters is 
located not far from Grand Rapids. 
The man at the head of the system 
holds his job solely through the pull­
ing power of family relation. He is 
incompetent in every particular. If he 
were to lose his job with the rail­
road no Grand Rapids establishment 
would pay him $1,200 a year, because 
he could not earn that much on his 
merits.

Many a man’s religion consists of 
reading the Bible while his wife car­
ries up the coal.

Many a man gambles with his repu­
tation, losing it in an effort to gain 
a bigger one.
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TOO MANY CHEAP MEN.

How the Drummer Viewed the Rail­
road Situation.

W ritte n  fo r  th e  T ra d esm a n .

At the Union station the traveling 
salesman came upon his friend Bob. 
Now, Bob,does something or other 
in the office of a railroad company, 
and to his mind a carrying company 
can do no wrong. Johnny, the sales­
man, was red in the face and hot 
under the collar from a recent inter­
view with a customer who had been 
saying things to him about the advis­
ability of his firm getting goods de­
livered on time.

“It’s rotten!” said Johnny. “The 
rottenest kind of rotten. I’d like to 
have a controlling interest in a few 
railroads!”

“What’s the matter with the 
roads?” demanded Bob, an argumen­
tative look in his eyes. The chip .was 
on his shoulder, all right.

“ Everything is wrong,” was the 
reply. “They kill passengers and de­
lay freight and discriminate. I don’t 
know what they don’t do that’s 
wrong.”

“ I’ll tell you one thing, right now,” 
said Bob, “if the newspapers don’t 
quit stirring up the people against 
the railroads there won’t be any rail­
roads to speak of. At least, there 
will be no extensions made, and the 
service will go backward instead of 
forward.” *

Johnny lighted a cigar and looked 
out of the window. He had recently 
read something like that, coming 
from a man higher up on the salary 
list than Bob.

“The railroads of this country need 
millions of money during the next 
ten years,” continued Bob, deceiv­
ing himself with the notion that he 
was making a favorable impression 
on Johnny, “and if all this tommy- 
rot shuts them out of the confidence 
of the men with money, the old rails 
and the old cars will have to answer 
for a long time to come It is not 
the fault of the roads if the public 
is not well served.”

Johnny shoved both fists in his 
pockets and whistled softly, a sure 
sign that there would be something 
doing very soon.

“And another thing,” Bob resum­
ed, lifting his voice so that he might 
be heard by those in the waiting 
room, “a whole lot of you people 
who get your living and your profits 
through the traffic of the country will 
find a hole in your pockets if this 
thing keeps up.”

“ Rats!” cried Johnny, angrily.
“Oh, yes, it’s all right to turn it 

off in that way,” said Bob, “but when 
our pay cars don’t stop at your towns, 
or cut their contributions in half 
when they do stop, you’ll sing an­
other tune. If things don’t change 
we’ll have to cut down our forces 
and cut wages as well.”

“Where do you fellows get the 
money you pay out?” demanded 
Johnny.

“We earn it.”
“Oh, I thought from your talk that 

you made it and increased the circu­
lating medium of the country just so 
much every time you had a pay day. 
Yes, yes, I see you cutting down 
forces! Why, you’ve got freight pil­

M I C H I G A N  T R A D E S M A N
ed up mountain high that you can’i 
begin to handle. Y”ou handle these 
goods, and you’ll earn more money 
to pay out, but if the extra cash does­
n’t pass through your hands the peo­
ple will circulate it in some other 
way. And I see you cutting wages, 
too! You can’t get your present em­
ployes to work for what you have 
been paying them. You’re all tangled 
up.”

“That’s what the newspapers say.” 
“I’ll tell you what’s the matter with 

the railroads,” said Johnny.
“Tell Roosevelt,” said Bob. “That 

is just what he is trying to find out.” 
“He’ll find out, all right. Teddy is 

nex to himself most of the time. He 
will find a remedy, too.”

“The best thing he can do is to 
keep his hands off.”

“That is what the late Southern 
Confederacy said,” laughed Johnny. 
“All it wanted was to be let alone! 
Now, look here. Suppose you had 
a mighty big business and had a lot 
of people working for you?”

“That is a violent supposition.” 
“And suppose these employes of 

yours got your business all tangled 
up ?”

“They probably would do so. Just 
my luck!”

“Suppose the President of the Unit­
ed States had to interfere between 
you and your patrons?”

“ But he wouldn’t.”
“And suppose that the legislatures 

of all the states in the Union were 
discussing special legislation to pre­
vent you owning the earth and mak­
ing a few pets rich while you kept 
the rest of the world poor?”

“What are you getting at?”
“And suppose your patrons were 

holding indignation meetings and 
raising the Old Nick generally and 
your business methods were the by­
word of the nation?”

“Oh, cut it short!”
“Now, honestly, with your business 

in that shape, what would you do?” 
Bob grinned.
“ I know what you’d do,” continued 

Johnny. “You’d get up early some 
morning and fire every last employe 
you had, from office boy up to gener­
al manager.”

“Of course.”
“Well, that is what the stockhold­

ers of the railroad companies ought 
to do— fire the whole bunch.”

Bob laughed, the innocent, happy 
laugh for which he is noted.

“They’d have to fire themselves,” 
he said.

“ No, sir. When a man like Harri- 
man controls he uses .his friends, but 
that is not the point. What do you 
think of a set of men who will per­
mit a business— a paying business, 
mind!— to get into the shape the rail­
road business of this country is in 
now? They ought to be fired.” 

“What have they done?”
“Besides being incompetent to meet 

the situation, they have shown greed 
and unfair business methods. This 
railroad business is the biggest prop­
osition before the country to-day. 
This handling of the crops, the man­
ufacturing products, the wholesale 
and the retail goods of the land, this 
transportation of millions of passen­

gers every year, is about the largest 
thing ever.”

“Oh, no,” sneered Bob, “anyone 
can run a railroad. Why, the news­
papers have been running our line 
for a long time.”

“It requires broad-minded men to 
handle this mighty business— men 
who know what to do and when to 
do it. They must be keen and re­
sourceful. They must be captains of 
detail as well as generals of things 
as a whole.”

“Well, we’ve got ’em,” said Bob. 
“Where are they?”
“In charge of the roads.”
“Oh, they are in charge of the rail­

roads, are they? What did you say 
a minute ago about firing any set of 
men engaged in private business who 
got things tangled up along the lines 
suggested? Again, what do you think 
of a set of men who will let so might} 
a business get into such shape?” 

“Oh, you listen only to the kick­
ers.”

“Not for Johnny! The kickers are 
the leading men of the land, from the 
President down. They are your pa­
trons. In many cases they are your 
stockholders. You have men of 
brains in your companies, but they 
devote their attention to swelling the 
wealth of the companies by Wall 
Street combinations. With a few ex­
ceptions, your good men are not at 
the head of-the roads. You’ve got 
too many cheap skates right where 
the people see them. Many a rail­
way manager and freight dictator 
ought to be driving hacks!”

“Treason!”
“That’s what! Yes, there are ex­

ceptions. We have some pretty 
good railroad men right here in Grand 
Rapids— about as good as they make 
—but they occupy minor positions 
And we have a host of engineers and 
conductors, trainmen generally, who 
risk their lives every day because of 
some fool economy on the part of 
the management.”

“You may be all right in the whole­
sale business,” -said Bob, “but you 
don’t know a lot about railroads.”

“I judge by the facts. Get back 
to the first point: What would you 
do to a set of men who would get 
your business into the shape these 
managers have placed the railroads 
in the public eye? The business is a 
stench in the nostrils of all honest 
men. What should be done?”

“You put it too strongly.”
“Not a bit of it. It is the duty of 

every man in business, no matter 
what its magnitude, to keep on good 
terms with his customers. Have the 
railroads done that? It is one of the 
requisites of business that it should 
be kept up with the times, that its 
facilities should grow with the need 
for them. What have the railroads 
done? They have droned along with 
half the equipment necessary.”

“But they lack capital.”
“Ah, but they have capital enough 

to form combinations and travel 
around in private cars loaded with 
champagne and cigarettes and em­
ploy grafters 'and lobbyists in Lan­
sing and corrupt legislators. I guess 
the Hills and the Harrimans could 
build all the rolling stock they need 
and lay all the double tracks needed

if they didn’t side-track their earn­
ings in busting up other roads. My 
friend, you can’t tell me that the 
man who can get hold of as much 
money as Harriman has used lately 
is too poor to equip his roads to 
meet the demands of the public. Get 
back to the point: Just look at the 
shape the railroad men have gotten 
their business into. Doesn’t it show 
incompetency? You bet it does! It 
makes me sick to hear ’em whine!” 

But just then Bob saw his train 
backing into the train shed and dart­
ed away. Alfred B. Tozer.

Out of His Depth.
Adolphus Sweller was a young 

man who tried to impress his friends 
that he always lived in the height of 
luxury, and he liked to make an im­
pression in matters of dress.

When he received an invitation to 
a party he liked to display plenty of 
shirt-front and wear very high col­
lars. Once when 'he was going to 
attend a somewhat swell dinner he 
determined to have a very deep col­
lar. He hunted all through his linen, 
but could find nothing to suit him, for 
there was not one over four inches. 
In desperation he went to a shop, but 
even there could get nothing deeper 
than four and a half.

“It’s simply absurd,” said Adolphus. 
“What’s the good of showing me 
low-cut collars like these? Do you 
mean to say you keep nothing taller?’’

“I’m sorry sir,” said the assistant 
softly, “but our next size is cuffs!”
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D O N 'T  FAIL.
To send for catalog show* 

in g  our line of

PEANUT ROASTERS, 
CORN POPPERS, &c.
LIBERAL TERMS.

KINGERY MFG. CO.,106-108 E. Pearl StMC'ncinnati.O.

I 4 A T Q  A‘
I s  J i m  JL Wholesale

For Ladies, Misses and Children
Corl, Knott & C o., Ltd.

20, 22, 24, 2« N. Dlv. St., Brand Rapids.

Simple 

A ccount File
Simplest and 
Most Economical 
Method of Keeping 
Petit Accounts

File and i,ooo printed blank
billheads.............. . $275

File and 1,000 specially
printed bill heads......... 3 c»

Printed blank bill heads,
per thousand................  1 25

Specially printed bill heads,
per thousand................ 1 5o

Tradesman Company,

B Grand Rapids. «



M I C H I G A N  T R A D E S M A N 3
STURDY PLEA.

In Behalf of the Wetmore Two Cent 
Fare Bill.*

I did not expect this morning to 
intrude on your gathering, as I talked 
one week ago. I think I told you 
at that time that I represented 15,000 
traveling men, but I was convinced 
yesterday, in looking up the records, 
that I ought to have said 25,000 trav­
eling men in Michigan; and those 25,- 
000 traveling men in Michigan all 
travel on an average between 20,000 
and 25,000 miles a year. Think of it, 
you railroad men. You are the best 
fellows on earth, but you are on the 
wrong side of the fence and we are 
sorry for you. We are brothers and 
friends with you and we meet each 
other every day and the best of feel­
ing exists, but there has come a time, 
gentlemen, when we have got tired,
25,000 of us in Michigan here, of giv­
ing you a bonus for the pleasure of 
doing business with you. There have 
been insults heaped upon us in regard 
to the mileage business; years ago 
you could pay $10 and get a 500 mile 
book; that was done away with and 
we all had to putt up thirty dollars 
for a mileage book of 1,000 miles. 
Through the good graces of our 
splendid governor, we secured a 
modification of that rule whereby we 
were obliged to put up $30, but they 
asked us to leave 25 cents with them, 
so that the traveler would hire their 
auditor, clerks and office force in the 
city of Detroit. Is there a business 
in Michigan where you could go to a 
store and say: “Here, you will have to 
give us a bonus to do business with 
us?” Isn’t it enough to ask 25,000 
traveling men to pay you in ad­
vance for one thousand miles of rid­
ing at $20? Have you ever stopped 
to think what an enormus amount of 
money is tied up in books not being 
used for six or eight months, some 
of them barely getting inside the 
year? You have had that money we 
have been forced to pay in advance; 
we couldn’t get the ten dollar book 
any more; on top of that you forced 
us to give $30 and keep 25 cents. 
You haven’t treated your customers 
right. I don’t believe I would have 
a customer in Michigan to-day if I 
were to treat him that way. You 
know that the traveling man has paid 
that $30, with the 25 cents left in the 
treasury of the railroad company, and 
said nothing; we didn’t make any par­
ticular kick; we went on sawing wood 
and said, there is a day coming when 
we will meet you on the level; it is 
coming, gentlemen.

As I said the other day, all the 
traveling men wanit is. a flat $20 mile­
age book, that is til they want. I be­
lieve, as do 98 per cent, of the citizens 
of Michigan, we are not going to lie 
down. We are going to have two 
cents flat in Michigan, traveling men 
and everybody.

To-day I represent not 15,000 trav­
eling men or 25,000 alone, but there 
are back of those 25,000 traveling men, 
if you stop to think of it, gentlemen 
of this committee, the millions that 
are back of those 25,000 traveling 
men in jobbing and wholesale houses

♦ Address b y  John A . W esto n  before  
S en a te  T ra n sp o rta tio n  C om m ittee, a t  
Lansing, M arch 14,

and the large manufacturing interests 
of this State, and everyone is 
backing us and saying Boys, put 
your shoulder to the wheel and help 
us establish a two-cent rate. My 
firm employes 65 traveling men; if 
we had a two-cent rate, they wouldn’t 
have to give them so much expense 
money; the boys could jingle it in 
their pockets and not the railroads 
in their treasuries. Three hundred 
sixty-five days in the year we have 
gone on and done business with you; 
we are going to do business in the 
future; we are going to travel hand 
in hand, but I do believe that with 
the splendid assistance we have in 
the Legislature and the State officers, 
we are going to ride on the two cent 
rate after September 1.

I couldn’t help but notice our friend 
here, in bringing up the rag ends of 
his road, and we have a conductor 
present who has told about the 
branches of his company that don’t 
pay anything. That is true of those 
branches, perhaps; you can’t figure on 
those alone. Can the wholesale hard­
ware man blot out nails from his

business because he doesn’t make 
anything on th£m? Can stove manu­
facturers blot out the goods they sell 
because they don’t make anything? 
Oh, no. There is not a wholesale 
house in the country that can do it; 
and there is not one but what sells 
goods practically at cost, and some of 
them under cost, but when they sum 
up they say, we have made a profit 
on our entire business, and we declare 
a dividend of six or ten per cent. The 
grocer doesn’t say, I can’t keep sug­
ar, because I have to sell it at cost. 
Our railroad friends don’t tell us what 
a good thing they have on their 
trunk lines, with the mail and ex­
press; I am told that they pay every 
dollar of the expense of running these 
trains and the passenger business is 
clear velvet.

We are not here as traveling men 
to ask for favors; not at all; we are 
here to ask you, in behalf of the 
people of the State of Michigan, we 
are here to ask you for the factory- 
man, for the woman who works in 
the store, if she be a church woman, 
not to discriminate against her church 
and principle and make them take a 
Sunday excursion because the railroad 
company has made a low rate on that

day to enable them to go; you know 
there are hundreds of laboring men 
and women that go on the Sunday 
excursions that would go on a week 
day had you made a two cent rate, 
and you only help to commit a sin.

I am here to plead in behalf of the 
poor fellow who hammers in the fac­
tory six days in the week and the 
poor woman who washes in the tub; 
she wants to go and see her daughter 
somewhere; we, as traveling men, can 
ride for two cents, but we are here 
in behalf of the rural districts of 
Michigan and every city of Michi­
gan and I desire to add that 98 per 
cent.^of the citizens of Michigan are 
demanding this bill to pass both the 
Senate and the House, and I predict 
to-day that there is not a Senator or 
Representative that dares to vote 
against this bill without he meets his 
Waterloo and commits political sui­
cide.

A  mileage book has been handed 
me here, with this clause marked, 
which I will read for your considera­
tion:

“If this mileage ticket is lost, stol­
en, mislaid or destroyed, no refund 
will be made on account thereof or 
any portion of the mileage trip, nor 
will the cover or mileage have any 
redemption value if recovered after 
having been used by other than the 
original purchaser.”

I thank you for your very kind 
courtesy in listening to my plea in 
behalf of 25,000 traveling men and 98 
per cent, of the citizens of Michigan, 
and I believe this large delegation of 
traveling men here to-day will hear 
glad tidings from the Legislature of 
1907-

Single Idea May Make You.
It is true that the usual success 

or failure routes are not rapid transit. 
Slow plodding along in the right way 
eventually brings success and slow 
plodding in. mistaken paths the op­
posite.

But, unless it be by some one or 
more especially distinguishing act or 
feature, the success will not rank with 
popularity or fame nor the failure 
with unpopularity, ofr the attain­
ment of either of which there is usu­
ally at least one distinguishing qual­
ity or feature, exciting favor for the 
first and disfavor or prejudice for the 
second.

With this view properly fixed in 
mind and acted on there should be a 
much greater percentage of popular­
ity and fa emfrom among the work­
ers and concerns who now are but 
mediocre successes, and a much 
smaller percentage of the opposite 
from among those who are not.

Take two stores that stand side by 
side. The proprietor of one is a 
jovial, whole-souled person, who 
meets every customer with a smile 
and pleasant greeting; the other is 
taciturn if not actually grouchy. The 
wares of both may be equally good, 
and in other respects the treatment 
the same, but the proprietor’s excep­
tional trait of affability in the one 
case spells popularity, while unpopu­
larity is the only thing the grouchy 
attitude can mean for the latter. In 
each case they are pre-eminent fea­

tures that protrude beyond the gen­
eral routine of the place.

The floorwalker who acted on the 
original idea of holding open the door 
for customers wishing to enter or de­
part brought a well deserved popu­
larity to himself and the establish­
ment he was engaged with. A sim­
ple act of forethought, maybe, but it 
was sufficient at any rate to make 
him popular with women customers. 
Whether done on impulse or pre- 
meditatedly, the consequences of the 
act are the same. If the act be favor 
creating it brings pecuniary gain; if 
the opposite, loss.

One salesgirl at the infants’ depart­
ment of one of our stores has made 
herself popular by making solicitous 
inquiry about “the little one” as she 
hands the parcel over to the customer. 
Popular with the mothers that thus 
come to buy at their counters, but 
more popular with their employers, 
salespeople of this class can command 
their own salary. Often it is a little 
thing that brings popularity. We all 
can guess why it is the little school­
boy or girl runs several blocks out of 
the way to get to a certain little shop 
to do the shopping; and similar rea­
sons not infrequently also hold good 
with grown folks.

In a small town in one of the west­
ern states is a hotel that in every re­
spect is much like other hotels and 
serves the regulation menu. But as 
against the ordinary steaks usually 
served by hotels, the proprietor of 
this establishment serves a thick, 
savory porterhouse that fills a large 
size platter. He makes no excep­
tions, but serves this same big steak 
to all who call for that article. It 
is needless to say that almost to a 
man the hungry travelers do call for 
it, and frequently come miles out of 
their way to get a chance. But if in­
stead of being favor creating the 
feature were of the disparraging or­
der, the news would travel not a bit 
slower.

Those of the city probably all know 
the cafe that serves the delicious cof­
fee. How famous it has come to be 
with us! All because of that one pre­
eminently excelling accessory. Then 
there is the place with the whipped 
cream and the place with the pretty 
waitresses; still that other place 
where, while, the dishes are just of 
the passable order, you always can 
count on prompt service. Thus it is 
with almost any line of endeavor. 
One feature can bring success or fail­
ure— and it can bring it speedily.

One good novel is sufficient to 
bring fame to an author; one poor 
one sufficient to ruin his career. One 
good course has proved the making 
of a certain college I have in mind; 
doubtless there are colleges which 
now are out of business because of 
a poor course.

In the abstract it may seem a gulf 
that lies between popularity or fame 
and its opposite, but the little or big 
act of commission or omission will 
span it every time; that is, if it hap­
pens to be the right kind of an act. 
Neither necessarily does it follow 
that it must be what ordinarily is 
termed an essential part of the work 
or business in hand.

C. D. Romero.
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Movements of Merchants.
Riga— Chas. Schwyn succeeds the 

Riga Hardware Co. in trade.
Morenci— Graham & Graham suc­

ceed W. B. Graham in .the implement 
business.

Harbor Springs— Will Cornell will 
succeed Clay Parks in the meat mar­
ket business.

Petoskey— B. S. Ardus & Co., of 
Harbor Springs, have opened a branch 
clothing store here.

Lakeview— F. J. Bretz will soon re­
move to Moseley, where he will en­
gage in general trade.

Hart— M. M. Pulver has sold her 
grocery stock to Chas. Kingsley who 
will continue the business.

Ludington— B. F. Beaudreau has 
sold his bazaar stock to D. W. Tan­
ner, who has taken possession.

Kalkaska— Geo. H. Sieting will 
son engage in the hardware business 
and will open his store on March 23.

Allegan— A. E. Leiby will remove 
to Pullman where he will engage in 
trade, having purchased a stock there.

Barryton— Chas. Wheeler has pur­
chased the grocery stock of W. T. 
Closson and will soon take posses­
sion.

Owossio— James Findlater has pur­
chased the cigar and tobacco stock 
of Chas. Holman and will continue 
the business.

Laingsburg— H. W. Pierce has sold 
his grocery and hardware stock to 
Claud Holder. Mr. Pierce wiR re­
move to California.

Owosso— J. D. Reiff has sold his 
grocery stock to Wm. Boyce, who 
has been engaged as foreman for the 
Robbins Table Co.

Dexter— The Phelps Hardware Co. 
has sold its sock to Holmes & 
Walker, of Chelsea, who will remove 
the goods to that place.

Benton Harbor— Bruce & Stone 
have sold their stock of furniture and 
crockery to Asa Saunders and Will 
Glavin, who will continue the busi­
ness.

Lansing— Stern & Bloch, of Toledo, 
have sold the Excelsior Clothing Co. 
to Chas. Morris & Co., also of Toledo. 
Chas. Worth will succeed Frank Sta­
bler as manager.

Allegan— George Marty has sold his 
interest in the market of Liniger & 
Marty to John M. Tobin. The busi­
ness will be continued under the style 
of Tobin & Liniger.

Menominee —  William Simpson, 
who lately purchased the hardware 
stock of the retail department of the 
Northern. Hardware and Supply Co., 
opened his store March 16.

Grayling— James McGregor, of Che­
boygan, has closed a contract with 
the Salling-Hanson Company for the 
erection of a large refuse burner to be 
erected at Grayling this spring.

Hartford— S. M. Carpp is suc­
ceeded in the meat business by Ed. 
Wassman, of Hamilton, who will con­
duct a market next to the Carpp 
store, which will now be devoted en­
tirely to a grocery stock.

M I C H I G A N  T R A D E S M A N
I Montrose— The Montrose Lumber 
Co. has been incorporated with an 
authorized capital stock of $50,000, of 
which amount $25,000 has been sub­
scribed and $6,000 paid in in cash.

Evart— James R. Postal, Louis C. 
Klesner and Spencer F. Postal have 
purchased the hardware stock of the 
Birdsall Hardware Co. and will con­
tinue the business under the style of 
the Postal-Klesner Hardware Co.

Saginaw —  Swinton & Reynolds 
have acquired the stationery and of­
fice supply stock of the W. K. Mc­
Intyre Co., Ltd., and will consolidate 
it with their stock. Mr. McIntyre 
will continue to conduct the printing 
office.

Ann Arbor— Miller & Pray, grocers, 
having purchased the lot upon which 
their grocery is located, will build a 
new two-story cement block 28x65 
feet this spring. The old store will 
be moved one side and used until the 
new building is completed.

Milford— A corporation has been 
formed under the style of the Mc­
Call Clothing Co. to deal in cloth­
ing and boots and shoes. The com­
pany has an authorized capital stock 
of $3,000, of which amount $1,500 has 
been subscribed and paid in, in cash.

Fremont— L. D. Puff has purchas­
ed the hardware and implement stock 
of J. J. Klooster & Co. and will re­
move the same to the DeHaas store.

Cadillac— S. Curtis is succeeded in 
the feed business by Nystrom & 
Bergquist. Mr. Curtis will remove 
to Los Angeles, California.

Vicksburg— M. P. Beadle has closed 
the doors of his stationery store and 
left for parts unknown. It is underr 
stood that there was a chattel mort­
gage and several unsecured claims 
against his stock, which was badly 
run down. He gave a bill of 
sale to the First State Bank.

Grant— Neils Jensen has contract­
ed to erect a brick veneered building 
one story high, 40x65, which will be 
occupied by A. H. Freyer, who is now 
soliciting for the Hain Co., of Fre­
mont, and Benj. Faunce, an instruct­
or in the Agricultural College. The 
new firm of Freyer & Faunce will 
put in a stock of hardware and im­
plements and expect to be ready for 
business about May 5.

Ann Arbor— Schairer & Millen, 
dealers in dry goods and cloaks, have 
dissolved partnership, D. F. Schair­
er retiring from the firm. Mr. Schair­
er entered the employ of C. H. Mil­
len in 1865. In 1880 he engaged in 
business for himself and in 1889 C. 
S. Millen became associated with him 
in trade. Mr. Schairer now retires on 
account of ill health. Mr. Millen will 
continue the business.

Shelby— F. L. Hoffman has arrang­
ed for the sale of the drug store in­
terests of Hoffman Bros, in June and 
expects to go to Cuba with his fam­
ily in the fall. The prospective pur­
chaser is C. E. Bechtel, who was 
pharmacist for C. W. Fisher here 
some ten years ago and is now locat­
ed at Six Lakes. Mr. Bechtel has a 
good business at his present location, 
but desires to locate in Shelby par­
ticularly on account of the excellence 
of our schools.

Manufacturing Matters.
Durand—John Hansen is succeeded 

in the meat business by C. A. Raub- 
inger.

Marlette— C. H. Skinner succeeds 
McGunegal & Co. in the racket store 
business. ,

Pontiac— The Going-Parkins Shoe 
Co. succeeds C. H. Going in the boot 
and shoe business.

Detroit—W. H. Anderson & Sons, 
manufacturers of tools, have changed 
their name to the W. H. Anderson 
Tool & Supply Co.

Hartland— The general merchandise 
business formerly conducted by Chas. 
P. Adams will be continued under the 
style of the Adams Mercantile Co.

Detroit— W. H. and H. F. Reynolds, 
formerly dry goods merchants at 
Charlotte, succeed the National Cut­
lery Co., which conducted a manufac­
turing business.

Muskegon —  The Muskegon Boiler 
Works has been incorporated with an 
authorized capital stock of $75,000, 
all of which has been subscribed and 
paid in in cash.

Ypsilanti —  The Home Specialty 
Shoe Co has been incorporated to 
manufacture shoes and sporting 
goods, with an authorized capital 
stock of $5,000, of which amount 
$2,000 has been subscribed and paid in 
cash.

Detroit— A corporation has been 
formed under the style of the Detroit 
Hydraulic Stone Co. to manufacture 
cement building blocks, with an au­
thorized capital stock of $10,000, of 
which amount $5,000 has been sub­
scribed and paid in in property.

Detroit— A corporation has been 
formed under the style of the Auto 
Crank Shaft Co. to engage in the 
manufacture of crank shafts and ap­
pliances, with an authorized capital 
stock of $25,000, of which amount $13,- 
000 has been subscribed and $4,000 
paid in in cash.

Detroit— A corporation has been 
formed under the style of the Peer­
less Marine Engine Co to manufac­
ture gasoline engines, with an author­
ized capital stock of $50,000,, of 
which amount $30,000 has been sub­
scribed and $1,010 paid in in cash and 
$28,990 in property.

Detroit— The Brand & Stenzel 
Manufacturing Co. has been incor­
porated to manufacture tools, dies 
and metal stamping, with an author­
ized capital stock of $10,000, of which 
amount $5,010 has been subscribed, 
$1,000 being paid in in cash and 
$4,010 in property.

Calumet— A corporation composed 
of Pendill Bros has been formed un­
der the style of the Consumers’ Lum­
ber Co., with an authorized capital 
stock of $35,000. The new company 
will acquire the plant of the Mar­
quette Woodenware Co. and engage 
in the manufacture of forest products.

Jackson— The Geo. D. Walcott 
Machine Co., which manufactures 
lathes and machines, has merged its 
business into a stock company under 
the style of the Walcott & Wood 
Machine Tool Co. The officers of 
the new company are: E. E. Wood, 
President and General Manager; C 
L. Walcott, Vice-President and M. 
C. Walcott, Secretary and Treasurer!

Pokagon— The Phillips Lumber Co. 
has within the past few weeks ship­
ped thirty-five cars of oak logs to 
the Athens Lumber Co., which were 
cut in the Oscar Wyant woods near 
Smith Lake. The company has also 
sawed up a cut of 400,000 feet of tim­
ber in the mill here, and is about 
ready to commence on another lot 
equally as big, the yards being full. 
The company has also shipped from 
this station this winter several car­
loads of oak lumber, cut on the Rodg­
ers farm near Indian Lake, and has 
shipped some from Niles.

The Grain Market.
During-the past ten days-wheat has 

shown a decline of nearly 2c per bush­
el on the May option, i @ i J4 c per 
bushel on the July option and ^ c  per 
bushel on the September option. The 
visible supply of wheat for the week 
made an increase of 1,604,000 bush­
els, corn an increase of 350,000 bush­
els and rye an increase of 27,000 bush­
els, while there were decreases in 
oats of 154,000 bushels and in bar­
ley of 63,000 bushels The wheat mar­
ket has been quite active during the. 
week, being influenced largely by crop 
reports and the unsettled condition 
of the stock market. There have been 
some reports of damage to the grow­
ing crop from the Middle West, but 
it is a little early to get any definite 
information on the same as yet. The 
next ten days will be a rather critical 
period, and until March is past there 
will be considerable anxiety on the 
part of speculators.

Corn prices have been steady, show­
ing a loss of about x/2c per bushel, 
largely in sympathy with wheat and 
the general tone of the investment 
markets. Receipts have been only 
normal, owing to the very bad condi­
tion of country roads. Cash corn has 
been weak along with the options, 
but, if we mistake not, stocks outside 
of grain centers are decreasing rap­
idly and a general shortage of spot 
goods with increased prices will re­
sult.

The future market on oats has suf­
fered somewhat, having declined 2c 
for May, ic  for July and September 
is within %c per bushel of ten days 
ago. There has been some movement 
of cash oats, but the stocks are get­
ting light, as there have been practi­
cally no receipts from farmers the 
past ten days.

Millfeeds continue in good demand, 
prices ranging $2(3)3 per .ton above 
corn and oat goods. With hay prices 
holding strong at $14 for No. 1 tim­
othy, we do not see any signs of low­
er prices in coarse grains, especially 
corn, which, according to feeding 
value, is 8@ioc per bushel cheaper 
than usual. L. Fred Peabody.

E. J. Vogt has merged his mer­
chant tailoring business into a stock 
company under the style of the E. T- 
Vogt Co. with an authorized capital 
stock of $9,000 common and $4,000 
preferred, of which amount $9,500 has 
been subscribed and $500 paid in in 
cash and $9,000 paid in in property.

Words seldom fail a woman— un­
less she is at her own funeral.

When courtship ends in matrimony 
a man’s troubles begin.
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Grand Rapids.

The Produce Market.
Apples— Prices are strengthening, 

although there has ibeen no change 
in quotations, which hold to the fol­
lowing range: Spys, $3.25; Wagners, 
$3; Baldwins, $3; Greenings, $2.75; 
Colorado stock in bushelboxes fetches 
$2.25 for Jonathans and $2 for Kings.

Bagas— $1.35 per bbl.
Beets— $1.50 per bbl.
Butter— The market has declined 

about ic per lb. during the week, this 
applying to all grades. The decline is 
due to increased production of fresh- 
made butter, and the rapid decrease 
of storage stocks. All grades of stor­
age butter are becoming well cleaned 
up. The present outlook is for a 
continued increase in the make and a 
consequent further decline of from 1 
@2c per lb. The demand is very good 
and is absorbing the receipts each day. 
Owing to the scarcity of storage but­
ter the bulk of the trade are working 
on fresh butter. Creamery is held at 
30c for No. 1 and 31c for extras. 
Dairy grades are held at 24c for No. 
x and 16c for packing stock. Reno­
vated is in fair demand at 24@25c.

Cabbage— 85c per doz.
Celery— 75c for California.
Cheese— The price is at a stand­

still. There is a good trade reported 
in all markets and goods are moving 
ou satisfactorily. The trade look for 
unchanged prices for the next few 
days. Under-grades are very scarce 
and wanted.

Chestnuts— 12c per lb. for N. Y.
Cocoanuts— $4 per bag of about 90.
Cranberries— Wisconsins have de­

clined to $8.50 per bbl. Late Howes 
from Cape Cod have been marked 
down to $9 per bbl.

Eggs— The market is a trifle strong­
er than a week ago. Notwithstanding 
the excessive reeeipts the demand 
has been sufficiently large to absorb 
most of the available supply. A slight 
decline seems likely during the com­
ing few days*, unless the weather 
should continue cold] Dealers are of­
fering isJ^c for stock to-day, finding 
a ready market for their stock on 
the basis of 17c.

Grape Fruit— Florida commands $6. 
for either 54s, 64s or 80s. It is a 
splendid seller at full prices.

Honey— i 6@ i 7c per lb. for white 
clover and I2@i4c for dark.

Lemons— Californias are weak at 
$3.60 and Messinas are in small de­
mand at $3.50.

Lettuce— 13c per lb for hot house.
New Beets— 50c per doz.
New Carrots— 50c per doz.
Onions— Local holders are firm at 

$1 per bu. f. o. b. for red and yellow 
Danvers. Spanish are finding an out­
let in a small way at $1.75 per 40 lb. 
crate.

Oranges— Shippers in California are 
having a hard time to get cars 
through and supplies are therefore 
.somewhat small. Demand is unusual­
ly good for this season of the year 
and retailers could sell more of the 
fruit if they had them. Prices range

from $3 for large stock to $3.25(0)3.50 
for more desirable sizes.

Parsley— 35c per doz. bunches.
Pieplant— 10c per lb. for Garfield 

hot house— grown in the dark and 
colored more beautifully than out­
door grown stock.

Potatoes— Local dealers pay 30c 
per bu. and sell at 35c. The market 
is weak and without feature.

Poultry— Local dealers pay 12c for 
live hens and 14c for dressed; 13c for 
live chicks and I5 @ i 6 c for dressed, 
12c for live ducks and 14c for dress­
ed; 16c for live turkeys and I7@20c 
for dressed. Receips are not suffi­
cient to supply the demand, in con­
sequence of which local dealers are 
compelled to draw on Chicago hous­
es for frozen stock to meet their re­
quirements.

Radishes— 30c per doz. bunches.
Sweet Potatoes— $4 per bbl. for kiln 

dried Jerseys.
Veal—Dealers pay 5J^@6c for poor 

and thin; 7@9c for fair to good;
@7/'2C for good white kidney from 
90 lbs. up. Shippers are warned 
against sending any illegal veal to 
market. Anything under four weeks 
old is very likely to be seized by the 
inspector, who is unusually active at 
this season of the year.

Some time ago James J. Hill pre­
dicted a period of business depres­
sion for this country with the confi­
dence that becomes a great railroad 
president. Now come the steamship 
men, who aver that the summer of 
1907 will show a better record of 
travel to Europe than did that of 1896, 
which was a banner year. They fur­
ther assert that there is no better in­
dication of rosperity and of its con­
tinuance than the fatness of the pas­
senger lists. The shrewd business 
man does not go over the water and 
spend his time seeing things that oth­
ers in his set see unless his business 
is in good shape. He may harass 
himself to keep in the swim, but he 
does not neglect his money bags. If 
the shippers’ predictions are right, 
Mr. Hill’s pessimistic prophecy 
seems postponed a while longer, any­
way.

A. W. Bartak, who has been en­
gaged in the grocery business at 
Traverse City for the past thirty-one 
years, has formed a copartnership with 
his son, Ed. E. Bartak, under the 
style of A. W. Bartak & Son. The 
new firm will occupy the new Bartak 
building, adjoining the Whiting Ho  ̂
tel, on Front street, which will be 
equipped with special reference to 
its use as a grocery establishment. 
It is 33x150 feet in size, with all the 
modern improvements. The Lemon & 
Wheeler Company has the order for 
the stock.

John D. Mabley, tailor at 80 Mon 
roe street, has merged his business 
into a stock company under the style 
of the John D. Mabley Co. The com­
pany has an authorized capital stock 
of $7,500, of which amount $4,000 has 
been subscribed and paid in in cash.

A true artist is one who would love 
art for art’s sake, if he could af­
ford it.

The Grocery Market
Provisions— Western packers are 

short of stock and hogs are still re­
ported very scarce. No relief from 
the present extreme prices seems like­
ly for some time to come. Pure and 
compound lard are unchanged, but 
the situation is strong, as stocks are 
well cleaned up and very little sur­
plus is reported.

Dried Fruits— Apricots are ex­
tremely scarce, and the demand is 
good. Prices are maintained on the 
high ruling basis. Currants are un­
changed, andi the demand is fair 
only. Raisins show ' a further ad­
vance, and the coast quotation on 
fancy seeded is now 10c, which is 
equivalent to n ^ c , delivered in the 
East. Choice seeded are relatively 
somewhat lower, owing to larger 
stocks. Loose raisins are also very 
scarce and the price keeps up. Hold­
ers of raisins bought early in the sea­
son can sell at a beautiful profit on 
to-day’s market. Apples are un­
changed and in slow demand. There 
has been more pressure to sell prunes 
during the past week, and in conse­
quence the price both on the coast 
and in secondary markets is probably 
Vac lower. The coast quotation is 
now on a 2j^c basis. The actual de­
mand for prunes is quiet. Peaches 
are exceedingly dull, and the high 
prices have curtailed consumption so 
materially that it looks now, in spite 
of the very small stocks, as if there 
would be a carry-over. It is possi­
ble that a sharp reduction in price 
might clean up the supply, but wheth­
er the holders will make it, and 
whether it would succeed even if they 
did-, are questions.

Canned Goods— Prices on future 
No. 3 standard quality tomatoes are 
firm and futures have been freely sold. 
It is said that packers in many states 
have made all the contracts for fu­
tures which they care to at this time. 
No sales of future Western pack corn 
are reported as yet and prices on 
spot corn are steady, with some im­
provement in demand. Goods which 
do not fully comply with the Nation­
al pure food law are having no sale. 
Latest advices from California are to 
the effect that the outlook for the 
crop of asparagus is discouraging, 
and this is cited as one of the rea­
sons why canners are delaying an­
nouncement of opening prices. It is 
generally conceded that prices will 
open up at a considerable advance 
over the opening of last year’s pack, 
as it is now generally understood that 
the cost of materials has advanced 
sharply and the cost of production 
is greatly in excess of last year, while 
the demand for canned asparagus is 
increasing far more rapidly than the 
production. All varieties of canned 
fruits are very firm owing to the 
fact that practically none of last 
year’s pack remains in canners’ hands. 
There is a good demand for canned 
peaches and canned apples remain 
firm owing to small supplies. Prices 
on canned salmon hold very firm, 
with a tendency to go higher, as can­
ners are pretty well sold out. De­
mand is on the increase. Domestic 
sardines have been advanced by the 
packers, the raise taking effect this 
week. There is a fair demand for

them, and canned lobster, shrimp, 
etc, are very firm.

Coffee— Rio and Santos grades are 
both unchanged in price. The receipts 
of both grades continue to break all 
records, and the market is being held 
to present values only by continued 
purchases by the syndicate. The de­
mand is seasonably moderate. Java 
and Mocha are steady and seasona­
ble. Milds are steady and unchanged.

Tea— The demand is good, both 
from city and country retailers, and 
prices are unchanged. Firmness con­
tinues to be a noticeable feature of 
the lower grades, especially of In- 
dias, Ceylons and Congous, which are 
in light supply and good demand.

Fish— Irish mackerel rule at fairly 
steady prices. Domestic sardines are 
unchanged, except for the advance 
announced several weeks ago to take 
effect March 15. There was some 
buying by the trade to escape this 
advance, but not a great deal. There 
has been no general naming of fu­
ture prices on domestic sardines as 
yet, although some packers are re­
ported to have named a price of $3. 
Cod, hake and haddock are all firm 
and unchanged. The demand is fair. 
Salmon is in fair demand. Alaska sal­
mon is firm, with some holders ask­
ing an advance. The opening price 
of Columbit River salmon is expect­
ed to be named shortly, probably on 
about the same basis as last year.

Syrups and Molasses— Sugar syrup 
is in fair demand at unchanged prices. 
Molasses is having the usual spring 
demand at ruling prices. The uncer­
tainties of the Louisiana planters as 
to how they were to conduct their 
business without bleaching their mo­
lasses with sulphur have been set at 
rest for the present by a letter from 
Secretary of Agriculture Wilson to 
the effect that for the coming crop 
they would be permitted to bleach as 
they have always done.

Perry Barker. Removes To Lansing.
Perry Barker, who has been engag­

ed in merchandise brokerage in the 
Michigan Trust building for the last 
two years, has disposed of the busi­
ness to Wilbur Burns, of this city, the 
latter assuming immediate control. 
Mr. Burns has represented Gowan & 
Sons, soap manufacturers of Buffalo,
N. Y., in this State for a number of 
years past and will continue to 
do so.

Mr. Barker was for sixteen years 
prior to engaging in this business 
connected with the confectionery es­
tablishment of A. E. Brooks & Co. 
here. He now becomes Secretary- 
Treasurer and Manager of the Perry 
Barker Candy Co., of Lansing, which 
is the new name of the Lansing 
Confectionery Co., a partnership en­
terprise which has been engaged in 
business for several years. Under the 
new ownership the industry will be 
conducted as a stock enterprise, with 
an authorized capitalization of $25,- 
000, of which $15,000 has been paid 
in and the remainder made available 
for use when needed.

Mr. Barker is an energetic and suc­
cessful business man. He has made 
good in the past and will, undoubted­
ly, repeat his record in his new con­
nection.
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• Window 
Trimming

“Do Best What Multitudes Do 
Well.”

On the cover of a prominent trade 
paper yesterday mine eyes fell on this 
splendid sentiment from Macaulay’s 
Essay on Addison:

“The world gives its admiration 
not to those who do what nobody 
else attempts but to those who do 
best what multitudes do well.”

And I asked myself the question: 
Why shouldn’t this fine thought ap­
ply to the art of window dressing 
as well as to any other part of the 
world’s work?

There are degrees of well-doing in 
every particle of work that is ever 
attempted on this old mundane sphere 
of ours, and they who do their share 
of it the best it can be done— in 
other words, “ who do best what mul­
titudes do well”— well, “angels can do 
no more.”

But in how many, many show win­
dows is it seen that what was these 
particular windowmen’s best is no 
better than other windowmen’s worst; 
and so we are treated to the spectacle 
of incongruous goods in close jux­
taposition in one window, inharmony 
of colors in another and in a third 
the merchandise is merely thrown 
in, a heterogeneous, higglety-pigglety 
mass of stuff that leaves only the im­
pression one gets from gazing- 
through a kaleidoscope— nothing defi­
nite for the mind to lay hold of and 
memorize.

Even a grocer’s window filled with 
vegetables and other toothsome vi- 
andry to stimulate the robust appe­
tite of the one or tempt the languish­
ing indifference of the other may be 
so arranged that a definite impres­
sion of each separate group of eat­
ables will stand out distinctly in the 
remembrance of the most ordinary 
of the passing throng.

In a recent large exhibit of all 
sorts of gastronomical nutriments 
and goodies the special thing to 
rouse the curiosity and excite the 
interest was a small wooden box 
holding but one layer of luscious- 
looking yellow fruit bearing the label 

Eating Pears
1 portion of which were unwrapped, 
the remainder being still encased in 
the tissue wrappings in which they 
started on their long and possibly 
perilous journey from South Africa—  
the Cape of Good1 Hope, to specialize 
their home. By the way, I never 
can get over the habit, in undoing 
an article— no matter of what de­
scription— of wondering as to wheth­
er the person whose deft fingers did 
the work was living a joyous life or 
was one whose lot was cast among 
the shadows, and I always hope it was 
the former.

* * *
A sign displayed on the apex of 

an immense pyramid of golden globes 
reads like this:

Make Your 
Marmalade 

Now
The suggestion to the prudent

hausfrau is a timely one, as oranges 
are just at present in prime condi­
tion.

* * *
Last week I had such a surplus of 

excellent clothing tags that appeared 
in conjunction with spring styles in 
a popular Canal street clothing win­
dow that I was unable to give all 
of the list, and the residue are here 
presented; they all breathe of new­
ness as to details in Fashion’s foi­
bles:

New Model 
Without Vent 

Most Suits This Season 
Are Cut 
Without

“Three Button”
Note How Closely 

Buttons
Are Spaced

Smooth Worsteds 
Are Good As Ever

Club Checks 
They Will Be 

Big
This Season 

“Saxon”
The Rounded Lapel

Is'a Nice Change

The New
Boxy Back

A New
Double-Breasted

Sack
Notice Its Lines

Reasons Why the All-Around Man 
Is Not Needed.

The old time conception of a trade 
or craft was that of a manual occu­
pation requiring time and training for 
its acquisition. Every man possessed 
of a trade was considered a sharer in 
a monopoly or a holder of a “vested 
right.” A  trade was a “mystery,” in­
to the secrets of which none could 
enter without having first spent an 
apprenticeship of several years. Be­
fore being called a tradesman it was 
necessary that the worker be profi­
cient in all branches and subdivisions 
of his peculiar trade. If he happened 
to gain entrance to a trade by other 
means than through apprenticeship he 
was stamped as an “illegal man” and 
his employment was prohibited.

In recent years, however, this old 
conception has changed. With the 
gigantic strides of modern industry, 
the rapid introduction of labor sav­
ing machinery, and the subdivision of 
labor processes a man, in most trades, 
is no longer required to undergo a 
long period of training before he can 
be called a full-fledged tradesman.

For the mechanic or artisan to ac­
quire a knowledge of all branches of 
the trade or craft in which he is en­
gaged is, in most instances, entirely 
superfluous., for it is two chances to 
one that he never will be called upon 
to display his skill in any but one 
branch of the trade. In fact, the ac­
quisition of manual dexterity under 
modern industrial conditions often is 
rendered useless, owing to the intro­
duction of a machine or the employ­
ment of some mechanical device 
which does the work more effectively 
than it can be done by hand.

At the present time a man need 
learn but one branch, of subdivision, 
of a trade in order that he may enter 
his chosen calling as a proficient 
tradesman. As a direct result of these 
modern conditions, the old time 
trades are being disintegrated, there­
by multiplying occupations at a sur­
prising rate. Years ago it was a 
necessary factor that the mechanic 
learn his craft in its entirety; he must 
be capable of performing a single 
operation or of performing a complete 
mechanical process.

Perhaps the trade of machinist has 
suffered more through disintegration 
in recent years than has any other 
occupation. This has been caused 
mainly through the evolution of ma­
chine shop equipment, through the in­
troduction of automatic and semi­
automatic machines, which have made 
it possible for the unskilled worker, 
who has had a few days’ practice, to 
do the work formerly done by skilled 
machinists.

The trade of machinist has been 
“split up” until to-day it bewilders a 
man to define it. The former branch­
es of the trade have been separated 
from one another so thoroughly that 
they are classified as separate trades 
— lathe hands, vise Jiands, shaper 
hands, planer hands, milling machine 
hands, slotting machine hands, boring 
mill hands, screw machine hands, gear 
enters, drill press hands, linotype 
hands, die sinkers, jig workers, tool 
grinders, toolmakers, and a “raft” of 
others.

The cabinet and furniture maker is 
another victim of disintegration. In 
former years the cabinet and furniture 
workers were all round men, capable 
of exercising any or all branches of 
the craft. To-day they may make a 
table top, but not the legs. The man 
who makes the legs can not make a 
wardrobe. The man who makes a 
wardrobe can not make a chest of 
drawers, or a sideboard, or a chif­
fonier. The repair man practicaly is 
the only all round cabinetmaker of 
the present time. The others perform 
only a small part of the craft, and 
like the trade of machinist, the indus­
try is essentially a machine industry, 
employing, to a large extent, unskilled 
labor, composed mostly of immi­
grants who learn to operate the 
woodmaking machinery in a short 
time, thereby making it practically 
useless to gain a thorough knowledge 
of cabinetmaking.

According to a recent report of the 
industrial commission, out of every' 
seventy-five men employed in a furni­
ture factory only five are skilled me­
chanics.

Carpentry has experienced a great 
change in the last thirty years. Only 
the older generation of house car- 
enters and a few younger men who 
have learned their trade under the old 
regulations can make doors, shutters, 
frames, or sashes with any degree of 
dexterity. In recent years the plan­
ing mills have taken hold of that 
work, making it only necessary for 
the house carpenter to fit these mill 
products together.

In early years it was the practice 
for a tailor to make an entire gar­
ment, but since that time the cloth­

ing industry has experienced a com­
plete revolution on account of the in­
troduction of the factory system of 
ready made clothing. This mode of 
production has caused a division ol 
labor, which makes it unnecessary for 
most garment workers to be skillful 
artisans. The system is called “team 
work.” A team usually consists of 
from three to eight men, each of 
whom is engaged on a specific part of 
the garment. In the coatmaking one 
man does the machine stitching, an­
other sews on the sleeves, while oth­
ers do the basting, buttonhole mak­
ing, pressing, and finishing.

The cattle butcher in former days 
knew the butcher business in all its 
details; he must be able to kill and 
dress a bullock with the aid of one or 
two helpers. At the present time any 
ordinary laborer can be trained in 
one of the numerous occupations into 
which the trade has been divided 
within a few weeks’ time. The estab­
lishment of the large slaughtering 
and meat packing industry has been 
the direct cause of this. It would be 
extremely difficult to find another in­
dustry where division of labor has 
been worked out so ingeniously. The 
animal to be butchered has been sur­
veyed and laid off like a map; the 
men have been classified in over forty- 
five specialties and twenty rates of 
wages, ranging from 16 cents to 50 
cents an hour.

In working on the hide alone there 
are nine positions at eight different 
rates of pay. The sausage makers 
comprise thirteen different occupa­
tions, and the beef boners lay claim 
to twenty-five.

There is hardly a trade at the pres­
ent time which requires that the 
workman be an all round and capable 
workman. One branch of the trade 
usually is all that is required of a 
man to entitle him to recognition in 
his special vocation.

George A. Russ.

Secrets of Roman Builders.
Have we solved Rome’s secret? It 

has been for years a hidden secret 
from builders how the Roman masons 
hundreds and thousands of years ago 
managed to make mortar which prac­
tically defied the ravages of time. In 
the ruins of our old castles, churches, 
etc., one frequently will see .an over­
hanging arch, the other side of which 
hap been battered down perhaps by 
cannon balls years ago. This frag­
ments seems to defy the laws of 
gravitation owing to the excellent 
binding of the mortar. It now is 
stated that the Hungarian chemist 
Brunn has discovered the secret of 
this and has compounded a liquid 
chemical which renders certain kinds 
of matter proof against the effects of 
wind and weather. Prof. Brunn says 
that it doubles the density of nearly 
every kind of stone and renders it 
waterproof. It imparts to all metals 
qualities which defy rust and oxygen.

Many a girl would go through fire 
and water for a man, or even through 
his bank account.

Heaven is a place where the pedes­
trian will have just as many rights 
as the automobile.
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THE SILVER DOLLAR.

Story of His Life as Told by 
Himself.

W ritte n  for th e  T rad esm an .

