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Our Answer-----------»

'T'H IS beautiful work of art is now in the hands of the lithographers, being

printed in 14 colors— size 21x 14 inches. We will gladly send one of
these to any retailer who has not already received one, for use in window or
store display. Simply send us your name and address on your business
stationery and same will be sent you as soon as finished.

Toasted Corn Flake Co., Battle Creek, Mich.

vV o0 President ~

p. S.—This is our ONLY answer to the malicious and uncalled for attack which was published in recent issues of trade papers by one of the imitators.



W orden Q rocer Company

Grand Rapids, Mich.

The Prompt Shippers

LOWNEY’S COCOA has maintained its high quality unimpaired
regardless of the rise in the price of cocoa beans. For years now it has ap-
pealed to the best trade on its merits and become a staple article with a
sure demand, constant and growing. Wide advertising in street cars,
newspapers and magazines will go on pushing, pushing, pushing. It is a
safe investment and pays a fair profit.

LOWNEY’'S PREMIUM CHOCOLATE for cooking is of the same
superfine quality.

The WALTER M LOWNEY COMPANY, 447 Conmrercial St, Boston, Mess.

Every Cake

of FLEISCHMANN'S

YELLOW LABEL YEAST YOU Sell not
only increases your profits, but also
gives complete satisfaction to your

patrons.

The Fleischmann Co.,

of Michigan
Detroit Office, 111W. Larned St., Grand Rapids Office, 2Crescent Av.

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

ever for j* j* ji- it

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-
quirements of the Pure Food Laws

of every State in the Union. it j*

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.
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The Capital Stock aid Surplus
The Resources and Nature of Sanme

Constitute the
responsibility of any Bank

The Capital Stock and Surplus, the
Resources and Deposits of

The Kent County
Savings Bank

Exceed those of any other State or
Savings Bank in Western
Michigan

3% % paid on Savings Certificates
of Deposit

Banking by Mail

GRAND RAPIDS
INSURANCE AGENCY

THE McBAIN AQENCY
Grand Rapids, Mich.

tiH_sr_Mii(I_),i!

Michigan Offices

Murray Building, Grand Rapids
Majestic Building, Detroit

ELLIOT O. GROSVENOR

Late State Pood Commissioner

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

2321 flajestic Building, Detroit, nich.

TPAPE ,our acrayea

FIRE

The Leading Agency

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

Grand Rapids, Mich

FIRE AND
BURGLAR
PROOF

SAFES

Grand Rapids
Safe Co.

Tradesman Building
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CLAMORING TO INVEST.

Whatever absence of activity there
may he in general business and what-
ever scarcity of money may exist
here and there, there is evidently a
plethora of funds in other quarters,
the owners of which are clamoring
for good investments. The other
day subscriptions were opened in
London and New York for $40,000-
000 of Pennsylvania Railroad Com-
pany first mortgage bonds bearing 4
per cent, interest. So great was the
rush of subscribers that the sub-
scription was closed in New York
within ten minutes of the time when
the list was opened, and the London
agents closed the subscription there
within an hour. The figures show
that the total subscription for the
$40,000,000 issue reached $1,250,000;-
000, or thirty times the amount re-
quired.

It is reported that more than 20,000
Americans subscribed for the bonds,
and there is no telling how many of-
ferings were received for the portion
of the loan subscribed for abroad.
It is, of course, a fact that the bonds
offered were gilt-edged, owing to the
high reputation of the Pennsylvania
Railroad, but the eagerness dis-
played attests the great abundance
of money both in this country and
in Europe, and the solicitude of the
holders to invest it in reasonably se-
cure properties.

On the same day that witnessed
the opening of subscriptions to the
bond issue of the Pennsylvania Rail-
road the city of Philadelphia offered
for sale the modest issue of $5875,-
000 of 4 per cent, bonds, and the en-
tire issue was practically six limes
over subscribed, as the total sub-
scriptions aggregated $32,111,200 at
an average price of 104299. This
good premium makes the real inter-
est on the loan only 3.76 per cent.

These loans show that the effect ol
the recent financial panic on the mar-
keting of good securities has passed
away, and that there is now an ac-
tive demand for investment. A 4
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per cent, mortgage bond, either rail-
road or municipal, which can fairly
be considered gilt-edged, will now
soil for more than par. It is, of
course, a fact that a 3 1-2 per cent,
bond would have sold at par at one
time, hut considering the crisis which
the world has recently passed
through, it is remarkable that money
should now be on a basis of 3 3-4 per
cent, where sound investments are
concerned.

lhose good people here and else-
where who have found their enter-
prises handicapped of late, owing to
difficulty in disposing of securities
and obtaining financial assistance,
should be encouraged by these re-
cent bond sales. The hunger of in-
vestors for something in which to
place their money will gradually ex-
tend until all classes of good securi-
ties and good paper will be as read-
ily absorbed as used to he the ease
before the recent panic. It was but
a couple of months ago since all rail-
road development and expansion
were paralyzed because of the in-
ability of railroad managers to sell
bonds or otherwise raise needed
money. The big oversubscription to
the Pennsylvania Railroad bond issue
shows that the embargo has been
lifted, so far as the railroads are con-
cerned, and the ease with which the
city of Philadelphia disposed of its
bonds also indicates a return of par-
tiality for good municipal obligations.
These accumulating signs indicate
that financial matters are rapidly re-
suming normal conditions, and the
general beneficial effect upon business
and industry must soon be felt*

GRAND RAPIDS NEXT WEEK.

Two events are booked for Grand
Rapids next week and they are occa-
sions new to the State of Michigan.
They are both of them business ven-
tures of merit, and yet they are to
be in a valuable sense highly edu-
cational in character.

One will be the series of thirteen
lectures with stereoscopic views and
musical accessories, promoted by the
Grand Rapids Board of Trade, with
Mr. Charles Zueblin, of Chicago, as
the lecturer, and the other attraction
will be the Electrical Exhibit in the
Dudley Waters building.

Each enterprise will be on a very
large scale and each has for its main
purpose the betterment of this and
adjacent communities. Mr. Zueblin
is rated as one of the most entertain-
ing and informing lecturers in the
country on topics bearing upon civic
improvement. And he “speaks by
the card,” having been a student for
years of social and economic condi-
tions in large cities and having had
actual knowledge of and experience
in achieving results along those
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lines. Each afternoon, beginning at
4:15, and each evening, beginning at
7:30 next week, these lectures will
me given in the Fountain street Bap-
tist church and will be free to all. A
musical programme of half an hour
will precede the lecturer each even-
ing. Every loyal citizen should at-
tend at least one lecture.

The Electrical Exhibition will be
given daily, afternoon and evening,
and it is predicted that in its variety
and up-to-date character, as repre-
senting the latest and most novel ap-
plications of electrical power and il-
lumination to municipal, industrial,
commercial and domestic purposes, it
will stand alone, so far as Michigan
knows. Exhibitors are coming from
all parts of the country and the ex-
hibition rooms will be beautifully ar-
ranged and decorated. With an al-
most unlimited supply of electrical
power generated by water power, it
is eminently proper that Grand Rap-
ids, the Electrical City of Michigan,
should take the lead as to electrical
exhibitions.

THE CARE OF FLOUR.

The milling products should have
an entirely separate room from the
main store. If this is not practica-
ble, at least give them a special cor-
ner, where they can not be contam-
inated with other products. It should
be dry at all seasons. Flour may be
kept almost indefinitely if dry and
tightly cased from insects, but damp-
ness soon gives it a musty flavor.

Flour more readily absorbs other
odors than is commonly appreciated.
If placed near the oil or fish barrel
it is soon half ruined. Onions, par-
snips and various other products of
the well-equipped grocery have a del-
eterious effect soon noticed by the
consumer. A  separate apartment
pays good money in the end.

Avoid handling flour without posi-
tively clean hands. It may not al-
ways' be convenient to wash the
hands after drawing oil, but it is
much better than to chance damag-
ing flour or meal by handling it
with petroleum-scented fingers.

In buying avoid flour done up in
cloth packages. They are more eas-
ily handled, and in winter they may
be all right—probably are; but in
summer nothing but unbroken paper
is proof against the festive moth
which produces the flour and meal
worm. See that the paper sacks are
not torn and are tied tight. There E
then no danger of their contents be-
coming infested while in your hands.

Nature never says what wisdom
contradicts; for one is always in
harmony with the other.

There is nothing helpful in the

faith of God that involves doubt as
to man.



None Too Soon To Think of Bath-
ing Suits.

The Merry Widow hat gets frisk
ier and yet more frisky as the spring
days go by. It will be so giddy be-
fore long that there’ll be no living
with it. It is fascinating enough
just now, but | look to see a wane
in its popularity in the near future—
just after every other woman has
gone and paid out her last penny to
walk in the procession. You may
make up your mind, gentle reader,
that what everybody has is always
to be shortlived in its hold on the
hearts of the public.

Really, the name of this univer-
sally becoming hat of the tub-like
dimensions has a great deal to do
with the favor with which it has been
received. The name is also being ap-
plied to nearly every form of wear-
ing apparel, to cigars, etc., just as
that of Trilby went the rounds when
that book was so widely read.

There are other hats of ridiculous
size and shape, this season, but they
do not seem to “catch on” quite like
the one called after the woman be-
reft(?) of her spouse.

One fashionable hat looks, for all
the world, like the typical straw hat
of the farmer, only much longer in
the rear. It has a wopsy fold and
flat waddy bow of black velvet near
the front and two crazy quills with
points well calculated to help the
oculist profession.

Another is black, with a wreath of
large and lovely pink roses around
the crown and two black quills, also
set at an angle to put an eye out—
or two of 'em. The brim of this hat
is not rigid like that of the Merry

Widow but falls coquetishly all
around a wealth of fluffy hair.
A hat that looks as if it wouldl

eclipse the wearer has a sad-Igpking I
—a droopy—brim, one side being
turned up on the right at an angle
of 30 degrees. The crown is steeple-
shaped and has five bands around it
of Copenhagen blue velvet ending at j
the northeast corner under a bigf
fancy buckle and a gray feather that |
rivals the office duster.

A little different in shape, but
somewhat resembling the last-men.-
tioned monstrosity is afine
straw, the sky-crown of which
composed of biscuit-tinted

is |
lace, j

brown lIback.
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ness was of bjack velvet over a tail-
ored taffeta suit. The collar of the
former was four inches high, open
in front to display a frilly inner col-
lar of lace with a long jabot of the
same rich material.

Some of the large round hats are
so covered with soft ostrich or mar-
about feathers that the foundation is
entirely concealed. One would im-
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creamy complexion or the result is
suicidal. One who is the happy pos-
sessor of the proper skin—and the
proper Pocketbook—may indulge in
a wealth of plumes or wings of this
brilliant shade, but the indulgence
naturally suggests a plethora of oth-
er chapeaux to relieve the ennui of
the remembering public.

There are no vernal hats of the
slinky sort, hats of every description
being the most pronounced in shape,
color and style of garniture. The
“simple” little woman—the one of
modest, retiring disposition, the one
who loves the inconspicuous in dress
—has a hard time of it just now.
She finds it needs a miracle to get up
anything to please her gentle taste.

Arts and Crafts Stones.

The arts-and-crafty lover will find
a window to fairly revel in at the
head of Monroe and Division
streets —P. J. Koke's jewelry store.

3>]

Heman G. Barlow, on his retum from Cuba, where he spent the
winter, invited a friend to take an autonobile ride with him. He was a
little rusty on cranks and levers and persisted in keeping his foot on the
reverse lever when he intended to apply the brake. As a result, Mr. Barlow
backed his machine into his neighbor’s house so solidly as to mowve it from

the foundation.

