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THE IMPATIENT MAN

No man is more constantly unhappy, or makes others
more so, than the impatient man. He is out of harmony with
things and all things fight and worry and wound him. He
feels himself dishonored, too, by his impatience; and he does
lose, so far as he indulges it, the true dignity of life. He is
not cast, indeed, like the victim of sensual vice, into the slough
of dishonor; his garment, perhaps, is not soiled, but it is
burned through, in a thousand spots, by the ever-dropping
little sparks of petulance, and is in tatters and disorder with
the ever-crossing flurries of angry passion. He seems to him-
self and to others as one who scrambles through life rather
than as one who walks in the calm and dignified robe of con-
scious self-possession. Constant fretting and fault-finding
and breaking out into sarcasms and anger may bereave a house
of all honor, peace and comfort almost as effectually as glut-
tony and drunkenness. Or suppose that the fretful temper be
hidden and smothered in the heart; then it wastes and con-
sumes the springs of the inmost life. Orville .

SUCCESSFUL MEN

The successful men are they who have worked while their
neighbors’ minds were vacant or occupied with passing trivial-
ities; who have been acting while others have been wrestling
with indecision. They are the men who have tried to read all
that has been written about their craft, trade or occupation;
who have learned wisdom from the experience of others and
profited thereby; who have gone about with their eyes open
noting the good points of other men’s work, and considered
how they might do it better. Thus they have carried themselves
above mediocrity, and in striving to 'do things the best they
could have educated themselves in the truest manner.

THE STORY OF LIFE

Only the same old story, told in a different strain;
Sometimes a smile of sadness, and then a stab of pain;
Sometimes a flash of sunlight, again the drifting rain.

Sometimes it seems to borrow from the crimson rose its
e;
Sometimes black with thunder, then changed to a bril-
liant blue;
Sometimes as false as Satan, sometimes as Heaven true.

Only the same old story! But, oh, how the changes ring!

Prophet and priest and peasant, soldier and scholar and
INg;

Somett_imes the warmest hand clasp leaves in the palm a
sting.

Sometimes in the hush of even, sometimes in the mid-
day strife;

Sometimes with dovelike calmness, sometimes with
passion rife;

We dream it, write it, live it, this weird, wild story of life.
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DO IT NOW

Investigate the

Kirkwood Short Credit
System of Accounts

It earns you 525 per cent, on your investment.
We will prove it previous to purchase. It
prevents forgotten charges. It makes disputed
accounts impossible. It assists in making col-
lections. It saves labor in book-keeping. It
systematizes credits. It establishes confidence
between you and your customer. One writing
does itall. For full particulars writeorcallon

A. H. Morrill & Co.
105 Ottawa St.,oQrand Rapids, Michigan
Bell Phone 87 Citizens Phone 5087

Pat. March 8, 1898,June i4, 1898, March 19, 1801.

The
Keith System
Has a
Separate
Book
In Which to
Keep Each
Customer’s
Account

These special duplicating books are arranged alphabetically
in our nicely decorated metal cabinet.

You don’t have to go to some index, you can wait on your
customer, as the Keith system is self-indexing.

You have in each book an individual daybook, journal
and ledger combined, which is the only logical and safe way to
keep your books.

Your entire book-keeping is done with one writing and that
while waiting upon your customer.

Your customers vouch for your accuracy as they have an
exact duplicate record of every transaction.

Your customers’ slips must agree with yours in every way
as every book is numbered in duplicate from i to 50.

Write for full information.

A view of our No. 100 Keith System with one tray removed

The Simple Account Salesbook Co.
Sole Manufacturers, also Manufacturers of Counter Pads for Store Use

1062-1088 Court Street Fremont, Ohio, U. S. A.

Every Cake
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only increases your profits, but also
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gives complete satisfaction to your
patrons.

The Fleischmann Co.,

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

On account of the Pure Food Law
there is a greater demand than

ever for «*

Pure
Cider Vinegar

We guarantee our vinegar to be
absolutely pure, made from apples
and free from all artificial color-
ing. Our vinegar meets the re-
guirements of the Pure Food Laws

of every State in the Union, jt

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.



Twenty-Fifth Year

KENT COUNTY
SAVINGS BANK

Corner Canal and Lyon Streets
GRAND RAPIDS, MICHIGAN

OFFICERS

John A. Covode. President
Henry ldema. Vice-President
J. A. S. Verdier, Cashier

A. H. Brandt, Ass’t Cashier

DIRECTORS

John A. Covode Fred'k C. Miller
T.J. O'Brien
Lewis H. With by Edward Lowe
T. Stewart White
Henry ldema J. A.S. Verdier
A. W. Hompe

Our prices for multigraphed imitation
typewritten letters on your stationery:

500 ... 2.50
Write us or call.
Grand Rapids Typewriting & Addressing Co.

114 Mich. Trust Bldg., Ground Floor

GRAND RAPIDS
INSURANCE AGENCY
THE MBAIN AGENCY

FIRE

Qrand Rapids, jyiich. The Leading Agency

M | U

Credit Advices and Collections
Michigan Offices
Murray Building, Grand Rapids

GRAND RAPIDS. WEDNESDAY, JANUARY 8, 1908

SPECIAL FEATURES.

Page.

2 Sudden Summons.

4. Around the State.

5. Grand Rapids Gossip.
6. Window Trimming.

7. Life Lesson.

8. Editorial.

New Year Leaf.
Sharp Shots.
Shoes.

The Mission
Dry Goods.
The Turning Point.
Timely Caution.
Came Back Like
Hardware.
Clothing.

Some Leaks.
Woman’s World.
Richest Among Nations.

Money.

Magic.

32. Man Wanted.

34. Butter and Eggs.

35. New York Market.

36. Trade in Food Products.
38. Sandy Creek.

39. Commercial Travelers.

Drugs,

Drug Price Current.
Grocery Price Current.
Special Price Current.

PUTTING UP A FRONT.

Let a high grade book agent—one
of these chaps selling editions de luxe
at $250 per set—enter the office of
the average business man and it is a
ten-to-one shot that he “puts up a
good front” and that the business
man recognizes the fact at once.
More than that, the business man
chuckles inwardly as he notes the
faultless attire of the visitor, ob-
serves the fresh boutonniere and
realizes that the concealed pocket, the
sample copy and the valuable and cor-
rect speaking tongue are about to be
put in evidence.

One of the essentials of the theat-
rical manager en route is to “put up
a good front,” even although he has
no bank account. It is the same with
the professional gambler, the tout

Majestic Building. Detroit |fo[lowing the ponies or any of the

ELLIOT O. OROSVENOR

Late State Food Commissioner

Advisory Counsel to manufacturers and
jobbers whose interests are affected by
the Food Laws of any state. Corre-
spondence invited.

2321 Jlgjestic Building, Detroit, flich.
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YOUR delayed

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

Qrand Rapids, Mich

FIRE AND
BURGLAR
PROOF

SAFES

Grand Rapids
Safe Co.
Tradesman Building

miscellaneous crowd whose occupa-
tions are precarious as a means of
gaining a livelihood. Nearly every
man of experience in business knows
these people at sight, sizes them up
intuitively and, as a rule, wastes no
time in getting rid of their presence.
Nearly every man of experience
smiles complacently over the fact that
he is not to be deceived by “a good
front” merely.

And yet this “good front” business
is universally followed and is as old
as architecture. Therefore why. smile
at it?

Perhaps the best mercantile front
in America is that which embodies
the magnificent show windows of the
Marshall Field stores in Chicago;
the fronts presented by our National
Capitol building at Washington are
among the best examples of architec-
tural effects in existence; and so it
goes. Putting tip good fronts is in-
dulged in by statesmen, the judiciary,
the clergy and by members of all the
learned  professions.  Municipalities
all over the world are striving to pre-
sent fronts which shall be unique as
to artistic entity and perfection.

These efforts are legitimate only
when they represent superior spir-

itual excellence and ethical values
on the part of those who make them;
and they are commendable only when
they are discreetly within the finan-
cial limitations of the individual or
corporation seized with such an am-
bition. Otherwise it is a bluff that is
being put up and bluffs are not war-
ranted to hold their colors or wear
well

Not only is it necessary to distin-
guish between true and false fronts,
but it is a mistake to class neatly ar-
ranged and carefully cared for store
fixtures as “fronts;” to designate at-
tractive displays in store windows as
“fronts.” Marshall Field’s show win-
dows are exhibits which enhance the
general effect of the fronts they oc-
cupy. So, too, do prettily displayed
window showings of fruits, vegeta-
bles, dress goods, groceries, furnish-
ing goods, hardware or what not.
from the voluminous list of merchan-
dise when placed in the modest vil-
lage store. They are declarations of
fact and not a bluff and if the dis-
plays are made with taste, kept clean
and neat and fresh appearing always,
they are excellent as advertisements,
They are incidents in the general ef-

fect which is a true “front” that in-
spires confidence, respect and busi-
ness.

DON'T PITY THE FARMERS.

It is perhaps harmless for the ar-
tists who draw comic pictures for the
newspapers to indulge in the straw
hat, unkempt hair and beards, expos-
ed suspenders and wrinkled boot tops
as essential to the typical farmer of
to-day, just as it cuts no figure one
way or the other that the funny men
of the press write alleged rhymes
about “Farmer Corntossel” and all
the rest of the humorous character-
istics attributed to the farmers. In-
deed, it is quite the general fact that
the individuals thus caricatured laugh
ns heartily and as frequently over
these slips of the brain and pen as
does anybody.

They never accept them as bearing
any resemblance to themselves. They
simply think they are funny, no mat-
ter. to whom they refer. Once in
awhile some farmer will exclaim as
to the artist or the jingle writer: “I
wonder where that chap got his
ideas—must have been down in the
Hackensack Meadows, or the Mo-
hawk Valley or some such an out-of-
the-way place where they haven't
seen a real farmer in twenty-five
years.”

There is no department of human
intercourse where better intelligence
or grater advancement has been made
during the past twenty-five years than
stands to the credit of agriculture
in its various branches. Visit any
village or city store in Michigan and
you will learn that the average farm-
er knows accurately and more about
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the latest improvements in motors,
hydraulics, electricity, chemistry in its
relation to agriculture, general me-
chanics and the use of building ma-
terials than is known by 95 per cent,
of those men who live wholly in the
cities; and in the village stores with
their groups of farmers a man from
the city may learn a whole lot he
does not know about political econo-
my, social and domestic science, fi-
nance, religion and education.

Fortunately, it is true that the
farmer knows little and cares less for
the smart sets and the near smart
of the cities and is not always quite
up on the slang of the day; but if
vou want rational and well consider-
ed opinions on any current topic you
can get them from the farmers
straight from the shoulder, and with
those who utter them ready to de-
fend them. 1lhe average farmer is
not oracular and he is always open
to conviction, but his opponent must
make a clear case and beyond ques-
tion.

It is not always discreet or even
conventional for a farmer to wear
white shirt' and starched collars and
cuffs or to have patent leather shoes
or wear undressed kid gloves. In
these respects the farmer is not
city bred, but it is rare indeed that
such articles are not included in the
farmer s wardrobe for use when de-
sirable. The farmer has his daily
mail, reads his daily paper, has a tele-
phone in the house, can, as a rule,
reach his market town within half
an hour if desired and finally he is
acquainted with his neighbors and en-
joys their society, revels in exchanges
of kindness and sociability. These
latter comiforts are practically un-
known to the city dweller and go
far as recompense for the absurd
misconceptions of the newspaper ar-
tists and alleged humorists.

There are other things wherein the
farmer has the best of it. He does
not buy' vegetables by the peck, poul-
try by the pound, milk by the pint or
cider by the glass. True, he is forced
to wade in the snow sometimes and
at other times is required to work-
under a burning sun; but, taking it
by-and-wide, the American farmer of
to-day- has no call to envy the ur-
banite or to covet the luxuries of
sewer tax, paving tax, water tax,
street opening tax, and so on, ad in-
finitum.

A Kansas butcher was somewhat
surprised a few days ago to receive
the following note of instruction from
a customer: “Dear Sur, Please do
not send me any more meete yet. |
have butchered miself.”

The improvident man is often up in
the clouds looking for some of those
silver linings.



SUDDEN SUMMONS.

Death of A. J. Daniels, of the Wor-
den Grocer Co.

Anson J. Daniels, formerly Mana-
ger of the Worden Grocer Co., died
suddenly last Saturday afternoon
while addressing an audience at the
Ladies’ Literary Club. Death was at-
tributed to heart disease. The funer-
al was held at the family residence on
East Fulton street Tuesday afternoon,
the interment being in Oak Hill
cemetery.

Biographical.

Mr. Daniels was born in the village
of Vesper, Onondaga county, New
York, Aug. 17, 1835, His antecedents
on his father’s side were Scotch, the
original family name having been
MacDonald. The antecedents on his
mother’s side were Yankee, his grand-
father on her side having fought

in the Revolution, which entitled
him to membership in the Sons
of the American Revolution. His

father dying when he was 4 and his
mother remarrying four years later,
he was placed in the home of a farm-
er near his native village, where it
was expected that he would remain
until he was 21 years of age. Be-
cause of his great desire for an edu-
cation and his inclination to read
books at every opportunity, he had a
falling out with his foster parent at
the age of 14 and left him, and for
three years he worked by the month
summers and attended school win-
ters, giving his services in exchange
for his board, when he sought and
obtained a position as teacher of the
school at East Conneaut, Ohio. Al-
though he was only 17 years of age
at the time, he was compelled to
manage a school of seventy pupils,
ranging from the A, B, C to algebra
grades, many of whom were as old
and as large as he. For this service
he received $17 a month and “board-
ed round.”

Feeling the necessity of a broader
education, he went to Homer, N. Y.,
in the fall of 1852 and entered Cort-
land Academy, boarding himself and
working nights and Saturdays to keep
up his expenses. He continued his
studies at this school for two years,
when he contracted a cough and was
advised by physicians to give up
school work for a time. He was the
more easily persuaded to do this be-
cause a brother had died from an at-
tack of consumption only a short time
before. He therefore returned to
Vesper and clerked six months in a
general store, receiving the princely
salary of $11 per month and his
board. He taught the Vesper school
that winter and also the next summer
and winter, when he and Edwin A.
Strong entered Union College at
Schenectady as juniors, being graduat-
ed together on the scientific course
two years later, in 1858. Mr. Strong
was thereupon called to Grand Rap-
ids, and Mr. Daniels taught in the
public schools of Syracuse for a
year, subsequently filling a professor-
ship at Cortland Academy at Homer
for five years. In 1865 he was called
to Grand Rapids to take the position
of Principal of the Grammar and a
year later of the High School, and
in 1871 he succeeded Mr. Strong as
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Superintendent of Schools, assuming
the responsibility incident to the con-
solidation of the three districts in ex-
istence prior to that time. Of his
services at that important era in the
history of the schools, A. L. Chubb,
President of the Board of Education,
in his annual report for 1871-72, said:

“l may not omit mentioning in
this report the excellent services of
our Superintendent. He had a great
work before him, and it is but simple
justice to say that it has been well
and faithfully performed. General
harmony and concert of action have
been secured, and the machinery of
our school system, under the recent

consolidation, has been put in suc-
cessful operation. You have, in a
practical way, recognized the value

of his services. Personally, | desire
to acknowledge the many obligations
I am under to him for his hearty and

ture Co. was .the result. Mr. Dan-
iels was made President of this com-
pany, and remained with it three
years, when he formed a partnership
with Walter C. Winchester, engaging
in the hardwood lumber and shingle
business. The firm built a mill at
Mecosta and had contracts with nu-
merous other mills for their entire
output. This connection continued for
many years. In 1898 Mr. Daniels and
family went to Europe, where they
spent over a year, visiting every coun-
try from Sweden to Italy. On his
return home, in 1899, he was called
upon to take a managerial position
with the Worden Grocer Co., in
which institution he was largely in-
terested in a financial way. This re-
lationship continued until 1903, when
Mr. Daniels retired of his own voli-
tion and at his own request. He sub-
sequently made an extended trip to

The Late A. J. Daniels

ready co-operation in the solution of
the many problems incident to the
recent change in our school system,
and which, in the march of progress,
must constantly arise.”

In 1872 Mr. Daniels wa”™ authorized
by the Board of Education to recall
Mr. Strong from Oswego, N. Y.,
where he had gone to take a profes-
sorship in the Normal School, and
the mutual relationship of these
friends continued uninterrupted until
1883, when Mr. Daniels resigned the
Superintendency to take the manage-
ment of the Phoenix Furniture Co.,
succeeding O. L. Howard, who was
compelled to retire by reason of ill
health. As Mr. Howard was able
to return to his former duties within
six months, Mr. Daniels was commis-
sioned by Mr. Converse, of Boston,
to erect and equip a furniture factory
at Newaygo, and the Newaygo Furni-

Egypt and the Holy Land, accom-
panied by his wife, daughter and
grandson, remaining abroad about a
year.

Mr. Daniels was married Oct. 10,
1859, to Miss Eliza J. Brown, of Ves-
per, N. Y., and was the father of two
children, Geo. B. Daniels, the well-
known lumberman, and Eva J. Dan-
iels, who is a teacher in the High
School. Mr. Daniels was a lifelong
member of the Baptist church and
for several years a member of the
Board of Trustees, of which he was
President at the time of his death.
He was Director of the Peoples Sav-
ings Bank from the date of organi-
zation up to six years ago. He was a
Director of the Worden Grocer Co.
and of the Grand Rapids Mutual
Building and Loan Association, with
which he had been identified since
1895.

An Appreciation.

Ypsilanti, Jan. 6—You ask me to
write a word in appreciation of my
old and dear friend, Mr Daniels, of
whose sudden death | learned yester-
day.

As | have but a moment at my
disposal and you desire my contribu-
tion immediately,,permit me to limit
myself to a few sentences having ref-
erence solely to our mutual friend-
ship, leaving to others the congenial
task of speaking of him as a man
and a citizen.

| first came to know Mr. Daniels—
“Anse Daniels,” he was in those
days—across a line fence on the two
sides of which we were engaged in
harvesting wheat. The younger mem-
bers of the two little bands of har-
vesters naturally fraternized and, es-
pecially during the hour of lunch-
eon, had, along with considerable
merrymaking, some talk of our inter-
ests and plans for the future. 1 soon
learned that he purposed, as | did, to
go to college if he could manage it,
and out of these noon-time conversa-
tions grew the association of a life-
time, first in a preparatory school,
then in college and in professional
work, and, finally, in life—an asso-
ciation which | have always felt to
be one of my dearest possessions and
which will be for the remainder of
my life a most precious memory.

At the time of which | have spoken
above Mr. Daniels was a handsome
fellow of 15 or 16, a willing and
rapid worker and a universal favor-
ite. | took to him at once, as indeed
did everybody. No school girl “crush”
was ever more immediate or ardent.
He was then what he has always
been, very likable; but such people
do not always wear well. He had the
gift of holding as well as of making
friends, and looking back upon that
August day after an interval of sixty
years | renew the delight in his pres-
ence, the joy of comradeship, of that
early day.

I might say much of the value of
this lifelong friendship—of how much
| have been helped and steadied and
cheered by it—but I forbear. 1 would
rather- speak of the delight | have
found in it—one of the chief delights
of a half century of happy years.

We often say that friendship is
half of life! The truth is, if we count
in the friendships that tend toward
homemaking and that cluster about
the home, friendship is almost the
whole of. life. For what is life but
organized friendship? Now  Mr.
Daniels was for years just this to
me: He helped me to plan to be
friendly. He gave me something to
look forward to. He made life more
worth while than it would otherwise
have been to me.

And so | mourn his loss as irre-
trievable? Not to-day. Not to-day!
Later doubtless this will be, but to-
day | can think only of a dear sweet
friendship long enjoyed and never to
be wholly lost.

T shall always rejoice that circum-
stances were such last summer that
I was able to be with him longer and
more at leisure than had been possi-
ble for years | suppose back some-
where in the inner consciousness of
both of us was the thought that such



meetings must be few, and so we
planned to attend together the semi-
centennial reunion of our college
class next summer and have our
visit out. If possible | shall go my-
self, and if the pilgrimage is a sad
one it will not be lonely; how much
I shall have to remember!

As | look over these hurried worda
I seem to have been mainly speak-
ing of myself, but I do not see how
otherwise | could have shown what
| believe to have been Mr. Daniels’
highest distinction—his unusual ca-
pacity for friendship.

Edwin A. Strong.

Another Tribute.

Once again Grand Rapids has re-
ceived a sudden shock through the
loss of another of its very best citi-
zens.

In the death of Mr. A. J. Daniels,
which occurred on Saturday last, the
city loses a man who has accomplish-
ed far more than ordinary citizens
in the interest of the great public.
A large number of our community
will feel that a most rare man has pass-
ed from the activities of our urban
life and not a few will feel that they
have lost a personal friend who has
been of unusual helpfulness and in-
spiration to them for many years.

My first acquaintance with Mr.
Daniels began in the old Second Bap-
tist church on North Division street
as a lad in Sunday School. Later on
he was my teacher in the High
School and took upon himself the
burden of preparing me for college
so | might take advanced standing.
He was very companionable with us
boys and emphasized the democratic
rather than the autocratic side of his
position as Principal of the schools.
While from the standpoint of his
wider experience and learning he
could rightfully dictate the course
which we should pursue, he always
listened with the most gracious at-
tention to our views in the case,
and in my own he, with some reluc-
tance, accepted my own plan and did
everything he could to forward it. |
wanted to do what | wanted to with
a great deal of persistence. He smil-
ed and said, “This is hardly in accord
with my judgment, but you have
thought it out and | will do every-
thing | can for you and if you keep
your health you can not go far
astray.” He even went so far as to
give me a special course in surveying
and went out with me with all the
paraphernalia and gave me a course
in field work, which enabled me to
pass the study upon college entrance
and helped me upon a number of
other things, so that throughout my
subsequent college course | had more
than the usual time of students for
work in the library upon matters that
deeply interested me and which equip-
ped me for the life-work which | had
planned. | feel under a debt of grat-
itude to him for the cordial sympa-
thy which he gave me at a time when
it meant so much. | am certain that
my case was simply one of many, and
the influence which Mr. Daniels thus
exerted upon the boys and girls who
have come into the active work of
life can not be over-estimated.

In reviewing the attributes of his
character which made the strongest
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impression upon me, | at once single

out his companionable qualities. He
always seemed interested in every-
body and everything which came

within his purview. He entered sym-
pathetically into the hopes and as-
pirations especially of young people
and was never so happy as when
giving counsel to the boys and girls.'
During these later years he has been
one of the most useful members of
this locality because he has been
willing to take hold of so many things
which needed the assistance of
thoughtful, public-spirited citizenship.

Mr. Daniels was always doing
things that made an appeal in one
way or another to ambitious boyhood.
I was a country boy and when |
found that he, during his first vaca-
tion after coming here, went out in
the country and entered practically
into the work of haying and harvest-
ing. | immediately placed him upon
my highest level of ideal manhood;
and when, after | became interested
in technical horticulture, he was al-
ways ready to try things in his gar-
den and wanted to be a member of
the organizations in which | was in-
terested, he again made himself
strong in my affections.

He has followed his former pupils
in their life-work with a deep and
abiding interest and never failed,
wherever he was, to hunt down any
of his former students who had en-
tered the business of life and become
practically acquainted with their prog-
ress, applauding success and sympa-
thizing with losses.

His way of giving counsel always
appealed to me as the height of wis-
dom. It was always by asking ques-
tions. Instead of saying, “l would-
n't do it that way,” he would say, “If
you work in that line will not this or
that be the result?” and left the de-
cision to the one seeking counsel, real-
ly indicating his position without dog-
matically stating his view.

In these later years Mr. Daniels
has been able to give more time to
charitable enterprises, and in this way
has been commonly useful to us all.
His work in the Horticultural So-
ciety and for the Bissell House and
many other benevolent institutions
has been of the most practical char-
acter.

In this hastily written word | can
not refrain from speaking of Mr.
Daniels’ tolerant and catholic relig-
ious views. As the years were add-
ed it seemed to me that he grew
broader and more tolerant and em-
phasized above all things to do
with religion those qualities which
make for character rather than those
which accentuate methods of be-
lief. He never antagonized people,
even if he could not agree with their
views. He was greatly interested in
the modern plan through which the
church reaches a great many people
who otherwise would not come with-
in the range of its activities. | re-
fer to the classes touching religion
and life which are now common to
most of our places of worship and
which supplement the utterances from
the pulpit. Very recently he said to
me that he thought people received
the most good from the public teach-
er who allowed them to question

and talk back, and he thought that
in the future we would grow more
and more into the habit of doing our
best church work‘through the agen-
cy of auxiliary organizations in which
there should be the freest interchange
of thought.

It will be difficult to fill the gap
made through the death of our dear
friend and we all will do well to
emulate his example in following the
Quaker maxim of doing the good to-
day and not neglecting or deferring
it lest the opportunity now presented

will never be granted again.
Charles W. Garfield.
An ldea That Did Not Work Out.
When | was running an idea fac-

tory in which | originated schemes
for making money | ran across many
queer demands. My clients, who
were supposed to pay me for a sat-
isfactory scheme, but seldom did.
would want to become millionaires
without working and withtout any
capital to work for them. But a few
of them were satisfied with smaller
things.

Case No. 31 was that of a man who
had some capital to invest, but al-.
ready had a job, so that he did not
wish to give any time to my scheme.
He was afraid to leave the job he
had, which was sure even if It did
not pay much.

In this case by a process of elimin-
ation | decided that | must invent
something or rig up some novelty.
My client had some money to in-
vest, but not much. Therefore he
could not start a big business. To
buy an interest in a big business was
not one of my schemes, for anybody
could think of that. My scheme must
pay a bigger dividend than a share
in an established slow going bus*
ness or | could not honestly demand
my fee.

On the other hand this man could
not start a small business because,
although he had money enough for
this, he did not have any time to de-
vote to it. Thus the field of inven-
tion seemed the most promising
field to prospect in. Now, for many
inventions much money is needed to
do the preliminary work. Therefore
the field was narrowed still more.
I knew that many of those foolish
little playthings like a cigar that ex-
podes, picture post cards, and the
motto buttons of some years back
make money fast. Therefore | set
to work along that line.

Finally, after sending my client
several ideas that he rejected, we
agreed on one. This scheme was to
make a cigarette of red paper like that
around a firecracker, and fasten a
fuse in one end of it. Just before
the Fourth of July we would sell
them to the would-be jokers, who,
by putting them in their mouth and
lighting them, would appear to be
holding a lighted firecracker in their
mouths. Then when the fuse burned
down to the cigarette and lighted it
our jolly joker could puff on his
firecracker and rub it into the people
who had been waiting for the fire-
cracker to blow up.

At first every manufacturer of
cigarettes that client No. 31 appealed
to absolutely refused to have any-
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thing to do with the idea. But when
my client remarked that he would
pay all the expenses incurred in get-
ting them out, they changed theii
minds. Just before the Fourth of
July the cigarettes were put on sale
and all the hair brained would-be
jokers of the neighborhood cheer-
fully passed over their money for
them. The results were immediate.

Four hundred and twenty-three
scatter brained youths drifted into
our store with 423 complaints that
the red color had come off the cig-
arettes as soon as they were placed in
the mouth, thus making 423 young
men exceedingly ill. Another cause
of complaint was that the fuses had
dropped off before they had reached
the cigarettes, or that the cigarettes
would not light when the fuses had
burned down to them. One woebe-
gone youth with only part of a face
complained that he had mistaken a
real firecracker for our cigarettes with
the result that part of his face now
lies on Main street and another part
was last seen going south through
the window of Hogan’s grocery.

The cigarettes were hastily with-
drawn from sale when an irate father
came in to make his complaint. He
threatened us with a $29,000,000 fine
or at least he was going to make
hash out of us and serve us on toast
to his faithful dog Fido. He said
that his little boy, Charles Living-
stone Macumber Reginald Brewster,
had seen a man light one of our
cigarettes. Thinking it was a fire-
cracker, Livingstone, who always
was a bright boy and had talked
when he was 13 months old, had
thereupon proceeded to put a fire-
cracker into his mouth.

Said firecracker being of the giant
variety Charles Livingstone, etc., de-
veloped a greater claim for fame than
that of Homer, for although seven
cities claimed the honor of Homer’s
birthplace, forty-four counties claim-
ed the honor of burying at least a
portion of Charles Livingstone and
the returns of the twelfth district
were still to be heard from.

J. D. Williams.

Birds Sacrificed to Fashion.

The savageries of fashion were il-
lustrated afresh by the visit of a bird
lover to a colony of egrets after
havoc had been wrought by a party
of plume hunters. The bird lover
made his visit during the height of
the breeding season. On his arriv-
al at the colony he found the painful
evidences of the recent raid in some
fifty carcasses of adult birds floating
in the water. These fifty birds had .
been ruthlessly Shot while brooding
their young. The young were left
remorselessly to die a lingering
death from hunger. Many had al-
ready succumbed. Others from time
to time fell from the nests to shjire
the same fate, while others again
died from eexhaustion as they sat in
the nests. Perhaps the most pitiable
sight of all was to watch those
which still had sufficient strength to
move and cry attempting vainly to
attract the attention of old birds
flying heedlessly by with food in
their beaks.
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Movements of Merchants.
lonia—C. H. Bradley has purchas-
ed the Brown Furniture Co.’s stock.

Galien—A. D. Robinson, of Deca-
tur, has purchased the A. D. Rhoads
general stock.

Munising — The Munising State
Bank has increased its capital from
$30,000 to $60,000.

Reed City—The Ideal Light & Fuel
Co. has been incorporated with a cap-
ital stock of $40,000.

Hudson—Chas. W. Atkinson & Son
are again engaged in business at the
1 Church street bakery.

Belding—Verne C. Divine, the
clothing merchant, has purchased the
Holmes Clothing Co. stock.

East Jordan—The State Bank of
East Jordan has increased its capital
stock from $30,000 to $50,000.

Yale—J. C. Holden will dispose of
his stock of clothing and furnishing
goods and retire from the mercantile
field.

Benton Harbor— Harry Palmer will
engage in the grocery business at the
corner of Territorial and Benton
streets.

Hastings—G. N. Fox has purchas-
ed the grocery stock of Chas. Sher-
wood and will continue the business
at the same location.

Dowagiac—Fred Shaver has sold a
half interest in his jewelry business
to Jesse Bilderback. The firm will
be known as Shaver & Bilderback.

Sault Ste. Marie—D. K. Moses, of
The Leader, has purchased the Bald-
win & Bessner stock of clothing,
shoes and furnishing goods which

were sold under chattel mortgage
sale.
Caro—Chas. Sutherland, formerly

of the grocery firm of Luckhar &
Sutherland, has purchased the D. C.
Bush grocery and general stock. Mr.
Bush will retire from mercantile busi-
ness.

Detroit—The Detroit United Bank,
which has been virtually a building
and loan association conducted as a
bank, has organized under the State
banking law, with a capital stock of
$250,000.

Portland—Oscar Derby, of the
firm of Kennedy & Derby, who form-
erly conducted a hardware business,
has purchased the bakery conducted
by Wm. Ryan and will continue the
business at the same location.

Cheboygan—Alex and Henry Gain
have purchased the S. A. Gain stock
of groceries and have removed the
same to the store on Main street, near
Lincoln avenue, formerly occupied by
Alex Gain as a grocery store.

Saginaw—The firm of Rich Bros.,
composed of Isaac and Adolph Rich,
one of the largest clothing firms in
the Valley, has dissolved partnership
and will go out of business. The es-
tablishment is twenty-five years old.

Portland—The bank of John A.
Webber & Son has been merged into
a State bank under the style of the
Webber State Bank. The bank is
capitalized at $5000, with a surplus
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of $25000. Elon A. Richards, who
has achieved considerable success as
a druggist, becomes a director of
the new institution.

Lansing — The Michigan Supply
Co., which deals in plumbing goods,
mill and well supplies, has been in-
corporated under the same style
with an authorized capital stock of
$65,000, all of which amount has been
subscribed and paid in, $11,061.12 be-
ing paid in in cash and $35938.88
being paid in in property.

South Haven—R. R. Thompson has
purchased Mrs. H. G. Wiley’s half
interest in the Haas block, at the cor-
ner of Phoenix and Kalamazoo
streets, which he will occupy, after
making extensive alterations, with a
line of house furnishing goods, re-
moving his present stock of furni-
ture, carpets and rugs to the above
location.

Manufacturing Matters.

Petoskey— Cook, Curtis & Miller,
lumber manufacturers, have increas-
ed their capital stock from $100,000
to $200,000.

Bay City—J. H. Emery, manufac-
turer of cement brick machinery and
cement blocks, will engage in the
grocery business at 807 West Mid-
land street.

Detroit—The E. R. Thomas De-
troit Co.’s new automobile factory is
getting into operation and expects to
have its full force of about 200 men
working in a very short time.

Detroit— Gordon  Montagu, who
has been with the Acme White Lead
& Color Works for a number of

years, is now assistant manager at
the Boydell Bros. White Lead &
Color Co.

Detroit—Organized for the manu-
facture of matches and of match-
making machinery, the Pearl Match
Co. has filled its articles of incor-
poration with the county clerk. The
capital stock is placed at $30,000.

Manistique—The Business Men’s
Association has $10,000 in its sinking
fund, and announces that it is will-
ing to spend $0,000 or $25000 in an
effort to bring manufactories here.
The Association has a membership
of 125.

Chelsea— In a letter issued by the
Detroit Trust Co., receiver of the
Glazier Stove Co., the receiver asks
that none of the creditors take any
steps that, will interfere with the
work of the receiver, as it is the
intention to operate the Chelsea
plant in the interests of all the credit-
ors.

Detroit— A corporation has been
formed under the style of the De-
troit Collar Co., which will manufac-
ture collars and conduct a laundry.
The new company has an authorized
capital stock of $17,000 common and
$x0,000 preferred, both of which
amounts have been subscribed and
paid in in property.

Detroit— Charles Pohlman & Co.,
furniture manufacturers, have merged
their business into a stock company
under the same style, with an auth-
orized capital stock of $10,000, all of
which has been subscribed, $750 be-
ing paid in in cash and $9,250 paid
in in property.

Detroit—The C. R. Wilson Body
Co. has increased its capital stock
from $75000 to $50,000. This is to
take care of the extension of the
plant's activities as exemplified in
additions  built in the past few
months. The company manufactures
automobile bodies.

Detroit—A corporation has been
formed under the style of the De-
troit Marine Motor Co. which will
manufacture marine and stationary
engines. The new company has an
authorized capital stock of $12,000,
all of which has been subscribed and
$11,000 paid in in cash.

Hiawatha— It is authoritatively an-
nounced that the South Side Lumber
Co. will resume operations soon. The
company has been embarrassed by
the financial panic and, although it
had excellent resources when the
trouble came, was unable to get
ready money to continue opera-
tions. All claims against the com-
pany have been settled in full.

Bergland—G. A. Bergland is op-
erating his sawmill, running full ca-
pacity, while his logging force is as
heavy as in other years. Accord-
ing to the present plans there will
be no curtailment in any branch of
the industry. A 10 per cent, reduc-
tion to mill employees went into ef-
fect last week and $5 a month has
been sliced off the woodsmen’s com-
pensation.

Detroit—The National Gas, Elec-
tric Light and Power Co. announces
that payment of the semi-annual divi-
dend of 3 per cent, on its preferred
stock is necessarily deferred. The
profits shown by its books for the
eleven months ending November 30,
1907, were $62,879.53, but during that
period the sum of $88,90L.76 was ad-
ded to its investment. As the com-
pany is at present unable to sell ad-
ditional stock or bonds, the profits
have been temporarily absorbed to
pay for the betterments charged to
investment account.

Ontonagon—The Ontonagon Stave
& Veneer Co.’s plant has been leased
on a long time lease by the Uniform
Stave & Package Co., of Minneapol-
is, and will be in operation by Feb-
ruary 1. The plant has been leased
for five years, with the privilege of
buying before the expiration of that
time. About $,000 will be spent in
repairing and enlarging the plant.
Work was started in this direction
last week. The Uniform Package &
Stave Co. has a capital of $400,000
and its officers are men well knowm
in the timber industry of the west.

Menominee—The Menominee Riv-
er Boom Co., which controlled the
water power of the Chappie rapids,
a few miles from Menominee and
Marinette, has sold the falls to a
combination of Chicago capitalists,
which will build extensive dams and
power houses for the purpose of gen-
erating electricity and transmitting
it to the twin cities for manufactur-
ing purposes. This will help the
woodworking and sash and door in-
dustries of the cities into greater ac-
tivity and bring the cities in line as
important manufacturing centers.

Menominee-*-The cedar business is
at a standstill and very few poles

and posts will be cut. Posts held up
fine until a few days ago, when they
dropped about 2 cents each and the
cutting of them, which was very
brisk up to that time, was discon-
tinued. Cedar ties are moving at 52
cents apiece, the highest price ever
paid in this section, while hemlock
and tamarack are bringing 40 cents.
The Chicago & Northwestern Rail-
way is not taking any new contracts
for ties at the present and may can-
cel some of those already in force.

Manistigue—The site of the re-
cently burned plant of the Chicago
Lumbering Company, of Michigan,
in this city, is being cleared up, the
burned lumber floated down the riv-
er and the machinery broken up.
The mill was erected in 1876 and was
one of the best in northern Michi-
gan. During its thirty-one years ol
operation it cut 1,500,000,000 feet of
lumber, including shingles, lath and
pickets redluced to board measure.
The revised loss is placed at $75,000.
Whether the mill will be rebuilt or
not has not been definitely decided,
but it is unofficially stated that a
smaller and more modern mill will
be erected in the spring.

How Free Labor Prospers Under
Co-operation.

N. O. Nelson, President of the N.
O. Nelson Co., St. Louis, has issued
the following annual report to the
employes and customers of that cor-
poration:

We have closed the most successful
year in our history of thirty-six years.

Each of our factories at Leclalre,
Bessemer and St. Louis made more goods
and more net profit than ever before.

The St. Louis store and the branches
at Pueblg, Los Angeles and Oakland each
did a largely increased business. The
aggregate inCrease over 1906 is 32 per
cént, and 60 per cent, over 1906.

After paying cash _dividends on the
stock you ~own, writing off the public
fund, depreciating machinery and adding
largely to our  surplus, there remains
$200,000 to distribute among you, of
which the employees receive two-fifth.s
(30 per cent, on their wages and salaries
and the customers three-fifths ($120,000).
in proportion to the gross profit oh eac
one’s purchases.

You will now own more than half the
stock of the company. | .

Counting on Increasing_ co-operation
from the” customers, we  feel confident
that 1908 will not fall behind_ 1907.

. There has been no appreciable chan%e
in our business or pay-rolls since the
flurry set in. We have not distressed
any “customer nor skipped any pay-roi.
nor let any bill go past due.” Our co-
operative plan has made good in every

regard and will continue “in force for
1908 and the future.
Mr. Nelson formerly employed

union and non-union men without
discrimination, but found the union
men a source of constant annoyance
and irritation and closed his doors
against them two or three years ago.
Since then he has enjoyed absolute
immunity from labor troubles, his
employes, have been contented and
happy and his customers have been
served more acceptably than ever.

No business can be built up suc-
cessfully on the exclusive employ-
ment of union labor and no employ-
er can feel secure so long as union
men are permitted to preach their
pernicious doctrine to their fellow
employes.

Remember, young man, that you
can't buy experience and have ft
charged to papa.

It is hard to listen to the troubles
of other people without getting back
at them
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The Produce Market.

Apples—The market is without
change on the basis of $2.75@3 per
bbl. for acceptable winter varieties.
The market continues fairly steady,
although the almost entire absence
of demand for quantities has a de-
pressing effect.

' Beets—40c per bu.

. Butter—The market is about un-
changed. The receipts of fancy fresh
butter continue very light, and the
demand is readily absorbing every-
thing as fast as it arrives. Storage
stocks are being reduced satisfactori-
ly and the market is in a very healthy
condition on the present basis. No
change is anticipated' during the next
few days. Creamery is held at 30c
for tubs and 31c for prints. Dairy
commands 24c for No. 1 and 16c for
packing stock.

Cabbage—$10 per ton.

Carrots—35¢c per bu.

Celery—30c per bunch.

Cocoanuts—$450 per bag of 90.

Cranberries—Wisconsin Bell and
Cherry and Howes fetch $7-50@8 per
bbl. It looks as if the growers and
those who handled the deal made
their opening prices too high; certain-
ly something scared off consumption,
which has not been of its usual pro-
portions.

Cucumbers—$150 per doz. for hot
house.

Dressed Hogs— Dealers pay 67c
for hogs weighing 150@17S Ibs. a°d
6j6c for hogs weighing i75@260 Ibs.;
stags and old sows, Sc.

Eggs—The market is about un-
changed from a week ago. The fresh
receipts clean tip every day on ar-
rival. There has been some increase
in the receipts of fresh, but the de-
mand “continues very good and the
present market is firm and unchang-
ed. The future depends on the pro-
duction of new-laid eggs. If present
weather continues, there is likely to
be an increase in supply, but not suf-
ficient, probably, to change prices.
Stocks of storage eggs are gradually
decreasing, and the market as to
them is unchanged. Local dealers pay
24c for fresh case count, holding
candled at 26c. Storage, 19@20c.

Grapes— Malagas command $350@
450 per keg, according to weight.

Grape Fruit—Florida commands $
for Bos and.90s and $5.50 for 54s and
64s.

Honey—i6@i7c per Ib. for
clover and 12@14C for dark.

Lemons— California command $3.25
per box and Messinas $3 per box.

Llesttuce—8@ioc per Ib. for hot
house; 12c per Ib. for Florida head.

Onions—'Red and yellow Globe
command 70c per bu. Spanish are
in moderate demand at $125 per
crate.

Oranges— Continue to be one of the
cheapest things on the list, and even
at that, demand is none too good.
There are no changes in price this
week. California navels, $2.75 per
box; Redlands, $2.85; Floridas, $2.75-

white
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Nuts—There is an easier tone to
the market, although there have as
yet been no reductions. The greater
part of the wholesale business in.nuts
is over now, and there will be no
further gains.

Parsley—50c per doz. bunches.

Parsnips—75c per bu.

Pineapples—$4-50@5 per crate for
Cubans.

Potatoes—The demand has picked
up, and those in touch with condi-
tions express the belief that for the
next few weeks there will be a
healthy enquiry for stock, as supplies
laid in by retail grocers earlier in the
season are becoming exhausted and
grocers are in the market to replen-
ish their supplies. Country buyers are
paying around 40c.

Poultry—Very scarce and high.
The producer who held has poultry
two weeks beyond the holidays is
now reaping his reward, as usual. Lo-
cal dealers pay 8@gc for live hens
and 12c for dressed; gc for live spring
chickens and 12j”~°c for dressed; 10c
for live ducks and 12c for dressed;
15¢c for live turkeys and 19c for
dressed.

Squash—ic per Ib. for Hubbard.

Sweet Potatoes—$5 per bbl. for
Ilinois kiln dried.

Turnips—50c per bu.

Veal—Dealers pay 5a@ 634c for
poor and thin; 8@8j2C for fair to
good; 8™2@pc for good white kidney
from 90 Ibs. up.

The Grain Market.
Wheat the past week has shown an

increase in the visible supply of
1.800.000 bushels, which makes the
present visible 48481,000 bushels,

as compared with 45,768,000 bushels
one year ago, selling to-day at prac-
tically 20c per bushel more than last
year at this time. Locally it has been
moving a little more freely the past
two weeks, prices running from $i@
T.02 per bushel.

The visible supply of corn increas-
ed 994,000 bushels, making the pres-
ent visible supply 4,482,000 bushels,
compared with 5823000 bushels one
year ago. The present price is about
15¢ per bushel higher than one year
ago. New corn is moving quite free-
ly, with a wide range in prices, de-
pending on quality, from 60@7IC Per
bu-shel, and considerable corn now
running is badly off in quality.

Oats have increased 864,000 bush-
els, making the present visible supply
8.450.000 bushels, compared with 12,-
855.000 bushels one year ago, with the
present prices about 18c per bushel
higher than last year. They have
been moving fairly freely, cash oats
running from 50@53c per bushel in
carlots at country points.

Feeds are moving slowly, with
prices on the increase. Millstuffs have
advanced $2 per ton the past two
weeks.

Buckwheat has been dull the past
ten days, but trade is now showing
some improvement, with prices steady
at about 65c per bushel. Pure buck-
wheat is selling at about $540 Per
barrel. Buckwheat feeds are selling
at from $i2@20 per ton, according to
quality. L. Fred Peabody.

A seat in a cromded car is worth
two in an empty ore.

The Grocery Market.

Sugar—The New York refiners
have advanced their prices 10 and 20
points, so that they are now on a
480 basis. Michigan jobbers are un-
able to secure the full advance, on
account of local conditions. The
market on raws is steady to strong
and a temporary shortage in raw
sugar during the present month is
still indicated.

Tea—Values are unchanged and
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as is characteristic of the season.
Stocks of cheese are lighter than
usual at this season, and prices are
10 per cent, above a year ago. There
is not likely to be any increased con-
sumption of cheese during the next
few weeks, and the price is therefore
not likely to change.

Farinaceous Goods— Rolled  oats
are without change. Sago, tapioca
and pearl barley show no new fea-
ture. Corn meal is firm. Beans and

everything is steadily held. Through Ipeas are in about the same notch.

all the financial stress, no weakness
whatever has developed in tea. The
demand is from hand to mouth only.

Coffee—There is no indication that
the speculative public intends to
come into the coffee option market,
and until they do the plans of the
syndicate will be considerably ham-
pered. Arbuckle Bros, are reported
to have been very large buyers of all
grades of washed coffees during the
last few weeks, and this has result-
ed in a considerable stiffening of the
mild market. Java and Mocha are
unchanged and steady.

Canned Goods—There is a fair
trade on tomatoes, some demand for
peas and more or less movement of
corn, but nothing pronounced in any
division of the list. Everything in
canned vegetables is waiting for
things to open up after the first of
the year. In the meantime, prices
are holding quite steady. Every-
thing indicates a fairly steady mar-
ket in California canned fruits. Re-
tailers throughout the northjwest
look forward to the usual demand,
notwithstanding the fact that Cali-
fornia canned fruits this year are
some higher than for years past. Un-
dertone of the market in gallon ap-
ples is firm. The rest of the canned
fruit list shows no feature worth dis-
cussing. While at present there is
little demand for salmon, the mar-
ket has a steady tone. Trade au-
thorities are looking forward to more
active trading and, perhaps, highei
prices after the turn of the year.
American sardines are somewhat un-
settled. Though the pack is short,
a good many of the goods, it is un-
derstood, were thrown back into the
hands of sellers owing to the inabil-
ity of buyers to take up contracts

because of the scarcity of money. s

Consequently, while there is no pres-
ent desire shown to market this un-
expected surplus by the making oi
concessions from quoted prices, the
tone is not as strong as the shortage
in the season’s output had lead pack-
ers to expect. Cove oysters continue
in a very firm position, with a very
fair demand. Shrimp and lobster
prices are steady.

Dried Fruits—Apples are quiet and

a little easy. Citron is easier, now
that the holidays are over. Figs are
inclined to be easy also. Dates are

now about the cheapest dried fruit
on the market. Prunes are dull and
unchanged, both in primary and sec-
ondary markets. Peaches and apri-
cots show no change and little busi-
ness. Currants are fairly active at
ruling prices. Raisins are moving to
sorn'e extent at prices that show little
strength.

Cheese—The market is very quiet,

Spices—The market is dull and
without feature. The demand is mod-
erate.

Rice—The demand
prices are steady.

Syrup and Molasses—Sugar syrup
is unchanged and in fair demand.
Molasses is strong in New Orleans
and almost equally so in secondary
markets. The price for fine molass-
es is high and firm, owing to light

is fair and

supply. The demand is fair.
Fish—Foreign herring shows no
change. Cod is firm. Whitefish

and trout continue scarce and firm.
The same is true of mackerel and.
blood red salmon. There is a good
assortment of both foreign and do-
mestic herring and a fairly good as-
sortment of mackerel.

Provisions—There is not likely to
be any increase in the demand for
the next few weeks, and the future
depends on the supply of hogs. Pure
and compound lard are unchanged,
and a fair demand is reported for
both. Family and butt pork are un-
changed and dull. Canned meats and
dried beef are unchanged and the de-
mand is light.

Auction Sale of Bankrupt Stock.
Attention is called to the reading
notice on page 29 of this issue of the
auctin sale to be held at Central
Lake Wednesday, January 15, of the
bankrupt stock of the Lichtenstein
store. The following is a recapitula-
tion of the inventory and appraise-
ment of said stock:
inventory Afl%alse.

Men's Furn, Goods 22.56
Hats and Caps .... ... 470.$4 280.14
Clothing ..o 3,091.17  2,204.23
Trunks and Bags . 45.70 35.73
Overalls and Jackets 90.47 83.41
Ladies” Clothing .. . 1,806.01  1.11855
Ladies' Furnishings 824.32 587.51
FUIS i, 55.5

Notions . 1,196.65 78S.22
Dress Go 768.98 510.42
11T . 45.29 27.1

Shoes and Rubb ... 170091  1,285.70
Furniture and Fixtures 670.00 3885 m
Book Accounts .... 682.75 242.