I am just a dollar. I was made in 
a mint. I was intended for legal ten­
der, but according to one Bryan I was 
demonitized along back in ’73, about 
six years after I was born. How­
ever, that didn’t seem to make much 
difference to me, as I was thought 
just as much of and just as eagerly 
sought after. Up to that time I do 
not remember much of my travels, 
but since then I have taken pains to 
remember where I have been. Along 
in ’74, while I was lying peacefully in 
the till of the store owned by a fel­
low who didn’t advertise, I made the 
acquaintance of another dollar who 
was made the same time I was, so 
therefore we concluded we were 
brothers and sort of kept track of 
each other, and since that time we 
have been together many times and 
have had some experiences that if we 
could tell them would put many of 
the “best” people in jail. A traveling 
man came along to the store one 
day and, although many had been 
there before for the same purpose, 
they never sold anything and never 
collected what the storekeeper owed, 
but this chap, was persistent and my 
brother and I were handed out to this 
fellow. He put us in his pocket along 
with a lot of other dollars and went 
across the street to the hotel and paid 
me out for his hotel bill. The land­
lord took me down to the butcher in 
exchange for meat. The next day a 
farmer came in with a pig and the 
butcher gave me to him and I was 
put in his wallet and carted home. I 
was at his place a long time, but had 
a good experience while there, as 
the old man always had me with him 
and, when he was all alone, he would 
take out his old wallet and unwind 
several yards of string and take a 
caressing look at me and then put me 
back. The old man had a flashy 
daughter, one of those kinds that 
think they are too good to be a farm­
er’s daughter and are all the time 
“hitting” the old men for coin to 
buy ribbons and such things with. 
The old man wras “ touched” all right, 
and I was given up to appease her 
thirst for beau-catchers. Here’s where 
1 had the experience that disgusted 
me with the frivolous. She carried 
me to town in a cute little handbag 
ar.d caressed me many times when 
she was at the ribbon counters and in 
ice cream joints, but somehow she 
held on to me and took me back 
home. Then for a week I was in her 
bosom, her stocking and in the far 
corner of her bureau drawer, along 
with some gushy love letters which 
she would drag out and read every 
night. It made me sick at times and 
I was glad when she turned' me over 
to the milliner for a feather, but it 
disgusted me to think that anyone 
would have the depravity to think 
that I wasn’t worth any more than a 
feather, of which every rooster’s tail 
is full. The milliner gave me to her 
trimmer and she paid me out to her 
board woman, who owed the editor 
of the paper a dollar, and, in conse­
quence, I once reposed in the pocket 
of an editor, a thing which very few

of us dollars ever do. I was not 
there very long, however, for the devil 
wanted to go to the social and the 
editor passed me over: That night 
I slept under the pillow of the treas­
urer of the church and, if the Lord 
will forgive me for saying it, I wili 
tell you that I don’t want that ex­
perience again. The treasurer was a 
woman and the way she talked about 
the people who attended the social 
was a caution. She lay there • and 
kept her poor wornout husband 
awake telling him how this one was 
stingy and that one was close and 
should have given more than they 
did, and how unbecoming this one’s 
dress looked, and such talk until the 
poor man had to get up and build 
the fire for breakfast. The next day 
the minister made a “friendly” call 
on the treasurer of the church and I 
was lugged away of course. Isn’t it 
funny how a minister likes to get 
away with everything in sight? The 
minister owed dues in the county an­
ti-saloon league and gave me to a 
fellow who proved to be the secre­
tary of that organization. Here's 
where I lost faith in humanity and 
wished that I had been made up in­
to pennies for the innocent children 
to put in the collection at Sunday 
school. He carried me around sev­
eral days and one night along about 
midnight, while I was peacefully 
sleeping in his pocket, I was awaken- 
ed_ by the clinking of glasses and 
pretty soon I was taken out of his 
pocket and turned over to the keeper 
of a “blind pig” for the drinks. Now, 
I’m not very proud, but I always 
did object 'to being paid out for some­
thing that did the spender no good, 
and when the dive-keeper went to 
put me in the money drawer I slip­
ped from his fingers and rolled across 
the floor and through a crack in the 
door then out on the sidewalk. I 
could1 see the fellow hunting for me, 
but he didn’t find me, and a tramp 
came along pretty soon and picked 
me up. Say, if ever I was welcomt 
anywhere it was in that tramp’s pos­
session. This was along just after 
the big fair at Chicago and I sup­
pose I looked as big to him as the 
Ferris wheel. He wasn’t long get­
ting rid of me, however, and that 
night I slept in a bakery. The baket 
gave me to the grocer for flour and 
the grocer turned me over to the vil­
lage bank that night, and the next 
morning I was paid out to a fellow 
who had a village order for work he 
had done on the streets. He owed the 
shoe man and the shoe man owed 
for a hat, the hatter gave me to the 
barber and the barber took me down 
to the postoffice to buy a money or­
der with. The postmaster took me as 
part of his salary and he bought ci­
gars with me. The cigar man had 
to have some paregoric for his kids 
and, consequently, the druggist got 
me. The druggist gave me to his 
clerk for wages and the clerk, having 
a girl who liked to buggy ride, gave 
me to the liveryman for a rig. The 
liveryman had to have feed to feed 
his horses so he gavé me to the ele­
vator man and the elevator man paid 
me to a farmer for a bag of beans. 
The farmer went home. I noticed on 
the way going home with him that

he had a large book and I thought he 
must be a reader— a student— but I 
found out afterward that he was far 
from a student. When we got home 
he took the book and drew a chair 
up to the stove and began to look 
over the book. I noticed the cover 
page of it and my countenance fell, 
for I knew my fate. The book was 
the latest literature from the mail­
order house of “Skin ’em, Quick & 
Co.” I noticed' they were picking out 
a dress for the wife, a suit for the 
man and some other things which I 
knew they could buy to better ad­
vantage at home, but from their talk 
I could see that they were mail or­
der people and the next morning 
when I took a look around I could 
see it more plainly. They made out 
their order and I was sent wrapped 
up in a cloth to the mail order house. 
I was taken up a flight of stairs by a 
mail man and put in a box. Then a 
boy came and got me and took me 
up seventeen more flights and depos­
ited me on a long table with about 
three thousand other similar letters. 
Pretty soon a half dozen sickly-look- 
in g ' fellows came in and stood in a 
row and, as two openers went to 
work, these sickly-looking fellows 
were sent out to buy the things that 
were wanted. They were always told 
what price to pay and were never in­
structed to get anything good, but 
were always instructed to buy as 
cheaply as possible. Occasionally 
the openers would open a letter and 
lay it to one side on a bench marked 
“trouble.” In these letters there was 
no money and, as I was lying where 
I could read them, I learned what 
they were. One of them was from a 
woman who had been drawn into 
their net and had sent her money for 
some article that proved to be ut­
terly worthless. She was asking for 
her money back. It is safe to say 
she didn’t get it until the firm got a 
good ready to give it back and I’ll 
bet the poor woman lost a good deal 
of sleep over her foolishness. Pres­
ently they came to me and I was tak­
en out of the wrapping I had comt 
in and was dumped in a bag along 
with several thousand others of my 
family and lo and behold ,if I didn’t 
fall on my long lost brother! He was 
looking dejected and I asked him 
what was the matter, and he said 
that he had been in that place foi 
several years and had never been to 
the country but once, and that was 
when a lawyer got after the mail or­
der house and he was paid to tht 
lawyer for fighting the case by the 
poor sucker who was bitten by the 
concern and to whom he was sent 
when they refunded the money. We 
were here several years. We could­
n’t do anybody any good and it seem­
ed that our lives of usefulness had 
come to an end, when one day we 
were taken out of our hiding by the 
judge and paid out to some fellow 
who had been swindled by the con­
cern, and the law was after them so 
hard that they went into bankruptcy 
with millions of the people’s money 
in their socks. Since getting out of 
there I feel that if I find out that I 
am to go there again I will pray 
Bryan to “demonetize” silver again, 
for that won’t affect much of me, for

I am about as big a humbug as the 
mail order concerns, seeing that there 
is a very small percentage of me 
that is the real thing. Therefore, I’m 
a half-breed, yet even then I am bet­
ter than the fellow who will send 
me to a mail order house when he has 
so much interest at home, and when 
I can do him so much good at home.

Frank M. Weber.

Will Experience a Building Boom.
Port Huron, March 19— Manager 

Hutton, of the Northern Automobile 
Co, has informed President Schooi- 
craft, of the,,£bamber of Commerce, 
that as soon as all of the necessary 
machinery is installed, the factory 
will be thrown open to the public 
some Saturday afternoon or evening. 
It is proposed to make the opening 
a public event and a regular program 
will be carried out. This will be an 
innovation among the industries of 
Port Huron. President Schoolcraft 
says an effort will be made to secure 
an opening of the Fead Knitting mills 
on the same day.

John B. Mann, of Dayton, and Al­
bert Pretzinger, architect, were at 
Sarnia last week to let the contract 
for the new summer hotel and cot­
tages at the beach above Lake Hur­
on. Mr. Mann states that the com­
pletion of the project is now a cer­
tainty and the contracts will be closed 
this week. The hotel will be a hand­
some three-story structure, with 
brick foundation, complete and mod­
ern in every detail. The cottages 
likewise will be of the very finest.

Port Huron will experience the big­
gest building boom in years if plans 
now under advisement do not mis­
carry. Secretary Moak, of the Fac­
tory Land Co., says that business at 
all of the South Park factories is 
booming and that in a few weeks 
work on forty new houses will be 
started.

Scriptures Written in Coptic.
While examining some sheets of 

parchment bought at Cairo for Coptic 
manuscripts Herr Carl Schmidt made 
a discovery of much importance to 
philology and history. The repeti­
tion of the word Uru, which among 
modern Nubians means king, con­
vinced the German servant who is an 
authority on Coptic and the early 
Christian archaeology of Upper 
Egypt, that the text was Nubian. This 
language still is spoken, but no longer 
written. The manuscripts date from 
the eighth century A. .D., and are 
translations from Christian works in 
which frequent references to Saint 
Paul are made. One manuscript is a 
collection of extracts from the new 
testament, and the other is a hymn 
of the cross. The Greek original of 
the hymn is not known. When the 
documents are deciphered philologic­
al science will be enriched by the 
knowledge of the language spoken by 
the Nubians before the invasion of 
the Semetic tribes and the mysterious 
inscriptions on many of the Egyptian 
monuments may be read.

Even when a woman does trust her 
husband she doesn’t let him know it.

Success is a fine disregard for dif­
ficulties.
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OUR CITY WATER SUPPLY.
Wherever two or more men are 

gathered together for the discussion 
of any special topic there are quite 
certain to be developed two or mort. 
opinions, and so when a city of ovei
100.000 people is confronted with 
the problem of its water supply— I 
the water to drink, to cook with, to 
use for laundry purposes, to put om 
fires, to sprinkle lawns and for the 
making of steam— there comes that 
most universal quality, diversity of 
opinion, into full play.

Fortunately for Grand Rapids we 
have in Mayor George E. Ellis a citi­
zen who declines to arrogate to him­
self the thankless task of deciding 
the matter for the people. Skilled 
and successful in the use of the bal­
lot box, Mayor Ellis has decided to 
submit our water supply question to 
a verdict by the people, the alterna­
tives proposed being:

1. Shall the city of Grand Rapids 
bond itself for the creation and main­
tenance of water works using Grand 
River water, filtered, or

2. Shall the city bond itself for the 
purpose of installing a plant and oper­
ating it in supplying the city with 
water from Lake Michigan?

A trifle over one year ago two ex­
cellent reports on the subject were 
presented at the annual banquet of 
the Board of Trade. One was offered 
by Chas. H. Leonard, in favor of the 
use of Grand River water after it has 
been purified by filtration, and the 
other report, made by Robert D. Ir­
vin, advocated the bringing to our 
city of water from Lake Michigan.

Neither of these reports devotes 
much consideration to the fact that 
Grand Rapids,' already a city of over
100.000 inhabitants, still enjoys a 
healthy and substantial growth. Many 
new industries are certain to come 
to our city during the next quarter 
of a century, during which time our 
population will double itself in all 
probability. This will mean the use 
of twice as much water as is now re­
quired, and if it means anything at 
all, it means that, whichever plan the 
people decide to adopt, it must be a 
plan which will not require an entire 
readjustment and reinforcement in 
1932 or thereabouts.

The cost of carrying out either plan 
will be spread upon the tax rolls

during each year in just proportion, 
and it will be a fatal error if, just 
about the time the investment is paid 
for, a new and additional investment 
is required— not for extensions and 
repairs but for something different 
from that which we may already pos­
sess.

This will surely happen if our peo­
ple vote on the subject without in­
forming themselves with reasonable 
thoroughness upon both propositions. 
And so the Tradesman suggests to 
the Mayor the propriety and possi­
ble value of publishing for general 
distribution among our voters the two 
reports by Messrs. Irwin and Leon­
ard, respectively. They are not so 
voluminous as ,to be tiresome, neither 
are they so technical as to be beyond 
the comprehension of the average 
citizen. At the same time it may be 
added in fairness that neither report 
gives more than enough on the sub­
ject to give clear, fair ideas on the 
question in a most general way; just 
enough to excite a real interest in 
the minds of readers who, in many 
cases, will be prompted to pursue the 
investigation on their own account.

It is quite likely, also, that Messrs. 
Irwin and Leonard— who are both 
deeply interested in and convinced 
as to the merit of their respective top­
ics— have continued their investiga­
tions and will be on hand when the 
proper time arrives to present sup­
plementary reports; so that if the citi­
zens who are called upon to vote 
on the subject really desire to know 
clearly what they are voting upon, 
they will be provided with ample in­
formation upon which to base an 
opinion.

Above all, the Tradesman pleads 
against indiscriminate, half baked 
discussion. Don’t go around arbi­
trarily declaring an opinion until you 
are possessed of facts upon which to 
base it and, having formed your 
opinion, loojc at it from all sides to 
see that you have differentiated only 
as to which supply and method you 
prefer. Leave out from your judg­
ment all details as to engineering 
problems— unless you are yourself an 
engineer. All you are asked or ex­
pected to do is to declare which sup­
ply of water you prefer. The tech­
nicalities as to how either supply is 
to be provided belong to those who 
have made such operations a life 
study.

The undergraduates at Vassar have 
been doing some good work. They 
have raised $10,000 for the purpose of 
building and equipping a club house 
for the use of the girls employed in 
various caacities about the collegt 
buildings. Here they may do just as 
they want to, enjoy themselves to the 
full, and for a time at least get away 
from the cares, not only of drudgery, 
but those born of the feeling of being 
under somebody’s orders. In a way 
they will get many of the benefits of 
social intercourse which their more 
fortunate friends class so hightly. 
Then, again, if these college girls 
who are going out to become mis­
tresses of hduseholds get in the way 
of doing something for the servant 
girl, that difficult roblem may some 
day be solved.

END OF UNION GRAFT.
Whatever honest hope may have 

been indulged in by the American 
Federation of Labor that it might be 
relieved of the blistering blot be­
stowed upon its record by its pet rep­
resentative, Mayor Schmitz, of San 
Francisco, it has received its quietus. 
Abe Ruef, the thin, shabby little 
French Jew lawyer who, with Eugene 
Schmitz, the fiddler, constituted the 
recent Schmitz-Ruef administration 
of San Francisco, is behind the bars 
and Attorney Francis J. Heney and 
those associated with him confidently 
believe that their fight will soon, re­
sult in placing the stripes upon both 
of the malefactors as well as upon 
various other city officials high in 
authority.

When Ruef, the most remarkable 
political boss the Golden Gate City 
ever saw, realized that he was finally 
up against the Supreme Court of the 
United States he became a fugitive 
from justice, with the sheriff and the 
coroner (both of them officials of his 
own creation) refusing to effect his 
capture. Then Judge Dunne appoint­
ed Wm. J. Biggy, a citizen of excel­
lent reputation, as an elisor, to act 
as the executive arm of the court, and 
within two hours thereafter he locat­
ed and arrested Ruef.

One of the most interesting, as well 
as most valuable, features from an 
educational standpoint of Attorney 
Heney’s conduct of the case is the 
fact that about six months ago he in­
vited the editors of the San Francis­
co papers to a conference at his of­
fice, informing them that it would bt 
useless for any one of them to send 
reporters. The presence of the edi­
tors was practically demanded and 
they were all on hand at the appoint­
ed time. Mr. Heney told them that 
he wanted their co-operation in the 
effort to rid the city of the obnoxious 
Schmitz-Ruef gang of boodlers.

“And here, gentlemen,” continued 
Attorney Heney, “is the evidence— 
or some of it— that we have obtain­
ed.” The editors looked over the piles 
of affidavits and what they then learn­
ed they gave their word of honor 
they would not reveal. And they kept 
their word good. But they at once 
began a campaign denouncing 
Schmitz, Ruef and the rest of the 
gang as swindlers, thieves, robbers 
and blackmailers, and almost every 
day a new story of extortion and 
municipal corruption would be ex­
ploited, with no shadow of a suit for 
libel developing.

The system of grafting developed 
by Ruef was astounding and Mayoi 
Schmitz was secondary in its opera­
tion, practically a mere tool, but for 
profit. It was a system of small graft 
by which disorderly houses, owners of 
buildings used for illegal purposes, 
saloon keepers, restaurant keepers, 
gambling houses, cigar stores and ho­
tels were bled in various ways. The 
gang controlled the purchase, by their 
victims, of liquors, cigars and glass­
ware.

Fremont Older, editor of the San 
Francisco Bulletin, arid Rudolph 
Spreckels are the two men to whom 
San Francisco is indebted primarily 
for the attempt to rid the city of the 
pests, and Attorney Francis J. Hen-

ey, the man who convicted Senator 
Mitchell and others in connection 
with the land frauds, is the man who. 
endorsed by President Roosevelt, has 
so successfully conducted what 
Schmitz and the other grafters were 
pleased to denominate the “Spreckels- 
Older conspiracy.”

With the capture and imprison­
ment of Ruef, the nervousness of the 
grafters has increased almost to a 
panic of fear, and when it came time 
for Schmitz to plead all his previous­
ly defiant attitude had disappeared 
and it is not likely that more than 
half a dozen persons in the crowded 
court room could hear his frightened 
whisper: “Not guilty.”

F. A. Mitchell, General Freight and 
Passenger Agent of the Manistee & 
Northeastern Railroad, announces 
that if the present 2 cent far bill 
passes the Legislature, exempting the 
small railroads whose earnirigs are 
less than $1,000 a mile, and in case 
the present forms of mileage books 
in use are withdrawn from sale, he 
will accommodate the traveling men 
on his line by issuing a 500 mile book 
at $10 flat, good on all trains and with­
out any frills of any kind. He will 
go still further and sell a 1,000 mile 
family ticket at $20 flat, good on all 
trains and good for two years. This 
arrangement will prove to be entirely 
satisfactory to the traveling fraternity 
and the proposition reflects much 
credit on the fairness and good in­
tentions of Mr. Mitchell.

It was reported last week that 
President Roosevelt had issued a 
warning against further legislation by 
the States on matters of railroad 
traffic. This report was very greatly 
enlarged upon by the railroad com­
panies and was sent out broadcast 
with a view to influencing those leg­
islatures which have not yet acted on 
the 2 cent measure. The Secretary 
of the Grand Rapids Board of Trade 
wrote President Roosevelt in regard 
to the matter and is in receipt of a 
letter from Secretary Loeb stating 
that the president has neither made 
nor authorized any statement of his 
views in the matter referred to.

A minister in Joplin, Mo., has start­
ed a campaign for a hatless congre­
gation. He requests the ladies in his 
church to remove their hats and 
other ministers have taken up the 
movement. But then comes this ex­
cerpt from the minister’s first appeal: 
“Of course,” he explained, “I can not 
make such a request on Easter Sun­
day. I wish the women of my church 
to understand this, but at all other 
times I will be urgent in my request 
that their hats be removed.”

Several newspapers have conceived 
and are carrying out the plan of so­
liciting letters from their readers on 
what form of occupation the Presi­
dent should be engaged in at the 
end of his present term. These let­
ters should be interesting as indicat­
ing the character and education of 
their writers and that is about all. 
They will not influence the Presi­
dent very much or those who run the 
political machine,
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TRIAL BY JURY.

Some Reasons Why It Must Be Pre­
served.

The trial by jury comes to us 
from remote antiquity. It has with­
stood the reign of tyrants, survived 
the overthrow of dynasties, refuted 
the criticisms of its enemies and re­
mains as one of the best expres­
sions of free government by the 
people in their original and sovereign 
capacity.

Executive, judicial and ministerial 
officers and members of legislative 
assemblies generally are to some 
degree influenced by party prejudices, 
ties of friendship, public sentiment, 
or ambition; but jurors, not self- 
nominated, assume a humbler but 
more independent function. Jurors 
are summoned from the community 
at large; come together as strangers 
to each other and to the parties liti­
gant; have no rivals seeking to un­
seat them; have neither desire nor 
opportunity to extend their term of 
public service; their duties are those 
of the ordinary citizen, often per­
formed at a sacrifice; th.eir remuner­
ation is meager; they are actuated 
along by a desire to accomplish jus­
tice; they assemble to-day; perform 
their public service; disperse to-mor­
row and disappear from the public 
gaze.

The trial by jury also is termed 
“trial by the country;” for, in con­
templation of law, the jury represents 
the country. In civil cases, the par­
ties having certain fixed rights under 
the law, the jury only passes upon 
the evidence and must take the law 
as the judge states it in his in­
structions; but, in criminal cases, the 
prosecution being one for an alleged 
offense against the country, the jury, 
as the country itself, may construe 
the law and acquit the accused con­
trary to the instruction of the judge. 
Many are the cases when it becomes 
the duty of the jury to do so. Judges 
are not infallible in their construc­
tions of the law; breaches of the law 
often are technical or trifling and 
not deserving of punishment; mis­
fortune is frequently regarded as 
crime; and were it not for this hu­
mane and wise doctrine of the law 
the law itself would assume the char­
acter of a fierce monster, ready to 
do the bidding of a malicious prose­
cutor or an arrogant judge.

The efficacy of the jury system in 
limiting the arbitrary exercise of 
power so often attempted by judges 
is evidenced by many instances in 
both England and America, of which 
space will permit reference to but 
two:

In 1670 William Penn-, subsequent­
ly the founder of the commonwealth 
of Pennsylvania, was tried upon the 
charge of unlawfully preaching, and, 
with others, forming an unlawful as­
sembly in the streets of London. He 
was a Quaker and as such was ob­
noxious to the Church of England. 
The presiding judge, instilled with 
religious prejudice and inflated with 
vain presumptions as to judicial in­
fallibility, viewed the Quaker preach­
er as a self-confessed lawbreaker, 
treated him with contempt, and to 
silence his protests ordered him to 
the rear of the court room. Contrary

to the instructions of the court the 
jury returned a verdict that Penn was 
guilty of preaching, but repeatedly 
and positively refused to find him 
guilty of unlawfully preaching. Fin­
ally a verdict of not guilty was re­
turned and accepted, but in arrogant 
rage the court fined each of the jur­
ors, one of whom ,Edward Bushnell, 
true to his sense of manhood, ignored 
the fine and was committed to prison. 
He was released from imprisonment 
by Chief Justice Vaughn upon a writ 
of habeas corpus. Since then the in­
dependence of jurors is a recognized 
and fixed principle.

On July 29, 1735, John Peter Zen- 
ger, editor of the New York Weekly 
Journal, was placed on trial charged 
with libeling that notorious despot 
and colonial governor of New York, 
William Crosby. At a preliminary 
hearing of the case the presiding 
judge disbarred Zenger’s attorney be­
cause he called in question the 
judge’s commission. On the trial he 
refused to admit testimony to prove 
the truth of the alleged libel and in­
structed the jury to return a verdict 
of guilty. • The jury, exercising its 
right to pass upon the law as well as 
upon the evidence, returned a verdict 
of not guilty, which not only was 
hailed with, enthusiasm in New York 
but electrified the people of the other 
colonies; and, as has been well claim 
ed, was one of the initial and effec­
tive blows in favor of American in­
dependence.

In order “that the great and essen­
tial principles of liberty and free gov­
ernment may be recognized and unal­
terably established” the first consti­
tution of Illinois provided: “That 
the trial by jury shall remain invio­
late;” and: “That a frequent recur­
rence to the fundamental principles 
of civil government is absolutely 
necessary to preserve the blessings of 
liberty.” Consistent with these dec­
larations in our organic law the gen­
eral assembly, at an early date, en­
acted the following: “Jurors in all 
criminal cases shall be judges of the 
law and the fact.”

Positive as these declarations are, 
and sacred as are the human rights 
guarded by them, public prosecutors 
have treated them as formal and tri­
fling technicalities, while many of 
the judges have endeavored to nulli­
fy them. Frequently jurors have 
been instructed by presiding judges 
that before they attempt to exercise 
this right which the law has given 
them they must be able to say, upon 
their oaths, that they know the law 
better than the court. How unwar­
ranted this encroachment on both 
the traditional and statutory right of 
the people, in criminal cases, to be 
judged by their peers! How absurd 
his instruction! Who is there that 
on his oath can say that he knows 
the law? Judges differ in construing 
the law. Supreme Courts have been 
instituted to correct their errors. The 
instruction is a self-impeachment of 
the judge who utters it, and should 
be considered so by the jurors.

The question as to whether or not 
this bulwark of free government by 
the people shall be dismantled now 
is a vital question before the people. 
Within the last few weeks the State’s 
attorneys of Illinois, in convention,

have demanded its repeal and a bill 
to that effect is now before the Leg­
islature. What pure motive inspires 
these men, who are generally select­
ed because of their skill in political 
tactics rather than for their knowl­
edge of law or love of the public 
weal, to demand the repeal of this 
heritage, coming from our free-born, 
liberty loving ancestors, seasoned by 
the experience of centuries, adorned 
with the triumphs of justice, and 
forming one of the foundation stones 
of our commonwealth?

John F. Geeting.

Cheap Help a Mistake.
“Cheap” help is a mistake. A mer­

chant who hires cheap help is mak­
ing as big a mistake as the one who 
buys tawdry goods. Both are ex­
pensive investments in the end. A 
good clerk will not work for nothing, 
nor should any employer expect him 
to do so. Good clerks draw new cus­
tomers into the store and convert 
the transient shopper into a perma­
nent customer. If he is the right 
kind of a clerk he will seize every 
opportunity to better his service. He 
has the knack of knowing what to 
do and when to do it. He has ini­
tiative, and all these are his stock 
in trade— ability, which he has ,a 
right to realize a fair sum upon. In­
competent and indifferent clerks drive 
good customers away and injure the 
store in many ways. They are dear 
at any price.— Merchants’ Guide.

Increased Production of Rugs.
Oriental rugs are now manufactur­

ed in some parts of the Orient by 
German and English houses, which 
establish factories and employ large 
numbers of native weavers. The rugs 
produced are really Oriental rugs, 
but the establishments being thor­
oughly commercialized the constant 
tendency is to cheapen the fabric and 
lower the price. Unless one under­
stands the different rugs and knows 
how to test them for quality of weave 
and dyestuffs, it is not safe to buy an 
Oriental rug from any but a thor­
oughly reliable dealer. Women form­
erly did all the weaving.

You are not likely to cheer the 
hearts of others by looking down 
in the mouth yourself.

Your home in heaven may depend 
on what you are doing to make your 
home heavenly.

Proposed To Observe the Law.
A few days ago a new resident of 

this city, recently arrived from Ire­
land, having made a favorable im­
pression upon the manager of a cer­
tain wholesale house, secured a po­
sition. The merchant the next day, 
having made out a large number of 
statements, called the new employe 
into his office, directing him to “go 
out and post these bills.” “Where?” 
enquired the young man. “Oh, yes,” 
said the business man, “I forgot that 
you have only been in this country a 
short time. There’s a mailbox on 
the telegraph pole at the corner. Post 
the bills there.” The son of Erin 
soon returned, laying the bills on the 
merchant’s "clesk. “I may be a little 
green yet, sir,” said he, “but I ’m not 
posting them bills with a big police­
man watching the box.” “Not posting 
them? Why not? What about the po­
liceman?” asked the astonished store­
keeper. “That’s all right; but you’re 
not fooling me all the same, if I do 
appear to be green. Sure, didn’t I 
see the sign on the pole over the 
box: ‘Post no bills, under penalty of 
the law!’ ”

Off the Beaten Track.
The first morning the new teacher 

was at the village school he taught 
a lesson in mental arithmetic and 
gave the following example:

“If I had seven oranges and eleven 
more are given me, then I give five 
of them to a friend, how many 
oranges have I left?”

The new teacher could not under­
stand the puzzled expression of the 
children’s faces or why he received 
no answer, but thinking they must 
be rather dull repeated the question. 
After a little silence a small hand 
was raised.

“Well, little boy, how many are 
left?”

“ Please, sir,” timidly replied the 
boy, “we always do our sums with 
apples.”

A Dilemma.
“What’s the trouble, Willie? You 

look as if you had something on your 
mind.”

“I was just tryin’ to think whether 
I would rather have it cold so there 
would be good skatin’ or if I’d prefer 
to have it stay warm so the scarlet 
fever would spread and they’d have 
to keep the schools closed.

A TRADE 
BUILDER

H. M. R. Ready Pre­
pared Roofing— the 
Granite Coated Kind
— is a t r a d e  __
builder for the 
dealer in build­
ing materials.
More durable than 
metal or shingles— 
l a s t s  longer; looks 
better.

A
MA R K

T R A D E

H MR
M A R K

OF
MERIT

FOR THE  
BUILDING TRADE

E a s i l y  laid— fire, 
water and weather 
p r o o f .  Will not 

w a r p ,  shrink, 
nor leak.
Most attractive 
roofing on th$ 

market. A  staple 
seller. Write today 
for proof and prices. 
They are free.

H . M . Reynolds Roofing C o ., 
Grand R apids, M ic h .
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THE MINE OF WEALTH

Lies in the Street Before Your Own 
Door.

W ritte n  fo r  th e  T ra d esm a n .

The cub clerk sat on a basket of 
potatoes, despondent.

The book-keeper laid down his pen 
and asked:

‘‘What’s the grouch?”
“ Everything,” replied the cub 

clerk. “I ’m disgusted.”
“Youth, and beauty, and a job, and 

disgusted!” cried the book-keeper. 
“ You ought to be sentenced to the 
foolish house.”

“ You forget one thing,” suggested 
the cub clerk.

The book-keeper looked the ques­
tion he did not ask.

“Nine dollars per week,” was tht 
answer.

“Oh, you want more money?”
“I’m bothered now to find boxes 

and barrels enough to store away my 
savings in,” observed the cub clerk. 
“Why should I want more money?”

The book-keeper leaned forward, his 
elbows on his desk, his back bent 
and showing the lines the years bring.

“You’re a fool!” he said.
“Possibly,” was the reply. “ But 

there’s a pair of us.”
“That’s true enough,” replied the 

book-keeper, and silence fell upon the 
part of the store where the desk was, 
and where the young man and the 
old one sat grinning at each other in 
the fading light of day Great chums 
are the old book-keeper and the cub 
clerk.

Besides, the old book-keeper has 
instructive moods. He occasionally 
speaks in parables. He is gray and 
not very strong on his feet, but when­
ever he can secure a listener of in­
telligence he has wisdom to give out. 
He is one of the men you see about 
places of business every day, one of 
the men who never acquired any 
sense when it would have advanced 
him in life.

He now knows many things, but 
he is too ancient to meet with favor 
in the eyes of the smart young men 
who write names on the payroll. He 
keeps his little job at the little gro­
cery at the South End because the 
■ duties of the place are not exacting 
and because the merchant rather likes 
the old man. His coat bags down in 
front, and there shimmers at the 
knees of his trousers a light that 
never shone on land or sea, but he 
is contended in his room over the 
furniture emporium and sleeps as 
long as he wishes in the morning. 
This is a dignified and peaceful old 
age— to earn enough for your needs 
and to get all the sleep you want!

“We are all fools,” said the cub 
clerk presently, by way of giving a 
note of impersonality to his last re­
mark. “It is just a case of working 
to earn money to buy food', to eat 
to give you strength to work, to earn 
money to'buy food, to eat to give you 
strength to work, to earn money to 
buy food, to eat to give you strength 
to work, to earn money to buy food, 
to eat to give you strength to 
work—”

“Wait!” cried the old book-keeper. 
“I think I have heard something like 
that before You needn’t go on with

the statement. I understand it is print­
ed in three volumes, bound in calf.” 

“It’s as long as life,” said the cub 
clerk, with a grin.

“Once upon a time,” began the 
book-keeper, after a pause, during 
which the cub clerk rolled a cigar­
ette and lighted it, much to the dis­
gust of the orator, “there was a youth 
who longed with an intense longing 
for a bale of yellow backs which 
would make a train of Pullmans back 
tip. He wasn’t anxious to wreck the 
property of the carrying corporations, 
understand. He just wanted a roll 
that would make Standard Oil look 
like picking berries at a cent " a 
quart.”

“Good boy!” said the cub clerk. 
“This youth thought so much about 

the prospective wad that he couldn’t 
sleep nights. What was worse, he 
couldn’t do his work by day. He 
wanted the money to come while he 
was still young, so he could give a 
correct imitation of how the busy 
dollars should be disseminated. He 
was one of the lads who did not want 
great wealth for its own sake, but for 
what it would bring.”

“He was all right,” broke in the cub 
clerk. “I should haV'e enjoyed the 
companionship of that young man.” 

“At last the proprietor of the trad­
ing center where this youth sold 
goods— whenever customers were pa­
tient and forbearing— pried him loose 
from his pay envelope and sent him 
out into the cold, unfeeling world. 
For a day or two the youth rather 
enjoyed his freedom from toil. You 
see, at that early stage of the game 
he didn’t understand that all the ac­
cumulations of wealth of the size he 
sought were guarded by a dozen ex­
pert book-keepers, a time-lock and a 
check-writer who was from Mis­
souri.” ,

“I’ll bet that he found out soon 
enough,” sighed the cub clerk. “All 
the check-writers are from Mis­
souri.”

“ Let me tell you right here, young 
man,” said the book-keeper, “that 
there wouldn’t be any piles of the 
size of big enterprises if it were not 
so. Whenever a business man ac­
quires a dollar some one comes after 
two dollars. Every man in trade 
knows that. A man who gives out 
checks without receiving full value 
will soon be sitting alongside some 
other fellow’s stove, wondering how 
everything that is worth having got 
past him without his knowing it.” 

“You’d have made a good Tight 
Wad yourself,” said the cub clerk.

“I always got stage fright when I 
tried to save money,” said the book­
keeper. “I used to get up in the night 
to spend money if by any chance I 
went to bed with a dollar in my 
clothes. Hence these tears! That’s 
why I’m humping over on this stool, 
instead of having a home out in the 
country, with all the bugs and in­
sects known to a scientific condition 
of society following me about the 
walks and eating pie out of my hand. 
But about this youth.”

“I thought you’d get back to this 
misguided young man before long,” 
said the cub clerk. “He should have 
lived where he could have caught the 
honey that drips from your lips.”

“Just- so. In that case he might have 
a stool like mine at this time. Well, 
after he had got done looking around 
dooryards for a wad which the own­
er had forgotten to take in over 
night, he bucked up to a lot of get- 
rich-quick schemes. The schemes 
were all right, in the seclusion of his 
chamber; in fact, it seemed a shame 
to take the money; but the machinery 
wouldn’t work in action.”

“I’ve heard of such instances,” ob­
served the cub clerk.

“Then the young man took the 
green-hilis-far-away fever and went 
to the mining country, where he con­
nected with a pick fourteen hours a 
day and consumed three cans of 
beans per— if he got to the camp 
first. Very much to his surprise he 
discovered that the people had selfish­
ly taken up all the rich mines, so he 
sat out under the silent stars and 
longed with an unutterable longing 
for his old job at the grocery.”

“I’d like to get out into the min­
ing country,” said the cub clerk.

“Well, the mines are still there,” 
said the book-keeper. “So the'youth 
went to South America, and wander­
ed about the earth for ten years, 
looking for a pick-up in the way of a 
fortune. He wasn’t looking for drib­
lets. He wanted a yacht and a pri­
vate car the first thing. At last he 
took a tumble to himself and went 
back to the grocery business at six 
dollars a week and a room over the 
first floor, which was reserved for 
the delivery horses. I met him the 
other day.’

“No; in fact his talk with me is 
what led1 to this oration.”

“Is he still sleeping in the stable?”

“He owns one of the finest grocer­
ies in the city. When I went in he 
called me to the window and pointed 
out into the street, which was crowd­
ed at the time. I’ve told this story 
as a background for what he said 
to me. It will show you where the 
mines are.

“ ‘Look out there,’ he said. ‘There 
never was a mine worth working as 
compared with a city street. I search­
ed the world for a fortune. I dug 
in the mines, I sailed tihe seven seas 
in ships that ought to have been 
ashamed of themselves, and1 I climbed 
mountains expecting to find a pot of 
gold at the top. Did I? You know I 
didn’t. And all the time, passing uo 
and down this street .singly, in twos 
and threes, and in squads, was my 
mine. You see those people out there? 
Well, they’ve all got money in their 
jeans. You sit down and make up 
your mind what they want and they 
will loosen up. They don’t earn their 
money to keep. They spend it like 
princes, these working men and wom­
en. They have to spend it. They are 
the consumers of the world. Yes, 
there is the mine of wealth— right 
out there in the street. You needn’t 
go away to find business chances. 
They are here. Be square with the 
people and they’ll make you rich. Sell 
them good goods and they’ll buy 
and come again. It’s better than dig­
ging where there is no gold.’ ”

The cub clerk walked away 
thoughtfully. Alfred B. Tozer.

When Ordering
Don’t Forget the Quaker Brands

Quaker Tea 

Quaker Coffee 

Quaker Spices 

Quaker Flour 

Quaker Can Goods 

Quaker Mince Meat

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

Grand Rapids, Mich.

The Prompt Shippers
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SELF MADE MEN.

Chance the Largest Factor in the 
Situation.

Who makes the self-made men? 
Not themselves, but their opportuni­
ties. There are no self-made men. 
All who have succeeded have suc­
ceeded by virtue of some form of op­
portunity, says Prof. Lester Frank 
Ward, the sociologist of Brown uni­
versity.

From the constant reference to 
great men who have risen from ob­
scurity by dint of their inherent 
genius, which is supposed to over­
come all obstacles, one would sup.- 
pose, says Prof. Ward, that there 
would be no difficulty in citing any 
number of examples. Indeed, the 
popular impression is that nearly all 
the truly great men belong to this 
class, and that they have been made 
by adversity. It often is said that if 
the same men had been surrounded 
by all manner of material blessings 
they never would have accomplished 
anything.

Abundant success, high social posi­
tion, superior early educational facil­
ities are supposed to beget sloth, dis­
sipation, and general mental and mor­
al degeneracy. And yet when we 
come to make an effort to collect 
striking examples in this class we 
find ourselves embarrassed to dis­
cover them. We find that all the 
noise is made over a comparatively 
small number, and consists in a per­
petual repetition of the same old 
things about the same men.

All this of course is not strange, 
he argues, when we remember that 
about 80 per cent, of all distinguished 
persons ^re born in large cities, and 
that nearly all others go early to 
great intellectual centers; that over 
90 per cent, of them belong to 
wealthy or well-to-do families, and 
are exempt from all material con­
cerns; that nearly 90 per cent, of 
them belong to the higher social 
classes; nobility, public officials, lib­
eral professions, business men; and 
that 98 per cent, of them receive a 
liberal education in their youth. How 
could the little remnant of country 
born, poor, toiling, and uneducated 
geniuses, queries Dr. Ward, be ex­
pected to constitute any considerable 
part of the real working force of so­
ciety?

But the public knows nothing of 
these great social facts. It is habit­
ually fed on the current error due 
to the fallacy of history, which con­
sists in reiterating the exceptions and 
ignoring the regular phenomena of 
society.

Robert Burns constantly is num­
bered among self-made men, and in 
Dr. Ward’s opinion he was as much 
so as any that could be named. But 
Burns was a village celebrity at 16, 
and soon began to write. It is clear 
that he must have received consider­
able instruction at a tender age. His 
biographies inform us that his father 
was at great pains to give his children 
a good education. Little more than 
this would be needed for a man like 
Burns with a genius for the simple, 
sweet poetry that he wrote. Noth­
ing is said about his circumstances,

but that he had considerable means 
and leisure to devote to these things 
and to reading and informing himself 
there can be no doubt.

Among musicians Haydn is the one 
most frequently mentioned, but Dr. 
Ward remembers that Weismann 
thought “We safely may conclude 
that Joseph Haydn never would have 
surpassed his father’s national songs 
and harp had he not chanced to be­
come the chorister in the little town 
of Hamburg and had he not after­
wards entered the music school of 
Vienna, of which Reuter, the organ­
ist of the cathedral, was head”

Opportunities, in Prof. Ward’s ar­
gument, are of various kinds. There 
are certain forms of opportunity that 
are mistaken for chance or luck. 
Hence the saying, “It is better to be 
born lucky than rich.”

Dr. Ward remembers that Henry 
George says: “Had Caesar come of a 
proletarian family, had Napoleon en­
tered the world a few years earlier, 
had Columbus gone to church instead 
of going to sea, had Shakespeare been 
apprenticed to a cobbler or chimney 
sweep, had Sir Isaac Newton been 
assigned by fate the education and 
toil of an agricultural laborer, had 
Dr. Adam Smith been born in the 
coal regions or Herbert Spencer 
forced to get his living as a factory 
operative, what would their talents 
have availed?”

It is entirely safe to say, thinks Dr. 
Ward, that in every case of an alleged 
selfmade man, could his entire his­
tory be told, or the particular part 
of it that explains how he succeedea 
in escaping the repressing influences 
of adversity, it would be clear that 
something besides his own genius 
came in to turn the scale in his 
favor.

As Odin says: “We always see 
some fortuitous circumstance enabl­
ing them to receive an education far 
superior to that which they could 
have obtained in view of the economic 
condition of their parents.”

There being no self-made men, 
then, as Prof. Ward reads history, 
how much truth is there in the popu­
lar view that’ highly favorable circum­
stances tend tow-ard intellectual de­
generacy? And here, in marked con­
trast with the previous class, the pro­
fessor is confronted with an embar­
rassment of riches. When he looks 
over the long list of the great con­
tributors to human progress it be­
comes clear at once that, with few 
exceptions, all the truly great men of 
history have belonged to this class 
and never have had to give a mo­
ment’s thought to the material con­
cerns -of existence.

Who have been the great agents of 
intellectual progress? Take Descartes 
as a tyical example. He did not, 
as he himself said, feel compelled to 
to make a business of science to miti­
gate his fortune. He retired to a 
corner of Holland, a country which 
then more than any other had the 
merit of comparative tolerance and 
there he -fulfilled without disturbance 
his philosophic destiny.

Newton came from a welltodo fam­
ily and held a high public office, 
which probably gave him much leis­

ure and little fatigue. It is safe to 
say that he always possessed abun­
dant leisure to follow his profound 
meditations without any of the an­
noying distractions of economic in­
security.

Darwin, as everybody knows, was 
always in perfectly easy circum­
stances and literally had nothing else 
to do but to pursue his scientific in­
vestigations. Adam Smith, Galileo, 
Hobbes, and many other celebrities 
are quoted by rof. Ward as in easy 
circumstances, whereupon he con­
cludes that by far the greater part of 
the real work of civilization has been 
done by privileged men, many of 
whom were privileged in a high de­
gree.

For the highest types of genius, 
such, for example, as are represented 
by Newton and Darwin, privilege is 
a sine qua non. One of the common­
est popular mistakes is to confound 
aggressiveness and belligerency with 
genius. These qualities are almost in 
inverse proportion. There are more 
aggressive men who combine great 
talent with great assertiveness. Such 
men were Hobbes, Carlyle, Huxley, 
and Herbert Spencer.

There is no need to search for tal­
ent, says Dr. Ward. It exists already 
and everywhere. The thing that is 
rare is opportunity, not ability. The 
fact that many do struggle up out of 
obscurity does not so much show that 
they possess superiority as that they 
happen to be less inextricably bound 
down than others by the convention­
al bonds of society. And those who 
have succeeded in bursting' these 
bonds usually have done so at such 
an immense cost in energy that their 
future work is rendered crude and 
well nigh valueless.

To attain to a position where they 
can labor in any great field they must 
carry on a life-long battle against

obstacles* they must display enorm­
ous individuality, amounting to con­
ceit; they must become heated con­
testants and bitter partisans. All this 
narrows the mental horizon and ren­
ders the results superficial and un­
enduring. There is no more vicious 
popular fallacy than that the powers 
of the mind are strengthened and 
improved by adversity. Every one 
who has accomplished anything 
against adverse circumstances would 
have accomplished proportionately 
more had those circumstances been 
removed.

The most important object of all 
educational schemes and the most im­
portant part of social arrangements, 
Prof. Ward argues as the natural 
conclusion, is to spread a net over 
society, so contrived that it will 
catch all the “big fish” in the social 
sea. “There is only one kind of net 
that can do this, and that is the kind 
of net that extends absolutely, equal 
opportunities to all the members of 
society. The small fry would slip 
through such a net, even as they do 
through the bungling apparatus that 
exists now, but all that are worth 
having would be caught and utilized 
and not allowed for the most part to 
get away, as thus far always has been 
the case.” Thurston F. Blair.

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 

T radesm an  Com pa n y ,
Grand Rapids, Mich.

Manufacturers’ Guarantee
Jennings

Flavoring Extract Co.
W e are pleased at this time to inform our friends and 

patrons that the Secretary of Agriculture has accepted our 
guarantee and has given us the number

and this number in due time will appear on all bottles of Jen­
n in g s’ F lavoring Extracts and such other goods as we pack that 
come under the Food and Drug Act June 30, 1906.

Assuring the trade that the Jen n in gs D. C. Brand is worth 
100 cents all the time, we solicit your orders.

Jennings Flavoring Extract Co.
C. W. Jennings, Manager 

Grand Rapids, M ichigan
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Special Features of the Grocery and 
Produce Trade.

S p ecia l C orrespondence-
New York, March 16— The coffee 

market has- been watched with some 
anxiety lest it might become mixed 
with the stock market troubles and 
no one would be able to tell when 
the trouble would end, but as yet 
there seems to be no cause for any 
great amount of solicitude. As to 
the jobbing market it is in about the 
same condition that has characteriz­
ed it for some weeks Sales are, as a 
rule, moderate and quotations at this 
writing are without change from 
last reports. Rio No. 7 is seld in an 
invoice way at 7% c. In store and 
afloat there are 4,058,600 bags, against 
4,098,949 bags at the same time last 
year. At Rio and Santos the re­
ceipts from July 1, 1906, to March 13, 
1907, aggregated 15,426,000 bags, 
while the total crop of the twelve 
months ending July 1, 1906,, aggre­
gated only 9,968,000 bags Mild grades 
are quiet and unchanged.

A fairly good demand has existed 
for refined sugars and yet the vol­
ume of new business was very slight, 
almost all transactions consisting of 
withdrawals under previous con­
tracts.

Statistically, it is said that teas are 
on a firm basis. Actually, the week 
has been one of very moderate ac­
tivity. Low grades are well sustain­
ed and holders generally are agreed 
that matters will be sure to improve 
with the oncoming of spring.

Rice is steady and sellers make 
little complaint as to the situation. 
Supplies are not overabundant and 
the demand has been fairly good for 
the time of year. Honduras and Ja­
pans are especially well sustained. 
Choice to fancy head, 414@5$4 C-

Spices have had an active week 
and at the close quotations are very 
firm, although not appreciably high­
er than last noted. Cloves and pep­
per are especially well sustained.

Little of interest can be found re­
lating to molasses. There is a fairly 
steady call and, with stocks not over­
abundant, the outlook appears slight­
ly in favor of the seller. Good to 
prime centrifugal, 27@35c. Syrups 
are steady and in light supply.

Canned goods have moved in about 
the usual rut, although there is still 
considerable interest being exhibited 
in tomatoes. Sales of spot are quite 
liberal and the quotation is practical­
ly 90c. More could be bought at 
this, but some are firm in the belief 
that 92V2C will prevail within a short 
time. Futures are worth about 82^c 
for standard 3s, but a number of 
packers stand firmly for 85c. There 
is still a very liberal, supply of corn 
and quotations are somewhat shaky. 
Good quality New York State is 
worth 50c, and Southern, Maine style, 
2}^@5c less. Not much doing in fu­
tures and standard New York State 
is nominally 6s@75c.

The butter market is somewhat un­
settled. Generally, however, the sit­

uation is firm and sellers are inclined 
to make no further concession. Ex­
tra creamery, 30j^@3ic; seconds to 
firsts, 26@ 30c; held stock, 23@2qc; 
dairy, 25@3oc, latter for finest fresh 
half-tubs; imitation creamery, 24@ 
27c; factory, 2o@2i^c; renovated, 22 
@25c.

Cheese shows l\ardly a bit of 
change. There is a fair demand for 
this time of year. Full cream New 
York State, 15c. Receipts are light 
and held in a few hands.

Arrivals of eggs are liberal and 
the market continues to sag. Finest 
Western, i 7IA @ i7$4 c.

Indian Manufacturers.
Maine is to have the distinction of 

possessing a factory owned and run 
by Indians. Sabatis Shay and Newel 
Ranco, fullblooded Indians, recently 
purchased the necessary land, and are 
to erect a building for the manufac­
ture of canoe paddles and cant-dog 
handles— articles which demand abso­
lute fidelity in manufacture, since on 
their trustworthiness the safety of life 
may depend. The stenographer and 
typewriter of the firm is a young 
Indian girl, a graduate of a high 
school and business college, who can 
write both in her native language 
and in English.

The Young Men’s Christian Asso­
ciation maintains a school for chauf­
feurs in New York City and just 
now there is a hot contest between 
the products of that institution and 
those speedy gentlemen who have 
picked up their knowledge of the 
whiz-gigs in repair shops and ga-

rages. The only way a man can learn 
to run an automobile is to run it, and 
the man who has the additional bene­
fit of sound mechanical and technical 
training is probably the better man. 
Some would maintain that the less a 
man knows the better qualified he is 
to run an automobile, but that is un­
just. It is the old struggle of theory 
and practice against practice, and the 
odds are in favor of the former.

Sow helpfulness and you reap hap­
piness.

Glassware
Decorated Lemonade and Water Sets. 

From $6 to $20 per dozen.

Grand Rapids Notions & Crockery Co.
Cor. So. Ionia and Fulton Sts. Grand Rapids, Mich.

Dykema Cement Brick Machine $35
M akes a F A C E  D O W N  
brick. A  quick, handy 
m achine at a lo w  price. 10 
brick m achine $65. Block 
m achines $25 up Concrete 
m ixers $80. Book cem ent 
plans 30c. Send for catalog.

DYKEMA CO., Huron St. 
Grand Rapids, Mich.

Green Stuff
shown by this Display Stand 
and moistened by the Mist 
Machine will keep fresh, at­
tract buyers, and there will be
no waste.

Ask us for descriptive booklet.

GALESBURG CORNICE W ORKS
No. 149 East Ferris St._____________ Galesburg, Hi

Our “ C rackerjack”  No. 42  

N ote th e  narrow  top  rail

Our new 1907 General Store 
Catalog “ A ”  is now ready. Let 
us figure on your requirements. 
One case, a hundred or your com­
plete outfit.

Consult our “ Expert”  if you 
desire your store planned or re­
modeled.

GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS, MICH.

The Largest Show Case Plant in the world

4ÜE K4R-A-VA;N
IS FILLING A LONG FELT WANT.

Kar a ™  “n 'T  ^  a of, f  ’ »*"•  to get o„, of the burning sands of competition, the
iom eslt U filin n T  7 u  T  f  y0Ur attention- At «he pool „1 trade, in the stores and in thousands oi 
homes it is filling a long ielt want, and filling it so completely that there Is no room lor doubt or argument.

JOIN TH E KAR=A-VAN CRO W D

Sell Coffee
A complete line under one Brand, Six Grades t h a t  r ich  cream y  KIND R e t a i n , * M s  to „„

The Gasser Coffee Company
Home Office and Mills, 113.115-117 Ontario St., Toledo Ohio 

DETROIT BRANCH. 48 J r fh m D  Ave. CINCINNATI BRANCH. 11 East 3rd St. CLEVELAND BRANCH, 425 W .e d l ..d  Rd„ S. E.
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Lobsters Will Never Again Be Plen­

tiful.
Maine lobster fishermen have hard­

ly made a living at catching this 
shellfish this winter, says the Kenne­
bec Journal. They report lobsters 
scarcer than ever before since they 
have been engaged in this business. 
In years past the hardy ¡men who 
brave the frigid weather have been 
able to make their living and some­
thing besides, but the past winter 
lobsters have been scarcer than ever 
before, with the result that they have 
been unable to make more than both 
ends meet. The terrific cold weather 
recently put a stop to the business 
altogether along the coast; in fact, 
some of the fishermen became dis­
gusted several weeks ago and hauled 
up their traps, and have not made 
an effort to catch any lobsters since.

Lobsters here are higher than ever 
before known, 50 cents being asked 
for a ten-inch one, and larger ones 
have sold for $12 a dozen. The de­
mand far exceeds the supply even 
at that price. During the fall the 
fishing fell off and from that time 
until the present the catches have 
been very small. The men who earn 
a livelihood from catching lobsters 
are becoming discouraged, and fear 
they will have to turn their efforts in 
other directions unless there is a de­
cided improvement in the business 
before long.

There seems to be no probability 
that this delicious shellfish will ever 
again be as plenty as it was a dozen 
or fifteen years ago The storms of 
the past winter have destroyed many 
traps, and as the expense of the 
equipment is considerable some of 
the toilers of the sea are out of 
pocket. Although they have visited 
their traps every day when the weath­
er would allow, oftentimes they did 
not bring ashore any lobsters, and 
other times only a half-dozen, that 
being considered a good catch.

Heavy Bob Veal Fines.
A sweeping and notable victory was 

won last week by the New York State 
Department of Agriculture in the Su­
preme Court at Cooperstown, where 
no fewer than eight judgments, run­
ning in amount from $200 up to 
$2,200, and aggregaing $7,750, were 
rendered against persons shipping 
hog-dressed calves under four weeks 
old, the penalty being $50 for each 
calf. Five cases against J. H. & C. 
H. Bedell, aggregating $6,200, were 
settled by stipulation. The sixth case, 
against the same parties, went to the 
jury, who returned a verdict of $1,000 
for twenty calves. The seventh and 
eighth cases, against Ross R. Hollis, 
were also tried by jury, All the ship­
ping was done under assumed names, 
and some clever detective work was 
found necessary.

Canned Salmon To Be Higher. 
The representative of one of the 

largest American packing interests 
said last week of salmon:

“Statistics that have been publish­
ed from time to time clearly show 
that the surplus has been entirely 
eaten up; that we are down to and 
can clearly see the end of the pile 
of the 1906 pack, which was, consid­

ering all grades, nearly x,000,000 cases 
less than the pack of 1905.”

After pointing out that owing to in­
creased cost of labor and material 
the pack of the coming summer 
would cost at least 10 cents a dozen 
more than last year, he concluded:

“ I doubt if there is a single mer­
chandise item that is as sure to ad­
vance as salmon Everyody believes 
in it; everybody is friendly to sal­
mon Why? Because it is to-day the 
lowest price food product that can 
be reached by the consumer, and 16- 
ounce salmon in a can at the retail 
price gives the family the largest 
amount of nutriment possible to ob­
tain for the money Why should it 
not be possible, and why should not 
the distribution be greater than in any 
previous year when every other food 
product has materially advanced?

Sheep Not Native To Australia. 
The great industry of Australia is 

sheep raising, mainly for the sake of 
the wool, but also in part, of course, 
for the meat. Australia now ranks 
second among the great sheep rais­
ing countries, Argentina being first 
with 92,000,000 sheep, Australia sec­
ond with 72,000,000, and Russia third 
with 70,000,000. Only a few years 
ago Australia was first, possessing no 
less than 106,260,000 head of sheep. 
That was in 1891. Prolonged droughts 
were the cause of the destruction of 
many millions of Australian sheep 
but since 1902 there has been an an­
nual gain. Yet these sheep were not 
indigenous to Australia. They were 
first introduced, in 1797, being of the 
Spanish merino species.

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 Pull Size Carton 
Free

when returned to us or your jobbe 
properly endorsed.

PUTNAM FACTORY, National Candy Co.
Makers

GRAND RAPIDS, MICH.

We W ant Your

Candy Trade
and in order to command the same we are 
putting out a larger and finer line of goods 
than ever.

W e Have a W onderfully F ine Selection of Package Goods

Straub Bros. & Amiotte
Traverse C ity, Mich.