Incidentally, he had to secure the services of a wrecking

outfit to extricate his machine from the scene.

agine that the latter would “cut little
e’ as to Price, and yet It is there
> its usual alarmingness. Don't, for
a moment, imagine that the Price is
lost sight of by the unconscionable
Mistress of the Hats,

A pretty willowy blond passed me
the other day carrying on her head

lan inverted chip butterbowl, with a

scalloped-shaped piece set on the brim
at the right side well towards the
The straw' was leghorn and
was bound with inch-wide cerise
silk. A crush band of the same en-

dhere are five tiny bows of brown jcircled the straight crown, being rais-

satin on the right side. At the left,

toward the front,

is a“made” bird|was a

ed so as toconceal the top. There
bow of the silk at the left-

with a beautiful tail of bird-of-Para- jfront, and a great bunch of white

dise feathers, which

songster

a stiff group of feathers that remind |sition by nothing less than a

manufactured Idouble lilacs was set on the bias, ap-
is sometimes replaced by pearing to have been blown into po-

Ccy-

one of nothing so much as a char-jclone.

woman’s window brush.

Cerise is a beautiful color, but it

The jacket worn with this strange- lhas to go with just the right kind of

In the east window are displayed
countless numbers of the semi-prec-
ious stones, both polished and in the
rough. | don't know where the lat-
ter specimens came from--perhaps
loaned by a museum or by some pri-
vate collector. Everything js plainly
labeled, which makes it doubly inter-
esting for the novice. Needless to
say, the window has before it all the
while dozens of people who pick up
stray bits of information by keeping
their eyes open as they go along.

Unique Bathing Suit Window.

It is well for the storekeeper to
keep ahead of the season. Npne too
soon to begin to think of bathing
suits, as cottagers at lakeside resorts
are already starting to put their
summer homes in order. A window
that had as its central attraction a
handsome young man sitting on a
round pillar of wood and clad in an
expensive striped two-piece bathing

suit would certainly be unique. | saw
a picture, recently, of such a young

fellow. It was in a well-known trade
journal and was to illustrate the
goods of some Wisconsin knitting

works. The young man who posed
for the photo from which the cut
was made was of fine face and mag-
nificent physique. His position was
easy—arms were clasped behind him
and the feet crossed in front. He
was sitting on the pier. The suit he
wore was a two-piece one of plain
weave, ornamented with a narrow
band of lighter tone. Perched in a
window devoted entirely to bathing
suits, he certainly would be a draw-
ing card.

Will Sell Electricity To the General
Public.

Escanaba, May 5—After having
been in course of construction for the
last year, the Escanaba Pulp & Elec-
tric Co.’s power plant at Flatrock,
Delta county, will go into commis-
sion in July. The plant is unique in
the Upper Peninsula in that it is the
first of its kind installed to sell cur-
rent to the general public, either for
lighting or manufacturing purposes.
The power is secured from the Es-
canaba River, which has been har-
nessed by the erection of a solid con-
crete dam 500 feet long and which
holds up a head of 21 feet of water.
The plant will develop 1,200 electri-
cal horse power. Contracts have
already been made to furnish this
city with current, and also the com-
pany which operates the Escanaba
traction system. Similar contracts
will be entered into with manufac-
turing establishments both at this city
and Gladstone. The power house is
in the dam itself, rooms being pro-
vided for the turbines and gener-
ators in the lower part of the struc-
ture. The approximate cost is $80-
000. Watertown, Wis., men are the
controlling factors in the company.

The Worry Method.

After taking anti-fat treatment for
a week an obese shoe dealer received
a bill.

“But, doctor,” he
haven't lost an ounce.
big.”

“The bill,” the doctor
him, curtly, “is part of the
ment.”

protested, “I
The bill is too

informed
treat-

STRIKE

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”

r CALL
PATS Moy



SUCCESSFUL SALESMEN.

A. H. Bennett, Representing Provi-
dent Life & Trust Co.

Every age seems to stamp the men
who live in it with certain common
characteristics of intellect and per-
sonality. About the personages of
the Elizabethan period is an atmos-
phere of a buoyant enegy, a spirit
of initiative, just as ease and social
finish and a kind of artistic quietude
characterize those who thought and
worked in the reign of Queen Anne.
The present century is in this partic-
ular no less notable. Preeminently
an age of business activity, it is nat-
ural that it should mold its sons in
the lines of those qualities that make
for business growth and stability. In-
deed, no matter what craft or pro-
fession one may consider, he will
find that its leaders show something
in common and, furthermore, that
they all succeed by virtue of certain
practical excellences. The writer
nowadays strives for simplicity, di-
rectness and terseness of style. The
maker of furniture, recognizing the
popular demand for simpler designs,
cuts away from filigrees and turns
out a chair or a table marked by
compactness and economy of lines.
Even diplomacy has reversed Talley-
rand’s opinion that language was in-
vented to conceal ideas, and boasts
as one of its brightest exemplars the
straight cut methods of the late John
Hay. So with the lawyer of the
present day. Although he may have
lost some of the picturesqueness of the
oldtime American counselor, who sel-
dom missed occasion to make a per-
oration to a speech or to give his po-
litical enemies a hearty dig, he has
gained wonderfully in those elements
that embody the true spirit of the
law. He is first of all a capable busi-
ness man—accurate, diligent, tena-
cious, gifted with a mastery of de-
tail and with the power of seeing
facts in their larger relationships, a
power which at times seems to take
on an almost prophetic insight.

Alonzo H. Bennett was born on a
farm in Monroe county, New York,
Aug. 6, 1852. His father was a Yan-
kee of English descent and his moth-
er was a Yankee whose antecedents
were Scotch and Irish, her maiden
name also being Bennett.

When he was 14 years of age he
went to work on a farm and in seven
years saved enough to start in school
at the State Normal, at Brockport,
where he studied for four years. He
then taught for five years, two of
which were spent in district schools.
The other three years Mr. Bennett
taught in the High School at Elba
and Bergen, N. Y. He then came
to Michigan and took charge of the
public schools of Bangor, in which
position he continued from 188l to
1888. In October of the latter year
he moved to Grand Rapids, signing
a contract with Geo. H. Newell as
Associate Agent for the Northwest-
ern Life Insurance Co., with an out-
side field, of which he had charge un-
til March, 1896, when he took the
management of the inside business,
which he continued for twelve years,
retiring April 1 of this year. He has
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now assumed the general agency for
the western half of Michigan 'for the
Provident Life & Trust Co., of
Philadelphia. Mr. Bennett has leas-
ed offices at 301 and 302 Ashton
building and proposes to establish
agencies in the principal cities and
towns of his territory.

Mr. Bennett was married on Feb.
22, 1883, to Miss Mella Remington,
of Bangor. They have three chil-
den, all of whom are girls. The two
older daughters are accomplished
pianists and also play the pipe or-
gan, Vera being organist in the South
Congregational church. Miss Bess is
the organist in the Sunday school of
the Fountain street Baptist church.
Both young women have classes in

their chosen art. Miss Ethel, the
youngest of the family, is taking
courses in French and vocal music.

All of the children were carefully in-
structed at holme by their mother

until they were ready to enter the
High School, and it was from her that
they learned the rudiments of music.

Mr. Bennett is a member of the
Fountain Street Baptist church, be-
ing one of the deacons. He is also
a Mason, being a member of York
Lodge, Columbian Chapter, Tyre
Council and De Molai Comimandery
and of Dewitt Clinton Consistory and
Saladin Temple, Mystic Shrine.

Mr. Bennett's hobby is the writing
of life insurance. He has made the
business a life study and is probably
as well posted on the subject as any
man in Grand Rapids.

New Woodworking Plant Completed.
St. Ignace, May 5—A new industry
here is the woodworking and lumber
plant of Richard Jones, the erection
and equipment of which are now prac-
tically completed and which will go
into commission May xi. The mill
has a big stock of logs, cut during
the winter, and will operate continu-
ously throughout the season, giving
employment to a considerable force
of men. It will be the largest manu-
facturing establishment in the city.

It is a good thing to get up on the
tactics, but it takes the tactics of
getting up to win a battle.

Some think to Kkill all the wild oats
of the week by a frozen face on Sun-

day.

Union League Club of Chicago.

At a meeting of the Union League
Club of Chicago, held April 14, the
following resolutions were presented
and adopted:

Whereas— The  establishment of
National forests in the Appalachian
and White Mountains is of urgent
National importance, as recommend-
ed to Congress by the President in
his messages, and shown by the re-
port of the Secretary of Agricultaire
on the Southern Appalachian and
White Mountain watersheds, trans-
mitted to Congress, December 11,
1907, and in the subsequent report
entitled, “Forest Service Circular No.
143" issued March 7, 1908, in co-
operation with the Department of the
Interior, Geological Survey, George
Otis Smith, Director, by M. O.
Leighton and A. H. Horton, and

Whereas—The preservation of the
National forest resources demands
immediate repeal of the timber and
stone act, as has been repeatedly urg-
ed upon Congress by the Secretaries

of the Interior in their annual re-
ports and by the President in his
message to Congress, particularly in

his special message on the subject of
the Public Lands, on December 17,
1906, in which he said:

“The timber and stone act has
demonstrated conclusively that its
effect is to turn over the public tim-
ber lands to great corporations. It
has done enormous harm, it is no
longer needed, and it should be re-
pealed;” and

Whereas—The forests are great
natural reservoirs, which preserve
and perpetuate the water resources of
every section of the United States,
and regulate the flow of streams,
thereby preventing erosion and de-
structive floods, and equalizing the
water-flow through the year for irri-
gation, navigation and water power,
and the deforestation of the water-
sheds of many streams and rivers in
all parts of the country has enor-
mously increased the danger and de-
structiveness of sudden floods, which
threaten the destruction of water
power of incalculable value and men-
ace not only agricultural lands and
communities, but likewise many com-
mercial and manufacturing indus-
tries in cities and towns situated on
the banks of the larger rivers;

Now, therefore, be it resolved—
That delay by Congress in the pass-
age of the bills to create the South-
ern Appalachian and White Moun-
tain National forests and to repeal
the timber and stone act will result
in an enormous and unnecessary
waste and destruction of National re-
sources of inestimable value and im-
portance to the agricultural, com-
mercial and manufacturing interests
of the entire Nation, and Congress is
most strongly urged to pass said
bills as promptly as possible, and
without fail before the adjournment
of this session of Congress:

Resolved Further—That the Union
League Club of Chicago indorses the
present National administration in
the withdrawal of public timber lands
from settlement and sale, and their
inclusion in National forests, and
urges that all public timber land
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shall be included in permanent for-
est reserves, the title to the land to
be forever retained by the National
Government, stumpage only of ma-
tured timber to be sold, and young
timber to be preserved for future
cutting, so that the forests will be
perpetuated by right use; and that
the National Government shall, by the
reservation or purchase of existing
forest lands, and the planting of new
forests, create in every state National
forest plantations from  which,
through all the years to come, a
sufficient supply of wood and timber
can be annually harvested to supply
the needs of the people of each state
from the forest plantations in that
state.

Resolved Further—That the Na-
tional Government, as part of a com-
prehensive National policy of inter-
nal improvements for river control
and regulation and the construction
of inland waterways and utilization
of water power, and for the enlarge-
ment to the utmost.possible extent
of the area of the country available
for agriculture and homes on the
land, and for the protection of those
homes from either flood or drought,
shall build not only levees and revet-
ments where needed, and drainage
works for the reclamation of swamp
and overflowed lands, but shall also
preserve existing forests, reforest de-
nuded areas, plant new forests and
build the reservoirs and engineering
works necessary to safeguard against
overflow, and save for beneficial use
the flood waters that now run to
waste.

Resolved Further—That a census
of the standing timber in the United
States should be authorized by Con-
gress and that the states should be
urged to co-operate with the Nation
for the preservation and enlarge-
ment of our forest resources, by the
adoption of uniform forest laws and
systems for fire protection, and the
preservation and right use of the for-
ests, and that forestry, irrigation,
drainage, flood protection, water
storage and river regulation and con-
trol for navigation and water power
should be regarded as one great in-
terrelated subject in all legislative
and executive policies.

Resolved Further—That a copy of
these resolutions be sent to the Pres-
ident and Vice-President of the Unit-
ed States, to the Secretary of the In-
terior, to the Secretary of Agricul-
ture, to every Senator and Member
of the House of Representatives and
to the Governor of every state in
the United States, and to such other
persons or organizations as may be
deemed advisable by the Committee
on Political Action of this Club.

David B. Lyman, Jr., Secretary.

April 17, 1908.

No Invitation.

“There’s some good things in town
this week,” said the engaged girl,
who was hinting for an invitation to
the theater.