$13,038.93 $ 8,630.07

Not Necessary.

Mrs. Briggs brought home a new
girl from the intelligence office and
instructed her in her duties.

“And do you have to be called in
the morning?” she asked.

“l don’'t have to be, mum,” replied
the new girl, hopefully, “unless you
just happens to need me.”

William Judson left for New York
yesterday on business connected with
the National Wholesale Grocers’ As-
sociation. He is expected home Sat-
urday.

It is a mistake to supposfe that a
woman wants the last word. She
doesn’t know there is such a thing.

The true heroine is she who could
talk back but doesn't
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Window
Trimming

Innovation in Use of Dummies for
Exhibits.

It would be a startling innovation
to see a man or a lady dummy in
a shoe dealer’'s window; and yet why
not? They certainly could be made
to do all sorts of interesting things
with shoes and would put everybody
to talking about the store which
should adopt this unique treatment
of a stereotyped subject.

Dummies’ work is unlimited. Of
course, in adopting this form of pub-
licity, quite a large space would be
required, perhaps larger than many
of these stores now have at their
command; and still, with the imagin-
ative window dresser, much may be
accomplished even in a small win-
dow. Local happenings and events of
National import may be seized up-
on to form the idea for a display that
shall rivet attention. Plain-gared
Carrie Nation with her hatchet could
be utilized for a cut-price display. In
this case the dummy should be
“made up,” as to wrinkles, wig and
clothes, to represent, as nearly as
possible, the one it is intended to per-
sonate. If Carrie brandished a hatch-
et in one hand and held over her head
a mammoth many-ribbed umbrella of
about the vintage, of '68—such as |
saw being carried aloft, the other
day, by a funny little round old
man—she certainly would create a
sensation in the town. When people
wanted shoes that week their minds
could not but revert to the store that
was showing the renowned temper-
ance exponent as a symbol of a
price-cut in its merchandise.

At another time the same wax fig-
ure could be fixed up as the typical
summer-girl. Place her on an In-
dian stool (made of willow stained
green). Pose her prettily. Have her
dress soft pink silk and everything
else dainty about her. Stand a closed
pink or white lace parasol gracefully
against her knee. Let this be an Ox-
ford window and have her contem-
plating on her own tiny feet a pair
of low beauties in shoedom. The
window floor should be made soft
with green velvet carpeting—plain or
figured in three tones, whichever pre-
ferred. On a second stool, which
should be the exact duplicate of the
one on which Miss Summer-Girl is
seated, have carelessly-disposed sam-
ples of Oxfords—one of several
styles. These should be the most
beautiful that the establishment can
boast. Leave the floor free of sam-
ples, as here they would spoil the
exhibit. The attention must not be
distracted from the shoes on the
girl's feet and those lying on the
stool at her side. For a background
hang full green velours curtains
straight from a pole. These should
harmonize with the green in the car-
pet. If anything they might be a
shade lighter.

The next week the fine gentleman
dummy could be posed as was Miss
Summer-Girl, with samples of men’s
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Oxfords on the Indian stool in place
of the feminine ones.

For the third exhibit of these dum-
mies have them wear exquisite low
footwear but show no samples. Seat
them both on the stools in a natural
conversational attitude. Being in a
shoe window, eyes can not help but
take in the elegant shoes on their
feet.

Of course, this is a trifle early for
such displays, but several of our city
stores are sufficiently enterprising to
be already showing harbingers of
spring styles in footwear—and if
harbingers count for anything shoes
are going to be “the finest ever”
“When the Robins Nest Again!”

One of these “finest evers” is a
bronze kid strap slipper with cut-
steel trimming. It is difficult to de-
scribe it; it would need to be seen
to be fully appreciated. The heel is
French, with a slender band of steel-
ornamentation running around the
edge next the ground. A narrow slit
of patent leather is at the top of
the heel, with flat steel beads sewed
thereon. The slipper fits snugly at the
instep, as all slippers should, to pre-
vent slipping of the heel. The back
of the top is plain, but at the sides
are two scallops, with the curve be-
low, held in place by a strap of
steel-beaded kid which* is a continua-
tion of the smooth back. Three large
flat buttons of steel close the three-
scalloped flap. On the instep are a dou-
ble row of slits which reach to with-
in about an inch and a half or two
inches of the end of the toe These
slits are rightangled at the center top,
the ends being joined by the seg-
ment of a circle There are five of
these on each side of a central strap,
and there is a single slit at the toe,
a half-circle in shape, with the diame-
ter at the top. The piece of bronze
kid going up the center between
these perforations is richly ornament-
ed with the steel beading, as are all
the strips of kid between the open-
ings. This fashionable slipper for the
lady of refinement is being shown by
the James McCreery Co. of Thirty-
fourth street. New York City. It
certainly reflects the artistic taste of
the designer.

The (extra-high) military shoe
(either laced over a generous tongue
or prominently buttoned, with a plain,
stitched edge beyond the button-
holes) is going to be a great favor-
ite with ladies who admire—and de-
sire—a shoe that shall reach to where
it should in order to preserve a fine
contour. The shoe that “chops off
too previously” is but an ever-pres-
ent source of annoyance to one not
blessed by Dame Nature with the
shape of a wax doll. The heel, of
course, is miliiarx i*n outline.

Here is a first-rate idea—imbibe it:

“It is a good plan to put style num-
bers on price tickets, so that a cus-
tomer can come in and state defi-
nitely what they want. Some buyers
might prefer to give their slippers
names. Any such idea that will sim-
plify the selling will save much time.

“Don’t keep either good or bad
stock in its hiding place during Jan-

uary. Bring out those rubber boots
for boys and display them where they
can be seen, along with an attractive
card.

“A good attraction is a snow and
ice window. Put down a large piece
of glass in the bottom of the win-
dow. Build up a snow bank of cot-
ton batting in the rear or sides of the
window. Besprinkle it with frosting
and common soapstone. Fasten a
pair of skates to two or three appro-
priate shoes and balance on the ice.
Also put a few heavy-soled shoes
here and there.

“There are also many ways of sell-
ing regular shoes. A certificate is
issued by makers of trade-mark
shoes, and in most cases the manu-
facturers send them to agents at this
season. One or two mounted on
cardboard and shown in a prominent
place in the window and in the de-
partment will help sell many extra
pairs.

“The display in the department
should be augmented by special ta-
bles in the main-floor aisles, contain-
ing a small stock of all the most de-
sirable slippers. Should the shoe de-
partment be on the second floor, a
booth or aisle tables on the first floor
should also be secured.”

Open Door ldea Adopted by Church.
The Church of the Redeemer, War-

ren avenue and Robey street, is to

become an “every-day church.”

In a sermon yesterday morning,
which marked the beginning of the
church’s semi-centennial celebration,
the pastor, Rev. A. Eugene Bartlett,
announced a new social programme,
which will render the church insti-
tutional in its scope.

Beginning the second half-century
of its existence, the Church of the
Redeemer will offer its members and
the community something every day,
and the church edifice will be in use
each week day as well as on Sun-
day.

“The church in the city, to be true
to the spirit of its founder, must have
an open door,” said Mr. Bartlett in
his sermon. “The church can not be
conducted like a club, and when any
church attempts to regulate its mem-
bership and attendance by the rules
in force in clubs it defeats itself. The
church has no right to consider a
man’s purse or the question who his
father was. In the outside world we
may be separated, we may be rich,
poor, employers, employes, but here
we must be brothers.

“The doctrine of the fatherhood of
God and the brotherhood of man is
grandly true, but when a man is
drowning he would rather be handed
a plank. The only church that will
be alive a century hence will be the
one that furnishes both warmth for
the heart and work for the hands.
The hour has come for the church
to cease trying to save herself and
try to save the world. The church
must interest itself in social as well
as individual salvation.

“Tt is our duty to take the doctrine
that God loves everybody and apply
it every day to the needs of every
man we can reach. Beginning to-day,
the Church of the Redeemer becomes
an every-day church.”

Concerning the new work Mr. Bart-
lett said:

“The church will maintain an office
and relief bureau, open during stated
hours every week day, and will en-
deavor to reach and help the dis-
tressed in the community. It will
maintain a free legal bureau and a
branch of the Penny Stamp Savings
Society. Jan. 23 we will open a do-
mestic science school for working
girls. The church will maintain a
flower mission, literary society, dra-

matic club, choral societies, neigh-
borhood socials, public health lec-
tures and other departments. In

summer it will institute fresh air and
outing work and establish a free
drinking fountain. In many ways it
will seek to aid the community in
creating saner, healthier and happier
lives for all its* members”— Chicago
Record-Herald.

Annual Banquet of the Grand Rapids
Grocers.

The ninth annual banquet of the
Grand Rapids Retail Grocers’ Asso-
ciation, which will be held at Knights
of Columbus hall Thursday evening,
promises to be largely attended. The
programme arranged for the event is
as follows:

March— Miss Bessie Merrill.

Invocation—Rev. R. W. McLaugh-
lin.

Address—Fred W.
master.

Relation of Wholesaler to Retail-
er— Guy W .Rouse.

Piano Solo—Miss Angie Brown.

Talk—Wm. Judson.

Piano Duet—Leonard Witters and
James Hatch.

Any OIld Thing—Fred J.
son.

Violin Solo—Jay Grebel.

Recitation— Mr. Goldstien.

Organization—Walter K Plumb.

Song— Miss Blanche Bliss.

Benefits Derived by the Retail Gro-
cer as a Member of the Grocers’ As-
sociation— Glen Denise.

Piano Solo— Miss Bessie Merrill.

The Ladies—Wilber Burns.

Farewell Song.

Fuller, toast-

Fergu-

Radio Telegram Latest Wonder.

From fair France comes the de-
vice which enables an operator in a
distant station to control with radio-
telegraphy the lighting of lamps,
the explosion of mines, sending up
of rockets, boring of metals, and
steering of torpedoes, and other mil-
itary operations. Dr. Branly is the
man with the brain that invented it
One of the principal features of the
contrivance is what he terms the
automatic telegraph. It shows the
operator the proper moment for
sending the signals for operating the
different effects. These check signals
are given him by a radio-telegram,
which is received on a band of paper
from a Morse receiver. There is
another set of check signals where-
by the operator can see whether the
desired effect has been really pro-
duced and whether a certain mechan-
ism which he set into motion is still
going.

It is easier for a woman to love a
man than to let some other woman
love him.



LIFE LESSON.

No One Rates You Higher Than You
Rate Yourself.
W ritten for the Tradesman.

I was a teacher at the Academy
that year and had charge of one of
the dining room tables. There were
ten of us, boys of all sorts and
sizes, from all parts of the coun-
try, with ages from 12 to x7- With
an occasional student from the
towns—the result almost always of
mental or moral delinquency; some-
times of both—the boys had come
from the distant ranch with little or
no knowledge to be found in books
and too often with no desire to ac-
quire any. They were literally the
sons of the plain with their likes and
dislikes strong within them and were
ready on all occasions to express
both on the slightest provocation.
Free as the minds of the Western
plains in action and in speech, they
brought with them the independence
and indifference to the rights of oth-
ers that such freedom implies, and it
did not take long for these striking
qualities of manhood to show them-
self when they came in contact with
the rigid discipline of the school.

The school, then, as it is-now, was
strongly military, and one of the
hardest facts to put up with by the
newcomer was the respect and so the
obedience which the cadet was com-
pelled to show to the officers, com-
missioned or non-commissioned. At
home where the ability to “lick” was
the only kingship recognized, it would
have been considered contemptible
f-or the giant of the ranch to obey
without a word of protest the com-
mands of the puny, narrow-chested
“runt” who presumed with that tone
and that voice to order the whole
corral even to “stand attention;”
and, therefore, it can be easily un-
derstood when the corporal of a
squad from “fall into line” to “dis-
missed,” in the discharge of his duty,
should direct his official attention to
any member of his squad that that
member should instantly urge upon
his superior an instant departure for
a locality noted for its intense tem-
perature.

With this condition of things as a
part of the school life it can readily
be seen that outside of that existing
condition the only authority recog-
nized was that of muscle and
this was usually settled during the
first few days of the term. When,
then, Emmett Robb, who sat at my
left at the table—as round-faced, red-
headed and good-natured a boy of 17
as ever showed his contempt for his
all-prevailing freckles—sat through-
out the meal with trouble clouding
his usually sunny face, and this meal
was followed by many like unto it,
it behooved me, as a teacher of the
school, to find out the difficulty and
remove it

My first attempt embodied in the
question, “What’s the matter, Robb?”
produced no satisfactory results. A
flash of fire from the deep blue eyes
and a repellent “Nothing” were all
that came from Robb, and glancing
down the lines that flanked the table
it was easy to see that this was one
of those secrets that a teacher could
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not find out. What that particular
teacher did find out in that glance
was that there was a division among
the boys and that Robb’s friends
were largely in the majority. While
he was wondering whether the op-
portune time had come for the “word
fitly spoken,” Tom Hassett, at <te
other end of the table, proceeded to
remark that he guessed it was a
“letter from my Uncle William.” He
rather thought that “my Uncle Wil-
liam” had been haying over on the
island, had got stuck in the mud and
barely escaped with his life!

It is impossible to fasten here up-
on this page the tone, the open sneer
and the hateful look that attended the
few words which Tom Hassett ex-
pressed. The Scotch-terrier face that
looked out from the mass of over-
hanging hair, covering the narrow
strip of forehead, the snaky eyes, set
closely together, gleamed with malice
and all uncharitableness, and, even
as he spoke, the head at the end of
the long neck had the attitude of the
snarling cur snapping at the heels of
the unoffending passer-by.

Discretion, being the better part of
valor, suggested the propriety of
looking into things, seconded largely
by the look of outraged endurance
clouding the usually cheerful features
of “my Uncle William’s” nephew. At
once there sprang into beingthe idea
that the city cur was making fun
of the ranch boy for the sake of the
“tease” in it and so, when a little
later the boys had cooled down, I
asked Robb about the ranch and
whether he liked the life there. |
found an enthusiast. Ranch and
everything on it were dear to his
heart. Usually scant of speech and
apparently unimaginative, all at once
his thought, abounding in imagery,
became poetic prose and his face,
aglow with the reflection of the pic-
tures before him, was an inspiration
to the rest of 1Is. You should have
heard and seen him when he told us
how the sun went down, flooding
rippling river and winding stream
with “the mixed red and gold” which
come only from the sky at sunset,
and when, | shame to say it, | tried
to dampen his ardor with *“chore-
time” and its detested duties, the
very thought only increased his en-
thusiasm; and he so glorified every
chore with the splendor of the morn-
ing and evening that I, glancing down
through the vanishing years, wonder-
ed why | had never realized before
the beauty that centers in milking the
cows and feeding the pigs.

From that time on Robb was some-
thing more to me than a boy who
finds it hard to cipher and to spell.
More than that it became an impera-
tive duty to remove certain obstacles
piled up before him by the Denver
low-down who was evidently deter-
mined to make the ranch boy’s stay
at school at least interesting. As the
ridicule seemed to center in Robb’s
constant worship of “my Uncle Wil-
liam,” | took an early opportunity to
happen into the boy’s room to cau-
tion him against such public wor-
ship.

T shall never forget the round,.earn-
est eves and their look of astonish-
ment, as he listened, nor the eager

mouth ready to begin the story he
had to tell.

“Why, Doctor, if it hadn't been for
my Uncle William we should have all
been dead by now. There are nine
of us children, and father never could
get along; and when the time came—
and it came more than once—and we
were all hungry then was the time
when my Uncle William took us all
home with him and fed us and cloth-
ed us and kept us until better times
came. He took a notion to me and
sent me here and he would pay my
bills, if 1'd let him. 1 couldn’t stand
that» you know; and when | told him
so and he could see I meant it, then
he said: ‘See here now, Emmett, le's
fix it this way: You go to school and
come home at the end of the year
with a good record with no devil-
try in it an’ I'll give you the like-
liest horse on the ranch.” That's just
what he said. That makes me pretty
careful, you know, and | wouldn’t do
any more to spoil that record, for my
Uncle William’s sake, than 1'd put my
eyes out; and that’s what makes it so
d—d hard—Doctor, | didn't mean to
say that; but that—that Tom Hassett
is the hectoringest devil | ever saw
and it's all the harder to stand when
I know that if I should plunk him
a-good one on that pug nose of his—
just one—it would finish the whole
d—the whole business. If | could
only get him to hit me first—but he
won't. He just takes every chance
to say the meanest things he can
think of from reveille to taps and
I've got to grin and bear it. If 'twas-
n't for my Uncle William I'd knock

his d—d head off—there it goes
again, but I just can't help it. Doc-
tor, what would you do if you
were 1?7

Then | was up against it. He who
hesitates in educational bronco-riding,
as in the other sort, is lost; and |
did not hesitate.

“When your Uncle William sells a
bunch of cattle, does he let the other
man set the price?”

“Not any. He says a man that'll
do that will find his cattle and him-
self undervalued; and he isn't built
that way.”

“Good for Uncle William!
stock confined to cattle?”

“My, no; ‘cattle and horse,’
Uncle William says, and he bears
down on the ‘and’ as if it was the
main part of his stock.”

“Then it's no new thing to turn a
new bunch of cattle into a lot of old
ones.”

“My, no.”

“Did you ever notice, Robb, what
always happens when a strange cow
is turned in among the old ones?”

“Well, I should say | have! W'y,
my Uncle William bought an odd cow
a few days before | came to school
for a milker and | turned her into
the corral as soon as she got to the
ranch. She’'d hardly got inside the
bars before the old bell cow went for
her. Well, sir, do you know what
that cow did? She just lowered her
horns and that bell cow just missed
the goring of her life by suddenly
wheeling and getting out of the way,
and after that the new cow had no
more trouble.”

“Well, Robb, did that new cow do

Is his

my

v

that without saying anything to my
Uncle William?”

For the next few seconds Emmett
Robb’s face was worth looking at.
Every feature of it was alive with an
astounding “Wh-a-t?” | wasn’t going
to say all that over again and with
a hearty “Good evening, Robb,” left
my Uncle William’s nephew to do a
little quiet thinking.

The next morning when the boys
came to breakfast, as they stood be-
hind each his own chair until “Grace”
was said, | noticed that everybody
but Tom Hassett was in a happy
frame of mind, a condition which
was explained by Robb a little later
when in taking his seat at the table
he leaned towards me and said in a
low voice, thrilling with exultant joy,
“l licked him!” and later, when the
boys filed from the dining room, I
noticed that Tom Hassett took his
place behind Emmett Robb, where he
belonged!

* * *

These things happened years ago
and | had forgotten them, when a
little after Thanksgiving, in looking
through the morning mail, | found
a letter from Emmett Robb. From
it | learned that the world has been
dealing Kkindly with him since we
parted, and among other statements,
which modesty forbids me to repeat,
he says: “And | believe that all I
have and am is due to a certain les-
son you taught me, the substance of
which is that nobody will rate me
higher than | rate myself; and that a
boy or a man will never amount to
much who allows himself to be im-
posed upon by another whom he
knows he can lick!” And, let me add,
without asking his Uncle William.

Richard Malcolm Strong.

Birds Teach Lazy Man a Lesson.

Go to the birds, thou sluggard,
for birds can and do work far hard-
er than human beings. A pair oi
house martins, when nesting, will
feed their young ones in twenty sec-
onds—that is, each bird, male and
female, makes ninety journeys to
and fro an hour, or about 1000 a
day. On each journey the bird has
the added work of catching the in-
sects. Even so tiny a bird as the
wren has been counted to make no
trips to and from its nest within 430
minutes; and the prey carried home

consisted of larger, heavier, and
harder to find insects than were
caught by the sparrows. Among
them were twenty good sized cater-
pillars, ten  grasshopperls, seven
spiders, eleven worms, and more
than one fat chrysalis.
Not Discharged.
An old ante-bellum negro in a

small Southern town was arrested
and brought before the village magis-
trate for drunkenness. He asked for
a lawyer who had helped him out of
scrapes before, and the magistrate
sent for the attorney.

The young man came into the lit-
tle office, where the usual crowd of
spectators had gathered, and asked
the old negro, “Well, William, what
are you charged with this time?”

Sadly the ancient darky replied,
Boss, I's charged with whisky!”
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THE HOME DOORSTEP.
They were old men; they had been
born and brought up on the sunny
side of life, gathering and retaining
whatever of ancestry and culture
there were to be gathered and garn-

ered from such resources, and now
under the shadow of the Christ-

mas tree they were talking, as
old men will, of the needs which
stand in the way of this coun-

try’s realizing to the full its highest
ideals. “After all,” concluded one of
them, “the whole matter comes, or
can be made to come, down to this;
Let each home doorstep be taken
good care of and the rest will be
found to be a mere question of
time.”

From this point of view the indi-
vidual shuts out all thoughts of state
and nation; and the needs referred to.
if they are ever to be satisfied, must
be secured through the watchful min-
istrations of the home circle. There
in that nursery of the nation must be
born those radiating influences which
mean so much; and to that home
doorstep are to be tracked certain
evils which to-day are standing in
the way of the country’s best ad-
vancement.

It does not take a surplus of dis-
cernment to see that lawlessness is
the foundation stratum upon which
much of the popular unrest rests. The
troubles at Goldfield, the nefarious
plottings arid performances of con-
federations, the crimes that shock
and disgust the social world are all
so many instances, the existence of
which can be best explained by the
uncared for condition of the home
doorstep. Lawlessness has been the
leading feature of the home life be-
hind such doorsteps—has been; and
the pity of it is it is still there. The
home in too many instances has been
recreant to its sacred trust. The
child is not taught to mind, and with
the home subdued to his supreme will
he goes to school to exercise there
the same will and authority. If the
teacher be as faithless as the parent
harmony reigns in the school room;
but faithlessness there is the excep-
tion, and when the break comes, as
come it must and ought to.come, the
home takes the part of disobedience
and shirks its responsibility by send-
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ing the lawless degenerate—too often
it amounts to that—to a military
school. Hence the Harry Orchards;
hence the Harry Thawrs, and hence
the riff-raff of these lawless homes,
whose uncared for doorsteps are re-
sponsible for the lawlessness that is
everywhere worrying the world.

One of the earliest results of this
lawlessness is the drunkenness that
everywhere prevails. Preceded, as it
usually is, by the demon of nicotine
land abetted as both these are by the
indifference of the average home, it
does not take long for the resulting
waywardness to develop into what the
home is ashamed of. The boy, com-
ing from the home doorstep, where
the father’s copied example only in-
creases the disapproval of the vices
ruining both, is never to be restrain-
ed by “the old man,” whom he has
never been taught to respect; and the
girl whose mother has sent out into
the world a daughter disobedient and
impudent will be only an incentive—
never a detriment—to existing evil.
So the unrestrained influences of the
saloon and the alley, fostered by such
parentage, carry on their dreadful
work of spreading suffering and mis-
ery and crime. Hardly is that man
to be envied whose son’s disgrace can
be traced to his own parental negli-
gence of duty, and the mother whose
weakness has ended in the wretched-
ness of her daughter will find too
late that such unhappiness, if it be
only that, might have easily been ob-
viated by a stricter attention to the
home doorstep.

The children of such homes grow
up and marry only to make similar
homes to be broken up by divorce.
Within range of this editorial pen
there is a neighborhood where it is
unsafe for a stranger to speak to one
acquaintance of another lest he of-
fend the one or the other party of a
divorce.

Not many moons ago the principal
of the school in the neighborhood
above referred to was approached
thus by a lad 16 years old: “My fa-
ther wants me to spend the holidays
with him this year. You see, he was
married not long ago and | don't
know what to call his wife. 1 can't
call her ‘mother’ for my mother is
living with her husband and | spent
a good part of my last vacation with
them. 1 don't want to go, but | sup-
pose T shall have to and what shall
T call her? | call it a pretty mixed
up business.” It was decided to be
safe to make use of “Mrs.” followed
by the family name; but the pity of
it! And this is but one of thousands
all showing the need, the supreme
need of caring well for the home
doorstep.

There can be but one conclusion:
The individual world must look well
to the ways of its household and be-
gin with the home doorstep. The
reign of lawlessness must cease and
the home must bring about its de-
struction. In that sacred circle must
the holy influences of worthy exam-
ples live and have their being; and
then, with the hearthstone and the
doorstone faithfully cared for, the
structure built upon them will be the
one and the only one that can ?9tand
the tests of time.

|likely to this year.

PROPHETS OF EVIL.

What is going to happen in the year
1908 nobody knows, even although
some people think they do. A great
many fanciful prophecies are made at
the beginning of each year, either by
fanatics or in fun, and as a rule one
forecast is just about as reliable as
another. For example, somebody
by the name of Spangler has been
building a bulletin for the twelve-
month which is full of fearful things.
He puts the end of the world in
1909, but in order to prepare the peo-
ple and get them worked up to the
proper pitch he has several minor
disturbances in advance. He declares
that nation shall rise against nation
and kingdom against kingdom. They
are always doing that anyhow, but
they do not rise very far and are not
Then he says
there will be famine and pestilence
and earthquakes, that the rivers will
dry up, that the fish of the sea will
die and the sea boil with a great
noise. Every year sees a few fam-
ines and earthquakes and where the
forests have been cut down rivers
dry up and anybody who has stood
on the shore has heard the sea boil
with a great noise.

The items enumerated above are
forecasts of only what happens an-
nually in a degree sufficient to enable
a prophet to claim as verification of
his utterances. Fish are dying in the
sea all the time. Anybody can
prophesy that and the remainder of
the things and they will come true.
But Mr. Spangler goes further and
says that mountains will not be found
and islands will pass away. The lat-
ter happens and if the volcanic is-
lands which now and then appear and
disappear have mountains on them,
then both prophecies will be realiz-
ed at once. Really, the worst thing
foretold is that the city of Boston
will sink and New York will go up
in smoke. The very idea of Boston,
with its beans and culture, sinking!
That is a terrible thought. Just as
there are earthquakes every year, so
there are big conflagrations every
year in this or that city. San Fran-
cisco had one, Boston and Baltimore
had them and New York has had, and
may have another. The next prophe-
cy is that the people will flee to the
mountains. That they do every sum-
mer, with or without prophecy.
Among the other direful and dreadful
prognostications is that the crops and
the banks will fail, the land go dry
and Roosevelt lose all his money.
There is no particular danger of the
former nor of the last mentioned
either, unless after he leaves the
White House he goes to Wall street
and takes bad tips. Prophecies of this
sort are interesting just in propor-
tion to their originality.

SAM GOMPERS SNEERS.

What is the chief end of the Amer-
ican Federation of Labor?—to para-
phrase the first enquiry in the ortho-
dox catechism—is a question that is
being answered multitudinously every
day in the year in all sections of the
land. And these answers, seemingly,
fall upon strong ground, so far as are
concerned the members of the Fed-
eration.

Fairly construed, these replies de-
mand the surrender of manhood, the
smothering of all sense of fair deal-
ing, the abandonment of rectitude and
a blind, slavish loyalty on the part of
the members of that organization to
a cligue of unscrupulous, heartless
hypocrites, who, peddlers of plati-
tudes and purveyors in extraordinary
of practical politics in its worst sense,
maintain their hold upon the earn-
ings, the happiness and the very lives
of their dynasty of dupes.

The present interesting spectacle
offered to the working men of
America—and that means all real men
in the country, because every man
able to do so works and delights ill
working—is a view of the United
States of America, as an entity, be-
ing deliberately sneered at and bullied
by another entity (existing by au-
thority of that same United States;
which is presided over and represent-
ed by Samuel Gompers.

Among many contemptible prac-
tices resorted to by Gompers and his
henchmen in their efforts to maintain
their grip upon the wages of those
who are weak enough to submit the
most despicable, perhaps, is their so-
called “Unfair List.” This weapon—
a veritable sneaking assassin which
haunts every department of business
and pounces upon the earnings of the
man who works for wages as well
as upon the earnings of those who
employ labor—has been investigated,
analyzed and convicted by the United
States Courts and, having been ,de-
clared unlawful, has been formally or-
dered by injunction to cease its oper-
ations.

In spite of this command, issued
by the United States as a whole and
directed to the American Federation
of Labor; in spite of the fact that
Samuel Gompers knows of the exist-
ence of this order and has the power
to compel obedience, the January edi-
tion of the American Federationist
contains the “We Don’t Patronize”—
the “unfair’—list as usual. More-
over, the name of the St. Louis cor-
poration upon whose appeal the in-
junction was declared is published
among the number of “unfair” em-
ployers.

Disloyalty to its creator and crim-
inal impudence could not go farther;
and the most strange phase of the
situation is the fact that the ranks of
the Federation, the men who pay the
salaries, meet the extravagances, vote
and act and pay and suffer at the dic-
tum of such a man as Gompers, fail
to see and appreciate the damning
duplicity of the devouring dema-
gogues they consent to follow and
obey.

The Chicago & Northwestern Rail-
road Company has the pledge of 25-
000 employes to abstain from the use
of intoxicants, which took effect on
Wednesday. A large majority O
the employes of the entire system
are now teetotalers. Not content
with this, the leaders of the move-
ment hope soon to have every man
employed from end to end of the
7.000 miles of the road a signer of
the pledge.

Sacred things are those things that
serve life in a worthy way.



THE EFFICIENCY OF LABOR,

The greatest evil from which this
country is now suffering, graver by
far than the exaggerated™ dangers
from monopolies or from freight re-
bates, is the decline in the efficiency
of labor. It finds expression in
slouchy work on the part of those
who know how to do better, and poor
work on the part of those who have
never been taught or are incapable
of learning. To the more serious de-
fect of lower quality is added the
'{_rtt;ublesome feature of lessened quan-
ity.

The above is a brief quotation from
an extended article in a recent issue
of the Iron Age. If it states the
truth, it is a serious indictment. One
of the reasons assigned for the al-
leged conditions is that for awhile the
demarfd for work was so great that
anybody could get a job in the trades,
even although incompetent and inca-
pable. This it is said had a demoral-
izing effect upon other and better
men. The theory is that a good car-
penter working by a poor one is more
hurt than the.latter is helped by the
association, the same theory applying,
of course, through all the mechanical
employments requiring skill. A re-
cent issue of the Arena has an arti-
cle commenting on the report of the
Department of Commerce and Labor,
and it is declared that the efficiency
of labor in this country is unmistak-
ably impaired and adds that “more
capital is being used per wage earner,
a larger superintending force is re-
quired for the same number of work-
men and still the net value produced
per wage earner or salaried employe
shows a decided decrease.”

This is important and indeed alarm-
ing, if true. The Department of La-
bor figures are a much better author-
ity than the opinion of any magazine
writer based on his own observations
and conclusions. In practice as well
as in theory the American workman
should be the most skillful and turn
out not only the largest but the best
product. He is better paid, better
housed, better fed and better treated
than the workingman of any other
country on the globe. Favorably sit-
uated., he should easily take the lead.
This he would do if it were not for
the theory and practice of the unions,
which are avowed enemies of good
workmanship and faithful service.
The first thing a union man is taught,
when he joins the union, is that the
less he does the more work there
will be for others to do; that the
best union man is the one who does
the least work. The level scale of
the union is also an enemy to effi-
ciency. The competent man has no
incentive to improve still further, be-
cause he can not get beyond the ar-
bitrary wage limit established by the
union. The poor workman has no
incentive to improve because he
knows he is sure of the scale. The
union workman will always be the
slouch and sloven he is so long as
the level scale system of wages pre-
vails.

Since it is anill wind that blows no-
body any good, there is a useful object
lesson wherever during this winter
employes have been dismissed for
lack of work. In such cases the em-
ployer, whether an individual or cor-
poration, has invariably kept the best
and let the poorer ones go to get
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along as best they could. The man
who can do the most work and do
jt best will be the last one to leave
any establishment, and that applies
to every line of industry. Therein is
one incentive to individual excellence.
If it could be so arranged that in
every instance the better matj would
get the better wages, there would be
a permanent inducement to become
skillful. The average American
workingman is honest, industrious
and ambitious. That there should be
some to whom these adjectives do
not apply is inevitable. That on the
whole, the entire country and its
workers taken into account, there is a
decrease of efficiency will be question-
ed and resort for proof can only be
had to Federal figures carefully and
accurately gathered.

ANOTHER WORLD’'S FAIR.

Those timid people who believed
that the unfortunate financial experi-
ence of the Jamestown Exposition
would deter other ambitious cdties
from attempting an international fair
in the near futuie have evidently
made a great mistake. Certainly the
people of the city of Seattle, on the
Pacific Coast, are in no way dismay-
ed by the Jamestown experience, but
are proceeding cheerfully and light-
heartedly to make their preparations
for a big world’s fair in 1909. The
grounds for the exposition have been
laid out and the Legislature of the
State has appropriated a million dol-
lars as a starter for the enterprise,
wdiile various counties have subscrib-
ed $200000 additional. Half a doz-
en States have already made provi-
sions for representation by buildings
and exhibits, and Congress is to be
asked to make the wusual generous
loan.

President Roosevelt is already on
record as favoring the extension of
Federal aid to the Seattle Fair, and
it is likely enough that Congress will
consent to forget the Jamestown ex-
perience and make another loan in
favor of the Pacific Coast enterprise,
so as to prove entire impartiality be-
tween the various sections of the
country.

If energy and push will achieve
success, the Seattle people certainly
deserve to succeed with their Fair,
as they are pushing it with untiring
zeal. They have commenced work
well in advance and have not only
laid off the grounds, but have al-
ready commenced the erection of
some of the buildings, being deter-
mined that the fair will be fully ready
before the opening day, as far as the
management can make it so. The
West has certainly shown a greater
ability to manage world’s fairs suc-
cessfully than the East, and the
whole Pacific Coast will be certain
to rally as one man to the aid of
Seattle in booming its Fair enterprise.
It is such patriotic pride and zeal
that overcome all obstacles, hence it
would not be surprising if Seattle
should succeed, notwithstanding the
financial disaster connected with the
Jamestown display.

Many a church is substituting
working the world for working for
the world.

The Meek and Oily Man Was Un-

safe.
“If there’s one thing more than
another that | like about Kasper

Wendess, it's the way in which he
takes a ‘calling down.” He never
answers back, but always promises
that the fault won't occur again.
Why,” continued the president of
the Barr Consolidated company,
“even when he’s in the wrong he
doesn’'t lose his temper. Do you re-
member that time there was all that
row about the shipment to Los An-
geles? Well, 1 handed Kasper a line
of talk that wouldn't look well in
print; told him some things about
his capacity which | was ashamed I
said afterwards. But he took it all
in good part, and the funny part of
it was that he wasn't to blame.”

“He didn't get sore!” exclaimed
the manager. “Now that's funny.”

“Funny, eh?” was the retort. “Look

here, Ed. You've always had it in
for Kasper. Never seemed to like
the boy. But your judgment’s dead

wrong. That fellow has a good head
on his shoulders. 1I'm going to send
him to our St. Louis branch as as-
sistant manager next week. | sup-
pose you've got nothing to say
against it?”

“No, since you've decided on the
step. But | would remind you that
our chief competitor's office is in St.
Louis, and—"

“Well, let it go,” said the presi-
dent, in a tone of finality.

When the manager got back to his
office he did not do any work, ap-
parently, for fully fifteen minutes.
At the same time, although he was,
ostensibly, only looking out of the
window, he was thinking as hard as
it was possible for him to think.

“If treachery isn’'t in that face I'll
burn a thousand dollar bill,” he re-
marked finally, as he turned around
and went back to his desk.

Before he went home that night
he spent an hour scratching a mi-
nute crevice in a wooden partition
which separated his office from that
of Kasper’'s. Further, he skillfully
shifted some books, magazines, and
papers above the other’s desk so that
it was impossible to tell that they
had been touched. Then he glued
his eye to the crack for a minute, to
ascertain if he could see through it

The next day, towards closing
time, he spent considerable time
looking through the partition, al-
though nothing untoward occurred.
However, the next night he was re-
warded. He saw Kasper slipping a
large number of thin copies into his
overcoat pocket. He knew that only
one record was kept on those thin
white sheets. Dexterously whipping
out of his office, he was just in time

to stay the president from going
home.
At exactly 5:35 Kasper, bland,

smiling, and imperturbable, was leav-
ing the office, when his progress was
blocked by the manager. “You're
wanted in the private office for a mo-
ment, Mr. Wendess,” he remarked.

“Just as a matter of curiosity,” re-
marked the manager when in the
president’s office, “we’d like to know
jusit why you are taking those lists

of customers home with you, and
also the copy of our plans for manu-
facturing the wrench we put on the
market six months ago—not to men-
tion the locks and bolts on which
we also hold patents.

“Yes, it's in that pocket,” exclaim-
ed the manager as he saw the other
involuntarily clap his hand to his
right side.

With face nigh the color of Hour
and eyes shining unnaturally bright,
Kasper drew out the incriminating
bundle and laid it down. But he
quickly recovered his equanimity and
inquired coolly:

“What do you intend to do about
it?”

Choking with rage and indignation,
the president seemed about ready to
lay violent hands on his ex-favorite,
but the manager thrust himself be-
tween the two and told Kasper to
leave the office for a minute.

“Violence would be unseemly,” he
remarked.

“Well, I've got you to thank for
finding it out. What punishment do
you propose to mete out to him?”
queried the president. “Go ahead,
finish the game. It's your game.”

“l don't propose to punish him at
all, beyond telling him never to ap

ply here for a reference. That'll b<
considerable punishment.”
“Yes; but he’s a dirty, miserable

thief,” retorted the head of the com-
pany.

“Oh, don’t you see he was merely
getting revenge for all the verbal
mud you've thrown at him for years
past?” was the reply. “Figure it out
yourself. He’s a man of mean,
venomous spirit, afraid to risk his
chances by even standing up for his
rights when he’s not guilty.”

“Ninety-nine men out of a hun-
dred would have lost their temper
with you, not perhaps completely,
but they would never have stood
half what Kasper took. What he in-
tended to do now was merely to get
even with you. Don’'t you see that
you yourself would want to get some
satisfaction for being treated badly?
Although, of course, you wouldn’t
stoop to such villainy as this.”

Overborne by the other’s clear cut,
well "thought out explanation, the
president nodded assent. Then the
manager went out and unlocked the
outside door for Kasper, who was

fumbling with it nervously. “Go
and never come back,” was all he
said to him.

The president could take home

truths in emergency, as he proved by
shaking hands with the manager
when he re-entered the private of-
fice. “Now, whom do you propose
to send out to St. Louis?” he queried.

“Why, I'd send Sam Bandell out,”
he answered.

“What, that rough spoken, quick
tempered man in the correspondence
department!”

“Sam’s got his faults. He doesn’t
exactly use ladylike language when
you tread on his corns or call him
down without good reason. He
doesn’t pretend to be working when
he isn't nor have any ‘dude’ man-
ners; but he’s loyal to the core.”

George Brett.
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HEW YEAR LEAF.

Took a Year To Work Out Business
Motto.

Just what particular new leaf to

turn over thiis season was the prob-\
lem evei' whsch the elder Jason, head j

of the great shoe firm of Jason &
Son, wz2s werkmg, but he had not
quite determ:ined. Something there

1 He leaned back farther in the chair

J
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could enforce them, too. That would [and was giving the New
insure him respectful treatment from jconsideration, A
them, if nothing else. Watt, whigpered one t&eﬂ( {8
other, fve Wl'ﬂpcatch it QltBF awh

The old man is behind for once.
They waited but the prophecy was
not fulfilled. Day after day business

Year no

E.

to think the matter over from anoth-
er viewpoint. The action brought
Shis eyes upon a favorite business mot-
to that he thought so well of he

_had insisted upon bringing it into date manner, every man on the force

A “his h “Do it thyself.” Th ith pl Mr. him-
be —and[ something radical; that j is home, o it thyse e words |with plenty to do, and Mr. Jason him

the firm's idea of
less methods.

they had kept things so con-!

tinualliv up to date throughout the
year tha the beginn:ng of a new
one thete wais no room for a sweep-
change. However, they always
instigate some revolutionary re-
form each New Year, and of course—
but what?

Out at his desk the book-keeper
glanced uneasily from time to time
through the glass paneled door at
his chief.

“Wonder what the old man is up
to now,” he grumbled to the nearest
clerk. “Some new fad in his head, |
suppose, that it

work for him will have to apply

progressive j ; ; of the others. The strange part of it
The trouble wasjto faced each desk in the office, and ge p

pleased him mightily. A similar mot-jself working a little harder than any

Levery clerk, at an inestimable profit to Was that he never seemed fresher or

went fa>rward in its usual brisk, up-to-1

actually seen time and money saved
the house because an employe did
something himself instead of leaving
it for a fellow clerk, as was the cus-
tom in so many business houses. That
was a happy hit of his, taken in con-
nection with his personal responsi-

bility system. What a system that jevening entertainments,

had "been. It had taken him days to
perfect it; that is, he had been studying

the firm. How many times he had jmore vigorou

spite of his extra
work. ot only the clerks and his
business associates, but his friends
and family noticed the change in him
and wondered at it. All knew that he
was accomplishing far more than he
had ever done before; still, he now
had time to accompany his wife to
to go tO
church Sundays instead of to the
office, to take an active interest in

over it for that length of time as a|the live topics of the day and post

side issue, while conducting the gen-
eral management of the place. By an-
other system he had managed to im-

poor devils who jpress upon them as never before the

vaJue F time; no more idling away

three times a day for a whole year>IGf precious hours he was paying them

like taking a pill. I'm precious glad

there’s only one New7 Year in thej

year or he would get evolution germs
on the brain.”

The clerk glanced apprehensively
at the private office, then down along
the rows of well-stocked shelving.

“Well, 1 am in no hurry to know;
contented with the thought that it is
bad enough when it comes. One thing
a fellow7 here can always be thankful
for, though; however bad it is we
know it will be worse the next time.”

“Oh. yes, there’s a world of happi-
ness in knowing that the worst is yet
to come—and surely coming. How-
ever, | think 'twill be the advertising
department who will catch it this
year. Our accounts are all up with
the latest, and the stock has just
been overhauled; he won’t try that
again for a few months. Yes, it's the
advertising man’s in for it, and | pity
him.”

When Silas Jason finally closed his
desk and put on his outer coat he
had still to decide “what it would
be.” All the way home he puzzled
over it, and throughout the evening
his attention was divided between his
paper, his family and that ever-pres-
ent phantom in the office; in fact, the
division of attention interfered so se-
riously with any real progress that
the evening passed away without his
having either enjoyed the one or fin-
ished the other two. He rather fav-
ored an overhauling of the entire
business management; still the re-
sults had been satisfactory for the
past year and it seemed a pity to dis-
turb “well enough.” That was really
the only department, though, that had
not been wholly overhauled for some
time. Yes, it ought to fall here,
even if it wasn’'t needed—that is, un-
less he could think of some place
where it was worse needed. He had
no complaints in mind unless it was
that undercurrent of dislike he well
knew7 his employes all felt towards
him. That he could not avoid, of
course, although he could make strict
rules to govern their conduct and

_for in working out their plans.

Action, quick, decisive action, was
the watchword, and most of them had
learned it. To be sure they made
some blunders, but better a few mis-
takes than puttering around, hunt-
ing out certainties. Well, he must
|get to work again upon some scheme
LQ rejuvenate his advertising depart
ment, or some other department, he
did not care much which. It would
never do to let the New Year pass
without sortie line of active improve-
ment, else it would be certain evi-
dence that the business was at a
standstill. The year before he had in-
troduced a new7 stock-keeping system;
that represented a large quantity of
gray matter snatched from many
business days at odd times. It brought
a lot of extra work upon his clerks,
too, but why should they kick so
long as they were paid for it. And
the year before that—pshaw, he must
get back to the business of the eter-
nal now.

The evening had long ago put it-
self upon the retired list. So had his
family, but he still sat half dozing
in his chair, thinking the matter over,
but unable to come to any definite
decision. Finally, he arose with a
grunt, turned out the lights and
started to retire; no, he would just
give his feet another toast and think
a little longer.

Just then the firelight fell with spe-
cial brilliancy upon his favorite mot-
to, “Do it thyself.” What idea it
brought home to him he did not say,
but went off to bed presently, in a de-
cidedly thoughtful mood.

When New Year’s morning gave
place to the beginning of another
year's efforts the employes of the
Jason Shoe Store were a little sur-
prised at not being summoned to the
office for instructions in effecting the
usual annual revolution, but none
came. Mr. Jason was there promptly
enough, working away as usual. He
was evidently not burdening himself
with anything but the work in hand,

himself regarding them; to read the
more important new books and im

bibe a smattering of the current
magazines. No one now read his
trade journals closer than he did,

and he was also a close student of the
leading advertising periodicals; was
well posted in the contents of new
catalogues, price lists, new trade is-
sues and conditions of the day. For
the first time in years he took a few
days off to attend a trade convention,
and while there proved to be one of
the most interesting speakers in the
general discussion because he really
had something to say worth saying,
and knew enough to quit when he got
through. Commercial men no longer
found him too busy to see them. He
always managed to take the time to
see what they had that was new to
him.  Altogether the over-worked
over-crabbed Jason of old had given
place to a prosperous business man
who managed to get far more done
than ever before, but at the same
time never let his work quite over-
take him.

The following New Year told the
story, or rather Jason himself told it
This time the annual summons came
to the office, but his employes no
longer went in fear of a general tear
up. Instead they approached him as
a considerate friend, whom it was
pleasure to come in personal contact
with

“As you know,” he began, “ it has
been the custom of this huose to
make some radical change in manage
ment at the beginning of each year
Some of these changes have improv
ed our service; some have failed ut
terly or been too cumbersome in the
introduction to prove profitable. Last
year | adopted a new plan of tryin
out each change upon myself before
springing it upon the house.

“It had occurred to me at time
that there was a lack of concentration
sometimes, and | began to watch my
own life for the fault. 1 found a lot
of it. Much of my time | was fooling
away over schemes and plans, perhaps
a half dozen at a time, none of which
ever amounted to anything because
could not concentrate enough real
effort upon any one thing to com
plete it properly. Everything was
half worked out, half done. My ener

gies were too much scattered for me
to do my work as quickly or as well
as | should have done it. All this |
determined to remedy; it was the leaf
| turned over in this house a year
ago. When | had a letter to answer,
I answered that letter and put the
collection of Smith’s account entirely
out of mind. The letter was a much
shorter job then and better answered.
When | got ready for the account |
did not give half of my attention to
some Wall street rumor; | stayed
with Smith until | got the account ad-
justed, and then | put it out of mind
completely. When 1 shut up my of-
fice at night | left my business there,
and learned to really enjoy the ride
home by applying my attention to
what was going on around me. At
supper | ate, talked and enjoyed my-
self and did nothing else. Then an
hour with the evening paper gave me
a better idea of what it contained than
four hours with a dozen other things
ttling around in my head at once.
After that | was ready for some
other recreation, a walk in the park,
romp with the children, an evening
out with my wife or at home with a
good book or magazine, or music.
But, mind you, | was not half doing
all of these things at once; it was
one or the other, and nothing else
got in the way. Then, | would come
back to the office the next morning
rested and actually jolly. Instead of
going to work in a half-hearted man-
ner | fairly jumped into it, because
had had enough real rest to whet
p my activity.
“Another thing | learned was in re-
gard to sleep. A man can sleep half
is life and still be tired—if he only
half sleeps. Get tired first by hard
work; then steady your nerves down
by some form of recreation that will
rest your brain a little; then go to
sleep and stay there only so long
as you sleep. When you begin to
doze and turn over and toss about,
get up and hustle; you've had sleep
enough. As many people half sleep
over their work from too much sleep
as from too little; mind you, | don’t
say they get too much rest. They
don't get any. They take a cartload
of care to bed with them and then
drag their slumbers through jtheir
work the whole of the next day.
“There, now, | have told you what
gave me extra time the past year,
ind my extra health; also what new
leaf | turned over to accomplish it
I will write out the formula for you
one word, ‘Concentrate.” That is
all, 1 believe. A Happy New Year
to you and—let’s get to work.”— Zeno
W. Putnam in Boot and Shoe Re-
corder.

Exchange of Civilities.

A Confederate veteran met his
former bodyguard on the road, says
the December Lippincott’s.

“Is that you, Peter?” he called to
the old negro who was grinning as
he doffed his hat.

“Yas, suh, dis am mel!”

“Well, well!"” laughed the other. “I
see that all the old fools are not dead
yet.”

“Dat’s so, Mars’ Tom.” Peter pull-
ed his grissly forelock appreciatively.
“I’s monstus glad ter see dat you's in
such good health, suh.”



SHARP SHOTS

Made by the Journalistic Philosopher
of Minnesota.