Horse Meat for Poultry.
An Alton, 111., poultry raiser has 

offered a suggestion to the humane 
society of a profitable way of dispos­
ing of carcasses of horses executed 
by the society. The poultry raiser 
says he received a large increase in 
the number of eggs when he killed 
old horses purchased for a few dol­
lars and fed them to his chickens. He 
said that during the whole winter he 
received a good price for eggs, caus­
ed by the horse-flesh food. He also 
received almost as much money for 
the hides of the horses as he paid 
for animals alive. He claims that his 
experiment was a complete success.

Fattening Fish for Market.
Inhabitants of Wilmot, 111., have 

opened a new industry in fattening 
fish for market. German carp, which 
are plentiful in Fox River, are 
scooped up in nets and placed in a 
big pen fenced off in a small stream. 
They are fed on corn and grain, the 
same as hogs. The fish take on flesh 
rapidly, and it is not uncommon to 
take carp from the pen weighing from 
thirty to fifty pounds. Last year the 
ingenious workers in the new indus­
try sold over two tons of fish fatten­
ed in this way. This season they will 
dispose of twenty tons, as there is a 
good demand.

It is easy to talk of love for our 
fellows, but the test comes when we 
find the particular fellow in need of 
our love.

The most changeable thing in the 
world is a woman. The next is luck.

Grand Ranids Safe Co.
T R A D E S M A N  B U I L D I N G

Dealers in Fire and 
Burglar Proof Safes
We carry a complete assortment of fire and 

burglar proof safes in nearly all sizes, and 

feel confident of our ability to meet the 

requirements of any business or individual.

Intending purchasers are invited to call and 

inspect the line. If inconvenient to call, 

full particulars and prices will be sent by 

mail on receipt of detailed information as 

to the exact size and description desired.
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Weekly Market Review of the Prin-
cipal Staples.

Sheetings— New prices have been 
made in bleached sheetings to some 
extent and renewed interest in the de­
velopments into the next year is dis­
played. Beyond that there is nat­
urally little that is new in this de­
partment of the market.

Domestics— The demand for these 
goods of all kinds keeps pouring in 
in large volumes, the mail for the 
most part, however, being requests 
for the delivery of goods already on 
order. Naturally the volume of new 
business is not as large as it might 
be under other circumstances, for the 
reason that it is impossible to sup­
ply the goods wanted To use the 
argument of a prominent factor in 
the market, “ If the capacity is io, 
ooo cases, what is the use of taking 
orders for 20,000?” Many argue that 
the thing to do is to take the order 
and also take the chance of the de­
livery. It is very largely possible that 
some of the extra business may be 
more or less fictitious, being the du­
plicate of orders placed elsewhere in 
order to insure delivery. It is of lit­
tle moment, however, whether this be 
true or false, for the reason that 
buyers acting in this way would take 
all goods delivered them because of 
the knowledge they have of general 
conditions. Advances are being made 
on many lines of well-known fab­
rics, but in this there is no novelty, 
as such has been the case for a long 
time back. The list of lines with­
drawn continues to increase until, as 
has been stated, there will be but 
few, if any, standard lines available 
in the near future.

Prints— If the volume of mail re­
ceived by large houses handling these 
goods were any criterion by which to 
judge, these houses should be enjoy­
ing a remarkably good business. 
However, since there is but little to of­
fer, and from the fact that most of 
the mail seeks the delivery of goods 
on order, it puts quite a different 
phase on matters generally. There is, 
nevertheless, a steady demand for 
small quantities of spots, but, as may 
be supposed, considerable difficulty 13 

encountered in getting anything at 
all, to say nothing of satisfaction.

Underwear— Immediate goods are 
exceedingly few and far between, and 
wherever possible command the high­
est prices. Could the entire output 
of balbriggans be sold at the figures 
that to-day’s sales bring, their pro­
duction would be a very desirable en­
terprise. Ladies’ carded yarn ribbed 
goods are now in the second quar­
ter o ftheir delivery period, and at 
consequently advanced prices as gov­
erned by the schedule adopted. Not 
all confined themselves to this sched­
ule, as in some cases, but few goods 
were sold under those conditions 
before they were advanced. That 
they could quite as easily have I 
brought the prices asked now at the 
outset has been demonstrated by

those houses that received the higher 
figure from the start. It is interest­
ing to note that these houses arrived 
at the position of safety sooner by 
far than did those who confined them­
selves to the schedule. Buyers were 
not a little suspicious of the quality 
and their suspicions demonstrated 
themselves upon six-pound goods 
and also upon the sale of seconds. So 
poor was the quality of some of these 
goods delivered last year that it was 
with difficulty that some lines operat­
ed at all this year.

Hosiery— This market has experi­
enced more or less quietness during 
the past week, and the immediate 
future does not promise great re­
sults in the way of improvement. To 
be sure, the average miscellaneous 
business was contracted for, but the 
volume was seriously depleted. The 
only development of importance is 
that of 84-needle goods, which, for a 
month or more, have been going 
through quite a substantial change as 
regards their position. They are now 
about 60 per cent, sold up, an<i the 
fall business is well under order also.

Sweaters— As far as sweaters are 
concerned, they arc practically in 
statuo quo. A  few small orders are 
taken from time to time, but for the 
most part they are quiet. Certain 
lines of lower grade goods have 
done a little business, but in these 
there is neither the satisfaction nor 
the profit that there is in the finer 
good's. In color effects oxford con­
tinues the favorite, and is universally 
sought for both in higher and medium 
class goods. There is little doubt 
that the season, when taken as a 
whole, will show a comparatively sat­
isfactory result as regards.volume of 
business as each week adds to the 
strength of the position now occu­
pied. As it is some time before the 
retailer begins buying, developments 
of a large nature are not to be ex­
pected.

After More Factories.
South Haven, March 19— Organiz­

ed efforts to secure more factories, 
an armory and the State encamp­
ment were set in motion by the 
Board of Trade this week.

A committee was appointed to vis­
it the plant of the Sidway Mercan­
tile Co., at Elkhart, Ind'., L. E. Par­
sons, William McEwing and C. F. 
Hunt, the committee, doing so 
Thursday. The company desires to 
locate here.

A spindle carving concern in Chi­
cago, which employs twenty-five skill­
ed men, is desirous to get away from 
that city. Its business is steadily 
increasing. The sentiment seems to 
be that factories of this nature, which 
are likely to grow, should be secur­
ed if possible. Negotiations will be 
taken up at once.

The projects of securing an armory 
and the State military encampment 
have been taken up and efforts will 
be made to land them.

The glutton is always thinking of 
what he is going to eat, the dyspep­
tic of what he has just eaten.

The man who is hunting for a 
martyr’s crown never has head 
enough to hold one up.

Edson, Moore & Co.
Wholesale Dry Goods Detroit, Mich.

SOLE AGENTS

Sleepy Hollow 
Blankets

Made on special looms. An en­

tirely new finish. Each pair pa­

pered separately. Finest wool- 
blanket finish.

Sample pairs of these blankets will 

be ready for delivery in about two 

or three weeks, and will be for­
warded only on request.

EDSON, MOORE & CO.
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Missing Link is a Woman.

The missing link is a woman. She 
is the find of Prof. Klaatch in the 
dense bush of northern Australia. She 
has feet like hands. It is thought 
that our remote ancestors had no 
further use for these prehensile feet 
when they abandoned the habit of 
living in trees and climbing them like 
apes. The ape retains the prehensile 
feet because he still climbs trees 
where four hands are more conven­
ient than two hands and two feet. 
Prof. Klaatch has taken plaster casts 
and photographs of the aboriginal 
woman. He declares that his discov­
ery is of extraordinary biological val­
ue. The missing link was found near 
the coast at Port Darwin in a region 
little explored and to which, civiliza­
tion is as yet a stranger. The natives 
live mostly in caves or in the bush, 
making little or no pretense to cook 
their food or to clothe themselves. 
When Darwin set all the world a- 
talking with his theories of survival 
of the fittest and special selection he 
still was far from final proofs of his 
great theory of the origin of species. 
Wallace had come upon the same 
theory just, at the same period. Yet 
the great mass of men only were be­
ginning to think along these lines. 
Scientists in Europe and America took 
up the theory and worked at it from 
all sides. One of the leading investi­
gators was the then young Haeckel. 
He delved among bones and stones 
until at last he announced that to his 
mind the theory absolutely was 
proved and it only needed further in­
vestigation to find every one of the 
missing links. He went further than 
this. He pointed to the island of 
Java and to Australia and said, “ I 
am convinced that one of the most 
important steps in human evolution 
took place there. It was there that 
the ape first walked erect habitually. 
The hlimate there was such that there 
and nowhere else did man begin his 
ascent. Dig on that island and some 
day you will find an animal with a 
brain capacity larger than that of the 
ape and smaller than that of the 
average man, whose thigh bone will 
show you that this animal walked 
erect, and when you find it you will 
have all that remains of the ape- 
man.” This prophecy was fulfilled by 
Dr. Dubois in 1895, and now new 
links in the chain of evidence have 
been found.

Why the Foxy Salesman Lost Out.
He was a fine piece of furniture, tihe 

new hat salesman. The pompadour- 
cd queen behind the cashier’s counter 
said so, and nobody up to date has 
had the temerity to dispute the word 
of the queen. She said, furthermore, 
that “he was the kind of a piece of 
works that you’d like to have for a 
sofa in the flat— so you could sit on 
him whenever you felt like it.” He 
was “new” and sundry other things.

“ But I ’ll sell the goods. You watch 
me,” he told the cashier. “I’ve got 
a way that brings home the shekels. 
Keep your deep browns on little Wil­
lie, and watch him go through the 
real motions, while the dummies 
around here are marking time.”

“All right, son. Get busy, there’s

somebody at the $2 hats. Get down 
there and sell something.”

“Sell nothing. That man isn’t go­
ing to buy a $2 hat, not from me. He 
thinks he is, but he isn’t. He’s going 
to invest $2.50; you understand?”

The customer already had a $2 hat 
in his hand.

“Here,” 'said the foxy salesman, 
approaching with a $2.50 specimen 
in his hand, “is the latest $4 style, 
and our price is a dollar and a half 
less.”

“How much?”
“Two fifty. Try it on— ah, it cer­

tainly does set you off nice.”
“Well, I don’t think I care for it. I 

want one of these,” said the custom­
er, returning to the $2 counter.

The salesman sprung his trick, the 
one that “brings home the shekels.”

“What? A $2 hat!” he gasped as if 
the thing were incredible and a shame 
to all men.

The Customer looked at him. “Why, 
you little rat, you!” he said. “Do 
you think you can tell me what I 
ought to pay for my hats? No, I don’t 
want any $2 hat. I don’t want any— 
from you. Good day.”

“Willie,” said the cashier, kindly, 
“shall I call the ambulance?”

A. L. Wilson.

Plants That Eat Insects.
What is the difference between a 

pebble and a fly? The flowers know. 
The sundews are attractive little 
plants found commonly in bog dis­
tricts. The leaves of all the members 
of the family are densely covered 
with clubbed hairs and a fly settling 
among the tentacles immediately is 
inclosed by these organs. Meantime, 
a digestive fluid is exuded from the 
glands of the leaf. An interesting ex 
eriment may be conducted with the 
sun dew. This experiment consists in 
placing a tiny pebble against the 
tentacles. These at once close in, it 
is true, but not the least atempt is 
made to put out the digestive fluid. 
How does the sun dew know the 
difference between the fly and the 
pebble? Still more remarkable are 
the investigations which prove con­
clusively that the leaves of the Amer­
ican sun dew know the proximity of 
flies even when there is no direct con­
tact. Fixing a live insect at a dis­
tance of half an inch from a healthy 
leaf, the experimenter finds that in 
about a couple of hours the organ 
had moved sufficiently near to en­
able it to secure the prey by means 
of its tentacles.

Scientists Have the Best Brains.
Famous brains are of four sorts. 

The lowest group contains the minds 
that are stimulated greatly by alcohol, 
tea, and other drugs, and by impres­
sions derived from the senses; the 
second group contains the infant 
prodigies whose intellectual powers 
wane in middle- age; the third group 
contains the pathological cases usual­
ly terminating in insanity; the fourth 
and highest group is that of true ge­
niuses whose powers remain unim­
paired until old age. This is Hause- 
mann’s classification. Spitzka has 
come to the conclusion that men emi­
nent in exact sciences like astronomy 
and mathematics have the greatest 
average brain weight. Next come

the men of action, including states­
men and artists, and after these come 
the biologists, geologists, and other 
representatives of the descritive sci­
ences.

New Auto Factory at Romeo.
Romeo, March 19— The Building 

Committee appointed by the direct­
ors of the Detroit Auto-Vehicle Co., 
are considering plans for the enlarge­
ment of the plant on East Lafayette 
street. It is expected that within a 
few weeks building operations will be

commenced. While no decision has 
been arrived at, it is probable that a 
sixty-foot extension will be made to 
the stone shop, in which will be lo­
cated two annealing ovens, an engine 
room, the rattlers for cleaning cast­
ings, etc. The stone shop will be 
equipped with a ten-ton cupola. It 
is proposed to make it an up-to-date 
foundry and other buildings will fol­
low.

There are no prizes to those who 
always are prudent.

Straw Hats
Order Now While Our Stock Is Complete

Men’s from 50c per dozen to $4.50.
Ladies’ from $1.75 per dozen to $3.00.
Boys’ and Girls’ from 45c per dozen to $2.25.

Also a complete line of Men’s and Boys’ Felt Hats. 
Mail orders will receive the best of attention.

P. STEKETEE & SONS
W holesale Dry Goods Grand Rapids, Mich.

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

MANV FIND A G RAND R A P ID S  B AN K  ACC O U N T VERY CO NVENIEN T

EVERYBODY should have money 
in a good bank, because it is 

the quickest asset with earning 
power. Blue savings books issued by

The

Old National Bank
No. 1 Canal Street

Pay the depositor 3%, credited semi= 
annually. Your savings may be with* 
drawn at any time.



16 M I C H I G A N  T R A D E S M A N
THE SET STONE.

It Gathers Entirely Too Much 
Moss.

W ritte n  fo r  th e  T ra d esm a n .
The late lamented Bill Nye, when 

asked once for a recipe for success, 
handed the following to a young 
man:

Get a job, no matter what, and do 
not ask for a salary. Go to work as 
vigorously as though you were re­
ceiving ten thousand per. Keep your 
eyes open and when you see an op­
portunity somewhere else in the same 
line apply for the job. If you re­
ceive an offer tell your present em­
ployer and if he does not come up to 
the ante take the other position. Play 
this system to the limit and in a few 
years you will have an enviable job 
and be tagged a successful young 
man.

The boy to whom this advice was 
given took it as a master joke of the 
genial humorist, as where is the 
young man who can be induced to 
go to work for absolutely nothing? 
But back of the recipe lies more 
truth than is contained in two-thirds 
of the prosy sermons on success 
handed down by the so-called cap­
tains of industry in magazine arti­
cles.

The old saying, “The rolling stone 
gathers no moss,” can aptly be para­
phrased into, “The set stone gathers 
too much moss,” and would be con­
siderably nearer the truth.

It is strictly a fact that, while a 
young man who will aimlessly flit 
about from place to place, from po­
sition to position, will never accom­
plish very much, neither will a young 
man who grabs off a bottom rung of 
the ladder, and hangs on so desper­
ately that he can not loosen his grip 
enough to reach upward, ever succeed 
in attaining a very high place in the 
world.

This is ’an age of opportunities 
(that statement is not original, but 
it is, nevertheless, the truth and will 
bear frequent repetition), and the 
young man who would achieve suc­
cess to-day can only do so by being 
ready at all times to seize the flighty 
dame when she appears In fact, he 
must do more; he must see that he 
is always on the road along which 
she will pass, for it is far easier— 
although pardon the rough expres­
sion— to trip the lady and grab her 
when she is down than it is to start 
in at the rear and catch up with her.

A young man may start in on a job 
with all the enthusiasm in the world, 
he may work earnestly for promotion 
and deserve it, but, if he neglects op­
portunities in other places when they 
present themselves, he is doomed to 
labor on, making but little headway, 
for a meager salary and with the real­
ization that he has been left behind 
in the race of life On the other hand, 
if a young man will go to work— no 
matter what the business so long as 
it is congenial, although not idealis­
tic— and will not only put himself in 
line for promotion with his own firm 
but will keep his eyes open for an 
opportunity with another house, and 
if he is made of the right stuff, it is 
only a question of a short time when 
he will be the man at the roll-top,, 
while the “set stone” is gathering

moss on a high stool as an ordinary 
clerk.

An incident of recent occurrence 
comes to mind:

A young man came to the city 
from a small town. After the usual 
difficulty he obtained a position with 
a mercantile house as a minor clerk 
with an exceedingly small salary.

He applied himself diligently to the 
work at hand and not only mastered 
the duties of his own position thor­
oughly but went farther and made 
himself familiar with what was go­
ing on higher up He also paid care­
ful attention to what was being done 
in other houses in the same line and 
learned of a vacancy which was soon 
to occur. A  call on the Department 
Manager of the other house resulted 
in his impressing that gentleman to 
an extent which promptly won an 
offer of a position at a salary con­
siderably larger than the one ;he was 
receiving. He did not accept it off­
hand, however, but went to the Mana­
ger of his own house and informed 
him that he had received a more lu­
crative offer and would probably take 
it. This opened the eyes of that gen­
tleman and he questioned the young 
man at some length, with the result 
that he saw he was worth far more 
to the firm than he had been getting. 
He promptly offered a raise which 
was in excess of thenew offer, togeth­
er with an advanced position, and the 
young man took it. Of course, the 
head of the other house was rather 
put out, but his annoyance was not 
very pronounced. Since that time 
other opportunities of the same na­
ture have presented themselves and 
the young man has always been 
quick to lay hold on them, with the 
outcome that he is now occupying a 
responsible position and demands 
what his salary shall be, instead of 
taking what is offered to him. If he 
had merely attended to his duties 
and waited for his own Department 
Manager to recognize merit he would 
very likely be plugging along at a 
nominal salary— of course, he would 
have advanced some— with little 
more than a minor place ahead of 
him.

The set stone gathers too much 
moss.

Needless to say, changing about 
blindly, without properly investigat­
ing conditions and weighing the 
chances, is even worse than burying 
one’s self in a particular spot. But 
before a young man changes he 
should go over the ground thorough­
ly. Then, if he is convinced that 
something is to be gained, why, let 
him go ahead Jack F Cremer.

Yankee Thrift.
A young man and an adorable 

young lady meet. He speaks:
“Girl, you do not love me! You will 

never love me! I am going to kill 
myself immediately.”

“And how are you going to do it, 
pray?”

“ I shall shoot myself.”
“Then, if you would be so kind will 

you buy the revolver of James? 
James is my fiance and I am greatly 
interested in his business”

The way of the transgressor is 
hard on other people.

Our Specialty
Peed, Grain and 

Mill Stuffs
S traight or Mixed Cars

You will save money by getting our 
quotations, and the quality of the 
goods will surely please you.

Watson & Frost Co.
114-126  Second S t . Grand R apids, r iich .

W e  are  H eadquarters for

Base Ball Supplies 
Croquet, Marbles and 

Hammocks
S e e  our line b efo re  p lacing your order.

Grand Rapids Stationery Co.
29 N. Ionia St.

Grand Rapid«, Mich.

U. S. Horse Radish Company
Saginaw, Mich.

Wholesale Manufacturers of

Pure

H P 9 Horse Radish
Just try a little horse radish,

No matter what brand you buy,
We know that “ AS YO U  L IK E  IT ”

REGISTERED Will supplant it bye and bye.

His Master’s Smoke
Thousands of smokers everywhere, who show the real human side of their 

nature by their fondness for man’s most faithful animal friend, recognize as 
well the faithfulness which

The Ben=Hur Cigar
always shows in the extraordinary even quality which has been maintained 
since 1886.

Twas a revelation of merit when ’twas first put forth—it is a revelation 
of merit to-day.

GUSTAV A. MOEBS & CO., Makers
Detroit, M ichigan, U. S . A.

BEN=HUR CIGARS MAD£2S
W o r d e n  Q r q c e r  C o m p a n y

___________Wholesale Distributors for Western Michigan



Perpetual
Half Fare

Trade Excursions
T o  G rand Rapids, Mich.

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

established permanent Every Day Trade Excursions to Grand Rapids and will reimburse Merchants 
visiting this city and making purchases aggregating the amount hereinafter stated one-half the amount of 
their railroad fare. All that is necessary for any merchant making purchases of any of the firms named is to 
request a statement of the amount of his purchases in each place where such purchases are made, and if the 
total amount of same is as stated below the Secretary of the Grand Rapids Board of Trade, Board of 
Trade Building, 97-99 Pearl St.,

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

pV*.ng W!*Ì*Ìn mdes purchases made from any member of the following firms aggregate at least..........................$100 oo
Tt ,!vmg wi* |n mdes and over 50, purchases made from any of the following firms aggregate...........................  150 00
If lving within 100 miles and over 75, purchases made from any of the following firms aggregate...........................  200 00
1 living within 125 miles and over 100, purchases made from any of the following firms aggregate ..............................250 00

!ving W1.* *n m^es an(  ̂ over 125, purchases made from any of the following firms aggregate.............................. 300 00
?vmg w. jn 175 miles and over 150, purchases made from any of the following firms aggregate.............................  350 00
lving within 200 miles and over 175, purchases made from y of the following firms aggregate.............................. 400 00

If living within 225 miles and over 200, purchases made from any of the following firms aggregate............................  450 00
If living within 250 miles and over 225, purchases made from any of the following firms aggregate..............................  500 00

D p a r l  C  f \ r p i u W \ T  t f l A  M a n i a c  as Purchases made of any other firms will not count toward the amount 
l \ ^ a u  v a i c i u u y  U I C  n d U l C d  of purchases required. Ask for “ Purchaser’s Certificate" as soon as 
you are through buying in each place.

ACCOUNTING
A. H. Morrill ft Co.—Kirk 

wood Short Credit System.
ART GLASS 

Do ring Art Glaea Studio.
BAKERS 

HiU Bakery 
National Bisouit Co.
BELTING AND MILL SUP­

PLIES
Studley & Barclay
BICYCLES AND SPORTING 

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

BLES AND BAR FIX­
TURES

Brunswick-Balke-Collander Co.
BLANK BOOKS, LOOSE T/P-av 

SPECIALTIES, OFFICE 
ACOUNTING AND 
FILING SYSTEMS 

Edwards-Hine Co.
BOOKS, 8TATI0NEKY AND 

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

BREWERS
Grand Rapids Brewing Co.

CARPET SWEEPERS 
Bissel Carpet Sweeper Co.

CARRIAGES 
Brown St Sshier Co.
Sherwood Hall Co. Ltd.
CARRIAGE AND WAGON 

HARDWARE 
Sherwood Hall Co. Ltd.

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

Co.
CLOTHING AND KNIT GOODS 
Clapp Clothing Co. 
COMMISSION—FRUITS, BUT­

TER, EGGS, ETC.
C. D. Crittenden 
E. E. H ewitt 
Yuille-Zemurray Co.
CEMENT, LIME AND COAL 
A. Himes 
A. B. Knowleon 
S. A. Mormon St Co. 
Wykea-Schroeder Co.

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

CROCKEBY, HOUSE FUR­
NISHINGS 

Leonard Crockery Co.

DRUGS AND DRUG SUN­
DRIES

Hazel tine Sc Perldne Drug Co. 

DBY GOODS
Grand Rapids Dry Goods Oo. 
P. Steketee Sc Sons

ELECTRIC SUPPLIES 
M. B. Wheeler Co.

FLAVORING EXTRACTS AND 
PERFUMES

Jennings Manufacturing Co.

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

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

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

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

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

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

MEATS AND PROVISIONS. 
The Dettenthaler Market. 
MUSIC AND MUSICAL IN­

STRUMENTS 
Julias A. J. Friedrich 

OILS
Standard Oil Co.
PAINTS, OILS AND GLASS 
Goble Bros.
V. C. Glass Sc Paint Co. 
Walter Frenoh Glass Co.
Harvey & Seymour Co. 

Heystek Sc Canfield Co. 
Pittsburg Plate Glass Co. 
PIPE, PUMPS, HEATING AND 

MILL SUPPLIES 
Grand Rapids Supply Co.

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

SUPPLIES
Fprgnaon Supply Co. Ltd.

READY ROOFING AND ROOF­
ING MATERIAL 

H. M. Reynolds Roofing Co. 
SAFES

Tradesman Company
SEEDS AND POULTRY SUP- 

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

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

Co. Ltd.
SHOW CASES AND STORE 

FIXTURES
Grand Rapid* Fixture Co.

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

SUPPLIES
Wm. Brummeler & Son*
W. C. Hopson A Co.
WHOLESALE TOBACCO AND 

CIGAH8 
The Woodhoue* Co. 
UNDERTAKERS’ SUPPLIES 

Durfee Embalming Fluid Oo. 
Power* Sc Walker Casket Co.

WAGON MAKERS 
Harrison Wagon Co.

WALL FINISH  
Alabastine Co.
Anti-Kalsomine Co.

WALL PAPER 
Heystek Sc Canfield Co.

WHOLESALE FRUITS 
Vinkemulder ft Company 

WHOLESALE MILLINERY. 
Corl, Knott ft Co., Ltd.

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

Story of Career Which Began at 
Forty-One.

Whenever I see anything about the 
“dead line” lying along the line oi 
thirty-five years in the life of man I 
smile. If I had believed the “dead 
line” to have been reached at thirty- 
five years in my life I would have 
been a “dead” one before I ever made 
a real start in life.

I suppose my youth was a turbu 
lent and useless one unless it was 
that during my early years I stored 
up experiences enough to last me 
during the remainder of my life. 
Starting with a good education I be­
gan to prove that my time at school 
had been wasted by putting my edu­
cation to no use whatever.

Banditti being out of vogue by the 
time I was 20, I did the next best 
thing and “joined out” with a cir­
cus, at which business I put in two 
years. Then I got something akin 
to a fever to become a pirate, and, 
no pirates being handy, I began run­
ning on the Ohio and Mississippi 
Rivers on a boat owned by Charles 
Morgan, the father of the renowned 
Pierpont of to-dlay. Here I spent 
time enough to get up to a mate’s 
position, but clubbing and swearing 
at negroes palled on my appetite, and 
I went into the lumber woods and 
for two years did some hard work, 
getting to be foreman of a gang with- 
’n a year.

Later I worked on a farm and fin- 
illy at the age of 28 I married, being 
it that time partner in a general 
store which failed to make money 
and ceased to exist within two 
months after my marriage. Twenty- 
eight years old, a brand new wife, and 
$15 in cash represented the total re­
sults of all my labors after I had 
paid my debts. It wasn’t much, but 
I was not at all dismayed.

I hired out to a farmer at the mag­
nificent compensation of $200 a year, 
a house to live in and an acre o land 
on which to raise truck. This went 
on until finally I had a little home 
of my own and was living, if not in 
luxury, at least in considerable con­
tent.

All my life I had wanted to be an 
editor. When a boy I wanted to 
learn the printing trade, but that was 
not quite high enough to suit my 
parents and I gave up ambition along 
that line. After I found my gait— as 
I thought— I began to write occasion­
ally for the farm papers. One day 
I got a letter from an editor in which 
was a dollar bill and a request to 
write a series of articles on garden­
ing, that being the business to which 
I devoted my little place.

I never shall forget that dollar bill.
I can see it now and almost read the 
number on it. It was the first dollar 
I ever had earned without doing 
some sort of hard labor for it. I went 
home that day feeling that I had 
found a new opening. I could hire 
men to do my work for a dollar a 
day, and I could make money writing 
for the papers. I didn’t quit work 
nor hire any men, just then. I 
thought about my work while work­
ing and wrote out my thoughts in 
the evening. My articles attracted at- I

tention, and presently I was asked 
to contribute to another publication.

It was not long until I was earning 
$300 a year telling other people what 
I was doing. I was as contented in 
those days as I ever expect to be.

I went along in this way until I 
was 41 years old. I had made some 
reputation as a speaker at farmers’ 
institutes. I had the gift of gab and 
behind that the education, which I 
now found some use for.

One day I was in the field husking 
corn when a messenger came to me 
with a telegram. It was from Chica­
go and was signed by the name of a 
man of whom I had never heard. 
This telegram contained this surpris­
ing command: “ Come to Chicago at 
once. Important business.”

In those days I was not accustom­
ed to being ordered about in this im­
perative style and I wired back in the 
same laconic fashion: “ Busy husking 
corn. Can’t go anywhere.” Within 
three days I got a letter /which was 
longer than the telegram, but not 
more explicit. It was from the man 
who sent the telegram and he wrote 
that he had an important proposition 
to lay before me He was too busy 
to come to see me and if I would 
come to see him and learn what he 
wanted he would pay my expenses if 
I did not accept the proposition he 
had to make me.

I wanted to see Chicago anyhow, 
so I went I found my man and he 
said he wanted me to edit an agri­
cultural paper he owned, but had not 
time to look after. Here was my 
chance to become an editor at last. 
My proposed employer said he had 
read some things I had written and 
he had no doubt I could do the work 
he wanted me to do. lit was coming 
on winter, when farm work does not 
push one. I reflected I only could 
make a failure in any event, and 
within an hour I had closed the con­
tract.

I went back to my home in the 
East, arranged my affairs, and a 
week later I was sitting in a Chicago 
office a full fledged editor, without a 
minute’s experience to guide me.

I often have wondered since that I 
had the colossal audacity to under­
take the job, but I had tackled a 
good many different things and in 
most of them had managed to make 
good, so I sat down to commune with 
myself as to editorial work. I didn’t 
know anything about makeup, type 
styles, or the detail work of getting 
out a paper.

I called in the foreman of the com­
posing room and sized him up. He 
was a kindly seeming young fellow 
and I made a bluff that went. I said:

“I find in looking over the work 
there is to do here that I shall not 
have much time to attend to. the de­
tails of getting out the paper. I am 
going to turn that over to you. I’ll 
get out the copy and send it in to 
you, and I am going to let you put 
it in shape in the paper. If you fall 
down just call on me any time and 
I’ll help you out.”

That last offer was a grand one. 
What I didn’t know about such 
things was plenty. I saw the young 
man fill up with gratification and 
knew that he was proud of the trust 
reposed in him. He never called on

me for help, but I learned a lot from 
him without ever letting him know it.

It was the hardest job I ever un­
dertook. I studied my exchanges, 
scrutinized the makeup of them and 
the general style in which they were 
conducted. I studied the books of 
type specimens sent out by the type 
founders and at the end of six months 
was getting along without trouble.

I held the job for a year and bj 
that time had made up my mind that 
there was nothing for me in that par­
ticular paper and I quit, as soon as 
the time I had agreed to stay ex­
pired, and went back home.

A few days afterward I met a man­
ufacturer with whom I was acquaint­
ed. He told me his advertising was 
going wrong and he would like to 
have me come over and straighten it 
out. I went and stayed fourteen 
months, never knowing whether I 
was going to work another week or 
not. I drew my pay Saturday night 
and came back Monday morning. I 
had sole charge of the advertising 
after the third week and doubled the 
sales of the concern.

One day I struck the boss for a 
raise. He said he couldn’t afford it,’ 
and the next Saturday I went out and 
stayed out, going to work the next 
Monday as associate editor of a big 
Chicago farm paper. In three months 
I was business manager and in two 
months more I threw up my job, be­
cause the secretary and I could not 
get along together.

That day I wired a publisher in an 
Eastern State and he wired for me 
to come on and go to work. I did 
not lose an hour between the two
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jobs. I stayed there sixteen months 
and came back to Chicago as editor 
of another farm paper. From that 
day to this I have never missed a 
day, although I have edited five dif­
ferent journals in that time.

Among these have been a dairy 
and a golf journal. I always have 
“had a job in my pocket,” and never 
have been at a loss for a place. I 
have worked without regard to hours 
and have made a reputation that 
brings me a great deal of work on 
the side. I answer questions for ag­
ricultural colleges and periodicals, and 
for more than two years have been 
one of four owners of a publication 
that is making money rapidly and 
growing apace.

If I had concluded that the dead 
line lay at 35 years I now would 
be down East, raising truck on a lit­
tle farm and considering myself one 
of the “has beens.”

As it is I am perfectly alive and 
if anything should happen to throw 
me on my own resources again I 
should not worry a minute. I con 
fidently would expect to find a posi­
tion at good pay within two days. In 
fact, I have had the refusal of two 
such positions for months, and could 
take either of them any minute l 
would say I was ready.

In my opinion the famous “dead 
line” lies at the place where a man 
begins to think he is failing and is 
not able to keep u,p with the proces­
sion and keep the pace set by modern 
business. I expect to retire after 
three years more and I expect then 
to have enough to keep me comforta­
bly the remainder of my life—all of 
it earned since I was 41 years old.

Frank Stowell.

Advantage of Getting On With the 
Boss.

Ask the man who has rounded out 
several years in a mediocre position 
why he never has advanced to a 
more lucrative place, and he in all 
probability will tell you it is due to 
unjust discrimination by the boss. He 
will point to some one who has suc­
ceeded, and say that in all fairness 
the place this man is occupying 
should be his, but that this man had 
a pull, and that he has found that 
when an opportunity for promotion 
was open the boss always had some 
favorite on hand to fill the place. 
Perhaps this is true; but why was he 
not the favorite of the 'boss on some 
occasion if he has the requisite ability 
to fill a better place? This question 
usually brings him to the point and 
he will state to you that he never 
has nor never shall “ toady” to any 
man to gain his good will, and that 
if the boss can not promote him on 
his ability alone he never shall go 
after him with blandishments. The 
trouble with him is one that affects 
a great many employes; he has mis­
taken good breeding for sycophancy; 
he thinks that the worker who shows 
a respectful attitude toward the boss 
is bidding for his favor, when he is 
but simply exercising the rules of 
good manners.

The habit of getting on one’s dig­
nity with the boss, just because he is 
the boss, is one that is commonly 
met with among working people, and 
certainly does them more harm than

good. We have seen capable men 
occupying lowly positions because 
they made no attempt to treat the boss 
as a gentleman. They seemed to 
think that it showed bravery on 
their part to manifest a little hos­
tility toward him on every possible 
occasion. In fact, we have often 
heard the remark: “I am not afraid 
of him, if he is the boss,” as if it 
was a case of fight with the employer 
instead of keeping on good terms 
with him, and- treating him as one 
gentleman should treat another. It 
hardly is necessary to add that such 
a manner does not raise the possess­
or in the estimation of the boss.

But this attitude of hostility is no 
worse in its effect than is that of a 
stubborn disposition Some employes 
can not take orders from the boss 
without feeling that he is questioning 
their ability, and they straightway 
proceed to show by their action that 
they regard his instructions as an af­
front. They will go so far as to com 
pel him to go over in detail what he 
has told them to do, pretending that 
they do not understand how his ideas 
can be applied to the job in ques­
tion. A worker of this class never 
will add a single stroke to a job of 
his own accord while the stubborn 
spell is upon him, although he may 
see where the boss has overlooked 
some essential point.

We have met with many persons of 
this class in our association with 
working people, and have seen them 
sulk like spoiled children for days 
simply because the boss did not take 
time to ask their opinion before giv­
ing instructions as to how the wonk 
shiould be done. If, when a thing of 
this kind occurs, the employe would 
go to the boss and ask that he listen 
to his plan for doing this particular 
piece of work, there is not one boss 
in a dozen who would not listen and 
who would not adopt all of his ideas 
that were practical This certainly 
would be more creditable to the em­
ploye than to show his ill breeding 
by pouting.

There is yet another class of work­
ers who are in the habit of doing 
themselves considerable injury by 
not controlling their tempers. They 
are agreeable so long as things go 
smoothly, but the moment something 
happens to make them mad they do 
and say things that are harmful to 
their welfare. They may repent as 
soon as the spell leaves them, but 
that will not remove the effect that 
has been produced. It is no unusual 
sight to see a man who is the victim 
of an uncontrolled temper get mad 
over some trivial affair and quit his 
position. His family may be depend­
ing on his wages for their daily bread, 
but he does not think of that. He 
likely does not know where he can 
secure another place, but that is not 
considered, either. He is mad, and, 
being at the mercy of a habit he does 
not attempt to control, he can do 
nothing for the time being but obey 
its dictates, deferring thinking until 
reason again can ascend her throne. 
A worker of this class soon gets a 
reputation as being one hard to get 
on with, and employers are slow to 
place him in a position where his 
leaving would be of any consequence.

It hardly can be expected of a boss

that he will feel as kindly disposed 
toward an employe who manifests 
any of the above mentioned traits of 
character as be will toward one who 
always keeps his best qualities in 
front We can not justly condemn 
him if when he has a good position 
open he gives preference to that em­
ploye who always has put forth his 
best efforts in the interest of his em­
ployer and done willingly whatever 
he was asked to do.

A cheerful, kindly disposition is an 
asset which is sure to be of great 
value at all times Joseph Cox.

The South Finding New Riches.
Will- cotton paper make the South 

rich? The manufacture of paper from 
the fiber of the cotton stalk has pass­
ed the experimental stage. It is as­
serted that all grades of paper, from 
the best forms of linen to the lowest 
grade, can be manufactured from cot­
ton stalks. In addition to this, a 
variety of by-products, such as alco­
hol, nitrogen, material for guncotton 
and smokeless powder, also can be 
secured in paying quantities. It is 
estimated that in an area of land pro­
ducing a bale of cotton at least one 
ton of stalks can be gathered. Upon 
this basis from 10,000,000 to 12,000,- 
000 tons of raw material could be 
secured for the production of paper 
which would increase the value of 
the Southern cotton crop nearly 
$10,000,000. A company has been 
organized under the laws of Maine 
with a capital of $3,000,000 for the 
purpose of manufacturing pulp and 
paper from cotton stalks.
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ìWoayan’s 'Wo r ld

Problems the Fathers of Marriage­
able Daughters Face.

Probably one of the most uncom­
fortable quarters of an hour that the 
average young man ever puts in is 
that in which he goes through the 
ordeal popularly known as “speak­
ing to the old man.” Some time 
previously Henry Adolphus and 
Maud have made the momentous and 
interesting discovery that life with­
out each other is as cinders, ashes 
and dust and that they are the only 
two people in the entire history of 
the world who have ever adored each 
other with a true and deathless de­
votion. They have settled all the 
old, sweet questions in the old, sweet 
way, but when it becomes necessary 
to confide love’s young dream to 
Maud’s critical and unsentimental 
papa, Henry Adolphus is apt to feel 
that he has suddenly come in contact 
with a large, frosty wet blanket that 
sends the cold shivers chasing up and 
down his spine.

Of course, there may be extenuat­
ing circumstances that rob the situa­
tion of its terrors and make the pa­
rental “ Bless you, my children,” a 
foregone conclusion. If Henry Adol­
phus can offer Maud a carriage and 
a pair and other appurtenances of 
wealth, he is sure of getting the 
glad hand and a rapturous welcome 
into the bosom of her family. If 
even he belongs to the same finan­
cial stratum, no one is liable to put 
in any obstructions to prevent the 
course of true love running smooth­
ly on to the altar. It is only Henry 
Adolphus who has nothing to offer 
Maud but the work of his strong 
young hands and the love of his true 
young heart who finds out when he 
goes to interview old Moneybags 
about his daughter’s hand that life 
may still offer— upon occasion— a 
very good imitation of the inquisi­
tion and the rack. There is no bless­
ing waiting on tap for him. No 
genial, smiling welcome Instead 
Maud’s revered and prosperous pa­
rent glares at him over the tops of 
his gold pince-nez, and sternly de­
mands, “Are you prepared, sir, to 
support my daughter in the style in 
which she has been accustomed to 
live?”

Now this question has always 
been regarded as a poser and a 
knock-out blow for the impecunious 
youth. Unless Henry Adolphus is 
prepared to answer it in the affirma­
tive, the majority of fathers have al­
ways held that they were perfectly 
justified in saying “no” to the suitor 
and in keeping the girl from marry­
ing him if they could. The hard- 
headed old business man is not go­
ing to take any young man to sup­
port, not if he knows it. Moreover, 
he considers that Maud is simply 
throwing herself away to marry a 
fellow whose entire salary wouldn’t 
much more than pay for her silk 
petticoats, and that he is just as much 
bound to keep her from doing it as

he would be to prevent her from Com­
mitting suicide in any other way. So 
he pooh-poohs the very suggestion 
so scornfully that 4the young man, 
hurt and insulted at the intimation 
that he is a fortune hunter, and that 
he is asking too much of a sacrifice 
of the woman he wants to marry, has 
to be either exceptionally tenacious 
of purpose or excessively in love if 
he does not abandon his suit right 
then and there. Many a rich old 
maid owes her lonely life and her 
loss of a good husband to her fa­
ther’s determination that she should 
not marry any man who was not 
standing ready to offer her just as 
many frills as she was used to.

Of course, a father is doing no 
more than his duty and is strictly 
within his rights when he tries to 
protect his daughter from grinding 
poverty, but when he goes further 
than that and objects to a worthy 
man simply because he can not offer j 
a girl all the luxuries that she has 
been accustomed to— the trips abroad, 
the summers at the sea, the opera 
box and the house on a fashionable 
street— he is going too far. He is 
demanding that the young man start 
where he is leaving off. It has taken 
him many years of hard work to be 
able to afford his family the luxury 
in which they live now, and it is ab­
surd to expect any young man to 
have achieved that much success. If 
Henry Adolphus has a bank account 
to match Maud’s father’s he is 
bound to have inherited it. He has 
not had time to make it for him- 
sdf. Simply looking at the matter 
from a business point of view and 
with reference to Maud’s bread and 
butter, it is a strange thing that it 
does not oftener strike fathers that 
the young man who has successfully 
held the same place in office or store 
for four or five years and saved up a 
thousand or two dollars while “clerk­
ing it” is a thousand times better 
match for any girl than the youth 
who never earned a dollar in his life, 
who neither knows how to make 
money nor save it and whose one 
star performance and claim to recog­
nition consists in having been born 
the son of a rich man.

It is one of the queerest things on 
earth why so many American parents 
seem to have such a horror of their 
children ever being brought into ac­
tual contact with the practical side 
of life. Ninety-nine times out of a 
hundred Maud’s wealthy father be­
gan life as a poor boy. He clerked 
for somebody, he saved up a little 
money and got an interest in a busi­
ness for himself; he married the girl 
he loved and they went to house­
keeping in a humble cottage on a 
back street, where his wife helped 
him economize and work and they 
were happy as happy could be. It 
was an experience out of which they 
brought nothing but good, but the 
very idea that Maud should go 
through it is appalling to Maud’s fa­
ther, who sets up a kind of diamond 
sunburst and opera-box standard for 
her suitors and expects them to 
either put up or shut up.

So he turns a cold and unfriendly 
eye on Henry Adolphus, who mod­
estly tells 'him that he has a good

situation, with a chance of being tak­
en into the firm in a year or two, 
and sternly remarks that when he 
married he was able to support his 
wife in the style in which she had 
been accustomed to live. He forgets 
that he took his bride to a cottage, 
while he expects Henry Adolphus to 
install Maud irl a fine mansion. He 
forgets that his wife, in their early 
days, did her own cooking and made 
her own frocks, while he demands 
that Maud’s husband shall provide 
her with a retinue of servants and 
millinery from Paris. Henry Adol­
phus might well pluck up heart of 
grace, and say that while he can not 
support Mai|d yet awhile in the style 
in which she is now accustomed to 
live, he can support her just as well |
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as the father did her mother in their 
young days.

It is not to be denied that the 
parental attitude towards poor Henry 
Adolphus is pretty hard on Maud 
and enormously increases her chances 
of being an old maid. If she is not 
to marry, except in defiance of her 
family, any man who can not pro­
vide her with all the luxuries to 
which she has been accustomed, it 
narrows down her chances to a few 
gilded youths who have been fortu­
nate enough to inherit money and, 
alas, there are never enough of these 
in any community to go around. 
Moreover, such is the inconsistency 
of fortune, it frequently happens that 
Maud, who bestowed her hand upon 
young Dives in her youth, because 
he could give her the truffles and 
champagne to which she was ac­
customed, finds by middle life that 
he is quite unable to give her 'plain 
bread and butter, while Henry Adol­
phus has reached that pitch of suc­
cess in business that he could feed 
his family on humming birds’ tongues 
and peacock brains, if they happened 
to relish those dainties. This is not 
a phase of the subject that Maud’s 
father considers very often, but it 
happens so frequently that the choice 
in marrying a rich young man or a 
poor, hard-working young man al­
most reduces itself to the question 
of whether you would rather be well 
off while you were young or have 
plenty and comfort for middle life 
and old age, and before Henry Adol­
phus is sent about his business it is 
just as well to try to solve this co­
il tin drum.

Maud's father says, and truly, that 
he has nothing but her happiness at 
heart. He believes that she will be 
perfectly miserable living in less 
style, with fewer clothes and plainer 
surroundings than she is accustomed 
to. That depends on Maud. If she 
is the kind of girl whose heart is 
cut on the bias and frilled in the 
middle and whose soul will go to 
Paris when she dies she will never 
be indiscreet enough to fall in love 
with a man who is not strictly eligi­
ble from a worldly point of view. 
She is just as incapable of adoring a 
man without a big bank account as 
she would be of falling in love with a 
man without a nose. But the girl 
whose true heart beats just as faith­
fully and warmly under velvet as it 
would under linsey-woolsey; whose 
eyes, unblinded by wealth and fash­
ion, are keen to see the man and 
not the position, and who is will­
ing to exchange a few of the trap­
pings that money can buy for good, 
honest love and respect, knows what 
she is about when she picks out her 
own particular Henry Adolphus and 
refers him to papa. And papa makes 
the mistake of his life if he refuses 
his blessing for no other reason than 
because the suitor can not support 
Maud in the style in which she is 
accustomed to live.

There is, also, this other point of 
view, that if Maud’s father has raised 
her with such luxurious tastes that 
she can not be happy on the income 
that an ordinarily successful man can 
offer her, it is nothing but common 
fairness for her fond and foolish

parent to provide her with a dowry 
that will offset her demand for frills. 
That is one way around the ques­
tion and certainly quite as just as 
to expect the young man to be able 
to humor the unreasonable extrava­
gance and wastefulness in which the 
daughters of so many rich parents 
are reared As it is, the average
worthy young man is apt to fight 
shy of the rich girl. The idea of 
breaking into a family where you 
are not desired because you are poor 
is not alluring, neither is it consoling 
to feel that your wife will be con­
sidered a martyr for marrying you. 
The modern father must adopt a 
kinder attitude if he does not want 
to be left with a lot of old maid 
daughters on his hands.

Dorothy Dix.

Alcohol Against Gasoline.
The alcohol engine is an engine of 

the future. Prof. Elihu Thompson 
thinks it ideal for farm machinery. As 
a fuel for the operation of small or 
moderate capacity installed plants al­
cohol undoubtedly will find extended 
application. As such plants will run 
for a number of hours at least after 
starting, the question of preliminary 
heating of the vaporizer will not 
constitute a disadvantage of any 
moment. The preheating can be ac­
complished in a minute or two with­
out any risk by separately heating a 
mass of metal, as by an alcohol torch, 
and placing it in contact with the 
metal of the vaporizer itself. There 
is at present a field for the applica­
tion of alcohol engines in such places 
as Cuba, which already possesses 
cheap alcohol fuel, these engines oft­
en being employed for driving dy­
namos for lighting or power trans­
mission upon plantations, or upon 
country estates. And it can be ex­
pected that as soon as the condi­
tions are such that the price of al­
cohol in the United States is brought 
down to a figure as low as that of 
gasoline in any section a great open­
ing for the use of alcohol engines 
will be made. It doubtless will take 
two, three, or more years before the 
organization or arrangement for the 
production and distribution of the de­
natured alcohol is sufficiently perfect­
ed to give us the product at a price 
which will compete with that of 
gasoline in the denser populous dis­
tricts, where the methods of distri­
bution of the oil products already 
are in a high state of development. 
But in the sparsely settled regions, 
where gasoline is high priced, it 
should not be long before denatured 
alcohol can compete.

How To Acquire a Vocabulary.
A man is judged as much by how 

he says a thing as by wbat he says. 
The proper use of the language will 
give you a certain distinction as well 
as a certain self-satisfaction. A man, 
to be fully equipped, must be able to 
express himself easily and accurately 
in both speaking and writing.

The habit of swearing has had 
something to do with lessening the 
majority of men’s vocabularies. Did 
you ever notice that a great many 
men can not tell a funny story with- 

!°ut repeating certain oaths continual­
ly? These men use these oaths from

habit formed by a lack of vocabu­
lary, a lack of descriptive adjectives.

A vocabulary is a necessity and it 
is acquired easily. The first requi­
site step is to carry a vest pocket dic­
tionary.

When you read a news item on the 
train and come upon an unfamiliar 
word take out your dictionary and 
look it up. It will surprise you how 
easily you will gather in expressive 
words in this manner.

When you look up the word check 
it off with your pencil, think of it a 
moment, fix it in your mind. The 
check mark is to show you that the 
word has been looked up once; if you 
look it up again the check will stand 
there accusingly and will prove a 
stimulus to the memory. You will 
be surprised at the number of check­
marks your little book will contain 
at the end of the month if you sys­
tematically look up each word that 
you do not know.

When you are at home, reading, 
do the same. When you hear a man 
use a new word, look it up, and in a 
short time you seldom will have oc­
casion to use your dictionary.

Whenever you write a letter prac­
tice on your new words. The only 
way to get a command of language 
is to practice, to use it, to make a 
sort of side line of it.

Robert Carlton Brown.

The hope of the race depends on 
our hopes for the race.

The saddest thing in this world is 
a self-satisfied soul.

M ica Axle G rease
Reduces friction to a minimum. It 
saves wear and tear of wagon and 
harness. It saves horse energy. It 
increases horse power. Put up in 
i and 3 lb. tin boxes, io , 15 and 35 
lb. buckets and kegs, half barrels 
and barrels.

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

Standard Oil Co.
Grand Rapids, Mich.

CHILD, HULSWIT & CO.
IN C O R P O R A T E D .

B A N K E R S

G AS S E C U R IT IE S
---------------------------  D E A L E R S  IN  ---------------------------

S T O C K S  A N D  B O N D S
S P E C IA L  D E P A R T M E N T  D E A L IN G  
IN  B A N K  A N D  IN D U S T R IA L  S T O C K S  
A N D  B O N D S  O F  W E S T E R N  M IC H IG A N .

O R D E R S  E X E C U T E D  FO R  L IS T E D  
S E C U R IT IE S .

C IT IZ E N S  1 9 9 9  B E LL A 2 A

411 M IC H IG A N  T R U S T  B U IL D IN G . 
G R A N D  R A P I D S

D E T R O IT O F F I C E , P E N O B S C O T  BUILDINQ

Pure Apple Cider Vinegar
Absolutely Pure Made From Apples

Not Artificially Colored

Guaranteed to meet the requirements of the food la w s  

of Michigan, Indiana, Ohio and other states 

Sold through the Wholesale Grocery Trade

Williams Bros. Co., Manufacturers
Detroit, Michigan

The Sign of Q uality
A Call in the Night

FIRE! POLICE!
^  Lift the receiver from the hook and tell 

the operator.

▼  Exclusive Feature— We Have Others

Let us call and explain. Main 330 or a postal card. W e will 
do the rest.

À
l o n g

distance

telephone
L

Michigan State Telephone Company
C. E. WILDE, District Manager Grand Rapids, Mich.
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SIGNING CONTRACTS.

How a Little Trick May Ruin a 
Merchant.

An advance thought or two along 
preventive lines is invariably worth 
much more than a volume of wise 
after digestion of a subject.

The cold, hard religion of business 
contemplates the man as so much 
dough to be kneaded, gently or 
roughly, this way or that, by one 
process or another, unil dry and 
scadless.

The bunko artist is the fanatic of 
this religion.

The bunko artist’s greenest pas­
tures are among the ranks of the 
inexperienced. Any. at all likely to 
“tumble to the racket” are given a 
wide berth. They pick their geese 
by a special wisdom, and when the 
game has come off the mold of the 
whole transaction has such a polish­
ed surface as to easily shed the best 
of arguments. Often the victim does 
not know he has been bunkoed un­
til apprised of the fact by others, and, 
as likely as not, even then he doe;-, 
tot believe it.

A  big per cent, of all schemes now­
adays is done per means of business 
papers such as contracts, agreements, 
eases, notes, etc., and the working 
ind middle classes are the greatest 
sufferers. The business papers or 
documents do not fall in their lines 
often, and the bunko artist takes ad­
vantage of the fact. Your bunko ar­
tist no longer need come along as 
a criminal and a stranger. He now 
serenely can trot along in friendly 
guise. He finds the cloak of legiti­
mate endeavor a handy one.

The greatest care should be exer­
cised in the signing of business pa­
pers. Nothing should be taken for 
granted, except the one fact that a 
heap of trouble may be tied up in 
the most innocent looking paper, and 
that your signature appended will 
set it brewing. Remember that 
“ haste makes waste” maxim. Take 
the paper over to the radiator and di­
gest its contents carefully. If there 
is anything in the language that you 
do not understand, and you are not a 
resident of the city, take it to the 
next best lawyer you can find and 
have him help you with it. The Eng­
lish language.is not perfect, and oft­
en lends itself to misconstruction. Do 
not be influenced to a sense of se­
curity by an insinuating or soft spok­
en voice. Remember that the cat be­
fore it makes its spring will tread 
softly. Nor let the grandeur of the 
place awe you. Craft would be 
more apt to lurk in manble halls than 
in the more simple abodes.

There are many lines of business, 
indeed, that carry features which with 
the loose moral manager readily are 
adapted to the bunko tactics— chief 
among them, all ventures where the 
customer’s signature is required as a 
part of the plan, such as installment 
and subscription lines, real estate, 
etc.

One piano concern is getting rich 
quick by the aid of one of these bun­
ko schemes.

Their plan is simplicity itself. They 
merely leave their piano with the 
prospective victim “absolutely free for 
six months for advertising purposes,

in order to get the name of our 
piano very thoroughly before your 
friends.” Nothing is said of any sale 
except in a little fine print note at the 
bottom of the blank, which, of 
course, is immaterial, because it is 
bracketed. Anyway, nine out of ten 
of the victims pass it without notice. 
It reads: “ In the event of a change 
of management of this company be­
fore the lapse of the six months the 
transaction shall be regarded in the 
light of a sale at the list price of 
$— , in monthly payments of $10 each 
until paid,” Whether or not any 
changes of management actually take 
place is doubtful. At any rate when 
the next agent subsequently calls the 
lady of the house is politely informed 
that there has been such a change, 
and the clause is enforced, and then 
a really binding paper is given her 
to sign.