“Well,” responded Mr. Grouch, “I
ain’t one of 'em.”

It is seldom necessary to reprove
the self-made man for lack of rever-
ence to his Maker.



Movements of Merchants.
Cheboygan— Fred Stiner will
engage in the meat business.
Houghton—The store of the W. H.
Dee Cigar Co. is equipped for busi-
ness.
Flint—H. B. Runyan, of Clare, has

re-

purchased the grocery stock of
Wayne Hilsinger.
Dighton—T. S. Cooper, formerly

of Cheboygan, will engage in the

drug business here.
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Beal City—Joseph Ege, general
imerchant, has filed a petition in bank-
ruptcy. He has $3600 assets, of
which $1,250 is claimed as exempt.
IHis liabilities amount to $2,878, of
|which $1,225 is secured by mort-
gages.

Croswell—A corporation has been
formed under the style of the Thumb
IClothing Co. to engage in the clothing
land shoe business, with an authorized

| capital stock of $6500, all of which

Petoskey—John Fochtman is mak_ihas been subscribed and paid in in

ing arrangements to open a cigar
store about May 15.

Williamston*—C. L. Bowman has

Iproperty.
Gaylord—The bankrupt clothier,
Willard E. Bell, has offered to set-

opened a store with a new stock 0f‘tle with his creditors at 25 cents on

general merchandise.

Fountain—An exclusive drugstore
will be opened by Robert E. Wilson
& Son, of Ludington.

Vicksburg—The capital stock of
the First State Bank has been in-
creased from $25,000 to $30,000.

Byron Center—The general mer-
chandise stock of DeGroot & Van Der.
Bosch has been sold to liolleman &
DeWeerd.

Sault Ste. Marie—A grocery store
will be opened by C. P. Haerle, who
was formerly identified with the
grocery department of Prenzlauer
Brothers Co.

Homer—A branch of the Geo. T.
Bullen dry goods and carpet store,
at Albion, will soon be established
here. Fred Richey will have charge
of the same.

Wiley—N. A. Cory has sold his
general stock to Joseph Lowring, of
Bauer, who has removed his stock to
this place and consolidated it with
the Cory stock.

Benton Harbor—H. A. Bannister,
who some time ago purchased the
bankrupt dry goods stock of F. B.
Moore, has sold the same to E. C.
Green, of Detroit.

Hamburg — The  Brighton Elgin
Butter Co. has established a skim-
ming and receiving station here, from
which place the cream will be taken
to Brighton to be churned.

Kalamazoo—The grocery stock of
Peter Scheid has been damaged to
the amount of $50 by fire, which, it
is thought, was started by rats
chewing the heads of matches.

Hobart—Lewis Wenzel, formerly
engaged in general trade at Edgetts,
has purchased the C. A. Swanson
general stock at this place and will
continue the business at the same
location.

Albion—Franklin & Davis, grocers,
have terminated their partnership, B.
Franklin retiring. The members of the
new firm are Meno H. Davis, one of
the members of the firm of Frank-
lin & Davis, and Edward Metz.

jWeber recently celebrated the

| the dollar, which they refuse to ac-

cept. F. L. Wilson has been elect-
ed trustee by the creditors. It is es-
timated that there are about $12,000
assets.

Kalamazoo—Charles Albert
fif-
tieth anniversary of the founding of
their business, which was conducted
Iby their father up to seventeen years
|ago, when they took the manage-
ment of the same. The store is the
oldest one of its kind in the city.

McBain—An assignment has been
made by Cavanaugh & Strong, hard-
ware dealers. The receivers are W.
A. Wyman and O. O. Dunham.

Hartford— Frank Eagan, who has
managed the L. McAllister grocery
Istore for the past few years, has now
|bought the stock and will continue
the business.

Plainwell—Albert Bay and Carl
Tetzloff, of Jackson, will succeed T.
G. Bachelder, who has been engaged
in the meat business for the past
twenty-six years. Mr. Bachelder will
now take a rest and J. Crispe, who
has been a meat cutter for many
years, will turn his energies to agri-
cultural pursuits.

Detroit—Charles A. Everett, who
conducts the drug business under the
style of Everett & Everett, has
merged his manufacturing business
into a stock company under the style
of the Gy-No-Ci Chemical Co., with
an authorized capital stock of $10,000,
of which amount $5030 has been
subscribed and paid in in cash.

Traverse City—A corporation has
been formed under the style of the
Peninsular Paper Box Co., to con-
duct a manufacturing business, with
an authorized capital stock of $10,-
000, of which amount $5,000 has been
subscribed, $1,000 being paid in in
cash. The company will also con-
duct a storehouse and deal in fruits.
| Battle Creek—The store building of
Wm. H. Peet, known as the Cen-
tral drug store, has been occupied
for the past thirty-four years by

and

druggists, the first one being Dr. S.
M. Holton. Mr. Peet has just caus-
ed this building to be remodeled and
has placed new fixtures therein, the
improvements being now completed.

Fennville—The hardware and im-
plement business formerly conduct-
ed by Mechem & Fuller will be con-
tinued by their successors, Henry
Lamb, of this place, and L. H. Wood,
of Fulton, under the firm name of
Lamb & Wood. Mr. Wood was
formerly engaged in the general
merchandise business at Fulton, where
his store was recently destroyed by
fire.

Muskegon — George H. Ross,
manufacturer in interior finish, has
merged his business into a stock

company under the style of the
Ross Manufacturing Co., which will
also deal in forest products. The
authorized capital stock of the new
corporation is $30,000, of which $23-
000 has been subscribed, $3,200 being
paid in in cash and $13,000 in prop-
erty.

Manufacturing Matters.

Bay City—The Valley Creamery
Co. will erect a new building on
South I-inn street.

Milan—A canning factory will be
erected here by the Horton Cato
Manufacturing Co.

Bay City—The concrete building of
the Valley Creamery Co. has been
completed to the first floor.

Hudson—The Hazen Manufactur-
ing Co., which makes pumps, has in-
creased its capital stock from $50,000
to $100,000.

Detroit—The capital stock of the
Savigny Co., which manufactures ar-
tists’ paints, has been increased from
$25,000 to $50,000.

Grass Lake—A partnership has
been formed by Hines & Robinson
for the manufacture of new and im-
proved adjustable wagon racks.

Cheboygan—The sawmill of M. D.
Olds & Co. has gone into commis-
sion. The mill will not run nights
but has a day stock for the entire
season.

Manistique—The Weston Lumber
Co. has begun sawing for the season,
running both night and day crews.
Only the band saw part of the mill
is in operation.

Detroit—The Michigan Match Co.,
which will engage in the manufac-
ture of matches, has been incorpor-
ated with an authorized capital stock
of $22,000 common and $3,000 prefer-
red, of which $19,000 has been sub-
scribed, $4,000 being paid in in cash
and $15,000 in property.

Detroit—The John T. Galvin Co.,
which manufactures copper, brass,
iron and white metal goods, has
been merged into a stock company
under the style of the Galvin Brass
Co., with au authorized capital stock
of $17,000, all of which has been sub-
scribed, $5,100 being paid in in cash
and $Li,Qoo in property.

Detroit—A corporation has been
formed under the style of the Mich-
igan Brass Foundry, which will en-
gage in the manufacture of castings
and metal articles of all kinds and
carry on a general machine and re-
pair works. The company has an
authorized capital stock of $3000

common and $2000 preferred, of
which $3000 has been subscribed and
paid in in cash.

Detroit—The Seidler-Miner  Elec-
tric Co., which manufactures and
deals in electrical and mechanical
supplies, tools, machinery and appa-
ratus, has been merged into a stock
company under the style of the Seid-
ler-Miner Supply Co., with an au-
thorized capital stock of $10,000, all
of which has been subscribed and
paid in in cash. Shares are held
equally by Frank J. Miner, Benja-
min F. Seidler and John N. Walket,

Will Meet Next in Grand Rapids.

Lansing, May 2—The Michigan
Hide Dealers’ Association held a
meeting in this city yesterday, with
about thirty members in attendance.
President G. H. Ziegler, of this city,
called the meeting to order. The
market and the preparation of hides
for selling were taken up. A legis-
lative committee, composed of Presi-
dent Ziegler, M. M. Levy, of Jack-
son, S. A. Rosenburg, of Bay City,
Gus Behr, of Detroit, R. Schomberg-
er, of Traverse City, and S. Grabow-
ski, of Detroit, was appointed to ap-
pear before the Legislature at its
next meeting in an endeavor to have
certain fur-bearing animals protect-
ed, mink, skunk and coon not to be
killed after March 1, and muskrat
not after April 1. After these dates
the breeding season begins with
these animals and their fur is not in
fit condition anyway.

The hide buyers will also endeav-
or to secure permission from the
Legislature to purchase deer skins,
which is now unlawful.

A banquet was held from 6 until 8
o'clock. Another meeting will be
held in Grand Rapids on the first
Monday in September.

The United States Court of Ap-
peals has sustained the decision ol
the District Court here in the case of
the Coopersville Co-operative Cream-
ery Co. vs. Samuel M. Lemon, Col-
lector of Internal Revenue. The case
was brought by the creamery to re-
cover the penalty levied on it by the
Collector for marketing adulterated
butter. The butter said by the Gov-
ernment to be adulterated contained
a higher percentage of water than is
permitted by the rulings of the Treas-
ury Department. This decision ends
the matter, so far as the Coopers-
ville Creamery Co. is concerned. It
also affords the Government a valu-
able precedent in dealing with viola-
tions of the law of this character
hereafter.

M. J. Westrate, who has recent’'
moved from Holland to this city, has
purchased the grocery stock of Wil-
liam Thurston, 857 Jefferson avenue,
and will continue the business.

If you have large reserves of re-
ligion you will not be without the
small change of kindness.

Master the knack of economy,
thrift, honesty and perseverance and
success is yours.

There is only one way to find ease
in your work, and that is to put
heart in it.



The Produce Market.

Apples—$i.75@2 per bbl. for cook-
ing stock and $275@3 for eating.
The market is considerably demoral-
ized. There is a lot of inferior stock
which is being offered at low figures,
but prices on good quality goods rule
firm.

Asparagus—$1.25 per doz. bunches
for Ilinois.

Bananas—$i.50@2 per bunch.

Beets—60c per bu.

Butter— Since a week ago the mar-
ket has declined i@2c per Ib. on all
grades, owing to the increased sup-
ply of fresh made butter. The mar-
ket at this writing is steady at the
decline price. There will be, how-
ever, still more increase in the pro-
duction, and it is likely that still low-
er prices will develop later in the
season. Creamery is held at 26c for
tubs and 27c for prints; dairy grades
command 23c for No. 1 and 15@i6c
for packing stock.

Cabbage—$1.50 per bbl.

Carrots—40c per bu. for old; $1.25
per box for new.

Celery—-6s@75c per bunch for Cal-
ifornia and 85c@$i per bunch for
Florida.

Cocoanuts—$4.50 per bag of 90

Cucumbers—$l per doz. for hot
house and 75c per doz. for Southern.

Dressed Hogs— Dealers pay 8c for
hogs weighing i50@200 Ibs. and 7Jc
for hogs weighing 200 Ibs. and up-
wards; stags and old sows, 5c.

Eggs—The market is unchanged.
The receipts are still liberal, but
there is a good consumptive as well
as speculative demand which absorbs
all grades as they arrive. Present
conditions will continue until warm-
er weather and a falling off in re-
ceipts. The quality of eggs now ar-
riving is the best of the year. Lo-
cal dealers pay I3@i4c on track for
case count, holding at 145™@i5c.

Poultry— Local dealers pay ncfor
live hens and 13c for dressed; nj£c
for live spring chickens and i3~ cfor
dressed; 12jEc for live ducks and 14c
for dressed; 14c for live turkeys and
17c for dressed. The market s
strong, receipts during the past week
having been very light. The demand

for fat hens and turkeys exceeds
supplies.
Grape Fruit—.Florida commands

$4.50 for 80s and 90s and $ for 54s
and 64s.

Green Onions— 15¢ per doz. bunch-
€s.
Honey—18c per Ib. for white clover
and 15c for dark.