One of the pitiful things almost al-
ways connected with the getting of
much money is the fixed habit of get-
ting it. This does not look so very
unattractive in a young man. In
him it is reckoned as an accomplish-
ment and a sure sign of success. In
a middle aged man it is called thrift.
But in the old man, the tottering old
man, it is pitiful. It is uncanny. It
reminds me of a cow’s skeleton in the
old college museum into the jaws of
whic hsome prankish student had
stuck three or four ears of corn. To
Ce sure, theold man’s habit is the
same thing we called thrift in him
forty years ago. But now, stripped
of its clothes, it shows up for what
it really is. | remember an old man
of this type. He was so old the only
thing that would wake him up was a
bargain with the big end his way.
Then his eye would glitter and he
would chuckle like a gopher in a corn
creep up your spine to hear him. He
hung on to his property like a cat
to a carpet until he was swaying on
the brink of the grave. Then he made
his will and hid it under the feather
bed on which he died. The docu-
ment, when dug up, was found to
contain some fe whideous jokes on
his natural heirs and assigns.

Unless a man is bound to die
young, he had better, if he cares for
his reputation in old age, beware of
the habits he forms in youth. If
they are such as need covering in his
formative years they will stick out
awkwardly, or  disagreeably, or
shamefully during the later years. It
is said that the last years of some
of the imperious world-movers and
history-makers were of such a quali-
ty that nobody but a trained nurse
could abide them; and some of these
had to have relays of nurses. Let a
man get the habit of grabbing, or of
dissipating, or of arbitrarily com-
manding ,or of destroying things, and
you may excuse me from his chim-
ney corner after he has passed the
sixty mark. An average old Kking,
they say, is like an old lion with
the rheumatism. Some are worse

ethan that. When old Herod the
Great, one of the world’s royal butch-
ers, crawled home from the baths of
Jericho to die in his Jerusalem palace,
his anguish of mind and body was
eased a bit by a letter from Rome
giving him permission to kill his son.
then imprisoned in the palace. This
task he did with a relish five days
before he died. Then knowing that
all Judea would break forth into song
so soon as word came of his own
death, he said within himself “I’ll
have a big mourning at my funeral if
I have to work at it a little myself.”
So saying, he ordered all the chief
Jews of Jerusalem arrested and im
prisoned in the hippodrome, with se
cret orders to his sister to have them
slain immediately upon his demise
This was to be his deathbed joke. It
didn't work as did the jokes of my
old friend of the feather-bed will, but
it was of the same quality.

Nothing will make us good com-

pany for man or beast in our later
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years but the practice of self-denial
and the helpful habit in our earlier
years. We think we have to jump
in now and grab right and left to
lay up money for old age. So doing
we lay up something else for old
age—a crabbed, old, crumpled up
character, testy and mean, «out of
which all the good juices of life were
evaporated long ago. One might as
well ask his folks to keep an Egyp-
tian mummy in the big rocking chair
as to keep such as we. And if at
the funeral we could have ears to
hear we should hear the young folks
saying as they throw up the parlor
windows. “Thank heaven! Grandfa
ther has gone at last!”

One summer, years ago, | was an-
gling in certain Northern waters in
company with a seasoned fisherman
My luck was not good, although I
fished just where and how he in-
structed me. “It's the bait,” said he
“No fish ever swam- that wouldn’t
rise to some kind of bait. You find
his bait and you get the fish.” “But
suppose he isn't hungry?” | replied
“No fish was ever so full he would-
n't bite something,” said he. | doubt-
ed the statement; but there he was
catching six fish to my one!

“Why did you give up life insur
ance?” | asked a man of my ac
guaintance. “People won’t bite any
more,” he replied. “People are just
soggy with life insurance. Everybody
but a few old aunties with heart trou-
ble is all blanketed down with life in-
surance policies. Life insurance is
dead; deader than the silver ques-
tion.” Not long thereafter I met a
life insurance agent wearing purple
and fine linen. He was confining his
activities to contracts of $5000 and
up, preferring those of $20000 and
up. “What is your lever?” | asked.
At first he wished me to believe that
it was his tremendous personality;
but when he found me not unsophis-
ticated he relaxed and opened his bait
box. Here was a contract whereby a
few of the gilt-edged first citizens of
a few of the best cities of the land
were let in on the ground floor to
cut a melon with the insurance com-
pany’s stockholders. And here were
a long list of our first citizens who
had taken a whack at the melon
“Ahal!” thought I. “The old trout
who will not smell of the angle worm
rubbed on his nose may rise to the
brown hackle fly on the silk line.”

Years and years ago we used to see
a man endowed with very moderat
persuasive powers and a prospectus
footing it over the hills of Rock conn
ty, selling “Facts for Farmers,” or
‘From Manger to Throne,” or “Gas
kell’s Compendium,” and pulling out
a list of your neighbors’ names as
long as a W. C. T. U. memorial to
the legislature; all names of goo
substantial citizens who had pledged
themselves to pay the price of a good
overcoat for a scrap basketful o
cheap information done up in valu
able leather binding. Those were th
golden days of the book agent. Col
lege boys used to pay their way
through school in that fashion when
we were children. To-day printed
matter is the next cheapest thing to
talk. Rich periodicals, in order to
Fold your subscription, shove into

your hand a whole set of handsome
classics at half the price father used
tc pay for Talmage’s sermons, and
ive you the magazine free. We
wade in books! we swim in unbound
literature. What can the book agent
do to-day? Go hang himself. He
might as well try to sell autumn
leaves in Forest county. Wait a min-
ute!

Your office door opens and one of
the few remaining magnificent speci-
mens of the human race enters. From
silk tie to glittering shoes he is fault-
less, yea, so far beyond faultless that
you are unconsciously anxious about
the looks of your own linen and
shoes. You wouldn’'t take him for a
book agent; but he is. He is a lim-
ited edition de luxe in vellum and
Japanese linen. But for all that he
has come to a man chin deep in
books. You have no appetite for his
wares, and when you have caught
your breath, you tell him so. He ex-
pected it. He is moved not a hair's
breadth. He opens his bait box and
fits on a fancy fly in red and gold.
This edition is limited to 500 copies.
They could all have been easily sold
in New York, but the publishers wish
to spread them about, a few in each
of the leading cities, and these only
to the choicest of literary men; fifteen
in your city, five in St. Paul, twenty
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in Chicago, three in St. Louis, one
in Kansas City, etc,, etc. If you do
not buy the one set aside for you, it
is the publishers’ instructions to re-
turn it to New York, where it will be
given to a member of the waiting list
there. When this limited and num-
bered edition is printed the plates are
to be wholly destroyed so that no-
body else can have even a reprint of
them. By the time he has handed his
gold mounted pen to you to sign the
contract you have learned what you
guessed, that he is a graduate of
Harvard, that he has known at first
hand great men you have only read
of. This is not said in boast, but cas-
ually and so naturally that you believe
it without question. And why not?
Has he not hooked you, you sly old
trout who have for years fiddled your
fin at the sweating fisherman and his
fat worms?

I now believe the old fisherman’s
advice: “No fish was ever so full he
wouldn’t bite at something.”— Sharp-
shooter in Commercial West.

His Guess.

“Why is it,” roared the temper-
ance orator, “that men go into sa-
loons—why is it, 1 say?”

“Because the dry goods stores don t
keep liquor,” piped a voice from the
back of the hall.

The New Era Association

Grand Rapids, Michigan

Distributes to its members,
January, 1908,

$15,000 in Dividends.

“Laugh Jigain”
Says the New Era*ite.

“We have fraternal insurance with-

out the lodge and with a REAL guarantee.”’

No old age freeze-out or step-rate

death rate here.

Over 6,000 members.

The Wise Guy last
year said the

New Era could never
do it again!

Monthly rate, yearly cash dividends.

Managers and organizers wanted.



12

Quiet Talk on Things About Shoe
Retailing.

Walking down one of the principal
streets of our city the other day I
took occasion just to stand for a lit-
tle while in front of each show win-
dow and look in upon the wares—and
I long ago ceased trying to re-
sist a pretty window trim—and to
think about the men and the methods
employed in the selling of these
wares. | don't think | ever had it
borne in on me quite as forcefully
before what a tremendously fine art
the art of shoe merchandising is. Con-
sider the size and equipment and com-
fort of an average shoe shop of the
modern type; the style, the quality
and the finish of its shoes; the ease
and despatch with which a customer’s
wants are supplied, and the courtesy
which the customer receives—when
all these things really soak in they
superinduce the conviction that shoe
merchants are a pretty wideawake set
of men.

It was not always thus. Hardly. It
hasn’'t been so many years ago since
we had to sit on a stiff backed bench
(built on Egyptian settee model) or
a splint bottom chair and wait pa-
tiently while our friend the dealer
pawed around in a bewildering mass
of nondescript cartons for a pair of
wide toed congress gaiters. Fitting
stools were precious in those days,
and it was up to the customer to
yank on the shoe he contemplated
buying. Oh, we are getting on in
this business of selling shoes. Trav-
elers tell us that the Koreans sell
things to each other at little booths
along the side" of unfrequented by-
ways. Here they spread out their
wares upon the naked earth and sit
down among them. When some en-
terprising Korean merchant wants to
conduct a special sale of rice-straw
sandals he goes out to an unusually
quiet street where there are plenty
of open spaces. Here he spreads out
his sandals all over the ground in
such a way that pedestrians have to
go gingerly amongst them to keep
from stepping on them. Having thus
arranged his goods the enterprising
dealer sits down somewhere there-
abouts, pulls out his pipe, lights up
and proceeds to puff away apparently
indifferent to any possible customer.
When the bullfrogs begin to tune up
for the evening concert our dealer
gathers up his remaining shoes, and
the next morning will probably find
him in another part of the city.

It has often been said—and not
without truth—that shoes are not as
easily featured as many other com-
modities. Many articles in the haber-
dasher’s line readily lend themselves
to attractive and conspicuous  dis-
plays. In the nature of the case there
is much greater scope for novelty, in-
vention and alluring exhibition. But
a shoe is a shoe. There is a modi-
cum of truth in this contention, al-
though | think the difficulty is often
exaggerated. A shoe is not necessari-
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ly unattractive in itself. As a matter
of fact the average shoe of to-day is
built upon lines that appeal to the
eye. Of course its appealing features
can be highly accentuated by arrange-
ment, by new and tasty background
—and bottom-effects in the window.
Glass and metal stands, ribbons, col-
ors, findings, curios in shoes and
leathers, and a variety of other at-
tractions, serve to arrest the atten-
tion of the passer-by. But after all it
must not* be forgotten that the chief
purpose of a shoe window display is
to convert a latent want of shoes in-
to an active demand for shoes. A
stuffed alligator or a potted plant
never does this. This trick is accom-
plished by the shoes themselves. Just
as the orator not unfrequently cov-
ers up the point he is trying to make
by a wealth and splendor of illustra-
tion, so | think some of our present
day merchants defeat their real pur-
pose by spectacular and far-fetched
window trims. It is all right to strive
for dash, color, novelty and attrac-
tiveness in a window; but the central
and important place in a shoe win-
dow should be reserved for shoes. If
they are nobby and good to look at,
never fear but that they will tell their
own story.

Now, let us suppose the outside
effect—that is the display—has work-
ed like the proverbial charm, and
the passer-by has come in, bringing
with him the mental picture of a
handsomely gotten up window trim—
what next? Obviously the furniture,
the fixings, the arrangement of the
goods and the general tone of the
store must be in harmony with its
external appearance. The good im-
pression thus far made should be sup-'
plemented. The store should be neat,
tasty, cool and restful in all of its ap-
pointments. And finally the treat-
ment of the customer should be in
keeping with the elegance of the es-
tablishment. No attractiveness of
window or splendor of interior furn-
ishings can atone for a lack of that
indescribable but priceless finesse of
treatment. Let the proprietor be a
gentleman; let his clerks be gentle-
men; and let the fine art of salesman-
ship have its perfect work.

After all is said that may be said
concerning the shop—inside and out-
side—the commercial value of it, the
dollar-earning capacity of it harks
back to the man who runs the shop.
What the man is, such the store will
be—big or little, fine or otherwise, as
the case may be. Thought is om-
nipotent. Ideas like murder will out.
The store is an outward, visible, tang-
ible expression of the man. Clerks
take their cue from the boss. The
successful merchant of to-day has
success in his brains; rich, resource-
ful, courteous minds propagate suc-
cess just as trees shake down their
fruits in season. | find many facili-
ties and comforts and luxuries in the
shoe stores of to-day, and shoes the
like of which kings and princes
dreamed not of in the halcyon days
of their splendor, but the most note-
worthy thing | find in these stores
is the men who run the stores.

We are improving shoes—bless me!
We are making shoes better and
more scientifically than ever before.

HirtfcKrause Co.

Shoe Manufacturers

Grand Rapids, Mich.

Greeting 1908

The clock in the tower
Has now struck the hour
Proclaiming another New Year.

As old Father Time

Passes on with the chime,
With a faith that is born as of Heaven,

Let’s grasp the hand of Dame Fate.

Here’s hoping your sales for Nineteen-Naught-Eight
Far exceed those of Nineteen-Naught-Seven.

To increase your profit, you surely will use
The Glove brand rubbers and Rouge Rex Shoes.

For favors you’ve shown us we are grateful indeed,
More grateful, perhaps, than you think,

But if you we write when money is tight
And ask for a little more chink,

It’s not you to frighten, but our debts to lighten,
So we may keep shy of the brink.

The health of your patrons depends largely on you,
So fit them with rubbers that are sterling and true.
If too tightly you fit them,

If they chuck at the heel,
If the toe projects a trifle,

Then to you they’ll sure appeal,

For the public knows already
From experience in the past

That Glove brand rubbers are
Made o’er perfect fitting lasts.

And if you try to fool them
With inferior makes of gum

You surely will convince them
That your footwear’s on the bum.

You will find the Glove brand rubbers
Perfect fitting heels and toes,

With much or little ball room
To fit all styles of shoes.

And don’t forget our Leather Tops,
As Red Cross goods are known.

They’ve tongues that stand the snow and slush
And equalled are by none.

So write this on your want list
With a resolution strong

That you’ll buy the Glove brand rubbers,
The kind that don’t go wrong.



They are things of beauty and joyful
enough—while they last; and they
last long enough for that matter. And
then, too, we are learning to talk
about these shoes in a marvelous
fashion. Some of our advertisements
are almost sufficiently fetching to ar-
rest the attention of the mild-eyed
kine as they browse on the hillside.
We have transformed marts into pal-
aces of delight. About the only thing
left for us to get to work upon is
the man who runs the store. Aside
from the material investment of dol-
lars and cents which a man makes in
his business there is another invest-
ment—his mental endowment—which
he brings to it. The enlargement of
the material investment, other things
being equal, depends upon the enrich-
ment of the mental asset.

The necessity of being courteous
and considerate with patrons is an
old theme, no doubt, but that circum-
stance makes it none the less impor-
ant. A beautiful environment doesn't
sell shoes. Shoes do not sell them-
selves; when we say they do we are
speaking figuratively. Only salesmen
sell shoes. Therefore successful shoe
merchandising rests on good sales-
manship. Good alesmanship rests up-
on principles as solid and abiding as
the laws of mind.

A nervous, fidgety, brusque or in-
considerate handling of a customer
means a botched sale; botched sales
spell loss. Decorum is a beautiful
thing. And it pays. | have been in
stores—and you have, too—where the
head and front of everybody’s effort
seemed to be to separate you from
your coin as quickly as possible. Rad
business. It is said that some of the
debonair robber barons of the Middle
Ages used to hold up a traveler and
relieve him of his valuables in such
a superb and princely fashion that
the traveler felt like thanking the
knave for his pains. Be calm, cour-
teous and manly, and do not create
the impression that your customer
has sinned against the Holy Ghost if
he does not happen to buy a pair of
shoes.

Wonderful how mental qualities
make themselves felt. Good or bad,
hopeful or depressing, they do get
loose and have an effect in spite of
you. A young friend of mine start-
ed up.a shoe store in my town not
long ago. Bright, hustling young fel-
low; knows what to buy and how to
buy it; knows how a store ought to
look and has some pretty fair ideas
of how to go out after business—but
he is lacking in one thing, optimism.
Optimism is that sort of grit that en-
ables you to look into the face of a
bad proposition with a smile on your
own face. Optimism is that whole-
some and pardonable sort of deceit
that enables you to sow broadcast
the impression that everything is
coming your way whether it is or
not.

Get the clerks together, too. No-
tice how the baseball game is won.
Every man is in form and plays his
best. The crowd on the bleachers
shout themselves hoarse, and won't
listen to anything but win. The nine
plays together, and team play is like
the movement of a watch. Enthusi-
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asm keeps up and the play is fast
until the last man is out.

Get your clerks into form. Fill
them with enthusiasm, and impress on
them that the shop is bound to win.
Have a few minutes’ talk each day.
Talk about present customers, about
probable new customers, about new
goods, new lines of shoes and find-
ings, about new arguments to custom-
ers, about new advertisements and
other topics of daily routine in the
shoe store. Discuss these matters in-
telligently. Go over them with the
muck rake, and dear off the rot and
rust and freshen up the whole. A
new season is at hand, and it calls
for new goods, new ideas, new meth-
ods and new ambitions in the retail
store.—Cid McKay in Boot and Shoe
Recorder.

Open Letter To Senator Smith.

Jackson, Jan. 3—We observe that
the Postmaster General is actively in
teresting himself in favor of the es-
tablishing of a parcels post and that
he attempts to ward off the opposi-
tion of practically all manufacturers,
jobbers and retailers except the com-
paratively few houses engaged in the
mail order business by proposing to
confine the scheme, at its inception,
to rural route business only.

Your fellow townsman, Mr. E. A
Stowe, has expressed the sentiment of
the trade very forcibly and frequent-
ly in numerous editorials and special
articles in the Michigan Tradesman,
clearly showing that the establishing
of a parcels post would not really be
to the advantage of the farmers,
whom it ostensibly would serve, and
that it would be very expensive class
legislation in favor of merchants
whose manner of doing business is
first to get the money and who do
not allow their customers any re-
course in case the goods are unsat-
isfactory, as they often are.

We trust that you can conscien-
tiously and effectively oppose the
parcels post scheme.

Foote & Jenks.

Demand for Winter Russets.

“The unprecedented demand for
winter russets,” says a large Eastern
retailer, “has taken most of us by
surprise and we are in the same po-
sition we were last spring when we
had to order and reorder to keep up
our russet stocks. In buying russets
for early fall this year many of us
were extremely doubtful and bought
much of our supplies only after the
season had well opened up. Now,
again, we are confronted with an un-
usual demand for russets for both
sexes and are obliged to replenish
and beg for prompt delivery. As a
consequence, many of our black styles
are moving slowly and it is now
more than likely very many retailers
will find themselves with considera-
ble quantities of black goods on hand
that they did not anticipate, when
spring trade opens to us.” This is
only one of the hardships of the
retail trade which are seldom venti-
lated in an influential trade paper.
No one can accurately gauge the
trend of coming styles or that which
will win popular favor in shoe mate-
Irials.

Shoes With an
Assured Future

Pleased patrons work unconsciously in your

behalf.
others how good they are.

If their shoes satisfy them they tell

A great part of your success as a merchant
consists in your ability to sell shoes of an as-
sured quality, shoes whose style, fit and dur-
ability are of extra good value for the price

you ask.

Our business is the manufacture and sale of
shoes of just this character.

We have the good will of our customers,
gained by a strict adherence <to our rule of
quality first, last and all the time, and they
in turn secure the good will of their patrons by

selling these safe shoes.

Safe because on the feet of the wearer they
have an assured future, a future based solely on

good shoemaking,
comfort we put into them.

good leather and the foot

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

Hood’s
Royal Oak
Boots

The best wearing

rubber boot on the
market.

Duck Vamp, Gum
Leg, Capped Toe,

Heel and Top Heavy
Weight.

“Old Fashioned Quality”

Grand Rapids Shoe & Rubber Co.
Grand Rapids, Mich.

State Agents for Hood Rubbers.
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THE MISSING MONEY. smoking a pipefull of the stuff that

] ] you call tobacco, and feeling fairly

Where the Detective Finally Locat- |gjsurely,  everything  considered,
] ed _'t- when the musical sound of our bell
“oCCaSlOna”y,” Sald John Ford, “oc- breaks upon my ear. A moment
casionally a person in my business |ater, without waiting to knock, in
runs across material Wthh ] in the Stndes a huskyl black halred young
hands of one of our early rising ana man, who says, ‘Mr. Ford?’ and when
quick setting school of novelists | admit the allegation begins to talk
would fill three hundred pages with without any further beating around

words and the author’s pockets with
royalties — perhaps. Not  often,
though, for after all is written and
printed about modern fiction being
true to life, the fact is that it is true
only in part; the reality furnishes the
bare skeleton of the plot, the rest is
the artistic padding which makes the
complete thing. But occasionally it
is different. Occasionally one comes
into contact with the complete storj
in real life; and of such an instance,
patient listener with the bad tobacco,
will the evening’s entertainment con-
sist.

“Know Corliss & Bros., wholesale
jewelers, biggest mail order business
in the world, biggest show windows
in the country, biggest advertise-
ments in the papers? Of course.
Everybody knows them, for if there's
anybody in this United States who
has not cast his, her or its eyes upon
the idealized cut of the senior Cor-
liss in the ‘I am the diamond man’
advertising which has made them
famous it is a pretty safe bet that
he ought to be in the hands of a
competent oculist. Corliss the elder,
or rather the idealized cut of Corliss,
comes pretty nearly being one of
the institutions of this land of adver-
tising, and how lonesome we would
feel if we'd open the magazines next
month and fail to see his nose glass-
es and Van Dyke in the back pages!

“But, no fear, we won't do that
That picture is too valuable a busi-
ness asset to be dropped from the
jewelry business, and it is a safe lit-"
tle wager that when Corliss himself
is no more his face will go march-
ing on, bringing in orders for dia-
monds and other things that shine
on the easy payment system, and
which bring in the shekels to Corliss.

“Corliss & Bros, won't go out of
business as long as he can toddle
down to the office. Bad grammar?
Should say not—not here. Corliss
& Bros, are just one single individ-

ual—Corliss senior; Mr. Corliss is
the whole firm.
“And Corliss & Bros, is the firm

in which it was the privilege of your
narrator to behold and meddle with
the complete plot of the kind of a
story that you pay $1.18 for at the
book stands. In this story, my boy,
there was everything that is needed
to set a quick producing novelist up
in business. First, and most import-
ant, there was the beautiful and per-
secuted heroine; second, the true and
worthy lover; third, the interfering
villian; and fourth, the happy ending.

“And the way in which | was drag-
ged into the affair makes it all the
more full of juice. Here was I, sit-
ting in our palatial residence, won-
dering why, if you insisted on throw-
ing your pajamas around regardless,
you couldn’t land them on something
besides my ivory and gold desk,

the bush.

“This was his story, as near as
need be remembered:

“‘There is a young woman in a
certain firm in a certain line down-
town who is getting a raw deal. |
know she is because the trouble in-
volves her honesty, and it is nonsense
to question her honesty.

“*V ell, here the other day, in go-
ing through her cash books, she dis-
covered a shortage of $1,250. She
promptly took the matter to the head
of the firm. His manner, which for
a number of years had always been
respectful in the extreme, suddenly
underwent a great change. Instead
of attempting to straighten out the
matter he said, bluntly: “You've
handled all that cash. You're re-
sponsible. You find it or we’ll have
to take action.” By taking action the
girl found that he meant nothing
more or less than having her arrest-
ed. She went back to her desk and
worked day and night for half a week
trying to unravel the tangle.

“‘But the big fact is that the $1,250
is gone and that the firm now has
in its possession a warrant issued
for the girl’s arrest to hold over her
head as a threat!

“‘And who is the young woman?’
| asked.

“ ‘Mar—
young man.

“‘And the firm?’

“‘Corliss & Bros.’

“‘And yourself?’

“ *Harrison; credit man for Corliss
& Bros.’

“'O, said I, but I said it well
down in my chest, where my visitor
couldn’t hear me. | was scenting the
possibilities of the case. Did you
notice that | said the young man
began the girl’s first name when |
asked him who she was?

“*Well,” | said, ‘what do you want
me to do; go down to the office and
go to work on the case?

“He fidgeted a little. “Well,
exactly. You see----- *

“‘You're representing Corliss now,
aren’t you?

“‘Me? Well, | should say not!
he yelled. ‘Represent Corliss? Why,
he s the man who's got the warrant
now, waiting until the time is ripe
to have it served!

“‘Well, then, whom do you repre-
ent?’

“‘Myself. But maybe you don’t
care to take the case unless I'm from
Corliss?’

Miss Mitchell,” said the

not

“'Sit down, man,’ | said. ‘This
is interesting. No; | don't care
whether you're from Corliss or from
the Old Nick. But one thing I'd

like to know before we go any fur-
ther: How do you happen to know
that the girl didn't take the cash?’

“‘She told me she didn’'t/ he said.
And my hope was corroborated.
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“‘Harrison,’ | said, ‘you want me Ithan he needed to be to hold his

to discover something to prove that;

the girl is innocent, isn't that it?
“‘lI want to see that the girl gets
a square deal,’” he said, nodding.
“‘Which you are sure is the same
thing, of course. Now, | know that
you've got your own theory of what
the trouble is, and | think that you'd
better give it to me at once so that
well know where ye are and so that
I can go to work intelligently at
once, as the case probably is one
where something has got to be done

job. For if he had only stopped
and thought he would have seen at
the first think or two that it couldn’t
be a mere case of an error. Corliss
wouldn’t dare to arrest the woman
unless it was something more than
that, unless there were proofs of a
peculation. It was something more
than an error—and Corliss knew it!
“And as | put on my black clothes

and went down to the club to make
the acquaintance of the much ad-

in a hurry unless your—unless the [vertised Mr. Corliss | felt sorry for

girl is going to get into trouble.
How do you suppose the cash hap-
pens to be missing?’

“*An error, that's all there is to it,
an error—or a lot of them. A'wrong
entry was made crediting the collec-
tion cash with $1,250 of money that
it never received. It must be that,
for nobody but Mr. Corliss himself
has access to the mail order cash,
besides, of course, the young woman
in charge of the collections.’

“‘Then if it's only an error why is
Mr. Corliss so keen upon arresting
the young woman and ruining the
career of a hitherto favored and val-
ued employe?’

“Harrison bit his lip to choke back
the words that wanted to bubble
up. ‘I don't know,” he said.

“‘That’s the first lie you've told
since you came in here,” | said, smil-
ing. ‘Come on; we can't do business
unless you tell me all that you know.
What's the truth of it?

“‘Well, Miss Mitchell has notified
him that she is going to leave at the
first of the year, if that's anything.’

“‘It’s, much,” | said. ‘It gives us
the possible motive for his anger.
Now, if you want me to do some-
thing to-morrow you have a position
as clerk waiting for me in the credit
department to-morrow. I'll show up
early, and you’d better call me Smith.
Good day.’

“‘He was a good young man, de-
termined and square, and planning
to marry the girl in the case, as any-
body could see with half an eye, but
he wasn’t any more subtle or shrewd

w

young Harrison and the home that
lie probably was planning to estab-
lish after the first of the year. A fel-
low in this game sees so many of
those cases that he has another good
reason to add to his long list of rea-
sons for remaining single.

“What it was that Corliss knew
that gave him confidence enough to
call for the issue of a warrant |
couldn't guess at easily. But after
you have been up against a few thou-
sand apparently simple cases and
found that the end of them is about
as obvious as the religious condition
of the beings on Mars, you quit
guessing and wait until you see
clearly the next step in your deduc-
tions before taking it. So | went in
and got Cameron, the railroad man
whom I'd done some work for, to
introduce me to Corliss in the club’s
cardroom, and it wasn't long before
we were sitting in a little game of
table stakes for the fun and profit
of it. Principally profit for me. And,
say, while I think of it, here’s a good
point to put down in your hat where
it will stick in your head: If you
want to judge a man’s character
study him when he’s having a hard
run of luck in a poker game. He'll
show everything ugly that's in him

Largest Exclusive Furniture Store
in the World

When you’re in town be sure and_call. Illustra-
ions and prices upon application.

Klingman’s Sample Furniture Co.
Grand Rapids, Mich,
ionia, Fountain and Division Sts.
Opposite Morton House

orden P . hocer Company

Grand Rapids, Mich.

The Prompt Shippers

Strangers Only

Need to Be Toia That

L. O. SNEDECOR & SON (Egg Receivers), New York

Jjs a nice house to ship to. They candle for the retail trade so are in a position
to judge accurately the value of your small shipments of fresh collections.



then—and that's the basis of prac-
tical judgment of character.

“Corliss was a man who would
stop at nothing to gain his ends.
That was the result of my thinking
him over as | walked home. If he
wished to hurt that young woman
he would balk at nothing in doing
it. And if there was a secret in her
life it would be a favorite rope for
him to pull on.

“Now, 1 could sit here and string
it out all night, but you're probably
getting impatient and want to see
the last chapter without any more
details. | will say the net result of my
work for the next two days was to
discover that Corliss & Bros., for all
the good business of the year, were
pressed to the limit for ready funds.
There were a number of big bills
against them, particularly bills for ad-
vertising, which had to be paid, ana
a sum like $1,250 was an extremely
handy amount just then. That night
her sister took a revolver away from
Miss Mitchell just in time to prevent
her from making an end to herself—
O, yes, persecuted heroine attempts
to take her own life, and all the rest
of that stuff. In addition, Mr. Har-
rison, the young woman’s finance—
though nobody at the office knew it—
began to carry a gun.

“Then, about 4 the next afternoon,
the luck turned, virtue began to be
rewarded, villainy began to be shown
up in its true light, and everything
moved toward a swift finish. And all
'because | hustled around among Cor-
liss & Bros.” mosit pressing creditors
and discovered that the most press-
ing of them, one with a bill for
$1,250, had been paid in cash by Mr.
Corliss on the day that the $1,250
was found to be missing!

“Now, you can almost piece the
resit out for yourself. Miss Mitchell
hadn't given Corliss any $1,250 to pay
any bill with, and her's was the only
cash that could have been used on
that day. Corliss had access to no
other funds, but he did have access
to that, and he had paid one bill of
$1,250.

“1 didn't understand how Corliss
could be so foolish until I called up-
on the man who had golt the $1,250.
Then 1 found that he, the creditor,
had made preparations to leave the
country on a foreign business trip,
expecting to be gone for six months.
He had been delayed and couldn’t
start—but Corliss had thought that
he was going -the day after he paid
him the money.

“‘Mr. Corliss,” said | to myself,
‘you are due for one grand shock.’

“And | went in and told him that
the man whom he had paid the
$1,250 to hadn’t left the country after
all, but was still in the city, eligible
as a witness for Miss Mitchell, in
case she was arrested.

“‘I'm employed by a friend of the
young woman,” | explained. | gave
him one of my cards, and added:
‘And I've got the goods.’

“He was what is called a pippin
on self-control and: quick thinking,
that Corliss. ‘By Jove!” he said.
‘What do you think of that? Here I
had gone and paid out that $1,250,
forgotten all about it, and when it
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was missing actually did Miss Mitch-
ell the injustice of accusing her of
stealing the money. O my, O my!
this poor memory of mine is going
to get me into serious trouble some
time, it surely is. Mr. ah—Ford—it
wasn't Ford at the club the other
night, was it? | can assure you that
there will be no arrest. Thank you
so much.’

“And Harrison and Miss Mitchell—
but what's the use? Anybody can
guess the answer. As | said, the
whole thing would make a good nov-
el—for railroad consumption.”

James Kells.

In a Greater and Better Marshall.

Marshall, Jan. 7—Business men and
manufacturers of this city will hold
a banquet Wednesday evening at the
K. of P. hall, to talk over the indus-
trial progress of the city and also
discuss plans for the betterment of

the town. They will receive a week’s
instruction in town improvement
from E. S. Batterson, of Chicago,
who will give lectures.

The report of the local postoffice
shows that there has been a steady
increase in the general postoffice busi-
ness of the city. Over sixty-five tons
of matter were handled during the last
six months and the sale of postage
stamps will exceed that of last year.
The mail order concerns of the city
are again doing a big business, the
financial situation having cleared suf-
ficiently.

The annual meeting of the Marshall
Business Men’'s Association will be
held next month and the reports of
the officers will be awaited with in-
terest. This is the second year of
the Association although it was pre-
dicted that it would have but a
short lease of life when first organ-
ized.

Page Bros. Buggy Co. has been
shipping exclusively to the Pacific
coast durjng the last few weeks. Car-
loads have been going to Los An-
geles, Portland, San Francisco and
Seattle.

The local banks have  declared
their usual semi-annual dividends of
6 per cent. Both the First National
and the Commercial were not affect-
ed by the bankers’ panic; in fact,
their reports show that they have
more money on hand than usual.

With one exception all of the fac-
tories in the city are running, and
that one is closed down for inven-
tory. Scarcity of labor is affecting
the car shops. Twenty-five more car
repairers could be used at once by
the Michigan Central and mechanics
are also wanted. The smaller type
of locomotives are being sent here
weekly to be overhauled and the
force of men now employed is rath-
er too small to turn out the engines
readily enough. This city has been
handicapped for more than six
months for lack of labor, and the
Business Men’s Association has taken
up the matter to see if it can solve
the problem.

Cordial Invitation To Unorganized
Merchants.

Port Huron, Jan. 3—I1 am taking

this opportunity to extend to you a

cordial invitation to attend the tenth

annual convention of our Association,
which will be held in Jackson Feb-
ruary 4, 5 and 6, 1908.

You are undoubtedly more or less
familiar with the objects df our As-
sociation and realize that this move-
ment has been an important factor
in improving the conditions under
which the merchants of this State
carry on their business. Many of
the reforms which we have thus far
secured would have been impossible
had our members been acting as in-
dividuals.

It should be apparent to all that
the larger our membership the great-
er are the possibilities open to us
for bringing about much needed re-
forms in present conditions. We all
know that the peddling business is
carried on in many parts of the State
in a manner unsatisfactory to the
business people; that the soap clubs
are still taking a large volume of
business out of Michigan which
should remain at home and that the
mail order houses are doing like-
wise; that box car merchants are
still operating; that strenuous efforts
are still being put forth by the mail
order people to secure a parcels post
law; that deadbeats continue to live
in the community and it is only
through associated effort that a rem-
edy can be found for these evils.

I believe that you are in sympathy
with this work and, as the dues for
individual members are small—only
$L per year—| hope that you will
give us your practical as well as
moral support by taking out a mem-
bership in our Association. What is
more important, we want you with us
at our convention to participate in
the discussion of live trade topics
which will be a feature of the meet-
ings. The Jackson grocers have pre-
pared a programme which is replete
with  entertainment features, and
everybody who attends this conven-
tion is bound to spend a very en-
joyable and profitable three days.

W. H. Porter, Secretary of the
Jackson Retail Grocers’ Association,
will be glad to arrange for your hotel
accommodation in advance in case
you write him.

I hope that you will not let any-
thing prevent you from being at the
convention, and | look forward with
pleasure to meeting you at that time.

J. T. Percival,
Sec’y Retail Grocers and General
Merchants Association.

Prosperous Conditions at Saginaw.

Saginaw, Jan. 7—The lumber trade
in the Saginaw vall'ey, while closing
with considerable dullness and low-
er prices, has been prosperous on
the whole during the last year. The

Made in all Leathers

Men’s Goodyear Welts,
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bulk of the valley’s business has
been transacted with the Georgian
bay district, while the greater por-
tion of all lumber receipts by water
is now coming from Canada.

During the year just closed Sagi-
naw dealers received 19,106,290 feet

of Canadian lumber, 25,964,923 feet
of coastwise, more than 1,000,000
pickets and 731,000 lath. The lum-

ber was
$1,100,000.

Bay City’s lumber business is now
from two to three times that of
Saginaw. One of the big Canadian
cuts of the year for American mills
was that of the St. Anthony plant,
at Whitney, at the head of which is
Arthur Hill, of Saginaw, its output
being 45,000,000 feet.

As the Canadian mills will this
winter put in only about two-thirds
of their normal log output, the prob-
ability is that the price of white
pine will be maintained better next
season than that of almost any other
wood. Hemlock, which took a de-
cided slump, looks better now, deal-
ers say, but they do not expect a

valued approximately at

general rise in prices. Hardwood
is not in extensive supply. Nearly
all the large concerns in Eastern

Michigan have been cutting on year-
ly contracts, or had large orders
which disposed of the stock, so that,
although the mills have been run-
ning steadily, there has been no
large accumulation of supply.

The labor situation in the woods
is easy. For the first time in a
number of years men are applying
at the camps for work at $ to $10
a month lower than Ilast winter's
wages, and this enables the opera-
tors to get all the first-class men
they need. On the whole, while
next season, local operators say,
will show no prenomenal business,
a prosperous year is predicted in all
lines of lumber, and it is believed
that prices will show a slightly up-
ward trend over those which char-
acterized the slump at the close of
'1907-

Relief To Both.

“At last!” he sighed, “we’re alone.
I've been hoping for this chance—"

“So have 1,” she said, very frankly.

“Ah! you have guessed, then, that
I wanted to tell you that | love
you—"

“Yes, and | want to say ‘No’ and
get it over with.”

MAYER Special Merit
School Shoes Are Winners

New Specialty Shoe
for Men and Boys

Snappy up-to-date Lasts
Retail $3 00 and $3.50

Boys’ English Welts, Retail $2.50
All Solid Leather

Michigan Shoe Co.

- Detroit, Mich.
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Weekly Market Review of the Prin-
cipal Staples.
Domestics—Naturally  but little
trading is forthcoming during the
holidays, all of the salesmen being
in and no" effort being made to push
matters. That the present Iull will
continue until after stock-taking is
generally anticipated and doubtless
will go through. Some scattered or-
ders are received by the various hous-
es, but the various developments
which the turn of the year always
brings occupy the attention of the
minds of sellers in a speculative way,
no one knowing just what to expect.
After stocktaking has been completed
there will undoubtedly be a fairly
good movement in the market and
indeed the fact that there has been
an absolute dearth of business for
such a long time would seem to make
it absolutely necessary. The difficul-
ty experienced in securing accommo-
dations from the banks just around
the turn of the year will doubtless do
much to prevent a return to active
conditions that have prevailed in the
past. However, it is generally believ-
ed that before many weeks have pass-
ed old-time methods and conditions
will again be in vogue and business
will again assume the normal. Ging-
hams are strong and for the season
fairly active. As stated last week,
buyers feel that the prices are high
and complain to some extent. The
great scarcity which exists in these
goods, however, is their mainstay and
it would not be surprising as soon as
business resumes if there was a com-
plete dearth of the latter altogether.

Bleached Goods—The market for
these goods during the current week
has been exceedingly small and in
view of the fact that a considerable
curtailment of production is to be
the rule it is extremely doubtful if,
considering the volume of these
goods that have been sold heretofore,
they assume any considerable activi-
ty before the latter part of this
month.

Gray Goods—The market for these
goods at the moment is of a very
meager character, as may well be
supposed, and much depends upon
what develops in the next two weeks
what the course of this market will
be during the year. In view of the
fact that trading is as light as it is,
prices remain remarkably firm and
give promise of continuing so. The
action of New England mills in ef-
fecting a 25 per cent, curtailment will
have a salutary effect upon the fu-
ture of this market both in the mat-
ter of trading and price sustaining
without a doubt. Resales alone have
been responsible for the lower prices
which came into vogue, the mills tak-
ing little or no part in it. When
buyers realize that the possibilities
which exist in resales have their lim-
itations, a decided turn for the bet-
ter will take place. But little can be
expected in the way of immediate
business; nevertheless, sellers look
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forward optimistically to a resump-
tion of trading after the turn of the
year. There is but one danger in
this situation and that is the fact
that sellers who have waited over-
long for the coming of business, in
their anxiety to secure the latter, will
be inclined to make it an object for
the buyer to trade.

Prints—There is little or no change
in this market and none at all as re-
gards new business. Some to be sure
is being done, but it is of the small-
est possible sort and hardly worthy
of the name. The most significant
occurrence in this market is the fact
that buyers are beginning to order
out goods which had been held for
them, signifying that they entertain
a lively interest in the merchandis-
ing and will be ready to operate when
conditions are favorable. As far as
new business is concerned, a consid-
erable improvement can not be ex-
pected until after stock-taking.

Dress Goods—This market at the
moment is more or less of an enig-
ma. Immediate business, temporari-
ly, is out of the question; the future
is a maze of possibility, and retro-
spection offers little that might be
used as a guide for future operations.
At the moment, to say the least, the
market is almost absolutely inactive.
Woolens have been a failure, while
on the other hand worsteds have been
a pronounced success. In speaking of
woolens as a failure, to be sure, the
spring season is implied. Broad-
cloths for the fall and winter and
early spring trading have done an
immense business and also have the
prospects of repeating this perform-
ance next year. A matter of live in-
terest is the fact that the cutting up
trade has shown a disposition to look
at broadcloths for the fall of 1908. A
number of the largest houses have
taken orders on these goods, but do
not look on them as being of much
value but rather view them in the
light of a reservation of a given
amount of goods subject to the ac-
ceptance or refusal of the party plac-
ing the order. It may not be ex-
pected that much else will be done
as yet for the reason that the fall
season has not yet been opened suf-
ficiently long for any clearly defined
knowledge of its possibilities to be
entertained.

Hosiery— Little is expected of these
goods during the holidays and in view
of the general character of the sea-
son, if it is somewhat inactive for a
week or two as yet it is not to be
wondered at. I prosecuting the reg-
ular order of their trade sellers en-
counter more encouraging prospects;
however, it would be difficult to out-
line even a possible future for some
time yet. The buying of hosiery al-
ways follows in the wake of that of
underwear and the cue is always tak-
en from the latter. The practical in-
activity of the past six or eight weeks
makes it possible that the early fu-
ture will see a resumption of buying,
although sellers do not anticipate a
large volume. Buyers still entertain
notions regarding lower prices and
are undoubtedly prepared to act ac-
cordingly.

Underwear—At a meeting of the
manufacturers held last week it was

definitely decided that the openings
for the coming year should be made
about the first of the coming week.
As the time for the latter draws near-
er a much better feeling pervades the
market and the trade in general.
There is no idea that the business
will be of the usual proportion and
sellers as a whole are content that
such is the case. The policy of a
small initial business, followed by a
considerable duplicating, is the one
generally approved and should be
productive of the best results. There
is no necessity of loading up buyers
with goods they do not need and
such is largely the intention of sell-
ers. Prices have not yet been defi-
nitely arranged for, although it seems
to be an assured fact that last year’s
schedule will rule. Covering on yarns,

which was in force two or three
weeks ago, seems to have ceased to
a large extent, although not entirely,
indicating that manufacturers are in-
clined to speculate more or less on
the probable future of the raw cot-
ton and yarn market. The strength
of the former at the moment has a
buoyant influence in all of the va-
rious departments, and while it may
continue, quite a few doubt it

No man pays more for a thing than
he who seeks it for nothing.

HATS «L

For Ladies, Misses and Children

Corl, Knott & Co., Ltd.

SO. 22. >4. 26 N. DIlv. 8t-. Grand Rapid*

Our
Spring Lines

are now

Ready

for

Inspection

Grand Rapids

Dry Goods Co.

Exclusively Wholesale

Grand Rapids, Michigan

Full

WASH

Line of

GOODS

For January Delivery

Samples Now Ready

P. Steketee & Sons

Wholesale Dry Goods

Grand Rapids, Mich.



THE TURNING POINT.

The Age When a Man Finds Him-
self.

Twenty-five has been rightly called
the common turning point in the
business man’s life, and yet it hits
every man differently.

A magic lantern turned on what
each successful man was doing in his
twenty-fifth year would show a col-
lection of slides of infinite variety,
as well as potency to that particular
career. Consequently the student
who tries to find some law of suc-
cess motion in them will be disap-
pointed. Twenty-five years is the flood-
tide in the affairs of men partly be-
cause it is the natural time for accu-
mulative results to begin to show,
and partly because it is the point of

business introspection. It is where
he asks:
“What have | done? What am I

doing? And What am | going to do?”

It is an artificial stopping place at
which he reviews his life and if he
has made a mistake starts over again.
The man who, at 25, is where he
wanted to be from the first finds him-
self well |along into results. With
others it holds only the dawning of
the influence's which work hereafter.

One evening in 1873 a slender, blue
eyed young man of 26 stepped off a
train at the shack town of Little
Missouri, in the heart of the North
Dakota Bad Lands. It was Theo
dore Roosevelt, and he had already
left behind him what many men
would have considered a creditable
public career.

It was just after the death of his
wife, Alice Lee Roosevelt. In the
Dakotas it was the time of the last
stand of the buffalo, and he had turn-
ed his face west to be at the running
of this big game.

“If this country will support so
many elk and buffalo, why will it
not support cattle?” was his thought.

Some ranchmen had already start-
ed, and so impressed was the Presi-
dent with the cattle grazing on the
river bottoms that he determined to
become a ranchman. He purchased
a branded stock and went back to
New York in the spring. When he
returned train after train of cattle
stock came with him. He was con-
sidered a tenderfoot and interloper
by the old timers, but they confessed
that “for a critter with a squint he
were plum handy with a gun.”

If he made good as a shot he also
made good as a ranchman, and it
was then and there that were incorpor-
ated the Western point of view, the
Western influence and the Western
slogan.

There are strange contrasts in the
way the year of 25 is thought of. In
some times and places it is consider-
ed old—in others, young.

“William,” said a railroad man in
the Michigan Central office one day,
“it is a mistaken kindness to pro-
mote a man, especially a young man,
beyond his ability. This is a big job
for a boy, but | believe you can han-

dle it” The “boy” referred to was
just 25 years old. “William” was
the now Sir William Van Horne.

The chief had beckoned him, and the
boy went over and read a letter that
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he pushed towards him. It was from
the superintendent of one line asking
the Central official for a bright young
man who could dispatch trains, and
one who had in him the making of a
trainmaster.

“l believe you can handle it,” re-
peated the trainmaster; “if you can't,
then | am unable to aid my friends.”
Van Horne went over to the Chica-
go & Alton to dispatch trains, and
in three years was general superin-
tendent.

John J. Mitchell was not thought
too young when he was appointed
President of the Illinois Trust and
Savings Bank at 26. He had begun
in the same institution as assistant
teller when he was 19, and at $35 a
month. Concentration and remarka-
ble judgment were recognized in him,
and made him President.

Charles Francis Brush experiment-
ed in electricity during three vyears
that he worked in Cleveland as a
public chemist. He foresaw the use
of consulting chemists in large chem-
ical works and iron factories and
went to several presidents of such
places to point it out. He couldn't
impress on them the economy of hir-
ing him at a big salary. He needed
money in large quantities for his ex-
periments. He had dreamed of a
field in a big factory.

“| foresaw the day when chemistry
would be absolutely necessary to
modern manufacturing,” he said, “but
I couldn’t sit in my office and wait
until the people who | thought ought
to employ me saw it that way. T
had to have the money. | was 24
when | came to this conclusion, and
| formed a partnership to sell Lake
Superior ore and charcoal iron. It
was in the year banks broke in all
directions, but we made $16,000 that
first year.”

In another year Brush had begun
work oni his arc light and by the
third year it was a great success.

When Edison was 25 he invented
his machine for taking stock quota-
tions, and soon after he sent four
and even six messages simultaneous-
ly, after having invented his duplex
earlier.

Herbert H. Vreeland met William
C. Whitney when he was 25 years
old. He was trainmaster on the old
New York & Northern Railway.
Whitney had not yet joined the big
syndicate of Philadelphia capitalists
and others in the street car field,
but he headed a company that had
bought this road and he came to in-
vestigate it. To every question he
asked somebody would answer: “Go
and ask Vreeland.”

Finally the newcomer sent for the
young man. Mr. Whitney’s version
of the meeting was as follows

“When | asked Vreeland about the
freight traffic he told me that when
he went with the road there wasn't
much business of any kind. But he
conceived the idea of offering to haul
the farmers’ ‘milk to the railroads if
they would agree to haul it over his
line. ‘All the farmers caught on in
a hurry,” said he, ‘and now we carry
all the milk along both sides of the
line.” ”

From that day Vreeland’s fortune
was realized.

William Alden Smith, Michigan’s
new Senator (was admitted to the
bar and opened his law office when
he was 24. He is commonly spoken
of as having risen from newsboy, but
he had had a popcorn wagon with
his brother, and the news route was
only a side issue. Then he was mes-
senger boy in the Western Union,
and next a page in the Michigan Leg-
islature. He studied law there, and
could not have taken an office if it
hadn’t been for a Grand Rapids law-
yer, who permitted him to sleep on
a lounge in the office.

James Brooks Dill, who was once

a Chicago boy, also started his pro-
fession of law at 25, although he was

differently equipped, having graduat- J

ed at Yale University. Leslie M. ]j
Shaw, the former Secretary of the
Treasury, did not graduate until he j
was 26 from the lowa Law College,
and settled down in lowa to prac-
tice. Senator La Follette had had
six months in law school when his
funds gave out. He went into an
attorney’s office, and was admitted in
six months—at 25—and soon after
was elected District Attorney.

John D. Archbold, heir to the Rock-
efeller authority in much that con-
cerns Standard Oil, was clerking in a
country store at Titusville, Pa., at 26
He saved everything he could and in-
vested it in the oil wells that were
springing up there. G. R. Clarke.