A small merchant of my acquaint­
ance was swindled by a piano con­
cern, too, only in a little different 
manner. He actually wanted a piano, 
but, being of an economical turn of 
mind and having in his little shop 
many nice goods which even piano 
people stand in daily need of, he 
thought to consummate the deal on 
a trade basis. So as not to get tan­
gled up with irresponsible agents he 
went direct to headquarters. While 
not customary, exceptions were some­
times made and the trade proposi­
tion was agreed to. Then the paper 
was written out. It read, the vital 
part of it: “Twenty-five dollars to 
be paid down, $10 each month there­
after until paid.”

“But you fail to make any men­
tion of the trade agreement,” spoke 
up my acquaintance as he glanced at 
the paper.

“Oh, that isn’t necessary. Our word 
is good.”

“ But I’d rather have it on. I think 
it’s business.”

“All right.” And with that the man­
ager again took the paper and inter­
lined the following: “To be paid in 
trade if desired.”

Everything now seemed all straight 
to the buyer and he signed the paper, 
and a few days later delivered goods 
from his little store- to the amount of 
$25 in liquidation of the first pay­
ment, which were accepted. But that 
was his first and last trade payment.

He was informed that he had | 
grasped the wrong idea of the matter 
entirely. That only the first pay­
ment was to be accepted in trade. 
However, the contract would speak 
for itself— and so it did. The little 
reference mark to the interlined mat­
ter had been so placed as to make 
the paper read: “Twenty-five dollars 
to be paid down— to be paid in trade 
if desired. Ten dollars each month 
thereafter until paid.” Of course the 
man had to pony up after that regu­
larly every month.. If the little refer­
ence mark had been on the other side 
of the period he would have been 
safe. Some people may call this sell­
ing goods, but I call it swindle.

Many are bunkoed daily by real es­
tate agents per means of preliminary 
papers (called memoranda by some) 
and other tricks. Sign no prelimin­
ary papers. In many cases it is like 
signing a lease in blank. Wait for

the lease, and read it carefully be­
fore signing. Have everything stipu­
lated for and agreed to by the agent 
put down in it in plain intelligent 
writing. Accept no verbal assur­
ances. Then have the agent make 
you an exact copy and let him sign 
it. There are cases on record in 
many courts where altered leases 
were the principal bone of conten­
tion.

Sometimes there is a comical turn 
to these bunko tricks.

The place was in one of the Eastern 
States and was called Coal Chutes. 
The man who owned the chutes also 
owned the store and the town, which 
was small. Along comes a dapper 
coal chutes salesman with a desire 
to sell some coal chutes. No go. The 
chute man couldn’t see it that way— 
wasn’t in the market. Thought the 
old chutes were good enough.

Then the drummer became angry 
and decide to play even. He offered 
to buy the whole town.

“What’ll you take for the whole 
shootin’ match— that is, all exceptin’ 
the chutes?”

“Twenty-five thousand dollars.”
“Good.”
The deed was made out and a note 

drawn up, and both ‘ signed and put 
away, the one in the chute man’s 
safe, the other in the drummer’s 
pocket. A few weeks later the chute 
man was surprised to see a lot of 
brand new chutes unloaded at the de­
pot. They were consigned to his 
name— C. Jones.

“ Confound them— trying to work 
me, are they!”

Correspondence followed.

I t  would be too  bad to d eco ­
ra te  your home in the ordi­
nary w a y when you can  w ith

T h e  S a n i t a r y  W a ll  C o a t in g
secure simply w onderful re- ' 
suits in a w onderfully simple 
manner. WriteSCus or ask 
lo cal dealer.

Alabastine Co.
Grand Rapids, Mich.

New York City

My Personally Conducted Sale 

Will Help You
If you wish to increase your business.
If you wish to reduce your stock.
If you want to get on a cash basis.
If you want to get out of debt.
If you want to quit business.
If you want more cash, no slow sell­

ing goods and more trade, my work 
and methods insure successful re­
sults at any time of year.

B. H. C om stock, Sales Specialist
93 3  M ich . T ru st B ld g .

ORAND R A P ID S, MICHIOAN

Why Do You Hold Special Sales?
Almost every progressive grocer finds it necessary to advertise 

special prices on a line of leaders now and then, or to hold a “ rummage 
sale,”  or something of the sort.

They are good things in their way, but why do you use them?
It isn’t to hold the trade you already have. No need to advertise a 

special sale to keep them coming.
Why, then?'
Because you hope to attract people to the store who are not cus­

tomers of yours and make customers out of them. To do this you are will­
ing to sell them a few things at cost or little more.

And you’re right. Every new customer means a valuable asset 
added to the business.

Suppose there was a way by which you could gain additional customers 
not only without cost to yourself but with a better profit on each sale. 

You’d be interested, wouldn’t you?
There is such a way, and it is called

American Slicing Machine
It will give you control of all the sliced meat trade of your locality. 
You can give your customers absolutely even slices and more of them. 
It will stamp your store as progressive and up-to-date.
Proof is yours for the asking.

American Slicing Machine Co. 725 Cambridge Block, Chicago
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A few days later the note was tak­

en from the safe and carefully scru­
tinized.

Here is how the note read:
“Coal Chutes, Oct. 14, 190— For 

value received I promise to pay to 
C. Jones or order in Coal Chutes, 
thirty days from date, the sum of $25,- 
000). Jones pays the freight,” etc. 
Ihis latter, at the time of making the 
note, was added only in the nature of 
a joke, but it didn’t look much like a 
joke in the light of subsequent inter­
pretation of the note.

Jones saw that he was in for it, and 
rather than see his nice little property 
go for a lot of coal chutes he decided 
to arbitrate the matter. A compro­
mise was effected. He recovered his 
deed and accepted the shipment of 
coal chutes at the regular rate and 
paid the freight, and the drummer 
regained his note.

The above isn’t quite as rich as the 
case of the farmer’s note to the rain­
maker down in Kansas during the 
rainmaking craze, which prudentiallv 
was written “to be paid, rain or 
shine” and on a slight amendment 
by the latter made “in rain or shine,” 
and so subsequently paid, it is claim­
ed. but it will do.

One can not exercise too great a 
care where important papers are con­
cerned. C. D. Romero.

Church Built from One Tree.
A large Baptist church that stands 

in the city of Santa Rosa, Cal., en­
joys the distinction of having been 
constructed entirely from a single 
tree. Of course, that includes the 
woodwork of the structure. The tree 
from which the timbers, lumber and 
shingles were cut was a giant Cali­
fornia redwood. A considerable 
quantity of the lumber was left over 
after the church building was com­
pleted. This building has a spire sev­
enty feet high; an audience room 
capable of seating 300; a parlor capa­
ble of seating eighty; a pastor’s study 
14x20 feet, a vestibule and toilet room. 
The building is 35x80 feet. There are 
not many buildings in the country all 
the timber of which came from a sin­
gle tree.

The man who says he will be guid­
ed by the voice of conscience often 
means that he is listening to a 
phonograph record of his desires.

He who can not learn has ceased 
to live.

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

by Graft.
Too often the house is bled by 

those within its trust. Too often the 
man for whose services adequate 
payment is made, and who is sup­
posed at every turn to be watchful 
of his employer’s good, is reaping ill 
gotten gains by receiving what he 
terms his legitimate “commission” 
on the side.

A man versed in all the arts and 
requirements of printing bought out 
a house which had enjoyed a large 
business for years, but which had 
netted small profits, indeed.

From all outward appearances the 
business was a paying one Auditors 
who examined the books spoke highly 
of its promising future. Yet there 
seemed to be a leak somewhere. The 
new proprietor, by close comparison, 
found that supplies in certain depart­
ments were costing far too much. He 
went to the seat of the matter, and 
to his own satisfaction determined 
that the trusted buyer was receiving 
rebates from a firm selling thousands 
of dollars’ worth of supplies to the 
concern annually.

He immediately relieved the buyer 
of his job and put a man in his place 
in whom he had implicit confidence. 
The new man was instructed to ascer­
tain the truth of the head’s suspicions 
if possible.

An agent of the manufacturing firm 
shortly came around and the new 
buyer was given a proposition similar 
to the one the former man had been 
working under. He turned the offer 
down and acquainted his employer 
with the entire facts.

The employer then communicated 
with the house to the effect that he 
refused to deal with a firm exercis­
ing such methods. He told them 
tersely that he was paying the men 
who worked under him what was 
agreed between them as man and man 
as sufficient salaries for their services, 
and as they could rebate the buyer, 
he was plainly paying too much for 
what he was getting from them.

He closed with the statement that 
if there were any rebate it should go 
to the house and not personally to 

1 an employe of the house. But as he 
j could not trust them to treat him 
with honesty after his experience he 
canceled all orders and absolutely 
would refrain from ever giving them 
another.

His word has conscientiously been

kept. The -wholesalers have lost 
thousands of dollars in trade and he 
has set a precedent which, if follow­
ed by other firms throughout the 
country, will go far toward the stamp­
ing out of commercial graft so prev­
alent in all lines of trade at the pres­
ent time. Lester B. Colby.

Man’s Life Is Cut Too Short.
What is the matter with man? 

March Phillips points out that there 
is this peculiarity in the condition 
of man, as compared with the other 
mammalia, that his life is shorter now 
than by analogy it ought to be. In 
other animals the period of growth is 
about one-tenth to one-fifteenth of 
the whole life. The lion, which is 
full grown at 5> lives for seventy or 
eighty years. The dog, full grown

at 18 months, is as old at 15 as a 
man at 80. Man, living as long as the 
lion, is not .full grown until 20. The 
same proportion would give man 
from 320 to 400 years. Thus his phy­
sical life is not in this respect the 
normal life. It is cut exceedingly 
short, and its brevity points to some 
primal failure of vigor— to the pres­
ence of some non-natural— that is, 
some diseased— condition sapping his 
vitality. Prof. Virchow notes that 
if we gather together the whole sum 
of the fossil men hitherto known and 
put them parallel with those of the 
present time we decidedly can pro­
nounce there are among living men 
a much greater number of individ­
uals who show a relatively inferior 
type, than among the fossils known 
of to this time.

It’s a Pleasure to Sell Oil
The Bowser Self-Measur­

ing, Self-Computing Oil tank 
makes it a positive pleasure 
to sell oil. W hy? Because 
it is convenient. Just a few 
steps to the pump, one sim­
ple stroke and the can is 
filled. It’s just as easy as 
selling a package of break­
fast food. Because it is clean. 
All the oil is kept where it 
belongs, in the tank or in the 
customer’s can. Because it 
is safe No danger of fire or 
explosion. Because it is 
economical. It pays for it­
self in one year by its own 
saving of time, labor and oil.

If you handle oil with the old style tank, you can realize 
what the Bowser gives you. Catalog M tells more about the 
Bowser. Send for it today.

S. F. Bowser & Co., Inc.
Fort Wayne, Indiana

If you have an old Bowser and want a new one, write us for our liberal ex change offer.
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CAUSES OF FAILURE.

Reasons Why Some Retailers Fail 
To Succeed.

Criticism is valuable from the out­
sider because it is well known that 
the outsider sees most of the game. 
Much criticism is captious, trivial 
and worthless; but such can not be 
said of the utterances of the large 
wholesalers. These firms are inter­
ested in the welfare of the small 
retailer; they want to help him. If 
he be honest they do help him. Again 
and again when a worthy storekeeper 
in a small town is straining his 
credit, more often than not he gets 
the benefit of the doubt as to whether 
it is advisable to give him more time, 
or let him have another bill of goods 
on thirty or sixty days when he has­
n’t paid for his last one.

But none the less his faults are 
studied by the wholesalers, who often 
drop many thousands of dollars in a 
few months because of them. One of 
the largest wholesalers in Chicago 
tabulated for the writer the reason--' j 
why retailers fail. They are given 
as follows:

Insufficient knowledge of the real 
value of merchandise.

No inborn trading instinct.
Extravagance, i. e., no natural gift 

of economy.
Reckless price cutting.
Poor advertising.
Lack of neatness, order and attrac­

tive display.
Inattentive, incompetent help.
Failure to include all fixed charges 

in figuring the costs, such as freight, 
drayage, rent, insurance, salaries, 
operating expenses, etc.

To the reasons mentioned above 
must be added the failure of many 
retailers to turn ovef their stock 
quickly.

Nearly all the big wholesalers in 
Chicago admitted that modern con­
ditions demand a quick turnover of 
stock. One sales manager stated his 
views as follows:

“ It stands to common sense that if 
a woman goes into a country store 
and sees some goods which have just 
arrived, neat, fresh, fashionable and 
tempting, she will be unable to re­
sist buying them if she has the nec­
essary money to make a purchase. It 
pays a storekeeper to buy frequent­
ly new goods in small quantities— the 
oftener the better.

“The clerks get tired of looking 
at shopworn goods, which have been 
in the establishment many months, 
not to mention the feelings of the 
customers. It does not pay to buy 
stocks of goods which can not be 
sold readily. It is far better to make 
a small profit three times in six 
months than one large profit in that 
time. But, of course, if a man ties 
up all his money in a big purchase of 
goods which go slowly at a large 
profit he is not in a position to do 
this.”

The small retailer can take a leaf 
out of the big Chicago stores to ad­
vantage. Everlastingly the big stores 
tempt the appetite of the people with 
goods of the latest styles. When 
goods get a little shopworn or a 
trifle out of date there is nothing 
surer than that the knife is unspar- 
ingly used to cut prices to a point

which will force the undesirable 
stock out of the store. People who 
doubt the genuineness of the big 
sales do not realize the fact that there 
are reasons for making bargain 
prices— not fictitious trumpery rea­
sons, but honest, logical reasons

Wholesalers are of opinion that 
the majority of small storekeepers 
do not know how to “merchandise.” 
By “merchandising,” of course, is 
meant the fixing of prices at a level 
which will cover all expenses and 
charges and leave a fair -margin of 
profit for the merchant.

The sales manager for a big job­
bing house stated that forty out of a 
hundred retailers forget to figure in 
the selling price of an article a per­
centage which will cover the loss they 
make when they sell the portion of 
the goods which becomes out of date 
or shopworn.

The advertising of most retailers, 
it is admitted, is at least roo per cent, 
better than it was a few years ago. 
The main fault with the country ad­
vertiser is that his publicity is apt 
to be unsystematic.

One of the best known wholesale 
clothing firms in the country, who 
maintain a special advertising serv­
ice for the retailer, expressed its 
views as follows:

“From the standpoint of publicity 
the reason why so many retail cloth­
iers do not do more business is be­
cause they have no pre-arranged plan 
for putting out their advertising. It is 
too often a hand to mouth game.

“It stands to common sense that if 
a retailer outlines a campaign his ef­
forts will be much more likely to bear 
fruit, because they have been ma­
tured by careful study and close 
thought as to the best course of ac­
tion. It is foolish to rush into print 
on a decision based on the impulse 
of a moment.

“When business is good in sea­
son a great many retailers figure they 
do not need to advertise. When trade 
is dull .they say, “Nobody will buy. 
anyway, so what’s the use of adver­
tising?’ A great many of them have 
one or two big, flaring announce­
ments during the season and then 
forget all about publicity.

“Want of steady, judicious adver­
tising often causes retailers to have 
a much larger stock of goods on hand 
than ’’is necessary. Frequently they 
make a large loss through selling 
‘late season’ stock at a forced sale.”

From y2 to 5 per cent, is the usual 
percentage of money expended by 
county retail stores for publicity. 
Generally, however, it ranges from 2 
to 3 per cent, with the majority.

The amount of science and system 
infused into the publicity of a large 
Chicago store may be gauged from 
the following statement made by the 
head of their advertising department:

“We aim to reduce advertising to 
an exact science. Every morning I 
have laid on my desk a report of the 
sales of each department for the pre­
ceding day. This indicates just what 
results have accrued from the adver­
tising put out. The report in ques­
tion also gives the sales for three 
years back of corresponding days for 
the same month.

(‘I Jenp\y exactly what amount of

money it costs to sell certain lines. A 
man is employed to do nothing else 
but figure up the space it costs to 
advertise distinctive lines. And when 
goods are costing more than a cer­
tain percentage to sell there’s a row 
about it. It’s evident there’s some­
thing wrong. We never reckon to 
spend more than 4 per cent, to sell 
any staple goods through publicity.

“I am advised when goods have 
been purchased, when they arrive 
and their cost. I get exact reports 
on the amount spent in salaries, in 
‘dead help,’ rent, etc. I know the 
stocks of different goods on hand, 
whether or not they are getting out 
of date; also reports on what C. O. 
D.’s are returned are furnished me. 
All this is done so that I may work 
with the clearest light possible.”

It will be seen from the foregoing 
that advertising is reckoned as a kind 
of motive power essential to drive 
the machine of business, but an un­
necessary amount of steam is not 
turned on. No large up to date Chi­
cago retailer dreams of doing with­
out advertising, but he uses it in a 
systematic way. He harnesses it to 
practical problems. He does not ex­
pect it to do any “Aladdin like” feats, 
which is not true of many small re­
tailers.

In the final analysis as to why 
most retailers fail, the universal opin­
ion of the big wholesalers of Chi­
cago is that the retailer does not 
know how to buy.

This opinion was confirmed by a 
man who has had twenty years of 
experience in studying the causes of 
failure among retailers. Request was 
made that the name of his firm be 
withheld. If it were given it would 

| be recognized as a concern known 
in the uttermost parts of the earth 
as an authority on firms’ ratings and 
causes of failures. The statement 
made was:

“In twenty years’ experience with 
my firm I have had occasion to 
study the different routes to failure 
which the unfortunate retailer often 
travels. Frequently hard pressed by 
competition in his own district, his 
perplexities are not lessened by the 
seductive wiles practiced by the as­
tute mail order merchant to get busi­
ness.

“I know there are many books on 
selling. I have wondered why there 
are not more on buying. In my ex­
perience I have noticed that among 
retailers more failures have been 
caused through want of skill in buy­
ing than through any other reason.

“Generally the dealer overstocks 
himself. Again he frequently pays 
good prices for goods of inferior 
quality. This is due to the lack of 
moral courage on the part of the re­
tailer to withstand the onslaught of 
the traveling man and be able to say 
‘No‘ more often.

“When the retailer engages in con­
versation with the salesman he wants 
to have all his wits about him. The 
retailer should remember that often 
his own interests do not correspond 
with those of the salesman, and he 
should be chary about being rushed 
into  ̂placing an order without due 
consideration as to how long it will 
take him to dispose of the goods,

whether they are well worth the 
money, and what profit he will get 
out of the transaction.

“In the grocery line especially I 
have known for a fact that many fail­
ures have been due to the retailer 
buying a lot of canned goods which 
were slow sellers— although bought 
at a low figure. At a forced sale these 
goods realized next to nothing.

“The retailer should fight the mail 
order man by stealing his thunder 
and also -offer leaders. He should use 
clever advertising, even if it costs a 
little to buy the use of good adver­
tising brains. There is one vital 
truth the storekeeper always should 
remember— a store is made attractive 
to the general public by the number 
of bargains to be found in it. Espe­
cially is this true of the feminine ele­
ment. No up to date merchant ex­
pects to make a good profit on every­
thing he sells. Occasional selling 
below cost is the price he pays for 
getting new trade and making firm 
friends.”

The following point will bear em­
phasis: “You can’t sell goods un­
less you get people into your store. 
How is the retailer going to get a 
crowd into his store unless he makes 
offers which will be interesting?” 

George Brett.

How Fins Became Fingers.
“A fish out of water” sometimes 

is in his element The hopping 
gobies can leave the sea and habit­
ually skip along the shore in pursuit 
of insects and mollusks; the climb­
ing perch can exist for days out of 
water, and even is said to climb palm 
trees, while the aerial flights of the 
flying fish are known to all. These 
exceptions to the ordinary habits of 
fishes are not merely of individual 
interest but help us materially to. 
realize the analogous but more suc­
cessful struggle to invade the land 
which occurred long ago in precar- 
boniferous ages on the part of the 
cruder fishes of those distant times. 
The radical organic changes resulting 
from this invasion of terra firma and 
the atmosphere were twofold-— first, 
in respiration; breathing by the gills 
was exchanged for breathing by 
lungs; and, second, in locomotion; 
fins were superseded by five fingered 
jointed limbs. The fore fin of the 
hopping gobies has developed a dis­
tinct elbow joint.

Farmers Are Moving To Canada.
Is all the world going to Canada? 

In 1906 it is estimated that 35,000 
settlers located in Canada, all from 
the three States of North and South 
Dakota and Minnesota. Twenty 
thousand more left Iowa for the same 
purpose. The indications point to an 
equally large immigration this year. 
Pioneer farmers of the two Dakotas 
and Minnesota, with a fair sprin­
kling from Iowa, Wisconsin and Illi­
nois, either have sold their belong­
ings or placed them on the market 
for the purpose of migrating to the 
Canadian Northwest. They relin­
quish land at $30, $40 and $50 per acre 
in order to acquire a holding across 
the border. They are the sort of 
men that have made the Northwest­
ern States prosper.
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Lyon Brothers 
Set» the Pace

for low price on reliable merchandise.

Practically every merchant in the United States knows it.

The fact is again convincingly demonstrated in our large 
1 Spring Catalogue which is now ready.

Notwithstanding the prevailing high market conditions 

we have hammered every price down to a point that will 

surprise you.

| W e are offering right in season lines at practically man­

ufacturer’s cost today.

You need the price protection this catalogue gives you.

Write for it today.

Sent free to merchants only on application.

LYON BROTHERS
Chicago, Ol.

Madison, Market and Monroe Streets

W holesalers o f General Merchandise W e Sell to  Dealers Only
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Disposing of Odd Lots in the Chil­
dren’s Department.

The accumulations of odds and 
ends in clothing departments, par­
ticularly in the boys’ and children’s 
department, where odd lots accumu­
late oftener, has kept my mind busy 
trying to devise a way by which 
there should be less or no accumula­
tions. I found that the P. M. alone 
was not instrumental in disposing of 
all, for a salesman would naturally 
sell from a lot where he had more 
than one size to show. I studied th is  
thoroughly and finally came to the, 
conclusion to make it more interest­
ing to the salesman, and I think T 
have solved the problem by which a 
clothing stock can be kept from ac­
cumulating odd garments.

The idea is simply giving a sales­
man credit when selling the last of a 
lot. Twice a year— at the end of 
each season— the salesman that clos­
ed out the most lots would receive 
a cash bonus, the second highest 
would receive a less amount, etc. All 
odd garments I marked O. D. This 
is a big help on a busy day, when 
the stock is upset. The salesmen 
were kept in ignorance of each 
other’s standing, consequently none 
lost interest, all worked hard to be 
first at the end.

This may seem too much red tape 
to some of your readers, but I am 
working it very systematically with 
good results, and not nearly as much 
confusion as I at first anticipated.

The salesmen manifested more in­
terest than I expected, not so much 
for the cash bonuses, but to be ahead 
of the other fellow.

Since adopting this system I have 
a cleaner stock than in the whole his­
tory of the department.

The above plan is a competitive 
test of good salesmanship. There is 
bound to be rivalry wherever men 
who are doing the same work are 
gathered together under one head 
and in the same organization. It may 
be a friendly or a bitter rivalry, but 
if the men are men of ambition, 
push, desire to forge ahead, rivalry 
of some kind there is bound to be. 
This is the true secret of the success 
of this arrangement. It puts every 
salesman, willy nilly, into a contest 
and thus appeals to his pride.

There is one great drawback, how­
ever, which almost any department 
bead will at once place his finger on: 
It is the payment of the bonus at 
the end of the season. It may be 
maintained that such delay serves 
rather to sustain than to deaden in­
terest and this is certainly a plausi­
ble view. The longer a contest is 
protracted the greater the honor that 
falls to the winner. Nevertheless to 
the clothing salesman a bird in the 
hand is worth twelve in the bush. 
The fat bonus at the end of a season 
may look very alluring but the two 
or three dollars, much needed, at 
the end of the week are, according to

some clothing men, a much surer 
incentive.

A frequent mode of operation in 
many big stores is to double P. M.’s 
on merchandise which it is desirable 
to close out quickly. Every Tues­
day, for instance, the salesmen go 
through the stock and take there­
from odd lots or odd garments that 
have accumulated during the preced­
ing week. On every coat and vest 
is marked the trousers size or sizes 
if there is more than one pair. Tihe 
entire lot is then placed on a table 
known as the “odd table” and sales­
men who dispose of such garments 
are given double premiums. This 
method is in vogue in at least two 
of the large Western department 
stores and has been found “to work 
like a charm,” as one buyer 
phrases it.

If buying and selling were perfect­
ly regulated odd lots of troublesome 
sizes ought not to be left on hand 
at the end of a season. That is, of 
course, an ideal condition and seldom 
happens, although it is surprising 
what judgment, combined with skill­
ful salesmanship and a thorough 
study of one’s trade, can accomplish 
in keeping stocks of clothing cleaned 
out. The buyer of one of the best 
known boys’ departments in the 
country does not rely on premiums 
to keep his stock free from broken 
lots. His method is to cut prices and 
advertise the truth about his goods. 
He tells the reason why values are 
being given and when purchasers 
come they find more than they ex­
pected. “A small advertisement and 
the right prices never fail,” is this 
buyer’s maxim.

He does not use the P. M., be­
cause by that method he believes 
many customers get what they ought 
not to buy. For the sake of a fifty 
cent “spiff” the salesman urges 
goods upon a customer that the cus­
tomer does not want and that the 
salesman knows the customer will 
never be satisfied with. In this way 
more harm than good is apt to be 
done by the premium system.

A slower method than the above, 
but equally efficacious, is that of lot­
ting up the goods, marking an attrac­
tive price on them and displaying 
them in some conspicuous place. 
Where many persons pass through a 
store or department this little scheme 
never fails to dispose of many suits 
every day that would never be sold 
otherwise, simply because chance 
passers would not know that such 
exceptional values were being offer­
ed. Of course the whole efficacy of 
this method depends on the giving 
o freal and remarkable values.

The average store, however, finds 
the premium brings results. Other 
individual ways there doubtless are 
for disposing of accumulated lots, 
but thepayment of a quarter, a half 
or three-quarters of a dollar per suit 
or garment to salesmen who work 
down old stock is by far the com­
monest and by many considered the 
best way to do. In spite of the fact 
that a salesman may sell a suit that 
is going to bring dissatisfaction, in 
spite of the fact that the temptation 
is strengthened to “palm off” stuff

on the wrong people, the “good old 
premium” is very generally found 
satisfactory. Harry J. Bieberstein.

The subject of blindness has re­
cently been so widely discussed, in 
this State that an article by Dr. Gu- 
lick, of New York, in the current 
number of the World’s Work is pe­
culiarly timely. His argument is that 
deformities of the eye increase from 
year to year, in other words, they are 
acquired, and the school is largely 
responsible. Probably one-fourth of 
all educated people have bad eyes and 
the Doctor further maintains that the 
eye strain is responsible for a great 
many of the ills that flesh is heir to. 
In case of headache, backache, in­
terferences with digestion and nerv­
ous exhaustion not clearly traceable 
to other sources, the eye should be 
suspected and examined. Perhaps 
some day men and women will wake 
up to the fact that the human organs 
are just as worthy of watching and 
caring for as the machinery of in­
dustrial or pleasure craft.

In Toledo the other day. sauerkraut 
manufacturers from Illinois, New 
York, Michigan, Ohio, Wisconsin and 
Indiana met for the purpose of ef­
fecting a permanent organization. 
That looks very much like a trust, 
but, thank goodness, any man with a 
garden can raise enough cabbage to 
supply a whole village with that deli­
cacy.

There is a good deal of apparent 
poverty that needs your time more 
than your dime.

The “ Ideal”  Girl in 
Uniform Overalls

All the Improvements
Write for Samples

San Francisco, 

California, Crowd.
Fifteen thousand people were congre­

gated, to attend the special sale an­
nounced by Strauss & Frohman, 106- 
107-109 Post Street, San Francisco, Cal­
ifornia. Their stock was arranged, their 
advertising was composed, set np and 
distributed, and the entire sale man­
aged, advertised and conducted under 
my personal supervision and instruc­
tions. Take special notice the amount 
of territory which the crowds cover on 
Post Street. Covering entire block, 
while the sale advertised for Strauss 
Sc Frohman by the New Fork and St. 
Louis Consolidated Salvage Company Is 
located in a building with only a fifty- 
foot frontage.

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

Salvage Company.

Monopolize Your 
Business in Your City

Do you want something that will 
monopolize your -business 1 Do 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-live different retail 
clothing, dry goods and department 
stores? Do you want all of these people 
to do their buying in your store 1 Do 
you want to get this business? Do you 
want something that w ill 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 
may have overbought.

Write for free prospectus and com­
plete systems, showing you how to ad­
vertise your business; how to increase 
your cash retail receipts; how to sell 
your undesirable merchandise; a system  
scientifically drafted and drawn up to 
meet conditions embracing a combina­
tion of unparalleled methods compiled by 
the highest authorities for retail mer­
chandising and advertising, assuring 
your business a steady and healthy in­
crease; a combination of systems that 
has been endorsed by the most con­
servative leading wholesalers, trade 
journals and retail 'merchants of the 
United States.

Write for plans and particulars, mail­
ed yon absolutely free of charge. Ton 
pay nothing for this information; a sys­
tem planned and drafted to meet con­
ditions in your locality 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  
of conducting Special Sales and adver­
tising your business. All information 
absolutely free of charge. State how 
large your store is; how much stook 
yon carry; size of your town, so plans 
can be drafted up in proportion to your 
stock and your location. Address oare- 
fully:

ADAM GOLDMAN, Pres, and Gen’l Mgz

New York and S t  Louis 

Consolidated Salvage Company

Home Office, General Contracting and 
Advertising Departments,

Century Building, St. Louis, Me.

X as tern Branehi
ADAM GOLDMAN, Pres, and Gen’l Mgr. 

OT-S7B BXOADWAT,
NXW TOBX OITT.
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TALKING BUSINESS.

Too Few Understand Its Real Mean­
ing.

Everywhere in these material times 
we hear the young, the middle aged, 
the old, the lame, the halt and even 
the blind talking about that one 
standard topic:

“ Business!”
How to start in business, how to 

conduct business, what business to 
enter into, how to make a success of 
business— all ”oF it is an unfailing topic 
of interest. Why? I know of no other 
answer than that it is because so 
many people know so little about it. 
People like to hear about things of 
which they know nothing, almost as 
well as they love to talk about the 
things of which they know even 
less!

I am a junior partner in a rather 
odd line of business. There are only 
a faw firms of the kind in the United 
States, and our branch house in Aus­
tria is almost the only representaive 
of the business on the continent of 
Europe. While we are in construc­
tion work, we have no plant. Brain 
work to the maximum and operating 
forces and equipment at the mini­
mum stands for us and for our com­
petitors. A call for a contract is as 
likely to come 1,500 miles as it is 
to come from our home city. All ge­
ography looks alike to us. A $15,000 
contract is worth while; we sit up 
and take some notice if it be for 
$100,000 or over. In our work time 
is a matter often of the greatest pos­
sible import to our patrons. To 
complete a job in one month may 
mean $50,000. To complete it three 
or five days sooner may mean a bon­
us of $x,ooo a day. To fail of the 
thirty day finish may cost 11s $1,500 
a day.

This is business, is it not?
Granting that it is, our business is 

on a fixid firm basis. We have been 
turning away contracts— putting them 
off-—staving away the time at which 
we can make the initial effort 
in completing a job that we can’t see 
our way to tackling. Our bank ac­
count is worth something to one of 
the largest banks in the country. Our 
credit is unquestioned anywhere. Our 
working organization can’t be beaten. 
We are making money, and as time 
goes on we are going to make more 
and more money, for the field in 
which we operate has not been open 
at all longer than ten years, while it 
promises to remain open for 10,000 
years.

Making these statements broadly 
accurate and expecting them to be ac­
cepted as such, I have come to' a 
challenging statement which has tre­
mendous bearing **\pon the universal 
topic of business:

Not one schooled man of business 
in every ten would take over the 
business of this concern as a free 
gift and continue the business for 
sixty days!

This point which I wish to em­
phasize is that any successful busi­
ness of any magnitude is a thing of 
growth. It may be a business that is 
fifty years old or it may be a business 
of thirty days’ growth. But in what­
ever. ripening period necessary to its 
fruition as a business, it must have

had at least one man’s faith, initial 
effort, individual common sense and 
judgment and the further reassur­
ance that comes with experience that 
is proving itself from day to day.

Ten years ago not a man in Amer­
ica would have accepted the con­
tracts which long ago became to us 
the routine of business. Any month 
in the year when we have not from 
$500,000 to $2,000,000 bonded surety 
for the carrying out of our contracts 
is an exception. Men carrying out 
the detail work of our firm never 
sleep. Twenty-four hours a day for 
seven days in the week are covered 
in our pay rolls, year after year. A 
careless gang of workmen might cost 
us $1,000,000 in a night. But on the 
other hand well organized gangs 
working for the best interests of the 
firm are making us $1,000 to $1,500 
a day in bonuses. We have risks and 
we take them; but we have opportu­
nity for money making.

Considering my proposition of 
turning over the business as a gift 
to the ordinary man and finding him 
without the nerve to take it, I am 
considering human nature as I know 
it. The hardest proposition which 
one finds to-day is the search for the 
man who can be shown a safe busi­
ness venture requiring money for its 
advancement when the first returns 
promised are longer away than a fig­
urative to-morrow. Sending large 
sums of money out after more money 
is something which ordinarily does 
not enter into the various business 
deals. In the greater ventures where 
this is necessary a corporation floats 
the venture through the sale of 
stocks. Thus in a possible failure the 
losses are distributed.

To-day our concern is sending out 
small fortunes into the chance of 
business. Bonds in penalizing sums 
are required of us. More than this, 
in the nature of our work we may

execute a piece of work in such a 
manner as to leave us liable for dam­
ages to third parties. High salaries 
are the rule on our pay rolls. The 
closest study and the severest strain 
of concentration are expected of 
every man in official capacity. A su­
perintendent never knows whether he 
may go to bed at night or whether 
getting to bed he may sleep until 
morning. As for heads of the house, 
telegrams at any hour of the night 
from any section of the country may 
start them for the next train in any 
direction pointed by the compass 
needle. One of the necessities of 
these heads of the concern is a packed 
valise, filled with the necessities of 
a journey, one at the home and the 
other at the office.

Thus far, too, I have dealt only 
with those contracts that already 
have been taken by the company. Not 
all these contracts have come knock­
ing at the office door. Times have 
been when the man or men most con­
cerned in the work which we would 
undertake for them to their best in­
terests have balked at the proposi­
tion.

“It can’t" be done” frequently has 
been the answer to the agent seeking 
the opportunity.

When it is considered that men 
making these dogmatic assertions in 
the negative are men of large affairs, 
the negation becomes serious above 
the ordinary no. Campaigning some­
times is necessary and a campaign 
•of the kind runs into money- rapidly. 
To give an agent $1,000 to $5,000 and 
send him out in search of a patronage 
which exacts a million dollar bond 
for the execution of the work— if he 
can get the contract at all— suggests 
something of risk in itself. For some­
times he doesn’t get it!

Thousands of wealthy men *who 
have conducted loans and specula­
tions for themselves half their lives

are lacking in nerve to plant half their 
wealth in a solid bank, and, with a 
place on the board of directors, take 
the risks of the baniking business.

Can you find me a buyer for our 
business at 50 cents on the dollar?

His Patriotic Excuse.
As he appeared to be in a rather 

jovial mood she looked him over sus­
piciously.

“John,” she said, sternly, “you have 
taken a drink. Now own up to it like 
a man.”

“Well, Maria,” he replied, sheepish­
ly, “I did take a cocktail.”

“ You drank a cocktail! What ever 
tempted you to drink that abominable 
concoction?”

"Well, you see, it was this way, my 
dear. I remembered it was George 
Washington’s birthday, and as I 
thought of the great man I wished 
I had something to recall him more 
vividly than the mere remembrance 
of his name. So I thought of the story 
about the cherry tree and then I went 
in and ordered a cocktail just to see 
the cherry. That is the honest truth, 
Maria.”

After telling him it was a great pity 
he was not as truthful as George she 
excused him through patriotism.

Two Squabbles.
Senator Tillman was discussing a 

recent quarrel among financiers.
“Those men threw a good deal of 

mud at each other,” he said, smilling, 
“and most of the mud stuck. It was 
an interesting squabble. It reminded 
me of an incident in a Southern jail.

“There were two prisoners in this 
jail. One was in for stealing a cow. 
The other was in for stealing a watch.

“Exercising in the courtyard one 
morning the first prisoner said taunt­
ingly to the other:

“ ‘What time is it?’
“ ‘Milking time,’ was the retort.”

You have had calls for

H IN D  S A P O L IO
If you filled them, all’s well; if you 
didn’t, your rival got the order, and 
may get the customer’s entire trade.

HAND SAPOLIO Is a special toilet soap—superior to any other in countless ways—delicate 
enough for the baby’s skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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SOUGHT SUCCESS.

Story of Nine Men in Seeking a 
Fortune.

There were just nine of them 
in the beginning, but Mr. Barney 
Scherbum whipped Mr. Elizar Hop 
kins, the clerk in the New York gro­
cery, who taught the class, because 
he, Mr. Elizar Hopkins, said that 
Barney’s sister was wicked because 
she went to the masquerade dances 
at the Woodmen’s hall. Thus the 
class was reduced to eight, for Bar­
ney w'as expelled, and he put on a 
soft shirt and went up North to work 
in the woods. Later he became a 
superintendent for a big logging 
company. Also, a man. The rest of 
the class came regularly and sweet­
ly to the first two benches in the 
right hand corner of the First Meth­
odist Episcopal church of Graves- 
dale, and were horrified at Barney, 
and wore their white collars patient­
ly, and eventually they solemnly 
shook hands with the superintendent 
of the Sunday school— he who after­
wards w'as chased out of town by a 
maddened father— and went away to­
gether to the city to win fame and 
fortune.

They were all the kind of young 
men that are best described by the 
word “nice.” Now “nice,” when orig­
inally it was invented, never was in­
tended for a moment to be used in 
reference to, or association with, 
“men.” It was manufactured princi­
pally because there was need for a 
word to go well with “lingerie,” 
“Marcel wave” and “girl.” This was 
in the days when men would have 
clouted over the head anybody who 
dared to use the word in reference 
to them. Nowadays we call a young 
man “nice” and he beams all over 
and wags the tails of his form fit­
ting coat, for all the world like a 
clipped poodle being cuddled by his 
mistress. That is all our proper 
young men do. Of course there are 
improper young, men, even in this 
day, who will lose their tempers at 
the word; but we are now dealing 
with eight proper and ambitious 
young men, so the other class need 
not be considered in the least. Our 
young men were nice, emphatically 
nice.

They were what the country cor­
respondent used to call “ the pick 
and flower of the chivalry” of Graves- 
dale. There was Hugh Scanlon, son 
of the successful druggist of the 
town, and an example for all young 
men in a small town to pattern aft­
er. Then there was Clarence Mul- 
ford. Clarence’s father had sold his 
farm and retired some years before, 
as had the fathers of Eddie Spen­
cer, Dave Taylor and George Ham­
mer. In addition there was Elmer 
Johnstone and Carl Anderson, and 
last, but not least, there was Parker 
K. Weaver. Parker, it is well to men­
tion now and here, was the meanest 
young man, using the word in any 
way, who ever came out of Graves- 
dale.

If it hadn’t been for Parker K. 
there would be no story. Parker K. 
was and is the Big Smoke of the 
Eight. Parker K. was the man— is 
the man— who kept the record of the

Eight. It is through him that the 
history of the young men who came 
out of Mr. Elizar Hopkins’ Sunday 
school class in the. First Methodist 
Episcopal church in Gravesdale to 
win fame, etc., in the city came to 
light.

So we leap at one bound from 
Mr. Hopkins’ Sunday school class in 
Gravesdale to Mrs. Martin’s fashion­
able boarding house in Chicago, 
where, ten years later, we take up 
once more the destinies of the eight 
nice young men.

It was to Mrs. Martin’s fashion­
able boarding house (references re­
quired and furnished) that the young 
men went on their arrival in Chica­
go. Mrs. Martin’s is located some­
where over in that part of the North 
Side where there are no homes, few 
children and lots of boarding and 
rooming houses. Mrs. Martin’s was 
no common sort of boarding house, 
at least so Mrs. Martin said. It was 
conducted partly on philanthropic 
principles. That is, Mrs. Martin, 
knowing that each year scores of de­
sirable young people came in from 
the country to try their luck in the 
great fortune chase in the city, had 
decided that it would be a kind and 
generous thing to do to establish a 
boarding house where only the best 
of patrons would be received, where 
everybody who sought board and 
room would have to be provided with 
at least one reference from one Sun­
day school superintendent, and where 
such things as late hours, highballs 
sent up to the room, and the sporting 
extras would be unknown. Such ad­
vantages she knew would be appre­
ciated by the young people fresh 
from the country Sunday school. 
Furthermore -she knew that these 
young people usually had the back­
ing of fond and indulgent parents 
with, an account at the town bank, 
and, therefore, said young people 
would <be able to stand for a scale 
of prices such as the common board­
ers, the kind who didn't have the 
references and didn’t know a highball 
from a pint of beer couldn’t afford. 
So she made her boarding house sort 
of an annex to the church in the 
next block, and held her hoarders 
up for $8 for the same kind of alleged 
accommodations that cost $6 next 
door, where the advantages of home, 
church, etc., were omitted by request.

The young men fitted into this 
menage like a bad quarter in the con­
tribution box, and there was nothing 
between them and fortune but the 
small matter of a few years, etc.

Now we are at the end of ten 
years. The eight originally estab­
lished at Mrs. Martin’s have been re­
duced to four. The other octet are 
not there. But they are not lost. No, 
far from it. Parker K. Weaver kept 
ttrack of them all, partly through cu­
riosity, partly through pride. Weaver 
was not one of the four who remain­
ed at Mrs. Martin’s at the end of the 
ten years— but more of him anon. It 
is with the careers of the other seven 
that the tale now deals. Ten years 
was the limit of time which they 
had allotted to themselves as the pe­
riod necessary for winning success. 
Most people win success within ten 
years. Those who do not do not win

it at all On these lines did all the 
eight lay their plans.

Now it came about that not all of 
our nice young men won success. 
Sad to relate there were only two 
who actually won what they set out 
to win. One of these won it along 
strictly business lines. The other 
didn’t. The remaining six in the 
eyes of these two and the world in 
general were failures.

First there was the trio composed 
of Scanlon, Mulford and Spencer. 
These three upon their arrival in the 
city accepted positions in the mam­
moth department stores, where they 
assisted in the dissemination of neck­
ties, hose and gents’ underwear re­
spectively and respectfully. For con­
senting to do this they received each 
and every Tuesday an envelope con­
taining $8. Sometimes they came to 
work late, or laid off for half a day 
to go to the ball game, or otherwise 
indulged themselves, so sometimes 
there was less than $8 in the enve­
lope.

Now, it is to be remembered that 
$8 was the exact sum required by 
Mrs. Martin every week for the privi­
lege of staying under her fashionable 
and respectable roof. Knowing this, 
it requires no great genius for mathe­
matics to understand that Scanlon 
and Mulford and Spencer had no 
chance of acquiring a savings ac­
count of what was left of their sala­
ries when Mrs. Martin had received 
her weekly pittance. Then there was 
8o cents for laundry every week and 
the barber, and car fare when they 
got up late in the morning; and all
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told it cost each of the three under 
consideration about $3 a week to hold 
a position in the city.

This condition and success are not 
compatible. A man may never, hope 
to win fortune unless he makes more 
than he spends. This is the positive- 
truth. Anybody who doubts may try 
and see for himself.

So there was no chance for these 
three; for they tried and failed to 
secure positions which would be less 
expensive to hold and which held 
more promise than that of store 
salesman. The clerk work was their 
level, and they didn’t have their sys­
tem of living reduced to the clerk 
level, so they were doomed to fail­
ure.

They tried the city for eighteen 
months. Then they went back to 
Grav.esdale, told everybody whom 
they met that this talk about the 
city being the place for a young man 
was all nonsense, that they wouldn’t 
live in the city if they were pre­
sented with the biggest place in it; 
and settled down to comfortably 
spend the rest of their days telling 
all that they had seen and learned 
in their eighteen months of town life. 
In the ledger in which he kept track 
of the fortunes of his old time friends 
Weaver wrote opposite the names 
of these failures: “They were fitted 
for nothing but to be failures.” And 
this tells their story quicker than 
anything else could.

Taylor and Hammer started in as 
book-keepers in a wholesale clothing 
house. A six months’ correspondence 
course in book-keeping had made 
them confident they knew all that 
was to be known about this line of 
work, and as they carried this im­
pression so deeply fixed they man­
aged to impress their employer like­
wise. They drew $14 a week from 
the start, which was a princely sum— 
in Gravesdale— and a year after they 
came to the city they were both 
married, having decided that they 
were well enough on the way to for­
tune to take a woman and family 
along with them. This is what 
Weaver wrote after them: “Got mar­
ried-too young.” That again tells the 
story succinctly. While $14 a week 
was a big sum while they were sin­
gle, after they were married it looked 
smaller than they had ever imagin­
ed that money could look. The chil­
dren began coming at the end of the 
first year of married life, and then 
there were sickness and some other 
hard luck; and at the end of ten 
years we have both Taylor and 
Hammer working at office work for 
$15 a week and each week turning a 
certain amount of their salary over 
to the loan shark, into whose hands 
they fell in the days of hard luck 
when $14 did not suffice for the fam­
ily needs. “Go.t married too young.” 
That’s about all there was to it.

Then there was Elmer Johnstone. 
Elmer was the best ball player on 
the high school team. He was big 
and strong. He went, to work in the 
shipping room of a wall paper house 
and became popular at once. He 
could do more work than any man 
in the place and do it much better, 
consequently, he soon began to draw 
$18 a week, whereas the regular pay
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of the shipping room was $15. But 
Elmer’s popularity prevented him 
from saving any of the $18. Further­
more, it was responsible for his 
downfall, and Elmer fell far and 
hard. It began with the organiza­
tion of the house baseball team. 
Elmer pitched. Consequently, the 
house team walked through the other 
prairie teams like a crowd of profes­
sionals out barnstorming in the rural 
districts. Never had there been such 
a pitcher on the prairies. This is 
what they told Elmer. Elmer took it 
to heart and bought cocktails for 
those who told him. They bought 
back. Elmer bought again. Back 
and forth— well, in a year Elmer was 
a confirmed rounder. At the end of 
three years he was indulging in 
sprees on an average of once a 
month. In five years he was what 
is technically known as a “soak.”

“Became a drunkard,” wrote W eav­
er after his name. Poor Elmer! If 
there only had been somebody to 
tell him how foolish it is to listen to 
barroom adulation, how foolish to 
care for the opinion of “good fel­
lows,” he might now be pitching ball 
in the National league and making 
the town of Gravesdale famous as 
the place that produced the season’s 
“phenom.” But there wasn’t. And if 
there had been Elmer might not have 
listened to him at all.

Now we are getting down to the 
successes. Anderson—the black eyed 
Carl with the long supple fingers—  
was a success. He won fame and he 
won fortune. His method of win­
ning it was not exactly conventional, 
however. Anderson began trying to 
pick the winners soon after his ac­
quaintance with the giddy life of the 
metropolis. After three years of con­
sistent failure in this line he decided 
that the thing to do was to pick win­
ners for other people, so he started 
the National Racetrack and Turf 
Information Bureau, and sold tips 
on the races. Having no luck pick­
ing for himself, it happened that he 
did have luck when picking for 
others. His reputation grew. “An­
derson’s best bet for the day” came 
to be in as much demand as Santa 
Claus at Christmas. He charged 
what he wanted for them, and he 
got rich. At present he is under the 
ban of the Postoffice Department 
and they do say that Carl is in a 
good way to take a long journey—  
to Leavenworth. But he is a suc­
cess. He won what he went out 
after. Nobody can do more.

Weaver wrote nothing concerning 
Anderson. It wasn’t necessary. 
Everybody knows him.

And what of Weaver— Parker K. 
Wea ver, the chronicler of these brief 
histories? Did Weaver win success? 
Why, certainly. Didn’t we say in the 
beginning that Weaver was the 
champion mean man?

Oh, yes, Weaver won success, big 
success. He is appraised by the com­
mercial reporters at a million, and 
all of it is in his wife’s name.

He started as order picker in a 
mail order house. It was the best 
he could do, for he had no experi­
ence, and was not prepossessing as 
to appearance. He got his first boost 
by letting the head of the order room

know that certain clerks made a spe­
cialty of going out on a fire escape, 
shutting the iron blinds after them, 
and there smoking cigarettes or 
otherwise wasting the company’s 
time. The clerks were discharged 
and Weaver became the head’s con­
fidant. He helped along this way 
for three years, rising to the posi­
tion of assistant to the head, a post 
which was created for him, and then 
he decided that it was time to do 
something big.

He did it. He had been collect- 
ing proofs for a long time, and there 
was no chance for failure. The 
proofs showed the superintendent to 
be a sneaking, bullying sort of boss, 
utterly unfitted to hold any position 
of responsibility. Weaver showed 
them to the manager of the establish- I 
rnent.

“I simply show you them in order 
to explain why I am leaving you,” [ 
said Weaver.

“Leaving us?”

Yes,” replied the noble young

man, “I can’t work with a man of 
this kind any longer.”

“Well, you won’t have to. This 
kind of a man doesn’t belong in this 
house. You stay— he goes.”

Next day Weaver was head of the 
order department.

This is the way he went up, way 
up to the top. He admits it himself, 
so shameless is he. His latest stroke 
was to manipulate the shares of the 
company in such a way as to leave 
the balance of the voting power in 
his hands. This done, he promptly 
voted out an old partner and appro­
priated his place for himself. But he, 
too, won a success. The people who 
write up “Men Who Have Succeed­
ed” say so, and where could we look 
for truth but there?

But some people, looking at the 
matter from another standpoint, will 
come to the conclusion that all of 
Mr. Hopkins’ Sunday school class 
were failures— that is, all but Barney 
Scherburn, who was expelled for 
outrageous conduct.

John T. Randall.

BALLOU BASKETS are REST
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.

GRAND RAPIDS PAPER BOX CO. 1
M A N U F A C T U R E R

Made Up Boxes for Shoes,
Candy, Corsets, Brass Goods, 
Hardware, Knit Goods, Etc. Etc.

Folding Boxes for Cereal 
Foods, Wooden ware Specialties, f  

Spices, Hardware, Druggists, Etc.

Estimates and Samples Cheerfully Furnished.

Prompt Service. Reasonable Prices.

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

DIVIDEND No. 38 .
The checks, more than 2,100 of them, for the thirty-eighth 

regular quarterly dividend of two per cent, on the issued capital of 
the Citizens Telephone Co. to the amount of $49,648.91 were 
mailed on January 19.

Subscribers to the original capital have therefore received 
back 76 per cent, of their investment in cash now.

The surplus and undivided profits now exceed $130,000.
Inquiries from those seeking an investment are solicited.



30
CLEVER FRAUD.

Credit Men Easy Victims of Design­
ing Woman.

There was a big sale of art vases 
and bric-a-brac on at our store. This 
sale was drawing some of the best 
people of the town, and the new ac­
counts opened were unusually numer­
ous for the time of the year, it having 
been shortly after the holidays.

One of the salesmen from the de­
partment in which these goods were 
being sold came to my desk one day 
during the sale, accompanied by a 
woman whom he introduced to me 
as Mrs. Pengrow.

“Mrs. Pengrow has bought some 
goods in our department and wishes 
to open an account,” he said.

I looked Mrs. Pengrow over care­
fully, and something about her sharp 
features prompted me to exercise 
some degree of caution.

“I dlon’t want to open a regular 
account,” she said. “ But I do want 
a certain vase which I selected charg­
ed, to be paid for in a few days.” This 
was not an unusual request on the 
part of those unacquainted with the 
charge account methods of the de­
partment stores, and I explained to 
her in about the same strain as I had 
done in similar instances frequently.

“ If you wish to make a purchase of 
any kind, madame, which you wish 
charged, it will necessitate opening 
a regular account in your name. This 
you can use as you see fit.”

“ Yes, that certainly is true,” she 
interrupted. “ But let me tell you 
why I want this vase charged. Mr. 
Pengrow, my husband, is the owner 
of a ranch in Montana and he spends 
some months of each year on his 
ranch. He has been away now for 
nearly three months and in all prob­
ability will remain for two or three 
months more. He was in Butte on 
business the week before Christmas 
and while there he purchased a hand­
some vase as a gift for me. He sent 
this vase to me by express and it 
was broken during transit. In his 
receipt he gave the value of the vase 
as $125. I claimed this sum from the 
express people and they instructed 
me to purchase a vase for not ex­
ceeding that amount and they would 
pay the bill.

“I have selected one which suits 
me perfectly for $118. Now, what I 
want you to do is to send the vase 
to my home with the bill. I will 
give this to the express company and 
they will pay it in a few days. This 
is what they agree to do. I did not 
want to open an account with you 
because I know there is a lot of red 
tape connected with it. I just want 
this vase charged so that I do not 
have to advance the money for it.”

Her manner was straightforward 
enough, and although I wondered 
somewhat at the express company 
resorting to this method of settling a 
claim, instead of the usual one of ad­
justing by the payment of their lia­
bility in cash, I refrained from mak­
ing any comment thereon.. I cared 
little about the circurnstances con­
nected with her purchase, or the why 
or wherefore thereof. The woman’s 
personal financial responsibility was 
all that I was interested in.

I proceeded to take her application
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in the regular way. In making re­
plies to my questions she repeated 
the statement that her husband was 
a ranch owner in Montana, but she 
could not say what the name of the 
nearest town was, nor could she name 
he county. She addressed him in 
care of the postoffice at Butte. She 
stated that she received regular re­
mittances from him, and added that 
he was usually kind and generous in 
these. She answered all my other 
questions satisfactorily, and, al­
though the lack of knowledge as to 
her husband’s address was unfavor­
able, I passed this by, but made a 
note of it on the application blank.