Lemons— California fetch $3 and
Messina $2.75@3.25 per box. The
fruit has a firmer tone but no ad-
vance has been noted. As soon as
warm weather comes and consump-
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tive demand is increased, it is be-
lieved that prices will go higher.

Lettuce—10c per Ib. for hot house.

Onions — Genuine White Silver
Skin Bermudas command $185 per
crate. Texas Bermudas fetch $1.75
per crate.

Oranges— California Redlands com-
mand $3(3)3.25 and Navels fetch $2.85
@3-

Parsley—40c per doz. bunches.

Parsnips—50c per bu.

Peas—$2 per box for
grown.

Pieplant—$1.25 per 50 Ib. box of
Illinois.

Pineapples—Cubans command $3
for 42s, $3.25 for 36s, $350 for 30s
and $3.75 for 24s.

Potatoes—75c per bu. for old. Re-
ceipts are now adequate to the con-
sumptive and shipping demand. New
potatoes are gradually settling in
price to a point where they attract
general attention. Carlots are ex-
pected in a few days.

Radishes—25c per doz. bunches for
Round and 25c for Long.

.Spinach—50c per bu.

Strawberries—$2.75(0)3 for 24 qgts.

Tomatoes—$2.75 per 6 basket crate
of Florida.

Turnips—50 ¢ per bu.

Veal—Dealers pay S@6c for poor
and thin; 6@7c for fair to good; 72
@9c for good white kidney from 90
Ibs. up. The market is strong, owing
to light receipts, and the same is true
of mutton and lamb.

Southern

It may not be usually known, but it
is a fact, nevertheless, that there has
long been a spirited rivalry between
Wm. H. Anderson and Samuel M.
Lemon as to which gentleman is en-
titled to be designated as the Sweet
Singer of Michigan. There were
about eighty passengers on the ves-
sel which recently carried Messrs.
Anderson and Lemon from Hamil-
ton, Bermuda, to New York, and as
soon as it was learned that they
were contestants for the honor above
referred to, the passengers insisted
on acting as judges, resulting in the
conclusion that Mr. Anderson could
sing the same song the most times,
while Mr. Lemon was more versatile
in that he had two songs and, conse-
quently, received more applause. Mr.
Anderson’s song was “My Bonnie
Lies Over the Ocean,” while Mr.
Lemon alternated the songs, “Wear-
ing the Green” and “When We Were
Boys Together.”

Eli Runnels has sold his grocery
and confectionery stock at 1270
South Division street to Mrs. Meta

Ferguson, who will continue the busi-
ness at the same location.

The Grocery Market.

Sugar—The market is without fea-
ture, both raw and refined being un-
changed from a week ago. Some
interest is manifested among the
trade by the announcement that the
new refinery of the Warner Sugar
Refining Co., at Edgewater, N. J,
would open within a few days with
a capacity of 3,000 barrels a day and
an immediate production of 1,000
barrels. If the fruit crop proves as
large as is expected, the new refin-
ery will probably be able to sell its
output without difficulty.

Later—The Federal Sugar Refin-
ing Co. announced a reduction
Wednesday morning of 10 points on
time shipments and 20 points on im-
mediate shipments. In other words,
430 for shipment within four weeks
and 420 for shipment within five
days.

Tea—Prices show no change for
the week. There would doubtless be
somewhat of a decline at this time,
as is customary as the new season
approaches, were it not that this
year stocks are small. That is the
only reason why values are as steady
as they are. No radical change in
any grade is looked for during the
remainder of the season.

Coffee—Rio and Santos grades
have shown more firmness during
the week, but without quotable

change in actual coffees. Mild: grades
are steady and unchanged. Javasand
Mochas are quiet at ruling prices.
The general demand for coffee is
fair.

Canned Goods— Tomatoes are quiet
and featureless. Corn is dull, both
spot and future, without change in
price. Peas are in the same condi-
tion exactly. Peaches are very
scarce and sh«w no change in any
way. Apples are in light demand at
ruling prices. The small line of Bal-
timore canned goods is dull and rules
at unchanged prices. California can-
ned goods are quiet in first hands at
steady prices. In second hands the
market is easy and stocks in most
cases inconveniently large. Advices
came from New York State during
the week that the acreage for can-
ned goods would be much reduced
this year, with an almost certain re-
duction in the pack. Dairying is
more profitable to the farmers than
raising vegetables.

Dried Fruits—Apricots are dull on
spot, at prices which;, while they show
heavy reductions from former prices,
are still much above the new' prices
made during the week for future de-
livery. Sales of future apricots at
the prices reported elsewhere have
been fair. Currants are in fair re-
guest, all conditions being unchang-
ed. Raisins are very dull and easy,
demand being light. Citron, dates
and figs are dull at ruling prices.
Prunes are much firmer on the coast,
owing to reports of crop damage.
Some holders are asking a 3%c bas-
is, which means ij-"c more than sales
have been made for in the East. The
market in the East is no firmer as
yet, but surely will be if the situa-
tion in California continues. The de-
mand at this writing is good. Peaches
are dull and unchanged.

Rice—Some importations are being

0]

made. It is believed that the market
will remain on a strong basis until
the new crop arrives, which promises
a good yield.

Farinaceous Goods—The market on
rolled oats is weaker, but it is
thought this is only temporary. Near-
ly all mills have shut down waiting
for the new crop to arrive. Sago,
tapioca and pearl barley continue
steady.

Syrups and Molasses—Sugar syrup
is unchanged and still in good de-
mand on account of comparative
scarcity. Molasses shows no change
for the week and only a very moder-
ate demand.

Cheese—The market is in a very
satisfactory  condition, but lower
prices can be looked for as the sea-

son advances and the make in-
creases.
Provisions — Smoked meats are

selling moderately on the same bas-
is as a week ago and both the supply
and the consumptive demand are
about normal. Both pure and com
pound lard are steady and unchang
ed, with a brisk trade reported. Then
is only a fair demand for dried beef
canned meats and barrel pork, all of
which rule steady and unchanged. Nc
change is looked for during the nex
few days.

Fish—Cod, hake and haddock art
very dull and unchanged in price.
Salmon are in fair demand on spot
at ruling prices. Future prices will
be named in the not distant future
Irish mackerel are so nearly exhaust-
ed that they are scarcely quotable.
No interest is taken in spot short
fish, and the season for the new has
not yet opened. Norways are mov-
ing to some extent, chiefly 3s and
4s, the former being in the bettei
demand. The market is $i@2 weak-
er, owing to holders’ desire to move
the goods. Domestic sardines arc
unchanged and in better demand Q1
spot than for future delivery. For-
eign sardines are unchanged and dull.
Certain of the French grades are
somewhat weaker, but aside from
that the market is steadily main-
tained.

The annual meeting of the Michi-
gan Wholesale Grocers’ Association
will be held in this city on Tuesday,
May 12. All day sessions will be
held, during which time officers for
the ensuing year will be elected and
other matters of importance to the
trade will be brought tip for discus-
sion. Mr. G. W. Rouse, of this city,
who has served the organization verv
acceptably during the past year, will
preside over the meetings. Local
members all agree in the statement
that the past year has been one of
the most successful in the history of
the organization.

W. E. Lewis, the well-known cloth-
ing dealer at Mt. Pleasant, will move
into new quarters before June 1 The
interior of the store has been arrang-
ed and constructed to meet the re-
quirements of his business and all the
fixtures are of modern type, includ-
ing late pattern clothing cabinets,
etc. It will be remembered that Mr.
Lewis was formerly of the firm of
Marsh & Lewis, of that place.
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SUCCESSFUL SALESMEN.

B. C. West, Representing Bay State
Milling Co.

Sunshine and rain cause the germ
of life within the acorn to burst its
bounds, cause roots to reach down
into the friendly soil and stem to
reach up into the outer world, cause
this process to be repeated in part
year after year until a great oak in
time stands over the spot upon which
the acorn fell. Unless the acorn con-
tain the germ of life these friendly
agencies would be of no avail; but
if the vital spark remain within the
seed of the oak until such time as
the sun, the wind and the rain can
act upon it then, although not favor-
ed by environment, a mighty tree will
grow.

How closely in harmony with the
foregoing are the lives and the works
of some men. Early environment
may be most unfavorable, later sur-
roundings not propitious, yet the soul
Within under the winds of adversity
or the smile of fortuitous circum-
stances continues to grow' and ex-
pand in either case. It is not possi-
ble to Unwind the covering which
hides the ego of man from the world,
as one takes from the acorn the out-
er wrapping, and by microscopic ex-
amination determine whether the
germ of real growth exists.

That much desired ability to grow
and to surpass others which is held
by all who take an active part in the
world’s affairs is possessed in large
measure by a few only. These few
thrive and prosper regardless of nat-
ural environment, but not in defiance
of the well ordered principles of
cause and effect. On the whole,
however, it no more is possible to
explain the real cause of develop-
ment in the character of a man than
to explain why the tree from the
insignificant acorn grew'.

In the brief histories of those
prominent in the traveling fraternity, j
given from week to week in the
Michigan Tradesman, duplication of
types is the rare exception. The
starting point often has been the
same, but the journey was along en-
tirely different lines. Men from all
stations in life, from practically every
nook and corner of the country, have
figured in these recitals. On the
v.'hole, therefore, it does not appear
that early environment, tradition or
educational advantages have had
much to do with the making of men
into traveling salesmen. Their abil-
ity as salesmen is a thing apart from
their standing as men. Upon the dis-
position and character of many is to
be observed the impress of early en-
vironment and the effects of tradi-
tion.

Burton C. West was born at Chat-
ham, Ontario, June 9, 1874, his ante-
cedents being Scotch-lrish on both
sides. He was graduated from the High
School at Chatham at the age of 16
and removed to Detroit, where he
sought and obtained a position in the
circulating department of the Detroit
Times. He subsequently worked for
the Detroit Tribune and Evening
News, spending four years altogeth-
er in the Detroit field. He then re-
moved to Pittsburg, where he took
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a position in the circulating depart-
ment of the
where he remained two vyears.

then removed to Chicago, where he se-
cured a position in the auditing de-
partment of the Chicago Tribune. He
remained in this position two years,
when he secured a position as travel-
ing representative for the Leiders-
dorf Tobacco Co., of Milwaukee. His
territory included Michigan, Ohio
and Western Penhsylvania. He call-
ed on the wholesale trade exclusively
and undertook to see his customers
every two months. Two years later
he accepted a position with the Nall
& Williams Tobacco Co., of Louis-
ville, Kentucky, taking charge or
their business in Michigan. He con-
tinued in this capacity for three
years, when he secured a position
more to his liking as Indiana and
Ohio representative for the Bay State

which he believes contribute to the

erally.

Mr. West ascribes his success to
patient and painstaking effort; to
courteous treatment of his custom-
ers and to the fact that he never un-
dertook to sell anything but high-

grade goods.

How Barney Got His Start.

The patrons of the monopolistic
grocer were in despair. With smil-
ing countenance he met the falling
off in the orders for luxuries from
his patrons by boosting his prices up-
on almost everything in the store.
The women put their households up-
on shorter allowances, made long
trips by street car to stores which
made specialties of certain articles at
low prices, and in every way possi-
ble endeavored to reduce their table

Burton C. West

Milling Co. He continued this con-
nection for a year when Michigan
was adder! to his territory. He has
not yet fully decided, but will prob-
ably make Lansing his headquarters.

Mr. West was married July 14
1878, to Miss Eva L. Fauquier, of
Windsor, Ontario. They have one
daughter, Kathleen Claire, now 8
jrears of age, who is a universal fav-
orite wherever she is known. The
famaly reside in Richmond, Indiana,
where Mr. West is a member of St
Paul's Episcopal church. He is li-
brarian in the Sunday school and a
lay reader in the church. He is also
a member of the Michigan Knights
of the Grip and the Illinois Commer-
cial Men’s Association.

Mr. West has several hobbies, in-
cluding hunting, fishing, LaCross, foot
ball and boxing. He is art ardent
devotee of all of the manly sports,

expenses. Some of them even tried
the second rate grocer, but one trial
of his cheap wares was sufficient.