Lots of sorrow would be cured if
we would own it as the fruit of sin
instead of charging it up to Provi-
dence.

Fo
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'Fun for all—All the Year.”™

W abash

Wagons and Handcars

The Wabash Coaster Wagon—
Astrong, sensible little wagon
for children; com-
bining fun with
usefulness, it is
adapted for gen-
eral use as well as
coasting.
Large, roomy,
removable box,
hard wopd gear and steel wheels (Wabash
patent). Spokes are drawn tight so there
IS no bumping or pounding. Frontwheels
turn to the center, so wagon can turn com-
pletely on a narrow Walk.

Wabash Farm Wagon—a real farm wagon on

a small scale, with

end boards, reach

and fifth wheel and

necessary braces—

strongly built, oak

ear. "Wabash

wheels; front, n in.

in diameter—back .

wheels 15 inches. Box 34x 16x5% inches.

The Wabash gﬂ* Limited—A safe, speedy,

geared car— a regular flyer. Built low
down and well
balanced so there
isno dangerof up-
setting. ~ 36 inch
frame, with Wa-
hba?h 11 hlﬁh steel

............................... wheels. and-
somely é)amted in r%c_i agggaeen. A??%rdé
ort and exercisecombined. “Recommende
B@ ansmm%{b

Manufactured by
Wabash Manufacturing Company
Wabash, Indiana

Geo. C. Wetherbee & Company. Detroit, aDi
Morley Brothers Saginaw, Michigan, Sellinf
Agents.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter Color,
and oné that complies with the pure
food laws of every State, and
of the United States.
Manufactured by Wells & Richardson Co.
Burlington, Vt.

r

Goodness*

Supply Your Customers With

Karo

CORN SYRUP

Every member of every family in your
neighborhood looks upon Karo as a Treat
that Can *tbe "Beat. For griddle cakes,
waffles or muffins, for baking or candy
making, it surprises by its delicious
com flavor. It has a piquant good-
ness all its own— that's why

it's the popular food-syrup.

Are you prepared to
fill orders?

CORN PRODUCTS
MANUFACTURING
COMPANY,

Davenport,
lowa.

WRNSYRUPT
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TIMELY CAUTION.

Adopt Conservative Methods and Re-
strict Credits.*

From an interview in New York we
learn that E. H. Gary, chairman of
the directorate of the United States
Steel Corporation, has struck a new
and remarkable keynote in respect to
business rivalry. In this interview
Mr. Gary is quoted:

“Too many men have learned too
late that the friendship of the pub-
lic and the confidence of one’s com-
petitors are the most desirable ele-
ments in business. | want to see
how competitors succeed. It is the
policy of the steel corporation not
to crush competition by fair or foul
means. The steel trust controls
about 60 per cent, of the steel and
iron business of the United States,
and there is no intention of enlarging
that control. We believe conditions
will be better with healthy rivalry.

“It is clear that the United States
Steel Corporation, with its extensive
resources, could use its giant strength
like other corporations, to crush com-
petition. But in the end would the
game be worth the candle? The cor-
poration would become an object of
attack. In my judgment, such a pol-
isy would be the undoing of our cor-
poration, in which billions of dol-
lars are invested.”

This interview is not, as stated, a
new and remarkable “keynote” in re-
spect to business rivalry, except as
it may apply to such large corpora-
tions as the Steel Trust, Standard Oil
and Tobacco Trust. The retail gro-
cers of this city have been applying
this “keynote” to their business for
several years, greatly to their advan-
tage. It may be said, however, that
they have not yet reached that point
where the full benefits of organiza-
tion have been realized.

Competition and opposition are eas-
ily confounded. Competition is the
honest man’s means. Opposition is
a two-edged sword likely to draw
blood on the reckless handler.

The merchant who promotes a
healthy rivalry and honorable com-
petition will find it the life of trade.
Opposition is rank poison to legiti-
mate business. Competition, how-
ever sharp, is tempered with fair play.
Opposition .arouses passion, puts a
premium on trickery, degrades busi-
ness and suggests any old scheme to
injure an opponent. It destroys
friendship and makes enemies.

It is one of the most difficult things
in the world not to say unpleasant
things about those who compete with
us. But for that very reason we
ought to control our speech, since
nothing which is really worth having
comes easy in this world. Besides
one is in turn judged by one’s re-
marks about a competitor. After ex-
tracting all the religious flavor, there
is a lot of business sense in the sen-
timent that “with what measure ye
mete it shall be measured to you
again.” Profit all you can by the
errors of your competitors, but don't
parade them in public.

This meeting is for a common
cause to confer together with respect
to matters of vital interest to each

*Address by T. H. Green before East
Side Retail Grocers at Minneapolis.
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individual present and to outline a
policy to be pursued for the protec-
tion of all.

It is evident from the trend of
events that a period of liquidation has
set in. The sooner we realize it and
act in accordance therewith the bet-
ter it will be for all concerned.

This Northwest country was never
in better condition than now so far
as natural resources are concerned,
but confidence has been rudely shak-
en and it is going to be some time
before fully restored. In the mean-
time a season of retrenchment must
begin and a cleaning up of debts is
inevitable. This does not mean that
business must stop, but it does mean
that it must be done along more
conservative lines and on a more
businesslike basis.

You are probably aware that job-
bers and manufacturers are heavy
borrowers, as a rule. They fill their
lines of credit with their banker and,
in addition, sell their paper through
brokers at the market rate of interest,
the same as you sell sugar. Since
the present stringency set in it has
been impossible to increase one’s line
at bank or dispose of any paper, no
matter how good the indorsements or
how valuable the collateral; on the
contrary, they have been called upon
to reduce their lines and to pay at
maturity the paper they have sold.
The result is that the retailer is call-
ed upon and must pay past due bills
and he, in turn, must collect his ac-
counts.

| believe I am doing you a favor by
informing you of the actual condi-
tions as to money matters as they
exist, or possibly I am only confirm-
ing what you already know. | hope
you will pardon me for urging you
not to take on any new accounts. No
doubt each of you will have oppor-
tunities of doing so with those whom
your neighbors are pressing for pay-
ment. Start now if you have not al-
ready done so to collect what is due
you and clean up odds and ends and
all undesirable stock while prices are
high, thus avoiding a loss, and keep

at it night and day until at least
your debts are paid.
It sometimes happens when the

jobber is especially in need of funds
he is obliged -to urge payment a little
more strongly than he would like
and in so doing some of the custom-
ers take offense, inferring, without
reason, that their honesty is in ques-
tion. Those who are thus constituted
must get over that notion and cease
being offended when the jobber asks
for his money. It has got to come.
It is already here. We must all work
together to bring financial conditions
back to a normal basis. Those
who have depended upon being car-
ried by the jobber are going to be
the greatest sufferers from the pres-
ent situation and, before there s
much of a change for the better, will
realize that those who have insisted
upon having their money with rea-
sonable promptness are their real
friends after all.

We have all got to get down to bed
rock. We have been soaring too
high. We have attempted to accom-
plish in ten years what we should
have taken twenty years to do. |

think it is a mighty good thing for
all of us that a halt has been called.
If it had not come now just imagine,
if you can, how hard a fall we would
get a few years hence. The fall has
been arrested, and while it has shaken
us up considerably, no bones have
been broken, and in a short time we
will be as good as new, if proper
remedies are applied. We are doing
it. Are you?

I have no desire to alarm you.
There is no real occasion for alarm,
but there is real occasion for cau-
tion and conservative methods, with j
special reference to extending credit.
Possibly some of you have been con-
servative all along. The one who has
been is the exception. As a rule, the
retailer is not sufficiently careful in
opening an account, and in conse-
guence gets caught occasionally if not
often.

I saw two accounts to-day. One
against Mrs. Smith, another against
Mrs. Jones. No street number and
nothing to identify Mrs. Smith or
Mrs. Jones, who owed the bill, from
a dozen or more Mrs. Smiths or Mrs.
Joneses in the neighborhood.

In opening an account the full
name and street address of the debt-
or should be recorded 6n the ac-
count. The jobber from whom you
buy has a record of your full name,
your street address and in many
cases has your record from almost the
day you were born. He has a rec-
ord of your limit of credit and how
you will be required to pay and how
you pay others, whether your family

We Are Millers of

Buckwheat, Rye and Graham
Flour. Our Stone Ground
Graham Flour is made from
a perfect mixture of white
and red winter wheat. You
et a rich flavor in Gems
rom this flour not found in
the ordinary mixed or roller
Graham. Give us a trial.
Your orders for St. Car Feed,
Meal, Gluten Feed, Cotton
Seed Meal, Molasses Feed,
etc., will have our prompt
attention at all times.

Grand Rapids Grain & Milling Co.
L. Fred Peabody, Mp.
Grand Rapids, Michigan

Pure
Buckwheat
Flour

Car lots or less. Write for prices
and sample. 1
Traverse City Milling: Co.
Traverse City, Mich.

A Gooa investment

oesters

and CORN POPPERS.
Great Variety, $8.50 to $350.0#
EASY TERMS.
Catalog Free.

relations are pleasant, whether you are KINGERY MG C0,,106-108 E Pearl St.Circinreti 0.

Q UR grades of
Flour are the

highest and our
prices are fair.

CERESOTA
FANCHON

BARLOW'S BEST

Judson Grocer Co.

Grand Rapids



trusting out your goods indiscrimin-
ately or not, whether you gamble or
drink to excess and how your bank-
er regards you, whether you are
frank and above board as to your
financial standing or whether you try
to hide your real condition. With
all these safeguards jobbers are
sometimes caught napping. Where
would they be if their records were
as incomplete as those of many of
you in regard to your customers?

If 1 were in the retail business I
would have a record separate from
the account itself, giving the full
name and address of the customer,
the name of his employer, or the lo-
cation of the business he is engaged
in, if in business for himself, the
amount of his monthly wage or salary
and the date of his pay day. | would
agree with him upon the largest
amount he should owe at any one
time and the day upon which he was
to pay. The amount of the line
would be gauged by his wages or
salary, and | would not allow the
account to lap. If a wage earner or
a salaried mail can not pay his bill
on the first pay day he certainly can
not pay double the amount on the
second pay day, and if you allow
him to increase his account you will
eventually lose it.

Many a dollar has been lost through
fear that if the account is closed the
amount owing will 'be lost. Better
lose the bill for the first period than
to let the account run and lose dou-
ble the amount or more and better
not have an account if you are afraid
to ask for your money. When an
arrangement is entered into as to the
amount of credit and when it is to be
paid, insist on -its being carried out.
Your customer can not complain
when you pursue this plan, but if you
commence an account without any
definite understanding as to the
amount of the credit and when it is
to be paid you will eventually get in-
to trouble and lose your account or
lose the customer or both.

These remarks and suggestions are
applicable all the time, as well as the
present time, in good times as well
as hard times. Practice them and
you will be saved much worry and
many dollars.

One of the best things the Retail
Grocers’ Association of this city has
done was to organize its credit bu-
reau. | understand it now has a rec-
ord of over eighty thousand names,
many of them deadbeats of the first
water. | don't suppose there is one
present who has not been his victim.
Shut him off by using this bureau to
the limit. Send in your list of names
and comments and add to it from
time to time as occasion requires.
The expense is a bagatelle. One
small account saved will pay it. The
jobber would be glad to pay five hun-
dred dollars for service of equal value.

As large as the losses are through
bad accounts, they do not compare
with the drain on one’s business
through the use of trading stamps,
that octopus which has fastened its
tentacles on the resources of so many
retail dealers in cities and which is
so difficult to shake off. It is a very
alluring yet unbusinesslike proposi-
tion and takes the money which one
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should use to pay his debts, or if
able to discount his bills one should
use the money so expended for in-
vestment or for the comfort and
happiness of his family. Here is a
splendid place for very many to re-
trench. Cut it out whether your neigh-
bor does or not. He will follow suit
if he doesn’t fail before he realizes the
position he is placing himself in fi-
nancially.

| don't always regard a man who
does not pay his bills as being dishon-
est. There are so many things that
may and do happen that make it
impossible for one to pay. | think
the dealer is the real one to blame
in many cases. He takes unwarrant-
ed chances, many times in the kind-
ness of his heart, and in reality en-
courages too heavy a load of debt.
One must bear in mind that a labor-
ing man or any man for that matter
has a great many ordinary expenses
besides his grocery bill and is liable
to have many extraordinary expenses.
Sickness may come to his family
or accident to himself, loss of his
job or position. Death may overtake
him, leaving his family without sup-
port and nothing with which to pay
his debts, even if disposed to pay
them.

All these things must be taken in-
to consideration when extending cred-
itt. How many of you ever take them
into serious consideration? One can
not make an ironclad rule to apply
to everyone alike because conditions
surrounding each customer are not
alike. One man should be allowed
credit only to the amount he can
pay on Saturday night, another each
two weeks, while others once each
month.

No man, however well fixed finan-
cially, should be allowed to run a
grocery bill more than thirty days.
Present the bill at the time agreed
upon and get your money. If not
paid stop further credit. A deviation
from this rule should be the excep-
tion and then only for good and suf-
ficient reasons. Better to make no
exceptions than to let it become gen-
eral. Do | hear someone say it can
not be done? | know it can. Others
here know it can. The most success-
ful merchants on our books are the
ones who do this very thing. Their
customers respect them, have confi-
dence in them and stick by them and
will even pay a little more for goods
because of that confidence.

One of our salesmen in discussing
with me the affairs of one of his cus-
tomers, who is becoming slow pay,
said, “His clerks are stealing him
blind. Goods go out withdut being
charged. The waste going on in his

back room will bankrupt him.” Who
is to blame? The merchant. He is
careless in his methods. He places

temptation in the path of his clerks
and is therefore responsible for what
will surely happen to them and to
him, and when he fails, as will surely
happen, he will wonder how it all
came about. How many of you are
doing likewise?

It appears to me that this talk has
developed into a curtain lecture. |
did not intend it when I commenced
and | don't want you to so consider
it but rather regard it as a heart to

heart talk upon a subject which is of
vital, importance to you and to me,
as well as to others who are inter-
ested in your welfare. If | have said
anything that will be helpful to you I
will be thankful.

Only One Stamp Now.

Considerable protest has been made
by packers and curers for months
that the regulation requiring numer-
ous labels on cured meats was un-
justly interfering with business. The
Government has come to realize the
justice of these objections and has
issued an order providing that but
one stamp will in future be neces-
sary on each piece of product—the
stamp of the house that turns out the
finished product. Inspection will con-
tinue to be rigid to insure that none
but the product of inspected houses
is handled by curers having Gov-
ernment inspection and entitled to
affix the Government label to their
meats. The new interpretation will
be a decided benefit to packers and
curers, as well as the public.

Boy Wanted.

Small Boy—Say, mister, dere’s a
sign in yore winder readin’, “Boy
Wanted.” Wot kind uv a boy does
youse want?

Merchant—A nice quiet boy that
doesn’t use naughty words, smoke ci-
garettes, whistle around the office,
play tricks or get into mischief—

Small Boy—Gwan! Youse don't
want no boy; youse wants a girl?
See?

You are not likely to stay the ene-
my by drawing a long bow.

Flint Coffee

Makes
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Get our prices and try
our work when you need

Rubber and
Steel Stamps
Seals, Etc.

Send for Catalogue and see what
we offer.

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

THE MAKERS
of Crown Pianos don't
know how to make
more than one grade
of Pianos. They never
tried making any but
the highest grade pos-
sible.

Geo. P. Bent, Manufacturer
Chicago

Glad Customers

People are particular about the coffee they drink.
They become attached to a certain blend and they

will buy where that blend can be found.

It pays to

keep a choice blend—one that is always uniform in
quality and fresh in strength.

Flint Coffee
Can Be Depended Upon

The five grades of Flint Coffee will satisfy any

coffee drinker.

And every grocer knows that only satisfaction
keeps up the demand for an article—brings repeat

orders.

Write today for sample blends of our five grades.

J. C.

FLINT COMPANY

6-8-10-12 Clybourn St.

110-112 W. Water St.

Milwaukee, Wisconsin
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CAME BACK LIKE MAGIC.

How Chonley Worked a Swindling
Garre.

Tom Diggs, tried and trusted em-
ploye of Moslee & Co., jewelers, al-
ways had cherished an instinctive
mistrust of Alfred Chonley. In the
first place, Chonley had contemptu-
ously called Tom a “cheap skate” and
a “tin horn” gentleman because he
saved his money. Friends of Diggs
had reported these sayings of Chon-
ley to Tom. Diggs, on the other
hand, never could figure out how
Chonley, -on a salary of $95 per
month, could pay 75 cents to $l for
his midday luncheon. He was cer-
tain that Alfred had no resources
other than his salary, although Chon-
ley swore that his people assisted
him “to live.”

Diggs knew Alfred had told a de-
liberate lie about some stock which
had been damaged. It was a par-
ticularly ugly lie, as it injured the
reputation of an innocent young
clerk—new to the house and unable
to defend himself. However, it was
not until months afterwards that
proof of Chonley's cowardly false-
hood was in Tom’s possession.

Accordingly, when Diggs was ask-
ed by the manager of the company
whom he suspected of stealing a cer-
tain valuable ring from a showcase
in the store, Tom could think of cast-
ing suspicion on no other clerk but
Chonley. He had to be pressed to
mention Chonley’s name; but when
he did so and named the other's ex-
travagance and mentioned how he
had acted toward the young clerk,
the manager seemed to agree that
Diggs’ suspicions might be well
founded. Tom was told to go to the
manager’s private office the next
morning and then the matter would
be further investigated.

At 830 next morning Diggs was
preparing his report showing the ex-
act number of the ring, its location
in the showcase, etc., when he
chanced to look fixedly at the spot
where the ring should be. Then he
almost fell down with amazement,
for there in its customary place re-
posed the splendid diamond ring
which he had sworn had disappeared.

He went and reported his discov-
ery. Thereupon he received such a
“calling down” from the manager for
casting suspicion on an entirely in-
nocent man and not taking better
care of the stock that the loyal
heart of Diggs was nearly broken.

He brooded over the verbal casti-
gation he had received at the man-
ager’s hands for four weeks, and then
he tendered his resignation. He ex-
plained that he had been offered a
much better position at the Blank
company’s establishment, and that
he would like to leave within ten
days. The manager listened, expos-
tulated, entreated, but said nothing
about being sorry for his severe lec-
ture of four weeks before, so Diggs
prepared to go.

Before leaving it was necessary to
prove that every article of jewelry
for which he was responsible was in
the store. This made him take stock
three weeks earlier than usual.
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After working hard for two days,
rubbing his eyes to see that he was
awake, at times, and getting another
clerk to check his efforts, he was
compelled to report to the manager,
just before closing time, that a dia-
mond bracelet was missing. As he
went to the private office of the man-
ager, with a face laden with concern,
he noticed Chonley hovering in his
tracks. And when he pulled the
manager’s door after him he could
have sworn that Chonley was near
by, listening for some purpose.

The manager was dumfounded. He
looked at Tom suspiciously; but said
nothing for a time. Then he re-
marked the same as on the previous

occasion. “We’ll take the matter up
for further investigation to-morrow
morning.”

Tt was evident that Diggs’ previous
reported theft made him inclined to
believe Tom might be at fault again.

In the morning Diggs was drawn
to the place where the bracelet
should repose as if his body had been
a piece of steel filing and the spot
where the piece of jewelry should be
a magnet.

He blinked his eyes several times
when he looked. He called another
clerk to make certain that there was
no mistake. For there, in its right-
ful resting place, lay the missing
bracelet—valued, as he well knew, at
many hundreds of dollars.

What the manager had said before
was mild to his present language.
Diggs literally quailed before the oth-
er's loud voiced indignation. Bui
now, instead of Diggs being glad to
leave, he begged to be allowed to
withdraw his resignation. He said
he owed it to himself to remain in
a place where he had been so well
treated, protesting that he was sorry
he had made the error of proposing
to leave. However, it was not so
easy to gain his end. There was
now, to say the least, a big doubt as
to his ability to keep proper track
of the stock.

But finally the manager, in consid-
eration of Diggs’ long and faithful
service with the firm, agreed to his
tequest. However, there was one
condition attached to Diggs’ remain-
ing with the house: He must take
a week’s vacation in order to pull
himself together and recruit his ob-
viously poor state of health.

Diggs gladly agreed to do so. But
instead of going into the country,
as the manager had suggested, he
staid in town. He went to his bank
and drew out a sum of money. Then
he went to a detective named Noon-
an, explained what he wanted, and
together the two went out one night.

A careful scrutiny of Chonley's
private life proved that he certainly
managed to make his salary of $23
per week go an exceedingly long
way. But there was’'one thing to
his credit, whatever else he might do
or be—he usually took liquor spar-
ingly.

However, one night in a saloon in
a disreputable part of the city the
detective managed to get him to
drink several glasses of whisky, and
Chonley became communicative with
his new found friend. He hinted of

ways and means to “raise the wind,”
and be able to keep on doing it for
“j-eeahs and yeeahs” without being
discovered. The detective professed
sympathy and then, winking at the
other, drew a fine ring from his
pocket and asked where he could

safely pawn it. After ten minutes’
further conversation the two sep-
arated. The detective had the name

of the pawnshop and this was the
main thing he had wanted.

The next night, after all the other
employes had gone home, Diggs
walked into the manager’s office and
saw his chief. It was an exceeding-
ly stormy interview. The manager
called his assistant a “weak minded

dolt” and some other things hardly]

printable. Diggs bore all the abuse
meekly; but by sheer persistence nn-

COLEMAN'’S
Vanilla-Flavor and
Terpeneless-Lemon

Sold under Guaranty Serial No. 2442

At wholesale by National Grocer Co.
Branches at Jackson and Lansing,
Mich., South Bend, Ind., A. Babo, Bay
City, Mich., and The Baker-Hoekstra
Co., Kalamazoo, Mich.

Also by the Sole Manufacturers

FOOTE & JENKS

JACKSON, MICH.

Send ~ redpe book and spccial offer

BALLOU BASKETS AtIEBEST

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.

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

BALLOU MFQ. CO., Belding, Mich.

A HOHE

INVESTNENT

Where you know all about the business, the management, the officers

HAS REAL ADVANTAGES

For this reason, among others, the stock of

THE CITIZENS TELEPHONE CO.

has proved popular.
paid for about ten years.

Its quarterly cash dividends of two per cent, have been

Investigate the proposition.

Holland Rusk

is here to stay.

It has bene-

fited many a grocer because
it sells readily the year around

and every buyer

other.

“tells an-
Thus the grocer is

advertised. The sales show a

steady increase.

Ask your

jobber or write us.

HOLLAND RUSK

CO., Holland, Mich.

Every package of Holland Busk bears a Dutch Windmill as trade-mark and is
guaranteed under the National Pure Food Laws.



ally won his case. That night, as-
sisted by the manager, Diggs check-
ed every piece of jewelry in the store
to which Chonley had access.

Sure enough, at io o'clock that
night the manager had to admit that
Diggs’ suspicions apparently were
well founded. For a necklace, val-
ued at $L000, was absent from its
customary place.

It was now the manager's turn to
treat Diggs with old time respect
and inquire what action he thought
advisable.

“Tell Chonley casually in the
morning by messenger a few min-
utes before 12 noon that you would
like to send the missing necklace for
inspection to a certain party in the
White-house hotel. Say that it must
be at the hotel not later than 3
o’clock in the afternoon.”

“What then?” was the further in-
quiry.

“Wait until about 2 o'clock p. m,
and then | believe | will be able to
report. Another thing, sir, I won't
see you again until about the time
mentioned.”

At about half-past 12 the next day
Diggs and his detective saw Chon-
ley alight from a street car about
two hundred yards away and make
quickly for a pawnship on the op-
posite side of the street.

Acting on the prearranged plan,
the detective slipped into the pawn-
shop before Chonley could reach it

When Chonley came in, the de-
tective, well disguised, was apparent-
ly deeply absorbed in the merits of
an old meerschaum pipe. He looked

rso old and disreputable that Chonley
felt quite free to speak right out.

After being engaged in earnest
conversation with the pawnbroker
for a few minutes, the detective saw
Chonley handed a big roll of bhills.
On receipt of this he said with ap-
parent unconcern: “Oh, by the way,
I'll take that necklace out.”

Juts then the detective sauntered
to the door. It was the signal for
Diggs to enter. Tom came in just
as the necklace was being handed
across the counter. Aided by the
detective who slipped in between the
two Diggs grabbed the necklace.
Chonley’s face took on a color sim-
ilar to cigar ash, and although he
tried to brazen the matter out, he
finally agreed to go with Diggs to
the manager rather than have the po-
lice brought in on the spot.

That afternoon Chonley’s father
appeared at the office of Moslee &
Co. He was by no means wealthy,
but rather than see his son go to
jail he promised to see that every
dollar taken was paid back.

Then the manager raised Diggs’
salary and begged his pardon for his
previous wrongful suspicions and
asked Tom how he had managed to
unearth Chonley’s thefts.

“It was quite a scheme, sir,” re-
sponded Diggs. “He had everything
figured out so that he could keep on
stealing for years and years and still
not be detected. He began with tak-
ing some jewelry worth but a few
dollars, pawning it, and then when
he knew stock taking would require
the presence of the article he took
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another piece of jewelry from an-
other part of the store which would
not be missed for weeks. Every time
he had to replace a watch, a ring, or
a necklace, etc., he took some article
of higher value. This enabled him
to pay back the money and also to

have plenty of spare cash with which
to enjoy himself.” W. Brighton.

Hello, Mars! This Is Mr. Tesla.

Nikola Tesla says he will be able
to talk with Mars if the power pro-
ducing companies at Niagara will co-
operate with him. He asserts that
a way has been found at last
for transmitting wireless messages
across the gulf that separates us
from the fiery planet. He has been
working for several years on an
electric power plant capable of trans-
mitting 10000 horse power to any
part of the world or to any of our
neighboring planets. The mere mat-
ter of distance between dispatching
and receiving points is absolutely
no object whatever. Wireless pow-
er, according to M. Tesla, may be

Every Mirror Poisons Somebody.

Every mirror is made at the cost
of human suffering and poisoning.
The silvering of the glass by apply-
ing a layer of tinfoil alloyed with
mercury involves so much risk of
poisoning the work people constantly
breathing the mercury vapor that nu-
merous attempts have been made to
use another metal for the purpose.

It was shown by Liebig that a fine
adherent deposit of metallic silver
could be applied to glass by reducing
a solution of a silver salt with milk
sugar, so this method has been em-
ployed as a commercial process.
There have been partly successful at-
tempts to get a like deposit of cop-
per.

The mirror often lacks brilliance
and is usually disfigured wfith stains.
But it has been found by one F. D.
Chattaway, of England, that solu-
tions of copper salts can produce
brilliant reddish Aims of metallic cop-
per which are as perfect reflectors as
silver mirrors. His method of coat-
ing glass with a layer of copper, it
is thought, will probably be used ex-

sent a million or more miles just asltensively in making mirrors and other

easily as one mile.

Several of the electric power com-
panies at Niagara Falls have agreed
to co-operate with M. Tesla in an
effort to reach Mars by wireless.
These Niagara power plants are now
capable of producing electrical vi-
brations of such intensity that if
measured by ordinary standards the
rate at which their energy is deliv-
ered could readily be advanced*to a
billion horse power. But no such
performance is necessary to produce
strong eectrical impulses on Mars.
Mr. Tesla has estimated that a rate
of a few hundred million horse pow-
er is quite sufficient to establish
wireless communication with  that
planet.

Mr. Tesla’s wireless plant which
he has already equipped at Long
Island for the sending of long dis-
tance electrical waves is to be util-
ized. Mr. Tesla agrees with other
scientific men in thinking that Mars
is considerably older and supposed-
ly correspondingly more advanced
than we in science; and he also be-
lieves that Mars is now signalling
to us.

Pumpkin Seed.

The use of pumpkin seed in the re-
moval of tapeworm is as effective as
it is simple (Journ. Am. Med. Assoc.)
Full strength seed are to be employ-
ed, two ounces of which should be
hulled, thoroughly crushed to a fine
powder, mixed with a small amount
of honey and spread on a thin piece
of bread and eaten as an ordinary
sandwich. In one or two hours fol-
low with a cathartic. Infusion of
pumpkin seed, recommended by some
authors, can be given to children in
one or two ounce doses. Pumpkin
seed are dependent on a resinous prin-
ciple, peporesin, as supposed by
some, but this has not been definite-
ly proved. It may be added that the
flesh of the pumpkin has been used
in the same disease. Deprived of
their hulls and exhausted by ether,
pumpkin seed yield about 30 per cent,
of fixed oil.

glassware articles.

Needed Both.

“Oh, my!” exclaimed the excited
woman who had mislaid her hus-
band, “I'm looking for a small man
with one eye.”

“Well, ma’am,” replied the polite
floorwalker, “if he’s a very small
man, maybe you'd better use both
eyes.”

He rejects all rewards who
fuses moral responsibility.

Simple

re-
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ALABASTINE

BUIE

Mica Axle Grease

Reduces friction to a minimum. It
saves wear and tear of wagon and
harness. It saves horse energy. It
increases horse power. Put up in
1 and 3 Ib. tin boxes, 10, 15 and 25
Ib. buckets and kegs, half barrels
and barrels.

Hand Separator Qil

is free from gum and is anti-rust
and anti-corrosive. Put up in
1 and 5 gallon cans.

STANDARD OIL CO.

GRAND RAPIDS, MICH.

Account File

A quick and easy method
of keeping your accounts
Especially handy for keep-
ing account of goods let out
on approval, and for petty
accounts with which ore
does not like to encumber
the regular ledger. By using
this file or ledger for charg-
ing accounts, it will save
one-half the time and cost
of keeping a setof books.

Charge goods, when purchased, directly on file, then your custormer’s

bill is aways
ready for him,
and can be
found quickly,
on account of
the special in-
dex. This saves
you looking
over several
leaves of a day
book if not

posted, when a customer comes in to pay an accourt and you are busy

waitihg on a prospective buyer.

Write for quotations.

TRADESMAN COMPANY, Grand Rapids
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Theory and Practice in the Hard-
ware Business.

When any great movement is ex-
perienced, there is always a tendency
to leave that which is behind and
give the greater portion of attention
to the new schemes and develop-
ments which are going on. This is
especially so with the progressive
tradesman, and it is the progressive
tradesman who is the real live trad-
er, and the man who to-day makes
his mark. Undoubtedly a great wave
of advancement in the better han-
dling of hardware is passing ovei
both the old and the new worlds.
Hardjwaremen are banding them-
selves together in associations; and
manufacturers, merchants, and retail-
ers, either in combination or in sep-
arate organizations, are making plans
and formulating schemes for more
profitable trading. In many places
they are looking forward with ex-
pectancy to the coming Hardware-
men, and here and there philanthro-
pists are spending time and money
in educating the rising generation;
endeavoring to make them better
gualified to battle with commercial
difficulties than their predecessors.
The different universities, schools
and colleges have long since recog-
nized the importance of higher edu-
cation, and there is scarcely a town
where classes and competent teach-
ers are not provided for those who
wish to gain more technical knowl-
edge of their several industries.
Brassworkers and coppersmiths may
learn how to fashion goods and how
to embellish them with decorative
ornament. Tin-plate workers and op-
erators in sheet metal may learn how
to cut patterns and to use up materi-
als scientifically and economically.
The working plumber, the gas-fitter,
or the tin-man may attend classes
and may gain technical knowledge
about the different materials he uses,
the scientific methods of distribution
of gas, electrical work; in short, the-
ory is to-day made prominent in the
workshop.

The literature of the present day
affords the intelligent worker oppor-
tunities of obtaining technical knowl-
edge, and a workman with a good
memory can make himself sufficient-
e ly proficient to pass an examination,
and even to give a future employer
the assurance that he is a qualified
workman. This can be acquired by
technical training without even a
scrap of practical knowledge. It
might almost be said that were an in-
telligent youth to have access to
trade journals, catalogues of manu-
facturers, and the numerous descrip-
tive pamphlets which are distributed
so widely to-day, he could acquire a
smattering of trade knowledge, gain-
ed in purely a superficial manner.
Book knowledge is carried to such
a pitch that the technically trained
clerk or salesman scarcely conde-
scends to the practical, and his the-
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oretical knowledge, however great it
may be, will often keep him theoriz-
ing without bringing to a satisfac-
tory conclusion the business he has
in hand. Theory is carried to an ex-
cess, and to some extent to the ex-
clusion of the practical.

Every hardwareman will admit that
the practical training gained in the
old days when a long apprenticeship
had to be served was of great use-
fulness. The apprentice was thor-
oughly grounded in the business, and
although he might buy and sell goods
with comparatively little knowledge
of their construction, or even of
their utility, he managed to jog along
and his employer made some money
out of his transactions. It will, of
course, be admitted that theoretical
and technical training are absolutely
required nowadays, but not to the ex-
clusion of the practical. The man
who can apply his knowledge is the
man who will make his way in the
world, and it is in the combination
of the two qualifications that the suc-
cessful trader of to-day is sure of
his ground, and knows full well that
by obtaining that which is useful in
the old, and tacking on the really
necessary portion of the new, he will
succeed.

The trader may leave alone the
routine of the practical which his
own experience will have shown him
to be superfluous, and he may ignore
the ultra technical which precludes
his free application of the practical.
By hitting a happy medium, we be-
lieve that the Hardwareman of to-
day succeeds, and in steering a
straight course between the two ex-
tremes. he is able to hold his own
amidst the outside competition which
so often interferes with profitable
Hardware trading. It is on such
lines as these that a successful busi-
ness may be built up, and it may not
be out of place to remind our read-
ers that a “jack-of-all-trades” is per-
haps not the most desirable leader of
a Hardware store. In these days of
combinations, trusts, and large stores,
it is impossible for the man at the
helm to possess all the knowledge
necessary to make that business a
progressive concern. Yet a business
which year by year develops, increas-
es, and becomes a better money-pro-
ducing concern to the proprietors
and shareholders needs every quali-
fication in its leaders. It is in such
large concerns that the advantages
of departmentizing come in, and
where the different spokes in the
wheel may in themselves be varied,
and yet all are necessary and all
must harmonize. The secret of suc-
cess in a large business is to embrace
all qualifications in the heads of de-
partments, and to allocate to each
his own particular spot wherein he
can shine to the greatest degree.
Theory in control, without practice,
is useless, and so all along the line.
A strong combination is made up by
each individual member bringing his
qualifications to bear so as most
nearly to produce a complete and
perfect whole.

Here is struck the keynote of the
whole matter—the need of a com-
plete organization; an organization

in which each constituent element is
present, represented somewhere—
theory and practice, knowledge and
experience, wisdom and energy. Like
the best type of watches, the organi-
zation of every business should pos-
sess a compensation balance— Fred
W. Burgess in Hardware.

Goods Well Displayed Are Halt
Sold.

Your show-windows to a great ex-
tent can be arranged so that they will
attract the class of trade which you
wish to patronize you. If you are
seeking for only the very best trade,
people who buy quality goods and
fancy importations, your price and
location will be apt to cause such
persons who buy those goods to call
into your store. If, however, you are
seeking for those who wish bargains,
then you should dress your window
with everyday wants and marked at
very low prices.

Don’t consider so much your own
taste in the dressing of the show-
window as the effect it is likely to
have on the class of prospective eus- j
tomers you aim to reach. You should
strive hard to make your show-win-
dow appeal to the people in a man-
ner they will best understand. You
should present goods and use meth-
ods and prices most likely to arouse
their interest and instil a desire to!
buy the things you have on display, i

Show-window display advertising !
is the most inexpensive form of pub-!
licity and enjoys the admitted ad-
vantage of bringing the quickest re-
turns for the smallest expenditure.!

Established in 1873

Best Equipped
Firm in the State

Steam and Water Heating
Iron Pipe'
Fittings and Brass Goods
Electrical and Gas Fixtures
Galvanized Iron Work

The Weatherly Co.
18 Pearl St. Orand Rapids, Mich.

Foster,
Stevens & Co.

Wholesale

Hardware

Fire Arms
and Ammunition

33-35-37-39-41 Louis St
10 and 12 Monroe St.

Grand Rapids, Michigan

GRAND RAPIDS PAPER BOX CO.

MANUFACTURER

Made Up Boxes for Shoes,
Candy, Corsets, Brass Goods,
Hardware, Knit Goods, Etc. Etc.

Folding Boxes for Cereal
Foods, Woodenware Specialties,

Spices, Hardware, Druggists, Etc.

Estimates and Samples Cheerfully Furnished.

Prompt Service.

19-23 E. Fulton St. Cor. Campau,

Reasonable Prices.

GRAND RAPIDS, MICH.

A Gasoline Lighting System

That Requires

and,

No Generating Vaty

IPuII the Chain I

Lights

No climbing ladders or chairs

Is as convenient as electricity or gas and costs

less than one-twentieth as much to operate.

like the latest Nernst electric arc lights.

Looks

It will revo-
lutionize the lighting of stores and homes.

Anyone

can install and own a lighting plant at a cost of from
$20.00 up, according to the size of the space to be

lighted.

500 Candle Power, two hours a night for

a Nickel a Week. Will actually run 40 to 60 hours

on one gallon of gasoline.

Every outfit carries an

eleven year guarantee backed by a responsibility that

is unquestionable.
lighting, viz.:—having to generate the
lights before using, entirely overcome.
Send for our 48 page catalogue showing
many beautiful designs.

Gloria Light Company

5-7 N. CURTIS ST,, CHICAGO

The only objection to gasoline



but in order to bring about this de-
sirable result, your window must be
attractive. It should be a delight to
the eye and to the taste. A neat and
properly constructed show-window
display frequently creates a want of
which the on-looker was not previ-
ously conscious. How many times
does it happen that people in looking
at show-window displays suddenly
conclude they want something which
they see exhibited and which they
had not previously thought they stood
in need of?

Correct and right window display
means selling goods and more goods
of the particular lines you have on
display. Your show-window intro-
duces you to many people, but it de-
pends on your ability and display to
hold and make most of such a wide
acquaintance. There is much strategy
in firing at the consumer as he moves
along, but there is an infinite greater
chance of hitting him if he is first
brought to a standstill by something
which pleasantly attracts, nor is it
necessarily a matter of low price to
bring about this condition.

Show-window dressing is, after all,
not such a difficult thing as many
people imagine. Any Hardware man
who understands his business and the
community in which he lives can
make an effective display without
preliminary instruction in the art
other than that gained across the
counter in his store. It is not nec-
essary that a window should be ex-
pensively decorated in order to at-
tract attention, but it should show the
goods and be priced in a way the
public will become interested in and
like to see.

Some men seem to have the idea
that window dressing is an exact sci-
ence—that unless a man has made a
special study of it, he can not make
a success of it. They are wrong.
Window display is not an exact sci-
ence. All that any one knows is that
the experts make it pay, and that oth-
ers who are a long way from ex-
perts make it pay, too. Show-win-
dow display, when done in the right
way and spirit and showing the right
goods at the right prices, and backed
up with good service and store sys-
tem, and stuck to perseveringly, pays.
There are many things in making a
show-window display which every
man must find out for himself, and
the finding out takes time and is
sometimes a long-drawn-out and diffi-
cult process. The hardware dealer is
liable to start wrong, but if he does,
he may be sure there is a right way,
and that if he keeps on doing the best
he can he will find it sooner or later.

Attractive show-window display is
neither an art nor a science. It is
just plain common sense, coupled
with a natural or acquired ability to
decorate or display with simplicity
and force. The window dresser must
first of all be a practical man. He
should have a good knowledge of
the common-sense laws that create
desire and govern sales. He should
have the knack of telling his show-
window story with simple display,
and yet with a forcefulness that at-
tracts attention and creates desire
that brings people into his store for
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information, or better still, for the
goods themselves. It is a great deal
with window dressing as it is in vege-
tation. You must plant and watch
the growth thereof, carefully water-
ing and pruning and caring for the
plant generally until it blooms and
bears fruit. Attractive show-win-
dows, if they are changed frequently
and show up-to-date goods, will real-
ly work wonders in a business-bring-
ing way, but like the growing plant,
they require careful attention and
proper and regular nursing.

Quite as important as the show-
window display is the arrangement
of the goods inside the store—the
method of handling and displaying
them. Any line of goods which in-
cludes many sizes and styles ought
to be displayed for two reasons—
your convenience and the customer’s
satisfaction. As a convenience, it
saves time and labor of the clerks.
As a satisfaction to the customer, it
furnishes an opportunity for him to
see all that you have and avoids his
having a feeling that he might have
bought something more satisfactory
if he had been shown the full as-
sortment.

Method of sampling or displaying
goods on the inside is in itself a sub-
ject that is worthy of most careful
consideration, but one principle ought
to prevail in every method—place the
samples where they can be easily
seen and examined by the customer.
A sample with the prices attached
(marked in plain figures) is also a
great advantage in aiding the cus-
tomer to decide quickly on the style
of article wanted. Goods on drawer
fronts eighteen or twenty feet from
the floor make a display, it is true,
but of what use are they to the cus-
tomer, unless brought within reason-
able distance so that if he desires he
can personally examine them.

A road salesman with a line of
samples is more entertaining than
one who shows only a catalogue—
the samples speak for themselves, but
what persuasive power is there in
wood cuts and printed descriptions?
Why do all the hardware stores sam-
ple their line of pocket knives ana
cutlery? How much cutlery business
would be possible if a few samples
were displayed and the other patterns
shown only on- request of the cus-
tomer? This principle applies to all
kinds of goods handled by the hard-
ware trade with equal force and, of
course, the execution of the idea
should be extended more or less, ac-
cording to the available space to be
used. If you have never tried an ex-
tensive floor display you can have no
true idea of the extent of floor dis-
play as an excellent sales promoter.
As to the results financially, there is
no question of success. Experience
proves it in various ways—larger
sales, better profits, the commendaT
tion of the public, the congratulations
of your regular customers, greater
interest among your clerks and a feel-
ing of conviction in your own mind
that the hardware business is not al-
together a grind, but is really worthy
of a man’s best thought and furnishes
many an opportunity of indulging in
better systems, more attractive dis-

plays, and the lofty ambition to have
a cleaner, neater and more attractive
hardware store than your competit-
ors.

Successful show-window and floor
display, in a few words, is working
out your own salvation and in youi
own way, provided always you use
your best judgment and do the best
you can; therefore, | say again, no
man can tell another how he did it
The successful man attributes his
success to his energy, to his loca-
tion, to his prices, to his change of
displays, to his store system and to
this, that or other features of his
business campaign, but down in his
own heart he knows, and the other
man knows, that after all he hasn’t
put his finger on the spot. That is,
he can not make a rule from his own
experience that he can recommend as
a sure specific for others. The very
best he can do is to help the other
man put his house or store in order
and get ready to prepare for the real
struggle. Into that store, as in all
other serious experiences in business
life, he must go down alone and work
out his own salvation.—G. H. Dishold
in Hardware.

Clinched.

The insurance agent had exhausted
his arts. With tears welling from his
eyes and in a voice quivering with
emotion, he had recited the harrow-
ing tale of a widow and orphans in
dire distress through the untimely
death of their thoughtless protector.
But the farmer was unmoved. “Nope;
I guess I'll not take any to-day,” he
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said, and reached for his red ban-
dana.

“But,” said the wily agent, “with
every policy go an almanac, a glug
of Greenville, a brass watch, an ac-
cordion and a bottle of liver medi-
cine, besides a brass band to head
your funeral procession.”

“Gosh ding!” came the reply. “Give
me one. Nobody can ever say Joshua
Hay neglected the welfare of his lov-
ed ones.”

**I 1 1 ™ ™

Blankets

and

Fur Robes

This cold weather is
just what is needed to
move them. Send us
your order to fill in be-
fore your stock is too
low.

Quick Shipments

Brown & Sehler Co.
Grand Rapids, Mich.

WHOLESALE ONLY

Obey the Law

By laying in a supply of gummed labels for
your ¢ales of

Gasoline,

Naphtha

or Benzine

in conformity with Act No.

178, Public

Acts of 1907, which went into effect Nov.

1. We are prepared to supply these labels
on the following basis:

1.000— 75 cents

5.000— 50 cents per 1,000
10,000—40 cents per 1,000
20,000—35 cents per 1,000

Tradesman Company

Grand

Rapids



24

Advantages and Possibilities of the
Clothing Trade.*

I am engaged in the wholesale
manufacture of men’s clothing, an in-
dustry which has grown marvelously
during the last few years, so that, as
I am informed, it is to-day the second
largest industry in the country, be-
ing only exceeded in the steel and
iron trades. What can be done in
elevating an industry or any branch
of commerce can scarcely be better
illustrated than in that of the cloth-
ing manufacturing field. It is easy
to bring home this fact to Univer-
sity students, because they are rec-
ognized as the most discriminating
and fastidious dressers, and are
among the best patrons of the high-
est grade of ready-to-wear clothing.
I may appeal, then, to your own ex-
perience and ask you to go back
with me five or six years, and al-
though you were quite young at that
time, you may remember what a poor
opinion was held in those days of a
ready-made suit of clothes. A ‘“hand-
me-down” garment was almost syn-
onymous for something that was in-
ferior, to be despised or laughed at.
To-day men who have had their
clothes made to measure for years
buy ready-made clothes because a
perfection has been attained in them
which is equal to the product of the
best merchant tailor. The industry
has been developed. The designer
who creates the patterns and who ten
years ago earned a salary of possi-
bly $4,000. if he was extremely skill-
ful. receives to-day from $10,000 to
$15,000 if he is of the first rank. The
foreman of a tailor shop who in days
gone by would get $0 to $25 per
1 vek earns from $75 to $100 now,
and so | might quote ad infinitum.
Ten years ago $18 or $20 was consid-
ered a good price for a ready-made
suit of clothes: to-day they are con-
sidered of but medium grade, while a
great many garments are retailed as
high as $40. $50 and even $60. and
are veritable works of art. The en-
tire standard of the clothing industry
has been raised.

The sweat shop, which the sociolo-
gists justly denounced, has disappear-
ed, and in its place are installed mod-
ern factories and tailor shops of the
most hygienic character, furnished
with welfare and recreation Quarters
for the comfort and health of the
working people. One of our prom-
inent manufacturers is now erecting
a large two-story brick tailor shop
of about 50,000 square feet on each
floor, light and airy, supplied with
the best improvements and almost
luxurious appointments and provid-
ed with all the latest machinery and
equipments. Large spaces have been
fitted up as rest and dressing rooms
for the women. The former are sup-
plied with magazines and newspa-
pers. where an agreeable half hour

¢Address by August Gatzert before
Commercial Club of the University of
W isconsin.
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may be spent during the noon recess
or where an employe may find respite
while temporarily indisposed.  Simi
lar quarters are provided for the
men. A large dining room will be
made ready where the employes may
eat their lunches amid comfort and
convenience, and where hot coffee
may be purchased at one or two cents
a cup. Similar improvements are
made everywhere in the clothing man-
ufacturing trade, with the result that
the best of tailors and the most skill-
ed hands are drawn to these better
and more pleasing surroundings, be-
cause the best and most reliable class
of artisans naturally seek the health
ful and attractive workshop. Dif-
ferent from the conditions of fifteen
years ago, the wholesale tailor shops
of to-day are on a par with the most
progressive and modern factories in
the world. A trade which less than

generation ago was looked upon
as rather inferior has been developed
into a prosperous and prominent in-
dustry, employing thousands of hands
at good wages and many of them in
very remunerative positions.

Just as the advancement in the
manufacturing branch of the cloth-
ing business has been marked, so the
entire tone of the business has been
raised and the general conduct of the
industry improved. Prominent manu-
facturers have put forth a high class
and resourceful system of advertis-
ing, thereby making their products
known to the consumer. In maga-
zines and daily papers large appro-
priations have been spent to make
certain names and makes familiar to
and popular with the public. Style
books of excellence and often ele-
gance are published at a great out
lay and mailed by the manufacturer
to*all those persons whose names and
addresses the different local dealers
will supply; thus the people at large
become acquainted with the names of
the manufacturers, who, up to that
time, were complete strangers. If the
goods possess the merit (and that is
most essential) which is claimed for
them in the advertisements, they will
eventually become popular and be
sought. Tf of a conspicuous degree of
excellence, the wares thus advertised
will make a lasting impression upon
a great number of people and almost
compel a merchant to carry goods of
a particular make in stock, in
order to meet the demand on the part
of the public. You probably have
noticed the growth of these whole-
sale clothing manufacturers’ adver
tisements in our leading publications
but who of you ever saw such an ad
vertisement ten years ago? Nobody—
no wholesale clothing manufacturer
ever advertised. He tried to create
a large demand for his goods en-
tirely through the retailers, upon
whom he completely depended. To-
day thousands of people all over this
country step into various stores and
shops and ask for a suit of clothes
of such and such a brand or manu
factured by a certain firm. Nothing
of this kind occurred ten years ago.
You can readily see what a big step
forawrd this advertising campaign has
been. It has been an additional
means of elevating and dignifying the
industry.