One of the adjuncts of the credit 
department, and one without which 
it would be almost impossible, or at 
the least much more costly, to in­
telligently determine credits, is the 
commercial agency. I filled out the 
necessary enquiry slip on Mrs. Pen- 
grdw’s application and sent it to the 
agency.

Mrs. Pengrow called me up on the 
phone twice on the day following her 
application, but as it is not always 
policy to inform credit applicants of 
the fact that they are being looked 
up by an agency I put her off on 
one pretext or another until the fol­
lowing day.

I got a report from the agency 
shortly afterward. I have a copy of 
it before me, and give the first part 
of it verbatim. After giving the name 
and address of the woman it says:

“This party is well known to us, 
although not heretofore under this 
name. The statement you make in 
your application, that she is the wife 
of a Montana ranch owner, aroused 
our suspicions on account of a simi­
lar statement made a short time ago 
by an illustrious seeker after credit, 
with whom you probably are well ac­
quainted, a Mrs. von Lewis. We dis­
patched one of our reporters, who is 
well acquainted with Mrs. von Lewis 
to the address you gave. He called 
at the residence, slightly disguised, 
and the door was opened by a woman 
whom our reporter instantly and be­
yond question recognized as Mrs. 
von Lewis.

“ ‘Is this Mrs. Pengrow?’ enquired 
the reporter. j

“ ‘Yes, sir,’ unhesitatingly replied 
the woman. ‘What can I do for you? 
Won’t you step in?’ The reporter 
recognized the well known voice of 
Mrs. von Lewis.

“ ‘No, madam, I thank you. I 
merely called to enquire the name 
and business address of your hus­
band for directory purposes.’

“ ‘My husband’s name is— Henry.’ 
She eyed the reporter suspiciously 
for a second or two, but becoming 
reassured, perhaps because he pro­
ceeded to make a note of the name 
in his little book, she continued:

“ ‘He owns a cattle ranch in Mon­
tana. When in the city he resides 
here.’

“The identity of your Mrs. Pen­
grow with the woman known as Mrs. 
von Lewis thus was established with­
out a doubt, as face, figure and voice 
readily and positively were identified 
by our reporter.

"In order to make this identifica­
tion doubly sure I myself called on

her, and after asking for Mrs Pen­
grow and being informed that she 
herself confronted me, I accused her 
of being Mrs. von Lewis. She at 
first indignantly denied this. Upon 
being informed, however, that identi­
fication was complete she reluctantly 
confessed that she had been known 
as Mrs. von Lewis, but claimed that 
she recently was married to Pengrow. 
It did not take long to get an ad­
mission that this also was a faked 
story.

“Mrs. Pengrow, or Mrs. von Lewis, 
appears to live almost entirely on 
what she can purchase on credit or 
obtain without begging or paying for. 
Her ways of obtaining merchandise 
without giving anything for it are 
so varied that it is almost an im­
possibility for even our experience 
with this class of people to cope with 
her methods. The first occasion that 
we had for investigating the credit 
standing of Mrs. von Lewis was quite 
a number of years ago, when she was 
engaged in honest toil as a life in­
surance solicitor. She was not mar­
ried then, and was known as Miss 
Barbara Segran. She was of French 
descent, and to this day has the 
ability to make use of the pretty 
French accent which is so fascinat­
ing when accompanied by such a 
voice as she is gifted with.

“At that time she applied for credit 
to a leading ladies’ tailor, and inas­
much as nothing could be learned 
against her and as the amount was 
small she was granted the desired 
credit. She never paid this account, 
and although judgment and execution
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were issued against her, the claim 
never was collected.

“The first experience that proved 
her the adept that she has since turn­
ed out to be was the case of a cer­
tain jeweler to whose store she came 
at intervals during the three or four 
months preceding a holiday season 
some years ago. At these visits she 
made either a small purchase for cash 
or merely looked at some of the 
goods. In this way she secured the 
opportunity of becoming acquainted 
with the storekeeper.

“One day just preceding Christmas, 
and at a time when the holiday crowd 
was largest, she called at the jewel­
er’s and selected several articles, the 
total cost of which was several hun­
dred dollars. She stated she wished 
to pay a small portion of this in 
cash, but wanted the balance divided 
into two payments so that she could 
have thirty days’ time to pay one- 
half the amount and sixty days to 
meet the other h l̂f. This was sat­
isfactory to the jeweler provided her 
record was all right. He called out 
agency over the phone and was in­
formed of the record of judgment 
against her in favor of the ladies’ tail­
or. He was advised to withhold 
credit favors until it could be furth­
er investigated.

“The jeweler being pressed by the 
persistent woman for a reason for 
withholding the desired credit fool­
ishly informed her that the judgment 
which existed against her was an in­
dication that she did not meet her 
financial obligations.

“Then it was that her first fine 
stroke came into play. She told him 
thiat the judgment was in favor of a 
ladies’ tailor and that it was a snap 
judgment which she never would pay 
if she never got -one cent of credit 
because of it. With a great show of 
indignation she said that the dress on 
account of which the bailor secured 
his judgment against her was ill fit­
ting and had been spoiled in the mak­
ing, and that for this reason she had 
returned it. -She had called at the 
Justice Court several times in re­
sponse to the summons, but eiach time 
the hearing had been continued, un­
til finally one morning when, owing 
to a street car blockade, she had been 
delayed for three-quarters of an hour, 
she arrived at the court only to be 
informed that judgment had been 
taken against her. She never, never 
would pay this bill, not if she was a 
millionairess.

“With this kind of talk she con­
vinced the jeweler that she really had 
been wronged in this transaction and 
he let her have the goods. Upon 
investigation this entire story of hers 
was proven absolutely false, she never 
having either returned the dress or 
appeared in court bo defend the ac­
tion, judgment having been taken by 
default on the return day of the sum­
mons without a single continuance.

“Another judgment, was entered 
against Barbara Segran in favor of 
the jeweler as soon as he found out 
that he was stuck. The execution on 
this was returned unsatisfied, as had 
been the other.

“Not long after this occurrence she 
was either married or changed her 
name to Mrs. von Lewis. Her hus­
band never has been located.

“About two years after this the son 
of the jeweler, just graduated from 
the high school, secured a position 
with a life insurance company in the 
capacity of a clerk in their city of­
fices. It was not long before he was 
given charge of the book containing 
the company’s transactions with its 
agents and solicitors.

“In this book was contained a rec­
ord of the account of Mrs. von Lewis 
and he noticed that this had been 
transferred from an account bearing 
the name of Barbara Segran. This 
name sounded familiar to the young 
man, but he was unable to recall 
where he had heard it. He finally 
spoke to a fellow clerk about the 
name and was by him informed that 
Miss Segran was now Mrs. von Lew­
is and had been with the company 
on and off for some time.

“When the jeweler’s young son 
went home that night he asked his fa­
ther whether he had not at one time 
or another mentioned the name of 
Barbara Segran. The jeweler replied 
that he certainly had done so and- 
asked why. An explanation followed 
and father and son arranged a scheme 
whereby the elder thought he might 
be enabled to obtain the money which 
was owing to him by the young 
woman.

“Mrs. von Lewis was an excellent 
solicitor. She occasionally got an 
application for a policy on which her 
commission would amount to several 
hundreds of dollars.

“One day she brought in an appli­
cation for a large amount of insur­
ance containing the signature of a 
famous actress then visiting the city- 
in a professional way. This actress 
would be compelled to leave the city 
on a certain day, and, in order to be 
able to deliver the policy before that 
time, a hurried medical examination 
was necessary. These facts were 
written on a slip of paper attached 
to the application. This slip also 
contained the request that Mrs. von 
Lewis be informed in the morning 
of the day on which the policy was 
expected so tihat she would be able 
to make an appointment for its de­
livery and receive the payment of 
the first premium.

“The jeweler’s son saw this appli­
cation as well as the appended note. 
He watched that application sharp 
ly, something after the fashion of a 
cat watching its mouse.

“ In the meantime the jeweler’s 
lawyer also got busy. The morning 
that the* policy was ready the son 
learned of the exact hour as well as 
the name of the hotel at which the 
delivery and payment were to be 
made. He learned this through a tel­
ephone talk of Mrs von Lewis. He 
rang up the lawyer At the moment 
delivery of the paper was made, and 
as the premium money was being 
counted by the actress, the sheriff 
was on hand with the jeweler’s attor­
ney. They were armed with an order 
from the court attaching this pre­
mium and ordering its payment into 
court pending an enquiry as to 
whether the plaintiff had a right to 
a portion of it or not.

“Mrs. von Lewis fell in a faint as 
the sheriff and the lawyer left the 
room with the money after having

given the actress a proper receipt for 
it. The final outcome of the matter 
was that Mrs. von Lewis agreed to 
pay the amount of the claim with 
costs rather than wait an indefinite 
length of time for a judicial decision 
on the point. The commission due 
her was large enough to pay this and 
leave her several hundred dollars be­
sides. It was because she wanted 
this money, and because they threat­
ened to tie it up indefinitely that she 
finally consented to make payment

“The jeweler’s son was not dis­
charged, probably because his connec­
tion with the affair never was discov­
ered.”

1 merely want to add that when 
we interviewed the express company 
as to whether her tale to me about the 
vase contained any truth, we were 
informed that they did not employ 
any such methods of settling claims. 
It is stated that there are a number 
of merchants in Chicago who are still 
awaiting the return of Mr. Pengrow 
from Montana to settle some of the 
claims which they have against his 
wife. R. Th. Emgros.

The engineers of the New York 
Central have started work on a sys­
tem of electric connection which will 
guard the right of way against all 
broken rails or similar misfortunes. 
By this system the towerman will be 
notified of any broken rails or any at­
tempt to remove a rail, and so avoid 
danger by warning trains. Of course, 
if he sleeps or the engineer runs by 
no device in the world can save a dis­
aster.
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How Buckner, the Shoe Man, Got a 
Boost.

The Business Manager of the 
Spottsville Gazette was sitting in his 
sumptuous office, with his feet cock­
ed up on his desk, blowing rings of 
smoke, when there fell upon his ears 
the sound of approaching footsteps. 
It was fifteen minutes of 8. Shortly 
there was a knocking at the door. 
The Business Manager said:

“Come in!”
In walked the stranger whom the 

Business Manager had chanced to 
meet on the lone highway during 
the afternoon.

“I am here,” said the stranger.
“So I see,” said the Business Man­

ager. “Kindly adjust yourself to one 
of those chairs.”

“It has just occurred to me,” said 
the stranger, “that I haven’t told 
you my name. Here’s my card.” 
And he passed it to the Business 
Manager.

The Business Manager took the 
card, glanced at it, then rolled it 
up into a tube and blew smoke 
through it.

Mr. Tobias Buckner (for we have 
now reached a point in our narrative, 
gentle reader, where the name is go­
ing to cut some ice) sat expectantly.

The Business Manager continued 
to blow smoke rings. He did not 
appear to be in any hurry. Present­
ly he passed Mr. Buckner his cigar 
case, from which the latter pulled 
out a big, black Havana cigar. He 
lighted the cigar and smoked in si­
lence. Indeed it would have been 
obvious to the most casual onlooker 
that there was considerably more 
smoke than conversation in the Busi­
ness Manager’s office.

“ Look here, Mr. Buckner,” said the 
Business Manager suddenly, wheel- 
ng round in his revolving chair, “let 

us get down to business.”
“When you are quite ready, sir,” 

humbly remarked the other.
“What do you know about adver­

tising?”
“Precious little, sir; indeed, you 

might say nothing at all, sir,” said 
Mr. Buckner.

“Then why do you imagine it does 
not pay?” snapped the Business Man­
ager.

“It is doubtless due to the psycho­
logical atmosphere in which I was 
reared, if you’ll pardon the expres­
sion, sir,” said Mr. Buckner. “My 

^father looked askance at those reme­
dies whose merits are so extravagant­
ly set forth in the almanacs, and he 
taught us children to look askance, 
too.”

“ Forget it all, please,” said the 
Business Manager, “ forget this at­
mosphere, the almanacs and the 
cure-all dopes. Play as if you were 
a boy, and I your teacher in adver­
tising (as indeed I hope to become, 

'sir), and let us see if we can’t learn 
. the a, b, c’s of it.”

“ I’ll try, sir,” said Mr. Buckner, 
submissively, shutting his eyes.

“Good!” said the Business Mana­
ger.

“ Now you have a line of shoes, you 
say?”

“Indeed, I have, sir; and I assure 
you, on the honor of a retailer, that 
they are splendid ones at that”

“Ah!” said the Business Manager, 
“I believe you’ll make an apt pupil.”

“What have I done?” asked Mr. 
Buckner, innocently.

“You’ve unconsciously let out a 
little enthusiasm,” replied the Busi­
ness Manager. “W e’ll get round to 
that after awhile; but right here I 
may say to you, sir, that you’ve got 
to be enthusiastic yourself if you 
want other people to get interested. 
But let us proceed.

“You would like to dispose of 
these shoes at a profit, would you 
not?”

“Oh, sir, nothing would so delight 
me!” said Mr. Buckner.

“How can you expect to dispose 
of shoes to people who know nothing 
about you or the shoes you traf­
fic in?”

“ I’ve quit expecting it,” replied Mr. 
Buckner.

“How, then, do you propose to 
make yourself and your sihoes known 
to the community?” enquired the 
Business Manager.-

“That, sir, is what I came here to 
find out.”

“Very well, I ’ll tell you. You can 
do it only by making the name of 
Buckner synonymous with shoes—  
good shoes, stylish shoes, shoes that 
look good and wear well; shoes that 
every man and woman in Spotts­
ville will want to possess. It can be 
done, and done so quickly and sim­
ply that it’ll fairly make your head 
swim.”

“You talk as if you knew,” said 
Mr. Buckner, rubbing his palms to­
gether.

“Of course I know! Didn’t I tell 
you I’m Business Manager of the 
Spottsville Gazette?”

Mr Buckner looked as if he thought 
he’d said the wrong thing.

“How many clerks have you at 
present?” enquired the Business 
Manager, apropos of nothing in par­
ticular as it seemed to Mr. Buck­
ner.

“One, but he doesn’t do much ex­
cept open the store in the morning 
and close up again at night. The 
rest of the time he spends reading 
poetry and doing amateur landscape 
drawing. He’s really a very clever 
clerk, though,” concluded Mr Buck­
ner.

The Business Manager blew some 
more smoke rings.

“What would you say, sir, if I 
should tell you that in six months 
from now I could -have your store 
so filled with customers that both 
you and your present clerk together 
with another clerk whom you will 
presently have to employ would be 
so busy waiting on people that you 
wouldn't have time to read the 
weather forecast, let alone doing 
landscape drawing?”

“Oh, sir,” exclaimed Mr Buckner, 
“I hate to tell you what I would 
think; it might offend you.”

The Business Manager scratched

his ear with the point of his paper 
knife.

“It can be done,” said the Business 
Manager, “and I can do it.”

“How?”
“By -stirring the bushes.”
“But specify; be explicit; remem­

ber, please, that I am a bottle baby in 
the matter of advertising,” said Mr. 
Buckner.

“Very well, sir, listen to this (and 
the Business Manager pulled out a 
sheet of paper from a pigeonhole 
which nobody but the Business Man­
ager could have read): Every day 
you will run a good-sized advertise­
ment in the Spottsville Gazette; al­
so one of practically the same size 
in our dishonored contemporary. The 
editorial policy of that paper is rot­
ten, if you’ll pardon my frankness; 
but that’s neither here nor there. 
They have a constituency, and this 
constituency is made up of shoe- 
wearing bipeds; so we’ll go after 
them. I ’ll write this advertising 
matter myself— so you can gamble 
on its being good stuff— and I’ll make 
each advertisement better than its 
predecessor. People in Spottsville 
are used to reading the same old 
cut-and-dried stuff in shoe advertise­
ments; I ’ll give ’em some curtain 
ringers that’ll set their nerves on the 
qui-vive. W e’ll put some snap and 
fire and go in this shoe-talk, and we’ll 
tell the natives things about shoes 
that’ll make them open their peep­
ers.

“I’ll also get you out a series of 
posters. They’ll be as ravishing as 
Pysche at the Fountain— beautiful, 
kissable females with wind-blown, 
auburn hair. These adorable crea­
tures will appear on the billboards of 
our city, wearing Buckner’s celebrat­
ed shoes for modish ladies.

“Short, catchy, gaze-pulling adlets 
will attract the attention of our street 
car folks; and when night falls with 
crocheted pinions, we’ll silhouette the 
words, Buckner, the Shoeman, against 
the sky. These words we’ll stretch 
full length across your building, and 
high up, so the farmers will gaze 
at it when they go out to see what’s 
the matter with the hens. But in 
case they are too far out to spell the 
words, we’ll send them a series of 
letters anent shoes in general and 
Buckner shoes in particular. We’ll 
keep after them. Perhaps later on we 
will build us an automatic booster. 
In fact, I have quite a bunch of 
things of an advertisive nature cav­
orting around in my mind, which I 
can not begin to tell you of now—  
and besides if I did you’d forget 
them. You just leave all that to me. 
Will you do it?”

“ I’ll do, sir, just what you say do. 
Indeed, sir, I’ll follow your advice 
as implicitly as I do the directions 
on the bottle of liver medicine,” he 
replied.

“Will you back it up with your 
money?— this thing is going to cost 
like the dickens.”

I will, sir, if I have to mortgage 
the store and negotiate a loan on my 
gold-crowned molars.”

“Then, sir,” said the Business Man­
ager, “the very least that I can say 
for you is that you are not as big 
a fool as I at first thought you to
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be. When you go home to-night you 
can tell your wife and daughter to 
get some railroad summering-place 
literature, for you’ll be in shape to 
give them an outing when the hot 
weather sets in.”

After this followed some details of 
a strictly business character which 
I will not relate— partly for the rea­
son that the relating of them would 
take too much' time, and partly for 
the reason that the Business Mana­
ger said it was none of my business 
when I asked him for these details.

* * *
And now, gentle reader (if I am 

not making too broad an assumption 
in thus addressing you), it is scarcely 
worth my while to tell you that the 
Business Manager did all those 
things. In fact, he did a good many 
things by way of focusing public at­
tention on Mr. Buckner and his shoes 
that he didn’t set out to do. He stu­
pefied the people. He literally struck 
them dumb with wonderment. When 
they did finally get their breath, they 
also got shoes— invariably at Buck­
ner’s swell shoe shop.

And now let me close with a brief 
quotation from one of Geraldine 
Buckner’s letters to Archibald Toad- 
vine, Mr Buckner’s chief clerk. It 
was one of many letters written dur­
ing the months of August and Sep­
tember by Miss Geraldine, and it bore 
the postmark of Cozy Nook, Doo­
little Bay, Michigan. This is the 
quotation:

“ Dear Archie— I am so awfully 
sorry you can’t find any time in 
papa’s store to do landscape work. I

think your sketches are the cutest, 
cleverest, darlingest little sketches 
ever. I think that one where the 
cow stands knee-deep in the pond 
with the lily-pads is a real master­
piece! But don’t worry, dear boy—  
“There’ll come a time some day”—  
maybe you’ll be a junior member of 
the Buckner Shoe Company (would­
n’t that be grand?) And then you 
can run up here with mamma and 
me, and just sketch the live-long day, 
with nobody to bother you asking 
you to mess around hunting shoes 
for them. There are such ‘perfectly 
gorgeous’ scenes here— and I think 
the cows are the mildest, demurest 
ones I ever saw.”

Sometimes of a Sunday afternoon 
Mr. Buckner and his gold-headed 
cane go out for a constitutional along 
the lonely and sequestered road 
where he first met the Business 
Manager of the Spottsville Gazette. 
When Mr. Buckner comes to the 
spot where he had his first conver­
sation he seems to be tickled. I think 
lie has kindly thoughts of the Busi­
ness Manager.— Cid McKay in Boot 
and Shoe Recorder.

He Described the Situation.
Miss Knox— Yes, he actually said 

your cheeks were like roses.
Miss Passay (coyly delighted)—Oh, 

come, now, that’s laying it on pretty 
thick.

Miss Knox— Yes, he remarked 
about that, too.

Our records depend not on our 
great plans but on our relatively in­
significant performances.

Bad Weather and Tobacco Sale.
“Bad weather and bad tempers do 

our business a great deal of good,” 
said a tobacconist, as he gazed out 
of his display window at the dreary 
winter street scene which presented 
itself to his view. “What other busi­
ness,” he continued, “can you say 
that of? You see, the more dismal 
the weather is the more men seek the 
solace of tobacco. Bad tempered men 
are always the cigar dealers’ best 
customers. The ill natured man not 
only flies to his pipe or weed oftener 
than others, but he smokes twice as 
rapidly as his placid, mild tempered 
brother.”

The Laconic Man.
“The most laconic man I know of 

is a deaf and dumb man in our town,’ 
remarked a gentleman the other day; 
“he never writes on his little pad 
more than enough to convey his 
meaning. It happened he is a good 
poker player, and one night won a 
watch and chain from a young man 
of the town. The young man’s fa­
ther. a very pompous individual, heard

of it, and, meeting the successful 
gamester on the street next day, stop­
ped him. The deaf and dumb man 
produced his little pad. On it the 
irate and pompous father wrote; “I 
understand you won Bob’s gold watch 
the other night.” He handed it to the 
deaf and dumb man expecting to see 
him change countenance and offer 
to give up his spoil. The latter did 
not quite do that, however. Instead, 
he took the pad, wrote two words 
carefully on it and returned it. The 
pompous father read inscribed there­
on: ‘And chain.’ ”

Righteousness is more than ability 
to keep out of jail.

Rich living often makes the poor 
life.
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POWER OF PERSUASION.

Some Men Can Charm Money Away 
from Capitalists.

One strange thing which crops up 
often in the game of success is the 
mysterious power possessed by some 
men of being able always to get back­
ers.

What is this peculiar force which 
causes the same scheme which would 
be turned down in most men to com­
mand money easily when handled by 
others? Enthusiasm, personal mag­
netism, readiness in seeing ahead—  
in all cases personality to some ex­
tent, and in no case prestige— these 
may be taken as the answers from 
the men who have been successful.

In the panic of 1893 Leigh Hunt, 
the African colonizer, woke up one 
day to find himself utterly ruined and 
owing a million. He left the United 
States and finally wandered to Corea. 
Here he located gold bearing quartz 
in large quantities and set about 
turning his information to advan­
tage. He succeeded first in obtaining 
a concession from the King of Corea 
by which he and those who were as­
sociated with him were to operate 
the mines which it was proposed to 
establish, and the King was to re­
ceive 25 per cent, of the net pro­
ceeds.

This in itself might be considered 
something of an achievement for a 
man without a dollar, but money still 
was needed to develop the project.

For this he did not have to wait 
even until he landed, after he had 
turned his face toward the continent. 
While crossing the Pacific Mr. Hunt 
met and became acquainted with 
former State Senator J. Sloat Fasset. 
of Elmira, N. Y. To him he unfold 
ed his scheme. He frankly said he 
had not the money -with which to de­
velop his project. Mr. Fassett was 
an attentive listener. His new ac­
quaintance needed the money—he had 
it. They landed only to start back 
to Corea together and in a year a 
small ten stamp mill had been con­
veyed up the mountain and put in 
operation. The quartz was prolific in 
gold and the result was a company 
with millions of capital which made 
Mr. Fasset many times as rich as he 
had been and made Mr. Hunt a mul­
timillionaire.

What power it was that gave Still­
well, the poor insurance agent,.the 
money to build railroads, open up 
countries, build towns and equip them 
with depots, electric lights and water 
plants, his friends never havq under­
stood. In spite of litigation, derision, 
panic and lack of confidence he al­
ways found the money for each of his 
schemes. It is said of him sometimes 
that one secret of his success where 
other men fail is his enthusiasm and 
his power of putting dry details in 
an attractive and novel form.

His methods were shown in one of 
his illustrated lectures on the silver 
question. When he began the stage 
looked like a big kindergarten. At 
one side was a table piled up with 
imitation silver bricks. Next was ?. 
tin box labeled, “United States Mint.” 
Across the stage was a pole from 
which hung boards of different 
lengths. These corresponded to the 
annual production of oats, wheat, cot­

ton and other things in this coun­
try. Next to it was another tin box 
with “United States Treasury” paint­
ed over the door. . He cleverly ma­
nipulated his objects, gesticulating so 
sweepingly that his audience saw 
themselves transported magically 
through the silver states and through 
all the country west of the Rocky 
Mountains. Next, as a result of his 
deductions, he threw open the treas­
ury door and disclosed an empty 
treasury. “We have given the mine 
owners everything and robbed the 
treasury,” he finished off, dramatical­
ly. “The United States Treasury has 
gone out of business, and we might 
as well hang out this sign.”

When he hung a card, “ For Sale,” 
over the treasury door there was a 
great laugh from the audience.

This power of imagination and en­
thusiasm beamed forth in Andrew 
Carnegie when the inventor of the 
sleeping car first came along with 
his enterprise. ,

The great millionaire was the 
young superintendent of the Pennsyl­
vania Western division then. One 
day as he was examining the line 
fro rna rear car a tall, thin man step­
ped up to him, introduced himself as 
T. T. Woodruff, an inventor, and ask­
ed if he might show him a model 
he had to accommodate passengers 
at night. Out came a model from 
a green baize bag. ,

He had not spoken a minute when, 
like a flash, the whole range of the 
discovery burst upon Carnegie. “Yes,” 
he said, “that is something this con­
tinent must have.”

He went to Mr. Scott, the super­
intendent of the division, and declared 
to him that it was one of the inven­
tions of the age. Mr. Scott remark 
ed, “ You are enthusiastic, young 
man, but you may ask the inventor 
to come and let me see it.” The re­
sult was that two trial cars wrere or­
dered built to be run on the Pennsyl­
vania road.

Carnegie was offered an interest in 
the venture, and had to obtain the 
money in some way to make his first 
payment. It was only $217.50, but, 
as he says, “ It was as far beyond me 
as if it had been millions. I was 
earning $50 a month and had pros­
pects, at least I always felt that I 
had. I decided to call upon the local 
banker, and boldly ask him to advance 
the sum upon my interest in the af­
fair. He put his hand on my shoulder 
and said, ‘Why, of course, Andy, you 
are all right. Go ahead. Here is the 
money.’ ”

When the publisher, McClure, start­
ed out with his “simultaneous publi­
cation” plan he had convinced the edi­
tors of the practicability of it. He had 
proposed to carry it out on generous 
lines, giving short stories and articles 
from the greatest living writers. He 
faced a difficult task— to secure contri­
butions from the most sought after 
magazine writers at prices which 
made possible a generous margin of 
profit. He h d̂ picked Dr. Oliver 
Wendell Holmes as the star writer 
on his list of contributors. When he 
went to see him he had no induce­
ment to offer him more substantial 
than pledges and enthusiasm for the 
success of his plan. Dr. Holmes could
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get from any magazine in America 
any price he might ask for his contri­
butions. Editors constantly were aft­
er him, offering him a whole year’s 
pay in advance if he would promise 
the work.

He listened to the young publisher 
graciously, and, strange to say, he 
closed a bargain with him for just 
what he asked. He explained his own 
act afterward to his friends by the 
simple statement that he had been 
“McClured,” and “that they had only 
to wait a little while and they'would 
learn the meaning of his remark." 
Sure enough it wasn’t long until the 
young “jobber” had succeeded in ob­
taining literature from Robert Louis 
Stevenson, Prof. Tyndall, and a host 
of others.

To the personality of William Nel­
son Cromwell more than any other 
thing is due the fact that the Panama 
Canal is being built The first step 
he entered on was the reversal of a 
grea public opinion. As the Ameri­
can counsel for the railroad compan­
ies operating in South America, he 
gained the favor of the early French 
stockholders. These men wanted 
money, and when Hutin returned to 
France, after discouraging McKin­
ley’s commission all he could, they 
were disgusted and deposed him from 
office. They invited Cromwell to 
take up the negotiations that Hutin 
•had spoiled, and offered to sell the 
canal project for $40,000,000. They 
gave him a free hand, and he needed 
it. The company’s title was in doubt, 
the Panama route hardly had a friend 
in the country, and Congress and the 
press, as well as the people, all were 
in favor of the Nicaraguan way.

Mr. Cromwell took up the task of 
reversing this sentiment by making 
che facts known. First he cleared up 
the doubt as to the title. Then he 
collected expert evidence as to the 
advantages of the route. Nobody 
would read it, and the newspapers 
wouldn’t print it. It seemingly was an 
endless matter of downing lies and 
correcting misstatements.

One night he met Senator Hanna 
at a dinner. “You’re on the wrong 
side of that canal scheme. Cromwell; 
the Nicaraguan is the best route.”

“I don’t think so, Senator,” said 
Mr. Cromwell. “The advantage is 
with the Panama, and you will think 
so ,too, if you look into it.” And he 
told why. Pretty soon afterward 
Cromwell received a request for more 
information from the Senator— and it 
was not long before Hanna was con­
verted. After this one member of 
Congress after another came over to 
what at first looked like a hopelessly 
unpopular view. G. R. Clarke.

Organized Effort To Get Factories.
Kalamazoo, March 19—A  move­

ment has been started by the people 
of Comstock to boom the town. The 
idea is to bring in a number of small 
factories, build toward this city and, 
in time, become a suburb of Kala­
mazoo. Comstock is but four miles 
away.

A civic improvement league was 
organized last week and arrange­
ments are being made to have a big 
meeting and banquet some time in 
April for the purpose of interesting 
people in this and other cities in the
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township. The slogan of a “Greater 
Comstock ’ has been started and 
everybody is shouting for it.

An increase of from 10 to 15 per 
cent, in the price of buggies and car­
riages will soon be announced by 
Kalamazoo and other manufacturing 
firms in Michigan. It is contended 
that it is necessary to increase the 
price because of an increase in the 
cost of material. Practically all the 
material used in the manufacture has- 
been increased. It is claimed the 
price of lumber is just double to-day 
what it was four years ago. Paints 
and varnish and carriage hardware 
have gone up considerably in the last 
twelve months.

According to real estate men the 
coming building year will be one 
of the greatest in the history of the 
city. Indications are that building 
will begin much earlier than ever be­
fore. It is announced that more 
houses and business blocks are being 
planned now than can be erected 
with the present accommodations. 
More than 150 new houses are in 
course of erection.

The Kalamazoo Laundry Co. has 
just completed what is conceded to 
be one of the finest laundry plants 
in the country, and last week moved 
into it. The laundry has been in the 
course of construction for more than 
a year and cost in the neighborhood 
of $100,000.

There are a dining room, bath and 
club room for the girls. There are 
twenty-four washing machines. The 
company makes all its own soap. It 
also softens all its own water. The 
softening machine weighs 2 7 5 'tons 
and has a capacity of 100,000 gallons 
of water in ten hours. There are au­
tomatic dryers. The clothing is plac­
ed on racks which work automati­
cally in going into and1 coming out 
of the drying room.

The Kalamazoo Papeterie Paper 
Co. was organized recently. It is 
composed altogether of local capital 
and has leased factory quarters in 
the Phelps & Bigelow building. The 
company absorbed the Clark Paper 
Co. Fine writing and typewriting 
stationery will be manufactured. W. 
J. Luxon, formerly of Springfield, 
Mass., is general manager of the com­
pany.

Coldwater May Get Wire Fence 
Plant.

Coldwater, March 19— Despite the 
fact that they received but slight en­
couragement from either the Com­
mercial Club or from the citizens in 
general, H. H. Hunter and his asso­
ciates in the new wire fence project, 
which was agitated in this city some 
months ago, have decided to locate 
here and sihow the people that they 
have a paying proposition.

H. H. Hunter and several others 
are the owners of a new invention 
in the line of a machine for manu­
facturing wire fence, both farm and 
ornamental, concrete reinforcements 
and poultry netting. This 'machine 
was. brought to this city from De­
troit and placed in the old Treat 
foundry building in hopes of get­
ting the Commercial Club interested 
and obtaining the necessary capital 
with which to start the manufacture 
of both the machines and their prod-

ucts. The Commercial Club saw no 
practical way in which to meet the 
requirements of the new company 
and so was obliged to drop the proj­
ect.

The plan of the owners, at the 
present time, is to organize a stock 
company, capitalized at $150,000, a 
considerable portion of which is al­
ready subscribed for, and sell the re­
mainder of the stock in this city if 
possible.

Will Make an Automobile Fire Truck.
Houghton, Mar. 19— C. A. Schwarz, 

of Detroit, a former resident of Han­
cock, has arrived in this city to su­
perintend the construction by Car- 
roll’s foundry of an automobile fire 
truck of his invention. The firm has 
taken from Mr. Schwarz’s company 
the contract to manufacture the ma­
chines.

Carl Schwarz was formerly a ma­
chinist in the Quincy shops, Han­
cock, and it is recalled that he was 
of an inventive turn of mind. He 
moved to Detroit and there conceiv­
ed the automobile fire truck idea. The 
truck will carry combination water 
tower and fire escape.

This is in the form of a collapsi­
ble steel tower which is raised in ten 
seconds to the height of 125 feet by 
the truck’s own motive power. It car­
ries the hose up with it As the hose 
plays on the flames from the top 
of the tower persons may get to the 
ground by means of the tower, which 
can be moved up close to the build­
ing by the automobile truck.

It is expected the first truck will 
cost $10,000, but after that they can

be manufactured for half that sum. 
The first one will be ready for a dem­
onstration about May 1.

The company which has been or­
ganized to manufacture the automo­
bile truck is headed by John L. Har­
ries, President, now superintendent 
of the Hancock Consolidated, and 
John P. Peterman, the Allouez mer­
chant. Mr. Schwarz is the superin­
tendent.

Selfishness is the essence of sin.

Our registered parantee under National 
Pore Food Laws is Serial No. SO

Walter Baker & Co.’s
Chocolate 
& Cocoa

Our Cocoa and Choco­
late preparations are 
A b so lu t ely  P u r e—  
f r e e  from coloring 
matter, chemical sol­
vents, or adulterants 
of any kind, and are 

.------- therefore in full con­
formity to the requirements of all 
National and State Pure Food Laws.

4 ,0  HIGHEST AWARDS
In Europe and America

Walter Baker & Co. Ltd.
Established 1780, Dorchester, Mass.

The Flint 
Star Brand

Teas 
Coffees 

and Spices

Are
the

Best*
Roasted and blended by our own 

method, our coffee acquires a delicious 

flavor which is appreciated by the public.

The best selling coffee on the mar­

ket is the coffee with the STAR on the 

package.

Sold in bulk and in one pound air 

tight packages.

All leading grocers should handle it.

J. G. FLINT CO M PAN Y  

Milwaukee, U. S .  A.
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Debates of the Lasterville Boot and 
Shoe Club.

Old Mr. Izensole was a little late 
getting into the meeting, and the 
crowd of retailers in our store whiled 
away the time with stories.

I never heard so many new stories 
which were good told at any meet­
ing of the club before I couldn’t un­
derstand it, but little A. Small Sizer 
could. “Why,” he said, “ain’t you on? 
The drummers are out for fall, tra- 
la, and every one of them has brought 
along a first-class batch of stories 
which are presented to us retailers 
as sort of chromos with each order.”

That was it. Even old Mr. Izen- 
sole, when he came had a new one, 
and he doesn’t often drop into any­
thing lightsome. His story was about 
a; member of the State Legislature 
who didn’t like to leave his business—  
but then, that is of no interest. It 
was not so much better as a story 
than any of the others which the 
members had to tell the club, and as 
soon as the story was finished Mr. 
Laster called the meeting to order.

“Our subject for debate this even­
ing,” he announced, “was to have 
been, ‘Is a Shoe Any Wider After 
It Is Stretched?’ but the Committee 
has thought it better to merely an­
nounce this subject and give time for 
a little thought before it is debated. 
Has any member any idea for an off- 
hand discussion for this evening?”

Mr. Hi. Ball— Here’s one. Would 
it not be wise for retailers in a 
town to band themselves together, 
agreeing to give no findings with 
sales?

Mr. Ball (not Hi.)— That is a good 
subject for debate, but it also requires 
time for thought, and, besides, the 
way in which it is stated is not broad 
enough. It should be in degrees of 
offense, should the retailer give any 
findings to clinch a trade, and if so, 
should there be a limit and should 
he give customers findings free from 
time to time so long as they are cus­
tomers?

The Chair— The question is too 
broad. Let us have something for 
off-hand discussion.

Mr. Schumann— Here’s a conun­
drum for you to debate— “What is the 
difference between a magazine editor 
and a boot and shoe retailer?”

Mr. Hyde— That’s easy. There is­
n’t any. When the snow is sifting 
through the loose places in the win­
dow sash, and the zero wind is blow­
ing and icicles are hanging from the 
cornice, and the sound of sleigh bells 
is in the air, the magazine editor is 
trying to pick out golf stories, and 
poems on the Glorious Fourth of July 
and fascinating tales of trout fishing 
in cool brooks in the mountains. Just 
the same with the shoe retailer. Just 
when beautiful spring is coming on 
and everything is lovely and promis­
ing, he has to think of wool boots, 
arctics, rubbers, waterproof, storm­
proof, snow-proof and heat-proof 
shoes, and all of the paraphernalia of 
cold weather It’s tough— that’s whai 
it is.

Mr. Ball— Yes, that’s so, but it’s 
getting more and more seasonable 
for us. Every year the fall and win­
ter samples come earlier. Mr. Laster 
and I can remember well when they

used to come in the midst of the hot­
test weather. Why, I’ve had agents 
come in and try to sell me wool boots 
in the old days when there wasn’t 
much system in our stores and I could 
not tell for the life of me how many 
pairs we had carried over and had 
packed in the camphor cases upstairs. 
It used to knock me a twister, as the 
saying is. Of course, now we keep a 
record, as I suppose you all do, when 
the warm goods are packed away, so 
that just what is carried over can be 
told at a moment’s notice.

Mr. Izensole— I don’ carry ovfer no 
vinter goots, not if brice gutting vill 
rnoofe dem. De vay to do iss to haff 
a line off gustomers vat vill alvays be 
vaiting till de ent of golt vetter to 
puy varm goots ant undil der ent of 
varm vetter for te tin stuff, den you 
don’ garry nodding ovfer.

Mr. Tanner— That is a very good 
idea of Brother Izensole’s, but not 
all of us have so good facilities. For 
my part, I think that rushing out 
agents to get orders for fall and win­
ter, before the spring and summer 
goods have begun to move, even, is 
an outrage, and I .never see the first 
traveling man come in without a 
feeling of rebellion. How do we 
know what business is going to be 
like? How do we know what times 
ar.e going to be like and whether our 
customers are going to have the 
money to buy our goods? Why can’t 
we buy our goods as the grocer buys 
his, or the druggist buys his, or the 
undertaker buys his, when we need 
’em, and only be governed by the 
Chance to buy cheaper?

Mr Kip— Well, that sounds very 
good. I’ve thought about that a good 
deal myself and the answer is easy: 
You can. Deal with the jobbers alto­
gether, and you can buy just when 
you’re ready, but you may not get 
exactly what you want.

Mr. Stringer— Well, the jobber has 
to order ahead. All the factories in 
the country can’t turn out all the 
shoes needed in the winter, without 
working pretty much all summer on 
them.

Mr. Skiver— Well, why not let them 
work and pile them up, and get them 
ready and then send men out to sell 
them, and let the goods follow im­
mediately on the order?

Mr. Laster— It seems to me that 
that has been explained enough times. 
The manufacturer can’t tell just what 
of the lines of samples he makes up 
for a season’s trade is going to take 
the judgment of the retailers all over 
the country. The thing which he 
thought would be the very thing, and 
of which he piled up thousands of 
pairs, might not please the retailer at 
all, and what in his judgment he 
thought might have a limited sale 
only might be an enormous seller, 
and go like wildfire.

Willie Fitem— Of course I’m only 
a clerk, but clerks have long, long 
thoughts, as the poet says, some­
times. Every clerk has ideas of go­
ing into business for himself, some­
time, and about the rfiost of them 
know that they will have a limited 
capital to work with. We mostly 
think of a neat little business, well in 
hand, where we will order from hand 

,(0 mouth, sizing up every Monday

morning and depending on the jobber 
to carry our goods for us. The dis­
trict jobber I mean, not the national 
jobber, but just the same, except in 
some out of the way place where 
there is little competition or where 
goods sell themselves, it can not be 
done. The advance order has come 
to stay and although I may change 
my mind before I really ever have a 
.chance to order anything for myself, 
I guess it’s the only way to get what 
a wide-awake shoe dealer wants in 
stock.

Mr. Cobb— In my opinion the thing 
is not how to change existing ar­
rangements, bjit to know how to be 
ready to take advantage of condi­
tions as they are. I was interested 
in what Mr. Ball said about system 
in the store, and if there is one thing 
more than another, in our store, upon 
which we pride ourselves, it is our 
system. What warm winter goods 
we pack away, heavy wool boots and 
socks, all sorts of rubber goods and 
warm overs, lined goods, fur trimmed 
goods, and the like, both for men 
and women, we carefully inventory 
with a full description, including siz­
es, widths and styles. That is filed 
ready for the salesmen when they 
come. The same with all lines of spe­
cial leather goods for men. Heavy 
fall and winter lines, I mean. While 
we don’t pack these away, really they 
are put in the reserve stock, of course, 
where they are not in the way of 
seasonable goods, but we have a rec­
ord of every pair of them. We make 
that record in the dull days of the 
latter part of the winter, and every 
pair sold after the list is made out 
is checked off as carefully as the sale 
is recorded on the sales book. Then 
we are ready. With women’s shoes 
it doesn’t matter so much, quite. 
Women’s shoes of any fine sort, not 
absolutely fur trimmed, or warm 
lined, are never laid away in our store. 
A woman is just as likely to buy a 
heavy shoe nowadays in the middle 
of summer, as at any other time, and 
it’s the same with fancy party slip­
pers.

The Chair— We chance to have with 
us this evening on'e of the oft-men­
tioned advance agents of next sea­
son’s line, George Stark. We would 
be glad to hear from him.

Mr. Stark— Thank you. I’m better 
at talking to one retailer in front of 
a padded topped table, covered with 
samples of our line, than I am to a 
convention like this, but I have been 
much interested in what has been 
said, particularly because I used to 
be a retailer myself, and experienced 
all of the rebellious feelings that are 
spoken of, and all that, but I am 
sure that any retailer who would take 
my place for a full season, beginning 
in the factory weeks before the sales­
man goes on the road, in getting up 
the new lines, the uncertainty as to 
how the models, stocks, prices, fitting 
qualities, linings, ornamentations and 
all that, will meet the views of the 
people who have to pass the goods 
out to the consumers, would think 
he had his hands full. If all buyers 
were like you people, sharp, alert, 
full of practical knowledge— I don’t 
mean to flatter because I chanee to 
be your guest— but they are not. We

have to meet and sell to all sorts of 
retailers. Many of them would prob­
ably make splendid plumbers but are 
out of their element in trying to >say 
what sort of shoes will be in demand 
a season hence In the way of ad­
vice, if I were asked for it, I say to 
you all, as I would and have said to 
our exclusive customer here, don’t 
be fraid to buy now for the season 
of 1907-1908. It is going to be the 
greatest season in shoes that this 
country has ever known. And I say 
to you and believe it, honestly, that 
every shoe proposition that looks 
fair and honest to you to-day will be 
a bargain when it gets into your 
store next fall. Perhaps I have said 
too much, coming from a man who 
is selling next season’s lines, but it’s 
just the way I feel, and I think that 
you will find that the future will bear 
me out.

Mr. Lutherby— My partner and I 
and our clerks have talked this mat­
ter of next fall’s stock over, and we 
have decided to buy even more large­
ly of better grade goods for our 
trade. I believe that times are go­
ing to be good, and when times are 
good we go light on cheap and flashy 
shoes. Rich and fine is going to be 
our motto.

Mr. Rustelle— Yes, and sensible. 
With good times customers get a 
chance to exercise common sense in 
buying their footwear. It’s funny, but 
that has been our experience, and 
anything in outlandish shapes will 
get the smooth slide, when offered 
to us.

Mr. Laster— It is always a dispute 
with Mr. Ball and your chairman, 
which is the older, but risking it 
that I am, let me take advantage of 
that liberty to give you a little ad­
vice. Some of you have complained, 
as is always the case, about advance 
orders It has its inconveniences, but 
we have to face it so we will take 
that part for granted, but the thing 
I want to say is this: Confine your 
lines in ordering, I have said this 
before to some of you, but this sea­
son I want to emphasize it with es­
pecial force: Confine your lines. If 
you do this, in ordering far in ad­
vance of the season, you can order 
what you order in big lots, and then, 
when the trade comes you are ready 
for it no matter how long it lasts. 
With a multiplicity of samples there 
is the great temptation to order three 
dozen of this and three of that, but I 
say to you that when you are looking 
over the salesmen’s lines, look them 
over carefully. Pick out the things 
that appeal to you, all of them, and 
get them off by themselves, away 
from the other samples, and then be­
gin to eliminate until you have the 
two or tnree in each sort which you 
believe are best adapted to your 
trade and then order heavy. After 
that you can give little orders on 
some of the rest if you want to but 
you are stocked up well on what your 
judgment tells you are the best things 
of the sort for your trade— and as 
per our subject for this evening I 
think that is exactly what the maga­
zine editor does.— Ike N. Fitem in 
Boot and Shoe Recorder.

Some people can’t even do their 
duty without striking an attitude.



M I C H I G A N  T R A D E S M A N
The Girl in the Hosiery Department 

Talks.
W ritte n  fo r  th e  T ra d esm a n .

“Women are pretty much like 
sheep, after all,” said the girl in the 
hosiery department as I sat waiting 
for my parcel and change.

“Why so?” I queried.
“Well,” she continued, “I notice it 

at my counter in this way:
“If I mention to the average wom­

an, either with forethought or cas­
ually, that Mrs. So-and-So purchased 
this or t’other, ,that particular pair of 
pedal coverings immediately takes on 
an accentuated interest for her. The 
color is seen through new eyes, the 
mesh is carefully examined, the pat­
tern receives favorable comment or 
adverse criticism. And if I go fur­
ther and tell just what was Mrs. 
So-and-So’s opinion of the hosiery 
under discussion— and of course it 
must have been favorable, I leave all 
other opinions to oblivion— I almost 
invariably land a sale.

“Many a well-known society or 
clulb woman has no objection to a 
clerk’s using her name to help add 
to her sales. My employer has even 
made a present of handsome hosiery 
to such ladies, asking them if they 
will not say a kind word for his 
goods if they please them, and if he 
may not use their name in conversa­
tion with patrons as recommending 
the special brand, stating to them 
that their approval will materially 
assist him in the hosiery department. 
When a lady has received such a 
beautiful gift at his hands she would 
be ungrateful, indeed, did she not 
try to reciprocate with the eclat of 
her position in the social world. This 
gracious permission to use her name 
is greatly appreciated by the trades­
man and is worth its weight in gold, 
you might say, to him.

“ Many women don’t know their 
own mind— are prone to be governed 
by the say-so of others, particularly 
if that say-so falls from the lips of 
some one they greatly admire and 
emulate, and so they often buy goods 
that otherwise would lie dormant in 
their liking.

“ I was greatly amused not long 
ago when we were having a special 
hosiery sale for four days only. You 
know what a fascination anything 
connected with stage life has for 
womankind in general. On account of 
that fact I sold about ten dozen of 
a peculiar shade of dark green hose. 
Half a dozen actresses were in and 
the color of these seemed to strike 
the fancy of the whole sextette and 
they bought two or three pairs apiece 
of them on their departure. I put 
the remainder of those green hose 
in a conspicuous position, labeled 
them, “The Pride of the Actresses,” 
and say! You ought to have seen 
how those hose disappeared. There 
wasn’t a pair left at six o’clock. They 

. made a hit with the actresses and a 
still greater one with their sisters 
on the other side of the footlights.

“T am a great hand,” the hosiery 
girl concluded, “ to take advantage of 
every passing event to make folks 
look at my goods, and then I argue 
about their merits.”

This girl has the enviable reputa­
tion of being the best hosiery sales­
lady in town. J. Thurber.
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No.
D rs. of 

P o w d er
oz. of 
Shot

S ize
Sh ot G au ge

120 4 1 % 10 10
129 4 1 % 9 10
128 4 1 % 8 10
126 4 1 % 6 10
135 4% 1 % 5 10
154 4% 1 % 4 10
200 3 1 10 12
208 3 1 8 12
236 3% 1 % 6 12
265 3% 1 % 5 12
264 3% 1 % 4 12

D iscou n t, o n e-th ird  an d five  pe
P a p er Shells-- N o t Loaded.

AMMUNITION.
Caps.

G. D ., fu ll count, p er m ...........................  40
H ick s ’ W a terp ro of, p er m .............’. * 50
M usket, p er m ............................................. ”  75
E ly ’s  W a terp ro of, p er m ..................... ! . !  60

Cartridges.
N o. 22 short, per m ................................... 2 50
N o. 22 long, p er m ......................................3 00
No. 32 short, p er m ....................................5 CO
No. 32 long, per m .......................................5 75

Primers.
No. 2 U. M. C ., b oxes 250, p er m ...........1 60
N o. 2 W in ch ester, b oxes 250, p er m . . l  60

Gun Wads.
B la c k  E d ge, N os. 11 &  12 U . M . C . . .  60
B la c k  E dge, N os. 9 &  10, p er m . . . .  70
B la c k  E d ge, N o. 7, p er m .......................  80

Loaded Shells.
N ew  R iv a l— F o r  Sh otguns.

P e r  
100 

$2 90 
2 90 
2 90 
2 90
2 95
3 00 
2 50 
2 50 
2 65 
2 70 
2 70

No. 10, pasteboard boxes 100, per 100. 72 
No. 12, pasteboard boxes 100, per 100. 64 

Gunpowder.
Kegs, 25 lbs., per keg ...........................4 90
% Kegs, 12% lbs., per % keg......... 2 90
% Kegs, 6% lbs., per % k e g ................ 1 60

Shot
In sacks containing 25 lbs.

Drop, all sizes smaller than B ...............2 10
AUGERS AND BITS

Snell’s ...................................................... 69
Jennings’ genuine ..................................  25
Jennings’ im itation................................  50

AXES
First Quality, S. B. Bronze .............6 00
First Quality, D. B. Bronze ................9 00
First Quality, S. B. S. Steel ..............7 00
First Quality, D. B. Steel ..................10 50

BARROWS
Railroad .................................................16 00
Garden ................................................... 33 00

BOLTS
Stove ........................................................  80
Carriage, new l i s t ..................................  70
Plow .........................................................  60

BUCKETS
Well, plain .............................................4 50

BUTTS, CAST
Cast Loose, Pin, figured ...................... 70
Wrought, narrow ..................................  75

CHAIN
% in. 5-16 in. % in. % in.

Common .......7% c... .6% e... ,5%c 5 3-10c
BB................... 8%e... ,7% c... .7 c..6%  c
BBB ....................9 C . . . . 8  c ___7% c..7 c

CROWBARS
Cast Steel, per lb.....................................  5

CHISELS
Socket F irm e r.........................................  65
Socket F ram in g......................................  65
Socket Corner ........................................ 65
Socket Slicks ..........................................  65

ELBOWS
Com. 4 piece, 6 in., per doz..............net 65
Corrugated, per doz................................ 1 00
Adjustable ....................................dis. 40&10

EXPANSIVE BITS
Clark’s small, $18; large, $26 ............ 40
Ives’ 1, $18; 2, 524; 3, 530 ................  25

FILES— NEW LIST
New American .................................... 70&10
Nicholson’s ..........................................  70
Heller’s Horse Rasps ...................... 70

GALVANIZED
Nos. 16 to 20; 22 and 24; 25 and 26; 27. 28 
List 12 13 14 15 16 17

Discount, 70.
GAUGES

Stanley Rule and Level Co.'s.........60&10
GLASS

Single Strength, by box ...............dis. 90
Double Strength, by box .............dis. 90
By the light ......................................dis. 90

HAMMERS
Maydole & Co.’s new list ......... dis. 33%
Terkes & Plumb’s ....................dis. 40&10
Mason’s Solid Cast Steel ......... 30c list 70

HINGES
Gate, Clark’s 1. 2. 3 ..................dis. 60&10
Pots .............................................■.............  50
Kettles .....................................................  50
Spiders ...................................................... 50

HOLLOW WARE

HORSE NAILS
Au Sable ....................................  dis. 40&10

HOUSE FURNISHING GOODS
Stamped Tinware, new list ................. 70
Japanese Tinware ............ . . . . 6 0 * 1 0

IRON
Bar Iron . ....................................2  25 rate
Light Band ....................................s 00 rate

KNOBS— NEW LIST
Door, mineral, Jap. trimmings .........  75
Door, Porcelain, Jap. trimmings . . . .  85 

LEVELS
Stanley Rule and Level Co.’s __ dis.