Then came Barney, straight from
the lap of the gods. Barney “de-
livered” for the monopolistic grocer.
Ht was Irish, red haired, quick tem-
pered and shrewd. His only relative
was a brother who had recently left
the uncertainties of an “expressing
business of his own” for a steady job
on the street cars. The only relic
of the business was an old horse and
a wagon which Barney’s brother had
been trying in vain to sell.

For six months Barney had been
promised more pay by his employer.
The financial stringency gave the
grocer a pretext for finally refusing
the lad’s well earned promotion.
Barney, in a rage threw up his job
on the spot and went home to figure
out ways and means of getting even.

The next day bright and early he

Chronicle-Telegraph, |health and happiness of mankind gen- @Ppeared at a number of kitchen
He

doors where he had been accustomed
to deliver goods. With the shrewd-
ness of his race, aided by his experi-
ence, he had picked from among the
housewives who were sure pay the
ones who had treated him like a hu-
man being instead of a machine when
he went his rounds.

To maid and mistress he told his
story and unfolded his plan.

“I've got a horse and a wagon and
there’s a wholesale grocer and a
commission man that’s awful good
friends of mine,” he said. “Now, |
ain't pretendin’ that |1 can give you
the quick deliveries and the up to the
minute service that old Gowdey can,
but I can save you several dollars
on your bills every month, and give
you exactly the class of goods that
Gowdey does, for | shall buy 'em in
the same places as he does.

“Now, for instance, this salmon”—
Barney, the shrewd, picked up an ar-
ticle high in favor with the partic-
ular housewife to whom he was talk-
ing. “You're paying old Gowdey 16
cents for that can. | can sell you the
same can for 12 cents, and still have
a little profit over the wholesale
price.

“It'll be that way on everything,”
went on Barney. “l can give you
pretty nearly wholesale prices, but
there’ll be drawbacks. In the first
place you'll have to plan ahead all
the staple things as you'll need for
the week. I'll make one delivery a
week of staple groceries. My brother
is going to let me have one room of
his house, and I'm going to keep
a few staples up there, but I can’t
keep much, so if you forget anything
the chances are about half and half
that you'll have to go to Gowdey or
somebody else for it. I'll make a
meat and vegetable delivery every
day, but you’ll have to plan your
meals and give me your order a day
ahead of time.

“I've got a telephone. If you can
have your meat and vegetable order
ready for me each day when | de-
liver, |1 can give it to you next day.
If you don't have it ready or if you
want any change in it you can tele-
phone me that same night at my
house.”

That was two months ago. Barney
has kept his promise and given his
patrons nearly wholesale prices. Be-
sides paying for the feed for his old
horse and a weekly installment to
his brother on the purchase of the
nag, Barney has cleared each week
more than dowWble the wages which
Gowdey used to give him. Already
dreams of a grocery of his own fi-
nanced by his friend, the commission
man, are filling his shrewd red head.

N. S. White.

Had To Be Used.
Skemer—1 think I'll get married.

Jenks—You surprise me; | didn’t
think you had a‘girl.
Skemer—1 haven't, but a fellow

gave me a wedding ring to-day in
part payment of a debt, and I've got
to get the worth of my money.

Many a citizen of heaven is getting
ready for his rest there by dodging
his taxes here.



Why Typewriter Companies Furnish
Jobs Gratis.

There is one industry in the Unit-
ed States that does sincerely, con-
scientiously, and effectually aid the
unemployed. | refer to the typewrit-
er industry. It obtains employment
for thousands of young men and
young women yearly without the ex-
action of a registration fee or the
payment of a year’s subscription to a
publication.

The typewriter companies over the
country maintain what they term an
‘employment bureau,” where stenog-
raphers register. These departments
are separate from the remainder of
the office, have a manager and' assist-
ants, and are supported entirely by
the typewriter companies. They have
been a fixed institution for the last
ten years, and the good done is al-
most beyond belief.

In Chicago in the last three years
one company has the record of hav-
ing obtained more than 16,000 steno-
graphic positions. These are “desir-
able” positions and not “twenty-four
hour jobs.” Neither do they bear
any key number. All were obtained
without the payment of a single cent.
This company is taken as an illus-
tration because the figures were at
first hand and are a part of the rec-
ords at their Chicago office.

There are other typewriter com-
panies that have done just as well.
One company finds positions for
5000 every year and has for several
years past. Another company has in
the last five years obtained for those
applying at its employment depart-
ment more than 25000 positions,
while the vyearly average of three
other companies is about 5000 each.

This is the record for Chicago.
What of New York, Philadelphia, St.
Louis, Boston, Washington and oth-
er of the large cities? The facts show
that in New York the number is
twice that of Chicago. In the other
cities named about 1,000 a year; a
trifle more in Philadelphia and Bos-
ton. Then there are any number of
small cities like Kansas City, Omaha,
Denver, Seattle and Atlanta, where
the positions will total for each place
about 500 a year. Again, still small-
er cities like Decatur and Spring-
field, and so on, in which places there
are 100 or more odd positions pro-
cured.

Fasten this one point in the mind:
These typewriter companies have
never been known to charge one sin-
gle cent. In fact, they have gone to
their own cash drawers and paid out
money to stenographers for car fare,
transportation of self and baggage
from town to town, and to boarding
houses.

In Chicago the other day a young
woman who had registered with an
employment agency, paying her “reg-
istration” fee of $5 applied after
fruitless search for work to one of
the large typewriter employment bu-
reaus. Instinctively she took from
her purse some money, thinking the
bureau would exact a fee. The young
woman manager in charge told her
no fee was necessary. If she were
competent there would be nothing
for her to do but to fill the position.

And further. Not one of the com-
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panies regards the employment bu-
reau as a philanthropic institution,
but strictly a business one. Its mo-
tives are, in a sense, selfish, but they
have expended more money in the
establishment of the department than
they received back either in the sale
of the machines or the publicity
gained.

Even so; consider what a sociolog-
ical benefit they are. -Take twelve
large cities in the country as a basis.
Only one of the twelve cities is as
large as Chicago. There are in Chi-
cago four of the 'large typewriter
companies and five of the smallsr
ones. Each of the four larger com-
panies finds employment for 5000
stenographers. This gives a total of
20000. The smaller companies find
employment for about 2,000 stenog-
raphers. This gives a total of 10-
000, making a grand total for Chica-
go of 30,000 jobs obtained each year,
and this has been the record for the
last seven years.

New York will find employment
for twice this number, or 60,000.
Philadelphia, having a population of
about 1,000,000, will get situations for
a little less than one-half of the num-
ber obtained in Chicago, or about
12500. The same is true of Boston
and St. Louis; that is, per company.
All companies have branch houses
in these cities, so the basis of esti-
mate is the same as for Chicago, or,
for Philadelphia, 9000. This gives a
total for these cities of 117,000 posi-
tions. The remainder of the large
cities will, figuring twenty of them,
yield for each one-third what Phila-
delphia yield«, or 3000 a city each
year, totaling for the twenty 60,000.
The figures will prove that there are
more than 200,000 positions found
and filled by the typewriter compan-
ies each year over the United States
at no cost whatever.

This is more than five times as
many stenographers’ positions as
were ever obtained by all the em-
ployment agencies in the United
States for the last five years. In .the
latter case each position must have
cost the applicant not less than an
average of $3. That would be three
times $40,000, or $120000. Think of
itt And the typewriter companies
have not charged one cent.

In other words, the typewriter com-
panies are supporting an army of
young men and young women each
year of 200,000, one-fifth that of the
German army. Erastus Buck.

The Flavor of Bread.

Bread is not like a picture to be
hung up and admired—it is to be eat-
en, and it is the baker’s business to
see that he makes the most nourish-
ing and palatable bread, and the
pleasing of the eye is of quite a sec-
ondary consideration. Hitherto, the
judges at our exhibitions have devot-
ed their attention to shape, color,
texture and the other external and
internal marks of perfection which
are apparent to the eye, and the
“flavor” has been judged by the
nose—“nostrilized,” as Mr. Moore, of
Liverpool, put it. The organ of smell”
has done duty for the organ of taste,
and now there is a demand that the
judges shall judge flavor by some

other way than by the official nose.
How is this to be done? Twenty
thousand loaves would want a good
deal of tasting, and then, again, who
is to set the standard of taste? It is
easy to ask that the judges should
give flavor the first place in their
judgments, but it is by no means so
easy to get our demand complied
with. Even the analyst can not be
called in to settle the point. He may,
and no doubt can, tell us which bread
contains the most nourishment; but is
he to set the standard for flavor?
And would half a dozen analysts
agree on the matter? It is argued
by some of the makers of what are
called “faked” loaves that a fine loaf
in texture and color is a sure sign
of fine flavor; bait that can not be ac-
cepted as the last word on this im-
portant subject. Fine-looking loaves
do not always indicate really good
bread.

Many years ago Thomas Fletcher
wrote: “Sometimes bread which is
sour through overworking exhibits
the perfection of texture and splen-

Do You

-

did color, but, being sour, it is justly
condemned. Fine, silky texture is
valuable; rich, bloomy whiteness has
a Charm to most bakers; but these
points, although valuable in them-
selves, are not the most important.
If bread is to be enjoyed it must be
of pleasant flavor, that is a primary
condition. In fixing a standard for
testing bread, the main point should
not be overlooked. We want to get
as much nourishment as possible out
of bread; it is not simply a thing of
beauty. If flavor is of minor impor-
tance, then it is comparatively easy
to produce fine-looking bread; the
natural sweetness in the flour is grad-
ually absorbed by the prolonged fer-
mentation process, and ultimately we
obtain a white, insipid loaf—a resull
which can not be considered the per-
fection of bread-making. | think
flavor ought to rank first, texture
and color next.”—London Confec-
tioner and Baker.

Men tend to approximate to their
own expectations.

Need a Desk?

If so, take advantage of this excellent desk value.
At the price this is a better made desk—one that looks better
and will last longer under like conditions than any other

similar desk on the market.

Fifty inches in length, 30 inches wide and 46 inches high.
Drawers and roll curtain lock automatically.
Double row of pigeon holes, etc.

Oak. Best Glass Finish.

Spacious interior.

Solid

Write for further description and all particulars.

Tradesman Company
Grand Rapids, Mich.
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THE HONEY TRADE.

No delicacy of the farm is in cer-
tain localities more neglected than
honey, the most valuable of sweets
as a food product, and one which
should be more extensive in every
farming community.

The fact that bees are not more
generally kept is largely due to the
unsatisfactory market. If an aspir-
ant toward improvement takes pains
to use white pound-sections and ex-
pects a reasonable price for his prod-
uct, one of the old box-hive men will
come along with honey “in chunk” a
few cents cheaper. That settles it,
for “a pound's a pound,” and the
average consumer is not yet educated
to the point to realize that there are
many grades of honey.

Then there is the old notion that
honey is adulterated. The present
pure food laws should dispel this
notion, especially when backed up by
the standing offer of a leading pro-
ducer of a large reward for a single
pound of adulterated comb honey.
Under present laws there is as rea-
sonable assurance of pure honey as
pure sugar.

Seeing is the best proof—unless it
be tasting; and it is wise to provide
for both. If the customer is skepti-
cal, have some small pieces which he
may sample; and if the honey is
what it should be, this will sell the
goods.

The amateur sometimes offers hon-
ey for sale as soon as it is made, not
realizing that it must ripen before
attaining its best quality. When first
made it is thin and watery; and not
until it has been allowed to stand
two or three weeks does it attain the
rich flavor and consistency so much
prized.

There is a great distinction in pop-
ular taste regarding color and mate-
rial used. Clover and basswood give
a light honey much prized by the
majoriy, the basswood being more
of an amber hue. The golden rod is
a shade richer in flavor and color;
while a few prefer the dark buck-
wheat honey.

payable

ac-
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There is no reason why a good
trade can not be worked up in almost
any community by giving the matter
a little attention. It may be com-
menced in a small way and the su-
perior value of the article gradually
placed before a few fastidious pa-
trons, together with some of its spe-
cial qualities in food value. As a
little demand is created, call upon
the farmer for a corresponding sup-
ply, which will be speedily coming
when it is learned that there is even
fair sale.