Let us take up another feature in
the conduct of the clothing business
in which, like all other lines, rapid
strides forward have been made—the
sales department. The territories are
divided up systematically and geo-
graphically among a number of men,
each man being appointed for a cer-
tain field, instead of allowing special
favorites to go anywhere and wher-
ever they might happen to claim a
personal friend or customer. The en-
tire personnel of the clothing sales-
man to-day is different and of a
higher type than it was ten years
ago. Then we still had in a predom-
inating degree the hale-fellow-well-
met traveling man, who would sell
his goods largely on the strength of
his personal magnetism and friend-
ship or by means of his liberality with
cigars and similar attractions. That
type of salesman is rapidly passing
away in our trade, and is replaced by
a more modern and versatile sales-
man, who will sell more goods than
his predecessor did, by means <f up-
to-date methods.

He has been trained in the new
school, and his success is not so much
the result of his personal relations
with the merchant or buyer as it i
his mastery of the science of sales
manship. That science is indeed
worthy of being developed to the
highest degree, and | firmly believe
in the good work that some of th
schools are doing which have, been
established for the education of
thorough-going salesmen. | do not
know whether in your courses this
particular art is taught; if not, i
would seem to me that theoretical in
struction in the ethics and practice of
salesmanship would be well placed.

Whether a man sells clothing or
whether he sells products of iron
whether he sells railroad stocks or
grain, the same elements and power
and means of efficiency should be cul
tivated to obtain the highest results
A salesman should have a thorough
knowledge of the goods he sells; he
must be competent, courteous, pleas
ing and persuasive; he must be able
to make a prospective customer think
what he wants him to think of his
goods. He must have enthusiasm,
and be able to impart it to the mer-
chant. He must have that judgment
which tells him how to appeal to a
merchant, whether mentally or emo-
tionally, because a merchant may be
won over by one of these methods
when he can not be reached by the
other.

I know of a salesman who, in spite
of repeated visits, could not interest
a certain dealer; he never could get
the right kind of an interview. Fin-
ally he called one evening at the
tore, just before closing time. The
merchant's wife Jiad called and was
waiting for her husband. The sales-
man was introduced, and the conver-
sation turned upon books. He spoke
of some clever short stories he had
just finished, and offered to send the
book to the lady, which he did the
following day. She returned it a week
later with an appreciative note of
thanks. On his next trip to that
town the salesman had a very cordial
reception from the proprietor of that,
establishment. It was easy for him

VABASH

STRIPE,
RAILROAD
OVERALLS

COATS AND CAPS TO MATCH
MADE OF THE CELEBRATED GERMANIA
PURE INDIGO DRILL, THE STANDARD
INDIGO CLOTH FOR SEVENTY YEARS

BUY THE. BEST AT ~

Your Name and Address
Here

If you
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above cut
mortised
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name and
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please

write us



to obtain ah interview and permission
to submit his samples. The result
was a good order from a man who
ever since kept a good account with
the house. It was a dear case where
a customer to whose mind the sales-
man could hot appeal after repeated
talks was readily reached through
the heart.

There are cases of that kind every
day in a salesman’s experience, -and
it is up to him and to his intelligent
understanding of human nature and
of the requirements of the situation
to make use of these opportunities
as they present themselves.

t could line up before you a hun-
dred of the salesmen who sold cloth-
ing On the road ten or fifteen years
ago and select a like number of about
the same age from those who repre-
sent the same houses to-day, and no
further comment would be required
You would readily recognize through
the appearance and impression of
these men, who are typical of the
industry which they helped to pro-
mote, what great progress has been
made, how the industry has been de-
veloped.

Of almost equal importance to
producing an article of merit and
placing it properly on the market is
the service you give to customers.
A customer once made should never
be lost; new ones should be added
constantly. If old customers are lost
as fast as new ones are made, you
can readily see that there is little
growth in prospect, while, on the
other hand, a satisfied customer is
the best recommendation that a house
can have. While it is most essen-
tial that able salesmen should be
sent out by a firm to sell and popular-
ize the product, the work of the
traveling man must be complement-
ed by prompt, attentive and thor-
oughly satisfying service from the
main office or warehouse. Let the
correspondence between the house
and the customers be of the most
painstaking nature and be expressive
of and typify the high standard and
aim of the house itself, so that the
latter may at all times enjoy the
regard and respect of the merchant
whose business is sought.

Let the merchandise that is sent
out of the house go forward in a well
put up parcel or a neat looking box
or a substantial case. It should be
marked plainly and cleanly (not
slovenly) and the goods, whether the
parcel be small or large, should be
put up and packed in such a way that
when they are opened they will at
once disclose that attention and care
to the little details which are so much
appreciated by a customer. Even in
these small things the broad charac-
ter and thoroughness of the manu-
facturer should find an exponent. As
a meal tastes better which is brought
to the table with fine service, so the
appearance of the merchandise is
heightened when properly placed be
fore you. All the printing matter that
goes out of the house, down to the
shipping label which is placed upon
the packages, should be tasteful and
correct and expressive of the entire
system and high class service prevail-
ing in the house.

My experience in executive posi-
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tions has taught me that efficient and
reliable service can best be attained
by a thoroughly harmonious and in-
telligent working force, by bringing
together ahd training a class of em-
ployes who have the welfare of their
house at heart, so that the smallest
details w-hich are left to the newest
employes will be attended to with
the same scrupulosity as the
greatest problems that may present
themselves. You will find, after you
have entered active service in the
employ of others, that faithful work
will be appreciated, not only .from a
financial point of view, but in the
respect and consideration which you
receive, which indirectly will help
you to greater thihgs sooner or lat-
er. The employer of the modern
school surrounds himself with a force
of employes that is thoroughly loyal,
reliable and interested, and he will
respect them in turn and train them
in such a way that they will enjoy
their work and have confidence in the
future. The custom of being un-
reasonably strict is a thing of the
past. While there must be discipline
in every house, it should not be of
the dictatorial kind, but of that na-
ture which awakens the conscien-
tiousness in the right person to put
forth his best efforts at all times.
In the earlier part of my talk |
referred to the joy that every-
one should get out of his work to a
greater or smaller extent, and that it
can be done is very well illustrated,
I am happy to say, by one of the
prominent exponents in the wholesale
clothing trade. Although not a rich
man in the modern sense of the word,
the President of the National Asso-
ciation of Clothiers, a man at the
head of a well known, prosperous es-
tablishment of New York City, ha>
devoted a great portion of his time
within the last few years to public

welfare work. With each year he
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business man who should take the

gives less of his time to his business [time to serve on the juries, to attend
and more of it to public matters, be- jthe primaries and to make a bold

ing a prominent worker in such agen-
cies for good as the National Civil
Federation, Societies for the Promo-
tion of Peace among Nations, Settle-
ment Work and other philanthropic
movements. His

fight against the domination of our
public affairs by professional politi-
cians, whose main object is in search
of gain and not the good of the com-
munity.

name and good 1 Our public conscience will improve

deeds have become read”y known to until the business man inculcates his
us, and their beneficent influence is lessons and his practice into our pub-
making itself felt among the mem- lic doings, and upon business men, es-

bers of our Association.

pecially those who have had the ad-

He told us in a recent address of vantage of college training, such as

the contentment he derives from this
work, and urges us to likewise devote
some of our time to the welfare of
others and not to seek our highest
ambition in the piling up of money.
For the glory of the clothing manu-
facturers, | assert it is a further evi-
dence of the development of our in-
dustry that we claim such a man
as one of our leaders, and | mention
it to you as a stimulant and example
to be emulated. For although such
an activity may be only for the mid-

you have had, is it incumbent to cul-
tivate and exercise the duty of citi-
zenship in the fullest measure. It is a
happy sign that of late many of the
college men, graduates of our great
universities, take an active part in
public life and their power for good

.has already been manifested. Gradu-

ates from a department of commerce
especially should endeavor to make
their influence felt for the public
good, and thus induce others less
fortunate in education, but associat-

dle and later years of a man's life, 1jed with them in business life, to co-
recite these incidents to you as an Operate in behalf of honest, clean and
incentive to perform your duty and 'effective legislation and administra-
enter into active business life not tion in public affairs.
only as a business man, but as a Step by step the plane of the cloth-
broad-minded, public-spirited citizen iNg industry was elevated, and as one
of your country. There is no greater feature or department of the enter-
need nowadays in our public life than |Prise grew more perfect, so the oth-
that of enlisting the sympathy and €rs fell in line, until the business in
co-operation of the business man in all its branches became a field wor-
civic and state affairs. Ithy of the best efforts of any of our
The man of commerce is inherenﬂy Icitizens. The owners of some of the
honest. The whole structure of com- 'older houses are looking to the prop-
merce rests upon integrity and will € continuation of their efforts by
not stand upon any other foundation. 19iving their sons a thorough train-
It is the man of business who is INg- Several young men finish-
needed to-day in the offices of aider- )ed their education at various univer-
man. state legislator, congressman lsities, took subsequently a course in
and senator, so that straightforward Itextile schools and were then placed
and practical measures should be put |by their parents in tailor shops, where
through for the good of the people they will learn the _actual sewi_ng of
instead of the politician. It is the |9arments, after which they will be

You have had calls for

1AND APOL

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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taught cutting and designing, and
then after having mastered the tech-
nical features of the industry, they
will be put on the stock floors and
in the offices, and finally on the road,
so as to thoroughly learn the business
and master every detail of it before
they will be called upon to assume
the guidance and take the father’s
place.

I am selfish enough to hope
many of the graduates of the
partments of commerce of our uni-
versities may some day seek the
clothing industry for their vocation. |
am sure that I am not advising
poorly when | say that it offers to
the man of ability, originality and
ambition a broad and rich field for
the unfolding of his talents. It holds
out remunerative positions to the man
of inventive genius, it will yield rich
rewards to the creative spirit, and
in its many-sided requirements it
places no limit upon what the stu-
dent endowed with resources and
practical ideas may accomplish.

As the men’s clothing trade has
thus been developed, so the manufac-
ture of women’s wearing apparel is
undergoing a change, leading from
year to year to a better and higher
stage. | have outlined more fully
than I otherwise would have done the
particular kind of business with which
I am familiar, because it, like any
other industry, may serve you as an
illustration of what can be done by
intelligent and coherent efforts. At
that, | consider the ready-made
clothing industry but in its infancy,
and the same may be said of many
other, if not all branches of com-
merce in our growing, Prosperous
country. Whatever active occupation
you may engage in some day, no
matter whether you become a manu-
facturer or a jobber, whether you
will deal in bonds or whether you
will sell the product of the soil, bear
in mind and endeavor to always offer
an article of merit. Let “Merit” be
your watchword and your course is
bound to result in your advantage.
Whatever field you may enter, mas-
ter it thoroughly. If some of you
may engage in the manufacturing
business, try and learn the trade from
its very beginning and through all
its various branches, no matter if
it should retard your earning capaci-
ty a few years; the years thus spent
will ultimately prove to have been a
good investment.

There afe room and need for talent
in all houses nowadays, and it is
idle talk to say that the opportuni-
ties that existed twenty-five vyears
ago are no longer open for young
men or women. | believe that they
are greater than ever before, because,
as | said of the clothing industry, so
| believe that most of our indus-
tries are but in their infancy. The
very fact that a great university like
that of Wisconsin is blazing the way
in opening a course of commerce for
students shows that the higher de-
velopment of our industries has but
begun, and that great things are in
store for the American manufactur-
er. Like the industries, so the coun-
try is but in its infancy and will grow
and grow, to say nothing of the vast

that
de-

fields that will be ready to receivelering Williams

MICHIGAN TRADESMAN

our product in South America, Asia
and all countries of the Far East,

It is up to you then, young men,
who have the privilege of an educa-
tion such as you are receiving, to
lead our industries and commerce
to the broader and more lofty paths,
where they will occupy the highest
place in industrial life and be sym-
bolic at the same time of integrity
and honor.

Profit By Personalities About You.

You, young man, who are begin-
ning life in some business as one ol
a number of fellow employes, doubt-
less you find among your fellows
some one above all the rest whom
you admire and whose ways you are
likely to copy unconsciously. What
kind of a man is this? What is he
doing for himself and for the busi-
ness in which he is a salaried em-
ploye?

The thought struck me forcibly
some time ago, when, in conversation
with a man of great wealth, who had
grown up in one of the famous hous-
es of the country, this wealthy mer-
chant spoke feelingly of the great
obligations which he owed to the
memory of a man long connected
with that house.

“To John D. Merchandiser?” |
suggested, interested in the look that
had been in the speaker’'s face as he
talked.

“0, no—no!” he said, hastily; “I
was thinking of Williams, head of

one of the great sections of the
house. He died years ago, you
know.”

But | didn't know it. | hadn't

known that such a man ever lived or
had held a responsible place in the
establishment.

“I'm not much of a church man,”
pursued my friend, “but some time
ago when | was invited to speak to
the children of a certain Sunday
school | accepted the invitation for
the reason that it was Williams' old
church. 1 felt, you know, that if Wil-
liams were alive he would have want-
ed me to accept the invitation as |
did. And I'm not sure that | don't
owe everything of success that has
come to me to that one man, William
J. Williams!”

But did he? That is the point of
this article.

Not every Tom, Dick, and Harry
in the establishment had recognized
Williams. It is not known that an-
other man in the department saw in
Williams those qualities which it was
necessary to see in order that these
Toms, Dicks, and Harrys might have
profited by them as my friend profit-
ed. No matter what the value of
the Williams influence and method
was, Williams could not have pro-
claimed them from the housetop. He
could not have worn his business vir-
tues upon his sleeve and had them
effective. That man who profited by
Williams’ example had to seek out
and absorb unto himself those quali-
ties which he saw of himself were
good.

Which to me indicates that this
former clerk who has risen to a fig-
ure in the financial world is entitled
to quite as much credit for discov-
and the Williams

method and profiting by it as ever
Williams was for the possession ol
these characteristics and this stimula-
tion of a young man’s energies and
ambitions.

Doubtless this man Williams re-
flected in great measure the influ-
ences of some one with whom he
came in contact early in his own busi-

ness life. This power of personal in-
fluence too often is overlooked b>
the young man who ventures into
life as a novitiate. All that civiliza-
tion means for man lies in the curb-
ing of the instincts of the savage and
in adapting one’s life to the men and
things within his environment. A
good father and a good mother may
be the first and most lasting influ-
ence in this direction. But the home
life may not be the worldly life into
which the career of the young man
must take him. Lack of the knowl-
edge of conditions may serve in even
the best of homes as a handicap to
that young man whose home never-
theless looks to him to mark his suc-
cess upon the world.

Here is the necessity for the young
man’s finding among his associates,
if he can, some guiding personality
who may influence him toward the
end of his ambitions. If young men
have found success in this studying
of another man’s personality and
method, so many more young men
have found failure in choosing as an
influencing personality some individ-
ual whose unworthy character and
point of view have led them upon the
rocks. John A. Howland.
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SOME LEAKS

Which Should Be Stopped by the
Merchant*

We have in every well ordered busi-
ness two objects for which we are
continually striving—sales and profits
—and when by any means we can ad-
vance one or the other we have good
cause for congratulation. They have
a direct relationship to each other
and work hand in hand throughout
the year to bring the balance on the
right side of the ledger.

Last year | spoke on the profit side
of the question as related to the
sales, and | will only restate that a
certain fixed percentage for business
expense must come out of every dol
lar sold and that this percentage
must be figured against the selling
price of the goods and not their
cost. But while all may have learn-
ed this lesson well by actual experi-
ence, yet at the end of the year the
profit positively refuses to figure out
along this basis and we wonder where
it went.

I am between two fires in this
subject as | do not wish to infringe

upon Mr. Follmer’s discussion of
“Business System,” nor upon Mr.
Atchinson’s  “Special Sales Days.

Yet one increases the profits and the
other increases the sales, so | w:ll
take the middle line of certain busi-
ness practices which have seemed to
become a part of the implement and
vehicle trade. | will call these items
“leaks,” and | will place them under
four heads, debts, discounts, insuffi-
cient help and crowding your credit.
Of course there are numerous other
items, but they may be all roughly
gathered under these heads.

Now, debts may be subdivided into
three parts—time for settlement, time
of payment and promptness. How
many of us have gone out to start
a machine, been successful and then
either through forgetfulness or ac-
cepting a standoff, have carelessly
left without securing a settlement? In
nine times out of ten it has necessi
tated an extra trip to procure one
and thereby caused a leak, for wt
could have been more profitably em
ployed elsewhere.

Again how many of us permit a
debt to go on our books when i
should have been settled by note
When a farmer purchases a plow in
the spring and desires you to wait
until October for your pay, he i
working on your capital and you are
granting him an extra consideration
in the purchase of that plow that i
helping to enlarge one of the great
est leaks in the implement trade. Let
any of you figure up the amount on
your books in large accounts at th
end of the year, compute your inter
est, place against the interest which
you have paid for cash to meet your
own discounts and you will become
strong opponent to the October cred
it system.

Everything in business depends on
promptness. It should be the motto
of everv firm and individual in every
business matter appearing before

»Paper read by L. C. Mount, of Ho
mer, at annual convention Michigan Im
plement and Vehicle Dealers’ Assocla
tion at Saginaw.
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them. By promptness in this connec-
tion | mean the prompt settlement on
Oct. i, or any date you may select,
of all of your accounts. Teach your
patrons that while they are welcome
to credit, on the date you set you
must have your settlement. If they
con not pay then'take their notes,
but compel them to recognize your
method of doing business. Did you
ever have a patron trade with you
this year, trade with your competi-
tor the next year, paying you in the
fall and returning to you the third
year, while in all probability he was
owing your competitor? You can
likely save this man for a constant
customer by making him settle at a
stated time.

We now come to discounts; which
it is good business policy to accept
every one offered, because it adds to
our profits. If you have a $50 buggy
on terms of 5-30 four months and
note you secure a discount of $250
if you pay in thirty days, which
makes on the $75 sale an extra net
profit of 32 per cent. If you do
not take this discount you are paying

the rate of 20 per cent, a year for

our money. Can you afford it? I
ave spoken about your compelling
our customers to pay promptly at

stated time, but how do you treat
your creditors? Do you pay an in-
voice that states terms of 2-10-30 in
ten, fifteen or twenty days, or when-
ever you feel like it, and then de-
duct the discount? Now, gentlemen,
let us be as fair with others as we

ould be with ourselves. Pay your
iscounted bills promptly, for it will
return a profit in the increased friend-
liness between you and your cred-
itor.

I am not going to ask for hands
but -how many of you sweep out the
store, build the fires, open the ship-
ments, tend the books, answer the

hone and then expect to come up
bright and smiling to greet your
trade? Economy is a strict essential
in a successful'modern business, but
there is always the point where yot
may save a penny and lose a pound
You have only so much vitality and
f you use this in doing a clerk’
work around the store, how can you
expect to interest your customer am
close a difficult sale? Every deale
should take time to keep posted
through the trade papers and by th
salesman calling upon him on th
conditions of trade and prices affect
ing his business. This last forms
prominent leak with a great majority
and yet is the one most rarely con
sidered.

Now, it should be the aim of every
dealer to work up a good credit, and
the best way to do it is by rational
buying and maintaining a clean, even-
ly balanced stock. These salesmen
will come around and by granting us
an extra discount will induce judg-
ment, and we ultimately find that the
length of time necessary to move the
order eats up the first apparent ad
vantage of discount.

We should study the needs of each
department. If the requirements of
our trade enable a $500 investment in
buggies to procure a good assort-
ment, why keep $1,000; and again if
one branch is not giving a just r?

turn on our investment we should
look for some means to either in-
crease the sales or reduce the stock.

Whenever we begin to crowd our
credit, then we begin to pay a little
more than our competitor who looks
after these little details and then we
open a leak which surely diminishes
our profit.

Now we have gone over the more
prominent leaks and | have tried to
place a patch over them. Be prompt
in your debits; take every discount
possible if it is over the legal rate
of interest. Do not try to be the
whole brass band in your business,
give some of the boys a chance. Do
not try to buy and sell all of the
goods in your community—give your
competitor a chance and then you
will find that a larger stream will
pour out of the profit spigot.

Little Story of Success.

The next victim of our frenzied
earch for something new in the suc-
cess line is Jabez Perkins, former
humble farmer boy but now proprie-
tor and general manager of the Cross-
roads (Tnd.) Grocery and Emporium.

Mr. Perkins’ success is a simple
ale of perseverance, indomitable
luck, energy, intelligence, far-sight-
dness, willingness to work, industry,
capability, thrift and a little dash of
luck for savor. Little did he think
as he passed the Crossroads estab-
shment on his way home, as a
youth, from the day’s tussle with the
plow or corn planter, that he would
Olllc day sit at his ease behind the
counter on a barrel of Forex soda
rackers, with his feet upraised on a

27

easeful of assorted jewelry and neck-
ties and swap tales of his younger
days with the landed gentry. And
yet that is what he has accomplish-
ed in forty years of tireless activity!

Mr. Perkins is somewhat modest
about his achievements, as is to be
expected in one of his attainments,
but when pressed for a few words on
the Essentials for Success, he said, as
he unerringly shot a pint of tobacco
juice at a receptacle some ten feet
away: “Waal, | don't know as | ever
stopped to figger it out, but I've
chewed and smoked all m’ life, and
you see where I am. I'm not saying
it would do as much for everybody,
but 1 dunno.”—Puck.

A niggardly purse in the pocket
becomes a thorn in the side.
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WOMANSWORLD/

Womanly Progress and the Com-
forts of Traveling.
Somehow | never seem to get so
clear an idea of what modern prog-
ress has done for women as when
| take a little journey in the world
and meet my emancipated sisters on
their travels. Time was, and not so
long ago either, when a woman could
not stir from her moorings in her
own home without she was convoy-
ed by a man of war. She had to be
“escorted” from Grand Rapids to
Petoskey and, if necessity forced het
to go a few miles alone, she under-
took the trip with fear and trembling,
and upon her arrival at her destina-
tion offered up prayers and thanks-
giving for her miraculous escape.
Hotels bestowed a cold, Klondike
sort of welcome upon the lone wom-
an traveler, even when they did not
refuse her admittance outright, and
she was generally looked upon with
suspicion as an adventurous person

who had better be at home.
Nowadays we have changed all
that. The leisure class in this coun-
try is composed chiefly of people of
the feminine persuasion, and a large
and constantly increasing proportion
of the traveling public is made up
of women. In the sailing lists of
sihips her name leads all the rest,
and on the sleepers she monopolizes
the “lower middle” from Maine to
California. No woman waits now
for a man to “tote” her around on
his arm. If she has the money and
a desire “strange countries for to
see,” she packs her grip and buys
her ticket and sallies forth as fear-
lessly and safely as a man, certain
that for her benefit railroads have
made special arrangements, and hotel

clerks reserve the first floor front
and their smartest smiles of wel-
come.

Also she is learning how to travel.
Thanks be, the lady with the band
box and the bird cage is almost as
extinct as the dodo, and the prac-
tical new woman has learned that
the nearer one can reduce her lug-
gage to a clean collar and a tooth
brush, the nearer she is to having
solved the problem of comfortable
traveling. Reforms are not worked
in a day, however. There are still
women who persist in going loaded
down to the guards with an assorted
miscellany of traveling impedimenta
and we still have with us the selfish
creature who appropriates the dress-
ing-room in the morning and who
massages her wrinkles and curls her
hair, while her angry sisters beat on
the door and anathematize her in
vain; but happily she is not so nu-
merous as she used to be and is giv-
ing away before popular clamor.
There is also the woman who sits up
in stony silence, and who rejects all
overtures of her fellow-passengers
with an expression that says as
plainly as words that, “l suspect you,
one and all, of being confidence peo-
ple, and | don’t hold anybody’s baby
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while they go out to lunch.” She,
too, is seldomer seen now than form-
erly, and a worn traveler may cheer-
fully look forward to a future when
women thrown together for a journ-
ey will show to each other the same
consideration, friendliness and bonne
camaraderie men extend to one an-
other. | know an old lady who
proudly boasts that she once made
the journey from Grand Rapids to
New York, and never spoke to a
single person on the entire trip ex-
cept the conductor and porter. It
may have been proper, but how
awfully™ stupid it must have been!

Probably there is no other feature
of modern traveling that meets with
such general approval as the dining
car system. Formerly travelers had
only' a choice between the hard-
boiled eggs and mushy cake of the
cold lunch basket and the tough
steak of the twenty-minute eating
station, with indigestion and repent-
ance waiting in either case. Now
you may dine luxuriously and leis-
urely en route, with the car measur-
ing off the miles of a comfortable
journey between the soup and the
coffee.

The real dining car is a complete
hotel in miniature on wheels; but
there are few of them—worse luck—
running in or out of Grand Rapids,
and what we are most familiar with
is its under-study, the buffet car,
where the porter resolves himself in-
to the chef, and does mysterious
things in the way of providing roast
chicken and broiled beefsteak and
bottled things for a hungry and
thirsty public.

I confess that for me this minia-
ture kitchen, with its tiny stove, and
rows of plates and silver and glass
tucked away securely in tiny cup-j
boards, has always had a peculiar
fascination, and so the other day
when | was in Chicago | went down
to the big, brown stone building on
Michigan avenue where the hotel-on-
wheels people have their headquar-
ters, and asked them to tell me
something about the housekeeping
of a palace car. Down on the ground
floor was a half-open door, from
which drifted an odor of sugar and
spice and everything nice, and in its
midst, with his hands full of printed
forms, stood the genial gentleman
in charge of the commissary depart-
ment.

It was a big room that looked like
a department store. There were
drawers full of silver knives and forks
and spoons; and boxes filled up with
silver teapots and coffee pots and
chocolate pots. There were racks of
dishes, enough to furnish scores of
houses, with water glasses and beer
glasses, and champagne and sherry
and claret and whisky glasses, for
the palace car patrons are fastidious
people with a nice taste in table fur-
nishing; and, in addition to silver
and crockery, were stacks and stacks
of groceries, and liquors enough to
float a ship.

“You see,” said the gentleman, do-
ing the honors of his place, “that we
have three distinct patterns in glass
and china. This Haviland china is
used exclusively on Southern lines;

this other on cars that run into Penn-
sylvania, ‘while this other—the tree
pattern—is only used on buffet cars.

“How do we furnish a car? Pret-
ty much like you set a bride up in
housekeeping. First, of course* after
the car is completed* come the mat-
tresses and pillows. Then comes the
linen, which must be determined by
the length of the run. Say there are
twenty-four berths. For a trip that
takes her out only one night she
must have two sheets for each berth,
two pillow cases, with half a dozen
pairs for accidents* several dozen
towels, and napkins and tablecloths.
If the run is a long one, like to Cal-
ifornia, the supply must be multi-
plied by the number of nights, so
you can see the linen item alone is
enormous. No piece is ever used
but once without being washed, and
the number of pieces laundried in a
year goes up in the millions. We
have our own laundries, where all
the washing for the cars coming into
Chicago is done.

“Then comes the stocking of the
pantry, so to speak. A buffet car
carries fresh bread and eggs and but
ter and milk, which are supplied at
the end of each run, or en route if
they give out. Everything else is
canned, but with the present system
of canned soups and meats it makes
it possible to give a good meal with
no cooking beyond the heating.
Everything, even to the coffee, is put
up in tiny cans, each of which holds
one portion;” and he took down from
the shelves little cans that looked
like a thimble, but each of which

Mr. Retail Dealer:
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held a big spoonful of pulverized
coffee, and which is designed to be
made by being poured into a bag
and immersed in boiling water, some-
thing after the way we make dripped
coffee.

“Meats, preserves, pickles, sardines,
Chocolate, are all put up in these
special small cans for us,” went on
the chief commissary, “and when a
car goes out it is charged with so
many cans of each thing—chicken,
sausage, vegetables, cheese, every-
thing, you know—and when it comes
back it is checked up, and must turn
in the money or the goods. It is a
vast and complicated system, but so
perfect we can tell to a single cup of
coffee what is consumed on the en-
tire palace car system every day.

“Of course the dining car is run
in the same way except that it is
more elaborate, as on them we fur-
nish a course dinner, and must pro-
vide fresh meats, fish, oysters and
fresh vegetables. It is, of course, im-
possible to know beforehand what
will be required and the loss from
perishable food is enormous.

“What about the cleaning? Well,
we are one degree ahead of the or-
dinary housekeeper on that score, as
our sweeping is mostly done by com-
pressed air. When a car comes in
from a run we turn on a pressure of
air that sweeps everything before it,
and leaves the car spick and span.
It is just like washing it out with a
hose, except that we use air instead
of water.

“It's a big business? Yes, and |
often wonder if the traveling public
ever think of the system, the work
the care and thought that are re-
quired before they can order a meal
or a drink on a car and be served
as promptly and well when flying
through the country at forty or fifty
miles an hour as if they were at home
with a grocery and a saloon just
around the corner. It's a big busi-
ness to be housekeeper for a company
like this;” and the gentlemen sighed
as he ran a practiced eye over a
table filled high' with packages, each
of which bore the name of a car be-
ing provisioned for the night’s run

Dorothy Dix.

Didn't Doubt His Word.

An expert from the United States
Bureau of Printing and Engraving
had a peculiar experience at one of
the Broadway hotels the other day.
His mission being to study and com-
pare certain engraving being made m
N Y, the Government attache never
left or returned to his hotel without
a small satchel, which he was careful
never got out of his possession.

On receiving his bill from the clerk
he tendered in payment a brand-new
twenty dollar certificate. The clerk
who tells the story carefully scrutin-
ized it and then passed it back.

“What's the matter?” demanded the
guest.

“l can’t take that,” replied the oth
er. “l don’t think it's good.”

“Not good!” exclaimedmthe engrav-
er. “Why, it's perfectly good. | made
it myself.”

“Yes,” he was coldly informed, you
probably did.”
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No Women on Mail Trains.

Against women workers Uncle
Sam is holding the bars high in a
growing field of government work
considered quite lucrative. In recent
years there has been a big increase
in office work of the railway mail
service. It is produced by a great
volume of correspondence, and in
consequence there is a great amount
of work for stenographers.

While much of it is of a nature
that readily could be handled by
women’sihands and brains, no skirted
worker is permitted to work in any
of the offices. In a few instances a
girl has been employed temporarily,
but only when male stenographers
were not to be had.

Now, no one considers a slender
figure in a shirt waist and a rustling
skirt fitted to shoulder a bag of mail
and carry it the length of a car, to
unstrap it and spill its bulky contents
on a sorting table, to kick a ton of
stuff out of a car door, nor to make
i flying catch while a train is clip-
ping off sixty miles an hour, but it
is often wondered at that women do
not handle at least some of the work
in the district offices in the different
divisions of the railway mail service.

In the eyes of the department a
railway postal clerk is not eligible
to any of the positions of the rail-
way mail service unless he receives
an appointment, having first passed
a civil service examination, and no
woman is admitted to this test.

Not long ago, during a rush of un-
usual business, a young woman was
employed as a stenographer, after -

considerable effort had been spent
to secure a man to do the work.
She was employed but temporarily.
During all of the time she worked
she never signed her name but by
her initials, because no “Miss” or
“Mrs.” may be written on a pay roll
of this department.

For some time women worked in
the general office of the railway mail
service at Washington, but they were
turned out some time ago, and none
are now employed, not even for tab-
ulating or other work of that kind.

On a certain floor af the Chicago
postoffice there is one head of a de-
partment who largely employs wom-
en. On the same floor there is an-
other department conducted by an-
other official who will not have a
woman in the room.

If any of the old timers in the rail
way mail service are asked if they
ever knew of a woman taking a run
in a postal car they will hold up just
one finger. Only one case is known
about the big federal building.

“How did she handle the job?” is
asked.

“Just as well
the answer.

A few years ago the regular clerk
of a one man run met with an ac-
cident and was unable to go out. The
postmaster at the terminal postoffice
had two clerks in his office, and both
of them were women—his daughters.
He told the younger one to go down
to the depot, get into the car and
make the round trip, and she filled
the assignment. No one knows of
any other instance when a petticoat-

as a man,” comes
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ed clerk did the work of a railway
postal clerk in the car.
J. L. Graff.

In the District Court of the United
States for the Western District
of Michigan—Southern Divi-
sion. In Bankruptcy.

In the matter of Arthur M. Lich-
tenstein, bankrupt, notice is hereby
given that the stock of merchandise,
consisting of clothing, dry goods, no-
tions, hats and caps, boots and shoes,
and all other articles that are usually
kept in a general store, together with
the store furniture and fixtures, con-
sisting of show cases, safe, etc., also
all book accounts, of the said bank-
rupt will be offered by me for sale
at public auction, according to the
order of the United States District
Court for the Western District of
Michigan, on Wednesday, the 15th
day of January, A. D., 1908, at 11
o'clock in the forenoon of said day,
at the front door of the store building
known as Lichtenstein’s store in the
village of Central Lake, Antrim coun-
ty, Michigan. All of said property
is now in said store building, at Cen-
tral Lake, and the inventory thereof
may be seen at my office in the city

of Grand Rapids, Michigan.
G. Adolph Krause, Receiver.

Peter Doran, Atty. for Receiver.

Dated Grand Rapids, Mich., De-
cember 30, 1907.

Arguing with a fool is only aug-
menting folly.

The strong mind will not have a
sore head.

Joy over KAR-A-VAN

“The cup that

cheers, but not
inebriates.”

Bringing health
and happiness to
the home, satisfac-
tion to the buyer
and profit to the
retailer.

Every Ounce Guaranteed to Comply with State and National Food Laws

That Rich Creamy Kind,

is packed

in six grades under one brand, selling
at retail prices ranging from 20 to 40

cents.

The brand is recognized the country

over as

representing purity, protection,

progress.

imported, Selected, Roasted and Packed by
The Gasser Coffee Company

Home Office and Mills, 113-115-117 Oatario St., Toledo, Ohio

DETROIT BRANCH, 48 Jefferson Ave.

CINCINNATI BRANCH, Il East 3rd St.

CLEVELAND BRANCH, 475 Woodland Rd., S.E.
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RICHEST AMONG NATIONS.

Croesus Was a Pauper Beside Uncle
Sam.

New Year’s day is a good time to
take account of stock and see where
we stand financially as a nation. As
a rule, the average newspaper read-
er does not like statistics, but here are
some figures that everybody should
read, because they mean so much.
They measure our greatness as a
nation and our prosperity as a peo-
ple, and although they are so stu-
pendous that the human'mind-almost
refuses to comprehend them they car-
ry a lesson that every citizen and
every school boy should learn. Un-
cle Sam is richer than any other na-
tion that exists or ever has existed.
Croesus, King of Lydia, whose name
has been a synonym for wealth for
ages, was a pauper compared with
him.

From the reports of the Bureau of
Statistics, the Census Bureau, the
Treasury and the Agricultural De-
partment | have compiled a few sig-
nificant figures showing the mate-
rial development of the United States
within the last thirty-seven years. |
have selected the year 1870 as a basis
of comparison, because that was the
beginning of a new era in American
commerce and industry that followed
the civil war. Although the panic of
'73 arrested the growth of the coun-
try for a time, the present period of
development began then.

The population of the country in
1870 was 38,558,371, or 12.74 to the
square mile; the population on the
30th of June, 1907, according to the
estimates of the Census Bureau, was
85593303. or 2828 per square
mile.

The tangible wealth of the country,
the true valuation of real and personal
property, according to the census of
1870, was $30,068518,000, while in
1907 it is estimated at more than
three times that amount, or $107,104,-
211,917.

As far back as 1850 the per capita
wealth of the United States was esti-
mated at $307.69. Tn 1870 it had more
than doubled and was estimated at
$779-83. In 1907 it had almost dou-
bled again, and has reached the sum
of $1,310.11 per capita, which proves
that we are the richest people that
ever existed. Tn other words, if the
real and personal property belonging
to the inhabitants of the United
States could be equally distributed
among them, each man, woman and
child living on the 30th of June last
would have been entitled to $1,310.11.

In 1870 the deposits in national
banks for the whole United States
amounted to $542,261,563, while on
the 30th of September last they were
$4,322,880,141.

In 1870 the deposits in savings
banks were $549,874,358, while on the
30th of September, 1907, they were
$3,690,078,945.

Taking the two together and in-
cluding all the banks—national, state,
private and savings—the deposit5
have increased eightfold during the
last thirty-seven years—from $1,092,-
135.921 in 1870 to $8023283886 in
1907.

In 1850 there were only 251,354 de-
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positors in the savings banks of the
United States; in 1870 this number
had increased to 1,630,846. One per-
son in every thirty of the population
was depositing his or her savings
where they would draw interest. To-
day 8,588,811 persons, or almost ex-
actly 10 per cent, of the entire popu-
lation of the country, have accounts
in savings banks—an average of one
in every ten men, women and chil-
dren in the United States.

The bank clearings for the entire
country are not given for 1870. The
earliest available figures are for
1890, when the total for the United
States was $58,845,279,505, which has
increased to $157,749,328,913 lor the
last fiscal year.

The national bank circulation in
1870 was $288,648,081, while on Dec.
14 last it was $675,231,305.

In 1870 we had only $25,000,000 sil-
ver and gold coin. To-day we have
$1,233,705,869, of wdiich $756,665,869 is
gold and the remainder silver.

The interest-bearing debt of the
United States has been reduced from
$2,046,455,722, or $60.46 per capita of
population, in 1870 to $869,603,010, or
$10.26 per capita, in 1907. The an-
nual interest charges on the public
debt have been reduced from $118,-
784,960, or $3 per capita of popula-
tion, to $21,628914, or 25 cents per
capita ef population.

Notwithstanding the reductions in
war taxes since 1870, the ordinary
revenues of the Government have in-
creased from $395959-834 in that year
to $663,140,434 in 1907, and the ordi-
nary expenditures have increased
from $164,421,507 to $554,422,589.
This does not include the receipts or
expenses of the postal service, which
is almost self-sustarning. Last year
the receipts from postage were $183,-
585,005 and the expenses $191,214,387
leaving a deficit of $7,629,387 to be
paid out of the treasury.

The total revenues of the Govern
ment in 1907 were $846,725339 and
the total expenses $819,840,150.

The increase in the pension roll has
been enormous. The total in 1870
was $28340202. and in 1907 it was
8139.309,514. The cost of the army
in 1870 was $57,566,675, and in 1907
$122,576,465. The cost of the navy
during the same period has increas
ed from $21,780,230 to $97,128,469.

The imports of merchandise in 1870
amounted to $435958408, and our ex
ports were $392,771,768 that year
while in 1907 the imports were $1,434.
421425 and the exports $1,880,851,
078. Tn 1870 the exports per capita
of population were $977, and, not
withstanding the enormous increase
in population, the per capita in 1907
was $21.66.

The foreign commerce of the Unit
ed States for the calendar year of
1907 has been larger than in any
previous year in the history of th
country, both in imports and exports,
and ou rtrade with every grand di-
vision of the world is in excess of any
previous year. The imports during
the eleven months ending Nov. 30
exceeded $1,330,000,000, while the ex-
ports were worth $1,716,000,000. If
the increase continued during De-
cember the total of exports reached
nearly two billions of dollars. The

exports for November were the larg-
est for any single month on record
and reached $204,444,660, which was
nearly seven millions a day. Our ex-
ports to Europe were $40,000,000
more than in 1906, when they were
larger than for any other year. Our
exports to North American coun-
tries also gained $40,000,000. Our ex-
ports to South America gained
$7,000,000, to Asia $11,000,000 and to
Puerto Rico, the Hawaiian Islands
and the Philippines more than ten
millions.

Our Crackerjack No. 25

Menthol

Packed 40 five cent packages in
carton.

Each carton contains a certificate,

The increase in exports occurs
chiefly in manufactured articles. The
figures of agricultural exports remain
about the same as in 1906, when they
were the largest on record.

The internal commerce of the year
was greater than ever before. On
the Great Lakes and on the railroads

the movement of natural products
was beyond all comparison. There
was a gain of 15 per cent, in the

amount of iron ore shipped, a gain
of 25 per cent, in coal and a similar
gain in corn, wheat, live stock and

Ten years of prosperity lies
before us
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Flavoring Extracts?

These are guaranteed to comply with the food
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Jennings
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Jennings
Terpeneless Lemon

None better, and they have proved themselves

to be exactly as we claim.

Jennings Flavoring Extract Co.

C. W. Jennings, Mgr.

Grand Rapids, Mich.



every other important article, while
the freight charges averaged lower
than for any previous year.

The year 1907 has been a record-
breaker 'in every respect, and there
is no reason or excuse for a financial
depression.

The Government treasury was nev-
er in better shape. The report of
the United States Treasurer for June
30, 1870, showed an available cash
balance of $150,096,000 in the treas-
ury at Washington; the repprt for
Dec. 14, 1907, show an available
cash balance of $259,762,309, without
counting $246,284,455 deposited in na-
tional banks and subject to the call
of the department. This makes a
total available balance of $506,046,764.

Secretary Wilson in his recent an-
nual report showed us that the crops
of the farmers of the United States
for the year 1907 were beyond all
comparison and had a farm value of
$7,412,000,000—an increase of 57 Per
cent, in eight years.

In 1870 the value of the farm ani-
mals in the United States was $i,554—
960,149; in 1907 they were worth
$4,423,697,853-

In 1870 our farmers had 25,484,100
neat cattle; in 1907 they had 72,533r
996.

In 1870 they had 8248800 horses;
in 1907 they had 19,746,583-

In 1870 the wool clip was 152,000.-
000 pounds; in 1907 it was 298,915,130
pounds.

The wheat crop in 1870 was 235,-
884,700 bushels; in 1907 it was 735,-
260,970 bushels.

The corn crop in 1870 was 1,0%4.-
255,000 bushels; in 1907 it was 2,927,
416,091 bushels.

In 1870 the cotton crop was 3J14"
952 bales; in 1907 it was 13,510,982
bales.

The cotton mills of the United
States consumed 857,000 bales of cot-
ton in 1870 and 4,627,000 bales in 1907.

In 1870 we exported 958,558,523
pounds of cotton; in 1907 we export-
ed 4,518,217,220 pounds.

The production of gold in 1870 was
$36,000,000; in 1907 it was $96,000,000.

In 1870 the production of silver was
$16,834,000; in 1907 it was $37,642,900.

In 1870 we produced 220,951,290
tons of coal; in 1907 we produced
5,312,745,312 tons.

In 1870 we produced 1,655,179 tons
of pig iron; in 1907 we produced 25,-
307,191 tons.

In 1870 our furnaces had an output
of only 68,750 tons of steel; in 1907
the output was 20,023947 tons.

In 1870 we produced no tin plate at
all. That item did not appear in the
statistics until 1890, when a total of
2,236,743 pounds was reported. In 1907
we produced 1,105440,000 pounds.

In 1870 we had a copper output of
12,000 tons; in 1907 it reached 492,
637 tons.

In 1870 we operated 52,922 miles of
railroad; in 1907 we had 222,635 miles
in operation, and carried 815,774,**8
passengers and 216,656,795,696 tons-
of freight. The statistics for freight
and passenger traffic do not go back
of 1890, when the railroads of the
country carried 520,439,082 passen-
gers and 79,192,985,125 tons of freight

The average freight rate per mile
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in 1890 was 93 cents and in 1907 it
*vas 77 cents per ton.

There were 684,704 tons of shipping
on the Great Lakes in 1870, which
increased to 2,439,741 tons in 1907.
The amount of freight passing
through the Sault Ste. Marie Canal in
1870 was 690,826 tons; in 1907 the
total was 41,098,324 tons.

In 1870 we had 28492 postoffices in
the country; in 1900 we had 76,688.
Since that time, by the introduction
of rural free delivery, the number has
been reduced to 62,659.

There is no better thermometer of
commercial and industrial activity
than the Postoffice Department, for
people do not write letters when they
have no business to write about. The
receipts of the department in 1870
for postage stamps amounted to $19,~
722,222; in 1907 they had increased to
$167,982,783-

In 1880 there were 4,829 money or-
der offices in the United States. In
1907 there were 37500. In 1880
7,240,537 domestic money orders were
issued, in 1907 the number was 62,-
069,783. Those issued in 1880 rep-
resented a value of $100,352,8x8; those
issued in 1907 represented a value of
$479,650,342-

There were 9,157,646 telegrams sent
in 1870, and in 1907 there were 96,-
987,146 sent.

In 1870 5.871 newspapers were pub-,
lished in the United States, and in
1907 there were 21,735.

Tn 1870 the pay roll of teachers in
public schools was $37,832,566. The
pay roll in 1907 was $177,562,981.

The number of students in the uni-
versities and colleges of the United
States in 1870 was 23,392, In 1892
the total had increased to 70,835—55,-
305 men and 15,530 women. In 1907
the attendance was 92,161 men ano
34,243 women, a total of 126,404.

The average daily attendance in the
public schools of the United States
in 1870 was 4,077,347; the average
daily attendance in 1905, which is the
latest year for which we have statis-
tics, was 11,481,531

The total expenditures for public
schools in the United States in 1870
was $63,396,666; the total for 1905 was
$291,616,660.

The increase in wages per capita
in the United States since 1870 has
been about 32 per cent.; the increase
during the last fifteen years has been
24 per cent.

The increase in the cost of food
since 1870 has been about 22 per
cent. The increase in the cost of
food during the last fifteen years has
been T4 per cent.—William E. Cur-
tis in Chicago Record-Herald.

Rattle of the Riveter.

Charley’s uncle from the country
was in Pittsburg being shown the
sights, he having come in the day be-
fore with a few loads of steers, Char-
ley was doing the honors.

They were walking along on Wood
Street discussing the tall buildings,
when all of a sudden one of those
rackety riveting machines began ham-
mering away at top speed on the top
story of a steel skyscraper building.
The old man stopped as if he'd run
against something. He turned his
eyes in the direction of the sound,

but could make out nothing. When
bewildered he turned to his nephew
his eyes were fairly popping. “Great
Scott!” he exclaimed, “but I'd like to
see that woodpecker. It must be a
whopper.”— Philadelphia Index.

The world might soon be made
good if only religious people would
make good.

An annual sprint in religion will
not do much good in the heavenly
race.

31

JUST A LITTLE

HONEY

It's in the comb; in the popular
xIb. section. Gathered by the bees,
owned by the most extensive honey
producer in Michigan. Sold direct to
the groceryman at from 15¢c to 20c a
pound, f. 0. b. Write the producer,

E. D. Townsend, Remus, Mich.

El Portana
5¢c Cigar

Now Made in Five Sizes

Each size is numbered and every box is

marked with its

respective number.

When ordering by mail, order by number.

G. J. Johnson Cigar Co., Maker
Grand Rapids, Mich.

Coupon
Books

are used to place your business on a
cash basis and do away with the de-

tails of bookkeeping.

We can refer

you to thousands of merchants who
use coupon books and would never
do business without them again.

We

manuiacture

four kinds of

coupon books, selling them all at

the same price.

We will cheerfully

send you samples and full informa

tion.

Tradesman Company

Grand Rapids, Mich.
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MAN WANTED.

Sign  Which Hangs Out at Every
Door.

The world has a standing adver-
tisement over every door that opens
to any department of endeavor—an
advertisement that is stereotyped on
the block of every trade, that catches
the eye of all who wish to apply. It
is “Wanted—A man.”

It is the true man that is wanted—
the man who can dare and do, who is
not afraid to assert the divine right
of manhood—the strong, brave char-
acter who does his part to make the
world better and brighter for his
presence in it—one who. to use the
words of Shakespeare, has the quali-
ties so blended in him that all the
world can stand up and say: “Here
is a man.”

It should be the highest ambition
of every man to possess true man-
hood—that divine attribute which dis-
tinguishes the human from the rest
of the animal creation and makes him
the best and noblest object beneath
the skies, the crowning work of an
almighty hand.

To be a man includes something
more than to live to be 21 years of
age and attain the physical propor-
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ly to the graveyard and called to the
dead beneath, explaining that he
knew not where to find a good man
alive.

Nor do | subscribe to the views
of that gloomy sage and prince of
grumbers, Thomas Carlyle, who de-
scribed the population of his country
as consisting of so many millions,
|mostly fools, and who could speak in
praise of nobody but himself, and
in the end of Mrs. Carlyle, who truly
deserved all the praise meted out to
her for forbearing so long with the
eccentricities and truculence of her
overbearing husband.

When any one complains, as Diog-
enes did, that he has to hunt the
streets with a candle at noonday to
find an honest man, we are apt to
think that his nearest neighbor would
have quite as much difficulty as him-
self in making the discovery.

If you really are so pessimistic, so
misanthropical as to think there is
not a true man living, give such a
thought no tongue; for appearance’s
sake don't mention your views until
you yourself are dead.

James A. Garfield, when a youth,
was asked what he wanted to make

tions of a full growth; there must lif I fail in that 1 shall fail in every-

be present those indefinable charac-
teristics which make their possessor
a living force in the world and en-
able him so to live as to be able to
benefit himself and do good to
others.

The old Latins had two word's to
signify a man, “vir” and “homo,” but
the latter was taken simply as man
in the abstract, a generic term for
the race, while the former specified
the individual and meant strength,
power, or, in its best application,
“hero,” a person who did brave deeds
and exhibited his manly qualities be-
fore his fellows.