METALS—ZINC
600 pound casks ..................................  9 ^-
Per pound ............................................... 10

MISCELLANEOUS
Bird Cages ...................................................40
Pumps, Cistern ............................. ’. .75&10
Screws, New List ...................................... 85
Casters, Bed and Plate ..........50&10&10
Dampers, American .................................50

MOLASSES GATES
Stebbins’ Pattern ............................... 60&10
Enterprise, self-measuring ................. 30

PANS
Fry, Acme .....................................60&10&10
Common, polished ............................. 7 0 * 1 0

PATENT PLANISHED IRON 
“A ”. Wood’s pat. plan’d. No. 24-27..10 80 
“B ” Wood’s pat. plan’d. No. 25-27.. 9 80 

Broken packages %c per lb. extra. 
PLANES

Ohio Tool Co.’s fancy ...........................  40
Sciota Bench .........................................  50
Sandusky Tool Co.’s fancy ................  40
Bench, first q u a lity ................................. 45

NAILS
Advance over base, on both Steel & Wire
Steel nails, base ...................................3 00
Wire nails, base ...................................... 2 35
20 to 60 advance ...................................Base
10  to 16 advance ..................................  5

8 advance .............................................
6 advance ...............................................  20
4 advance .............. .............................  30
3 advance .............................................  45
2 advance ...............................................; 70

Fine 3 advance ........................................ 50
Casing 10 ad van ce.................................  15
Casing 8 advance .................................  25
Casing 6 advance .................................  35
Finish 10 advance .................................. 25
Finish 8 advance .................................  35
Finish 6 advance ..................................  45
Barrell % advance ................................. 85

RIVETS
Iron and tinned ...................................... 50
Copper Rivets and Burs ...................... 30

ROOFING PLATES
14x20 IC, Charcoal, D e a n ...................... 7 50
14x20 IX, Charcoal, Dean ................  9 00
20x28 IC, Charcoal, Dean .................15 00
14x20, IC, Charcoal, Allaway Grade 7 50 
14x20 IX, Charcoal, Allaway Grade 9 00 
20x28 IC, Charcoal, Allaway Grade 15 00 
20x28 IX, Charcoal, Allaway Grade 18 00 

ROPES
Sisal, % inch and larger .................... 9 %

SAND PAPER
List acct. 19, ’ 86 ......................... . .d is .  50

SASH WEIGHTS
Solid Eyes, per ton .............................30 00

SHEET IRON
Nos. 10 to 14 ........................................... 3 60
Nos. 15 to 17 ......................................... 3 70
Nos. 18 to 21 ........................................... 3 90
Nos. 22 to 24 ........................................... 3 00
Nos. 25 to 26 ........................................... 4 00
No. 27 ..................................................... 4 10

All sheets No. 18 and lighter, over 30 
inches wide, not less than 2 - 1 0  extra. 

SHOVELS AND SPADES
First Grade, Doz.......................................6 50
Second Grade, Doz................................... 5 75

SOLDER
% @ % ..................................................  30

The prices of the many other qualities 
of solder in the market indicated by pri­
vate brands vary according to compo­
sition.

SQUARES
Steel and Iron ...................................60-10-5

TIN— MELYN GRADE
10x14 IC, Charcoal .............................. 10 60
14x20 IC, Charcoal ...............................10 50
10x14 IX, Charcoal .............................. 12 00

Each additional X  on this grade.. 1 25 
TIN— ALLAW AY GRADE

10x14 IC, Charcoal ..............................  9 00
14x20 IC, Chardoal .............................. 9 00
10x14 IX, Charcoal ...............................10 50
14x20 IX, Charcoal ...............................10 50

Each additional X  on this grade.. 1 50 
BOILER SIZE TIN PLATE 

14x56 IX., for Nos. 8 & 9 boilers, per lb. 13 
TRAPS

Steel, Game .................................... -........ 75
Oneida Community, Newhouse’s ..40&10 
Oneida Com’y, Hawley & Norton’s . . 65
Mouse, choker, per doz. holes .........  12%
Mouse, delusion, per doz......................1 25

WIRE
Bright Market ........................................ 60
Annealed Market ..................................  60
Coppered Market ................................50&10
Tinned Market ......................................50*10
Coppered Spring Steel .......................... 40
Barbed Fence, Galvanized ..................2 85
Barbed Fence, Painted ......................... 2 55

WIRE GOODS
Bright .......................................................80-10
Screw Eyes ............................................80-10
Hooks ......................................................80-10
Gate Hooks and Eyes .......................... 80-10

WRENCHES
Baxter’s Adjustable, N ick eled ................. 80
Coe’s Genuine ..............................................40
Coe’s Patent Agricultural. Wrought. .70-10

Crockery and Glassware
STONEWARE

Butters
% gal. per doz................................  44

1 to 6 gal. per doz............................. 5 %
8 gal. each .................................  52

10 gal. each ....................................  65
12  gal. each .................................... 78
15 gal. meat tubs, each ................... 1 13
20 gal. meat tubs, each ......... ........ 1  50
25 gal. meat tubs, each ................. 2 13
30 gal. meat tubs, each ........................2 55

Churns
2 to 6 gal. per gal............................. 6
Churn Dashers, per doz...................... 84

Milkpana
% gal. flat or round bottom, per doz. 44 

1 gal. flat or round bottom, each.. 5 % 
Fine Glazed Milkpana 

% gal. flat or round bottom, per dos. 60 
1  gal. flat or round bottom, e a c h ....  I 

Stewpans
% gal. fireproof, bail, per dos.........  86

1  gal. fireproof, ball per dos.............1  10
Jugs

% gal. per doz...................................... gg
% gal. per doz...................................... 43
1 to 5 gal., per ga l...........................  7

„ SEALING WAX
5 lbs. in package, per lb .....................  9

LAMP BURNERS
No. 0 Sun .......................................    33
No. 1 Sun ................................................... 40
No. 2 Sun ................................................. go
No. 3 Sun ................................................. 37
Tubular .................................................   go
Nutmeg .............................................

MASON FRUIT JAR8  
With Porcelain Lined Caps 

D. * Far groea
Quarts ...................................................... 5 50
% gallon ...............................   8 25
Caps...............................................................   gg

Fruit Jars packed 1 dozen in box. 
LAMP CHIMNEYS— Seconds.

Per box of 6 dos. 
Anchor Carton Chimneys 

Each chimney in corrugated tube
No. 0, Crimp top....................................... j  70
No. 1 , Crimp top ................................... 1  75
No. 2, Crimp top ...................................9 75

nr F,,nt Glass In Cartons
No. 0, Crimp top ...................................|  06
No. 1 , Crimp top ................................. s 16
No. 2 Crimp top .................................... 4 10

Lead Flint Glass in Cartons
No. 0, Crimp top ............................... 3  go
No. 1, Crimp t o p ....................................4 M
No. 2, Crimp top .................................. g 19

Pearl Top In Cartons
No. 1, wrapped and labeled ............... 4 60
No. 2, wrapped and labeled ............6 96

Rochester In Cartons 
No. 2 Fine Flint, 10 in. (85c doz.)..4 60 
No. 2. Fine Flint, 12 in. ($1.85 dos.) 7 M 
No. 2, Lead Flint, 10 in. (95c dos.) i  86 
No. 2, Lead Flint, 12 in. ($1.66 dos.) 8 76 

Electric In Cartons
No. 2, Lime (75c doz.) ...................... 4 36
No. 2, Fine Flint, (85c dos.) ..........4 60
No. 2, Lead Flint, (95c dos.) ............6 66

LaBastie
No. 1, Sun Plain Top, ($1 dos.) . . . . 6  7# 
No. 2, Sun Plain Top, ($1.26 dos. ) . . 6 94 

OIL CANS
1  gal. tin cans with spout, per d o s ..l  20
1  gal. galv. iron with spout, per d o z ..l 40
2 gal. galv. iron with spout, per doz. . 2 25
3 gal. galv. iron with spout, per doz. . 8 25
6 gal. galv. iron with spout, per doz. . 4 10  
3 gal. galv. iron with faucet, per doz. 3 85 
5 gal. galv. iron with faucet, per doz 4 50
5 gal. Tilting cans ............................. 7  66
5 gal. galv. iron Nacef&s ............... 9 09

LANTERNS
No. 0 Tubular, side lift ...................... 4 go
No. 2 B Tubular .................................... 6 75
No. 15 Tubular, dash ............................6 76
Ne. 2 Cold Blast Lantern ...............7 71
No. 12 Tubular, side lamp ............... 12 00
No. 3 Street lamp, each ......................8 60

LANTERN GLOBES 
No. 0 Tub., cases 1 dos. each, bx. 10c 60
No. 0 Tub., cases 2 dos. each, bx. 16o 69
No. 0 Tub., bbls. 5 doz. each, per bbl.. 1 90
No. 0 Tub., Bull’s eye, cases 1 dz. e. 1 26

BEST WHITE COTTON WICKS 
Roll contains 32 yards in one piece. 

No. 0 % 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, a n y  denom ination ..........1 60

10 0  books, a n y  denom ination ..........2 69
500 books, a n y  den om in ation  .........11 60

1000 books, a n y  d enom ination  ...........20 00
A b o v e  qu o ta tio n s a re  for e ither T rades­

m an, Sup erior, Economic or Universal 
grad es. W h e re  1,000 books are  ordered 
a t  a  tim e cu stom ers receive specially 
p rinted  co v er w ith o u t ex tra  charge.

COUPON PASS BOOKS 
C an  be m ade to  represent any  denomi­

n ation  from  $10  dow n.
50 b ooks ......................................................  1 60

100 b ooks ....................................................  2 50
500 books .................................................... 11  50

1000 books .....................................................20 00

CREDIT CHECKS
500, a n y  on e den om in ation  ................2 90

1000, any  one denom ination ..............S 00
2000, any  one denom ination ..................6 90
Steel punch 79
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How To Construct a Mammoth
Easter Egg.

You undoubtedly can remember 
among your customers plenty of car­
penters or mechanics who can con­
struct for you the background for an 
enormous Easter egg. Experience 
teaches that it often costs but a trifle 
more to make an elaborate display 
versus an insignificant one, also that 
it pays to hire a carpenter where 
work in his line is required rather 
than ask a clerk, even if he is handy 
with tools. Rather let your clerk sell 
goods while the carpenter does his 
part, after which the window dresser 
can more quickly and readily finish 
the undertaking.

Ask your carpenter to take, say, 
three boards and cleat them together j  
(the lumber for this purpose need not 
be more than half-inch thick); the 
center cleat should be the longest and 
extend the full width of all the 
boards the cleat near the more pro­
nounced pointed end must necessarily 
be very short, while that on the op­
posite or rounding end can be much 
longer. After the boards are thus 
cleated he can with a pencil describe 
the exact shape of an egg, and, fol­
lowing these marks with a compass 
saw, cut away the surplus wood. All 
that is necessary to finish his part of 
the job is to have him make a brace 
extending from one end on the cen­
ter cleat back along the floor say, two 
feet from this another strip of wood 
running up to the opposite end of the 
center cleat or top of the egg. This 
■ strip should be cut such length as to 
give the body of the egg a slight in­
cline backward when the brace is 
nailed to the floor of the window.

Give any carpenter this article to 
read and you will save yourself all 
explanation on this score. From the 
above description it goes without say­
ing that the, egg is to be placed 
long ways in the window with its 
side resting upon the floor. Now for 
the window dressing part. You are 
doubtless familiar with the construc­
tion of the pasteboard divisions that 
come in egg crates; if not, take one 
apart and carefully examine it and 
you will find that there are little slits 
cut just the proper distance apart and 
that these slits extend just halfway 
across each strip every little ways. 
Taking these for a go-by or pattern, 
secure a number of strips of similar 
pasteboard, which you can cut your­
self from a sheet of the same mate­
rial. Now, take a long strip of this 
pasteboard and tack all around the 
edge of your wooden form, so that 
the pasteboard strips overlap the 
smooth side of the boards the exact 
distance or width of the egg-crate 
strips. In order that they do this 
it will be necessary that the strips 
surrounding the egg are just one-half 
inch wider than the width on the 
sectional or division strips. With the 
sharp blade of a knife slit the mar­
ginal strip halfway down toward the 
board every so often for cross strips; 
follow by fitting in these cross strips

at right angles to each other clear 
across the front surface of the boards, 
allowing the ends of each sectional 
strip to project beyond the border 
strip not more than a half-inch; this 
projection becomes necessary in or­
der to lock them firmly and simply 
to the border strip.

Finish by filling in the spaces with 
eggs the same as they are packed in 
the crate, the only caution necessary 
is that the filling in should com­
mence at the bottom, and so build 
up. After this is done a charming 
finish can be placed upon the whole 
design at the sacrifice of only a few 
eggs by coloring the shells of a few 
eggs so as to form in large letters 
the word Easter.— F. B. Mallory in 
Grocery World.

Legislature To Relieve Freight Car 
Situation.

Flint,, March 19— Assurance gives 
by Gov. Warner in his speech at the 
Roosevelt Republican club banquet 
that some steps would soon be taken 
by the present legislature to relieve 
the stringency in the freight car sit­
uation in Michigan, has encouraged 
local vehicle manufacturers.

They are keeping on doing the best 
they can in the way of moving the 
output of their factories in the hope 
that the promised succor through 
legislative enactment will materialize 
within the next few weeks.

The situation in this respect has 
been the most embarrassing during 
the past winter that has been ever 
known in the industrial history of 
this city. So far as the railroads are 
concerned there appears to be no re­
lief in sight. The warehouses of the 
local factories are filled to their ca­
pacity. One of the larger institutions 
of the city came to the close of last 
week with 4,000 jobs on hand await­
ing shipment as soon as cars should 
be available.

Ground for the new factory build­
ing to be erected by the Buick Mo­
tor Co. as an addition to its already 
large plant was broken the past week. 
The building will be 756x72 feet in 
ground dimensions and two stories 
above basement. The contract calls 
for its completion in time for oc­
cupancy by the latter part of August.

E S T A B L IS H E D  1 8 7 6

F I E L D  S E E D S
Clover and Timothy Seeds. All Kinds Grass Seeds.

Orders will have prompt attentipn.

MOSELEY B *O S  ■ l WHOLESALE DEALERS AND SHIPPERS  
Office and Warehouse Second Ave. and Railroad.

BOTH PHONES 1217 G R A N D  R A P ID S , M IC H .

S agin aw  Noiseless Tips
are recommended by insurance inspectors.

Order from

C. D. Crittenden Co., Grand Rapids, Mich.
W ill pay 15^0 delivered Grand Rapids for fresh eggs this week:

You Don’t Have to Worry
about your money—or the price you will 
get—when you «hip your small lots of fancy 
fresh eggs to us.

Never mind how the market goes—if you 
can ship us fancy fresh stock—we can use 
them at pleasing prices—in our Candling 
Dept. ^re Want Your Business

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

W. C. Ren a . j .  W itzle

REA & WITZIG
PRODUCE COMMISSION

104-106 West Market St., Buffalo, N. Y.
We solicit consignments of Batter, Eggs, Cheese, Live and Dressed Pomtry 

Beans and Potatoes. Correct and prompt returns.
REFERENCES

Marine N ational Bank, Commercial A gents, Express Companies; Trade Papers and Hundreds o f
Shippers

BstabMsbed 1873

A New Commission House
We get you the highest prices. We give you a square deal.

We send the money right back.
We can sell your Poultry, Veal, Hogs, Butter, Eggs, Cheese, 

in fact anything you have to sell.

BRADFORD &  CO., 7 N. Ionia St., Grand Rapids, Mich.

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

and quick returns. Send me all your shipments.

A jury is a body of twelve men se­
lected to decide which of the con- 
testants has the best lawyer.

Sherwood Hall Co., Ltd.
Jobbers of

Carriage 
and Wagon 

Material
Blacksmiths’ and Horseshoers’ 
Tools and Supplies. Largest 
and most complete stock in 
Western Michigan. Our prices 
are reasonable.

24 North Ionia St.
Grand Rapids, flich.

R. H IR T . JR.. D E T R O IT . M ICH.

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

THE VINKEMULDER COMPANY
14.1« Ottawa S t  GRAND RAPIDS, MICH.

Clover and Tim othy
All orders filled promptly at market value.

A L F R E D  J . BROW N S E E D  C O .. G R A N D  R A P ID S . M IC H -
O TTA W A  A N D  L O U IS  S T R E E T S
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Record of the Michigan Pasteur In­

stitute.
During the past four years over 

two hundred cases of threatened hy­
drophobia have been treated at the 
University without the loss of a sin­
gle patient. A Pasteur Institute, es­
tablished in April, 1903, is maintained 
as a department of the hygienic lab­
oratory in connection with the De­
partment of Medicine and Surgery. 
Here people inoculated with hydro­
phobia from the bite of a dbg are 
being most successfully treated. This 
is testified to by the fact that, in the 
four years of its existence, not one 
of the 246 patients who were treated 
at the Pasteur Institute has failed to 
respond to the treatment and in each 
case the patient left fully and com­
pletely recovered. This is a remarka­
ble showing when it is recalled that 
only twenty years ago a person bit­
ten by a mad dog was sure to die 
once the dread process of inocula­
tion had started.

Residents of the State of Michigan 
are treated free of charge at this in­
stitute, the only expenses being those 
of board and room. Patients from 
other states are charged a fee of $100 
each for treatment. Through the in­
stitute all of the medical students art- 
given the opportunity to become fa­
miliar with the procedures necessary 
in the treatment of rabies.

Up to April 1, 1905, 55 cases of 
hydrophobia were treated at the Pas­
teur Institute. From that date to 
April t , 1906, 72 cases were added 
to the list. From April 1, 1906, up 
to the present time 119 additional 
possible cases of hydrophobia have 
been treated and cured. This sums 
up a total of 246 successfully treated 
cases of the once incurable terror. Of 
these fully two-thirds were from 
Michigan. The next largest number 
was from Minnesota, with Ohio a 
close second, while Indiana, West 
Virginia and Kentucky each contrib­
uted a few patients.

Form Corporation To Make Stoves.
Lapeer, March 19— Persistent rum­

ors to the effect that the Lapeer 
Stove Works will be taken over by a 
$100,000 corporation have been afloat 
here for the past few weeks.

Austin D. Bostick, junior member 
of the firm of A. Bostick & Son, pro­
prietors of the Stove Works, when 
seen at the office of the company, said 
some time ago that a local business 
man had expressed a desire to buy 
an interest in the concern and stated 
to Mr. Bostick that he had sufficient 
local capital interested to assure the 
organization of a stock company.

The present company is not capi­
talized and Mr. Bostick said that at 
present they are badly handicapped 
in turning out a sufficient number of 
stoves to fill their orders. The pres­
ent output is 1,500 per year. Mr. Bos-
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tick said that although his father, 
who is the senior member of the 
firm, was on the road but one month 
last year, the plant could scarcely fill 
the orders he sent in, together with 
the large number of mail orders re­
ceived.

“Lack of capital is our one handi­
cap now,” said Mr. Bostick, “for we 
are forced to close down in the sum­
mer months for some little time, 
whereas if we had sufficient capital 
we could keep running in the sum­
mer and have plenty of stoves in 
stock for fall delivery.”

Mr. Bostick states that if the cor­
poration is formed the present plant 
is large enough for present demands, 
but that the large capitalization 
would merely mean the doubling of 
the present output of stoves. Besides 
stoves, the company manufactures 
plows, land rollers and various other 
farm implements.

World’s Largest River.
A sea rather than a river is the 

Amazon with 160 miles of width at 
its mouth. The Amazon drains a ter­
ritory of 2,500,000 square miles, ten 
times the area of France. In connec­
tion with itself and its tributaries there 
are said to be 50,000 miles of navig­
able water, one-half of which is suit­
able for steam navigation by large 
vessels.' The number, length, and 
volume of the Amazon’s tributaries 
are in proportion to its magnitude. 
More than twenty superb rivers, 
1,000 miles and upwards in length, 
pour their waters into it, and streams 
of less importance are numberless. 
At the junction of the Ucayali with 
the Amazon, a line of fifty fathoms 
does not reach the bottom, and in 
breadth it is more like a sea than a 
river. The longest tributary, the 
Madeira, has a length of 2,000 miles. 
The distance from the source of the 
Amazon in the Andes to the Atlantic 
ocean is 2,000 miles in a direct line, 
but by the course of the river it is 
nearly 4,000 miles.

According to the figures furnished 
by the patent office 1906 led all other 
years in the number of American in­
ventions. The old fashioned idea 
used to be that an inventor was a 
long haired individual with a little 
of the freak in his makeup, who 
dreamed a good deal and being too 
lazy to work at manual labor spent 
his time figuring how to do things 
by machinery. It was supposed that 
men stumbled on inventions by acci­
dent, very much as they find money 
in the street. If that was ever so it 
is less true in this country every 
year. The best and most valuable in­
ventions are being made nowadays by 
carefully trained and educated men. 
They get good salaries from the cor­
porations, who pay them for devot­
ing their time to studying and think-

ing on subjects and appliances in 
which their employer is interested. It 
is the application of scientific knowl­
edge and experience to these prob­
lems which is most liable to accom­
plish their solution.

We want competent
Apple and Potato Buyers

to correspond with us 
H. ELDER HOSELEY & CO.

5 0 4 , 5 0 6 , 508 W m . A lden S m ith  B ld g . 
GRAND R A PID S. MICH.

BUTTER All grades of dairy wanted.

EGGS We will make you an offer every week if you will ask for it.

Our pure Michigan Syrup and Sugar Cakes will satisfy your most 
critical maple fade and are labeled to comply with all State and Federal 
laws. Our guarantee has been filed with the U. S. Government and ac­
cepted and Serial No. 5463 assigned to us. -

Price L ist Pure M ichigan Sugar Cakes
1 or 2 lb. cakes, 50 lbs. to the box, per lb..................................................9c
5 oz. cakes, to retail 5c, 40 lbs. to the box, per lb.................................. 9J£c

Pure M ichigan Syrup
1 gallon cans, ^ dozen in case, per case...........................................  $5.10
Vi gallon cans, one dozen in case, per case.............. ..........................  5.40
% gallon cans, two dozen in case, per c a se .........................................  5.70
5 gallon jacketed cans, per gallon...............................................................80
OUR OFFER Order two or more packages, either sugar or syrup. 

We will prepay freight charges.
Sample every package. If they suit you and are in every way satis­

factory, remit the price within ten days.
If you are not entirely suited, return at our expense and you have not a 

cent to pay. We take all the risk. Can an offer be fairer?
Order now for immediate or future delivery. Can be ordered through 

your wholesale grocer.
Free sample by mail on request.

Stroup & Carmer, 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.

Hot House Lettuce
RADISH, PARSLEY AND RHUBARB

C. L. REED & CO., Grand Rapids, Michigan

est*,bsl83shed w y k e s  C O .
^ ^ ^^ ^ SU C C E S SO R ^ T ^ W Y K E S-SC H R O E D E R  CO.

K K K ih FLOUR. GRAIN & MILL-PRODUCTS
W EALTHY AVE. AND S . IO N IA  S T . GRAND R A PID S , M IC H .



4 0 M I C H I G A N  T R A D E S M A N

-OMMERCIAL
T R A V E L E R S

Store Demonstrations Since Condi­
tions Have Changed.

Whether or not it pays to give ¡pub­
lic demonstrations as a means of in­
troducing a commodity to the pub­
lic, depends entirely upon the ques­
tion of securing an audience.

If the demonstration is given at 
an exhibition or food show it may 
be so managed as to get the most 
satisfactory results. Such shows are 
largely and enthusiastically attended, 
because they are looked upon as 
genuine entertainments, owing to the 
music and such like attractions to 
be found there. The demonstrator 
has an audience, and an eager one. 
He has a chance to get in his fine 
work and obtain results.

But it is quite a different matter 
with the demonstrator who sets up a 
booth in some grocer’s establishment 
and tries to draw an audience from 
the straggling procession of shop­
pers who come into the store on 
other business. He draws his specta­
tors from a limited territory; their 
interest is of a casual nature at best.

But his chief handicap lies in this: 
that the only audience to whom he 
could appeal effectively at the gro­
cery store must be comprised of 
housewives; and housewives rarely 
go to the grocery store for their 
supplies nowadays; hence they are 
not available as auditors.

The demonstrating booth, set up 
for the education of corner grocery 
patrons, has lost— at least so far as 
our products are concerned— its value 
as a promoter of sales. It is both­
ersome and expensive. It is as use­
less in our selling campaigns as a 
flintlock musket in modern warfare. 
The trade of canned foods, such as 
pork and beans, soups and the like, 
has outgrown the methods of the 
demonstrator.

Time was, not so long ago, when 
a company ready to place on the 
market, say canned soups, would 
have considered but one way of go­
ing about its campaign. It would 
have organized a corps of demon­
strators and sent them like military 
pioneers into a selected territory. 
Each of these demonstrators would 
have installed himself or herself in 
some favorably located grocery and 
dealt forth a hand-out meal to every 
man, woman and child that entered 
the store This was the orthodox 
way. Trade promoters adhered to it 
religiously.

Now some salesmen, especially 
those fond of recalling “good old 
days,” deplore a discontinuance of 
this “open house” institution. They 
complain that the house is shirking 
its share of the work and is not be­
hind them as it should be; that on 
account of the bother and expense 
of the demonstrating booth the com­
pany is leaving its salesmen to hoe 
the hard selling row alone.

The demonstrating booth at the 
grocery store is, according to their 
view-point, an effective educational 
method and a fine missionary ma­

neuver. It gets the goods to the 
housewife in the only proper way; 
she can see them, taste them and 
learn what preparation they re­
quire. Moreover, it gains, they say, 
the good-will of the grocery keeper, 
because the demonstrating booth, 
with its attractive decorations and its 
offer of something for nothing, makes 
the grocery store a place of distinc­
tion in the neighborhood It draws 
trade. So the grocery man, argue 
these salesmen, will show his appre­
ciation of the company’s good serv­
ices by pushing the company’s goods 
to the utmost.

No time need be wasted in dis­
puting these arguments. They may 
or may not stand the test of analy­
sis. It is merely sufficient to know 
that the demonstrating booth can not 
now get the results it once obtained. 
The reason lies in the plain fact that 
it can not get an audience. It can 
not get an audience because the 
housewife does not go to the gro­
cery in these days of modern ap­
pliances and conveniences .She gives 
her daily order to the delivery boy, 
whose duty it is to call upon her 
every morning, or she telephones her 
grocer and makes known her needs.

What good would the finest dem­
onstrating booth and most astute 
demonstrator do in a grocery store 
where not one housewife out of fifty 
in the neighborhood calls? Clearly it 
is an entirely different proposition 
than that of employing demonstrat­
ors at public exhibitions, where the 
attendance often numbers from 5,000 
to 10,000 people, all of whom have 
come to the show with an exception­
al and exclusive interest in the goods 
which are to be demonstrated there.

Out in Kansas there is a city that 
was built during the boom period. It 
has many fine residences and business 
blocks and a splendid, thoroughly 
equipped opera house. On th$ face 
of things it would see mto be a 
good place to book a theatrical com­
pany. But it really is not. The most 
popular Broadway production would 
play to an empty house, for the sim­
ple reason that every human being 
that once lived in this thriving city 
has gone; left when the boom burst. 
So the demonstrating booth in the 
corner grocery must play to an 
empty house. It has lost its audi­
ence— must go to the great expense 
01 playing to empty benches. What 
use then can it be?

But out of deference to the sales­
man who believes in demonstration, 
let us consider his view-point in re­
gard to the good-will of the grocer. 
This personage is the man with whom 
the salesman is most concerned. 
Consequently any missionary work 
that can help the salesman to gain 
the good-will of the grocer is worth 
attention. But does the presence of 
a demonstrating booth gain the good­
will of the grocer? It is our beliet 
that, in recent years, the sympathy 
of the grocer for an appended “free 
lunch” counter is by no means keen.

The booth is no longer a novelty, 
and does not create the interest in 
the neighborhocjd it once did. It 
consequently has little effect upon 
the growth of the grocer’s trade. 
Moreover, the floor space the grocer

must give up to the demonstrating 
process unsettles the order of his 
stock. If the booth does get a 
good patronage the crowd about it 
interferes with serving regular trade, 
with getting out telephohe calls and 
delivery orders. The number of peo­
ple attracted by the demonstration 
has no great effect in increasing the 
number of sales registered, because 
the audience is composed principally 
of children and inquisitive pass- 
ersby.

Salesmen who regret the passing of 
the demonstrating booth are lament­
ing an antiquated weapon. It is dis­
carded by us merely because it is no 
longer serviceable. No matter how 
bothersome, how expensive a method 
it was, we should still use it enthu­
siastically if it could bring results.

But this doesn’t mean that we are 
not by the side of our salesmen at 
every move, fighting shoulder to 
shoulder. We know that a progres­
sive establishment must make the 
work of selling as easy as possible 
for its salesmen, and that to accom-

plish this it is necessary to stimu­
late the demand both of consumer 
and dealer. Demonstrating at gro­
cery stores did stimulate a demand 
once upon a time. Something must 
take its place, and that something 
in our case is advertising in maga­
zines and newspapers— the best as­
sistance to the salesman.— W. M. 
Wilkes in Salesmanship.

“ Truly royal board and 

kingly furnishment. ”

— S h a k e s p e a r e .

Hotel Livingston
Grand Rapids

The Factory Behind the Great

Olds Gasoline Engine
Is the guarantee of its product, combining three 

great essentials

S im p lic ity -S tre n g th -R e lia b il i ty

What It Means to the Farmer and Fruit Grower
The perfect power for pumping, grinding and spraying. Our 

Portable Rig is especially adapted for the latter operation.

What It Means to the Man in the City
The Olds Gasoline Engine is recognized to be the most 

economical power for large or small business places. The success­
ful manner in which Grand Rapids factories are operating our 
engines from 8 to 50 h. p. bears out this statement.

The Olds Gas Producer has proven an ideal power for light- 
ing purposes, and to-day a 165 h. p. engine is operating success­
fully in one of Grand Rapids’ largest stores.

W e can furnish engines from 2 to 150 h. p.
Also a few bargains in second-hand engines.

A D A M S  &  H A R T
West Michigan Selling Agents

47-49 North Division St. Grand Rapids
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Quarterly Meeting of Directors M.

K. of G.
Jackson, March 19— The Board of 

Directors, M. K. of G., held their 
meeting at the office of the Secretary 
in .this city March 16. The meeting 
was called to order by President 
Mosher, of Port Huron. All mem­
bers were present except M. C. Em- 
pey, of Bay City. The minutes of the 
last meeting were read and approved.

A 'communication from Geo. H. 
Foote, of Detroit, was read and re­
ferred to the Legislative Committee.

President Mosher’s telegram of 
sympathy on the death of Ex-Presi­
dent C. L. Stevens to Mrs. -Stevens, 
also the reply from Mrs. Stevens and 
daughter, were read and ordered plac­
ed on file.

President Mosher made a very able 
and complete report of his steward­
ship since the last Board meeting, 
making many excellent recommenda­
tions for the good of the order and 
increase of membership.

The Secretary reported the follow­
ing receipts since the last meeting:
Death fund ................................. $1,056
Annual dues ...............................  118
Promotion fund .........................  71

The Treasurer reported the follow­
ing balances in the several funds:
Death fund ............................$1,112 35
General fund ........................ 65 70
Employment fund . . . . . . . . .  37 S2
Promotion fund ..................  i n  50

Both reports were accepted and 
placed on file.

Vice-Presidents F. A. Aldrich, 
second district, and F. E. Minne, sev­
enth district, handed in written re­
ports showing a nice increase in mem­
bership, a good feeling throughout 
their districts and looking forward to 
a prosperous year for M. K. of G.

Vice-President Minne, of the sev­
enth district, reported the organiza­
tion of a Post at Lapeer with four­
teen charter members, which will be 
known as Post L.

The above reports were accepted 
ana adopted and placed on file.

Chairman Frost, of the Legislative 
Committee, made a very able report 
regarding the flat two cent rate bill 
and stated in his opinion the bill would 
pass and become a law. He also re­
ported progress on two or three 
other bills of interest in our Legis­
lature.

It was moved and supported that 
our promotion premiums be extend­
ed for six months from April 1. Car­
ried.

It was moved and adopted at this 
meeting that we, the Board of Di­
rectors, form ourselves into a cor­
respondence committee to the Michi­
gan Tradesman and that we also 
thank Brother Stowe for the offer 
of the columns of the Tradesman 
and services already rendered.

An assessment of $2 was ordered 
levied on the Association, to be call­
ed May 1 and to close May 31.

An order was authorized to be 
drawn on the Treasurer for $30 for 
stamps for the Secretary.

Moved and supported that we des­
ignate the fourth Friday and Satur­
day, Aug. 23 and 24, 1907, as the date 
for our next annual convention, to 
be held in Saginaw. Adopted.

^Phe following death claims were al­

lowed and warrants drawn to pay 
same: Anna M. Patton, claim of W. 
H. Patton, Chicago, 111.; Esther E. 
Stone, claim of O. D. Stone, Billings, 
Montana; Eliza M. Sutliff, claim of 
C. H. Sutliff, Lansing; Annie L. 
Wells, claim of C. J. Wells, Detroit: 
Clara A. Perry, claim of A. E. Per­
ry, Pontiac.

An order was authorized to be 
drawn oft the Treasurer for $50 for 
ten weekly payments of $5 each from 
the relief fund for W. A. VanAlstine.

The following bills were allowed 
and orders drawn on the Treasurer
to pay the same:
Sundries for Secretary ...........$ 5 66
Secretary’s salary .............. . 62 25
Treasurer’s salary .................... 24 90
Expense of Board meeting .. 44 08

Moved and supported that an order 
be drawn on the Treasurer for $4 
from the relief fund to pay assess­
ments Nos. 1 and 2 for W. A. Van­
Alstine. Carried.

Moved and supported that we ad­
journ to meet at the Secretary’s office 
June I Carried.

It may be of interest to the com­
mercial travelers, whether members 
of the M. K. of G. or not (if not 
members to know they are most cor­
dially invited to become members), 
to know that the Association is look­
ing forward, to the year 1907 as be­
ing one of the most prosperous years 
in the history of our organization. 
While it is conceded by all insurance 
companies that the death rate has 
been high the past year, the same 
will apply to our organization. Our 
death rate has also been high.

I wish to state that all claims to 
date have been paid and that our 
organization does not owe one cent, 
all due to the promptness of our 
noble hearted brothers, who stand 
ever ready to respond to the needs 
of a brother who has been called 
from his last trip to the final resting 
place.

We have enjoyed a remarkably fine 
increase in membership the past year. 
We have added eighty-one active 
members to our list since January 1, 
and we are looking forward to a 
still greater increase in membership.

Frank L. Day, Sec’y.

Programme for the Gideon State 
Convention.

Detroit, March 19— The programme 
for the sixth annual convention of 
Michigan Gideons, to be held at the 
Central M. E. church, Detroit, April 
27 and 28, is as follows:

Saturday Afternoon.
Convention called to order by State 

President H. F. Huntley.
Singing, conducted by C. F. Lou- 

thain.
Prayer by Chaplain, Harry Mayer.
Reading of minutes by Secretary.
Report of State Secretary and 

Treasurer.
Recommendations from the State 

Executive Committee.
Report of local camps.
President’s annual address.
Unfinished business.
New business.
Election of State officers.
General discussion of Gideon work.
Closing hymn.

Saturday Evening.
Gideon camp fire, Frank A. Ver-

nor, Moderator.
Ten minute song service, led by C. 

F. Louthain.
Prayer by Chaplain, Harry Mayer. 

i Scripture by Watson R. Smith.
Address of welcome, Thomas G. 

Adams.
Response, John A. Sherick.
Our National President, Chas. M. 

Smith.
Short addresses by visiting broth­

ers.
Sunday, 9 a m .

Quiet hour, praise and testimony, 
led by S. G. Pierce.

Singing, led by Harry Mayer.
Sunday, 10:30 a. m.

First Baptist church, Chas. M. 
Smith, Eugene J. Fogell, Frank A. 
Vernor, D. W. Johns, F. H. Frost, 
S. T. Kinsey, W. F. Parmelee, L. B. 
Langworthy, C. E. Walker, H. F. 
Huntley.

Central M. E. church, Charles M. 
Smith, Harry Mayer, C. F. Louthain, 
L. R. Russell, G. A. Fricke, L. Van- 
delinder, Ray' Blakeman, W. R. 
Smith, S. G. Pierce.

First Presbyterian church, George 
D. Lyford, Kirk S. Dean, W. D. 
VanSchaack, Herbert W. Beals, J. A. 
Sherick, L. H. Richardson, Jacob J. 
Kinsey, Aaron B. Gates.

3.30 p. m.
First Baptist church, men’s mass 

meeting, Charles M. Smith, leader.
Fifteen minute song service, led by 

C. E. Louthain.
Fifteen minute talk by member of 

Lansing W  C. T. U.
7:30 p. m.

Central M. E. church, union rally.
Song service, led by C. F. Louthain, 

Moderator.
Prayer by W. P. French, pastor.
Scripture reading by L. R. Russell.
The Gideons will stand at the read­

ing. ‘‘And they stodd every man in 
his place.”

Short addresses by Gideons.
Praise and testimony service, led 

by L. Vandelinder.
Gideon Circle, “God be with us till 

we meet again.”
Benediction.

A. B. Gates, Sec’y.

Gripsack Brigade.
M. E. Truit, who has represented 

'he Hirth-Krause Co. several years in 
Central Michigan territory, has en­
gaged to cover Southern Michigan 
and Northern Indiana for the Hamil­
ton-Brown Shoe Co., of St. Louis, 
Mo. He will continue to reside at 
Battle Creek.

Chas. E. Fleming has been engag­
ed to cover Central Michigan territory 
by the Hirth-Krause Co. Mr. Flem­
ing was formerly engaged in the re­
tail shoe business at Vermontville, 
his father having been one of the 
pioneer shoe dealers of Central Mich­
igan. For the past year Mr. Fleming 
has been in charge of the shoe stock 
of a department store in Battle Creek. 
Few men on the road possess a more 
intricate knowledge of the shoe busi­
ness than he does. He will make his 
headquarters at Battle Creek.

Some little regret is expressed over 
the delay in repealing the Baillie law, 
but. as the delay is due wholly to the 
efforts of the two ’railway lobbyists 
maintained in Lansing this winter by 
the G- R- & I- and the Pere Mar­

quette, and as there is no sentiment 
back of these men— only a well-filled 
pocketbook— it goes without saying 
that when the Legislature once takes 
up the repeal of the measure it will 
make short work of the feature. This 
law has been denounced as infamous 
by everyone who has had the mattei 
brought to his attention, unless he is 
dominated by corporate interests, and 
it will probably be a long time before 
the railroads will be able to secure 
the enactment of another law by sur­
reptitious methods such as were em­
ployed last session when the Baillit 
law was born.

The Tradesman feels that it owes 
an apology to the traveling frater­
nity of Michigan for suggesting the 
employment of a lawyer to represent 
them at the hearing on the two cent 
bill at Lansing«" As a matter of fact, 
the traveling men did not appear to 
need a lawyer half as bad as the 
railroads did. They have been match­
ed against the railroad representa­
tives on two occasions and have come 
out first best both times. Even the 
railroad men admit that they stand 
no show when they are pitted against 
the best speakers in the traveling fra­
ternity. The hearing last Thursday 
was attended by about forty repre­
sentatives of the fraternity, gathered 
from different parts of the State. 
They met with Governor Warner and 
Railway Commissioner Glasgow the 
evening before and decided upon what 
line of argument each man should 
take. They carried out their parts so 
well that all the honors were theirs 
and the railroad men frankly admit­
ted that they had lost ground by get­
ting in the game A final ¡hearing on 
the bill will be held next Monday at 
2:30 p. m. in order that the Pere Mar­
quette and the Michigan Central may 
be heard. However, the Tradesman 
has no idea that the Michigan Cen­
tral people will put in an appearance, 
because it has been conceded all along 
that they were in favor of the law. 
Such, at least, is the inference to be 
drawn from the statement of Mr. 
Daly to the editor of the Michigan 
Tradesman-in his office in New York 
City last December. The present plan 
is to complete the final hearing Mon­
day afternoon and report the bill of 
the Committee Monday evening, so 
that it can be passed by the Senate 
Tuesday. It will then go to the 
House, which will probably enact it 
within a week and, from present in­
dications, it will take Governor War­
ner about twelve minutes to sign it. 
It is understood that seventy-three of 
the members of the House have vol­
unteered to vote for the bill, although 
it requires only fifty-one votes to 
adopt it. About the only unfortunate 
feature connected with the campaign 
is the presence of two railway lob­
byists— one employed by the Pere 
Marquette and the other by the G. R. 
& I.— who have been doing all they 
could to defeat the measure. Instead 
of prejudicing the members against 
it, however, they have succeeded in 
strengthening the sentiment in favor 
of the law. It begins to look as 
though the presence of a railway lob­
byist during a legislative session does 
a railroad more harm than it does 
good.
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Michigan Board of Pharmacy. 
President— Henry H. Heim, Saginaw. 
Secretary— Sid. A. Erwin, Battle Creek. 
Treasurer—W. E. Collins, Owosso; J. D. 

Muir, Grand Rapids; Arthur H. Webber, 
Cadillac.

Michigan State Pharmaceutical Associa­
tion.

President—John L. Wallace, Kalama- 
200.

First Vice-President— G. W. Stevens, 
Detroit.

Second Vice-President—Frank L. Shil- 
ley, Reading;.

Third Vice-President— Owen Raymo,
Wayne.

Secretary— E. B. Calkins, Ann Arbor.
Treasurer—H. G. Spring, Unionville.
Executive Committee— J. O. Schlotter- 

beck, Ann Arbor; F. N. Maus, Kalama­
zoo; John S. Bennett, Lansing; Minor E. 
Keyes, Detroit; J. E. Way, Jackson.

Spring Advertising Appropriate for 
Druggists.

March and April are houseclean­
ing months, and it is high time you 
were making some effort to get your 
share of the business which goes 
with the season. If you haven’t al­
ready done so, fix up a special house­
cleaning window with ammonia wa­
ter, sponges, soaps, scrub brushes, a 
household disinfecting solution, bo­
rax, furniture polish, paints, bath­
room enamel, etc., and paste on the 
inside surface at the top a strip of 
paper six inches wide and as long as 
the window, with the words, “ House­
cleaning Needs” printed on with a 
brush in good, big letters. See, now, 
that the different articles of your 
display, which have, of course, been 
arranged in groups, all have a price 
on them. You might make a special 
price on one or two leading articles, 
such as ammonia, which could bear 
a sign reading, “Full Pint for 8c,” 
or “These Heavy Scrub Brushes 
Now 9c,” or “This Lot of Serviceable 
Sponges, Choice, 14c,” and so on, or 
if you prefer, just place a small price 
card with the figures at which you 
sell each article regularly.

This done, make a similar display 
on the case nearest to your wrapping 
counter and have these properly 
marked with price tags, and over the 
whole suspend a half-sheet cardboard 
sign which reads, “Housecleaning 
Helps,” and the next thing is to pre­
pare your copy for newspaper or 
circular space. If you don’t use your 
newspaper then get out a neat circu­
lar.

Of course, the matter of price is 
your own affair, and I simply put 
down a price to fill in, or perhaps to 
show what I would do, for I am con­
vinced that where you are catering 
to the housewives as in this instance, 
it is always a good plan to make the 
price the feature of your advertise­
ment, and to make it a little below the 
regular or special season articles, or, 
rather, advertisements. I don’t want 
to convey the impression here that 1 
believe in slashing prices at any time 
unless it becomes a necessity in order 
to protect yourself against competi­
tion, but I do maintain that this is a 
free country on some scores, and one 
of them is that in advertising a man 
must use his greatest attraction—  
price— in order to awaken interest in 
certain seasonable lines. Do you

suppose, for instance, that the de­
partment stores could draw the great 
attention of the public that they do 
if they simply advertised a list of 
articles at so much each? Of course 
not; it is the new order of things to 
use one or more articles as a leader 
to draw the people to your place of 
business or to direct their attention 
to other articles in the same line.

One of the season’s needs will soon 
be insect powder, insect gum, bugines 
and what not, and if you don’t make 
a good liquid preparation of this, 
then I would suggest that you pre­
pare a bichloride solution in benzine 
or wood alcohol, or, for that matter, 
use any of the various formulas for 
this purpose with which the books 
are filled and give the preparation a 
good name, such as “Skinnum’s Bug- 
ine,” or “ Bedbug Banisher,” or “In- 
sectine,” and put up in an eight-ounce, 
flat ammonia 'bottle with a squirt 
top, and you will make a far greater 
profit than by putting up 10 cents’ 
worth of this and that for your 
trade. Fix up fifty or one hundred 
bottles and make a window display 
of this alone, or you may add insect 
powder and gum, rat poison and a 
general window, if you prefer, and 
make a second display on the counter 
or case and put a neat sign over it 
to read: “ Insectine Destroys Bed­
bugs— Young and Old; 24c;” and 
then run an advertisement in your 
paper or send out some circulars.

Another good window display at 
this season can be made of flower 
or garden seeds, if you sell them. 
Get from your home, or wherever 
best obtainable, some few plants in 
full bloom and arrange at either end 
of your window on raised boxes or 
pyramids and scatter your packages 
of seed's in the center of the window, 
or if you have only a case, place this 
in the center and arrange the plants 
around it; over the whole suspend a 
half-sheet cardboard sign and have 
printed in heavy letters these words: 
“Flower and Garden Seeds That 
Come Up— 5c and 10c per Package.” 
I believe you will find this pays foi 
any little expense which "may * be 
caused by the rent or purchase of 
plants and for suitable crepe paper, 
which should be used for covering the 
window floor; and to add to the at­
tractiveness of the display you might 
make, say, forty strips of crepe pa­
per one inch wide; attach them to 
some point in the center of the win­
dow, about two feet high, and then 
carry them to either side in sym­
metrical rows. Colors should be of 
any two which blend well, such as 
violet and white.

Moth Preventive as a Money Maker.
In recent years camphor— which is, 

and has been, the public’s favorite 
safeguard against moths in laying 
aside furs and other winter gar­
ments for the warm season—has been 
steadily advancing in price, and fs 
now somewhat beyond the reach of 
the general public. I have also found 
during my experience as pharmacist 
that a serious objection to the so- 
called “ camphor balls,” “naphtha 
flakes,” etc., is the disagreeable odor 
of naphthalin emitted by these prepa­
rations.

To remedy thesé defects I have de­

vised the following simple formula 
which may interest some of my fel­
low druggists:

Oil cedar ................... 2 ozs.
Naphtha flakes ......... 15 lbs.

Mix thoroughly.
This I have named “ Cedarine,” and 

as the formula shows it is simply \ 
mixture of oil of cedar and naphtha 
flakes, the former being in itself an 
effective preventive for moths, and 
furthermore it destroys, to a marked 
degree, the objectionable naphthalin 
odor. It costs less than three cents 
per pound and is easily sold for fifteen 
cents per pound or two pounds foi 
twenty-five cents, the price at which 
I am selling it.

At this time of the year, when the 
demand for the preparations is espe­
cially large, Cedarine finds a readv 
and profitable sale. To bring it to 
the attention of my customers I have 
placed a large wooden box contain­
ing about fifteen pounds of the prep­
aration in a conspicuous part of the 
store. To this I have attached a 
neatly printed sign bearing the price. 
Along the sides of the box I have 
arranged in pyramidal form a quanti­
ty of one and two-pound packages 
put up in attractive cartons. I find 
that this preparation for moths is 
not only an excellent seller but also 
a good advertiser. M. A. Laddon.

The Drug Market.
Opium— Is very firm. Another ad­

vance is looked for on account of 
higher prices in the primary mar­
kets.

Morphine— Is unchanged.
Quinine— Is dull at the late de­

cline.
Citric Acid— Has again advanced 

and is tending higher on account of 
higher prices for crude material.

Cocoa Butter— Is very firm.
Cod Liver Oil, Norwegian— Has ad­

vanced about $7 per barrel. Higher 
price is looked for this year on ac­
count of the small crop.

Balsam Copaiba— Has again ad­
vanced and is tending higher.

Juniper Berries— Are very firm and 
tending higher.

Oil Lemon— Has again advanced 
and is tending higher.

Oil Cassia— Has advanced on ac­
count of scarcity.

Oil Sweet Almonds— Has advanced.
Gum Camphor— Is very firm at ad­

vance of 4c and is tending higher.
Cloves— Are very scarce and have 

advanced.

He Had References By the Score.
Recently a stranger walked into the 

railway mail service "headquarters in 
Chicago and asked for a job weighing 
mails, the work of which will com­
mence some time within the next two 
months.

Judging from the number and vari­
ety of letters that he was able to show 
the stranger had worked in about 
every country of the civilized world. 
He had letters from officials in *high 
positions in great seaports on both 
sides of the Atlantic and the Pacific 
oceans.

The feature that seemed to stand 
out in the queer exhibit made by the 
applicant was that evidently he had 
given satisfaction in scores of differ­
ent jobs, the writers testified ter both 
his moral character and his abilities 
as a worker in many lines.

Despite all these facts, notwith­
standing the apparent force of his 
testimonials and with all of the boast­
ed prosperity that attends the indus­
trial concerns, this man fairly plas­
tered with letters of praise was out 
of a job, and in this application Uncle 
Sam did not accept his services.

Here was a rolling stone that had 
rolled in all kinds of moss, could have 
remained where there was good pick­
ing, but had spent nearly a whole 
lifetime looking around for different 
kinds, and still is following the same 
intent He evidently had passed the 
fiftieth year of his life. J. L. Graff.

At least the man who says witty 
things gets a-lot of self-approval.

Some men marry widows so they 
won’t have to buy new furniture.

Easter Post Cards
Eighteen appropriate designs, flowers, 

chicks, rabbits, etc., assorted 100 in box. 
Beautifully embossed.

Price, $1.25 per 100

FRED BRUNDAGE 
Wholesale Drugs and Stationery 

MUSKEGON, MICHIGAN

THE FIRST THOUGHT 
of the young man starting our courses is why 
he wasn’t wise sooner. Our graduates secure 
and hold excellent positions.

Grand Rapids, Mich.

10,000,000 Post Cards
Will be sold in Michigan this year.
Will you sell your share ?
We have the most complete line in the country 

and are making prompt shipments.
A fine assortment for five dollars, including 

display stand.

WILL P. CANAAN
105 Ottawa St. Grand Rapids, Mich.
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WHOLESALE DRUG PRICE CURRENT

Adviwoni
Advanced—Cltrlo A dd , OU Pepperm int. Camphor. 

Aeldum
Aoetloum ............  < 9
Benzoicum, Q e r .. 70©
Boracic ................ ©
Oarbolicum ........  SCO
Citricum ............... 65 @
Hydrochlor ........  SO
Nitrocum ............ 8 0
Oxalioum ............ 109
Phosphorlum. dll. 9
Salicylicum .........  44 @
Sulphuricum . . . .  1%©
T annicum  ................710
T artarlcum  ........  38©

Ammonia
Aqua, 18 d e ( . . . .  4 0
Aqua, 30 d e c . . . .  6 0
Oarbonas .............  130
Chloridum .......... 12 @

Aniline
f i .n k  ................... s  COOS 25
Brown .................. 8001 00
Red ........................ 45© 50
Yellow ..................2 500 8 00

Baoeae
Cubebae ............... 22® 25
Jn lperus .............. 8© 10
X anthoxylum  .. . .  80© 35 

Balaamur**
Copaiba ................ 1 00 @1 10
Peru  . .
Terabin,
Tolutan ................

Oertex 
Abies. Canad ian .
Caaalae ................
Cinchona F ia v a ..
Buonym us a t r o . .
Myrloa C srifera. 
p n inua  V irg ln i..
Quillala, g r’d ..
Sassafras ..po25
(Jlmua ...................

■ xtraetum  
OHyeyrrhlsa Ola.
Olyeyrrhlaa, p o ..

Canada
@1 80 

65 
40

18 
SO 
18 
60 
20 
16 
18 
84 
36

K aem atox 
l ia  «m at_ism atox , la  . .
Haem atox, ■ 
H aem atox, U s • 

F arm  
Carbonate Preoip. 
C itra te  and  Quina 
C itra te  Soluble . . .  
Ferrooyanldum  8 
Solut. Chloride ..  
Sulphate, eom 'l . .  
Sulphate, oom’l, by 

bbl. per o w t.. .  
Sulphate, pure . .

ill
180
14©
160

a rn ic a  . . .
Flora

Anthémis
M atricaria

Barosma .
Falla

15©

30
80
12
14 
16
17

15
8 00 

55 
40 
15 
2

70
7

18 50 
86

35© 40
Cassia Acutlfol, 

Ttnnevelly . . . .  
Cassia, Aouttfol. 25© 
Salvia officinalis,

U s and Us .. 18©
Ova U r a l.............  8©

Gumml
Asacla, 1st p kd.. ©
Acacia, 2nd pkd.. © 
Acacia, 3rd pkd.. © 
Acacia, sifted sts. &
Acacia, po............ 450
Aloe Barb ............. 2SO
Aloe, Cape .........  O
Aloe, Soootrl ---- ©
Ammoniac .........  65©
Asafoetida .........  35©
Benzolnum ......... 60®
Catechu, Is 
Catechu, Ua 
Catechu. Us 
Comphorae . 
Buphorbium 
Galbanum .
Gamboge . . . .  
Quaiacum ..po85 
Kino ......... po 46o

10

I
....... 1 45@1 55
__  © 40__ ©1 00
po. .1 85©1 45 

© 36 
© 45

Mastic .................. © 75
Myrrh ....... po 50 @ 45
Opium ..................3 85@4 00
SheUao  .........  60© 70
Shellac, bleached 60© 65
Tragacanth .......  70@1 00

Herba
Absinthium ........4 60© 4 60
Bupatorlum os pk 20
Lobelia ........os pk 25
Majorum ...o s  pk 28
Mentra Pip. ospk 28
Mentra Ver. os pk 25
Rue ............. os pk 39
Tanacetum . .V . .. 22
Thymus V . . es pk 25

Magnesia
Calcined, Pat ..  65© 60 
Carbonate, P a t.. 18© 20 
Carbonate, K-M. 18© 20
Carbonate ....... . 18© 20

Oleum
Absinthium ........4 90©5 00
Amygdalae, Dulc. 75@ 85 
Amygdalae, Ama 8 00608 26
Anlsl ....................1 85
Aurantl Cortex 2 75
Bergamll ............. 3 35
Oajlputl ............. 86u —
Carvophilll ..........1 50©1 60
Cedar ..................  50© 90
Chenopadli ........8 76® 4 00
Clnnamonl ..........1 75 ©1 85
Cltronella ...........  060 70
boxmm Mm  . . .  SM  99

60
20

18
16
20
15
14
28

12 60 
82 
10 
8

opaiba ............... l  75@1 85
Cubebae .............. 1  35©1 40
Evechthltos __ 1  00© 1  10
Erigeron ............ J 00® 1 10
Gaultheria ...........2 25 @2 75
Geranium ....... os 75
Gossippii Sem g a l. 70© 75
Hedeoma ............ 8 00@3 10
Junipera ............  40
I.avendula ........... 90
Limons .................2 20 _
Mentha Piper .3 00@3 25
Mentha Verid ...3  50©3 60
Morrhuae gal ..1  25©1 60
Myrlda ...............8 00 @3 50
Olive ..................  75©3 00
Picis Llquida . . .  10© 12 
Picis Llquida gal © 85
Rlclna ..................1 06@1 10
Rosmarini .........  ©1 00
Rosae os ........... 6 00@6 00
8uccini ...............  40© 46
Sabina ................  90 1 00
Santa! ............. ©4 50
Sassafras ............  90© 95
Slnapis, ees, os.. © 65
Tiglil .................. 1 1001 20
Thyme ...............  400 50
Thyme, opt ........  @1
Theobromas . . . .  15© 

Potassium
Bi-Carb ............. 15
Bichromate .......  13
Bromide ............. 25
Carb ....................  12
Chlorate ....... po. 12
Cyanide ............. 84
Iodide .................. 2 50
Potassa, Bitart pr sO 
PotaBs Nltras opt 7 
Potass Nltras . . .  6©
,Fk*usslate ..........  23©
Sulphate p o .......  15©

Radix
Aconitum ........... 20©
Althae ................  80©
Anohusa ............. 10©
Arum po ..........   ©
Calamus ............. 80©
Gentians po 15.. 12© 
Glychrrhisa pv 15 16© 
Hydrastis, Canada 
Hydrastis, Can. po © 
Hellebore. Alba. 12©
Inula, po .........  18©
Ipecac, po .........2 50©
Iris piox ...........  85©
Jalapa, pr .........  25©
Maranta, U> • • • O 
Podophyllum pe. 15©
Rhei .................... 75©
Rhei, cut ........... 1 00®
Rhei. pv ............. 75©
Splgella ...............1 45©
Sanuglnari, po 18 ©
Serpentarla .......  50©
Senega ...............  85©
Smilax, offl’s H. ©
Smilax, M ............. @
Sclllae po 45 . . . .  20© 
Symplocarpus ... ©
Valeriana Eng .. @
Valeriana, Ger. .. 15®
Zingiber a .........  12©
Zingiber j ..........  22©

Semen 
Aniaum po 20....
Apium (gravel’s)
Bird, la ............
Carui po 15 .......  12
Cardamon .........  70
Coriandrum .......  12
Cannabis Satlva 7
Cydonium .........  75®1 00
Chenopodium ...
Dipterix Odorate.
Foeniculum .......
Foenugreek, po..
Llnl .....................
Linl, grd. bbl. 2%
Lobelia ..............  75
Pharlaris Cana’n 9
Rapa ...................  5
Slnapis Alba . . . .  7
Slnapis Nigra . . .  9

Splrltus
Frumenti W D. 2 00@2 50
Frumenti ........... 1 25© 1 50
Junlperls Co O T 1 65@2 00
Juniperis Co --1 75©8 60
Saccharum N B 1 90 @2 id 
Spt Vfnl Galli ..1  7506 50 
Vmi Oporto . . . . 1  2502 0C 
Vina Alba .........1 25@2 00

8ponges
Florida Sheeps’ wool

carriage ...........8 00@8 60
Nassau sheeps’ wool

carriage ...........8 50©8 75
Velvet extra sheeps’ 

wool, carriage.. ©2 00 
Extra yellow sheeps’ 

wool carriage.. @1 25
Grass sheeps’ wool,

carriage .........  ©1 25
Hard, slate u se.. ©1 00
Yellow Reef, for 

slate use .......  ©l 40
Syrups

A eada .................
A urantl Cortex .
Zingiber ..............
Ipecac .........  . ..
F errl Iod ............
Rhei Arom ........
ftpillaT Offi’s . . .