It is not so difficult to handle as
many suppose. If the extracted prod-
uct is used, it will be safely put up
in tin or glass cans. Ants will both-
er the comb honey as they do the
sugar—they like it still better and
can detect it from a greater dis-
tance. There are numerous devices
to head them off, such as keeping it
on a table the legs of which are set
in cans of water. This is a sure rem-
edy if nothing is allowed to touch
the sides of the table. A chalk line
will generally prove a boundary line
which -they decline to cross.

Keep the box secure from the
small miller which produces the
honey worm. Educate your custom-
ers to the food value of this most
wholesome and easily digested of
sweets. They will soon become
promising and profitable pupils.

BEWARE OF INSECTS.

As warm weather approaches there
must be increased vigilance in the
care of certain stock. The cereals
and dried fruit which have been sold
in bulk should be quickly closed out
or securely sealed lest they suddenly
prove to be the home of tenants
which will speedily bring your goods
into disrepute. No one likes to buy
raisins or figs and find them 'the
home of insect hordes. Neither do
they care to fish unpleasant forms
out of the corn starch pudding.
While these goods, if strictly fresh,
can be handled in winter with safety,
they are not satisfactory in summer;
and it does not pay to risk one’s rep-
utation by offering them for sale un-
less special precautions have been
made for their protection.

The present system of sending out
the best quality of goods in sealed
packages renders them almost entire-
ly proof against the enemy if reason-
able precaution is exercised. Paper
is impenetrable by fly or miller so
long as it remains unbroken. In un-
packing new goods a sharp lookout
should be kept for all defects, and
if there is a break at one corner, be
it ever so slight, the goods should
be tested and if found all right they
may be rescaled, although the Dbest
way is to get rid of them at once.
Even when perfect at the time of
shelving, careless handling may start
a crack which the insect will quickly
find.

It is not simply the loss of the
goods involved, but the bad advertis-
ing which always attends such a
mishap. If the dull colored miller
slips past your screens> hunt it as
you would a tarantula in a bunch of

bananas; and do not rest'until you
have killed it.

THE OPEN CRACKER BARREL.

There is a common practice in
rural communities of customers and
others helping themselves to a bit of
whatever is in sight that strikes their
fancy. We have all heard of the mr.n
who made a practice of filling not
only his mouth—a very large one—
but his pouch with tobacco ever)
time he happened to be in need of
the article; also the sequel, when the
proprietor, exasperated by so much
“cheek,” peppered his stock one day
for the benefit of the mendicant cus-
tomer.

The custom is one which is grow-
ing, and is unfortunately invading
other commodities than tobacco. The
cracker barrel is, perhaps, the most
universal trough for all now, and
while the proprietor may feel that
profit on other goods several times
counterbalances the crackers con-
sumed by those who take out a hand-
ful to sample or eat while they wait,
the effect on future customers is
worth consideration. There are those
who revolt at the idea of having a
share of the general store into which
workmen and men who do not work

and perhaps seldom wash—have
dipped their hands at will. The mat-
ter is simply revolting. And those
who have been cracker-hungry curb
their appetite in that direction until
they reach a store where the com-
munistic spirit is less in evidence.
More, they gain a decided prejudice
against anything in the food line
which may be offered in the store.

It is very easy to have a cracker
barrel with a neatly fitting lid, ex-
cluding"dust as well as dirty fingers;
and if placed behind the counter, very
little temptation will be offered.

Open casks and kegs have a debas-
ing effect upon the juvenile element
of the trade. The small boy sees
the larger one helping himself, and
he is not slow to follow the example.
A keg of salted peanuts in a village
store is sure to attract school boys
and girls, too. Bye and bye they
growr to feel that everything within
reach is set out to be sampled. The
effect is anything but conducive to
good morals and, if pilfering eventu-
ally follows, it is a little difficult to
sift out the exact source of the trou-
ble.

It tends to draw about the place
an unpleasant sort of people, who
come more to rest, eat and have a
good time than to trade. It is much
easier to keep a house free from flies
by discarding matter which would
tempt them; and it is also much
easier to keep the room free from
these human flies by making it
strictly a place of business.

Continual piecing and chewing of
this and that makes a perpetual litter
upon the floor, and the neatly attired
woman does not have a very good
opinion of the store through which
she must pick her way step by step to
avoid cracker crumbs and peanut
shells.

It is not the stopping up of a sin-
gle leak but of many. The easiest,
neatest and most satisfactory way is
to keep the tempting goods back of
the counter and to keep the covers

on. Discountenance too much famil-
iarity in this direction and your most
prized customers will cease to won-
der when eating your goods what
hand has stirred them over.

THERE ARE OTHERS.
Whether it was Solomon or Heze-
kiah who wrote Ecclesiastes is be-
side the question when one has un-
der consideration the declaration:
“There is no new thing under the
sun.”

The statement is true and it would
be beneficial to many men if they

would but realize the fact. For ex-
ample, there is the chap who has
some secret process of tempering

steel, another who treasures-a secret
formula for mixing paint; another
who has an esoteric method of cur-
ing hams, and yet others who have
mysterious mechanical processes
which they use as manufacturers and
which they guard scrupulously.

There are times and conditions
when such recondite observances are
justified, perhaps, but in a very large
majority of such cases they are but
illustrations of limited vision and lack
of appreciation of the fact that there
are thousands of men just as keen,
just as clever and just as earnest in
seeking for and finding improve-
ments that are both time and money
savers, as are the purely covert citi-
zens.

The danger lying in this practice of
secrecy is that the person so indulg-
ing his vanity and self satisfaction
may wake up some morning and find
that he is no longer in the procession
because, while he has been busy
guarding his secret, all the other fel
lows in his line have, by observation,
travel, enquiry and good fellowship
among men, adopted a practice he
never heard of and much better than
any he has been mooning over.

Beyond any question it is good
business judgment to protect, as well
as possible, a special design having
unquestionable artistic merit and
selling value; but when it comes to
the keeping secret of a routine proc-
ess in handling materials, of a meth-
od of applying hydraulic or com-
pressed air pressure, or electricity, or
of assembling parts, and all that, it
is useless. The man who wants any
of those essentials in his business is
going to get them and get the best
there is. If yours is that best he
will get that in spite of you and you
will find it out almost immediately.
If your method is not the best you
will learn that fact also as soon as
your rival gets to doing business.

The protection secured by United
States patents is fairly good, but the
best protection is that which comes
from fair, square dealing and confi-
dence in your own ability as a man
of business. Fear no honest compe-
tition and pay no heed to the other
kind. It will wear itself out in its
own way and inevitably.

Many a vice is a virtue which has
passed from being a servant to be-
come a master.

There will be little rest in the
heaven that is only a refuge from
hell.



THE MISSION OF SCIENCE.

It may be questioned whether any
real observer and thinker has ever
permanenty lost interest in the great
spectacle of nature and in the drama
of human history. A doubt as to the
possibility of so dread a misfortune
must occur certainly to the artist,
the scientist and the philosopher. The
world is beautiful, it is enveloped in
profoundest mystery, and the long
story of its eventful past is being
slowly rescued from oblivion by the
triumphs of an incredibly patient and
ingenious research. If the splendor
of the scene and the significance of
the action fail so often of their due
effect upon the common mind, it is
because men are so generally occu-
pied with individual interests—the
struggle for food and raiment, foi
power and wealth, for amusement and
the gratification of vanity, or with
physical suffering and mental anxiety
—that they miss those suggestions of
cosmic purpose and tendency which
engross the attention of more priv-
ileged minds. And yet nothing more
distinguishes humanity than the spir-
it of rational inquiry. The true stu-
dent reacts upon his environment
with thought. He supplies in himself
the subjective term in knowledge over
against the grand objective of the ex-
ternal world. There is in his consti-
tution an element of freedom, a pow-
er of initiative, a constructive and
inventive genius. He does not sim
ply receive impressions—he asks
questions. He looks in every work
of nature for the method, in every
change for its cause. He will have at
least a theory, though it may be only
provisional. His mind, therefore, is
not a mechanism, but rather some-
thing deliberately adventurous and
self-directed.

If a thinker of this sort is pre-
destined to any work more than an-
other it is generalization. Generaliza-
tion becomes 'the habit of his mind.
He can not rest in the particular or
isolated truth; he does not believe in
exceptions. He holds that all truth
is related, connected logically and
necessarily to other truths, and that
if one knows anything at all he has
in his hands a key to universal knowl-
edge. His character reflects this
breadth of view. The great scien-
tists and philosophers have been as
a rule more concerned to discover
truth than to secure any sort of mere
worldly advancement. They have
been regarded as harmless but eccen-
tric persons by practical men of af-
fairs, intent upon schemes of money-
making or political success, and quite
incapable of appreciating the enthu-
siasm of an Agassiz who declared
that he had no time to make money.
But the devoted student might easily
defend his choice did he think it
worth while. He has chosen the bet-
ter part. The man who is thorough-
ly alive and wide awake is above all
impressed by the sublimity and mys-
tery of nature and of human life. He
can but knock importunately at the
door of the unknown. The immemo-
rial desire of the heart for certainty
impels him to question destiny in
every form of life, in every expression
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of power, in every indication of pur-
pose and wisdom in the government
of the universe. Whatever the truth
may be, he would know it. In these
latter days science has made the
world over—the workaday world. It
has wrought so many wonders, and
has wrought them in such swift suc-
cession that men are becoming in-
capable of surprise. But to the phil-
osophic thinker there is less signifi-
cance, less interest, in submarine war
vessels, in dirigible balloons, in wire-
less telegraphy, than there is in any
discovery that has the slightest bear-
ing upon the profounder problems of
existence. Those other things are all
well enough, but they do not prove
what he wants to know.

All this is not to say that minds
of the highest order are incapable of
loving truth for its own sake. The
schoolboy who masters the demon-
stration of a theorem in elementary
geometry, or who solves a more or
less difficult problem in arithmetic
or algebra, experiences a keen de-
light which is largely impersonal. He
knows something of the joy which
every thinker feels when he unties a
knot or makes one forward step in
the region of abstract truth. In its
practical applications modern science
is the indispensable auxiliary of phi-
lanthropy. In less enlightened eras
knowledge was hidden when it was
supposed to be serviceable and sale-
able as gold is hidden by misers; but
now the inestimable value of associat-
ed effort is frankly recognized, and
every advantage is taken of the im-
proved means of communication
which distinguish the present day.
Correspondence is going continually
on between all the great laboratories
and observatories, and by concentra-
tion of numbers on a given point of
inquiry the victory is won. By this
tactical expedient a marvelous ad
vance has been made in the study of
every known form of radio-active en-
ergy and in the investigation of the
ultimate constitution of matter. Ap-
plied science and speculative inquiry
have worked together in reciprocal
helpfulness as “through the shadow
of the globe we sweep into the young-
er day.”

“Philosophy bakes no bread,” said
Novalis, “but it can give us God,
freedom and immortality.” But our
modern science has entered the
kitchen and the workshop without
parting with its proper dignity or for-
getting its higher mission.

Reports from all sections of Ver-
mont indicate that the maple .sugar
season just closed was the best the
State has had in many years. It was
much longer than usual and condi-
tions were such that every farmer
in the business had an increased flow
of sap of superior quality. The pure
food law makes it dangerous to use
the word Vermont on any sugar or
adulterated compound produced out-
side. With a big output of superior
quality and protection from outside
competition, the maple sugar produc-
ers of the State expect 1908 to prove
the most profitable season they have
ever known.

FEEDING THE WORLD.

No country is really great that
can not feed its people. So vast is
the extent of our grand Republic, and
with such varieties of climate is it
blessed, that it can produce every
article necessary for the welfare of
its people, and, perhaps, with the ex-
ception of coffee, there is nothing
that is consumed for food that our
own resources can not supply.