And that is just what every man
should be—a hero, one who triumphs
over his own passions, rises above his
own weaknesses of fallen nature, and
proves himself worthy of his God-
given mission as the highest develop-
ment of creative power and wisdom.

More than three thousand vyears
ago the old prophet, Jeremiah, said:
“Run ye to and fro through the
streets of Jerusalem and see now and
know and seek in the broad places
thereof if you can find a man.”

What manner of man was this to
which the prophet referred? Was
it not he who was free from the sins
and corruptions of the time, who
could look his neighbors squarely in
the face without flinching or trace of
fear, strong in the consciousness of
his own rectitude and conduct?

From the earliest ages of the world
there has been a premium placed on
true manhood. Philosophers in olden

of himself, and he replied: “First of
all. 1 must make of myself a man—
Ithing else.” He was right. Failure
in manhood means failure in life;

it is the one thing necessary to
mount the heights of success. The
world needs men in the true concep-
tion, there always is room for them,
land they quickly are picked up; they
have not to hunt around looking for
jobs; the jobs always are after them,
and they fit in all places.

When Apelles set himself the task
of painting the portrait of a perfect
woman he traveled all over Greece
to study the different types and lines
of beauty, getting a full eye here, a
shapely nose there, a symmetrical ear
in another place, and so on with all
the other features. Then he studied
the other physical proportions, and
finally the bearing, poise and contour,
until he was able so to arrange his
parts as to produce a composite pic-
ture as near to the necessary require-
ments as possible.

It is in this way that the coming
man must get together and absorb
into himself all the good qualities of
others, their virtues, strength, beauty
of character, and all the features that
go to make up a true manhood, re-
jecting all that are unworthy, igno-
ble and despicable. Thus will he be
raised to the highest power and his
whole being respond to the most del-
licate touches of nature.

Good seed when sown on poor
|ground may produce but a poor crop:
Ilhowever, the soil can be so cultivat-
led, improved and enriched that it
will bear a fine fruition and produce

good to all irrespective of any con-
sideration of personal feeling or*grat-

Cameron Currie & Co.

ification. Bankers and Brokers
Manhood, remember, overtops all New York Stock Exchange
other titles. It is the noblest crown oston Stock Exchange

hicago Stock Exchange
. Y. Produce Exchange
hicago Board of Trade

a human head can wear, far to be
preferred to the golden, diamond
decked baubles that surround the
brows of kings and ~emperors.

Character is power, it needs no rec-
ommendation, it is its own credit. The
men of character are the safety valves
of business life and the conscience
of society; they, and not the courts,
guarantee the execution of the laws.

What are the great names known
to avarice as compared with Wash-
ington, Lincoln, Grant and McKin-
ley!

Men of manhood live in the hearts
they leave behind, and do not die,
merely pass on to higher, holier
spheres of being.

Madison C. Peters.

Michigllin Trust Building
Telephones
Citizens, 6834 Bell, 337
Direct private wire. Boston copper
stocks.

CHILD, HLSWMT & CO

INCORRORALID,
BANKERS

GAS SECURITIES

STOCKS AND BONDS
SPECIAL  DEPARTVENT  CEALING

Careless.

Mrs. Gaddie—My husband’s so slip- %w&m&%
shod. His buttons are forever com- ORCERS BEXECUTED KR LISTED
ing off. SECLRITIES

Mrs. Goode (severely)—Perhaps
they are not sewed on properly. CITIZENS 1009 AL A

Mrs. Gaddie—That’s just it. He’'s

R . ' 411 MICHIGAN TRUST BUILDING,
awfully careless about his sewing.

GRAND RAPIDS

Every Sunday prayer waits for a
Monday amen.

Successful  Progressive
Strong

Capital and Surplus

$1,200,000.00

Assets
$7,000,000.00

Commercial and Savings

No. 1 Canal St. Departments

THE NATIONAL
»
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jW
GRAND RAPIDS
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time complained that human beings an abundant harvest. So men can be
were plentiful, but men were scarce. cultivated, too, to bring forth the
However, the philosophers and proph- jfruits of a glorious manhood, which
ets and poets made their ideal too lare self reliance, independence,
high and their conception of what strength of character, nobility of soul,
man ought to be too lofty. jpurity of word and action, faith, hope,

I have no sympathy with the an- charity, love to all, kindness for the
cient cynic of whom the story is told unfortunate, compassion for the suf-
that, on being ordered to summon the fering, pity for the oppressed, mer-

good men of the city before the Ro- cy for the weak, the will to assist
man censor, he proceeded immediate- those in need and the desire to do

Forty-Six Years of Business Success

Capital and Surplus $720,000.00

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

MANY FINO A GRAND RAPIDS BANK ACCOUNT VCRV CONVENIENT



Case Where Working Overtime Paid
Well.

The young worker who has the in-
terests of the firm at heart even dur-
ing his leisure hours often will find
chances to distinguish himself where
the “hail fellow” who “works when
he works and plays when he plays”
will be blind to the opportunity.

Sam Brown, a traveling agent of
the Empire Guaranty company, was
a young man who didn't forget busi-
ness the minute the day's work was
done and because of this he found
his chance to distinguish himself.

One day Sam dropped off the train
in a boom town of the southwest.
This little town had few resources,
few inhabitants, but great expecta-
tions. As the trains on the little
branch road that ran out of the town
were infrequent Sam had several
long hours of waiting before him.
Although this town was not in his
district and he had no especial inter-
est in it, Sam tried to pass the time
by walking about and seeing the
sights—to wit: the town pump and
Macawber’s general store.

On all sides, mixed with the less
important topics of the President’s
policy and the price of grass fed
steers, he heard talk of a street car
line that was to be built in the town.
Such talk in so small a town inter-
ested the young agent, as he could
not understand how such a street
car line could pay or what capitalist
would be so foolish as to invest in
a wildcat scheme like that.

Sam was busily hunting for in-
formation on these points when he
met Carson, the promoter of the car
line. In response to Sam’s queries
Carson replied that the bonds of the
Bolivar Street Railway company
were to be purchased by the local
bank, and they were to be guaranteed
by the Empire Guaranty company.
This statement astonished Sam, es-
pecially as he never had heard of
his company being engaged in a
scheme of this kind. He decided to
ask the local agent of the Empire
company about the matter.

On reaching the local office Brown
found that the agent was out, but
the stenographer, a woman of strik-
ing appearance and apparently of
great force of character, informed
him that she could give him any in-
formation he wished.

Sam told her that he was the rep-
resentative of a firm of bond brok-
ers and he had been sent out to look
over the local situation in order to
inform his company of the advisa-
bility of buying the street car com-
pany’s bonds. He asked her if it
were true that the Empire Company
guaranteed the bonds. On receiving
an affirmative reply he asked for the
power of attorney, which gave the
local agent the right to sign the is-
sue of bonds on behalf of the Em-
pire company.

The stenographer produced a reg-
ular power of attorney such as
Sam’s company issued to the local
agents, but Sam observed that it
had been tampered with, parts hav
ing been erased and filled in evident-
ly by the use of a stamp or a small
printing press. The forgery was so
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well executed that it might have de-
ceived any one not familiar with the
forms of the bonding company. Sam
pretended to be satisfied with it, but
declared that he would have to talk
the matter over with the local bank-
ers before reporting to his firm.

A few minutes’ conversation with
the president of the bank convinced
Sam that the banker was not allied
with the grafters, but had been de-
ceived by them. In order to make
the scheme appear regular, Putnam
had left at the bank the correspond-
ence that was supposed to have
passed between the local office and
the home office of the Empire com-
pany. These letters proved to be
forgeries. Putnam had obtained some
of the stationery such as the home
office used, and had carried on an
extensive correspondence with him-
self. The letters supposed to be
from the home office were signed
with a woodcut stamp of the Em-
pire company’s president, as was cus-
tomary.

Having gathered this information
Sam hurried to the telegraph office
and wired the particulars of the case
to the Empire company’s president.
Then, giving up all hope of catching
his train, he went to the hotel to
await a reply.

Here the woman in the cast again
appeared on the scene. The beautiful
stenographer, as Sam had suspected,
was the brains of the grafting gang,
and, having in some way guessed
Brown’s purpose, she offered to give
him a share of the profits of the
deal if he would not “peach” on
them. Of course, Sam refused to en-
list.

She scarcely had left the hotel
when Brown received a telegram
from the home office instructing him
to have the local agent and the
stenographer arrested. The local
agent and the promoter were so well
thought of and the people of the
town felt so much pride in their
proposed street car line that at first
Sam was unable to get a warrant is-
sued. By the time the warrants
were issued Putnam and the fair
typewriter had taken a train for that
home of the thieves called “parts
unknown.”

At first Sam was at a loss to know
how the stenographer had learned
that he was connected with the Em-
pire company. But finally he remem
bered that when he was in Putnam’s
office he had in his pocket an envel-
ope of the company with the trade-
mark exposed and any one familiar
with this could distinguish it even at

a distance. From this evidence of
his identity she had gotten her
hunch.

This little piece of detective work
raised Sam high in the estimation of
the officers of the Empire company,
and, what is more to the point, it
raised his salary.

Andrew Monroe.

A Little Higher.
Lawyer—I can get you a divorce
without publicity for about a hundred
pounds.
Society Woman—How much more
will it cost with publicity?

$$ 9

THE NATIONAL DEBT could

quickly be paid with what the
merchants of this country could
make and save if everyone would
install the AMERICAN AC-
COUNT REGISTER and SYS-
TEM. We are not talking of i%
or 10% but of 500% when we talk
about what you can make and
save on your investment by buying
an American.

We assume that you are in business
to make money, either from necessity
or for the game of it. In either event
you will want all the assistance you
can get.

The American will help you to make
money by more cleverly and effectively
advertising your goods than by any
means you ever saw. It will make you
money by increasing the number of
your customers. It will save you money
by saving your time and labor, by post-
ing all your accounts to the minute
ready for instant settlement, by avoid-
ing jangles and disputes and by inspiring
instead mutual confidence between you
and your customers, by stopping for-
gotten charges, by acting as your best
collector and a positive and intelligent
credit man. "He who avails himself of
the latest and best appliances pertain-
ing to his business increases his chances
for success.”

Investigate the American and see
what it can do for you. It is the only
Account Register in all the world
that both makes and saves money for
its users.

The American Case
and Register Co.
Alliance, Ohio
Cut off at this line.

Send more particulars about the

American Account Register and Sys-
tem.

J. A Plank, General Agent
Cor. Monroe and Ottawa Streets
Grand Rapids, Mich.

McLeod Bros., No. 159 Jefferson Ave.
Detroit, Mich.

The
Shoe Dealer
on the
Fighting Line

The man well upin the front,

who aims to lead in his
business, must carry a line
of shoes that will stand the
hardest kind of tests:
fierce competition — the
criticism of his trade who
expect the best wearing
shoes in the world from
his store.
For such a man “H. B.
Hard Pans” are really
indispensable. Built
strictly on honor. Eyelets
that won't pull out; never
rip. shanks; soft, durable
upper stock that will stand
the roughest wear.

Good for a whole lot of
service.

Don’t you think it worth
while to connect with such
aline? Costs a postal to
learn the advantages of the
original H. B. Hard Pans.

Herold-Bertsch
Shoe Co.

Grand Rapids, Mich.
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Observations of a Gotham Egg Man.

The date of this issue, coming at
the very beginning of the month,
makes it impossible to present the
statistics of storage stocks for the
close of December. In this market
the indications are that our total to
carry over will not exceed about
160.000 cases against about 115,000
last year; in Boston the stock to
carry over will not be far from
65.000 cases against 56,000 last year.
Philadelphia will probably show a
considerable excess and Chicago al-
so. But there is now a pretty heav>
momentum of consumptive trade,
stimulated by the low prices of
stored eggs prevailing for more than
two months and even with moderate
winter weather hereafter there seems
a fair prospect of a clearance of the
reserve stock before the beginning
of spring flush.

A matter that certainly looks like
a disreputable piece of business came
to my notice last week, which ought
to be repeated for the general bene-
fit. Under date of December 18, De
Winter & Co., of this city, received
a letter from Center Produce Com-
pany of Center, Mo., saying that 35
cases of eggs had been shipped, ex-
pressing the hope that they would
bring 32c a dozen, and promising
further shipments. A draft was
made at the rate of $690 a case.
Later invoice was received for 15
and 39 cases under date of Decem-
ber 20. Upon receipt of the bills of
lading for the first and second ship-
ments De Winter & Co. paid the
drafts on those lots, there being
every evidence in the correspond-
ence that the stock was fresh unless
it was a case of plain fraud.

The first lot arrived on December
26; two cases of the second lot ar-
rived December 27 and the balance,
13 cases, on December 28. All proved
to be very inferior refrigerator
eggs, having upon the cases marks
and numbers indicating that they
had been carried in Chicago cold
storage. Tags addressing the goods
to De Winter & Co. had been tacked
on the cases over and concealing the
cold storage numbers — pointing
plainly to intentional fraud. The
eggs were sold at a range of $360(0-
390 a case. The third lot of 39
cases invoiced has not turned up.

The possibility of fraudulent im-
position of this kind would not ex-
ist if receivers exercised the same
care in paying advances that they
recommend to shippers in making
consignments.

In regard to the heavy decline in
prices for fresh gathered eggs that
has occurred during the past ten
days or two weeks it is not difficult
to show that such a drop in values
is entirely natural under the general
conditions prevailing. In fact it was
forecasted pretty accurately in our is-
sue of December 18 when warning
was sounded that unless some radi-
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cal change in weather conditions
should occur we must look for a de-
cline of 6@8c a dozen before the
close ~>f the year.

During the season of greatest
scarcity of fresh eggs in November
and early December the demand for
new eggs must, of course, be cut
down to correspond with the small
guantity available, and this is ac-
complished only by raising prices to
the appropriate high point where
the balance of supply and demand is
effected, and the great bulk of the
trade thrown upon storage eggs.
But a mild December always causes
an increase in production and it is
known to all dealers that any mate-
rial increase in receipts of fresh
goods, after the demand for them
has been cut down to the minimum,
will result in at least a temporary
accumulation somewhat between re-
ceivers and retailers. It is also
know that in order to stimulate an>
larger actual consumption prices
must be considerably reduced and
so, with the first sign of accumula-
tion in first hands there is absolute-
ly nothing to stay the downward
course of prices until they fall to a
speculative point—or a point at
which, in view of the chances of the
future, holders are willing to carry
a surplus. In the recent slump this
point was found when the market
had fallen to 24@25c for good to
fine fresh gathered stock. While
speculative demand”™ was not found
at any higher figure it proved to be
rather more than enough, at these
prices, to absorb the quantity of
fresh eggs arriving, so that at the
close the market shows a firmer
tone and a slight recovery in prices.
But the position is still unsettled.
Doubtless the occurrence of severe
wintry weather in producing sec-
tions would now increase the specu-
lative firmness, while, on the other
hand, a continuance of open weather
in the south and southwest might
easily result in larger supplies than
could be moved into consumption
even on the present moderate level
of prices—N. Y. Produce Review.

Quick Work in Rebuilding.

Bay City, Jan. 7—Just four months
to a day after the destruction of the
W. D. Young flooring, planing and
sawmill plant by fire, the first logs
were cut in the new mill. Only the
sawmill is completed. The flooring
and. planing mills will not be com-
pleted for some time to come. The
new plant will cost much more than
the one destroyed by fire, which
was valued at $150,000. It has fully
one-third more capacity and the
company will employ about 100 men
more than before the fire, or a total
of 450. All the machinery is driven
by individual direct-connected mo-
tors, in hte sawmill as well as in the
other departments. The company
has its own electric plant and is now
installing a powerful pumping sta-
tion on the river bank to supply a
private fire fighting system. It will
also organize a fire brigade, as it is
located on the edge of the city limits.

who listen for earth’s sighs.

A T L A S MASON jars

Made from superior quality of glass, by
special process which insures uniform thick-
ness and strength.

PRESERVINO RECIPES—REE

to every woman who sends us the name of her
grocer,’stating if he sells Atlas Jars.
HAZEL-ATLA8 GLA88 CO., Wheeling, W. Va.

We want competent

Apple and Potato Buyers
to correspond with us.

H. ELriER nOSELEY A CO.
804, 806, 808 Wm. Alden Smith Bldg.
QRAND RAPIDS, MICH.

‘We Are Buying

Apples, Peaches, Pears, Plums,
Grapes, Onions, Potatoes, Cab-
bage. CAR LOTS OR LESS.

We Are Selling

Everything in the Fruit and
Produce line.  Straight car
lots, mixed car lots or little lots
by express or freight.

OUR MARKET LETTER FREE

We want to do business with
you. You ou?\;lt to do business
E ON.

withus. CO
The Vinkemulder Company
Grand Rapids, Mich.

Office Stationery

Letter, Note and Bill Heads
Statements, Envelopes, Counter Bills

Tradesman Company
Grand Rapids

Citizens Phone 5166

Feeds

are wanted by dairy-
men and stoekfeecL
ets because of their
milk producing
value. We make
these a specialty:

Cotton Seed Meat
O. P. Linseed Meal
Gluten Feed
Dried Brewers’ Grains
Malt Sprouts Molasses Feed
Dried Beet Pulp
(See quotations on pip 44 of this paper)
Straight car loads;
mixed cars with flour
and feed, or local
shipments. Samples
if you want them.

Don’t forget
We Are Quick Shippers

Established 1883

WYKES & CO.

FEED MILLERS
Wealthy Ave. and lonia St.
GRAND RAPIDS, MICH

Bell Phone 2167

We are in the market for

1 Onions, Apples, Potatoes, Cabbage, Etc.

(Car Lots or Less)
Write or wire us what you have to offer

JYuille-Miller Co., Grand Rapids, Mich.

OFFICERS—DIRECTORS RESIDE ANYWHERE

ARIZONA corporations can keep offices and do business anywhere.
property exempt.
BOOK of full information and annotated laws F
, porate Management’’ given each company.
They hear best the angels’ songs THE INCORPORATING COMPANY OP ARIZONA

franchise tax. Private

No
Complete incorporation” $50. RED
EE. Valuable work on “ Cor-

Box 277-L  Phoenix. Arizona

References—Valley Bank and Home Savings Bank.
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Special Features of the Grocery and
Produce Trade.

Special Correspondence.

New York, jan. 4—The feeling ol
firmness whiich * has  Characterized
the coffee market for some time con-
tinues and seems more marked from

day to day. This» of course, in a
speculative way. The actual spot
market remains pretty much un-

changed from day to day, although
it is quite apparent that holders are
making no concession. The trade is
more cheerful and look for a stead-
ily increasing volume of business
from now on. In store and afloat
there are 3,861,887 bags, against
4,086,307 bags at the same time a
year ago. At the close Rio No. 7
is well sustained at 6@6jac. Mild
coffees have met with good demand
in a jobbing way and the undertone
is firm, although no noticeable
change has been made in quotations.
The tendency, however, would seem
to be toward a higher level

The year in the tea market here
opens mighty quiet. Sales are of
the smallest possible quantities and
interior trade seems to be so well
supplied they are making no pur
chases except in the way of cheap
sorts of Congous and Formosas
Quotations show no change.

The anticipated advance in refined
sugar took place Friday and an ad
vanee of 10 points was made, so that
granulated is now 4.80c. The de
mand is only moderate and almost
all the business has been in the way
of withdrawals under previous con-
tract.

Rice shows greater activity and
guite a good deal of enquiry has
been made as to the future. Stocks
in the hands of the grocery trade
are believed to be well reduced and
guotations are well sustained. Prime
to choice, 5™2@6" c. Southern mills
are apparently asking more than
New York quotations and brokers’
offers are being declined.

Spices are doing better. Orders
are coming in in a satisfactory man-
ner and rates are well held. Some
good-sized lots changed hands, al-
though, as a rule, small quantities
were taken.

The molasses market is firm, al-
though the amount of business' is
said to be rather below the normal
of previous years. Stocks are not
especially large, although there is no
scarcity. Good to prime centrifugals
are quoted at 22@30c. Open Kkettle,
34@42c. Syrups are unchanged.

In canned goods tomatoes again
occupy the center of the stage.
From day to day there has been in-
creasing call for the goods and the
past week has witnessed some quite
large sales. While the usual run is
guoted at 85c for standard 3s, it is
thought some reduction from this
has been made in certain instances.
Corn is dull and few sales have been
reported. Maine pack, of course, is
¢selling well and no large amounts
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seem to be held. Peas are moving
in the smallest possible manner and
prices are unsteady.

Butter grading fancy is mighty
scarce and quotation is very firm at
30c. Extras are worth 2g@2gyic. A
large part of the butter arrivals is
saj( deficient in quality and
only by a stretch can it be made to
pass for the grades it is bought un-
der. Firsts, 26r2@2sc; held stock is
working out at 25@28"2C and some
lower at 22@23c; imitation creamery,
20@2ic; factory, fairly steady at 18
@i8j/E@It)C; process specials, 22vi@
23c; extras, 22C.

Cheese has met with fair enquiry
at practically unchanged quotations
—tS-)4c for full cream small size.
The stock of cheese in this market
January t amounted to 110,671 boxes
of both large and small, against
121,050 boxes same time a year ago.

Eggs are firm for top grades and
nearby grades are quoted at 32(0)340.
Fresh gathered Western are firmly
held at 28020 for extras and 27c
for firsts. Refrigerator stock works
out at 15c through every fraction up
to 19c.
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L J. Smith & Co., Eaton Rapids, Mich.

Manufacturers of

Egg Cases and Egg Case Fillers

\\T E can always furnish Whitewood or Basswood Sawed
\Y Cases in any quantities, which experience has taught
us are far superior for cold storage or current shipments.

Fillers, Special Nails and Excelsior, also extra parts for
Cases and extra flats constantly in stock. We would be
pleased to receive your inquiries, which will have our best
attention.

Apple Butter and Tomato Catsup

Are Seasonable Appetizers
We Manufacture and Sell Both

C. D. CRITTENDEN CO.
41-43 S. Market St.  Both Phones 1300, Grand Rapids, Mich.
Would Not Compromise.

A German traveler who tried to
pass a meal ticket on the train was

We are in the market
told by the conductor that he would ]
have to pay the regular fare of 35 for all kinds. When any
cents.

The German argued and re-
fused to pay more than 25 cents,
whereupon the conductor stopped the
train and put him off.

In a twinkling thé traveler ran
ahead of the engine and started to
walk on the track. The engineer blew
his whistle violently, but the irate w.cC. Rm
German turned, shook his fist and
called out: “You can vissle all you
vant to; | von't come pack.”

to offer either for prompt or future shipment, write us.

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

A.j. Witzig

REA & WITZIG
PRODUCE COMMISSION

The Big Catalogue. 104-106 West Market St., Buffalo, N. Y.

“l suppose you go to the city at

least once a year?” said the summer e solicit consignments of Butter, Eggs, Cheese, Live and Dressed Poultry
boarder. _ Beans and Potatoes. Correct and prompt returns.

“l used tew,” replied the old farm- RBEBRBNCES
er, “but | ain't been th[:,ll’ fer nigh Commercial Agent., Express Companie. Trade Paper, and Hundred. «(
onto three years neow. Since we got Shippers
rural free delivery | kin git bunkoed
jist as well by mail, b’gosh!”—Chi-
cago News.

National

uSts

Potato Bags

new and second hand. Shipments made same day order is received.
bags for every known purpose.

A living exponent of the Bible is

worth any number of the best ex | sell

positors. ROY BAKER
Wm. Alden Smith Building Orand Rapids, Michigan
ESTABLISHED 1876

while the iron is hot.

Don’t wait until your busi-
ness suffers or a member of
your family falls ill.

Order that telephone

NOW.

“Use the Bell”

All varieties. Mail us large sample with quantity to offer.
MOSELEY BROS WHOLESALE DEALERS AND SHIPPERS
Office and Warehouse Second Ave. and Railroad.
BOTH PHONES 1217 GRAND RAPIDS, MICH.

VALLEY CITY
BENT KNEE BOBS

No. 6 Bobs finished and painted (no
bodv) with shafts\% $17. 1X $18-
$21. (With pole and no shafts $2extra,)

RndfM now in use can. with very little work, be fitted and changed to these bote
and you have Hret-classsieigh with sleigh track They have been universally adopted
by all the dry goods, grocery, confectionery and laundry trade.

Sherwood Hall Co., Ltd., 26 North lonia St., Grand Rapids, Mich.
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TRADE IN FOOD PRODUCTS.

We Consume Over a Billion Dollars
a Month.

The dark cloud hovering over the
world of finance, trade and commerce
has barely let its shadow fall on the
business of distributers of food,.

The volume of trade in 1907 ex-
ceeds the wonderful record of 1906,
then high water mark. The year
opened with an optimistic feeling per-
vading grocery trade circles which re-
flected itself in the heaviest buying
on contract for future delivery ever
recorded. The relation of supply to
demand has been so close that mar-
ket values ruled firm, and in the case
of preserved fruits and vegetables
much higher, owing to short crops.
The grocery trade rarely indicates a
period of depression, because 85,000,
000 of people at home are to be fed
and innumerable millions in foreign
countries are forced to rely on the
United States for a good part of their
supply of food products, so much so
that more than five hundred million
dollars’ worth of foodstuffs were ex-
ported for the year ending June 30,
1907.

Hard times or long periods of de-
pression do not decrease the volume
of business in food products, but they
change its character, as consumers
drop luxuries, dainties and the more
expensive foods, using more freely
staple articles of diet—selecting those
of comparatively low cost.

Every year increases the demand
for package goods and articles pre-
pared in factories for immediate
use, such as soups, mince meat, cat-
sup, preserves, jams, jellies and al-
most every perishable article that can
be hermetically sealed in tin cans or
glass. Every factory of established
reputation has been overtaxed to
meet the requirements of 1907. At
times condensed milk was in very
short supply, and even the makers of
mince meat were forced to employ
the full capacity of their plants in
order to meet the consumptive re-
quirements.

The farmers have had a quick mar-
ket at high prices for everything they
have had to sell, whether poultry,
eggs, orchard products, vegetables,
dairy products or cereals.. Never be-
fore were producers of the United
States so amply rewarded for their
industry. One can imagine how con-
ditions would be changed were the
foreign demand reduced to any mark-
ed extent. There was no general
failure of crops, unless the loss of the
peach crop in Georgia and along the
Atlantic seaboard is made an excep-
tion, but the loss to the peach rais-
ers of the Atlantic and Gulf States
resulted in a higher return to the
peach producers of the Pacific Coast
and other sections having a fair sup-
ply. Our country is so large and its
climate and soil are so varied that the
total failure of any great crop is very
unlikely to be recorded.

The favored producers are estimat-
ed to have received during the last
nine years fifty-three billions of dol-
lars as the reward of skill and indus-
try. The year 1907 surpassed in re-
sults those of 1906 in the value of
farm products harvested, estimated
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by James Wilson, Secretary of Agri-
culture, to be worth at the point of
production $7,412,000,000, a sum so
vast that it is difficult to compass
in the mind what it means in the
way of business activity to raise, pre-
pare for market, transport, manufac-
ture and distribute perishable prod-
ucts worth such a sum. It is beyond
the power of the human mind to com-
prehend. It compasses commerce
with the world; it furnishes the raw
material for thousands of factories
and is the backbone of prosperity.

As a Georgia grocer remarked,
“You can't keep this country back
when such crops are raised and mar-
keted at good prices.”

The cost of food to the people of
the United States at a low estimate is
twelve and one-half billions yearly,
based on a per capita expenditure for
food of two dollars and fifty cents

ago. Expenses are higher;
normal.”

The Secretary of the Philadelphia
Retail Grocers’ Association, within
which is a co-operative buying or-
ganization with several hundred retail
grocers active members, says: “Thé
year just closing has been one of the
best in the history of the grocery
trade. The volume of business is far
in excess of that of 1906; the finan-
cial flurry halted distribution slight-
ly. The trade is in a healthy condi-
tion, retailers paying bills promptly.”

The President of the Wholesale
Grocers’ Association of New York
and vicinity, F. W. Hannahs, says: “I
am pleased to advise you that the
grocery business for 1907 has far ex-
ceeded that of 1906. We believe the
prospects for 1908 are brighter. The
ratio of expenses to profits has been
larger. Collections are goodu The

profits

Frank N. Barrett

per week. If three dollars
week are spent for each person’s food

every |pure food laws have not interfered
"with the

increase of business. In

supply the total expenditure rises to Ifact, such legislation has had a very
more than thirteen billions. The three [beneficial effect, for the reason that

hundred and fifty thousand retail
dealers in food products and three
thousand five hundred wholesale gro-
cery jobbers must distribute food
products valued at this vast sum, be-
sides taking care of the export of
foodstuffs valued at five hundred mil-
lions. How can dull times come to
these distributers under such condi-
tions?

That the foregoing propositions and
statements are true is proven by the
reports specially gathered for this
review from representative firms in
every section of the United States.

The president of a company operat-
ing 166 stores in Philadelphia says:
“The volume of business is greater
per store to date than it was one year

the" general public is being educated
not to use substitutes and consumers
demand and are receiving a better
class of goods.”

The representative distributing firm
in New England reports the year ex-
ceptionally good; sales materially
larger than during 1906. Expenses
grow out of proportion to increase

in sales. “Boston looks forward to a
speedy recovery from the financial
flurry because the country is rich,

and, while booming times are not an-
ticipated in 1908, a good regular con-
servative business is anticipated.”
How about New York? Every wide
awake jobber and retailer reports an
increase of trade over 1906, depart-
ment stores included. Many report

profits above the average, the mar-
ket having been favorable for buyers.
Collections have been very good to
date. The food laws are considered
to work for the good of the trade.
Some annoyance has been experienc-
ed in order to have labels technically
correct and so as to meet the require-
ments of the varying regulations of
the States. Chicago, St. Paul, Min-
neapolis, Atlanta, San Francisco, Bal-
timore, Los Angeles, Birmingham
and other leading cities make similar
reports.

In measuring the volume of gro-
cery business in 1907 with that for
1006 allowance must be made for
higher prices ruling. At the same
time the quantity of merchandise
moved was greater. Profits were good
by reason of an advancing market.
The views of the trade as gathered
from leading centers of distribution
North, South, East and West are sur-
prisingly optimistic.

Are the opinions of the food dis-
tributers justified by facts? The rec-
ord will answer. It shows that the
imports of foodstuffs were far in ex-
cess of 1906. For the nine months
ending September 30, 1907, they to-
talled $232,394,126, against $195,315,-
200 for the same period in 1906, an
increase of nearly 19 per cent. If we
examine more in detail we discover
a greater quantity of manufactured
chocolate was imported than in 1906.
The imports of crude cocoa were the
heaviest on record, reaching 70,923,343
pounds for nine months, against 63-
090,029 pounds for a like period in
1906. There as a marked gain in im-
ports of pickled herring, anchovies,
sardines, but less of lobster canned,
and fresh cod, fresh salmon, shrimp
and other sorts of fish, the result,
however, being that 1907 fish imports
for the nine months exceeded in val-
ue those for 1906 by $1,388,823.

We also find that a very large in-
crease was made in the imports of
fruits and nuts, the value of which
for nine months exceeded the corre-
sponding record for 1906 by $5,421,-
846.

Foreign cheese was more freely
used, the gain over 1906 in imports
amounting to 4,062,818 pounds and in
value an excess of $1,746,11.2.

Foreign wines and liquors were
more extensively used, the gain be-
ing both in quantity and value, the
latter showing a gain in nine months
of $2,941,061.

The effect of the panic was to rob
the jobbers of a market for paper and
cut off a good share of bank accom-
modation. The wholesalers had to
rely on collections from retailers,
which, thus far, have been very satis-
factory. At a few points South com-
plaint is made of slow payments.
This led to a policy of buying for
positive requirements, and also inter-
fered with the acceptance of goods
bought on contract and tendered for
delivery. More goods have been sent
to warehouse because of tight money
than ever before known in the trade,
thus making considerable trouble for
the commission merchants. And yet,
in spite of all drawbacks, the pre-
vailing sentiment is that 1908 will be
a good year.

The normal effect of the enactment



of a national food law has been tre-
mendous. The agitation which led
up to it served to educate consumers
and impress upon their minds that
low cost goods were often made so
by means not calculated to keep the
dietetic value of food products up to
the needed standard, and as a result
the people are demanding a higher
grade of goods than ever before. The
trade, however, has been put to great
expense in order to comply with the
rules and regulations promulgated,
especially as they relate to labels. As
State rules vary greatly from those
made by the National Board of Di-
rection, manufacturers have  been
troubled and put to large expense in
order to meet all sorts of decisions
covering little technical points that
have nothing to do with the whole-
someness of food products. Time will
remedy these variations and in the
end there will be an era of whole-
some products the labels on which
will tell the truth. Even coffee must
hereafter be designated as to its place
of growth. If enforced), that ruling
will put a stop to selling Santos pea-
berry for Arabian Mocha.

Every year makes it clearer that the
trade will come more and more un-
der the control of large corporations,
having a central wholesale ware-
house, and from which distribution is
made to branch stores in other cities.
Thus far the wholesalers seem con-
tent to keep their branches confined
to a jobbing trade. The great retail
houses follow a like policy, there be-
ing one firm in New York with 19S
stores and one in Philadelphia with
166. There is no limit to the number
that can be operated if the owner is
a born organizer. This plan hurts the
neighborhood stores, which can not
purchase or sell as advantageously.

The sugar crops of the world for the
year ending September, 1907, amount-
ed to 14,519,561 tons. Those for the
year 1907-08 are estimated at 14,353.-
500 tons, a decrease of 166,061 tons.
The United States consumes nearly
3,000,000 tons. This year the con-
sumption will be about the same as
in 1906, no increase occurring by rea-
son of the light field of fruits. The
apple and peach crops were very light
and the production of berries, cher-
ries and pears was insufficient to meet
normal requirements.

The United States produced- 433,010
tons of beet sugar in 1906-07, and is
estimated to furnish 420,000 tons for
the present campaign, 1907-08. This
is little less than one-eighth of the
total consumption. It will be a long
time before the United States grows
within its borders enough sugar to
meet its requirements.

In the death of H. O. Havemeyer
the trade lost its king, a man of rare
ability as an executive and organizer.
He was more conversant with sugar
than any man living. The fact that
the dividends returned to the 15,00°
shareholders of the American Sugar

Refining Company exceeded by 50 per pgt

cent, its entire issue of bonds and
stocks certifies to his ability as a
manufacturer and financier. And this
vast return is made on a net profit of
around three-sixteenths of 1 per cent,
the pound.

The consumption of canned and
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Hardware Price Current g, iron IRON , 55 ae CroCkery and Glassware
Light Band .. 300 rate
STONEWARE
AMMUNITION KNOBS—NEW LIST No charge for packing.
c ’ Door, mineral, Jaj). trimmings . 75 utters
aps. Door, Porcelain, Jap. trimmings 85 % gal. per doz 52
G.. D., full count, per m..... 40 1 to 6 gal. per doz 6%

Hicks’ Waterproof, per m... 50 LEVELS ) 8 gal. each .. 60
Musket, per m ... 75 Stanley Rule-and Level Co.s ... dis. 50 10 gal. each .

Ely’s Waterproof, per m.... 60 600 . MIE(TALS—ZINC % gaglél (renaggt. .

Cartridges. pounda casks .. : )

No. Z2short,per m-.... 250 Per pound o 20 Salmeat R
No. 22 long, per m - 30 gal. meat tubs, each 28
No. 32short, per m. i MISCELLANEOUS gal. h , each ...

No. 32 long, per m Bird Cages 4 , | Churns 794

Pumps. Cistern .15 crﬁo 6 gal. per g 0

No. 2 U M. C. boxes 350 per m....1 60 cagary ow WSt wist i~ AT R AN

. ..M. C, \ asters, Bed an ate .
No. 2 Winchester, boxes 250? per m..| 60 Dampers, American 50 °/<i ggaali ﬂfé}tatorormlrjggngmtt)%mérﬁezggﬁ' 5%%
Gun_Wads. MOLASSES GATES " Fine Glazed Milkpans

Black Edge, Nos. 11 & 12 U. M. C. . 60 Stebbins’ Pattern % gal. flat or round bottom, per doz. 60
Black Edge, Nos._9 & 10, per m.. 70 Enterprise, self-measuring 1 gal. flat or round bottom, each 7
Black Edge, No. 7, per m 80 Stewpans

Loaded Shells Ery, Acme PANS 50 % gal. fireproof,” bail,” per doz 86
New Rival—For Shotguns. common, poiished 508,10 1 gal. fireproof, b\?lljl,sper doz 110

N PDrs.dof oz, of SSrI]ZS G pl%(r) PATENT PLANISHED IRON % gal. per doz.. J 68
12%. owder Sf;&t % auge $2°90 “A” Wood s pat. plan’d. No. 24-27..10 80 0/3 %allsperl doz..... i 5é0/
129 4 1% 9 10 290 “B” Wood’s pat. plan'd. No. 25-27.. 9 80 0 o> gal, per ga 0
128 4 1% 8 10 290 Broken packages %c per Ib. extra. SEALING WAX Per d
126 4 1% 6 10 290 PLANES . o er doz
135 4% 1% 5 10 2 951 p; , Pontius, eachstick in carton ...

14 4% 1% 4 19 300 g?ilgta-r%oelng?'s faney o gg N LAMP BURNERS 40
o0 37 I 100 B 250 Sandusky Tool €67 fancy 0 N B
208 3 . Bench, first quality 45 No. 55
236 3% Hi 6 12 2 65 N ®
265 3% 1% 5 12 270 NAILS % s
264 3% 1% . 4 12 2 70 Advance over base, on both Steel & Wire \udu ar &%

Discount, one-third and five per cent. Steel nails, base 3 00 Nutmeg ..

Wire nails, base .. 2 'MASON FRUIT JARS
Paper Shells—Not Loaded. 20 to 60 advance Base With Porcelain Lined Caps

No. 10, pasteboard boxes 100,per 100 72 95 {o 16 advance . g)er gross

No. 12, pasteboard boxes 100,per 100 64 “g jqvance ... Pints
Gunpowder. 6 advance

RO AR —

b Kegs, o Ibs., per %

% Kegs, 6% ths., per % keg. 50 2 adyvance ... 70 LAMP - CHIMNEY 52 Seconds

Fine 3 advance .. ..50 Per box of 6 doz
Shot. Casing 10 advance ] Anchor Carton Chimneys '
In sacks containing 25 Ibs. Casing 8 advance.. 2 Each. chimney in corrugated tube
Drop, all sizes smaller than B ... 210 ga:'grg ?Oag‘éag%ece--- gg No. 0, Crimp top 170
ni v No. 1, Crimp top .. 4 85
AUGERS AND BITS Finish 8 advance 35 ' Cri

Snell’s ... ’ Finish 6 advance . g5 No- 2 Crimp_top 18
Jennings’ genuine Barrell % advance 35 Fine Flint
Jennings’ imitation ... 0 No. 0, Crimp top

AXES . RIVETS No. 1, Crimp top

First Quality, S. B. Bronze .. 600 lron and tinned ... 50 No. 2, Crimp top ..

First Quality, D. .9 00 Copper Rivets and . 30 Best Le .

FEirst Quality, S. 1 Lead Flint Glass in Cartons
Firet Ay, 5. 0 @ 40p o, BOOEING ELATES No. 0, "EHmp Top oos!

BARROWS 14x20 IX, Charcoal, Dean . . No. 1 Crimp top

Railroad .16 00 20x28 IC, Charcoal,’ Dean o No. 2, Crimp top

Garden "33 00 14x20, IC, Charcoal, Allaway Grade 7 50 Pearl Top—1 doz. In Cor. Carton
14x20, 1X, Charcoal, Allaway Grade 9 00 Per doz.
20x28, IC, Charcoal, Allaway Grade 15 00 No. 1, wrapped and labeled wee 15

Stove . 20x28 1X, @harcoal, Allaway Grade 18 00 No. 2, wrapped and labeled
Carriage, new list 70 . Rochester in_Cartons
Plow 50. o i ROPES No. 2 Fine Flint, 10 in. (85c doz.)..4 60

Sisal, % inch and larger ... 09 No. 2, Fine Flint, 12 in. (31.35doz. 750

. SAND PAPER No. 2, Lead Flint, 10 in. (95c doz.) 550

Well, plain s 450 List acct. 19, 786 oo, dis. 50 No. 2, Lead Flint, 12 in. ($1.65doz.) 875
BUTTS, CAST SASH WEIGHTS No. 2 LimeEI%CStélcdoIQ. Cle}ftons

Cast Loose, Pin,figured 65 Solid Eyes, per ton ... 32 00 No. 2, Fine Flint, (85c doz.) ..

Wrought,narrow » SHEET IRON No. 2, Lead Flint," (95c doz.)
CHAIN Nos. 1105 tto lf7 No. 1 SLuanB%slgieﬁ 1lodoz. indOCarto
% in. 5-16 in. % in. % in. Nos. 0 . L 1
Tohan Bohe T sohe s 3106 Nos. 18 to 21 .. - No. 2 Sun Flain Top
B%e___ T%C-—— 70 c.8% c Ngﬁ' 22% ttoo 2?5 - 5C7z:15seo oats %fO%esdoz
-9 €__8 C—T%C..7 ¢ "of ' "4 10 565 Air Hole Chim
CROWBARS iighter, over 30 Case lots, of 3 doz...
Cast Steel, per pound....ccooommrrren 6 inches wide, not less than 2-10 extra. 1 qal. ti OthCANS doz. 1 2
CHISELS First GHOVELS AND SPADES 650 1 ggaal gtailnv.ciargsn wli%h_ gggllftt ppeerrdoozz.f.l 0

Socket Firmer . _T0gecond Gradep per doz ""576 2 gal. “galv. ironwith spout, per
Socket Framing 70 ' 3 gal. galv.. _ironwith spout, per doz..350
Socket Corner 70 5 gal. galv. iron with spout, per doz...4 50

) SOLDER
Socket Slicks . 70 o @ O e 2% 3 gal. “galv. ironwith faucet, perdoz. 450
ELBOW The prices of the ‘many ‘other qualities 5 dgal. galv. ironwith faucet, pe
. . OWsS of solder in the market indicated by pri- 5 gal. Tilting cans 7
Com. 4 piece, 6in.,, per doz........... net ?% vate brands vary according to compo- 5 .
Xg_rru agtlad, per doz.. i 40%&10 sition. N
Justable - ais SQUARES N
EXPANSIVE BIT Steel and Iron 70% N
Clark’s small, $l8; Iarge. $26... 40 TIN—MELYN GRADE .
Ives’ 1, $18; 2, $24; 3. °$30 25 %gx% I|CC’ Ccmarcoa" 51‘,85(“ :
FILES—NEW LIST X ) arcoa '
. 10x14 I1X, Charcoal L 121

N?t‘:"fm@o”;]?s”ca” 70&%8 Each additional X on this grade..lZSO(Ng: 811—[%) cases 1 doz. each .. gg

Heiler’s Horse Rasps .. 70 TIN—ALLAWAY GRADE No. 0 Tub Rub 00
ALVANIZED IRON 10x14 IC, Charcoal No. 0 _Tub, G .

Nos. 16 t G2o 22 and 24 25O d 26 2728 1009 1%, Shareod] R 998 aet P 1R

0s. 0 20; an ; an ; 27, X ) arcoal . ) , . e
List 12 13 14 15 16 17 14x20 IX, Charcoal .. ....10 50 BEST WHITE'COTTON WICKS

Discount, 70. Each additional X on this grade ..1 60 NoRo" Oc‘ﬁmi%m%viﬁze ygg(ﬁsglrgssongr %‘?fe-zs

. (] . s .
GAUGES BOILER SIZE TIN PLATE No 1,% in. wide, per gross or roll. 38
Stanley Rule and LevelC0.s ..., 60810 14x56 IX, for Nos. 8 & 9 boilers, per Ib. 13 No. 2,1 in. wide, ger gross or roll. 60
SLASS TRAPS Noiy 1i% 1y Wide,per, gross or roll, &

Single Strength, by box dis. 90 Dnclsa” Sommunity Newhouses doald
Double Strength, by box dis. 90 Oneida Com’y, Hawley & Norton’s 65 COUPON BOOKS
By the light™.. dis. 90 Mouse, choker, per doz. holes ... 12% 188 tt))%%ll((Ss' any %%rs]%rr?llirr]]gttli%% %g%

HAMMERS Mouse, delusion, per doz 125 500 books, an¥ denom ination 11 50

Maydole & Co.’s new list ... dis. 33% . WIRE 1000 books, any denomination ... 20 00
Yerkes & Plumb’s dis. 40&10 Bright Market 60  Above quotations are for either Trades-
Mason’s Solid Cast Steel ........... 30c list 70 Annealed Market 60 man, Superior, Economic or Universal

Coppered Market 0&1G grades. Where 1,000 books are ordered
HINGES Tinned Market ... 60&10 at a time customers receive specially
Gate, Clark’s 1, 2, 3 ...dis. 60&10 Coppered Sprlng Steel ... .40 printed cover without extra charge.

[ ) TR .. 50 Barbed Fence, Galvanize 2 85 COUPON PASS BOOKS i
Kettles 60 Barbed Fence, Painted Can be made to represent any denomi-
Spiders 50 WIRE GOODS natlor;3 frlc()m $10 down.

Bright 100 DOOKS
COMMON oo dis. 50 Screw Ey 80-1t 500 books .
Hooks . 80-10 10900 books
HORSE NAILS Gate Hoo 80-10 CREDTT CHECKS
Au Sable ... dis. 40&10 WRENCHES 500, any one denomi_na[ion
HOUSE FURNISHING GOODS Baxter’s Adjustable, Nickeled 1000, any one denomination
3tampedTinware, new list... 0 Coe’s. Genuin 0 2000. any one denomination

Japanese Tinware

Coe’s Patent

37

Steel punch

60
doz..250

rdoz. 525
00
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preserved foods has been enormous,
the demand so much out of propor-
tion to supply that prices have stead-
ily advanced with the rise held in
spite of the financial storm. Great as
is the use of prepared foods, the per
capita consumption for the country at
large is very small, but much larger
in the cities. This year there have
been put up probably 26,000,000 dozen
tins of tomatoes, 10,000,000 dozen of
green peas, 20,000,000 dozen of corn,
16,000,000 dozen of salmon. The
popularity of preserved fruits, vegeta-
bles, fish, meats, is due to their gen-
eral good quality. The people realize
that they are wholesome, palatable,
and as a rule of low cost and ready
for the table with very little trouble.

As an example, take green peas,
which from the time the seed is sown
until the peas are placed on the ta-
ble are not touched by human hands.
At the best equipped plant they are
mowed, taken to the factory and by a
continuous automatic process pass
through the various stages of prepa-
ration: are put into tin cans, cooled
and are ready for market in two and
one-half hours from the time the
vines were cut. Compare a tin of
peas so prepared, costing ten to fif-
teen cents, with fresh peas as ordi-
narily sold in city markets and from
one day to a week old, of various
sizes and texture, and you soon dis-
cover why they and other canned veg-
etables are so popular.

Said Dr. Ifc W. Wiley at the At-
lantic City Convention of Canners:
“l use canned foods very extensively
on my table in Washington for my
‘poison squad,” as they call it. T do
not use them because the foods are
poisonous, either. | use them because
| believe they are the best | can get.
And | would rather go in and take
a good can of peaches that has been
preserved in a cannery than go into
the market and buy them fresh, aft-
er every peddler in town has had his
hands on them. | use large quanti-
ties of vegetables, even in the vege-
table season, that you gentlemen
make, because | believe they are
good usually. That is the experience
of the multitude. It requires the
product of between 2000 and 3,000
canneries to meet the demand.”

Frank N. Barrett.

Good Form.

A Washington correspondent told
the other night a story that he claim-
ed to have heard from President
Roosevelt at a Gridiron Club dinner:

“Two women,” he said, “were dis-
cussing some new neighbors who had
moved into one of the most sumptu-
ous houses in their city.

“‘They seem to be very rich,’ said
the first.

“ Oh, they are,” said the second.
“‘Shall you call?
“ ‘Decidedly.’

“‘You are sure, are you, that they
are—er—quite correct, quite—er—
good form?’

“‘Oh, my dear. I'm positive,” said
the second woman. ‘They have thirty
servants, eighteen horses, twelve
dogs, eleven automobiles and one
child.””

A golden heart is not gained by
setting the heart on gold.
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SANDY CREEK.

Desperate Fight To Save the Set-

tlement From Destruction.
Written for the Tradesman.

Among the dangers met by the
early settlers were the fires that often
swept the forest, destroying valuable
timber and ofttimes the homes and
stock of the pioneer farmer.

The fire usually followed the op-
erations of the lumberman, the res-
inous pine choppings furnishing
abundant fuel for the flames. It re-
quired only the touch of a match to
set the woods going. And then came
the struggle for life and home. Many
desperate battles were fought with
the fires,- kindled mayhap by the care-
less hunter, who .tossed a lighted
match by the pathside after setting
the tobacco going in his pipe.

I remember one instance in partic-
ular when a lumber settlement on
the Muskegon came near going up
in smoke. It was back in the fifties,
when the only fire protection was the
hastily formed bucket brigade, com-
posed of the men and women of the
border village.