•-».SOU MMM

Sclllae Co ...........  © BO
Tolutan ..............  © 50
Prunus vlrg __  © 50

Tinctures
Anoonitum Nap’sR 60
Anoonitum Nap’sF 50
Aloes ...................  go
Arnica ................  50
Aloes Sc Myrrh .. 60
Asafoetida .........  50
Atrope Belladonna 60
Aurantl Cortex.. 50
Benzoin ..............  60
Benzoin Co __  50
Baroema ...........  50

•Cantharldes .......  76
Capsicum ............  50
Cardamon .........  75
Cardamon Cr . . .  75
Castor ........................ 1  00
Catechu .............. 50
Cinchona . . . . . . .  50
Cinchona Co __  60
Columbia ...........  50
Cubebae ............. so
Cassia Acutlfol .. 60
Cassia Aouttfol Co 50
Digitalis ............. go
Ergot ..................  to
Ferrl Chloridum. 1 5
Gentian ............... 50
Gentian C o ......... 60
Qulaca ................ 50
Gulaoa ammon .. 60
Hyoscyamus . . . .  50
Iodine .................  76
Iodine, ooloriess 76
Kino .................... 60
Lobelia ...............  50
Myrrh ................  60
Nux Vomloa . . . .  50
Op« .....................  75
Opil, camphorated 50
Opil, deodorized.. 1 50
Quassia ..............  50
Rhatany ............. go
Rhei ....................  5 0 '
Sanguinaria ....... 60
Serpentarla . . . .  60
Stramonium . . . .  60
Tolutan ............... 60
Valerian .............. go
Veratrum Verlde. 50
Zingiber ............. 20

Miscellaneous
Aether, Spts Nit 8f SO© 35 
Aether, Spts Nit 4f 34© 88 
Alumen, grd po7 3© 4
Annatto .............. 40© 50
Antimoni, p o __  4© 6
Antimoni et po T 40© 50
Antlpyrin ...........  © 25
Antlfebrln ..........  © 20
Argentl Nltras oz @ 58
Arsenicum .........  10© 12
Balm Gilead buds 60©. 65 
Bismuth B N . . . .1  85©1 90 
Calcium Chlo” Is © 9
Calcium Chlw, Us © 10
Calcium Chlor %a @ 12
Cantharldes, Rus ©1 75 
Capsid Fruc’s af © 20 
Capsid Frue’s po © 22 
Cap’! Fruc’s B p o  © 15
Carphyllus ..........  24@ 26
Carmine, No. 40. ©4 25
Cera Alba .........  60© 65
Cera Fiava .......  40© 42
Crocus ..................1 30@1 40
Cassia Fructus .. © 35
Centraria ........... © 10
Cataceum ........... © 85
Chloroform ........  34© 54
Chloro'm Squibbs ® 90 
Chloral Hyd Crssl 35@1 60
Chondrus ..........  20© 25
Cinchonldlne P-W  88© 48 
Clnchonid’e Germ 38© 48
Cocaine .............. 3 05@3 30
Corks list D P  Ct. 75
Creosotum .........  0  45
Creta ....... bbl 76 © 2
Creta, prep . . . .  © 5
Creta, precip . . .  9© 11
Creta, Rubra . . .  © 8
Crocus ................. 1 00© 1 10
Cudbear .............. © 24
Cupri Sulph . . . .  8%@ 12
Dextrine ............. 7*„ 10
Emery, all Nos.. © 8
Emery, po .........  © 6
Ergota ----po 65 60© 65
Ether Sulph . . . .  70© 80
Flake White __  12© 16
Galla ...................  © 23
Gambler ............. 8© 9
Gelatin, Cooper.. © 60 
Gelatin, French . 35© 60 
Glassware, fit box 76

Less than box .. 70
Glue, brown __  11© 18
Glue white .........  15© 25
Glycerina ............ 13%<f
Grana Paradisi..
Humulus ........... 35|
Hydrarg C h...M t 
Hydrarg Ch Cor 
Hydrarg Ox Ru’m 
Hydrarg Ammo’l 
Hydrarg Ungue’m 
Hydrargyrum . . .  
Icnthyobolla, Am.
Indigo .................  759
Iodine, Resubi . .2
Iodoform .............2
Lupulin ..............

oopodium ....... 706Lyoopcg g w

Liquor Arsen et 
Hydrarg Iod .. © 25

Liq Potass Arslnit 10© 12 
Magnesia, Sulph. 2© S 
Magnesia, Sulph bbl © 1% 
Mannia. S F  . . . .  45© 50
Menthol .............. 2 90®3 00
Morphia, S P&W  2 4502 70 
Morphia, S N Y  Q 2 45© 2 70 
Morphia, Mai. ..2 45@2 70 
Moschus Canton. © 40 
Myrlstica, No. 1 28© 10 
Nux Vomica po 16 © 10
Os Sepia .........  21© 28
Pepsin Saao, H &

P D Co .........  ©1 00
Picis Llq N N ft

g a l doz ...........
Picis Liq qts . . . .
Picis Llq. pints.
Pil Hydrarg po 80 
Piper Nigra po 22 
Piper Alba po 85 
Pix Burgum . . . .
Plumb! Acet . . . .
Pulvis Ip’c et Opil 1 10©110 
Pyrethrum, bxa H 

St P  D Co. doi 
Pyrethrum, pv ..  20
Quasslae .............  81
Q uina, S P  &  W  21@
Q uina, S G er .........21®
Q uina, N . Y ..........  21 @

121

2 00 
1 00 

00 
CO 
i t

3

Rubia Tinctorum 12© 14 
Saccharum La’s. 22© 25
Saladn ................4 5004 75
Sanguis Drac’s . . 40© 50
Sapo, W  .........  13 V9@ 16
Sapo, M .............  1 0 © 12
Sapo, G .............  © 15
Seidlitz Mixture 20© 22
Slnapis ............... © 18
Slnapis, opt __  © 30
Snuff, Maccaboy,

BeVoes ...........  © 51
Snuff, S’h DeVo's © 51
Soda, Boras . . . .  9© 11
Soda, Boras, po. 9© 11
Soda et Pot’s Tart 25© 28
Soda, Carb .........  1V4@ 2
Soda, Bi-Carb .. 3© 5
Soda, Ash .........  3V4® 4
Soda, Sulphas .. © 2
Spts, Cologne .. ©2 60
Spts, Ether Co.. 50© 55
Spts, Myrcia Dom ©2 00 
Spts, Vlni Rect bbl © 
Spts, V i’l Rect V4b 0 
Spts, Vi’i R’t 10 gl © 
Spts, V i’l R’t 5 gal © 
Strychnia, Cryst’l 1 05© 1 2f 
Sulphur Subl . . .  2% © 4
Sulphur, Roll ...2%@  3)4
Tamarinds .........  8© 10
Terebenth Venice 28® 30 

Theobromae .......  65® 70

Vanilla ...............9 00
Zinci Sulph .......  7

Oils

Whale, winter 
Lard, extra
Lard. No. 1 __  „
Linseed, pure raw 42 
Linseed, boiled ....4 8  J 
Neat’s-root, w str 65® 
Spts. Turpentine ..Market 

Paints bbl, L
Red Venetian ..1%  2 @3 
Ochre, yel Mars 1% 2 ©4 
Ocre, yel Ber . . ip  
Putty, commer’l z \
Putty, strictly pr2* 
Vermillion, Prime

American .......
Vermillion, Eng.
Green, Paris . . . .
Green, Peninsular
Lead, red ............ 7 Vi© 7Vi
Lg&d. white ....... 7«4© 7%
Wnltlng, white S’n 
Whiting Gliders’ ..
White, Paris Am’r 
W hit’g  Paris Eng 

cliff ...... ............ © 1  41
Universal Prep’d 1 i0@l 2( 

Varnishes
No. 1 Turp Coachl 10© 1  20 
Extra Turp .......1 60© 1 7n

Protection 
To Our 
Customers

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.

H azeltine & P erk in s 
Drug Co.

Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to Markets
By Columns

Co)
A ,

Ammonia ........................ *
Axle Crease ..................  *

B ,
Baked Beans .................. *
Bath Brick ....................  J
Bluing .............................  *
Brooms ...........................  *
Brushes .......................... J
Butter Color ..................  1

Candles ........................... !
Canned Goods ................ J
Carbon Oils .....................  ;
Catsup ............................... 5
Cereals ..................  !
Cheese ............................... *
Chewing Gum ................ *
Chicory ............................. *
Chocolate .........................  *
Clothes Lines .................
Cocoa ................................. f
Cocoanut .........................  •
Cocoa Shells ...................  *
Coffee ...............................  *
Confections ........................“
Crackers ..........................  *
Cream T a r ta r  ................ •

O .
Dried F ru its  ................... «

Farinaceous Goods .......  •
F ish  and  O ysters ............ 1«
Fishing Tackle ..............
Flavoring ex trac ts  . . . .  «>
Fresh M eats ..................

Gelatine ........................   _
Grain Bags ....................  •
Grains and Flour .........  »

Herbs ........... ................ . fj
Hides and Pelts ...........1«

Jelly

Lioorlce
M

Matches ...........................  •
Meat Extracts ........... • • •
Mince Meat ........*..........  •
Molasses .................... . • • *
Mustard ............................. •

N
Nuts .................................. 11

O
Olives ...............................  •

Pipes ............................... J
Pickles .. ..................... |
Playing Cards ............  6
Potash .........    •
Provisions ...................... R

Rice ......................... T

Salad D ressing ..............
Saleratus ........................  1
Sal Soda ........................ 7
Salt ....................................  7
Salt F ish  .........................  7
Seeds ................................. 7
Shoe B lacking ................ 7
Snuff ..................................  •
Soap .................................  8
Soda ..................................  8
Soups ...............................  8
Spices ...............................  8
S tarch  ...............................  8
Syrups ...............................  8

T ea ...................................   8
Tobacco .........................  9
Twine ..............................  8

Vinegar ........................... 9
W

Wlcking .......................... 9
Wooden ware .................. 9
Wrapping Paper ........... 10

Y
remit oste .................... is

ARCTIC AMMONIA
Dos.

12 os. ovals 2 doz. b ox.. .76 
AXLE GREASE 

Frazer’s
lib. wood boxes, 4 dz. S 00 
lib. tin boxes, 3 doz. 2 85 
3%tb. tin boxes, 2 dz. 4 26 
101b. pails, per doz...  6 00 
15Tb. pails, per doz... 7 20 
25!b. palls, per doz.... 12 00 

BAKED BEANS
lib. can, per doz.......  90
21b. can, per doz......... 1 40
31b. can, per doz......... 1 80

BATH BRICK
American ...................... 75
English .........................  85

BLUING
Arctic

6 oz. ovals 3 doz. box $ 40 
16 oz. round 2 doz. box 75 

Sawyer’s Pepper Box
Pay Gross.

No. 3, 3 doz. wood
boxes ...................... 4.00

No. 6, 3 doz. wood
boxes / . .....................7.00

BROOMS
No. 1 Carpet .................2 76
No. 2 Carpet ................. 2 35
No. 3 Carpet .................2 15
No. 4 Carpet .................1 75
Parlor Gem .................2 40
Common Whisk .........  85
Fancy Whisk ..........1 20
Warehouse ................  3 00

BRUSHES
Scrub

Solid Back 8 in.............  75
Solid Back, 11 in.......  95
Pointed Ends ...............  85

Stove
No. 3 .............................  75
No. 2 ............................ 1 10
No. 1 ........ 1 75

Shoe
No. 8 .............................1 00
No. 7 ............................ 1 30
No. 4 .............................1 70
No. 3  1 90

BUTTER COLOR 
W., R & Co.’s, 15c size.l 25 
W., R. & Co.'s, 25c size.2 00 

CANDLES
Electric Light, 8s.......  9%
Electric Light, 16s__ 10
Paraffine, 6s ................  9
Paraffine, 12s .............  9%
Wlcking ....................... 20

CANNED GOODS 
Apples

3Tb. Standards . . .  1 00
Gallon .....................  2 60

Blackberries
21b.............................. 90 @1 75
Standards gallons .. @5 50 

Beans
Baked .........  . . .  8001 30
Red Kidney ....... 850 95
String ...................7001 15
Wax . ................  7501 25

Blueberries
Standard .............  @1 45
Gallon .................  @7 50

Brook Trout
2Tb. cans, spiced... 1 90 

Clams
Little Neck, lib. 1 0001 25 
Little Neck, 21b. @1 50

Clam Bouillon
Burnham's >4 pt.........1 90
Bonham  s pts............. 3 60
Ri.rrham's qts............... 7 20

Cherries
ripfl Standards .1 3001 50
White ..............  1 50

Corn
Fall ..........................60075
Good . . . . . . . . . .  85090
Fancy ............................. 1 10

French Reas
Sur Extra Fine ............... 22
Extra Fine .................... 19
Fine ................................  15
Moyen ...........................  11

Gooseberries
Standard ..................  90

Hominy
Standard ...................... 85

Lobster
% lb...................................2 25
1 lb.................................... 4 25
Picnic Tails ...................2 75

Mackerel
Mustard, lib ...................1 80
Mustard, 21b.................. 2 80
Soused, 1% lb.................1 80
Soused, 2ib...............    .2 80
Tomato, lib ....................1 80
Tomato, 21b....................2 80

Mushrooms
Hotels __ V.........  190 20
Pattons ......... . 84# Si

Oysters
Cove, lib ...............  @1 05
Cove, 21b...............  @1 85
Cove, lib. O val.. @1 20

Plums
Plums ...........................  85

Peas
Marrowfat .........
Early June ......... 1 2501 60
Early June Siftedl 35 @1 65 

Peaches
Pie ......................1 0001 16
Yellow ..................1 6502 25

Pineapple
Grated .................  ©2 50
Sliced ..................  ©2 40

Pumpkin
Fair ......................  80
Good ....................  90
Fancy ................  i oo
Gallon ..................  2 60

Raspberries
Standard ...........  0

Russian Caviar
>4lb. cans ......................3 75
%Ib. cans .....................7 00
lib. cans .....................12 00

Salmon
Col'a River, tails 1 8001 85
Col’a  River, flats 1 9001 95
Red Alaska  1 2001 30
Pink Alaska __  0 1  00

Sardines
Domestic %s •• 3%© 3%

5 
0  9

814 
24 
014

01  10 
0 1  20 
0 1  40 
03 60

© 10%
010
016%
024
015%
©34%
0 22

Domestic. % s__
Domestic, Must’d 6 
California, % s. . .  11 
California, % s .. .17 
French, %s . . . .  7 
French, %s ....18  

Shrimps
Standard ............1 2001 40

Succotash
Fair ....................  85
Good ..................  1 00
Fancy ................. 1 2601 40

Strawberries
Standard ...........  1 10
Fancy ................. 1 4002 00

Tomatoes
Fair ......................
Good ....................
Fancy ..................
Gallons ................

CARBON OILS 
Barrels

Perfection ..........
Water White 
D. S. Gasoline ..
Gas Machine __
Deodor’d Nap’a ..
Cylinder .............29
Engine ................16
Black, winter . , . .  8% 010 

CEREALS 
Breakfast Foods 

Bordeau Flakes, 36 1Tb. 2 50 
Cream of Wheat, 36 2tb.4 50 
E&g-O-See, 36 pkgs...2 85 
Evcello Flakes, 36 Tb. 4 50 
Excello, large pkgs... 4 60
Force, 36 2 tb............... 4 50
Grape Nuts, 2 doz.......2 70
Malta Ceres, 24 l i b . . . .2 40
Malta Vita, 36 1Tb.........2 85
Mapl-Flake, 36 ltb ....4  05 
Pillsbury’s Vitos, 3 dz. 4 25
Ralston. 36 21b..............4 50
Sunlight Flakes. 36 lib. 2 85 
Sunlight Flakes, 20 lgs 4 00
Vigor, 36 pkgs...............2 75
Voigt Cream Flakes ..  .4 50
Zest, 20 21b......................4 10
Zest, 36 small p k g s ... .2 75

Crescent Flakes
One case ...................... 2 50
Five cases .................... 2 40

One case free with ten 
cases.

One-half case free with 
5% cases.

One-fourth case free with 
2% cases.

Freight allowed 
Rolled C .t*

Rolled Avenna, bbl. . . .  5 10 
Steel Cut, 100 Tb. sacks 2 60
Monarch, bbl............... 4 85
Monarch, 90 Tb. sacks 2 35
Quaker, 18-2 .................1 55
Quaker, 20-5 .................4 00

Cracked Wheat
Bulk ......................
24 2 *b. packages .. 

CATSUP
Columbia 25 pts__
Columbia, 25 % pts.
8nider’s quarts ......... 3 25
Snider’s pints ..........2 25
Snider’s % pints ........1 30

CHEESE
Acme ..................  ©14%
Carson City ...........  014

1 m s i e ^ . ..........  014

3% 
2 50

4 50 
60

Gem •.........
Idea) .
Jersey __
Peerless 
Riverside 
Springdale 
Warner’s .
Brick ___
ijelden ...  
Limburger

• U•1 4
©15

@14%
014%
©16
017%
015
015

Pineapple ......... 40 060
Sap Sago .............  ©22
Swiss, domestic.. ©16
Swiss, imported #20

CHEWING GUM 
American Flag Spruce 50
Becman’s Pepsin .......  55
I Bdam ..........    90
Best Pepsin ..................  45
Best Pepsin, 5 boxes. .2 00
Black Jack ................  50
Largest Glim Made .. 65
Sen Sen .................... .. 50
Sen Sen Breath Per'f. 95
Sugar Loaf ..............   50
Yucatan ......................  50

CHICORY
Bulk .............................
Red ......................    ,
Eagle ..................... . 4
Franck’s .......................... 7
Schener's ...................... 6

CHOCOLATE 
Walter Baker A  Co.’s

German Sweet ..........  23
Premium .......................  30
Vanilla .......................... 41
Caracas ......................... 35
Eagle ............................  28

Walter M. Lowney Co.
Premium, %s ................. 30
Premium, %s ................. 28

COCOA
Baker’s .......................... 38
Cleveland ........    41
Colonial, %s ................. 36
Colonial, %s ............... 33
Epps .............................  42
Huyler .......................... 45
Lowney, %s .....................40
Lowney, %s ...................... 38
Lowney, %s ...................... 36
Lowney, Is ...................... 36
Van Houten, %s __  12
Van Houten, %s .........  20
Van Houten, %s .......  40
Van Houten, Is .........  72
Webb ..............................  28
Wilbur, %s ...................  35
Wilbur, %s ....................  36

COCOANUT
Dunham’s %s & %s 27
Dunham’s %s .............  28
Dunham’s %s .............  29
Bulk ............................  12

COCOA SH ELLS
201b. bags ........................2%
Less quantity ................. 3
Pound packages ............4

COFFEE
Rio

Common ......................13%
Fair ................................14%
Choice ............................ 16%
Fancy ............................20

Santos
Common ......................13%
Fair ...............................14%
Choice ............................16%
Fancy ............................19
Peaberry ........................

Maracaibo
Fair .................   1«
Choice ........................... 19

Mexican
Choice ............................16%
Fancy ............................19

Guatemala
Choice ..........    Û>

Java
African ......................... ¿2
Fancy African ............17
O. G...................................25
P. G..................................31

Mocha
Arabian ......................... 21

Package
New York Basis

Arbuckle ...............16 00
Dilworth ........................15 50
Jersey ..........................15 00
Lion ........................  .14 60

McLaughlin's XXXX 
McLaughlin’s XXXX sold 

to retailers only. Mail all 
orders direct to W. F. 
McLaughlin & Co.. Chica­
go.

Extract
Holland, % gro boxes 95
Felix. % gross............ 1 15
Hummel’s foil, % gro. 85 
Hummel’s tin, % gro. 1 43 

CRACKERS
National Biscuit Company 

Brand 
Butter

Seymour, Round ..........6
N. B. C., Square .........  6

Soda
N. B. C. S o d a ..............  6
Select Soda ..................  8
Saratoga Flakes ..........13
Zephyrette ....................13

Oyster
N. B. C., R o u n d ...........  6
N. B. C„ Square Salted 6
Faust, Shell .................. 7%

Sweet Goods.
Boxes and cans

•Animals ......................... 10
Atlantic, Assorted ....... 10
Bagley Gems ................ 8
Cartwheels ...................  8
Currant Fruit .............. 10
Cracknels ...................... 16

C offee C a ke, pi. or iced  10
C o co an u t T a ffy  ............. 12
C o co an u t B a r  ..................10
C ocoan u t D rops .............12
C o co an u t H on ey C a k e  12 
C ocoan u t H on. F in g e rs  12 
C ocoan u t M acaroon s ..18
D ix ie  C ook ie ...................  9
F ro sted  C ream  ..............  8
F lu ted  C ocoan u t ...........10
F r u it  T a r ts  ..................... 12
G in ger G em s ...................  8
G ra ha m  C ra ck e rs  ......... 8
G in ger Snaps, N . B . C. 7
G in ger M id gets  .............10
H ippodrom e .................... 10
H on ey  C a ke. N . B. C. 12 
H on ey F in g ers , A s . Ice 12
H on ey  Ju m b les .............12
H ousehold C ook ies . . . .  8 
H ou sehold C ook ies Iced  8 
Iced H o n ey  C ru m p e ts 10
Im p eria l .............................. 8
Iced  H on ey  F la k e  ......... 12%
Iced H on ey  Ju m b les ..12
Islan d  P ic n ic  ....................11
J e rse y  L u n ch  .................  8
K re a m  K lip s  ...................20
L a d y  F in g e rs  .................12
L em  Y e m  ..........................11
L em on  G em s ................... 10
L em on B isc u it, S q u a re  8
Lem on W a fe r  .................16
L em on  C ook ie  .................  8
M a ry  A n n  ........................  8
M a rsh m a llo w  W a ln u ts  16
M a rin er .............................. 11
M o la sses C a k e s  .............  8
M oh ican  ............................. 11
M ixed  P ic n ic  ....................11%
M ich. F ro sted  H o n ey  12
N ew to n  .............................. 12
N u S u g q r .........................  8
N ic  N a c s  ...........................  8
O a tm eal C ra ck e rs  __  8
O ra n g e  G em s .................  8
P e n n y  C a k es, A sso rte d  8
P re tze ls , H an d  M d........  8
P re tze le tte s , H an d  M d. 8 
P re tz e le tte s , M ac. M d. 7%
R a is in  C ook ies ..............  8
R evere, A sso rte d  ........... 14
R ich w o o d  ..........................  8%
R u b e ...................................  8
S co tch  C ook ies ................10
Sn ow  C rea m s ..................16
S u g a r  K risp  ....................11
Sp iced  G in gers .............  9
Spiced G in g ers  Iced  . . .1 0
Sp iced  S u g a r  T o p s  ____9
S u lta n a  F r u it  ............    .16
S u g a r  C a k e s  ...................  8
S u g a r  Sq u ares, la rg e  or

sm a ll .............................. 8
S u p erb a  ............................. 8
S p onge L a d y  F in g e rs  25
S u g a r  C rim p  ...................  8
V a n illa  W a fe rs  ................16
W a v e r ly  ............................ 8
Z a n zib a r  ...........................  9

In -er Seal Goods
P e r  doz.

A lm ond B on  B o n  . . .  .31 50
A lb e rt B isc u it  ............. 1 00
A n im a ls  ........................... 1 00
B re m n e r’s  B u t W a fe r s  1 00 
B u tte r  T h in  B is c u it ..  1 00 
C h eese  S a n d w ich  . . . .  1 00 
C o co an u t D a in tie s  . . .  1 00 
C o co an u t M a ca ro o n s . .  2 50
C ra c k e r  M eal ...............  75
F a u s t O y ste r  .................  1  00
F ig  N ew to n  ...................  1 00
F iv e  O ’clo ck  T e a  . . . .  1 00
F ro ta n a  ..........................  1 00
G in g er Snaps. N . B . C. 1 00 
G ra h a m  C ra ck e rs  . . . .  1 00
L em on  S n ap  .................  50
O a tm eal C ra c k e r s  . . . .  1 00
O y ste re tte s  ....................  50
Old T im e  S u g a r  C ook. 1 00 
P re tze le tte s . H d M d ... 1 00
R o y a l T o a s t ..................  1 00
S a ltin e  .............................  1 00
S a ra to g a  F la k e s  ........... 1 50
S o cia l T e a  ......................  1 00
Soda, N . B . C ..............  1 00
Soda, S e le ct ................. 1 0.0
Sp onge L a d y  F in g e rs  1 00 
S u lta n a  F r u it  B isc u it  1 50
U n eed a B isc u it  ........... 50
U n eed a J in je r  W a y fe r  1 00 
LTn eed a M ilk  B is c u it ..  50
V a n illa  W a fe rs  ............. 1 00
W a te r  T h in  ...................  1 00
Zu Z u G in g er S n a p s 50
Z w ie b a ck  .......................  1 00

C R E A M  T A R T A R
B a rre ls  or d ru m s ........... 29
B o x es ......................................30
S q u a re  ca n s ........................32
F a n c y  cad d ies ..................35

D R IE D  R F U IT S  
A pp les

Sundried ............... 0  7
E vap o rated  .......... 9 © 9%

A p rico ts
C a lifo rn ia  ......................18020

C a lifo rn ia  P ru n es 
100-125 25Tb. boxes.

90-100 25Tb. b o xe s ..©  4 
80- 90 25Tb. b o x e s ..©  5 
70- 80 251b. b o x e s ..©  5%  
60- 70 25lb . b o x e s . .#  6 
50- 60 25Tb. b o x e s ..®  6% 
40- 50 251b. b o x e s ..©  8 
30- 40 251b. b o x e s ..©  9 

% c less in 50tb case» 
C itron

C o rsica n  .................  ©22
C jr r a n ts

Im p ’d 1 Tb. p k g . . ©10
Im ported b u lk  . . .  © 9%

P eel
Lem on A m erican  ...........14
O ra n ge A m erican  ......... 16

5

Raisins
London Layers, 3 or 
London Layers. 4 cr 
Cluster, 5 crown 
Loose Muscatels. 2 er 
Loose Muscatels, 3 cr 
Loose Muscatels, 4 cr 9 % 
Loose Muscatels, 4 cr 10 
L. M. Seeded, 1  lb. 1 1 0 1 1 % 
Sultanas, bulk 
Sultanas, package 0  9 %

FARINACEOUS GOODS 
Beans

Dried Lima ..................  «
Med. Hd. Pk’d ......... 0 1  50
Brown Holland ........... 2  zb

Farina
24 lib. packages ..........1  7R
Bulk, per 100 lbs...........g 00

_ . Hominy
Flake. 50Tb. s a c k ......... 1  00
Pearl. 2001b. sack . . .  [3  70 
Pearl. 1001b. sack . . , . 1  85 
Maccaronl and Vermicelli 
Domestic, 101b. b o x ... so 
Imported, 261b. box. . .2  50 

Pearl Barley
Common .....................  2 75
Chester ................  2 85
Empire .......................... [3 40

Peas
Green, Wisconsin, bu. 1  40 
Green, Scotch, bu.........l  ¿0
Split, tb............................ 4

Sago
iast India .....................  7 %

German, sacks ............... 7 %
German, broken pxg.. . .

T aploca
Flake, 110 lb. sacks . . . .7  
Pearl, 130 Tb. sacks . . . .7
Pearl, 24 tb. pkgs...........7 %
FLAVORING EXTRACTS 

Foote A  Jenks 
Coleman’s Van. Lem.
2 oz. Panel ......... l  20 76
3 oz. Taper ....... 2 00 1 bu
No. 4 Rich. Blake 2 00 1 60

Jennings D. C. Brand. 
Terpeneless Ext. Lemon

Doz.
No. 2 Panel .................. 75
No. 4 Panel ........... l  50
No. 6 Panel ............2 00
Taper Panel ................ 1  50
2 oz. Full Meas..............l  20
4 oz. Full Meas..............2 25

Jennings D C Brand 
Extract Vanilla 

„ Doz.
18 0 . 2 Panel ............l  20
No. 4 Panel ............2 00
No. 6 Panel ............3 00
Taper Panel .................. 2 00
1 oz. Full Meas............ 85
2 oz. Full Meas.............1  60
4 oz. Full Meas.............3 00
No. 2 Assorted Flavors 1 00

GRAIN BAGS 
Amoskeag, 100 In bale 19 
Amoskeag, less than bl 19% 

GRAINS AND FLOUR 
Wheat

No. 1 White ................. 7 1
No. 2 Red ..................... 71

Winter Wheat Flout 
Local Brands

Patents .......................... 4 40
Second Patents ............4 20
Straight .......................... 4 00
Second Straight ...........8 70
Clear ...............................3  so
Graham .......................... 4 75
Buckwheat ....................6 00
Rye ................................. 3 85

Subject to usual cash dis 
count.

Flour in barrels, 2tc pei 
barrel additional.
Worden Grocer Co.’s Brand
Quaker, paper ............. 3 90
Quaker, cloth ............... 4 00

Wykes A  Co.
Eclipse ............................3 70
Kansas Hard Wheat Flour 

Judson Grocer Co.
Fanchon, %s cloth __ 4 40

Spring Wheat Flour 
Roy Baker’s Brand 

Golden Horn, family. .4 60
Golden Horn, baker’s . . 4 50
Calumet ..........................4 20
Wisconsin Rye ............. 3 90
Judson Grocer Co.’s Brand
Ceresota, %s ................ 4 90
Ceresota, %s ................. 4 80
Ceresota, %s ..... 4 70
Lemon A  Wheeler’s Brand
Wingold, %s .................4 85
Wingold, %s ............... 4 75
Wingold, %s ................ 4 45

Pillsbury’s Brand
Best, %s cloth .............4 90
Best, %s cloth ..............4 80
Best, %s cloth ............4 70
Best, %s paper ...........4 76
Best, %s paper ..........4 75
Best, wood ...................5 00
Worden Grocer Co.’s Brand
Laurel, %s cloth __ 4 90
Laurel, Vis cloth ........4 SO
Laurel, %s & %s paper 4 70
Laurel %s ......................4 70

Wykes A  Co.
Sleepy Eye, %s cloth ..4 80 
Sleepy Eye, %s cloth. .4 80 
Sleepy Eye, %s d o th ..4 70 
Sleepy Eye, %s paper. .4 70 
Sleepy Eye. %s paper. .4  70



M I C H I G A N  T R A D E S M A N 45
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Meal
Bolted ..............................2 40
Golden Granulated __ 2 60
St. Car Feed screened 20 50 
No. 1 Corn and Oats 20 50
Corn, cracked ............. 19 50
Corn Meal, coarse . . . .  19 50 
Winter Wheat Bran 22 00 
Winter Wheat Mid’ng 23 00
Cow Feed .....................22 50

Dairy Feeds 
W ykes & Co.

O P Linseed Meal ...30 00
Cottonseed Meal ........30 00
Gluten Feed ................ 27 00
Malt Sprouts ............. 21 00
Brewers Grains ..........23 00
Molasses Feed ............21 00
Dried Beet Pulp ........ 16 50

Oats
Michigan, carlots ............45
Less than carlots ..........46

Corn
Carlots ............................... 49
Less than carlots .............51

Hay
No. 1 timothy car lots 14 00 
No. 1 timothy ton lots 15 00 

HERB8
Sage ...............................  15
Hops .............................  16
Laurel Leaves .............  15
Senna Leaves .............  25

JELLY
5 lb. pails, per doz. ..1  90 

15 lb. pails, per p a il....  42 
30 lb. pails, per pail.. 75 

LICORICE
Pure ...............................  30
Calabria ........................  23
Sicily .............................  14
Root ..............................  11

MATCHES 
C. D. Crittenden Co. 

Noiseless Tip ..4 50@4 75 
MEAT EXTRACTS

Armour’s, 2 os............4 45
Armour’s, 4 os. .........8 2u
Liebig’s Chicago, 2 os. 2 76 
Liebig’s, Chicago, 4 os. 6 50 
Liebig’s  Imported, 2 os. 4 55 
Liebig’s Imported. 4 os. 8 6u 

MOLASSES 
New Orleans

Fancy Open Kettle . . .  40
Choice ...................   35
Fair ...............................  26
Qood .......................   22

Malt barrels 2c extra. 
MINCE MEAT 

Columbia, per c a s e .. . .2 76 
MUSTARD

Horse Radish, 1 ds....... 1 75
Horse Raddish, 2 dz ..3 60 

OLIVES
Built, 1 gal. k e g s ...........1 65
Bulk, 2 gal. kegs...........1 60
Bulk. 5 gal. kegs.......... f  56
M&nzaniUa, 8 os..........  90
Queen, pints ................. 2 50
Queen, 19 o s . ..................4 50
Queen. 28 os....................7 00
Stuffed, 5 os. ...............  90
Stuffed, 8 os. ................. 1 45
Stuffed. 10 os................... 2 40

PIPES
Clay, No. 216 ............... 1 70
Clay, T. D., Cull count 65
Cob, No. 2 ..................  85

PICKLES
Medium

Barrels, 1,200 c o u n t....6 00 
Half bbls., 600 count..3 60 

Small
Barrels, 2,400 c o u n t....7 50 
Half bbls., 1,200 count 4 25 

PLAYING CARDS 
No. 90 Steamboat . . . .  85 
No. 15, Rival, assorted 1 20 
No. 20, Rover enameled 1 60
No. 672, S p e c ia l........... 1 75
No. 98 Golf, satin finish 2 00
No. 808 Bicycle ..........2 00
No. 632 Tourn’t  whist. .2 26 

POTASH 
48 cans in case

Babbitt’s ....................... 4 00
Penna Salt C o .*s......... 3 00

PROVISIONS 
Barreled Pork

Mess .............................
Clear Back ...................19 50
Short Cut ....................19 00
Short Cut C le a r ......... 18 50
Bean " ..............................16 00
Brisket, clear ............. 20 00
Pig ................... ............ 20 00
Clear Family .............. 16 00

Dry Salt Meats
S P Bellies __.............. 13%
Bellies ............. .............. 11%
Extra Shorts .,.............. 11

Smoked Meats 
Hams, 12 !b. average.. 14% 
Hams, 14 tb. average..14% 
Hams, 16 lb. average..14% 
Hams, 18 lb. average.. 14%
kinned Hams .............15

Ham, dried beef sets.. 15
California Hams ......... 10
Picnic Boiled Hams ..15%
Boiled Ham .................. 22
Berlin Ham, pressed .. 8%
Mince H am  ........... 9

Lard
Compound .....................  9
Pure in tierces ...............10%
80 lb. t u b s . . . .advance % 
60 1b. tu b s . . .  .advance %
60 lb . t in s ........advance %
20 lb. p a ils .. . .a d v a n c e  % 
10 lb. p a ils .. .  .advance % 

6 lb. p a lls . . .  .advance 1 
• B. pails....advanoe 1

Sausages
Bologna .........................  514
Liver .............................. e *
Frankfort .......7
Pork .................... '* s
Veal .............................. 7
Tongue .........................  7
Headcheese .................. 7

Beef
Extra Mess ................  9 75
Boneless ...................... n  25
Rump, new ...................1 1  25

Pig’s Feet
% bbls............................. 1  10
% bbls., 40 lbs.............. 1  85
Vi bblS..............................3 25
1  bbl................................. 7 75

Tripe
Kits, 15 lbs....................  70
% bbls., 40 lbs.............. 1 50
% bbls., 80 lbs.............3 00

Casings
Hogs, per lb..................  28
Beef, rounds, set . . . .  16
Beef middles, set .......  45
Sheep, per bundle . . . .  70

Uncolored Butterlne
Solid dairy ......... 10 @16
Country Rolls ..10% @16% 

Canned Meats
Corned beef, 2 lb.........2 40
Corned beef, 1  lb.......,. . 1  30
Roast beef, 2 lb.............2 40
Roast beef, 1  lb............ 1 30
Potted ham, %s .........  45
Potted ham, %s .........  85
Deviled ham, %s .......  45
Deviled ham, %s ........ 85
Potted tongue, %s . . . .  45 
Potted tongue %s . . . .  85 

RICE
Fancy ..................... @ 7
Japan .....................  @ 5%
Broken .................... @ 3 %

SALAD DRESSING 
Columbia, % pint . .. .2  25
Columbia, 1 pint .........4 00
Durkee’s, large, 1 doz..4 50 
Durkee’s, small, 2 uoz..5 25 
Snider’s, large, 1 doz..2 35 
Snider’s, small, 2 doz. .1 35 

SALERATUS 
Packed 60 lbs. in box.

Arm and Hammer.......3 15
Deland’s ...................... 3 00
Dwight’s Cow .............3 15
Emblem .........................2 10
L. P................................. 3 00
Wyandotte, 100 %s ..3 00 

SAL SODA
Granulated, bbls..........  85
Granulated, 1001b. cb. 1 00
Lump, bbls.....................  80
Lump, 1461b. kegs . . . .  95 

SALT
Common Grades

10j> 3 lb. sacks ............2 10
60 5 lb. sacks ............. 2 00
28 10% lb. sacks......... 1 90
56 lb. sacks ...............  30
28 lb. sacks ...............  15

Warsaw 
56 lb. dairy in drill bags 40 
28 lb. dairy in drill bags 20 

Solar Rock
561b. sacks .................... 20

Common
Granulated, tine .........  80
Medium, tine ..............  85

SALT FISH 
Cod

Large whole . . . .  @ 7
Small whole . . . .  @ 6 %
Strips or'bricks . .7%@10%
Pellock ................  @ 4%

Halibut
Strips ............................18
Chunks ..........................13%

Holland Herring 
White Hoop, bbls. 11 00 
White Hoop, % bbls. 6 00 
White Hoop, keg 65@ 75 
White Hoop mchs. 80
Norwegian ............
Round, lOOlbs................ 3 76
Round, 40Ibs..................1 76
Scaled ............................ 12

Trout
No. 1, 100lbs...................... 7 60
No. 1, 401bs....................... 3 25
No. 1, lOlbs....................  90
No. 1, 8lbs..................... 75

Mackerel
Mess, lOOlbs...................
Mess, 40tbs.....................
Mess, lOlbs......................
Mess, 8tbs.......................
No. 1, lOOlbs.....................14 00
No. 1, 4 lbs....................... 5 60
No. 1, 10 lbs.......... 1---- 1 65
No. 1. 8 lbs.................. 1 36

Whltefish
No. 1. No. 2 Fam

1001b........................ 9 75 4 50
601b........................ 5 25 2 40
10 1b........................ 1  12  60

81b....................... 92 50
SEEDS

Anise .........................  10
Canary, S m yrn a.......  4%
Caraway .................... 9
Cardamom, Malabar 1 00
Celery .......................  16
Hemp. Russian .......  4%
Mixed Bird ..............  4
Mustard, white .......  8
Poppy .........................  9
Rape ........     5%

SHOE BLACKING 
Handy Box, large, 8 dz.2 50 
Handy Box, small. . . . 1  26 
Bixby’s Royal Polish.. 85 
Miller’s Crown Polish.. 86

8
_ ^ , SNUFF
Scotch, in bladders........ 37
Maccaboy, in jars ........ 35
French Rappie in jars . . 43

SOAP
J. S. Kirk & Co.

American Family ....... 4 00
Dusky Diamond, 50 8 oz 2 80 
Dusky D’nd, 100 6 OZ..3 80 
Jap Rose, 50 bars . . .  .3 75
Savon Imperial ........... 3 50
White Russian ............. 3 50
Dome, oval b a r s .............3 50
Satinet, oval .................2 15
Snowberry, 100 cakes. . 4 00

Proctor & Gamble Co.
J-enox .............................3 25
Ivory, 6 oz........................4 00
Ivory, 10 oz......................6 75
Star ................................3 25

LAUTZ BROS. & CO.
Acme, 70 b a r s ................ 3 60
Acme, 30 bars ...............4 00
Acme, 25 bars .............. 4 00
Acme, 100 cakes ..........3 25
Big Master, 100 bars ..4 10  
Marseilles, 100 cakes r .O 00 
Marseilles, 100 cakes 5c 4 00 
Marseilles, 100  ck toilet 4 00 
„  A. B. Wrisley
Good Cheer .................4 00
Old Country .................3 40

Soap Powders 
Lautz Bros. & Co.

Snow Boy ...................... 4 00
Gold Dust, 24 la rg e ....4 50
Gold Dust, 100-5c........4 00
Kirkoline, 24 41b.......... 3 80
Pearline ........................3 75
Soapine ..........................4 10
Babbitt’s 1776 ...............3 75
Roseine ..........................3 50
Armour’s ......................3 70
Wisdom ........................3 ¿0

Soap Compounds
Johnson’s Fine ...........5 10
Johnson's XXX .........4 25
Nine O’clock .................3 35
Rub-No-More ...............3 75

Scouring
Enoch Morgans Sons. 

Sapolio, gross lots . . . . 9  00 
Sapolio, half gro lots 4 60 
Sapolio, single boxes..2 25
Sapolio, hand ............. 2 25
Scourine Manufacturing Co
Scourine, 50 cakes__ 1  80
Scourine, 100 cak es...3 50

SODA
Boxes .............................. 5 %
Kegs, English .................4 %

SOUPS
Columbia ......................3 00
Red Letter ..................  90

SPICES 
Whole Spices

Allspice .........................  12
Cassia, China in mats. 12
Cassia, Canton ...........  16
Cassia, Batavia, bund. 28 
Cassia, Saigon, broken. 40 
Cassia. Saigon, in rolls. 55
Cloves, A m boyna.........  25
Cloves, Zanzibar .........  18
Mace ............................. 56
Nutmegs, 75-80 ............. 45
Nutmegs, 105-10 ........ 35
Nutmegs, 115-20 .........  30
Pepper, Singapore, blk. 15 
Pepper, Singp. white... 25
Pepper, shot ............... 17

Pure Ground In Bulk
Allspice .........................  16
Cassia, Batavia .........  28
Cassia, Saigon ............. 48
Cloves, Zanzibar ........ 18
Ginger, African .........  15
Ginger, Cochin ............. 18
Ginger, Jamaica .........  25
Mace .....................   65
Mustard ........................ 18
Pepper, Singapore, blk. 17 
Pepper, Singp. white.. 28
Pepper, Cayenne .........' 20
Sage ...........................   SO

STARCH 
Common Gloss

lib. packages ............4@6
31b. packages ...........  @4%
61b. packages ............ .@6 %
40 and 501b. boxes 8%@3%

Barrels ...................... @3%
Common Corn

201b. packages ............... 6
401b. packages ...4%,@7

SYRUPS
Corn

Barrels .............................. 25
Half Barrels .....................27
201b. cans % dz. in case 1  80 
101b. cans iff dz. in case 1 75 
51b. cans 2 dz. In case 1 85 

2%lb. cans 2 dz. in case 1 90
Pure Cane

Fair ................. . . . . . .  16
Good .................    20
Choice .......................  26

TEA
Japan

Sundrled, medium ....24
Sundried, choice ........32
Sundried, fancy ........... 36
Regular, medium ........24
Regular, choice ............32
Regular, fancy ............. 36
Basket-fired, medium 81 
Basket-fired, choice ..38 
Basket-fired, fancy ...48
Nibs ......................... 22@24
Siftings ..................  »@11
Fannings .............. 11914

9 10
Gunpowder

Moyune, medium ......... 30
Moyune, choice ...........32
Moyune, fancy ............. 40
Pingsuey, medium __ 30
Pingsuey, choice ........30
Pingsuey, fancy ..........40

Young Hyson
Choice ........................... 30
Fancy .............................36

Oolong
Formosa, fancy ............42
Amoy, medium ...........25
Amoy, choice ............... 32

English Breakfast
Medium ..........................20
Choice .............................30
Fancy .............................40

India
Ceylon, choice ............. 32
Fancy .............................42

TOBACCO
Fine Cut

Cadillac ..........................54
Sweet Loma .................34
Hiawatha, 51b. pails.. 55
Telegram ...................... 30
Pay Car ......................... 33
Prairie Rose .................49
Protection .....................40
Sweet Burley ............... 44
Tiger ............................. 40

Plug
Red Cross .................... 31
Palo ................................ 35
Hiawatha ...................... 41
Kylo ............................... 35
Battle Ax ...................... 37
American Eagle ..........33
Standard Navy ............37
Spear Head, 7 oz........... 47
Spear Head, 14% oz..44
Nobby Twist ................. 55
Jolly Tar ...................... 39
Old Honesty ................. 43
Toddy ............................34
J. T ...................................38
Piper Heidsick ............. 66
Boot Jack ...................... 80
Honey Dip Twist ........ 40
Black Standard ............40

t Cadillac ..........................40
Forge ............................. 34
Nickel Twist .................52
Mill ................................ 32
Great Navy ...................36

Smoking
Sweet Core ...................34
Flat Car ........................32
Warpath ....................... 26
Bamboo, 16 oz...............25
I X  L, 51b...................... 27
I X L, 16 oz. pails . . .  31
Honey Dew ...................40
Gold Block ...................40
Flagman ........................ 40
Chips ............................. 33
Kiln Dried ...................21
Duke’s Mixture ............40
Duke’s Cameo ..........  .43
Myrtle Navy .................44
Yum Yum, 1% oz..........39
Yum Yum, lib. pails ..40
Cream ........................... 38
Corn Cake, 2% oz..........25
Corn Cake, lib ..............22
Plow Boy, l* i oz........... 39
Plow Boy, 3% oz........... 39
Peerless, 3% oz............ 35
Peerless, 1% oz..................38 _
Air Brake ......................36
Cant Hook ...................30
Country Club ............. 32-34
Forex-XXXX ............... 30
Good Indian .................25
Self Binder, 16oz. 8oz. 20-22
Silver Foam .................24
Sweet Marie .................32
Royal Smoke ............... 42

TWINE
Cotton, 3 ply ............... 22
Cotton, 4 ply ............... 22
Jute, 2 ply .................... 14
Hemp, 6 ply .................13
Flax, medium ............... 20
Wool, lib  balls ............. 6

VINEGAR
Malt White, Wine, 40 gr 8% 
Malt White, Wine, 40 gr 10 
Pure Cider, B & B ....14  
Pure Cider. Red Star. .12 
Pure Cider, Robinson.. 12 
Pure Cider, Silver ....13 %

WICKING
No. 0 per gross .............30
No. 1 per gross .............40
No. 2 per gross .............50
No. 3 per gross .............75

WOODENWARE
Baskets

Bushels ..........................1 10
Bushels, wide 1 • d ..  1 60
Market ..........................  40
Splint, large .................3 50
Splint, medium ........... 3 25
Splint, small ...............3 00
Willow, Clothes, large 8 25 
Willow, Clothes, me’m 7 50 
Willow, Clothes, small 6 50

Clothes Pins
Round head, 5 gross bx 50 
Round head, cartons.. 70 

Egg Crates and Fillers. 
Humpty Dumpty, 12 doz. 20
No. 1 complete ............. 32
No. 2 complete ...........  2o
Case No. 2 flllersl5sets 1 30 
Case, mediums. 12 sets 1 15

Faucets
Cork lined, 8 in. ..
Cork lined, 9 in.. . .
Cork lined, 10 in...
Cedar, 8 in.............

Bradley Butter Boxes
21b. size. 24 in case. . 72
31b. size, 16 in case.. 68
5R>. size, 12 in case.. 63

101b. size, 6 in case. • 60
Butter Plates

No. 1 Oval, 250 in crate 30 
No. 2 Oval, 250 in crate 35 
No. 3 Oval, 250 in crate 40 
No. 5 Oval, 250 in crate 50

Churns
Barrel, 5 gal., e a c h ....2 40 
Barrel, 10 gal., each...2 65 
Barrel. U  gal., each...3 70

11

. . . .  65
---- 75
---- 85
. . . .  55

Mop Sticks
Trojan spring .................  90
Eclipse patent spring.. 85
No. 1 common ............. 75
No. 2 pat. brush holder 85 
121b. cotton mop heads 1 40 
Ideal No. 7 .....................  90

Pails
2- hoop Standard ....1 60
3- hoop Standard ..... 1 75
2- wire, Cable ...........1 70
3- wire. Cable ........... 1  90
Cedar, ah red, brass . .1  25
Paper, Eureka ........... 2 25
Fibre ............................. 2 70

T oothpicks
Hardwood .....................2 50
Softwood ..................... .2  76
Banquet ........................ l  50
Ideal ............................... 1  50

Traps
Mouse, wood, 2 holes.. 22
Mouse, wood, 4 holes.. 45
Mouse, wood, 6 holes.. 70
Mouse, tin, 5 ho les.... 65
Rat, wood .................... 80
Rat, spring ..................  75

T ubs
20-in, Standard, No. 1 7 00 
18-in, Standard, No. 2 6 00 
16-in. Standard, No. 3 5 00 
20-in. Cable, No. 1 . . . .7  50
18-in. Cable No. 2........6 50
16-in. Cable, No. 3 ....5  60
No. 1 Fibre ................. 10 80
No. 2 Fibre .................9 45
No. 3 Fibre ...................8 55

Wash Boards
Bronze Globe ............... 2 50
Dewey ........................... 1  75
Double Acme ............... 2 75
Single Acme .................2 25
Double Peerless ..........3 90
Single Peerless ............. 3 00
Northern Queen ........... 3 25
Double Duplex ........... 3 00
Good Luck .................... 2 75
Universal ....................... 3 40

Window Cleaners
12 in...................................1  66
14 in. ............................. 1  85
16 in.................................. 2 30

Wood Bowls
11 in. Butter ................  75
13 in. Butter ................. l  25
15 in. Butter ............... 2 10
17 in. Butter .................3 50
19 in. Butter .................4 30
Assorted, 13-15-17 __ 2 30
Assorted. 15-17-19......... 3 25

WRAPPING PAPER
Common Straw ...........  1 %
Fibre Manila, white.. 2% 
Fibre Manila, colored.. 4
No. 1 Manila ............... 4
Cream Manila .............3
Butcher’s Manila ..........2%
W ax Butter, short c’nt. 13 
Wax Butter, full count 20 
W ax Butter, rolls ... .1 5  

YEAST CAKE
Magic, 3 doz................... 1 15
Sunlight, 3 doz...............1 00
Sunlight, 1% doz...........  60
Yeast Foam, 3 doz.......1 15
Yeast Cream, 3 doz.. . .1  00 
Yeast Foam, 1% doz.. 58

FRESH FISH
Per lb.