In a recent report made by Eng-
lish commercial statisticians to the
British Parliament, some interesting
information is given of the extent to
which European nations are compell-
ed to import the most necessary
food products. Thus, in 1906, the im-
ports of wheat and wheat flour into
the United Kingdom were 78 per
cent, of the total supply. In Ger-
many the imports in 1905 (the lat-
est year for which returns were avail-
able) were 35 per cent, and in France
in 1906, 3 per cent, of the total sup-
ply. It was stated that in the United
Kingdom in 1906 imported supplies
were of meat, about 47 per cent., of
butter, 57 per cent, and of cheese, 61
per cent, of the total consumption.
For France, the latest returns relate
to 1892, and in that year the imports
of meat were 3 per cent, and of
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to prevent the spread of anti-German
sentiment among the people and to
compel the germanization of alien
provinces—that is, territories acquir-
ed by conquest and not containing a
preponderating German population.
Such provinces, for instance, in-
clude Prussian Poland, Alsace and
the Holstein provinces. One of the
most cherished customs of these
conquered provinces is the retention
of their language and literature, and
the German Reichstag is evidently
determined to eliminate both if it is
possible.  While the motive at the
bottom of this new measure is un-
doubtedly patriotic, its wisdom would
seem to be questionable.

THE WIRELESS METHOD.

It is never safe to say that this,
that or the other miraculous thing
can not be done, because no sooner is
it said than some inventor comes
along and does it. Wireless telegra-
phy is no more wonderful now than
any other telegraphy was years ago.
People go from New York to Chi-
cago in a day and think nothing of
it, but a few decades ago any one
who would have prophesied it would
have been called crazy. The wire-
less telephone is something new bur

cheese 5 per cent, of the total supply. lit is in actual operation in many lo-

Of butter there was a surplus ex-
ported. In Germany in 1906, under
the old tariff, the imports of meat
were 11 per cent, of the total con-
sumption. The United States has a
considerable exportation of all these
commodities.

111 Germany meats are scarce and
high-priced, and as a result many
horses and dogs are yearly slaughter-
ed for food. According to reports
furnished to the Washington De-
partment of Commerce and Labor, in
the statistics by states much more
than one-half the animals slaughtered
for all Germany were slaughtered in
Prussia.

The people of our Republic could
live if an impassable wall were built
around their country, but it would
have to be broken down in order
that we might feed millions of people
in Europe.

GERMAN LANGUAGE ISSUE.

The German Reichstag is determin-
ed not to permit the use of any oth-
er language but German within the
confines of the Empire, and this de-
termination is certain to cause more
or less friction in the districts where
there are large alien populations. It
has been enacted that, with some ex-
ceptions, no speaking shall be per-
mitted at public meetings in other
than the German language. The ex-
ceptions are election meetings and
international congresses and by spe-
cial permission other meetings in dis-
tricts where 60 per cent, of the peo-
ple speak other than the German lan-
guage. Therefore, in a district where
there are only 40 or 50 per cent, of
non-German-speaking Danes, Poles,
Frenchmen, Czechs, or others, the
members of that large .minority will
be forbidden to hold public meet-
ings, or, at any rate, to speak at
them in the only language with which
they are familiar.

The object of such a law is clearly

calities. It is a great advantage over
the old style because so much cheap-
er, in that it costs nothing for wire
which is a big item, and in that way
every residence in the village or city
and every farmhouse in the country
can have a phone at rock bottom
prices.

Marvelous as that seems it would
appear to be only the beginning of
what can be done by the wireless
waves. Hans Knudsen, the Danish
inventor, told a company in London
the other evening that he proposes
soon to give a public demonstration
of his wireless typesetting inven-
tion. The first piece of apparatus
has already been constructed and the
experiment was so successful that
3,000 words an hour were set as eas-
ily at a distance as if the operator
were at the machine. Knudsen has
sent photographs by wireless and
says that he can do other miraculous
things in the same way, declaring
that he can send pictures wherever
Marconi can send messages. So when
a criminal escapes on a boat from
New York the Liverpool detectives
will all have his photograph and be
ready to give him a warm welcome.
If his typesetting machine makes
good, the London correspondents of
the American newspapers will send
their letters straight to the proof
reader and the stereotyper. The
newspaper reporter who gets a late
item in our ancient suburb, instead of
waiting to telephone or bring it in,
will just send it by wireless and it
will be set up on a machine and made
ready to print in a twinkling. All
these things look wonderful, perhaps
almost impossible, but there is no use
in saying they will not come to pass,
for the probability is they will and
that after that other things really
more remarkable will happen.

You are not likely to have strength
left for fighting sin when you are
busy fighting shadows.
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INDIANA BAKERS.

Their Relation To the State Food
Laws.*

A discussion of the pure food law
before this Association may be de-
veloped along several lines. My ad-
dress might be one of criticism,
wherein | should attempt to regulate
the character of the baker’s products,
prescribe formulas and rename con-
fections. It might be a resume ot
conditions of sanitation which should
be obtained in an establishment de-
voted so exclusively to food produc-
tion. In that event it would be prop-
er to discuss building construction,
ventilation, light, the health of em
ployees, character of their clothing,
and kind of screens most suitable for
keeping out dies and dust. Or again
it might be well to give particular
attention to the trade impositions to
which the baker is himself subjected,
and to call attention to those features
of the food law which operate to the
advantage of the baker instead of
causing him petty inconveniences and
surrounding his business by a series
of rules and regulations enforced by a
department whose knowledge of the
industry is of necessity that obtained
by observation rather than by prac-
tical experience.

1 take it that this Association does
not need a lecture upon food adulter-
ation. | believe it is not necessary
to call to your attention the fact that
for 2,000 years bakers have been sub-
ject to the searching eye of the law,
and that they, in common with every
other man who caters to the public!
weal, have been made occasionally toj
suffer penalties for their misdeeds.

I am informed that the law of this
state as it relates to bakers and bake-
shops has already been discussed by
you, and | believe as bakers you al-
ready understand those questions of
composition and mislabeling which
in one way or another merit the at-
tention of the pure food inspector.
You have been brought in touch with
the sanitary side of your business for
several years back by the State fac-
tory inspector. When the pure fooc
law was passed we found that there
was already on the statute book of
the state a very satisfactory law re-
lating to the sanitation of bakeshops
and other places used for the manu-
facture of food products, which in a
very specific and inclusive way dis-
cusses details of construction, health
of employees, storage of supplies and
purity and wholesomeness of prod-
ucts. Under these circumstances we
take it for granted that the food in-
spectors who have visited you have
been satisfied with the condition of
your bakeshop, and that you have ob-
tained from them information con-
cerning the operation of the law which
you may have desired. In view of
these facts | wish to use my time
in looking at some aspects of the pure
food law as it relates to the baker
and to his raw material. That is to
say, to discuss flours, yeasts, sugars,
syrups, leavening agents and other
products which are employed by the
baker.

*Address by H. E. Barnard, State Food Com-

missioner of " Indiana, before Indiana Bakers’
Association.

michigan

The Baker and His Four.

During the past year many requests
have come to me from bakers that
we tell them why the flour they were
using did not make good bread.
find there is a very general complaint
among bakers that within the last
j'ear or so they have not been able
to judge of the character of flour by
its appearance as heretofore, and that
consequently they have frequently
been put to inconvenience and loss.
Inasmuch as there has been no ap-
preciable change in the method of op-
eration or the process of baking, an>
difference in the character of bread
must be due to some deficiency in
the raw material, and most probably
to the character of the flour. We do
know that within the last two or three
years millers have changed their
methods of milling considerably.

At the present time most millers
are bleaching flour, a practice un-
known until recently, and many mil-
lers are mixing flours of different
grades of wheat. This latter practice
is not new, but a decided variation
has been introduced by the employ-
ment of durum wheat in blending anti
since durum wheat is decidedly dif-
ferent in character from the bettei
known and more suitable wheats,
flour so made will not produce the re-
sults that the baker anticipates.

| do not propose to defend or to
condemn the process of bleaching in
so far as it affects the milling in-
dustry. That question is being stud-
ied by the Department of Agricul-
ture at Washington, as well as by ex-
pert food chemists, and will without
doubt shortly be settled. Flour
bleaching consists in changing the
color of the flour by subjecting it to
the action of a vigorous gas com-
posed of the higher oxides of nitro-
gen. Flour owres its color largely to
the oil present in it to the extent of
more than one per cent., that is of a
decidedly yellow color. This ail,
when brought in contact with the gas
of the bleacher, is decolorized, and,
as a result, the flour assumes a differ-
ent shade of yellow' and approaches
very closely a clear ivory white or
dead white in place of the former
natural cream white. Color is an im-
portant characteristic in determining
the commercial value of flour, and the
baker in choosing flours is largely in-
fluenced by its appearance in making
his selection. Since the trade has long
recognized the fact that a clear white
flour is more valuable in bread mak-
ing than a flour not so white, it seems
to me that there can be no question
but that the bleaching of flours takes
away in a great measure the ability
of the baker to judge of the character
of the flour he is purchasing. In ad-
dition to changing the color of the
flour, some investigators have shown
that the character of the gluten is
changed so that it loses its power and
affects the bread-making qualities of
the dough. Over-bleaching without
doubt weakens the dough and dimin-
ishes the number of loaves of bread
per barrel. The flours of the North-
west are whiter than those produced
in the Southwest. Minnesota flours
are decidedly different from flours

tradesman

produced from Kansas and Nebraska
wheat. The miller who is bleaching
is, however, able to combine the Kan-
sas and spring wheat flours, and so
far as appearance goes, put it upon
the market as a product of the Min-
nesota mills. The practice, tending
as it does to deceive the baker, is not
in accord with the spirit of the pure
food law, and, without going into the
matter more closely, there is no ques-
tion in my mind but that the baker
who buys a bleached flour unaware ot
the fact that it ,'hes been so treated is
subject to an imposition that is a vio-
lation of the law.

Prof. Ladd, of North Dakota, who
has made an exhaustive study otj
bleaching, expresses the views of
many millers who are themselves
bleachers, in part, as follows: “The
bleaching of flour is no benefit except
to change the color from a creamy
white to a pure white. Bakers object
to bleaching flour because they prefei
to do their own blending and mixing,
using spring wheat and winter wheat,
bleaching and blending them. Bleach-
ing makes whiter flour and whiter
bread, but over-bleaching makes it
muddy gray, and low grades can not
be bleached to satisfaction. Bleach-
ing should only be used where theic
is a demand on the part of the
housekeeper for an extremely white
flour. It is very questionable whether
there is any advantage gained by
bleaching; certainly there is danger
of injury from over-bleaching. Bak-
ers prefer to do their own mixing,
therefore select flour in its natural
state. There is no advantage in
bleaching. Over-bleaching weakens
the dough, but it is possible to com-
bine a small per cent, of the bleached
low grades with the patent flour, and
thus secure a better price, but the
baker dies not get as many loaves of
bread per barrel.” Bleaching came as
a result of a demand for a dead white
in place of a creamy white flour and
bread. Much fault has been found by
buyers with bleached flours, and
bleaching makes it impossible for buy-
ers to judge of the quality of the
flours by the recognized standards,
and are thus led to purchase inferior
flour which is over-bleached and will
give an endless amount of trouble.
Bleaching is done principally to de-
ceive; it takes the strength from the
flour; the loaf of bread is smaller and
sickly looking, especially when over-
bleached.

The merry miller with his devious
bleaching machine maketh the age to
grow upon his flour beyond its years,
and the patient buyer—he carrieth the
bag.

Some years ago the Department of
Agriculture found that wheat grown in
the semi-arid regions of Europe was
well adapted to cultivation in similar
parts of this country, and within a
few years the production of the so-
called durum or macaroni wheats has
become an important part of the total
wheat production of this country.
The action of the Department of Agri-
culture in seizing a carload of durum
wheat at Richmond, Indiana, a few
months ago, because of a supposed vio-
lation of the Federal pure food law,

has called the attention of bakers to
the fact that wheat of this charactei
is being ground and distributed all
over the country, not as durum wheat
flour but as standard patent flour.
There is no question but that durum
wheat is well adapted for making
macaroni, although the different varie-
ties vary greatly in bread-making
qualities. A satisfactory flour for
bread-making purposes should con-
tain from 55 per cent, to 65 per cent,
of its total gluten in the form of
gliadin. Blue Stem Minnesota wheat
averages 67 per cent.,, while the per-
centage of gliadin in a number of
samples of durum flour ranged from
45 per cent, to 59 per cent. Judgea
by this standard some of the durum
flour is satisfactory and some is not,
but none were anything like as good
as Minnesota wheat flour. Durum
flour, furthermore, is yellow and can
not be used for cakes which are de-
sired to be white, or for a very white
bread, and is only suitable for making
biscuit and cakes which are not so
light in color. Durum wheat flour dif-
fers from hard spring wheat flour in
containing more proteid material,
more ash and sugar. The absorption
and expansion are as a rule greater
in durum wheat flour than in hard
spring wheat or winter wheat flour.
The average weight of loaves of equal
loaf volume is slightly greater in the
case of durum wheat flour than in the
case of hard spring wheat. The food
value of the two kinds of bread meas-
ured by the heat of combustion is
practically the same.