A heavy cloud of smoke was seen
to rise to the west of town. Indians,
who had been jack-hunting at night,
had carelessly dumped the burning
contents of their jack cn the bank
of the lake. Running in the dead
grass the flames soon found a brush
pile. From this it was an easy mat-
ter to creep into the dead pine tops
that littered the earth.

Isaac Millard, millowner, saw the
smoke and became alarmed. He at
once dispatched a man to look after
the fire. Mounting a fleet horse Tim
Sanders dashed down a logging road
toward the lake, two miles away. In
half an hour the man was back
again with a startling report.

“The whole east side of the lake is
burning,” declared he. “Old Ange-
line's shanty is gone and the fire is
running down along the creek,
through the pine chopping!”

Millard at once shut down his mill
and ordered all hands to fight fire.
Armed with shovels the men, to the
number of a score, went to the woods
and commenced the battle against
the flames. Back-firing was the meth-
od employed. Ordinarily this would
prove effective. The men worked
like beavers, digging up the soil
across the course of the fire, forty
rods in front of the nearest flame.

The moment a complete line of
fresh dirt was turned up by the
shovels, fire was started and the
debris allowed to burn between the
dirt line and the \m-coming greater
fire. This proved, in a measure, suc-
cessful. When the two fires met
there was a brief fusion of forces,
which rapidly consumed the brush
and apparently died out. The earth
emitted little puffs of hot air before
cooling into the silence of death.

Now and then a little flame would
shoot up only to die down again.

Blackened with smoke, the tired
men leaned on their shovels and rest-!
ed after a half day's intense strug-
gle.

“Everything seems to be all right,”
said Millard. “Tim and 1| will re-

I
main a spell and look out for any

stray sparks. | don’t imagine there’ll
be any further trouble.” The fire-
fighters were glad enough to get back
to the settlement. Night came on
and the forest, though smudged with
low-lying smoke, seemed to offer no
further fuel for fire. The millowner
and his man returned to town and
went to bed.

Sometime after midnight Millard
was roused from a sound slumber by
a violent rapping. Springing up, the
millowner opened the door.

“Look out yonder, boss.”

The man who stood on the step
pointed to the west. A strong wind
had sprung up and afar off forked
tongues of fire were dancing across
the tops of the dead pines. A dull,
ominous roar fell on the air. The
whole distant forest seemed on fire.
It was Lixy, an intelligent halfbreed,
who had sounded the alarm.

“My two boys have gone out to
do something,” said Lixy. “Goin’ to
be big fight, me tell you.”

The halfbreed had not misstated the
situation. Thoroughly alarmed, the
lumbenman aroused the settlement.
Men and teams were rushed to the
front and again began a wrestle for
the mastery.

The wind whirled the flames across
great, jagged heaps of pine boughs,
tearing gaps in the woods, hissing in
defiant fierceness. The efforts of the
men were fruitless. The wind hurled
the great tongues ofr fire far out
across unburned space. This made
the atmosphere too hot for a suc-
cessful defense. Slowly the men of
the mill were driven toward the set-
tlement. Back-firing availed nothing.
The flames seemed to laugh all hum-
an effort to scorn, flicking red fin-
gers into the faces of the men, sear-
ing and blistering. Burning brands
were hurled high in the air and flung
down beyond the human fighting
line, setting new fires and endanger-
ing the lives of the men.

The fight in the woods was a hope-
less one. The settlers were forced
back in helpless dismay.

“No use,” cried Millard. “We have
got to meet the fire at the edge of
the clearing. There’s the school
house on the hill. We must save
that if we can.”

The building in question was a
new one and had been erected at
considerable expense. There was a

cleared space about this which would
afford a chance to fight the fire with
some hope of success.

Retreating to the clearing the men
of the settlement made their final
stand, and a successful one it provea
at this point. The school building
was saved, but a settler's house
across the creek, half a mile from the
school house, caught fire from the
woods and was burned to the ground.

After that came a desperate fight
to save the mill and settlement.
Every man, woman and child in the
little burg was out a full day and
night fighting for the salvation of
life and home. At midnight the wind
changed. A sudden rain came on,
which served to deaden the fire, and
Sandy Creek village was saved.

This fire in the fifties was probably
the worst the village ever experi-
enced, although in 1871, at the time
of the great Chicago fire, the woods
about the town were swept with
flame. One dwelling was burned,
but the three mills of the place were
saved, not, however, until every male
resident had ,put his hand to the ef-
fort of extinguishing flames for the
space of a night and a day.

The writer had cause to long re-
member that October night. Fight-
ing fire through twelve hours of
darkness, wind, smoke and a hail
storm of dust and sand, he came out
in the morning with eyes swollen
shut, as blind as a bat.

A few smaller fires have swept
along the Muskegon since then, but,
with little debris to feed them, have
been of comparatively small import-
ance. Old Timer.

Canada, in a commendable effort
to develop the country, spent a large
amount of money to stimulate immi-
gration to the provinces. During
several months past thousands of
people with very little money have
located in the towns, and it will be
some months yet before there will
be any work for them to do. In the
meantime they must be supported at
public expense. A recent order pro-
hibits the landing of immigrants at
any port in the country during the
winter months, unless they have mon-
ey enough to prevent them from be
coming objects of public charity. It
would be a good rule to adopt in
the United States and make effective
the entire year.
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Travelers

Relation of the Traveling Man To
Credits.

When | was a child, in a little
backwoods burg of Canada, the fav-
orite pastime of us youngsters was
playing see-saw. I'm still playing it
—only now the teeter board is mer-
chandising and the game is to keep
the right balance between the buying
and the selling end of the business.
And it keeps me just as busy as it
used to when the youngsters tried
their level best to give me a jolt by
throwing the teeter board out of bal-
ance. The traveling salesmen of to-
day are about as clever at the game
of upsetting the balance between the
buying and the selling end of the
business see-saw as any of the chil-
dren were in the old days.

But those happy hours on the tee-
ter board taught me that the balance
must be maintained. Some men who
give their entire attention to buying
goods seem to get the notion that
buying is the whole thing in mer-
chandising. Don’t let them fool you!
It isn'tt And by the same token,
neither is the selling of goods the

whole thing. Right buying is just
as necessary as good selling. You
must combine the two. Unless you

do you are in the position of a man
with one leg about a foot shorter
than the other—you are lame and
can't get over the ground in a race
with men who have two good legs,
evenly matched. You are going to
get left if you are attempting to
sprint with that sort of a handicap.

There is one point, however, in
which this comparison does not hold
strictly good: The man with one
leg shorter than the other can't “by
taking thought” extend it to the nor-
mal length. The Bible tells us this.
But if you are lame in business be-
cause the buying end of your mer-
chandising is not equal to your sell-
ing capacity you may remedy the de-
fect by “taking thought”—provided
you take enough of it and put it into
practice.

Once | got a good, sound scare
when my business reached a certain
crisis. | thought the sheriff was
about ready to come in and close me
out and | began to feel in my pocket
for my key to the store and to specu-
late on the kind of a jolt it would give
me to hand that key over to the of-
ficer of the law. Well, that scare
made me do several things, includ-
ing some redhot advertising, which
blocked the street with customers
who were after my goods. But that,
as Kipling says, is “another story.”
One of the things which the fright
jolted me into doing was to hold a
session with myself on the question
of a certain feature of my buying.

Up to that time | didn't have any
“buying policy” in particular. Since
then I've had one, right hot off the
bat of adversity, and it has been
working overtime, too! Until then I
had been drifting along, in my buy-
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ing, in a sort of catch-as-catch-can
kind of way, calculating that about
the main thing was to buy goods as
low as possible and sell as high as |
could and still keep the goods mov-
ing across the counters in a fairly
brisk way. But when | woke up,
after my scare, | figured out that
while this was all right as far as it
went, it wouldn't carry me much be-
yond the first quarter post in the art
of really scientific buying. The fact
that loomed u=> in front of me as
plain as a village stand pipe on a rise
of ground was that in buying his
goods a merchant is choosing his
partners.

Now, | don't want any partner at
all—not a little bit! The woman at
home, who makes up my laundry list
and tells me where | get off when 1
get to thinking too much of Tom, had
suited me down to the ground as a
partner and | wanted no other. But,
when | got my eyes opened, | saw
there was a difference in name only
between a creditor and a partner.
Perhaps you haven’t thought of it in
just that way; but turn it over in
your mind a few times and | think
you'll agree with me.

This settled, it was a short cut with
me to the conclusion that, as I must
have partners—who were polite
enough, so long as | paid my bills,
to call themselves creditors—I want-
ed only the best partners the whole
city of Chicago afforded. When it
comes to the game of picking ana
choosing there’s nothing that calls
for the fine discretion demanded in
taking on a partner, whether for yout
home or your business. You have to
pull in the same harness in both re-
lations and a mistake in choice is a
mistake in life. So | faced the prob-
lem in all its seriousness and said:

“In choosing your creditors you
choose your partners. | need part-
ners who are stronger than | am—
stronger in judgment, in resources
and in experience—big, solid men
with solid bank accounts and with
breadth and character enough to see
things in a big way and stand back of
me fairly and squarely so long as 1
am on the right track and doing
right.”

Having laid my lines | then took
a look over the situation to shape
things accordingly. First | classified
my buying into the three or four
lines into which it naturally divided
itself: Shirts and men’s suits, neck-
wear and notions and furnishings.

Then | said to myself: Of all the
shirt houses you have dealt with,
which is the soundest, the highest
class, the one with the biggest re-
sources and the best reputation for
reliable goods and reliable dealing?
A little investigation settled that
point and | wrote down the name of
Partner Number One. Next | took
up the houses making men’s suits and
from them picked Partner Number
Two. The third partner was chosen
from the men’s furnishing goods
houses in the same way.

My books showed that | owed
smaller bills to a dozen or more less
er houses. Now the thing which I
did not do was to rush to the man
agers of these houses which | had se

lected as partners and break the news
to them that | had decided to take
them into partnership. That was the
thing which | kept carefully to miy-
self. | didn't even so much as pay
something substantial on the amount
which | owed them in order to “show;,:
them. On the contrary, | hustled in
all the money | could and paid the oth-
er fellows in full as fast as | could,
until 1 had them all cleaned up and
out of the way. A little debt is the
worst of all—with the exception ot
several little debts.

Meanwhile | focused my buying
steadily and gradually into the three
“partner” houses. By the time | had
the caost clear of the smaller fry |
was “into” the credit of the chosen
firms to the tune of a good many
dollars. As | expected, one of them
“called” me—and | answered with a
smilring countenance. The manager
of that firm who had charge of its
credits didn't mince matters. He
struck out from the shoulder—said
cash and not a smiling face was what
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the knack of selling goods at a prof-
it to myself; that | had a substantial
and solid trade behind me—a follow-
ing attracted by somewhat original
methods and held by square dealing.

Incidentally | confessed to him that
practically all my buying was done
from his own house and the two or
three others of the same high class
and that | could show a clean slate
so far as small debts and scattering
bills were concerned. Also | showed
him the good prospects which the
future promised for my trade and its
expansion and that my personal hab-
its as well as my business practices
were sensible and worthy of his ap-
proval. Finally I put it to him
squarely that, instead of reducing my
indebtedness to his house, | was there
for the purpose of increasing it to
the extent of several thousand dol-
lars—and that without any rash prom-
ises as to when | would cut it down.

It was a bold game to play—no
doubt about that!—but it worked to
a charm; he saw that there was

he wanted to see from my direction.1something in “Tom’s smiling face”

Then | called him. Told him |
thought he was mistaken, for that
same smiling countenance was one
of the biggest assets | had; that it
did unfailing service in moving the
goods over my counters and made it
possible for me to become one of his
most profitable customers.

He saw the point, smiled back at
me and listened to what | had to say
about the details of my business. |
told him the truth: That | had start-
ed with $55 and had built up a busi-
ness of many thousands: that | had

besides mere good nature. And the
other silent and unsuspecting “part-
ners” | had chosen saw the matter
in the same light, too. They all fell
in line as cheerfully as he, and the re-
sult was that | soon had three or four
of the heaviest wholesale houses in
my line of trade backing me for fair.

In the first place they were broad
enough in experience and judgment
to appreciate the truth of what | told
them concerning my situation and the
prospects ahead of me; they saw that
I could sell goods and if the goods

Qrand Rapids Safe Co.

Fire and
Burglar Proof Safes

Vault

Doors

Tradesman Building

E 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

vidual.

call and inspect the line.

any business or indi-

Intending purchasers are invited to

If inconvenient to

call, full particulars and prices will be sent by

mail on receipt of information as to the size

and general description desired.



40

were not of the sort to give satisfac-
tion and hold trade it would be their
fault and not my own. Again, | had
the satisfaction of knowing that they
had capital enough to carry me to
any extent that my trade would war-
rant and that the more | owed them
the greater was their incentive, their
necessity, to stand back of me and
see me through.

Do you think they would have look-
ed at the matter in that way if |
had scattered my trade and been
obliged to confess that a lot of small
houses had bills against me? Not in
a lifetime! Every one of them would
have said: “Some one of these small-
er houses is likely to get scared and
shut down on Tom quick and hard
and take heroic measures to get its
money before somebody else has a
chance to do the same thing; now his
credit is with a very few solid houses
like our own and it is an easy matter
for us to act together and see him

through without any panic or scare.iin” to solicit your trade.

In a word, these big firms became
practically my partners, just as | had
planned. Later, as my business ex-
panded beyond my expectations, they
became, for a time, actually my part-
ners, for | turned the business into
a stock company and they all took
a certain number of shares—giving
me an option to buy out their hold-
ings at a price which would net them
only a moderate rate of interest. In
every case | exercised that option
and the whole deal was immensely
to my advantage. And so it was to
theirs—because they had a call on my
trade, a practical certainty of selling
me thousands of dollars’ worth of
their goods. But there was a cleai
understanding that the goods and the
prices must be right. However, |
had no fear on that score, because |
knew | was dealing with houses so
big and conservative and upright that
they could not deviate from their reg-
ular standard of square and fair deal-
ing. That is one of the advantages of
doing business with big and high-
class houses, and with them only.

While those houses do not now
own a dollar of stock in my business,
they are still my partners in the
sense that | am always in their debt
for a line of their goods—and | hope
this will always be the case!

Do | need to tack on to this tale
the moral that the worst policy you
can have is to scatter your buying—
especially at a time when you are
pinched and hard pressed to meet
your bills promptly? If | need to rub
this point in, let me do it by saying
that such a practice is a short and
sure cut to bankruptcy. Very likely
you may find houses that will “take
a chance” on you for a small amount
when you have about run your limit
with the larger and conservative ones.
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confidence and support. And when
one of these fellows jumps, it is all
over but the shouting of the sheriff—
no matter how small may be the bill
involved in the forcible collection.

Again, don’'t imagine you can throw
dust in the eyes of the wholesale
trade by scattering your buying in a
moment of strain. You will deceive
only yourself by such a move. There
is a close fraternity between jobbers
and wholesalers in the matter of cred-
its, and when you begin the little
game of scatter, you are simply fly-
ing the signal of distress so plainly
that the men who have given you a
line of credit will not have to con-
sult any code book to translate the
pennant at your masthead.

Of course, there is something else
to be said on the subject of buy-
ing. There isn’'t a “lily in the field”
—nor has there been since Solomon’s
time—better worth considering than
the traveling salesman who “drops
If he is up
to has job, he’s a very meek and un-
*obtrusive fellow, always ready to wait
your convenience and to put up with
all sorts of interruptions and delays.
He is smooth, affable and as plausible
as a corporation lawyer’s argument
on the necessity of great combina-
tions of capital. His game is as old
as “pussy wants a corner” and is
founded on the same principle—that
kissing goes by favor!

There is a rule in my store that no
traveling man can buy a dinner, a
luncheon or a drink for any buyer of
the establishment—the “boss” includ-
ed! Probably some commercial trav-
elers think it a narrow rule. On the
other hand, just to prove that | have
no intention of being small or mean
about such matters, | hand out cigars
before they are able to reach for their
vest pockets, and they are taken out
to dine or lunch before they have an
opportunity to spring an invitation.

And no traveling man is an excep-
tion to this rule. 1 might also say it
was made for their special benefit and
for the country merchants who want
to “meet Tom face to face.”

Now, why do | care to talk with
the traveling salesmen whose goods
I know | do not want? There are a
dozen reasons, but here are a few
of the most important of them. These
men are the itinerant news gatherers
of the merchandising world and oft-
en the trade gossip they hand out in
an incidental chat is worth more than
the profit on the goods you might
buy if you sold them all at a good
margin. If you want to know what
is doing in your line of trade, keep in
touch with the traveling salesmen.
They are sure to know all the latest
wrinkles in regard to the new things
on the market, and the ones which
are going to come out a little later.

But you may be sure such houseslvery often they, themselves, do not

are not the ones which can afford to
back you or stand by you in time of
stress. They are sure to be the weak-
er ones which need trade so badly
that they are willing to take unsafe
chances; they will try to make up for
their other weaknesses in the shifti-
ness of their collections, and are li-
able to pounce down upon you at the
very instant when you most need

realize the value to you of some par-
ticular bit of news regarding this or
that new thing which is not yet ful-
ly launched on the currents of trade;
but if you are awrake enough and have
a nose for that kind of thing, you will
often be able to turn these incidental
tips on the future into dollars and
cents.

Then commercial travelers are gen-

erally full of gossip about men of the
wholesale and retail trade, of impend-
ing changes in the personnel of firms
and houses—changes which might af-
fect your own buying relations. Quite
as important as this is the possibility
that you may pick up from the chat
of a commercial traveler information
of moment about the movements of
your competitors. For instance, more
than once an alert merchant has in
this way gained knowledge of- an in-
tended change of location on the part
of a competitor, or of a change of
trade conditions in a certain locality
which saved him from making a mis-
take or gave him a special advantage
in governing his own movements.
This kind of thing occurs constantly
and it has come within my own ex-
perience so pointedly that it has be-
come a settled principle with me to
let no traveling man escape until I
have extracted from hint all the trade
gossip bottled up under his vest.

Then there is another side to this
matter of the gossip of the men on
the road. If they talk to you about
other merchants they will talk to oth-
er merchants and to their associates
on the road about you. The essence
of what they say about you is bound
to get back to houses which they
represent and reach the ears of the
men who manage the wholesale trade.

In a word, the men on the road are
the men who make your reputation
with the wholesale trade in general,
so far as the distinctly personal side
of your standing is concerned. They
are the boys who scatter the word:
“Jones is a good fellow, all right, but
he's hitting the booze a little too
hard,” or “Jones is getting mighty
surly with the boys. He acts as if
his business was worrying him,” or
“Jones is getting such a swelled head,
because he’s made a little money, that
he knows it all and a traveling man
can't tell him anything about goods.”

Remarks of this kind hurt and hurt
hard when they get back to the house.
Hints of booze, of family troubles, ol
acting too worried to be courteous
and pleasant to the men on the road,
of having a swelled head, directly af-
fect the standing of a retail mer-
chant with the wholesale trade, and
when once they get out in the way
of gossip they are hard to live down
or to kill out. What | want the trav-
eling man to say of me is this: “Tom
is so cheerful and so glad to see me
that things must certainly be going
fine with him.” “Tom has enough
executive ability so that he has time
to see callers who have business with
him without making them feel that
he begrudges the time;” “He is at-
tending strictly to business and keeps
a clear head—and his business shows
it;” “There is a man who doesn’t
think he knows it all, you can always
get a full hearing from him; it's no
trouble to interest Tom whether he
buys or not;” “It's a pleasure to go
into his store. He knows how to
treat a traveling man right.”

Mind you, I'm not saying that this
is what the traveling salesmen do say
of me; it's what 1'd Like to have every
one of them say, and if any of them
do not say these things of me, the
fault is not with my intentions. | try

carefully and watchfully to deserve
it of them, and | realize the import-
ance of it to me. | like the boys on
the road and | think | understand
them, for | was one of their number
for several years. But if my sym-
pathy with them were not as strong
and spontaneous as it is, 1'd follow
the same line of courtesy and atten-
tion with every one who came into
my store.

A whole lot of retail merchants
seem to me to be blind as bats to
the reputation which the men on the
road are giving them. If they were
not, they would make a quick change
of front on that score.

The reporter for the commercial
agency is commonly supposed to be
the man with the big stick in fixing
the standing of the storekeeper with
the wholesale trade; but let me tell
you that you can better afford to snub
him than get the traveling men sore
on you. More and more the credit
departments are coming to shape their
actions on the reports of the travel-
ing men who rub against the local
situation week after week and month
after month.

They know local trade conditions
better than the agency reporters can
know them, for they are able to read
between the lines. Again, their in-
terest and that of the houses they
represent are identical. If they sell
a bad account, they lose out on it
The agency reporter has nothing at
stake but his reputation as a guesser,
and sometimes that isn't so much!
Gradually the credit men of the coun-
try are coming more and more to re-
ly upon the word of the traveling
man, and this is only another way of
saying that the reputation of the mer-
chant is coming increasingly into the
hands of the traveling man.—Tom
Murray in Selling Magazine.

A Nature Fake.
“What's this?” yelled the star.
“Green snow? | won't stand for it.”
“You'll have to,” retorted the man-
ager. “White paper is so high that
| told the property man to tear up
a few stock certificates.”

Many a man is breaking his back
under a bag of shadows.
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Gripsack Brigade
A Reading correspondent writes.
Hugh Spaulding began January I* as
traveling salesman for the Michigan™
Stove Works.

H. P. Wilcox, clerk in the drug
store of A. W. Gleason, of Newaygo,
has engaged to travel for the Peck-
Johnson Co., succeeding O. H. Street.
He will cover Milwaukee, Racine, St.
Paul, Minneapolis and Duluth.

A. D. Crain has received a letter
from Heath & Milligan to the effect
that he may consider himself en-
gaged for the next twenty years.
Mr. Crain is naturally very much
elated over this token of esteem on
the part of his employers.

Will Jones, who traveled twenty-
one consecutive years for the Lemon
& Wheeler Company, has engaged to
represent the Worden Grocer Co.,
succeeding Fred Church in the terri-
tory he has covered for that house
for the past six mohths. Mr. Jones
is an experienced and successful sales-
man and a decided acquisition to the
road force of the Worden house.

Geo. W. McKay has signed for
another year with the Lyon factory
of the National Candy Co. His ter-
ritory has been changed so as to
include thirty-three towns in North-
ern Indiana as well as the towns in
the copper country and Northern
Wisconsin. He attended the reunion
of the traveling men of the factor*
on Dec. 30, at which time thirty-
seven grip carriers dined together
and afterwards made up a theater
party.

A Lansing correspondent writes
as follows: C. C. Barton has severed
his connection with Morley Bros., of
Saginaw, as traveling salesman after
twelve years of service and will
henceforth devote his entire time to
his retail hardware business at 1215
Turner street which has grown great-
ly in the last year. Mr. Barton has
been on the road continously for
twenty-two years as a hardware
salesman, changing houses but once
in that length of time.

Eleven of the traveling salesmen of
the Musselman Grocer Co. called at
the residence of Manager Elgin New

Year’'s evening and presented him
with a handsome smoking set. The
presentation speech was made by

Dell Wright, who did himself and
the occasion ample justice. M. L.
was so dumfounded that he lacked
words in which to reply, but Mrs.
Elgin—who had been “put next” to
what was coming—minimized her
husband’s embarrassment by an an-
nouncement from the dining room,
which proved to be a fitting finale of
a very pleasant event.

Alma Record: A traveling sales-
man for one of Chicago’s wholesale
houses was sick in Alma last fall
while a guest at the Wright House.
He received care and attention from
Landlord Barron and when able re-
sumed his work. The matter had
escaped the landlord’s attention un-
til Christmas morning when he re-
ceived a package from the salesman
containing three beautiful silk um-
brellas one each for Mr. and Mrs.
Barron and daughter, May. They
were sent as a Christmas remem-
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brance and as an expression of ap-
preciation of kindness shown. Mr.
Barron was certainly a surprised
man.

Movements of Michigan Gideons.

Detroit, Jan. 7—The annual meet-
ing of the Boston Camp of Gideons,
held Saturday, Dec. 28, 1907, was the
occasion of National President Chas.
M. Smith making an Eastern trip
recently. He reports meeting an ex-
ceptionally bright lot of men who are
members of that Camp. They are
for enlarged activities and greater
usefulness for the boys who wear the
button; and, since this was the very
point that the President desires all
Gideons to unite upon, a most enjoy-
able and profitable time was spent
during the afternoon and evening of
the above date. The meeting was
opened at 3;30 with a praise service,
followed by devotional exercises.
Theh for an hour matters pertaining
to Camp affairs and election of offi-
cers took place. A very excellent
set of men were selected to fill the
various offices and the days to come
will reveal the truth of the above
statement in what will be accom-
plished. we feel quite sure. The ban-
quet followed, at which sixty persons
sat down. Toasts were responded to
by State President Lester B. Strout,

of Lynn; Rev. O. P. Gifford, of
Brookline, and Mr. and Mrs. Lo-
throp, of Worcester. At 7:15 an-

other song service was enjoyed, after
which a solo was rendered by Miss
Katherine Huskie, entitled, “Then |
Will Understand.” This opened the
evening programme, which lasted
about an hour and a half, being oc-
cupied with greetings from the West
by the National President and a ser-
mon on Gideon as a Character by
Rev. O. P. Gifford, which was a
masterly presentation of this most
wonderful man—wonderful because
he accepted and was led by God so
that victory came to him with his
little band of 300, conquering that
mighty host of Midianites—a host as
numerous as were the sands by the
sea, proving the profit it is unto man
to take God as a partner into his
life. The Boston boys know how
to do things, as this Camp rally indi-
cated, and the ladies as well, for the
famous baked beans were there to
prove it.

Springfield and Worcester Camps
were also visited, an evening be-
ing spent with each. Although not
as large a camp as Boston claims, yet
they have in each a right loyal lot
of Christian brethren; and are right
in line with the advances contem-
plated by the National organization.
Altogether, it was a most enjoyable
trip, from a Gideon standpoint, and
the President hopes that this fact
may be revealed to the rank and file
in the days to come.

Aaron B. Gates.

Slight Misunderstanding.

“l suppose, madam,” said the arch
itect, “you will want an electroliei
put in the drawing room?”

“Sure,” answered Mrs. Neurich.
don't know how to play one, but Il
begin taking lessons at once, regard-
less of cost.”

HINT FOR NEXT FALL.

As a matter of economy of time
and labor the farmer who under-
takes to develop a new farm locates
his prospective crops in fields imme-
diately adjacent to his farm buildings
if possible. His young orchard and
his kitchen garden are, as a rule, not
far from his back porch, while his
meadows, pasture lots and wood lots
are farther away, putting the bulk of
the labor of traveling to them and
back again upon the horses, cattle,
isheep and pigs. And so when poor
spots of soil or areas that are over-
worked demand that crops shall be
put in elsewhere and farther away
he has lanes, fences, bridges possi-
bly, which he did not have at the be-
ginning, to equalize the conditions
and further distances that are in evi-
dence.

Villages and small cities may well
imitate the farmer. Cultivate the re-
sources and improve the advantages
near at hand and as the possibilities
at your door grow into perfect work-
ing order extend your efforts a little
farther, always bearing in mind that
while working the new territory it
is an imperative necessity that the
older and more thoroughly fostered
neighborhoods near at hand can not
in any sense be neglected. Good
roads are essential in the process, and
with good roads must come good
store buildings, good lines of merchan-
dise and good service — that s,
promptness, neatness, courtesy and
square dealing.

Don’t keep on crying for the moon
or something equally unattainable,
but make everything within your
town’s limitations do its share to-
ward helping to benefit the general
interests of the town. The chief fac-
tor in the accomplishment of such a
campaign is unity of action, harmo-
nious effort on the part of every
man, woman and child in the town.
All towns, especially the smaller ones,
are not able to maintain Boards of
Trade, Boards of Commerce, Busi-
ness Men’s Associations and the like,
but there is no town of one or two
thousand inhabitants which, if its peo-
ple will work together enthusiastical-
ly and generously according to their
means, can not advance its own in-
terests by carrying out, once or twice
a year, some public function which
shall attract three-quarters of the en-

tire population within a radius of
twenty miles to that town for a day
at least. >

And these events need not be un-
comfortably expensive as to cash out-
lay.  Moreover, they advertise a
town throughout the town’s legiti-
mately contributory territory and al-
ways a little beyond that territory in
a way that can be accomplished by
no other method. In brief, you are
cultivating, fertilizing and making
better your fields close at home and
at the same time developing new
fields and resources farther away—
imitating the farmer. As an example,
let the city of Greenville have a Bak-

ed Potato Day next fall. Let the
business men, the lawyers, doctors,
school teachers, clergymen, mer-

chants, manufacturers, mechanics and
the women and children, en masse,
arrange for an out-door feast of bak-
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ed potatoes, with a few essential
zests to go with them, for all who
come to Greenville between noon and
3 o’clock on that day. Have a band
of music, congregational singing of
National airs, possibly a speech or
two, and four or five special attrac-
tions along the main street. Let some
other town have a Roast Green Corn
Day and some other one a Baked
Beans Day—there are a score of
changes which may be rung on the
proposition, and every one of them
would help the town amazingly if—
there is great potency in the little
word:

“1f"—the people of these towns
give of their labor, their wits, their
enthusiasm and their cash, in an ab-
solutely harmonious effort to make

the thing a go, it will win. Other-
wise it will be a failure.
Fourfold Increase in Membership.

Traverse City, Jan. 3—The annual
meeting of the Traverse City Business
Men’s Association was held in the
Council rooms last evening, there be-
ing a large number of the members
present and the meeting being so
pleasant and profitable that all were
glad that they attended. At the con-
clusion of the business session all
adjourned to the Little Tavern, where
oysters were served.

Several important matters regard-
ing State laws were discussed and a
committee is drafting a resolution
which will be presented to the Con-
stitutional Convention. The same
line of legislation will be taken up
at the State convention which meets
in Jackson Feb. 4, 5 and 6.

At this convention Traverse City
will have fourteen delegates as fol-
lows: L. R. Stickney, M. P. Hunt,
W. R. Foote, George E. Hoyt, Ed.
Lautner, John J. Brezina, John M.
McCormick, J. M. Omlor, Frank
King, Julius Campbell, J. A. Mon-
tague, Tom Nelson, C. H. Johnson
and Joseph Sleder.

The election of officers resulted as
follows:

President—H. R. Macdonald.

Vice-President—L. R. Stickney.

Treasurer—George E. Hoyt.

Secretary—M. P. Hunt.

Board of Directors—The officers.
James M. McCormick, Joseph Sleder
and C. H. Johnson.

The Association has had a very
prosperous year, the membership hav-
ing been increased from fifteen to
sixty. The collection department has
been very successful also, 673 ac-
counts having been closed and
$1,876.45 having been collected.

Elopement.

“Say, mister,” said a small boy as
he stuck his head in at the door of
a butcher shop, “a tramp just eloped
with the string of sausages hanging
outside!”

“Dog-gone!” exclaimed the butch-
er, as he started in pursuit.

Lesser of Two Evils.
“Which do you prefer,” said the

artistic young woman—“music or
poetry?”
“Poetry,” answered Miss Cayenne.

“You can keep poetry shut up
a book. You don't have to
Ito it unless you choose.”

in
listen
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Michigan Board of Pharmacy.
President—Henr . Heim, Saginaw.
Secretary—W. E. Colllns
Treasuréer—W. A. Dohan
Other members—John D. Muir, Grand

Rapids, and Sid A. Erwin. Battle Creek.

Michigan State Pharmaceutical Associa-
ion.

Owo0s50.
Detroit,

President—J. E, Bogart, Detroit.
Flrst Vice-President—D. B.

Syecond Vice-President—J. E.
Third Vice-President—W. R. Hall, Man-

istee.
Calklns Ann _Arbor.

Secretary—E. E.
Treasurer—H. G. Spring, Unionville.

Perry, Bay
Way.

Executive Committee—J. . Wallace,
Kalamazoo; M. A. Jones, Lansmg Julius
Greenthal, Detroit; C. H. Frantz Bay
City, and Owen Raymo, Wayne.

Popular Hot Drinks.

One of the best sellers is the

creamed beef bouillon. You add

sweet cream to a cup of hot beet
tea and top off with whipped cream;
hot egg milk is made with one egg,
sweet cream, sugar or vanilla syrup
to sweeten, fill cup with hot milk,
top with whipped cream and serve.
Another good winter special is the
hot egg phosphate, using hot water
instead of hot milk. As an appetizer
there is none better than the beef tea
and egg. Break an egg in a shaker,
and after shaking well pour into a
bouillon cup and add hot beef tea ex-
tract. Fill up the cup with hot watei
and serve with pepper, salt and
crackers. Then there is the hot ma-
ple sundae, which we make by pour-
ing a ladle of hot maple syrup over
ice cream, sprinkle with walnuts and
top off with a little whipped cream
and cherry. That is one that makes
a big hit with the younger soda
drinkers and for those who have a
sweet tooth. Our hot chocolate sun-
daes are made the same way, choco-
late being substituted for the maple
syrup. Then, too, a delightful mix-
ture is the hot coffee ice cream, using
a cup of hot coffee with a measure
full of ice cream dropped into it. The
clam and tomato bouillon is made
with equal parts of clam and tomato
bouillon.

Besides these special concoctions
with which we are starting the sea-
son are the more ordinary ones, such
as hot chocolate, hot clam bouillon
made with milk, hot clam broth made
with hot water, hot tomato bouillon,
hot beef tea, hot ginger tea, hot cof-
fee, hot tea, the latter served with
German tea balls that have become
so popular. Of course, many others
will develop as the season progress-
es, but these seem to meet all re-
quirements at present. Crackers are
always given with hot drinks, and a
large slice of sponge cake is sold for
5 cents, a most popular innovation.'

W. S. Stinson.

Care of Tooth Brushes.

If dealers will call the attention oi
customers to the following rules for
the use of brushes, so much com-
plaint will not be made aBout their
wearing qualities;

Directions for using tooth brushes:
Tap the brush before using it, to see
if you can jerk out any loose bristles.

MICHIGAN TRADESMAN

Tap the brush after using it, to
shake out the water, and put it away
fairly dry. Do not keep it closely
shut up in a brush tray or dressing-
bag bottle.

Cause of complaint: Loose bris-
tles may be found in a new brush
in consequence of the wire having
cut the bristles in half while drawing
them into the hole, the knot being
too full. Bristles may. project be-
yond the level of the serge, the knot
being too slack; cut them off; do not
withdraw them and thereby make
the knot still more slack. Bristles
will perish if brushes are put away
thoroughly wet, and left for days to
get thoroughly dry; after a time,
even with the greatest care, this will
happen. Brushes will smell offen-
sively if closely shut up when wet;
they will also become discolored.
Tooth  brushes will wear out in
course of time; some people use them
for months, while some will cut them
down very quickly. Teeth with
sharp edges cut bristles. Teeth with
irregular spaces will catch individual
bristles and forcibly withdraw them.
Some people select a brush too soft
for their requirement, and make ii
harder by pressure, breaking down
the bristles, which they would not do
if the brush was sufficiently hard. A
tooth brush being an inexpensive ar-
ticle, it is wiser, therefore, to throw
it away before it is thoroughly worn
out than to keep it as an annoyance,
which it will be if used too long.

Good Green Color for Violet Am-
monia.

Green dyes, suitable for tinting so-
lutions of ammonia, can be obtained
already prepared from perfumers’
supply houses. A satisfactory green
tint can be made by combining blue
and yellow7 in proper proportions. It
180 grains of true Spanish saffron
are infused in eight ounces of dis-
tilled water and solution of indigo
carmine added until the right tint is
reached, nothing better can be de-
vised. The solution of indigo car-
mine is best made as follows: Powder
30 grains of indigo in a mortar and
desiccate or dry thoroughly over a
water bath. To the perfectly dry
powder add drop by drop four times
its weight (two drachms) of fuming
sulphuric acid. Cover the swollen
mass and set the capsule aside for
twenty-four hours. At the end of
this time add three fluid ounces of
distilled water, a little at a time,
stirring constantly, and then transfer
the whole to a tall, narrow beaker,
or similar vessel, and let stand for
four days, with occasional stirring.
At the end of this time neutralize
exactly with sodium carbonate, being
careful to avoid any excess of the
alkali. Filter the neutralized solution
and evaporate to dryness in a water

bath. The resultant powder is so-
dium sulphindigotate, commonly
known as indigo carmine.

Thos. Willets.

What Color Is Your Halo?
When Mme. de Stael called archi-
tecture frozen music she showed
herself to be something of a latter
day psychologist. Color, says the
new cult, is sound on a higher plane

—that is, a higher or more refined
fate of vibration. The color sense
is the sixth sense, the sixth sense is
intuition, and intuition is the psychic
sense of color. And when we have
become universally still further de-
veloped, as we shall be, we can then
not only perceive thoughts, but we
shall.also hear them.

Every individual is surrounded by
an aura or emanation of color in-
dicative of his or'her spiritual, men-
tal, moral and physical feelings and
failings. Every human emotion is
expressed in color, and consequently
this aUra is constantly changing,
Continually Vibrating to every vary-
ing thought and feeling. The glory
or nimbus around the head of a
saint, according to this theory, was
no poetical fiction.

Persons of beautiful character
have beautiful auras of white, blue,
green, gold, etc., while brutal or vio-
lent natures emit dark shades of

red, brown, or black, so that by an
understanding of color emanations
the thoughts, character, and disposi-

tion of any one may easily be seen
and understood by the illuminated
seer versed in the meaning of col-
ors.

When one’s aura comes in con-
tact with the aura of another the ef-
fect is immediately felt by the sen-
sation of attraction or repulsion. If
the colors are in harmony the feel-
ing is attraction and friendship. If
the colors or rates of vibration are
entirely out of harmony there is re-
pulsion. The difference between two
things is simply the rate of vibra-
tion, and if the respective rates of
two substances are entirely out of
harmony they naturally repel.

Happy Occasion at the Drug Co.

The third annual meeting of the
employes of the Hazeltine & Perkins
Drug Co. was held Saturday, Jan. 4
in the general offices of the house.

A feature of this meeting was the
presentation of a fine leather library
chair and a purse containing $50 in
gold to Gerrit W. Plaat, the retiring
foreman of the order department
The presentation was made by Jacob
P> Timmer, the chemist of the com-
pany, in language and expressions
very well chosen to convey the high
esteem in which he, as well as other
members of the “old guard,” hold Mr.
Plaat.

Following the presentation Lee M.
Hutchins delivered a short address, in
the course of which he alluded to the
long and valuable services rendered
by the retiring veteran, concluding
with a brief discussion of .successful
business methods,

Dr. Chas. S. Hazeltine, President
of the corporation, then presented
each of the employes with a check
for one month’s salary, an annual
custom which this house inaugurated
some years ago as a means of ex-
pressing its appreciation of the effi-
cient service and active co-operation
of its employes.

African Elephant Needs Help.

The elephant is going the way 0L
all flesh; the troops of elephants
Africa are so sadly thinned as to
need the strong arm of the law to

s

protect them, the white rhinoceros
is gone forever, the white tailed gnu
is* practically extinct. The work ot

_destruction steadily is going on, at

any rate in territories outside the
British rule, while the fact that no
restriction is put upon the use of
firearms by the natives contributes
still further to the slaughtef. A
heavy toll is still levied upon ele-
phants for the sake of their ivory,
hence the destruction is carried on
by natives at the instigation of
Europeans engaged in the ivory traf-
fic. White men may shoot only a
limited number, and for this conces-
sion must pay high license. So the
markets are supplied by animals
killed by the blacks, who are privi-
leged to kill as they list.

The Drug Market.

Opium—Is steady at unchanged
prices.

Morphine—Is unchanged.

Quinine—Is dull and weak.

Haarlem Oil—Has declined on ac-
count of competition among import-
ers,

Soap Bark—Is very firm and ad-
vancing.

If the ostrich knew how much his
feathers were worth he would be
prouder than a peacock.

YOUNG MEN WANTED—To learn the
Veterinary Profession. Catalogue sent
free. Address VETERINARY COLLEGE,
Grand Rapids, Mich. L. L. Conkey, I'rin

LIQUOR
MORPHINE
(Uve CT\EaW Si

OnlyOnemMn:h Information.
GRANDM P/D S ,265S*Colle*eAve.

Booklet free on application

Tradesman
[temized Ledgers

SIZE—8 10 z 14.
THREE COLUMNS.

2Quires, 160 pages..
3 Quires, 340 pages..
4 Quires, 320 pages.
4Quires, 400 pages.
6 Quires, 480 pages.
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INVOICE RECORD OR BILL BOOK 1
80double pages, registers 3,880 £
INVOICeS s la 00 £
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Tradesman Company 1
Oread Rapids, Mich.
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TRADESMAN

We are Importers and Jobbers of Drugs,
Chemicals and Patent Medicines.

We are dealers in Paints, Oils and

Varnishes.

We have a full line of Staple Druggists’
Sundries.

We are the sole proprietors of Weatherly’s
Michigan Catarrh Remedy.

We always have in stock a full line of
Whiskies, Brandies, Gins, Wines and
Rums for medical purposes only.

We give our personal attention to mail
orders and guarantee satisfaction.

All orders shipped and invoiced the same

day received. Send a trial order.

Hazeltine & Perkins
Drug Co.

Qrand Rapids, Mich.
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15lb. ‘pails, per doz..7 20 Early June Sifted 1 25@1 80 CHOCOLATE Lemon Gems_ . 10
251b. pails, edeéJiN_S 1200 Peaches G WalterSBakter A Co.’s - IEemon \I?Vis%uit Square 8
erman 1) B
Ith. can, per d 0 . .2 25@2 75 Premium " Lgmgﬂ Cogk?é
2tb. can, per . Pineapple Caracas Mary Ann 8
3lb. can _lper BRICK 180 g|[at§d %3{()) P\r/\éramﬁ?n Marshmallow W alnuts ﬁ
ice AFNET e
érq]geiir;%an 8% Fai Pumpkin Premium, 36 MorI]asses Cakes . l?
- air ohican ...
BLUING Good Baker’s 39 Mixed Picnic .. .. 11%
Arctic Farhcy 100 Cleveland 4 Nabob Jumble %421
6 0z. ovals 3 doz. box $ 4o Callon R 27 8°I°”'a|| %s 35 N?gv}\(ljgcs"“ g
16 0z. round 2 doz. box 75 giandard p E° onia 33 Oatmeal CF 8
Sawyer’s Pepper Box Russian C'f'a'mar@ A £ Ofange Gems 8
No 3 doz wooZetr)x(s;rgsg gj"% cans 73 (7)8 Louxn%g/’ ilso (F_'))val gsu akr Cal;'_\lé d g
-3 : o cans . L enn akes, Assorte
No- 5 dIgZR'O\gLICI)g Pxe 700 1ib." cans Salmon 12 tgwggy; gg mggéllsettganﬂar’;ﬂdd"l\'/iﬁ' g
No. 1 Carpet, 4 sew .2 75 Col'a River, tails 1 9502 0 V%wneﬁ/buten " %s ‘18 Pretzelettes, Mac. Md. 7%
No. 2 Carpet, 4 sew .2 40 Col’a River, flats 2 25@2 ’  van Houten, %s 20 Raisin Cookies . 8
No. 3 Carpet, 3 sew .2 25 Red Alaska ... 13501 45 Vvan Houten, %s 40 Revere, Assorted .
No. 4 Carpet, 3 sew ,.2 10 Pink Alaska....1 00@1 10 van Houten. Is 7% Rube -
Parlor Gem ... 2 Sardines Webb  .......... ... 35 Scotch Style Cookies 10
Common W hisk .. 90 Domestic, 14s 3%%) 4 Wilbur, %s 39 Snow Creams 16
Fancy Whisk ... .1 25 Domestic, %s Wilbur, %s 40 Sugar Fingers 12
Warehouse  ............. .3 00 Domestic, Must'd 6% 9 ar Gems 08
RUSHES California, % s...1l 14 COCOANUT ultana Fruit Biscuit 16
Scrub California, %s...17 24  Dunham’s%s & %s 26% Splced Gingers ...
Solid Back 8 in 75 French, 14s . 7 @14 Dunham's %s 27 Spiced Gmgers Iced ...
Solid Back, 11 in 9% French, %s 28 Dunham’s %s . Sugar Cakes ... 8
Pointed Ends 85 Shrimps Bulk Sugar Squares large or
No go Standard ... 1 20@1 40 20T, CbOCOA SHELLS small 8
. ags “
No. 125 . Succotash Less qu%ntlty
No. 1 Pound packages
No. 8 1 COEI';EE Waverly
No. 7 . 130 Strawberries Common Zanzibar
No. 4 170 Standard ... 160 Eair In-er Seal Goods
No. %U' 190 Fancy ... @2 50 choice” : Per doz.
W., R & Co.” S, 25¢C SIZE 200 Fair Tomatoels 05 Fancy Albertl Biscuit ... 100

Ani
Butter Thin Biscuit..

1
W,, R. & Co.’s 50c size 4 00 1
% 40 Fair ... . Butter Wafers ... 1 00

CANDLES y -
Gallons

Earaff?ne % I 60 ':Ch0|ce Cheese Sandwich 100
araffine, S . CAR OILS ancy .. Cocoanut Dainties 100
Wicking ... .20 Barrels Peaberry Faust Oyster . 100
CANNE Perfection ... 101 . M Fig Newton 100
Apples Water White .... 10 Fair . Five O’clock 100
3Th. Standards ... 120 D. S. Gasoline .. 17 Choice . Frotana ... 100
Gallon . 375 Gas Machine ---- 24 Mexican Ginger Sna 100
Deodor'd Nap’a 11o Choice . Graham Crackers . 100
g T —— o1 Efuine’ 2 o Gatmeal Cracksrs "7 100
tandards gallons .. Black, wi _8%810 OySterettes .......... 60
Beans Old Time Sugar Cook. 1 00
Baked ..o, 80@1 30 B CE? EtA'—FS d Pretzelettes, Hd Md... 100
Red Kidney ~80@ % oo reakfast Foods Royal Toast ..
String ... ..7001 15 Bordeau Flakes, 36 lib. 2 50 Saltine ... .
W ax 25 Erearg g\éeWh?:eGat 3|S’ 251b24 gg 0 Saratoga Flakes ...... 150
99- gs... Social Tea Biscuit...1 00
Excello Flakes, 4
2 Excello, large  pkgs M Soda, N. B. C. - 100
700 Force, 2 Tb ATabian oo 21 Soda, Select .. 100
Sultana Fruit Biscuit 150
21b. Brook THOU'[ 1% Graﬁg é‘eur?s T w2 T N Pil(CkiQ 5 Uneeda Biscuit ... 50
cans, spiced......... - ew Yor| asis
& Malta Vita, 36 lib & Arbuckle Tl op Yheeda Jinjer Wayfer 00

Uneeda Milk Biscdit..

ittle Neck. I||b 1 000l 25 Mapl- -Flake, 36 lib. .4 05 Dilworth

ittle Neck, 2Tb. @1 50 Pillsbury’s Vitos, 3'doz 4 25 Jersey \\//va;tglra_r\{]\/l%fers
“ Cl Bouill Ralston, 36 21b.................. 4 50 Lion . Zu Zu Ginger Sn ps 50
hapam  Boutllon — “ o, Sunlight Flakes "3 iib."2 8 McLaughlin's, XXXX  Zwieback 100
Eﬂ{ﬂhgmé p/gs Pt..—3 & Sunlight Flakes. 20 1gs 4 00  Mclaughlin's XXXX sold Holland Rusk
Burnham's Gts ——7 20 Yigor, 36 pkgs............ 2 15 to retailers only. Mail aII 36 packages ..
Cheries Voigt Cream” Flakes...4 50 orders  direct ~to W 40 packages .
Red Standards ®1 49 &5t 20 21b 410 McLaughlin° & Co., Chich: 60 packa es 475
W hit B Zest, 36 smali pkgs...... 27 go. V.KEAM TARTAR
" One coagseent Flakes 50 * Extract Earrels or drums ... 29
. - 9 OXES  ovvrsrssissrrn .
Ealrd Five cases 2 40 E(gllll)f‘”d% g)rogsrso boxes 1 slag Square cans
Foz;)ncy 5 ca One case free with ten 5/ foil, % gro. 8 Fancy °.aEdS' ST
French Peas One- half case free with Hummel's tin, % gro. 143 App|esu S
Sur Extra Fine 5% case . CRACKERS Sundried
Extra Fine .. Z‘J/Orégsgc;urth case free with National Bé?gﬁat Company Evaporated
0
Mlg;?en Frelghtoalllleodwe(})dats Seymour ngfﬁ& Cal e ormi
Standaré;ooseberrles 1 75 Rolled Avenna bbi. ..7 25 N."B. C., square .. 100_12%“2'%%.“'305;3.“95
Hominy ™" el cht 490 1b. sks. 390 Soda 90100 251b. boxes.@ 6
SIETIT LT 85 Monarcn’ 9o TB""'s'éiEk'é"'s 20 N8y G 5002 : 80- 0201b.  boxes. @ 6%
8uaker 18-2 ~167% Saratoga Flak 60- 70251b. boxes.® 7%
uaker, 20-5 4 85 Zephytette ... . 50- 60251b. boxes..® 8
Cracked ~Wheat Oyster 40- 5025Th.  boxes..® 8%

0 24U2 B, packages 3%y N. B. C.. Round .. 6 30- 40 251b. boxes..@10

Gem %c less |(r:1 501b. cases.