Jumbo Whitefish __ @16
No 1 Whitefish ........ @14
Trout ..........................@15
Halibut ...................... @13%
Ciscoes or Herring ..@10
Bluefish ......................@12
l.ive Lobster ...............@45
Boiled Lobster ..........@45
Cod ...............................@14
Haddock .....................@
Pickerel ...............  @12%
Pike .............................@ 1 1
Perch, dressed ..........@12%
Smoked, White ____@12%
Red S napper...............@
Col. River Salmon ..@16
Mackerel ...................@20

HIDES AND PELTS 
Hides

Green No. 1 ...................10%
Green No. 2 .................... 9%
Cured No. 1 ...................12
Cured No. 2 .................. 1 1
Calfskins, green. No. 1 13 
Calfskins, green No. 2 11% 
Calfskins, cured No. 1 14 
Calfskins, cured No. 2 12% 

Pelts
Old Wool ...........  30
Lambs ................. 1 00@1 ,75
Shearlings .............. 50@1 00

Tallow
No. 1 ............................@ 5%
No. 2 ........................ @ 4%

Wool
Unwashed, med..........23@25
Unwshed, f in e ......... . 30

CONFECTIONS 
_ Stick Candy Pails
Standard ....................... 7  it
Standard H H ............... 7 %
Standard Twist ...........  8
, , Cases
Jumbo, 32 lb............... 7 %
Extra H H ................!!l0
Boston Cream ...............10
Glde Time Sugar stick 

80 tb. case ................. 13

Mixed Candy
Grocers ..........................  6
Competition .............. “  6 %
Special ..........................  7 ^
Conserve .................... *’ g "

Broken ...................  * 7 1 l

Leader ................ .. 8 *
Kindergarten ....... i !!.’ 10
Bon Ton Cream ......... . •
French Cream . . . .  uu.
Star ......................... !.!.’ l i
Hand Made Cream . . 1 5  

Cream mixed 13 
G b Horehound Drop 10

Fancy— in Palls
Gypsy Hearts ..............14
Coco Bon B o n s ..............12
Fudge Squares ..............13
Peanut Squares ...........  9
Sugared Peanuts ........ 1 1
Salted Peanuts ............12
Starlight Kisses ......... u
San Bias Goodies . . . .  12
Lozenges, plain .................9
Lozenges, printed ............10
Champion Chocolate .. 12  
Eclipse Chocolates . . . .  14  
Eureka Chocolates ... 14 
Quintette Chocolates .. 13 
Champion Gum Drops 8 %
Moss Drops ........... . . . .  g7*
cemon Sours ...........  *10
Imperials ..........................
ltal. Cream Opera . . . .  12  
Ital. Cream Bon Bons 1 1
Goiden Waffles ............12
Old Fashioned Molass- 

es Kisses, 101b. box 1  20
Orange Jellies ............. 50

Fancy— in 51b. Boxes
Lemon Sours ............... 5 5
Old Fashioned Hore­

hound drops ..........10
Peppermint Drops . . . . 6 0
Chocolate Drops ...........65
H. M. Choc. Drops . . . .  90 
K- M. Choc, l l  and

Dark No. 1 2 ............... 1  00
Bitter Sweets, ass’d . . l  15 
Brilliant Gums, Crys. 60 
A. A. Licorice Drops.. 90
Lozenges, plain ......... 5 5
Lozenges, printed ....... 55
Imperials ...................... 60
Mottoes ..........................60
Cream Bar ...................65
G. M. Peanut B a r ....... 55
Hand Made Cr’ms..80@90
Cream Buttons ........... 65
String Rock ................ 60
Wintergreen Berries ..60 
Old Time Assorted . . . .  2 75 
Buster Brown Goodies 3 50 
Up-to-date Asstmt. ...3  75
Ten Strike No. 1 ..........6 54
Ten Strike No. 2............... 6 00
Ten Strike, Summer as­

sortment. ...................6 75
Scientific Ass’t ............ 18 00

Pop Corn
Dandy Smack, 24s . . . .  66 
Dandy Smack, 100s...2 75 
Pop Corn Fritters, 100s 50 
Pop Corn Toast, 100s 50
Cracker J a c k ...................... 3 25
Checkers, 5c pkg. case 3 50 
Pop Corn Balls, 200s . .1  20 
Cicero Corn Cakes . . . .  6

per box ......................60
Azulikit 100s....................... 8  06

Cough Drops
Putnam Menthol ..........1  00
Smith Bros............................1 26

NUTS— Whole 
Almonds, Tarragona .. 17
Almonds, Avica .........
Almonds, California aft.

shell .....................
Brazils .................. 15@17
Filberts ....................  @ 1 3
Cal. No. 1 ..............
Walnuts, soft shelled @16 
Walnuts, Grenoble...@15 
Table nuts, fancy. . .  @ 15
Pecans, Med...............@16
Pecans, ex. la r g e ... .@18 
Pecans, Jumbos . . . .  @20 
Hickory Nuts per bu.

Ohio new .............
Cocoanuts ................ @ 6
Chestnuts, New York 

State, per bu...........
Shelled

Spanish Peanuts 8%@ 9%
Pecan Halves 
Walnut Halves .. 
Filbert Meats . . .  
Alicante Almonds. 
Jordan Almonds .

@75
@32
@27
@42
<H»47

Peanuts
Fancy, H. P. Suns 7%@7| 
Fancy, H. P. Suns.

Roasted ...............8%@8?
Choice, H. P. Jumbo @9̂  
Choice. H. P. Jumi’w' 

R oasted .................... @101
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S p ec ia l P rice  C urrent
A X L E  G R E A S E

Mica, tin b o x e s ....75 9 00 
Paragon ................ 55 6 00

B A K IN G  P O W D E R  

Royal
: size 90 
. cans 1 35 

cans 1 90 
cans 2 50 
cans 3 75 
cans 4 80 
cans 13 00 
cans 21 50

B L U IN G

C. P. Bluing
Doz.

Small size. 1 doz. b o x ..40 
Large size, 1 doz. b o x ..75

C IG A R S

G J Johnson Cigar Co.’s bd.
Less than 500 ..................  33
600 or more .....................32
1.000 or m o re .................... 81

Worden Grocer Co. brand 
Ben Hur

Perfection ........................ 35
Perfection Extras ..........35
Londres ............................. 35
Londres Grand .................35
Standard ............................35
Puritanos ..........................35
Panatellas, Finas ............35
Panatellas, Bock ........... 35
Jockey Club ......................35

C O C O A N U T
B aker’s  B razil Shredded

70 )41b. pkg. per case 2 60 
36 tftb. pkg. per case 2 60 
38 Jilb. pkg. per care 2 60 
16 %lb. pkg. per case 3 60

FRESH MEATS
Carcass ................ 5%@ 8%
Ilndquarters ....... 6%@10

Loins ........................ 8 @14
Rounds .................. 6%@ 7%
Chucks .................. 5 @ 6%
Plates ..................  @ 4%
L iv e rs  ....................  | i

P erk
Loins ....... ............ @11
Dressed ............... @ 8%
Boston B u tts  . .  @10
Shoulders .............  @ 9%
Imt L a r d ............. @ 1 0
Trimming» ........  9  8%

Mutton
Carcass ................ @ 8
Lambs ............... @12%
Spring Lambs

Veal
Carcass ........ .........6 @ 8%

CLOTHES LINES 
Sisal

60ft. 3 thread, extra.. 1 00
72ft. 3 thread, extra. .1 40
90ft. 3 thread, extra. .1 70
60ft. 6 thread, extra.. 1 29
72ft. 6 thread, extra ..

Jute
60ft.......... : .......................  75
72ft...................................  90
90ft. ................................ 1 05
120ft....................................1 50

Cotton Victor
50*t......................................1 10
60ft...................................... 1 35
70ft. . „............................. 1 60

50ft.
60ft.
70ft.
80ft.

Cotton Windsor
.................................1 30
............................... 1 44
............................... 1 80
.................................2 00

Cotton Braided
40ft.................................... 95
50ft....................................1 35
60ft.............. .................... 1 «5

Galvanized Wire 
No. 20, each 100ft. long 1 90 
No. 19, each 100ft. long 2 10

COFFEE
Roasted

Dwinell-Wright Co.’s. B ’ds.

White House, lib .................
White House, 21b.................
Excelsior, M & J, lib ..........
Excelsior, M & J. 2tb...........
Tip Top. M & J, lib ............
Royal Java ...........................
Royal Java and Mocha . . .  
Java and Mocha Blend . . .
Boston Combination .........

Distributed by Judson 
Grocer Co.. Grand Ranlds: 
Lee A Cady, Detroit; Sym­
ons Bros. A Co.. Saginaw; 
Brown. Davis A Warner. 
Jackson; Godamark. Du­
rand a  Co.. Battle Creek; 
Fie!hach Co.. Toledo.

Peerless Evap’d Cream 4 00 
FISHING TACKLE

% to 1 In...........................  6
1% to 3 in.........................  7
1% to 2 in........................ 9
1% to 3 In........... rt-.___11
3 in....................................... 16
8 in. .................................. 30

Cotton Lines
No. 1, 10 feet ............... 5
No. 2. 15 feet ................. 7
No. 3, 15 feet ................. 9
No. 4. 15 feet ................  10
No. 6, 16 feet ................. 11
No. 6, 15 feet ...................12
No. 7, 15 feet ............... 15
No. 8, 15 feet ................. 18
No. 9. 15 feet ...................20

Linen Lines
Small ...............................  20
Medium ...........................  26
Large ...............................  34

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bamboo, 18 fL, per doz. 80

G E L A T IN E
Cox’s 1 qt. size .1 10
Cox’s  2 qt. size . . .1 81
Knox’s Sparkling, doz 1 20
Knox’s  Sparkling, gro 14 •0
K nox's Aoidu’d. don.. .1 >6
Knox’s  Aoidu’d. g ro ... 14 66
Nelson’s ............. .1 M
Oxford .................. Ti
Plymouth Book 0*000.1 V

S A FE S

Full line of fire and burg­
lar proof safes kept in 
stock by the Tradesman 
Company. Twenty differ­
ent sizes on hand at all 
times— twice as many safes 
as are carried by any other 
house in the State. If you 
are unable to visit Grand 
R< pids and inspect the 
line personally, write for 
quotations.

SOAP
Beaver Soap Co.’s Brands

100 cakes, large size. .6 50
50 cakes, large size. .3 25

100 cakes, small size ..3 85
50 cakes, small s lz e ..l  95
Tradesman’s Co.’s Brand

Black Hawk, one box 2 50 
Black Hawk, five bxs 2 40 
Black Hawk, ten bxs 2 25 

TABLE SAUCES
Halford, large .............. 3 75
Halford, small .............2 25

Use

Tradesman

Coupon

Books

Made by

Tradesman Company

Grand Rapidi, Mieti.

W e  sell m o re  5 an d  10 

C e n t G o o d s  T h a n  A n y  

O th e r  T w e n ty  W h o le ­

sa le  H o u se s  in th e 
C o u n try .

W H Y ?

Because our houses are the recog­
nized headquarters for these 
goods.

Because our prices are the lowest. 
Because our service is the best 
Because our goods are always 

exactly as we tell you they are. 
Because we carry the largest 

assortment in this line in the 
world.

Because our assortment is always 
kept up-to-date and free from 
stickers.

Because we aim to make this one 
of our chief lines and give to 
it oar best thought and atten­
tion.

Our current catalogue lists the most com­
plete offerings in this line in the world. 
W e shall be glad to send it to any merchant 
w ho w ill ask for it. Send for Catalogue J.

BUTLER BROTHERS
Wholesaler« e f  E veryth in g— B j C atalogue Only 

flew York Chicago St. Louis

H P  &  I  LOW  • J v *  I .  r a t e

ROUND TRIP
HOMESEEKERS
EXCURSIONS

To many points in the South, Southwest, 
Southeast, West and Northwest.

SICKETS on sale March 5 and 19, 
April 2 and 16.

ONE-WAY SPECIAL SECOND- 
CLASS TICKETS TO 

PACIFIC COAST
And many Intermediate Points in the NORTH­
WEST are on sale daily during March and April.
T I C K ' F T ^  To the WEST, SOUTH- l i v n u i o  W E S T ,  S O U T H  and 
SOUTHEAST will be sold on March 5 and 
19 and April 2, 9.16. 23 and 30. Ask your Local 
Agent for full particulars. Address
E. C. HORTON, C. L. LOCKWOOD,

Trav. Passenger Agent Gen’i Passenger Agent 
Grand Rapids, Mich. Grand Rapids, Mich.

Booklet free on application

LIQUOR
MORPHINE
2 f3 [k n *jS s“ «ss

WRITE POR -
Only One imMich. Information.

1 G RANO  R A P ID S ,265S o.C o lle4eA ve

Credit Sales
handled 

as Fast as

Cash Sales
W ith the M cCA SK E Y A C C O U N T R E G IS T E R  you can 

handle C R E D IT  S A L E S  as fast as CASH  SA L E S.
It absolutely does away with A L L  copying and posting.
It gives you complete IN FO R M A T IO N  regarding every 

detail of your business.

You have a complete R E C O R D  of the standing of each 
customer’s account.

NO forgetting to charge goods. It C O M P E L S  your 
C L E R K S  to be careful and accurate.

Adapted for use in A L L  kinds of business.
Made in a large variety of styles and sizes running from 

the small register of 100 accounts up to large ones of 3,000 
accounts and over.

A postal will bring you complete information.

The McCaskey Register Co.
Alliance, Ohio

Mfrs. of the Famous Multiplex Duplicating Carbon Back Pads; 
also End Carbon, Side Carbon and Folded Pads.

J. A. Plank, Tradesman Bldg., Grand Rapids, State Agent lor Michigan 

Agencies in all Principal Cities
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B U S IN E S S -W A N T S  D E P A R T M E N T
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each 

subsequent continuous insertion. No-charge less than 25 cents. Cash must accompany.all orders.

BUSINESS CHANCES.
R a re  b u sin ess opp ortu n ity . T o  rent. 

A  h a rd w a re  s to re  w h ere  tra d e  h as been 
e sta b lish ed  fo r  y e a rs . L o c a te d  in  one of 
M ic h ig a n ’s  b a n n er to w n s. A d d ress  F . B . 
W h ite h ea d , M t. P le a sa n t, M ich. 691

M u st se ll a t  once, u p to d ate  sto ck  g e n ­
e ra l m erchandise? a c co u n t o f o th er b u si­
n ess. S to c k  red u ced  a b ou t $45,000. W ill 
lum p it  off a t  $2,100  or w ill sell a t  in ­
ve n to ry . L a s t  y e a r ’s  bu sin ess $30,000. 
B e s t  fa rm e rs  an d  fa c to r y  tow n  in th is  
S ta te . R em em ber, b est location  and lea d ­
in g  s to re  o f th e  tow n. A d d ress N o. 690, 
c a re  T ra d esm a n . 690

B a z a a r  F o r  Sale— A s  I a m  ab ou t to  re ­
tire  fro m  bu sin ess, w ill sell m y stock, 
fix tu res, sh o w ca ses  and a lso  ren t build­
in g. S to c k  reduced  to a b ou t $600 or $700. 
T h is  is  an  o ld -esta b lish ed  b a za a r  b u si­
n ess w h ich  h a s  been in sam e hands for 
16 y e a rs . I h ave  good trad e. F o r  p a r­
tic u la rs  en qu ire on p rem ises, 311 F r a n k ­
lin  A ven u e, E ., N o. L a n sin g , M ich. M rs.
E . A . A tk in s . ____________________ 689

F o r  S a le— T w o  m o n ey -m a k in g  hotels, 
drug, h ard w a re , ta ilo r and liv e ry  b u si­
nesses. A ll in good liv e  M ich iga n  v il­
la g e s  and cities. E v e ry o n e  a  bargain . 
B en h a m  &  W ilso n , R ea l E s ta te  &  In v e s t­
m en t B ro k ers , H a stin g s , M ich. 686

F o r  S a le— A  clean  u p -to -d a te  sto ck  of 
sh oes, c lo th in g , m en ’s fu rn ish in gs, hats, 
cap s, etc . H a v e  ju s t  ta k en  in ven tory. 
S to c k  an d  fix tu res  in voice  $3,500. W ill 
sell e v e ry th in g  com plete fo r $2,500 or 
w ould  be w illin g  to form  p artn ership  w iih  
re lia b le  p a rty . $1,500 fo r h alf in terest. 
A d d ress G a v in  W . T e lfe r, B ig  R apids,
M ich.____________________________ 685_

Y o u n g  m an h a v in g  good com m ercial 
ed u ca tio n  an d  b u sin ess exp erien ce  w ould 
lik e  a  p osition  a s  m an a ger or w ill b u y 
h a lf  in te re st in  gen era l store. F irs t-  
c la ss  re feren ce. B o x  484, C ed ar R apids, 
Iow a. 684

A n  excellent o p p o rtu n ity  fo r  anyone  
w ish ing  to  engage in th e  bakery  business. 
T o w n  of tw o  thousand people, ten  m iles  
fro m  Chicago. No bak ery  in th e  to w n . 
W ill help get a good m an s ta rte d . C a ll 
on o r address A . R. O w en, R iverside, III. 
___________  635

C ash  fo r you r real e sta te  or business 
w h erever located. I f  you w a n t to  sell, 
send description  and price. I f you w a n t 
to buy. send fo r our m onthly. N o rth ­
w estern  B u sin ess A g en cy , 43 B a n k  of 
Com m erce B ldg., M inneapolis, M inn. 636

P rin te r W anted — L iv e  en ergetic youn g 
m an to estab lish  a  p rin tin g  office in h u st­
lin g tow n of W estern  M ichigan, su rrou n d ­
ed b y  good fa rm in g ' com m unity. A dd ress 
S e c re ta ry  B u sin ess M en’s A ssociation , 
A lto , M ich. 646

M agnificent p rairie  p lan tation , 1.200 
acres, 600 cleared; 600 fine tim ber; 7 m iles 
from  Colum bus, know n a s  C ou n ty  F arm ; 
w rite  fo r  fu ll p articu lars. M aer R e a lty  
C om pany, Colum bus, Ohio. 645

F o r Sale— G eneral sto ck  o f m erchandise, 
buildings and fixtu res in a  good N orth 
D ak ota  tow n; an n u al sa les  $40,000. R e a ­
son fo r selling, poor health . W ill b ea r 
th e clo sest in vestiga tion . L . P . L arson, 
Sherw ood, N. D. 619

T o  E xch a n ge— 280 acres M ichigan  stock 
farm , 200 cleared, b alan ce  p astu re  and 
hardw ood tim ber. F in e  houses and barns. 
Good soil, level. F ru it. P rice  $14,000. 
W a n t gen era l m erch an dise or hardw are, 
E v a n s  &  H olt. F rem ont. M ich.- 589

F o r Sale-—S tock  hard w are. O nly one 
in liv e  tow n. W a d e B ros., T ra v e rse  C ity , 
M ich. 602

B ig  B a rg a in — $140 ca sh  bu ys H ennim an 
coffee ro aster, good a s  new . C o st $400. 
C a p a c ity  50 lb s. Splendid fo r w indow  
d isp la y  a d v e rtis in g . R . M. C hapm an, 
G rocer, 732 N ic o lle t A v e ., M inneapolis, 
M inn. 677

A G k K  M E T  IF YOU WANT 
#1 9 1 %  i n t  TO SELL YOUR

REAL1 ESTATE f o r  C ash
|E |J  No matter where located if yon want to 

bny, sell or exchange any kind of bnsi-
. __ ness or real estate anywhere at any price

write me today. E s tab lish e d  1 8 8 1 . 
F R A N K  P . C L E V E L A N D , Real Estate Expert 
1261 Adams Express Building, CHICAGO, ILL.

F o r Sale— $2,000 b a z a a r  sto ck . Good 
c i ty  o f 5,000. B a rg a in  fo r ca sh  if  taken  
a t  once. A d d ress L o c k  B o x  280, B oyn e
C ity , M ich._______________________676

F o r  S a le— B u ild in g  su ita b le  fo r m an u ­
fa c tu r in g  purpose. A d d ress N o. 681, care
M ich ig a n  T ra d esm a n .______________681

F o r  Sale— C lean  s to ck  d ru gs, w allpaper, 
p a in ts  an d  oils, in voic in g  a b ou t $2 ,000. 
N o com p etition  w ith in  6 m iles. Good 
fa r m in g  co u n try . F u ll p rices. E s ta b ­
lish ed  20 y e a rs . R e n t low , good reason 
fo r se llin g . T e rm s to  su it. A dd ress
“ D ru g s ,”  c a re  T ra d esm a n ._________679

F o r  S a le— O ne o f th e  b e st lo cated  gen - 
e ra l s to res  in  th e  A rk a n s a s  V a lle y  ea st 
o f P u eblo, Colo. In ve stig a te . A dd ress 
S. H . L on gm oor, N ep esta , Colo. 678

L e t  u s sell y o u r b u sin ess, no m atter 
w h e re  lo ca ted  or w h a t line. B en h am  &  
W ilso n , R e a l E s ta te  &  In vestm en t B rok -
ers, H a stin g s , M ich._______________ 687

F o r S a le— S to c k  o f d ru gs, w a ll paper, 
sch ool su pp lies, etc . In ven tories  ab out 
$1,500. C a sh  o r  w ill tra d e  fo r sm all farm . 
F r a n k  H ea co x , V ic k e ry v ille , M ich. 672

W a n te d — P o sitio n  a s  m a n a g er of coun ­
t r y  s to re  o r  m a n a g e r  and b u y e r o f an y  
d ry  goods d ep a rtm en t in  c ity  departm en t 
sto re . A 1  re feren ces. A d d ress N o. 674,
ca re  M ich iga n  T ra d esm a n .________ 674.

T w o  y e a rs  a g o  I fu rn ish ed  th e m oney 
to  s ta r t  a  g e n e ra l sto re  in a  live  tow n 
in  M ich iga n . T h e  m an  fo r  w h ose benefit 
I  m ade th e  in vestm en t, did n ot m ake 
good, a lth o u g h  he had  a  la rg e  trade. I 
am  n o t a  m e rch a n t an d  h a v e  no tim e to 
g iv e  to  it . I  w a n t to  sell good w ill 
and all and re n t th e  build ing. I  would 
ta k e  p a r t  ca sh  an d  allo w  tim e on p ayin g  
balance or w o u ld  ta k e  desira b le  rea l e s ­
ta te  a t  ca sh  valu e. O n ly those m eaning 
bu sin ess need ap p ly. A d d ress N o. 675,
care Michigan Tradesman._______ 675

S ton e  hotel, n e a r ly  n ew , 32 room s, in 
ce n te r  o f th r iv in g  to w n  of F o rt  Collins, 
Colo., n e a r  P . O. an d  depot. B u ild in g  and 
b u sin ess $10,000. D o in g  $150 an d $175 per 
w eek . O w n er in  poor health . G olding-
D W yre. F t . C ollins, Colo.__________ 655

F o r  S a le— F o r  c a sh  only, clean  u p -to - 
d a te  s to c k  g e n e ra l m erch an dise , 25 m iles 
from  G ran d  R a p id s  on L . S. &  M. S. 
P o s itiv e ly  th e  b e s t  open in g in  farm ing , 
fr u it  an d  d a iry  co u n try  in M ich igan. R e a ­
son fo r  se llin g, o th er bu sin ess. N o ggle  &
G ordon, H op kin s, M ich.___________ 671

H om estea d s— M illion  a c res  soon to  open 
to  settle m e n t on R osebud R eservation . 
Send 25c fo r  fu ll in form ation . L a te s t  and 
b e st map, 50c e x tra . A . E . K u ll, S e c y  
Chamber of Commerce, Bonesteel, S. D.

F o r  Sale— One set 12 ft., and one set 
6% ft. h ea v ily  tinned m eat ra ck s  w ith  
m ountings. One lard  p ress, one sau sa g e  
stuffer, one No. 41 E n terp rise  chopper, 
one 30 gal. lard  cooler, one dried b eef 
cu tter , one 3 H . P . M iller gaso lin e engine, 
all in first-c la ss  condition. A ddress G. E .
W oolf. Copem ish. M ich.___________ 624

F o r Sale— One of th e b est w a te r  p ow er 
flour and feed m ills in th e S tate . D on’t 
a n sw er unless you m ean business. B.
H oefelm eyer, R aven n a, M ich._______ 667

F o r Sale— F irs t-c la s s  g ro cery  sto ck  of 
o ld-established  firm. Good reasons for 
selling. A dd ress M. W isem an , M arshall,
Mich;____________________________ 666

A n  esp ecia lly  a ttra c t iv e  opening. F u lly  
equipped p asteu riz in g  cream ery  p lan t and 
g ro cery  store, m odern in all resp ects. 
N e a r  cen ter of c ity . F o r ren t cheap. 
W ill b ea r th e  closest in vestiga tio n . A d ­
dress W . J. Sm ith, c-o  Old N a tio n al B a n k, 
B a ttle  C reek, M ich. 658

F o r S a le — T w o -sto ry  and basem ent 
brick  store  building, w ell located  a t  S h el­
by. One of th e  b est tow ns in W estern  
M ichigan. A ddress M. E. S te w a rt, S e c ’y  
C o -O p erative  A ssociation , Shelby, M ich.

664
F o r Sale— O nly d ru g  store  in good liv e ly  

tow n. S ales la s t year, $7,500. Good re a ­
son fo r selling. S w an  B ros., E w in g , Mo.

663
F o r Sale— B ook store, co n sistin g  of 

books, s ta tio n ery , photo supplies, w all 
paper, etc. Invoices $10,000. L o n g  lease. 
T ow n  o f 35,000 in S o u th w est M issouri. 
O ’D a y  R eal E s ta te  &  In vestm en t Co.,
Springfield, Mo. ________________ 662

F o r Sale— A ll or in lots, 250 acres, w ell- 
im proved lan d s w ith in  tw o  m iles o f A u ­
burn, co u n ty  se a t o f P la c e r  county, C a li­
fo rn ia; th is  land  w ill p roduce $500 w orth  
o f b erries p er a c re  each  yea r. A ddress 
Jam es Cook, A uburn , P la c e r  county,
Cali.____________________________ 648

F o r Sale— L a rg e  store  building, w ith  
la rg e  basem ent, tw o  stories. A 1  opening 
for d ru g  sto re  w ith  fo u n ta in  or boots, 
shoes and furn ish in gs. L a rg e  fa c to ry  ju st 
com pleted in tow n. R en t. $365 a  yea r. 
$2,000 if  taken  in  M arch. A d d ress E . A . 
F ereuson. M iddleville. M ich. 634

W a n ted — T o  bu y s to ck  o f cloth ing, 
shoes or gen era l sto ck . A d d ress R . E . 
Thom pson, 427 U n ive rsity  A ve .. S t. P aul,
M i n n ___________________

G all Stones— Y o u r  b ilious co lic  is  th e 
resu lt; yo u r p h ysic ia n  can  not cu re you ; 
on ly one rem edy kn ow n  on e a rth ; h a rm ­
le ss  b u t p o sitive ly  cures. B ra z ilia n  R em ­
edy Co., Box 2926, Boston, Mass. 573

F o r Sale— H a rd w a re  store, house, barn  
and lots. I o ffer fo r  sa le  m y h ard w a re  
sto ck  a t  F alm ou th, M ich., w ith  first-cla ss , 
u p -to -d a te  s to ck  o f goods an d  house, b arn  
and lots. Store 46x80 w ith  b asem en t 
46x46. A  good ch a n ce for one w h o w a n ts 
a  good business. D on’t w r ite  u n less you 
m ean business. R eason  fo r sellin g, h ave  
enough and w ish  to  retire . A d d ress John
F erw erd a, F alm o u th , M ich.________ 614

C o n vertin g  sto ck s  into  cash , our hobby. 
O ur system  w ill close our yo u r busin ess 
sa t is fa c to r ily  or no p ay. A 1  referen ces. 
G. E . B recfeenridge A u ction  Co., E d in -
burg, 111,_________________________ 608

F o r Sale— $1,500 gen era l m erchandise , 
m u st sell; reason poor h ealth . B a rg a in  if 
ta k en  a t  once. Good tow n, rich  cou n try. 
W rite . A d d ress L o c k  B o x  146, L a  R ose,
I1L______________________________ 640

F o r R en t— T w o  sto re  room s, 25x100 feet, 
ground floor, su ita b le  fo r d ry  goods or 
g ro cery  business. A  fine opening fo r a 
stro n g  firm . L o cate d  in th e b est farm in g  
cou n try  in Ind. T e r. o f 3,000 population. 
W ood reserv e  open in g tw o  m iles w est, 
sam e to  be developed. T h e  h e a v ie st r a il­
road to n n age o f a n y  tow n south o f C h ick - 
a sh a  to  F o rt  W o rth , T e x a s. F o r  fu rth e r  
p a rticu la rs  ad d ress E . J. W y a tt, B o x  268,
M arlow , I. T ._____________________ 639

W anted — T o  buy sto ck  o f gen era l m er­
chandise, $3,000 to $4.000. L o cate d  in 
sm all tow n in Southern  M ich igan. A d- 
dress “ N ."  ca re  T rad esm an ._______ 630

I W ANT TO BUY
From  100 to 10.000 pairs o f SH O E S, new or 
old sty le—your entire stock, or part o f it.

SPOT CASH
Y ou  can-have it. I ’m ready to com e. 

PAUL FEYREISEN, 12 State  St., O hicago

F o r Sale— S tock  o f c lo th in g  and fu r ­
nish in gs. M ust be sold by A p ril 1st., a t 
a  sacrifice. W rite  A . U llm an, O vid, M ich.
_________________________________650

A  good opening fo r a  s to ck  o f gen era l 
m erch an dise , in clu d in g  gro ceries. A d ­
dress N o. 651, ca re  M ich iga n  T rad esm an .
________________________________ 651

A  fine location  fo r  a  good m illiner. A d ­
dress N o. 652, ca re  M ich iga n  T rad esm an .

♦___________________________ 652
I h a v e  a  b rick  store  w h ich  I w ill sell 

a t  a  sacrifice . A d d ress M rs. M . O. F a rn - 
ham , M ancelona, M ich. 653

T h ere  is  m on ey in th e fu rn itu re  and 
u n d erta k in g  business. H ere  is a  location  
w h ere  you  can  m ake it  p ay. A d d ress No.
654, ca re  M ich igan  T rad esm an ._____654

T o R en t— M odern double store, 38x60 
ft. an d  basem ent. F itte d  fo r  d ry  goods, 
c lo th in g  an d  shoes. R eason a b le  rent. J.
R. L ieb erm an , St. C la ir, M ich._____ 631

W a n ted — L o cation  fo r  s to ck  o f d ry  
goods, clo th in g  an d  shoes o f $12,000  to  
$15,000; g iv e  fu ll p a rticu la rs . A d d ress N o. 
586 . c a r e  M ic h ig a n  T r a d e s m a n . 586

B u tch e r’s B o sto n  P o lish  is th e  best 
finish  m ade fo r  floors an d  in terior w ood ­
w ork. N o t b rittle ; w ill not sc r a tc h  or 
d efa ce  lik e  sh e lla c  or v arn ish . Send fo r 
fre e  booklet. F o r  sa le  b y  d ealers  in 
p ain ts, h ard w a re  and house fu rn ish in gs. 
T h e  B u tch e r  P o lish  Co., 356 A tla n tic  A ve.,
B oston . M ass._____________________505

F o r Sale— O ld -estab lish ed  ca n d y  store, 
ice cream  p arlor an d  n ew s-sta n d . U p -to- 
d ate  in to w n  n ear G ran d R apid s. R eason 
fo r  sellin g, o th er bu sin ess. A dd ress 
“ G ood." ca re  M ich igan  T rad esm an . 506

F o r  Sale— $10,000 to  $12,000 s to ck  d ry  
goods, notions, ca rp ets, etc ., la rg e ly  s ta ­
ple. L o n g -esta b lish ed  in  Southern  M ich i­
ga n  city . P a r t  p a y , p rod u ctive  c le a r real 
estate . E a s y  term s. A d d ress N o. 528, care  
M ich igan  T rad esm an ._____________ 528
: F o r  S ale— P o rk  p a c k in g  house, c a p a c ­
ity  150 h ogs p er d ay. R eason  fo r  s e ll­
ing, w ish  to  retire . J. H . C opas, Sr., 
O w osso, M ich.___________________ 485

F o r Sale— A  clean  s to ck  o f d rugs, f ix ­
tu res, etc., com plete. E v e ry th in g  u p -to - 
date. S to c k  in voices a b ou t $2,700. A n ­
nual sa les  $5.000. In to w n  o f o ver 2,000. 
Store  c e n tra lly  located . A n  old stand. 
E xp enses lig h t. R eason  fo r sellin g, other 
b u sin ess req u ires atten tion . A d d ress No. 
591. ca re  T ra d esm a n . 591

F o r Sale— W h ole or p a rt in te re st In 
h igh  cla ss  p lan in g  m ill an d  lu m ber ya rd  
in one o f th e  b est lo cation s in  C en tra l 
M ich igan. A dd itio n al ca p ita l required  to 
ca re  fo r  in c re a sin g  business. A  d e sir­
able, le g itim a te  an d  esta b lish ed  p rop osi­
tion c le a rin g  25 p er cent, on in vestm en t 
a t  p resen t tim e. A d d ress  W . C ., ca re  
Michigan Tradesman. 570

W a n ted — 2,000 cords bassw ood and 
p op lar exce lsio r b o lts; w ill p a y  h ig h est 
m a rk et p rice— cash. A dd ress E x ce ls io r  
W ra p p er Co., or W , F . M ueller, H all St. 
an d  G od frey  A ve ., G ran d R apid s, M ich. 
_________________________________543

F o r S ale— S to ck  o f gro ceries, boots, 
shoes, ru b b er goods, notions an d  gard en  
seeds. L o cate d  in th e b est fru it  belt in 
M ich igan. In vo ic in g  $3,600. I f  ta k en  b e ­
fo re  A p ril 1st, w ill sell a t ra re  bargain . 
M u st sell on acco u n t o f o th er business. 
Geo. T u c k er, F en n ville , M ich.______ 538

F o r  S a le  or T ra d e— W e  a r e  w illin g  to 
g iv e  you a  b a rgain  o f $3,000; house could 
not be b u ilt fo r less  th an  $7,000; good 
barn , th ree  lo ts; one o f th e b est re s i­
dence location s in G ran d R ap id s; w ill 
ta k e  $5,500. W ould  con sider ou tsid e in ­
com e p rop erty  or d ru g  s to ck  to th e 
am ou n t o f $1,500. Y e s , w ill g iv e  long 
tim e on $1,500. M ust ch a n ge  clim ate. 
A dd ress C lim ate, ca re  M ich igan  T ra d e s ­
m a n ______ _ _ ___________________ 482

P a rtie s  w ith  am p le m eans a re  looking 
for a  location  for a  b a n k  in a  sm all c ity  
or v illa g e . A n y  citizen  o f lo c a lity  n eed­
in g a  b an k is  requested  to  A d d ress No. 
540, ca re  M ich igan  T rad esm an ._____540

F o r Sale— S to c k  o f shoes, d ry  goods 
and g ro ceries  lo cated  in C en tra l M ich i­
gan  tow n  of 350 population. L iv in g  
room s a b ov e  store. R en t, $12 p er m onth. 
L ease  ru n s u n til M a y  1, 1908, and can  be 
renew ed. L a s t  in ven to ry , $2.590. S a les  
d u rin g  1905, $8,640. Good reason s for
sellin g. A d d ress  No. 386, c a re  M ichigan  
T ra d esm a n .___________  386

R e ta il m erch a n ts can  s ta r t  m ail order 
b u sin ess in connection  w ith  re ta il b u si­
n ess; on ly a  fe w  dollars required. VVe 
fu rn ish  e v e ry th in g  n ecessa ry ; su ccess 
certa in . W e offer re ta il m erch a n ts the 
w a y to com pete w ith  la rg e  m ail order 
houses. C o sts  noth in g to in vestig a te . 
M ilb u rn -H ick s. 727 P o n tia c  B ldg., C hica-
go. ill. 201

S IT U A T IO N S  W A N T E D

W a n te d — Position  as sten o g rap h er and  
ty p e w r ite r  by young w om an w ho is not 
a fra id  o f w o rk . H a v e  had one year's  
office exp erience since com pleting  course  
a t  business college. Correspondence so­
lic ited . E th e l F . S im pson, Reed C ity ,  
M ich. 683

W a n te d — A  good ste a d y  position  a s  
sa les la d y  in d ry  goods or g en era l store. 
F iv e  y e a r s ’ exp erien ce. B e s t  o f r e fe r­
ences. A d d ress “ S a le s la d y ,”  c a re  T ra d e s ­
m a n ____________________________ 682

A  reg istered  p h a rm a cist, experien ced, 
w a n ts  position. A d d ress A . R ., ca re  
T ra d esm a n . 688

HELP WANTED.

A g e n ts  w a n ted  to  rep resen t us, se llin g  
la te s t im proved  g a so lin e  lig h tin g  d ev ice  
in u noccupied  te rrito ry . A lie n -S p a rk s  
G as L ig h t Co., 412-414 M ich. A v e ., E a st, 
L a n sin g , M ich. 680

W a n te d — A  good, b rig h t g ro ce ry  c lerk  
fo r gen era l store. M u st be o f good h a b ­
its  an d  w ell recom m ended. A d d ress C lerk, 
c a re  M ich igan  T ra d esm a n . 587

Want Ads. continued on next mure.

«

i  T radesm an  
\ Item ized  I edgers
à SIZE—8  X 14 .
*  THREE COLUMNS.

I

9
s
a
i

I

2 Quires, 160 p ages..............$2 00
3 Quires, 240 p ag es .............  2 50
4 Quires, 320 p ag es ................3 00
5 Quires, 400 p ages............. 3 50
6 Quires, 480 p a g es . . . . . . . .  4 00

*
INVOICE RECORD OR BILL BOOK

80 double pages, registers 2,880 
in voices..................................la 00

Tradesman Company
Orand Rapide, Mich.
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48 M I C H I G A N  T R A D E S M A N
Recent Business Changes in the 

Buckeye State.
Columbus —  Herman Kissell suc­

ceeds Samuel Rosen, grocer. -
Columbus— Amrine & Winteringer, 

grocers, are succeeded by M. P. Hood- 
let.

Ganges— W. H. Reynolds will con­
tinue the general merchandise busi­
ness formerly conducted by Reyn­
olds & Reynolds.

Medina— C. E. Bowman is the suc­
cessor of J. D. Dannley, grocer.

Miamisburg— Treon & Cade, hard­
ware men and stove dealers, will 
change their name to the Cade Hard­
ware Co.

Nottingham— W„ J. Kennedy will 
continue the general merchandise 
business formerly conducted by W. 
J. Kennedy & Bro.

Put-in-Bay— John Hollway & Co. 
will continue the general merchandise 
business formerly conducted by John 
Hollway.

Steubenville— E. W. Smith will con­
tinue the business formerly conduct­
ed by Griffith & Smith, grocers.

VanWert— The business formerly 
conducted by the Conn-Balyeat Gro­
cery Co. will be continued by M. A. 
Conn.

Cleveland— Jos. Soukup will con­
tinue the clothing business formerly 
conducted by Soukup & Hlavin.

Milan— The flour mill business 
formerly conducted by H. C. Sayles 
& Son will be continued by G. S. 
Sayles.

Waterville— C. E. Shafmaster suc­
ceeds C. J. Stickney & Co., lumber 
dealers.

Ashland— T. R. Shinn is succeeded 
in general trade by Shinn, Stockwell 
& Co.

Bridgewater— Wm. Strayer is the 
successor of C. G. Chase, dealer in 
general merchandise.

Bryan— The clothing business form­
erly conducted by Russell & Thomas 
is now being conducted by the Rus­
sell & Thomas Co.

Genoa— Fine & Zimmerman suc­
ceed W. Palman in general trade.

Milton —  The hardware firm of 
Longbrake & Thornton is succeeded 
by Longbrake & Rosentberger.

Norwalk— The Marsh Co. is the 
successor of Marsh & Bloxham, dr> 
goods merchants.

Columbus— Schuller Bros, succeed 
Jos. Schuller, jewelers.

Franklin— H. W. Albaugh will con­
tinue the drug business formerly con­
ducted by Worley & Albaugh.

North Baltimore— A petition in 
bankruptcy has been filed by the 
creditors of B. Kramp & Co., grocers.

Ashtabula— The grocery business 
formerly conducted by the Geo. L. 
Van Nastrand Co. will be continued 
under the syle of G. L. Van Nastrand 
& Co.

Eaton— Wm. Ackerman, dealer in 
fish, is succeeded by Ackerman Bros.

Marengo— Morehouse & Shoemaker 
succeed J. W. Morehouse in general 
trade.

Canton— Mary M. Oliver & Son, 
dealers in wallpaper, have removed to 
Akron.

Cleveland— The National Bias Bind­
ing & Folding Co. has merged its 
business into a stock company under

the style of the National Bias Fabric 
Co.

Tiffin— Harry Baskin will discon­
tinue his general merchandise busi­
ness.

Tiffin— Harding & Harding will 
succeed Snyder & Harding, imple­
ment dealers.

Waynesfield— O. C. Plummer, deal­
er in general merchandise, is suc­
ceeded by the People’s Cash Store Co.

Youngstown— D. L. Manchester 
-will continue the business formerly 
conducted by Cook & Manchester, 
meat dealers.

Recent Trade Changes in the Hoo- 
sier State.

East Chicago— The creditors of the 
East Chicago Hardware Co. have filed 
a petition in bankruptcy.

Elnora— S. Carroll succeeds D. K. 
Chambers in the grocery business.

Frankton— Seright & Son are the 
successors of W. B. Noland, dealer in 
general merchandise.

Waveland— A. J. Wiolfe & Co. are 
removing their stock of general mer­
chandise to Mecca.

Orland—J. G. Parker, of the firm of 
J. G. Parker & Co., general mer­
chants, is dead.

Indianapolis— J. Papenbrock will 
continue the dry goods business form­
erly conducted by Houchin & Papen­
brock.

Indianapolis— Hall, Fansler & Co., 
clothiers, are succeeded by Fansler & 
Robinson.

Rexville—C. V. L. Orem is the suc­
cessor of C. L. Hyatt, dealer in gen­
eral merchandise.

Wabash— W. B. Lowenberg, Son & 
Co. will continue the queensware 
business formerly conducted by Mrs. 
W. B. Lowenberg.

Marion— Thos. F. Fite is succeeded 
in general trade by Lafferty & Stod- 
erbeck. .

Milan— E. S. Adkins succeeds Wm. 
Kamman in the grocery business.

VanBuren— J. E. Riley, dealer in 
general merchandise, is succeeded by 
J. F. Eshelman.

The Repeal of the Baillie Law.
Lansing, March 19— A bill to repeal 

Tom Baillie’s law, passed two years 
ago, limiting the liability of corpora­
tions in personal injury damage suits 
— a law that cost Tom his re-election 
for a second term— is before the 
Senate Judiciary Committee. The 
Committee was to have begun a pub­
lic hearing on it at 9 o’clock this 
morning, but the hearing was post­
poned one week at the request of 
Fred W. Stevens, attorney for the 
Pere Marquette Railroad. The lobby­
ist of the P. M. system, Simpson, and 
the grafter of the G. R. & I., Master, 
have both been very much in evidence 
here during the past week— both work­
ing tooth and nail for the retention of 
the Baillie law. So far as known these 
men have not actually corrupted any 
member of the Legislature, but their 
presence here is a menace to good 
government and reports are rife of 
unlawful propositions they have made 
to State officials and others.

A young man doesn’t think serious­
ly about marriage •until after it hap­
pens.

Will Manufacture Patent Stovepipe.
Niles, March 19—’For the past fort­

night President C. R. Smith, of the 
Business Men’s Association, has been 
negotiating with a newly-organized 
company, which is to begin the manu­
facture of patent stovepipe, furnace 
and conductor pipe. The name of 
the company ,is withheld from publi­
cation for good and sufficient rea­
sons, but the writer is in a position 
to state that the officers and directors 
thereof are men well known in the 
business world and are thoroughly 
reliable. The name of the town from 
which they are coming to Niles is 
also withheld for the present.

The gentlemen came here unsolicit­
ed, and stated that, after considering 
offers from other towns, they decided 
among themselves that this city 
would be the best place for them to 
locate their plant in, hence they de­
cided to come. They do not come 
as beggars, but on the contrary have 
the cash with which to erect build­
ings and install machinery. However, 
the Business Men’s Association will 
give them an acre of ground on 
Wayne avenue, just south of the Gar­
den City Fan Company’s plant, which 
ground they will purchase from G. 
M. LaPierre.

The company will erect a brick 
building, 60x60 feet in dimensions, 
and an ironclad structure to be 40x60 
feet. They state that within sixty 
days after the buildings are complet­
ed they will have forty men at work.

Ten thousand dollars of the capi­
tal stock has been paid in, and they 
have this money on hand with which 
to go ahead. The stovepipe they are 
to manufacture is locked together at 
the joints by means of an ingenious­
ly contrived band, and there is no 
telescoping, as is necessary with the 
present day stovepipe, hence several 
inches of pipe is saved on every 
length used.

Butter, Eggs, Poultry, Beans and Po­
tatoes at Buffalo.

Buffalo, Mar. 20—Creamery, fresh, 
26@29c; dairy, fresh, 20@26c; poor to 
common, i 8 @ 2 d c ; roll, 22@24c.

Eggs— Fancy white, 19c; choice, 
17IA @  18c.

Live Poultry— Springs, I4@i4^ic; 
fowls, I 4 @ i 5 c ;  ducks, i s @ i 6 c ; old 
cox, 10c; geese, io@ iic; turkeys, 12 
@I5C.

Dressed Poultry —  Fowls, I3@ 
15c; chickens, I 4 @ i 6 c ; old cox, 10c; 
turkeys, i s @ i 8 c ; ducks, i6@i7c; 
geese, io@i2c.

Beans —  Pea, hand-picked, $1.40; 
marrow, $2.20@2.25; mediums, $1.50, 
red kidney, $2.25@2.35; white kidney, 
$2.25.

Potatoes— White, 40(8)450; mixed 
and red, 38@40C- Rea & Witzig.

Will Campaign Against Impure Food.
Saginaw, March 19—The Retail 

Grocers’ Association held a very en­
joyable smoker at G. A. R. hall, Court 
street, Thursday evening. There were 
about, forty present, a large number 
of whom were from the East Side. 
Concerted action was determined on 
to prevent the sale of adulterated 
foodstuffs by mail order houses, and 
a committee was appointed to carry 
out plans. The first attack will prob­
ably be on impure foods. The Asso­

ciation will have the co-operation of 
the pure food authorities. At a re­
cent meeting in Grand Rapids Geo. 
M. Dame, one of the State inspect­
ors, stated that he had never picked 
up any foodstuffs from the three 
principal mail order houses that sat­
isfied the requirement^ of the law. 
He proffered his services to grocers 
for the analysis of any samples that 
might be sent him. The Saginaw 
Association will, among other things, 
take steps to inform the public as to 
the character of the foods sold by 
these houses and will lend its aid 
to prosecutions whenever it can ob­
tain proof for violations of the law. 
It was stated that one of the largest 
mail order houses was considering 
cutting out its grocery department 
because of the interference with its 
business by the enforcement of the 
pure food regulations.

Wants To Buy Flat Iron Factory.
Ypsilanti, March 17— An offer of 

$2,500 has been made by the Ann 
Arbor Hay Press Co. to the city 
council for the old flat iron factory.
The property includes about two acres 
of land. The building is occupied 
now by the United States Steel Whif- 
fletree Co. A committee was ap­
pointed to wait upon the representa- mo­
tives of this company to see whether 
arrangements can be made for its lo­
cating somewhere else.

Creamery To Be Enlarged.
Deckerville, March 19— A t a meet­

ing of the Union creamery Saturday 
it was voted to enlarge the creamery 
here. Thirty feet will be added and 
additional machinery placed. John 
Moroe, Noah Davidson and Isaac '
Graham were selected as a building 
committee. The Board was authoriz­
ed to borrow money for this purpose.

C. A. Pitcher, formerly engaged in 
the drug business at Alanson, has 
opened a new drug store at Battle 
Creek. The Hazeltine & Perkins 
Drug Co. furnished the stock.

We will never know much about 
the. nature of goodness until we know 
that goodness is natural.

BUSINESS CHANCES.
W a n ted — R e g is te re d  p h a rm a cist, s ta te  

ag e , exp erien ce, re feren ces  an d  sa la ry .
A d d ress “ Y,'”  c a re  T ra d esm a n .______692

F o r  Sale— O n e -h a lf in te re st in good 
h ard w are  bu sin ess, 35 m iles w e st o f C h i­
ca g o ; good tow n, 4,000 p op ulation. One 
o th er h a rd w a re  s to re  in tow n. W rite  fo r 
p a rticu la rs . P re sto n  H ird , St. C h arles,

______________  695
L u m b er F o r  S a le— F o u r c a rs  1 1 4  in 

c le a r  m ap le sq u ares, 18 to  24 in. lon g; 
e ig h t c a rs  2 %  in ., 17 to  27 in. long. J. 
S. Goldie. C a dilla c , M ich. 694

W a n te d — E x p erien ced  y o u n g  m an fo r  
g en era l s to re  w ith  fa ir  k n o w led g e  o f d ry  
goods an d  w in d o w  trim m in g. S a la ry  $10 
w eek. A d d ress  D ew ey, ca re  T ra d esm a n . 
_____________ __________________ 693
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The WALTER M. LOWNEY COMPANY, 447 Commercial SL, Baetoa, Maas,

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

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 oh file, then your customer's 
bill is always 
ready for him, 
and c a n b e 
found quickly, 
on account of 
the special in­
dex. This saves 
you l o o k i n g  
o v e r  several 
leaves of a day 
b o o k  if not
posted, when a customer comes in to pay an account and you are busy 
waiting on a prospective buyer. Write for quotations.

TRADESMAN COMPANY, Grand Rapids

The New Automatic Computing 
Even Balance Scale No. 120

Manufactured by The Computing Scale Co., of Dayton, Ohio, and just placed 
oh the market by the MONEYWEIGHT Scale Co., of Chicago, Illinois.

Capacity practically unlimited for ordinary grocery requirements.

Computes automatically every penny at from 10c to #1.00 per lb.

The lowest even balance grocery scale ever made. P*ms only 5 inches 
above counter.

The only right handed even balance scale on the market.

The only even balance scale which correctly registers every movement.

New hair-line weight and value indicator.

Saves time, saves goods, saves errors.

Cut out this advertisement and send it to us with your name and address.
Let us send you detailed information. Every grocer ought to know this new Scale will save him in his 

business. This request for information does not obligate you to purchase. 
rWe are glad to show you, whether you purchase or not.

BE UP-TO-DATE—investigate— M ONEYW EIGH T

H SMANUFACTURERS
Da y t o n . Oh io .

w  _  : Distributers of HONEST'Scales

Moneyweight Scale Co. M state st.



Seasonable Goods—  Goods That If Not Ordered 
You Should ORDER TO-DAY * „

We Are State Agent for

“Insurance”
Gasoline
Stoves

We have handled these stoves 
for several years and never had a 
single complaint.

Absolutely Accident Proof
Ask for catalogue and prices and 

secure agency for your town 
and vicinity.

“Colonial” White or Decorated Dinner Ware
(H. Laughlin

China Brand)
We are the agents. 

This ware will enable 
you to

Build Up 
Increase 

Enlarge and 
Improve

your crockery busi­
ness. You can only 
do it by selling the 
best It is the cheap­
est after all because it 
makes you friends. 
Ask for price list.

Michigan Railroad Milk Cans
The best can made for farm and 

wagon use. Wrought steel throughout, 
very heavily double tinned. Full de­
scription on page 8 of catalogue No. 190. 

(Retail Prices)
5 gallons. Each $2.50 8 gallons. Each-$2.75

10 gallons. Each..$3.00

Galvanized Oil Cans
(With Spout)

1 gallon. Retail price..................................20c
2 gallons. Retail price......................  30c
3 gallons. Retail price ............... 45c
5 gallons. Ratail price .........    55c

(With Faucet)
3 gallons. Retail price........................  .. 55c
5 gallons. Retail price......................  65c

Dairy Pans
Heavy tin. charcoal finish. (1 dozen in pkg.)
6 quarts. Retail price................................ 10c

Ask for catalogue No. 190 showing complete 
line and lowest prices.

Don’t Fail to See Our Beautiful Line of

H a m m o c k s
The finest and most representative line which it has ever 

been our fortune to show. Every style and grade are repre­
sented and the color combinations are unusually happy and 
attractive. We offer some very strong inducements in this 
line that you cannot fail to appreciate.

Retail prices range from 40c up to $6.00 each.

“Neversag” Adjustable
Curtain Stretchers

Made of basswood with adjustable center so they cannot 
sag. We carry them in three styles, which are fully described 
in our latest catalogue No. 190.

Retail Prices $1.00, $1.35, $1.85

Garden Rakes
(Retail Prices)

“P ” Refined Malleable Iron................
14 teeth............................................

"B” Refined Malleable Iron with braced
shank. 14 te e th ................................

“B B” Refined Malleable Iron, braced 
shank. 14 curved teeth...................

20c
25c
30c

Other garden rakes quoted on page 32. cat­
alogue No. 190. _____

Garden Hoes
(Retail Prices)

No. 7— 7 inch steel blade, malleable iron
shank.................................................. X V C

No. 10—Made from one piece high car- T c «
bon steel, very durable.................... ¿/¿si*

“G MS ’’—The best solid steel 50c gar- E A /. 
den hoe on the market......  ............  C / W

Base Ball Goods
We carry a splendid line of

Base Balls
Gloves, Mitts, Masks 

Base Ball Bats
at competitive prices. Ask for catalogue.

“The Imperial”

Rotary
Washer
Retail Price

$7.00
_Runs like a sewing machine with 
high speed and little effort. Roller 
bearings. Dasher post is made of 
galvanized iron, dasher of hard­
wood. The two working together 
will not wear off the galvanizing 
and this prevents rusting. The tub 
is finely finished and all castings are 
aluminum bronzed. Legs are bolted 
on and can be removed if neces 
sary.

The “Leonard 
Refrigerator

is the acme of perfection in refrigerator 
construction for home and store use.

Eight Separate Walls 
Air Tight Doors 

“ Polar Felt” Insulation 
Adjustable Shelves 

Galvanized Iron Ice Rack

There is nothing on the market to 
compare with this famous make.

Descriptive Catalogue and prices 
Mailed on Request

Cleanable”

. Successors to
H. LEONARD & SONS 

Wholesale

Leonard Crockery Co.
Grand Rapids, Mich.

H alf y o u r  railro ad fa re refunded u n der th e  p erp etu a l e x cu rsio n  plan  of th e  O rand  
R ap id s B oard of T ra d e . A s k  for “ Purchaaer’s Certificate”  showing amount of yonr purchase.

Crockery, Glassware 
and

House-Furnishings