ATSUP itron
0 Columbla 25 ptS.. 4 15 Faust, Corsican ... @22

Snider’s ‘pints 225 Currants
Snider’s % pints 35 Imp’d 1 th, pkg 9
CHEESE Imported bulk @ 8%

Acme . el
Hotels 27 Climax . Lemon Amen_can ........ 15
Buttons 32 BUflte ... Currant Fruit Biscuit 10 Orange American ....1ft
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Meal | Sausages Gunpowder

glothes Pins CONFECTIONS
Bolted ..o 3 40 IBologna Scotch in bladders v 3 Moyune, medium .. .30 Round head, 5 gross bx oo [ "
Golden Granulated ..3 a|>l'l_3|ve[( Maccabo ars,....35 , Moyune, ch0|ce .32 Round head, cartons 70jstandard* ° dy
St. Car Feed screened 20 00 fort French appre |n jars..43" Moyune, fan 40 Crates and Fille * swi
iwo. i Corn and Cats 2a 50 Pingsuey, metium 30 Hum ty Durnpty 12 doz ZOIStandard Fwist L9
Corn, ‘cracked ... 24 00 Veal SOA .Pingsuey, choice 30 fcomp lete a0 T Cases
corn’ Meal, coarse .24 o I‘O” g ! Americay Pé‘!m”& Co. oo Pingsuey, fancy ... 40 No 2 complete ... 281Jumbo, AL 8
Winter Wheat Bran 26 60 Headcheese Be Dusk Dramond go 8_22 80 _Young Hyson iCase No. 2 fillorsiosets 1 35 Extra H
Cow Feed 0 e Y Choice .30 'Case, mediums. 12 sets 1 15 Boston Cream .
Middlings Extra Mess Dusk}_{{ 0 6 oz. 3 80 Eanc .
Cluten Beed Boneless Jap ose 50 bars . 375 y Faucets mBig stick. 30 Ib. case. 8/0
Rump, new Savon _Imperial Oolong Cork, lined, 8 in..
Dairy heeds WhiteRussian ... ',S 50 Formosa fancy .. Cork lined, 9 in. 80l Mixed Candy
VVykes 8 Co. % bbls. Dome, ovalbars " " "350 Amoy, medium Cork lined, 10 in. .. 90 1Grocers %
O P Linseed Meal.... Satinet,oval ... 2 151 Ar»®>r- choice ' _ ICom petition 0
Cottonseed Meal Snowberry, 100 cakes 4 00 English Breakfast Mop Sticks s 8
Gluten Feed Proctor & Gamble Co Medium® . Trojan spring ... #0 12868V e
'E/Ia“ Sprguts :_enox 6 .3 058 Choice Eglrpse patent spring.. %8 Koval 6 88%
vory, 6 oz. 400 F 40 No."l.common ...
Molasses Feed . 26 00 . |vor¥ 10 oz 75 oY ndi No, 2 pat Brush”hoider 85 Broken 0.
Hammond Dairy Feed 2a Qoj% bbls., Sta 3750 Ceylon chorcea dIb Icoston mop heads 1 40 h ld f g
Michigan Canots Hogs, per Ib 30 LAUT2 BROS. & CO, ancy IdealN P'éii's """""" & Kemc?é‘?aarten &%
Less than carlots ....Beef, rounds, set . 16 Acme, 70 bars .3 60 TOBACCO 2- hoop Standargd 15 Bon' T o Gream” n
Corn Beef middles, sei.... 40 Acme, 30 bars 40 dillac T me Cut 5 3 haop Staﬁdﬁaﬁlg 35 Erench Cream .. %
Carlots i e 62 Sheep, per bundle 90 Acme, 25 bars 400 Sweet 1,0m EH wire. Cable’2 25 Star ..o o
Less than carlots ... 61 Uncolored Butte,me Acme, 100 cakes .. 3 50 P th s 3- wire. Cable™ 5. 95 {and "Made Cream 17
Hay Solid da|r% .......... l\B/llgrsr'eVIlzll:;erloologakkESS 64%8 Téfg’é?ama 30 Cedar, ah red, brass §j ©° premio Cream mixed 14
Ng %%llnrqgmy ?(?nr Igg %g 88 Country Rolls. 10% 16% Marse:lles 100 cakes 5c 4 00 Pay Car .. .33 Vibre™ AlUreta ... 2 2510 F Horehound Dropil
y Corned tarped Meats Marseilles, 100 ck toilet 4 00 Prairie Rose . 4k
HERBS Comed beef e =13 A.'B. Wrisley Protection ... 40 Toothpicks Fancy—in Pails
Sage ... 15 Lorned bee - Good Cheer Sweet Burley 41 Hardwood .. 50 Gypsy Hearts
Hops 15 Roast beef, 2 Ib 24 G Sid Countr Tiger ..j h) Softwood ypsy
Laurel Leaves 15 Roast beef, 11b.. ..130 Yo e 340 Banquet Coco Bon Bons
Senna Leaves " 2a Potted ham, 14s 45 Soap_Powders Ideal Fudge Squares
Potted ham, %s 85 L B s °cC Red Cross Peanut Sguares
Per ('j"ORSE RADISH qo Deviled ham, 14s 45 Snowa‘étéy ros. & 0'400 Sugared_Peanuts
"""""""""""""""" Deviled ham, %s ... 35 Gold Dust, 24 large . 4 50 R/Illouse woodj 421 lﬁoies.. %% Starﬁl? hﬁe?(n,gézs
ELLY Potted tongue, Vis _ 45 Gold Dust, 100-5 ouse, woo oles..
5 Ip. parls per doz. ..2 35 potted tongue, %s a5 K?rkolmues 24 AT — 4 00 ] Mouse, wood, 6 holes.. 70 San Bias Goodies
15 Ib. pails, per pail...,...no - Pearlin - 380 American Eagle 33 Mouse, tin, 5 holes.... 65 -Lozenges, plain
0 Ib. pails. per pail . o> RICE eariine w375 Siandard Nav 37 Rat, wood - " 80 Lozenges, printed .11
— Fancy .. Soapine ~ 410 Yor : Rat, sprin Z 751Lhampion Chocolate” 14
LICORICE Japan .. Babhitt’s . 3 Spear Head, 7 0z - 47 pring .. 1 Eelipse Choeolates .. 115
Ealabri'a -------- 3 32 Broken Roseine 3 50 EIP%%V l:ll_ead 14% P :
P 0 wist ... .
14 SALAD DRESSING ,\’;\Vrlrsnd%%s 370 Jollyy Tar .. 18-in  Standard No 2 -r !“ntettfA*Chocolates *! -17
11 1Columbia, % Pint __2 25 3 80 ioid Honesty A3 1g-ml i f& B 55 Moss DIDpsGU i Df°?sil
MAI CHES IColumbia, 1 pint 4 00 Soap Compounds Toddy EYR éable Nlo{ 55|l 0s %IEI n. ool
C. D. Crittenden_Co. Durkee’s, large, 1 doz. 4 50 Johnson’s Fine ...... 510§, T 18-in. Cable, No. 27" ;" P I rs
N0|seless Téa .4 50 4 70 IDurkee’s, small 2 doz. 525 Johnson’s XXX 4 25 16-in. Cable' No. 3 i 5 mper|a S .
XTRAC Snider’s, large, 1 doz. 2 35 Nine O'clock .. . 33 .80 No Fib N r? leal. Cream Opera ....12
Armours 2 oz .4 4a Snider’s smal 2 doz. 135 Rub-No-More ....... 375 rist .....40  No 75 i? Creaﬁéld%on Waffle51213
Armour’, 4 oz. SALERATUS BlackStandard 40 No .
Liebig s Chicago, 2'0z. 2 2a  Packed 60 Ibs. in box, Enoch ',\SACS,“Q';?]QS sons.  i[Cadiliac ... 40 Wash § 20jRed Rose Gum Drops 10
Il::gg:gg |th'%"} eod 42%22 322 A”I” %”d Hammer __ 3 15 Sapollo ross lots 9 00 K098 A ¢ gg' Bronze Globe ... 260| Fancy—In 5Th. Boxes
L|eb|g 's Imported 4 0z. 8 5u Do A 30 alio, half_gro Io‘t_4 32 L Jwist 32
g p ggm@' singile bowds..2 95 ~ %o Double Acme ..9 71 P Id fashioned Molass
NMOLSSFES n Sapol|o hand 5 Greaf Navy Sinxle Acm”6 .9 ‘51,f3 hisses, 10Th. box 1 30
W Orieans  EMBEM e 2 40 Sapolio, hand ... _ 2 -
*ancy Open Kettle 40 Wyandotte ESSEHRS "{'—,(?”é‘afﬁgt”””g C% Sweet CoramCking -y --l IS » ¢iiiS*. 1S
Choice 35 s | t d ngOD - Scourine, 100 cakes 350 Flat Car..
ranulate I TITITTITTon W arpath B
Granulated: 10016 G571 00 goyps . SO0 Poo. f'S 1®Duplex
ump, ; L, 1
Cump, 14516, Kegs o5 Kegs, Eng"gtps v Universa

. Wmdow Cleaners

.3
SALT Columbia 1 I No. 12 1
Common Grades O UMDBLA  covevveeees .1 85 Bitter Sweets, as‘td 12
2 10 Red Letter "3 3 2

0 | Brilliant Gums, Crys.
60 5 Ib. sacks .2 SPICES IA- A- Licorice Drops .90
28 10% Ib. sacks 190 Whole Spices . 1 251lozenges, plain ... 6
28 10% Ib. sacks .- ALISPICE o 15 in. Butter 225 Panted
90 56 Ib. sacks Cassia, China in mats. 17 in. Butter 3 75
ueen, pints .. 50 28 Ib. Sacks gassra CBantton ..... b 19 in. 0 {iT., }eST ...................
ueen, 19 oz.. 50 assia, atavia, buna. ssorte g 3
gueen, 28 oz 00 56 Ib. dalry |n dr|II bags 40 Cassia, Saigon, broken. ssorteg %g ﬁ B d % u& a
tuffed, 5 oz.. 9 28 Ib. dairy in drill bags 20 Cassia, Saigon, in rolls. WRAPPING PAPER Han M\f;vef rm
Stuffed, 3 oz.. ..145 Solar Rock Cloves, Amboyna X » 106 Soam pralers -
Stuffed 10 0 N 240 56 Ib. sacks 24 Cloves, Zanzibar 20 lib. . ommon straw ... 1% String Roc .
ommon " Mace ... 55 glow goy %g¢ 8%... -39 Flgre ,\l/\lflanllla vrlfhltg i—r I\C/)VkljnteTrgreenABerrleds --20
ow oy (] .39 1ore aniia, colore ime ssorte .2 75
Eiiy' '-\|l—o D216f£ﬁrcg%)r(,tl ég Granulated flne 80 Hﬂ{mggg 105-10 g?, Peerless, 3% oz. 35 No. 1 Manila . 4 Buster Brown Goodies 3 50
e Medium, fine ~ 8 Nutmegs, 115-20 20 Peerless, 1% oz. ..38  Cream Manila Up-to-date Asstmt. ...3 75
........ PICKLES SALT FISH Pepper: Singapore, bik. 15 Air Erake ... 136 Butcher's Manila ... Ten Strike No. 1.. .6 50
dia Cod Pepper, Singp. white.. 25 Gant Hook .. .30 Wax Butter, shartc’nt. 13 Ten Strike No. 2 .........6 00
Barrels 1200 count 9 00 Large whole... 7 Pepper, ShOt oo 17 Country Club . .32-34 Wax Butter, full count 20 Ten Str|ke Summer as-
Half bbls. 600 count ..5 00 Small whole ... 6% Pure Ground in Bulk Forex - xxxx . 30 Wax Butter, rolls ....16 sortment
Small " Strips or bricks ..7%@10% Allspice 16 (SBOI?dBmdj 166 Z..2 Scientific Ass't.
Half bbls., 1200 count 5 7, PONOCK v Cassia, Bat 28 ver Fosry 100z &0 -1 15
ilver Foam 1 ou Pop Corn
PLAYING CARDS Cassia, Saigon . 55 Sweet Marie 50
No. 90 Steamboat .... Cloves, Zanzibar 24 Royal Smoke 115 Cracker Jack .....eene 3
No. 15, Rival, assorted 1 25 Chu .13 Ginger, African 15 veast o 209257 s Sheckers, 3¢ pkg, case
No. 20 Rover enameled 150 i Holland Herrmg Ginger, Cochin ... 18 feas Fream o réz 53 Pop Corn Balls, “200s 1 85
No 572, Special........ 175 White Hoop, bbls.......... 11 00 Glnger Jamalca 25 Cotton 3 east Foam b doz. Azulikit 100s 3 00
98 Golf, satrn finish 2 00 W hite Hoop, % bbls. 6 00 Ma . 65 Cotto FRESH FISH Oh My S .
No 808 Bicycle ... 00 White Hoop, keg 65® 75 Mustard 18 Jute, Per_lb.
No. 632 Tourn’t whist..2 25 White Hoop mchs. 85 Pepper, Singapore, blk. 17 Hemp. Whitefish, Jumbo ... 20 Cough- Drops
POTASH Norwegian..... Pepper, Singp. white.. 28 Flax Whitefish, No. 1 .15 Putnam Menthol
48 cans in case Round, "100 Th: - Pepper Cayenne .. 20 Wool, rout .. 212 Smith BroS..innnns
Babbitt’s ..ccccviriieriins 4 00 Round, 40 Ibs Sage 20 Halibu 13
PROVISIONS Scaled Ciscoes_ or Herring 8

Barreled Pork Malt White, Wine, 40 gr 9  Bluelisli 15 NUTS—Whole

gr 9 Bluelisli ..o
Common Gloss 9
Mess lib. packages 'l;/larlt Vglhd'éfrl Vé/”:?f 880 gr %24) Live Lobster . ﬁlmongs Lar_ragona
Clear 3Th. K ure Boiled Lobster monds, Avica .
Short '16 . . f1p packages : Pure Cider, Robinson 15  Cod .. Almonds, Californ
Short Cut Clear ™™ . }lo P%CSO Pure Cider, Silver ....lo Haddock shell ...
B g Garrels e e ik 58
Br|sket Clear cdﬁ{ﬁ{aﬁ"'@}j}'ﬁ """ ke ... -
RIO i 20Tb. packages ... 5 g(ﬁrzgﬂeddrﬁsﬁﬁe 13 C\;\{;!ilnl\rlr?s 1soft sheiled 16@1S
Clear Family 14 Mess, 40Th. packages ........ 4%@7 J :
Dry Salt "Meats Mess, . Red Snapper ... Walnuts, Chilli ... 14
s. P. Billie _10% No. 1 SYCROlFlnPS WOODENW ARE 'E:/lhmkookl Salmon .16 'Ip'ggéelsnu"{/sledfancy .,13@116
Bellies ........... ,u Baskets F ac EFBH dd ---------- Pecans. ex Iare """" I
Extra Shorts . -9 Half Barrels Busnels 10 Rlonenasnhada gach™ Pecans, Sumbos ... -@13
oked Meats 20th. cans % dz."fn"cs"2'00 Bushels, w 1% Shad Roe, each Hickory Nuts per bu.
Hams, SIS average..10 101b. cans % dz. in cs. 1 9% Market ... 40 HIDES AND PELT Ohio” NEW oo
Hams, 14 Ib. average..10 5Th. cans 2 dz. in cs. 2 00 Splint, large . ~3 50 S Hid S Cocoanuts
Hams, 16 Ib. average.. 10 2%lb. cans 2 dz. in cs. 2 10 Splint, medium --3 00 ides Chestnuts. New York
Hams, 18 Ib. average..10 Splint, small ... 75 Green No. 1 5 Sate Der bu
Skinned Hams "'10% . Pure Cane 6 illow, Clothes, large 825 Green No. 2 .. , per bu.....
Ham, dried beef sets.. 15 Fair ... w1 Willow, Clothes, me’m 7 25 Cured No. 1 ..
California Hams » 8%?09-- %g Willow, Clothes, small 6 25 Cured No. Shelled
Picnic Boiled Ha g% Bradley Butter Boxes 83”5}2"1, green. ’l\\llo' % %0/ Spanish Peanuts ..8® 9
Boiled Ham 10 TEA 2Th. sizé, 24 in case.. 72 Calfskm greeg NO' 147 Pecan Halves 65
Berlin Ham, p CaranaY m Maiabar i 0o Japan 3Tb. size, 16 in case.. 68 Calfskm cured NS 5 gy Walnut Halves =70 @35
Mince Ham' .. Celer Sndried. medium ... 5Th. size, 12 in case.. 63 “aliskin, cure 0. ® Filbert Meats 27
Bacon Hempy Russian ™ 1% gungrleg %hmce 10Tb. size, 6 in case.. 60 elts 0 jl\lrganteA/l-\lmogd ﬁ%
undrie anc ordan Almonds ...
Compoung " 1% Mustard white .1 Regular, medium No. 1 Gual 250 i erate 35
Pure m tierces ... 9 po 9 Regular, choice No. 2 Oval. 230 in crate 40 Peanuts
80 Ib. tubs....advance % R PRy § Regular, fancy : Fancy H. P. Suns @6\
60 Ib. tubs. ..advance 0 “APE - Basket-fired’ “medium 31 NO- g8val %gg in crate ‘ég 10° i Fancy, H. P. Suns,
60 Ib. tins....avandee SHO Basket-fired, choice ..38 0. va in crate vio® R ohsted- @
20 Ib. pails.. ..advance % Handy Box, large, 3 dz2 50 Basket-fired, fancy 43 Churn. No’ 2 Wool Choice. H. B jumbo
10 Ib. “advance o Handy Box small ....1 25 Nibs .. 22®24 Barrel, 5 gal., each....2 40 1TT Woo . ! :
Ib. pails.. % , 18 jChoice, H. P. Jumbo
6 Ib. pails....advance 1 lebya Royal Polish =~ 85, Srftrngs 9@U IBarrel, 10 gal each...2 55 Unwashed, i?ed 814 JI Roied
+ Ib. palls....advance 1 Miller’s Crown Polish.. 85 ,Fanning» Abr«b IS F each..'S'7# Unwashed, fine ~@14 1T ROASIEd




46

MICHIGAN TRADESMAN

Special Price Current

AXLE GREASE

Mica, tin boxes___76 9 00
Paraxon ... 56 6 00

*AKING POWDER

Royal

60z. cans 1 90

61b cans Il 60
BLUING
O. P. Bluing

Dos
Jmall sise, 1 40s. box..40
Large size, 1 dos. box..75

CIGARS
O J Johnson Cigar Co. s bd

An uantit 31
El yPgrta na y

Evenintl; Press

Exemplar

Worden Grocer Co. brand
Ben Har

Perfection ... 85

Perfection EXtras ... 35

Londres .35

tundras Grand
Standard ...
Purltan00
Panatellas, Flnas
Panatellas, Bock
Jookey Club

COCOANUT
Baker’s Brazil Shredded

Dressed

- 8
Boston Butts 9
Shoulders %’ﬁ
Leaf Lard 9%
Trimmings 7

Mutton SAFES
carcass ... @ 9%
Lambs ... 10%
Spring Lambs i 10%
ea
Carcass ... -» 6 @ 8%
CLOTHES LINES
Sisal
60ft. 3 thread. extra..l 00
72ft. 3 thread. extra..l 40
90ft. 3 thread. extra..l 70
60ft. 6 thread. extra..l 29
72ft. 6 thread. extra

Full line of fire and burg-
Jute lar proof sales kept in

9(%% {3 stock by the Tradesman
908t 1 05 Company. Thirty-five sizes
i 160

and styles 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

Cotton Victor

Cotton Windsor Repids and Inspect the
56%fftt ]1_ 20 line personally, write for
70ft. 1 go Qquotations. -
80ft. 2 00 SOAP

Cotton Braided Beaver Soap Co.’s Brands
40ft. »
50ft. %

«Oft.

Galvanized Wire
No. 20, each 100ft. long 1 90
No. 19. each 100ft. long 2 10

COFFEE

Roasted - .
Dwlnell-Wright Co.’s. B'ds. JVONntIt
SO A P.

100 cakes, large size. .6 60

50 cakes, large size. .8 26

100 cakes, small size..! 86

60 cakes, small size..1 86

Tradesman’s Co.’s Brand

Black Hawk, one box 2 60
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 26

TABLE SAUCES
Halford, large
Halford, small

White House, lib...
White House, 21b....
Excelsior, M A J. lib.
Excelsior, M & J, 21b.
Tip ToEJ, M A J, lib
Royal Java ...
Royal Java and Moch
Java and Mocha Blend ...
Boston Combination ...

Distributed by Judson
Grocer Co., Grand Rapids;
Lee, Cady A Smart, De-
tsron_; Sym%ns BrosD A_CoA,

aginaw; Brown, Davis
W arner, Jackson: Gods-
mark, Durand A Co., Bat- Use
tle Creek; Fielbach Co,,
Toledo.

Peerless Evap’d Cream 4 06
FISHING TACKLE

Tradesman

Cotton Lines
10 feet ...
16 feet ..

16 feet ..
16 feet ..
16 feet ..
15 feet ..
16 feet .
16 feet ..
16 feet

Linen Lines

Z
eoe
=

Coupon

=z
(=]
INEEN)

z
o
pm_\lmm

Books

Small .
Medium
Largs

Psles

Bamboo, 14 ft., per dos. 66
Bamboo, 16 ft., per dos. 60

Bamboo. 18 fL, per dos. 00 Made by
GELATINE
Cox’s. 1 dOZ..ccowovvrecnne 180

Knox’B Sparkling, doz. 1 20
Knox’s Sparkling, gro.14 00 Tradttman Company
Nelson’™s ... 160
Knox’s Acldu’d. doz....1 20
Oxford ..coovvvvenenns
Plymouth Rock

Guai Ispida, IUsb

FINE
CALENDAR

OTHING can ever

be so popular with
—————— your customers for
the reason that nothing
else is so useful. No
housekeeper ever has
too many. They are a
constant reminder of the
generosity and thought-
fulness of the giver.

We manufacture every-
thing in the calendar line
at prices consistent with
first-class quality and
workmanship. Tell us
what kind you want and
we will send you sam-
ples and prices.

TRADESMAN
COMPANY

GRAND RAPIDS, MICH.



subsequent continuous insertion.

BUSINESS CHANCES.
To Exchange—Fine Red River Valle

land and cash to_-exchange for stoc
eneral merchandise. Address O.
ateren, Grand Forks, N. D. .

For Rent—New two-story brick store,
60x80 feet. Best retail corner in this
thriving town of nearly 2,000 prosperous,
liberal buylmg people. "Very low rent for

an early ‘lease. Address = O. F. FXffe,
Sumner, 11 . 02

Exclusive dry goods, carpets, millin-
ery, clothing and shoe stock for sale in
Southern ichigan town of 1,200 inhab-
itants. No competition. A sure money-
maker. Address S. T. W., care Michi-
gan Tradesman. 421

_ For Sale—Good livery and undertak-
ing business West Side; well-established;

doing good business; have two places,
will “sell for less than value or will
trade or sell interest for good piece
Chicago real estate, house or hats, or
take ‘stock _merchandise wup to  $5,000.
Lock Box 47, Lowell, Ind. 419
$6,000 stock of clothin and gents
furnishings in town of 1,800. One com-

wtitor. Established business.
. H;, care Tradesman.

To Exchange_  for wunimproved land,
double store Dbuilding, opera house over-
head; first-class _condition. Best town
in Southwest Wisconsin. Address Box
403, Fennimore, Wis. 416

Wanted—To exchange for merchan-
dise, hardware or groceries preferred,
equity of $1,500 in fine modern home in
best “residence district in Detroit, value
4,500. Address H. W. Smith, 299 Alger
Vve., Detroit, Mich. 41

Department stofe for sale at Kalama-
zoo, Mich. All the stock, including dry
goods, shoes and clothing, fixtures less
than one year old. Can be bought cheap
if t?/t)u act quickly. ~Address Jean Marks,
216-218 No. Burdick St., Kalamazoo,
Mich. 413

For Sale-r-$5,000 stock
chandise, including
farming community. Located in Gene-
see Co. Stock in” fine condition. Must
be sold at once. Address No. 412, care
Michigan Tradesman. 412

Address
417

> general mer-
fixtures, in good

For Sale, or Rent—Store building at
Croton, suitable for general stock.” No
other store within nine miles. E
Phillips, Newaygo, Mich.

Second Hand Store Fixtures For Sale.
L. E. Phillips, Newaygo, Mich. 411

Our Children In _The Other Life by
Giles; Doughty’s “The Secret of theg
Bible;“ Swedenborg’s “Divine Love anji
Wisdom,” three books seven hundred

cents in stamps.

ages, postpaid for fift
E’g Cand indsor Place, St.
408

astor Landenberger,
Louis, Mo.

. Snap—%$1,500 sRot cash will buy 62-100
interest In Rochester infants’ shoe fac-
tory; caEacny 100 dozen daily. Rent $
eek. verybody working piece work.
Eight salesmen now carrying our sam-
ples on straight commission.” Purchaser
needs no shoée experience as junior part-
ner will continue looking after manufac-
turing, but buyer must ‘act as secretary,
treasurer__and ~ general sales manager. 1
need $1,500 to 'protect other interests.
Address Z. Y. X., care Michigan Trades-
man. 407

For Rent—A good, 50-foot corner store
which has been occupied for a general

dry goods business  for the paSt five
years. This store is located in an ex-
Icellent business and  residence district on
south side of Chicago, with modern
street car line passing the door. Wm
make lease to suit. Address John Che-
shire & Co., 4304 Cottage Grove Ave.,
Chicago, 111 406

~$2,000 cash or on time buys stock and
fixtures of general merchandise doing a
$14,000 business; only store; can rent
bmldmg for $10 per month by theNY_ear.
Located about 20 miles from "Soo, Mich.,
on Soo_railroad. Address C. M. N. L.,
Soo, Mich. 405

Wanted—Experienced business _ man
with five thousand or more to invest.
Can secure fine position with highly rat-
ed, well-established company. oX 406.
Columbus. Ohio. 404

Free! 25 word ad. three insertions, or
Webster’s Vest Pocket Dictionary; gold
edges, with patent index with oné year’s
subserpton at 25¢c to “Rural Home,” a
family monthly. Address Rural Home. A.
G. St., Thayer, Kan. 396

For Rent—Store room, 25x60. “Cor-
ner.” No better location in Constantine.
Mich. ~Any kind of business. Trade well
established for clothing. Will H. L%éngb.

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents

No charge less

Thirty-room hotel, the only hotel in
town of over 2,200, equipped with gas
and electricity, steam 'heat and _water

works; best reasons for selling; will give
purchaser a good lease on building. Ad-
dress R. R. Kennedy, Spencerville, (e?ghlo.

_For Sale—A good,
lished coal and
tling town of
pects good for

thoroughly estab-
ice _business in a hus-
3.000 inhabitants,
opulation to double In
two years. Only ice business in the
town.” Three ice houses, 7 coal sheds,
wagon scale, two teams, four wagons,
office furniture and all ice tools. This
business will be sold for less than the
property inventories. No charge for
good will of business. Must be sold at
once. Good reason for selling. Address
Adin McBride, Durand, Mich. 395

G. B. Johns & Co.

Mdse. Auctioneers
Grand Ledge, Mich.

Our salesmen are gentlemen, therefore
reliable. Our methods bring the best pos-
sible success. Try us.

Florida Orange Groves—Here is your
chance to get a home in Florida cheag.
I have 40 "orange groves that must be
sold either at “retail or wholesale for
cash. All in fine condition. No occupa-
tion more, ?_Ieasant or profitable. Write
for descriptive catalog_ and prices. M
E. Robinson, Sanford, “Fla. 394

_For_ Sale—Stock of general merchan-
dise, invoicing about $6,000 and brick ve-
neer building, two story, 30x100 ft. Stock
85 per cent, cost building at $2,500. En-
quire of Muzzall & Marvin, Coopersville,
Mich. 390
Merchandise stocks
cash, our_system is ¢
others fail. = Spring dates are being
claimed. Booklet and references free. G.
E. Breckenridge, Edinburg, 111 389
For Sale—Four cylinder Dayton mar-
ket scales, with Elate ?Iass platforms. In
use one_year. ess than half original
rice. will_take them. X
ichigan Tradesman.

For Sale—One-half interest in t_hrlvmg
hardware and implement business in goo
live town; best of farming country. "Lo-
cated at Manito, Illinois. Good~ reason
for _sellmﬂi Address George Knollhoff.
Manito, 383
Drug
stock,
paints,

into
where

converted
successful,

Z., care
387

Stock For Sale—A desirable drug
consisting of drugs, medicines,
5, oils, wall paper d
sundries, with furniture all first-class
safe, roll top desk, cash register an
four counter show cases with other cases
as stock needs. Stock new and fresh.
Is located at Crystal, Mich., and has had
a trade of one hundred dollars per week

and druggist’s 10
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a word the first insertion and one cent a word for each

than 25 cents.

For Sale—One nearly new Burroughs
addlng and listing “machine. Cheap.
Box 82. Grand Rapids. 369

For Sale—On account of sickness, a
ood paying stock of general merchan-
dise. ~Located in_small” town in good
farming community in Northern Michi-
an. ill inventory about $3,000. Posi
ffice and telephone in connection. Will

sell or rent building.
care Tradesman.

For Sale—My stock of shoes, hats
furnishings and working clothing. Will
invoice about $4.000. Stock all new this
fall. No old or out of date goods at
all. If taken at once will disCcount 20
per cent. No trades considered. Spot
cash only. Reason fpr_selllngl, am goin
to remodel store building. t will” pa
you to_investigate this. “Call on or ad-
dress Clyde H. Harris, Galien, Mlch378

For Sale—Bakery, restaurant and con-
fectionery in college town of 10,000. Ex-
cellent opportunity for right party. No.
3 Middleby oven. "Will bear investigation.
For further information address J. M.
Boule, Valparaiso, Ind. 380

Address No. 374
374

For Sale—A 45-room hotel, modern m
every respect, $2 per day; good trade;
beautiful location, ~Call or write M
Worden. Ladysmith. Wis.

To Exchange—Wholesale hardware
store in_ Northern Michigan, invoicing
$40.000, for farms or_good income prop-

erty free and clear in Grand Rapids or

Detroit, Mich. Address Michigan Store

& Office Fixture Coh, 519 No. O tawa35?t
ch.

Grand Rapids,

For Sale—Stock of
shoes, rubber goods, nofions and
seeds, Located in the best fruit belt in
Michigan. Invoicing $3,600. If taken be-
fore April 1st, will” sell at rare bargain.
Must _sell on account of other business.
Geo. Tucker. Fennville. Mich.

roceries, boots,

arden

| WANT TO BUY

From 100 to 10,000 pairs of SHOES, new or
old style—your entire stock, or part of it.

SPOT CASH

You can have it. I'm ready to come.
PAULF4iYREISEN"I2StateSLjChicag”

For Sale—An old-established grocery
and meat market, doing good business
in good location. _Will sell” reasonable if
taken at once. P. O. Box 981, Benton
Harbor, Mich. 120

Cash for your business or real estate.
No maiter where located. If you want
buy or sell address Frank_ P.
Ial_nd, 1112161 Adams Express Bldg.,
elien. .

HELP WANTED.
SITUATIONS WANTED.

cash. ~Will sell on time with good ap- ~ position wanted by experienced reg-
proved gagel’ at 6 per cent. WIill invoice jstered pharmacist. ~ Address No. 4198
alt)out 2, 081 W”t rent_store 2!1"‘1"”9 care Michigan Tradesman. 418"
at reasonable rental. or particulars - :
enquire of George W. Cadwe'I)I, Carson .. Experienced young man wants posi-
City. Mich. 373 tion ‘in grocfery or gg\nelr_%l store. %6:;1”
For Sale—General merchandise stock §iv& 9Q0C, relErence. L liberty. now. B
and _buildin% or $2,500 stock and rent gress Cad. Avgr_ﬂl, Mesick, l\/¥|ch. 420
building. usiness Iong established. = Wanted—Position by a married man,
Yearly sales about $10,000. Indiana, 45 agde 40, in general Store. ~Experience.
miles” from Chicago. Good farming Address Box 658, Grand Ledge, Mich.
count_rly. Address No. 401, care Michi- ) o a4
an Tradesman. anted— married man, position in
g d 401 Wanted—By d posit]
Wanted—Responsible men by a large Of as manager of general store, in an
coal mining company, producmg Pitts- good city or town. eferences furnished.
burg No. vein coal, to conduct coal 25 years' experience. Address L. M., 626
yards and secure carload orders from Selby Ave, St Paul, Minn. 409
dealers and consumers in district con- Want Ads. continued on next page.
trolled, Excellent opportunity on co-

operative plan. Experience unhecessary.
Address Box 500, Pittsburg, Pa. 386
Southern coal and timber lands. Write
for particulars about Kentucky coal and
Arkansas timber lands. Large tracts of
both. Address H. H. Loving, Paducah,
Ky. 385
_For Sale—Fee simple to 3.000 acres of
ine and 2,000 acres of hardwood timber
and near railroad, estimated 10.000 feet
er acre; also 2,000 acres fine fruit arid
ruck land. Price very low. Will dou-
ble in value in one year. Address No.
372. care Michigan radesman, Grand
Rapids. Mich. 372
For Sale—Stock of shoes, dry '\ﬁpod_s
and groceries located in Central [ichi-
gan town 350 population. Living

rooms above store. Rent. $12 per month.
Lease runs until May 1, 1908. and can be
renewed. Last inventory. $2,590. Sales
during 1905, 40.  Good reasons for
selling. Address No. 386, care Michigan
Tradesman. 386

ACCURACY
LsSI'PROFIT

. 'A CONTEHTME
w W e make four gradesof t
w different denominations.
CIRCULARS

samples UNINHUIKY

Cash must accompany all orders.

Here
IS

Pointer

Your advertisement,
if placed on this page,
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let-
ters from thousands of
who have

people

bought, sold or ex-
changed properties as
the direct result of ad-

vertising in this paper.



48

Giving the Other Fellow a Chance.
Written for the Tradesman.

Once upon a time two traveling
salesmen, each one handling the same
line of goods, entered the store of
a general merchant “Up North” at
the same time. They were warm
friends but rivals in business. One
of these men had repeatedly visited
the merchant and had regularly sold
goods to him. The other one was
making his first visit. The merchant,
chatting away back in his store with
a farmer, saw the two men as they
entered the front door and said to

his friend: “Here come two men
selling the same kind of goods.
Watch ‘em.”

And the farmer followed instruc-
tions. He saw the visitors greet the
merchant, who received them cordial-
ly. and he heard the well-known
salesman remark, after a few conven-
tional observations about the weath-
er, and so on. “Well, I must go up
and call on Brown. [I'll see you
again,” after which he departed. Then
he heard the stranger salesman “make
his talk” and saw, also, that the mer-
chant gave him a small order for
various things. Then, well pleased,
the man went out of the store.

“What made the other chap go
out so soon?” asked the farmer.

Then the merchant explained that
“the other chap” was not afraid of
competition: that he was willing to
give a fellow traveler a chance; and,
most wisely, assumed that such an
unqualified exhibition of confidence in
his own lines and in his own ability
as a salesman would make him all
the more solid with his customer.

“But will it?” asked the farmer.

“Surely it will and has,” responded
the merchant. And this assertion was
verified not very-long thereafter when
the well-acquainted salesman reap-
peared and, introduced to the farm-
er, talked with him about the bank-
ers’ panic, the departure of the fleet
of battle ships for the Pacific, the
nomination of a President and the
crop reports until the merchant re-
joined the group with: “Well, here’s
my list of ‘outs. 'Look it over and set
what | need and how much of it you
can furnish. By the way, how is
your own list of ‘outs?'”

The salesman handed the farmer
and the merchant each a cigar and,
with “Excuse me a minute,” stepped
to the counter and with his stock
book before him looked over the
merchant’s list.

The result was the salesman who
believed in his goods and himself
took an order which, in spite of “the
depression,” was the largest he had
received from that merchant during
the year, and with thanks and a
cheery good-bye took his departure,
saying, “I'll see you again in about
thirty days.”

At this the farmer ejaculated: “By
snum! That chap’'s a good one—and
you didn't even see his samples.”

“No. it wasn’t necessary,”, said the
merchant. “He knows my stock in
his line better than | do myself. Kind-
er keeps track of me, knows my trade
and is square. When he didn’'t have
exactly what | needed he said so
frankly and recommended something

MICHIGAN TRADESMAN

make. And during ten years of trad-
ing with him I've learned that his
recommend goes.”

“Gee whiz!” said the farmer, “no
wonder he was willing to give the
other fellow a chance.” C. S. H.

Butter, Eggs, Poultry, Beans and
Potatoes at Buffalo.

Buffalo, Jan. 8—Creamery, fresh,
25@30c; dairy, fresh, 20@23c; poor
to common, 17@20c; rolls, i8@22c.

Eggs—Strictly fresh, candled, 297
30c; fancy white, 32@33c; cold stor-
age, candled, i8@i8yic.

Live Poultry—Springs, 12a @ 13A c>

fowls, 12@i3c; ducks, 12i2@ 132 c;
geese, ii@Il2c; old cox, 9c.

Dressed Poultry—Springs, 12@i4c,
fowls, 12@i3c; old cox, 9@ioc;
ducks, 13@i4c; geese, io@Il2c; tur-
keys, i8@2oc.

Beans— Marrow, hand-picked, $2.25
@2.35; medium, hand-picked, $2.25;
peas, hand-picked, $2.25; red kidney,
hand-picked, $2.i0@2.i5; white kid-
ney, hand-picked, $2.25(0)2.50.

Potatoes—White, 60c per bu.; mix-
ed, 50@55c. Rea & Witzig.

Plea That Failed.

“Please, mum,” began the aged
hero in appealing tones, as he stood
at the kitchen door on washday, “1've
lost my leg—” “Well, | ain't got it,”
snapped the woman, slamming the
door.

Good citizens will be pleased to
learn that one industry that has pre-
vailed too extensively heretofore in
various parts of the country, shows
a heavy decline for 1907. The busi-
ness of Judge Lynch for the yeai
shows a falling off of 20 per cent,
from the total of 1906. There were
during the past year 56 lynchings,
with 52 colored and four white vic-
tims, all residents of the southern
and southwestern states. This show-
ing is creditable, but it is still a dis-
graceful record. There may be some
just complaint about the law’s delays,
and at times it may fail to secure
justice and right, but this is no ex-
cuse for taking a suspected criminal
out of the hands of the law. Every
man charged with crime is guaran-
teed by his country a fair trial by a
jury of his peers, and it is a public
calamity when he is deprived of it.

Perry Daniels, of Lima, Ohio, who
with his son and a young lady friend,
have been arrested on a charge oi
manufacturing bogus coins, claims
that counterfeiting is a contagious
disease and the person afflicted is not
responsible for his acts. Daniels is a
well known citizen, and was former-
ly a prominent local politician. He
has made a confession, frankly ad-
mitting that he made and circulated
counterfeit coins. He declares that
the victims of the malady are as
strongly impelled toward counterfeit-
ing as the drunkard is toward whisky.
Disclosures involving several promi-
nent Lima citizens are expected to
result from an investigation by gov-
ernment officials, armed with inform-
ation given by Daniels in his confes-
sion.

Peddlers of gold bricks usually

just as good only a later pattern and Ihave plenty of brass.

Convinced Him That the Color

Matched His Vest.

He spoke confidentially to the
young woman clerk in the glove
store:

“Have you any gloves that will
match the color of this vest?” he
asked, exhibiting the garment with
modest pride.

“l should say we had!” returned
the girl. “That color is the latest
yell. I've just had a skirt made of
it myself. What size?”

“You’ll have to write home to
the folks for that,” said the custom-
er, extending his palm. “l can nev-
er remember whether it's my glove
or my shoe that's seven-and-a-half.”

“Severt-and-a-quarter is your rat-
ing,” said the girl, after she had passed
the tape around his hand. “Let’s
try the left hand, please. If you slip
off that seal ring the glove will go
on easier.”

“But it's—er—it’s wished on, you
know,” he objected with some con-
fusion.

“Oh, indeed! Well, no matter;
only the left hand is usually the larg-
er.” She substituted the right glove.
“But | guess you're not superstitious
or you wouldn't have a ring wished
on your left hand?”

“Why, | never heard it was un-
lucky.”
“Sure it is. You won’t be married

this year, | can tell you that.”

The customer sighed.

“Now, I'm sorry | said that,” she
exclaimed, comfortingly “I didn’t
.mean to make you unhappy.”

“Oh! that's all right,” he replied.
“It wasn't that kind of a sigh.
You've read about sighs of relief,
haven’'t you? It was that kind. You
see, | was afraid it might have had
something to do with the way the
ponies have been running lately.”

The glove girl was shocked. At
least she said she was.

“But | know you're only joking,”
she said. “Men are always joking
about not wanting to get married.”

“Are they? Well, if | wanted to
get married | wouldn't be buying
the8e kind—beg pardon, this kind—
of gloves. I'd be buying boxing
gloves.”

“Say, maybe I'm color blind, but
they don't look the same as my
vest.”

“It's exactly the same shade. 1
tell you | just had a skirt made like

it. It's the light in here. There,
it fits you perfectly. How does it
feel?”

“l can't shut my hand.”

“You don't want to shut it. This
isn't a mitten, it's a glove. Let’s

try the other one on.”

The customer meekly put up his
hand.

“Your hand is very easily fitted,”
she said with a professional smile.
“You have such long tapering fin-
gers, you know. You play a piano,

don’'t you?”

“A little.”

“l knew it. | can always tell from
a customer’s hand what he does.
Yours shows artistic tastes, I'm
sure.”

“That’s right. Me for the artistic

stunt every time. | prefer the St

Gaundens gold pieces to
printing office posters. Say,
makes my hand look so big?”

“Oh, any new glove makes your
hand look that way at first. Will
you take the box? But of course
you won't—men never like to carry
packages.”

“But you've stopped the circula-
tion in my wrists,” he said. “The
buttons are too tight, and | think
you've buttoned in a piece of my
wrist.”

“Oh, they’ll feel all right present-
ly,” she said cheerfully. “I feel the
same way when | put on a new pair.
Same way with shoes, you know.
Two dollars, yes, thanks. If you're
careful in taking them off the first
few times they’ll keep their shape.
I know you'll like the color when
you get them out in the light. Had
a skirt made of it myself.”

Thoughtful.

There is an elderly business man
of Cleveland, of whom friends tell
a story amusingly illustrating his ex-
cessively methodical manner of con-
ducting both his business and his
domestic affairs.

The Clevelander recently married
a young woman living in a town not
far away. On the evening of the
ceremony the prospective  bride-
groom, being detained by an unex-
pected and important matter of busi-
ness, missed the train he had intend-
ed to take in order that he might
reach the abode of his bride at 7
o'clock, the hour set for the wed-
ding.

True to his instincts, the careful
Clevelander immediately repaired to
the telegraph office, from which to

the job
what

dispatch a message to the lady. It
read:
“Don’t marry till 1 come. How-

ard.”

Advanced Arithmetic.

Kenneth is the name of a good-
natured Washington lad who is as
studious as any of his companions,
but he is young yet, and has not
advanced very far in the grades of
the public schools. The other eve-
ning he was visiting a boy friend
who has laid his plans for serving
in Uncle Sam’s army in the future,
and contemplates graduating from
West Point some day.

The two were talking about
mathematics, when a young ladj
sought to test Kenneth’'s knowledge
of ’rithmetic.

“If lemons are 23 cents a dozen,”
she asked him, “how much are cast-
iron lamp posts apiece?”

“l don’t know, miss. | haven't
got that far in 'rithmetic yet.”

BUSINESS CHANCES.

W anted—Position as salesman or_man-
ager in retail shoe department. Fifteen
years experience. est of references.
Address H. 1. A, 333Norwood Ave.,
Grand Rapids, Mich. 423

For sale or exchange for good imT
proved farm 80 acres _or maore, only ex-
clusive clothing and furnishing business.
Town _800. Snap for right party. K42C

care Tradesman. 6
For Sale—$1400 stock of groceries.
Address 2043, Nashville, Mich. 424

For Sale—Two Toledo scales, good as
new at $25 each. Address J. , care
Tradesman. 425

For Sale—Small stock of dry goods and

bazaar goods, town 2,000. Central loca-
tion. From $500 to $1,000. F Wood
& Son, Lowell, Mich. 422
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Accounts
Accounts
Accounts

Figures Figures Figures

Some people spend so much of their time posting accounts and juggling
figures from one book to another that they can’t sleep without having a
nightmare of figures and books.

WHAT’'S THE USE? Cutout USELESS WORK.

Get the results in the QUICKEST and BEST manner.

The shortest distance between two points is a straight line.

*i keep accounts on the McCASKEY REGISTER you only
ONCE and have every detail TOTALED TO THE
ettlement without making another figure.
IN USE.
systems to fit your business,
protected by patents.
ents.
atalog is FREE for the asking.

THE McCASKEY REGISTER CO.
27 Rush St., Alliance, Ohio

Mfrs. of the Famous Multiplex Duplicate and Triplicate Pads;
also End Carbon, Side Carbon and Folded Pads.

Agencies in all Principal Cities

The purity of the Lowney products will
never be questioned by Pure Pood Officials.
There are no preservatives, substitutes,, adul-

terants or dyes in the Lowney goods. Dealers

find safety, satisfaction and a fair profit in
selling them.

The WALTER M. LOWNEY COMPANY, 447 Coomercial Si, Bart», Man.

A Balloon Race

has recently been held in which all
records for distance have been eclipsed.
By Careful and systematic handling they
were kept near enough to the 'ground to
accomplish the purpose of the test.
They were under perfect control at all
times, except for direction.

Think of the perfection of the bag
which retained the gas sufficient to carry
the weight.

A SMALL LEAK would™have made
these results impossible; the gas would
escape and the balloon come down.

THE SUCCESS of your business de-
pends upon the degree of protection
secured in handling your goods. A
small loss on each weighing will surely
and steadily decrease your profits. You
must avoid it.

MONEYWEIGHT SCALES are proven to be the only scales which
will handle your goods without loss. The immense number of successful
merchants using them is proof of our claim.

A short demonstration of our scale will convince you that it will
save you money. Will you let us prove it?

The new low platform No.
140 Dayton Scale

£ 99| Moneyweight Scale Co.

Noyton dhid® 58 State St., Chicago

What Is the Good

Of good printing? You can probably
answer that in a minute when you com-
pare good printing with poor. You know
the satisfaction of sending out printed
matter that is neat, ship-shape and up-
to-date in appearance. You know how it
impresses you when you receive it from
some one else. It has the same effect on
your customers. Let us show you what
we can do by a judicious admixture of
brains and type. Let us help you with
your printing.

Tradesman Company
Grand Rapids



We have the

Exclusive
State
Agency

of the
famous

“Leonard

7
Cleanable We are Selling Agents for the best products in

REFRIGERATORS White and Decorated
" e el tremon s DINNERWARE

Strictly Commission Basis of the foremost American potteries

Pry Off the Lid

Under this heading an advertisement in an lowa journal says:

We have the
Exclusive
Agency

for a very
strong and
handsome line
of

Baby
Carriages

Go-Carts
Folding Carts, Etc.

made by one of the largest and most reliable
manufacturers in America

“ In time of peace prepare for war. Don’t wait for the other fellow to ..
“ cause HE is waiting to see what YOU are going to do. If your backbone is

“ carry your load put on a bold front anyway.”

The mummies of Egypt have been dead five thousand years and all they ask is

“ to be left alone,” but

You Are Not a Mummy

therefore, buckle right down to business and make up your mind that you are going to do
the business of your life in 1908. Lome on and let us see your optimistic smile on the
face of our order book, for you can’t sell unless you buy— not even by and by.

We Wear a Broad Smile

on account of our success in making unusually favorable arrangements for the season of
1908 with many of the leading manufacturers of the country for the exclusive sale of their
products in this State, by which we are enabled to announce the addition of our special

Commission Department

We shall keep on exhibition in this city complete lines of the products of various

factories, such as
Crockery, Glassware, China
Silverware
Stoneware, Enameled Kitchenware

Refrigerators

Gasoline Stoves
Premium Goods, Souvenir Novelties
5c, 10c and 15c¢ Counter Goods
Woodenware, Etc.

We solicit the favor of a call when

in the city
“Insurance”
GASOLINE STOVES
We are factory selling agents for this Leonard Crocke ry Co.
celebrated line of absolutely safe gaso-

line stoves. Grand Rapids, Mich.

Complete lines of

Enameled Kitchenware

Priced on a commission basis