The consensus of opinion is, | be-
lieve, that durum wheat flour should
not be substituted for or blended with
either hard spring or winter wheat
flour, unless the purchaser knows that
to be the case when he buys the
goods. The baker who finds his flour
is not giving results can, if the fault
is that of misrepresentation of the
kind of flour sold him, secure redress
under the pure food law of the State.

Molasses for Cake-Making.

In certain kinds of pastry molasses
is used. The housewife complains
frequently that she can not get mo-
lasses nowadays that is suitable for
baking purposes, and the baker no
doubt finds the same trouble with his
molasses. If the goods the baker has
been purchasing in years past has
been as heavily adulterated as the mo-
lasses we have been analyzing at the
laboratory, nothing but trouble coulo
be expected, for New Orleans molass-
es has been anything but the product
of the sugar cane legally sold under
that name. Improved methods of re-
fining sugars have been developed to
such a point that it is possible to take
almost all of the saccharine content
out of the syrup, leaving behind only
a black, tarry, fluid mass of dirt
known to the trade as Black Strap. It
has been found that this product when
blended with glucose makes a pala-
table syrup" sufficiently strong in mo-
lasses flavor to satisfy the consum-
er's taste. The sale of such a prod-
uct as molasses, however, is not al-
lowed under the present laws, and to
this extent the baker finds himself
benefited.



The Question of Eggs.

At certain seasons of the vyear,
when eggs are very scarce and con-
sequently very high in price, the bak-
er finds it almost an impossibility to
get fresh eggs for his fancy products.
To meet this demand many forms Ol
desiccated and refrigerated eggs,
both in the dry and liquid state, have
been put upon the market. There
can be no objection to the use of
such products by the baker, but there
is, however, a decided objection to
the sale of preserved eggs that owe
their preservation to the addition of
large quantities of some chemical
preservative. Salicylic acid has been
used, and at the present time we find
that borax and boric acid are employ-
ed for preventing liquid eggs from
spoiling. Such goods have been of-
fered for sale in Indiana in spite of
the fact that the Federal pure food
law does not permit their shipment
from one state to another, and that
our own food law likewise prohibits
the sale of food products so pre-
served. In order that the bakers of
this state may not be led to purchase
and use an article which is not only
illegal in itself, but which will make
the pastry prepared with it likewise
illegal, it will be well for you to spare
no pains in determining that your
egg products are free from artificial
preservatives. The use of preserva-
tives applies likewise to the jellies
and jams employed in cakes and pies.

The most important agent in bread
making next to flour itself is the
yeast. Yeast is valuable because in
the process of its growth it liberates
the carbon dioxide which leavens the
loaf, and its value, therefore, depends
directly upon its ability to liberate
gas: Many yeasts now on the mar-
ket are not pure cultures but consist
of the yeast plant mixed with corn
or potato starch, which of itself is ot
no more value than any flour in leav-
ening. It is claimed by some manu-
facturers that it is necessary to use
starch in compressing yeast in order
to preserve it. This statement is dis-
credited by the results of chemists
who have studied the subject. These
investigators have, moreover, found
that the yeast keeps perfectly sweet
a longer time than compressed yeast
on. the market before it is used.
They furthermore find that pure
yeast culture gives bread of a greater
value than yeast to which starch has
been added. The results obtained
would indicate that the use of any-
thing except pure yeast culture, in
making compressed yeast, is an adul-
terant. The advantage of the manu-
facturer in mixing starches with his
yeast is very apparent, when we con-
sider that he sells starch which costs
less than three cents a pound at the
price of yeast which costs 15 cents
a pound. If the baker is buying yeast
which contains starch it is his right
to know how much starch he is pay-
ing for.

I have referred to only a few ot
the ways in which the baker is benefit-
ed by the pure food law. Tt may be
well to suggest one more condition
which reacts to the baker’'s profit,
nameiy, the improved sanitary condi-
tion of the bakeshop and the grocery
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stores. It is a well known fact that
in  European countries nearly all
bread eaten is made by the baker. In
this country at the present time the
housewife still makes most of the
bread. | do not think this is due
to the belief that the baker can not
and does not produce good bread; it
is more probably because the house-
wife has not been willing to buy
bread as it has been handled in the
past: Carted around the streets in
open wagons, displayed in front of
stores in open boxes, subjected all
along the route from the bakeshop to
the kitchen to dust and dirt and flies.
Pure food laws enforced as we are
trying to enforce them have changed
this condition. The up-to-date baker
wraps his bread before it leaves the

shop. It goes to the grocer in tight
lidded boxes, and is there kept in
glass cases. The housewife buying

bread so wrapped can not fail to ap-
preciate the fact that it is clean
bread, and it will taste the sweetei
to her and her family because of the
knowledge that it is not only nutri-
tious and palatable, but that it is
wholesome. | believe the baker has
still to improve upon the methods
now in use in displaying goods, but
there is no question in my mind that
every improvement undertaken by
him will be more than warranted by
increased trade.

The people of to-day ask for some-
thing more than mere edibility in
their food. They have commenced to
think of its origin. They are begin-
ning to inquire into the conditions of
their dairy; to determine whether or
not the refrigerator where the butch-
er keeps his meat is free from mold
and well ventilated. They refuse to
accept groceries wrapped in news-
paper. They will not buy candy dis-
played for sale on top of the counter.
They insist that the grocer who
handles baker’'s goods shall not dis-
play his pies and cakes unless proper-
ly protected from flies and dust. Food
adulteration as it affects the baker is,
after all, largely a question of sanita-
tion and the modern baker who is in
business because lie likes his work
and because he finds it profitable is
sufficiently up to date to realize this.

J. J. Bergman: | would like to ask
Mr. Barnard about frosted wheat flour.

Mr. Barnard: It is the same ques-
tion that applies to all of our work.
If flour is damaged it can not and
must not be sold for standard flour.
If it will make good bread, the baker
of course can use it; but if it makes
an inferior loaf the baker is not
authorized to sell that loaf under the
guise of standard bread. The pure
food law simply means that the con-
sumer must be advised of what he is
getting. | think that will answer the
guestion that has been asked me, and
it applies to almost every phase ot
our work. | should have said that |
am here to answer questions. We have
been after the bakers of Indiana for
nearly two years. We know a lot of
them very well, and wish we knew
them all. We have nothing to com-
plain of among the baking trade in
this state. They are going ahead rap-
idly, and we notice an upward trend
in baking conditions. | do not know

whether the food law has had anything
to do with that or not. | think your
Association has been at the bottom
of this improvement, and | wish to
assure you that we do appreciate the
fact that the conditions in this state
are better than in other parts of the
country, notably in Massachusetts,
where they have found conditions to
be a great deal worse than we have
found them. We have inspectors
out on the road visiting the shops
from day to day, for the purpose of
collecting information, and | know
the trade appreciate their visits, not
in the guise of spies looking for
trouble, but endeavoring to help the
bakers; not to tell them how to con-
duct their business, but to tell them
what the pure food law stands for
and explain what the department ex-
pects the baker to do that will im-
prove the quality, and especially the
character of his products. By char-
acter of his products | mean the
wholesomeness of his goods. The
other day | was up in Warsaw, ana
| saw there the most ideal arrange-
ment for showing pies and pastry to
the customer that | ever saw. When
the grocer put in that shelf closet
glass case arrangement he did not
like it, because it cost him some-
thing, but he is delighted with it
now, as it shows off his goods in a
manner attractive to the housewives
—a great point. My wife can bake
as good bread as anybody, but we
have not had more than a half dozen
of home-baked loaves of bread in the
last five years, simply because we
can get as good bread from the bak-
er as it is possible for anyone to
bake. | believe the time has gone by
when people think it necessary to
excuse baker's bread on their table.

Mr. Bergman: | would like to ask
Mr. Barnard one more question: Does
the pure food law protect the baker
in buying flour?  Suppose he buy
spring wheat flour and get frosted
wheat flour or sprouted wheat flour
instead?

Mr. Barriard: The pure food law
Icertainly does protect the baker; the
protection is complete. The only
thing, of course, is to find where the
law applies in that case. If you buy
your flour outside of the state, the
state law is not available. Action
can only be brought against the per-
son who sold you that flour under
the federal law, unless it be that you
bought of an agent located in the
state of Indiana. In that case the
agent is responsible, and action can
be brought against him direct. Not
under the civil statute, but under the
pure food law.

F. O. Stone: | would like to ask
if there has ever been an examina-
tion made of cream puffs baked with
ammonia, after they are baked, to
find if there was any residue.

Mr. Barnard: Yes; we have been
studying that question for several
years. About a year and a half ago
I, with other Food Commissioners
who have objected to the use of am-
monia in food products, gave consid-
erable attention to the subject. We
investigated, and in doing so had tht
matter up with a large number of
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Food Commissioners in the country,
and we found there was no ammonia

left when the puffs came from the
oven, and for that reason the use of
ammonia as a leavening agent seem-
ed to be very satisfactory, and | came
to the conclusion that there was no
objection to its use by the baker.

J. J. Kasper: As | am a miller as
well as a baker, | believe | can throw
a little light on the subject of bleach-
ing. Every baker knows that if he
gets natural flour, the process of fer-
mentation will bleach the bread suf-
ficiently white for eating purposes.
The chemical bleach is for one sin-
gle purpose. As the agent of the Al-
sop process told me, you can make
more patent flour. | do not mean
that it would make the quality bet-
ter. You can make 90 per cent, pat-
ent. When you take the cream OL
the milk there is more bulk left in
milk than there is cream, and when
you get the best of the middlings out
of the wheat you have everything
that the word patent implies, and it
is mostly used to make a quality of
patent flour which will not expand
as much as the higher grades; con-
sequently when the baker gets a bar-
rel of flour which is not straight
flour, he loses ten or fifteen loaves
on the barrel. But the trouble with
a good many bakers is that they do
not test their flour. 1 know there
are bakers in our town that do not
know to-day how many loaves of
bread they get out of a barrel of
spring wheat flour. They say they
just mix it with winter wheat in or-
der to make it work, and because
winter wheat flour is cheaper. They
have been doing this for years. We
test every barrel of flour we get, and
know just how much we are getting
out of that barrel; but most bakers
think this is not necessary, they sa>
they make enough money anyhow,
hor my part, as a baker, | do not

want bleached flour. | very much
prefer the natural, cream-colored
flour.

Mr. Barnard: T am always neglect-
ing to say things, and | have neglect-
ed to mention one thing that may be
of interest: The State laboratory is
supported by you men who help pay
taxes, and it is at your disposal.
Whenever you have anything come
up in the line of foods which bothers
you, especially anything which in-
volves the pure food law, if you will
supply us with sample, we will an-
alyze it and try to find out what the
trouble is. If your yeasts do not
work properly, perhaps we can help
you; if you have trouble with your
jams or jellies or malt extracts, we
will be very glad to analyze them and
tell you whether or not they conform
to the legal standard. We want you
to appreciate the fact that we arc
down there at Indianapolis working
for you. We already know some of
the bakers. We have done some work
for your secretary, Mr. Haffner,
which we hope was satisfactory; bin
that is neither here nor there. When-
ever anything comes up concerning
the purity of your goods, send to the
state laboratory and explain fully
what you want to know.



Cold Storage Important Factor in the
Poultry Business.

Refrigeration lias done even more
for the poultry business than for
dressed meat. Time was, and not so
very long ago, when it was either a
feast or a famine in the poultry trade
at all the great centers of collection
and distribution. Now it is an even
supply all the vyear around. Cold
storage, refrigeration, chilling, freez-
ing, call it what you will, makes this
possible, and merchants are enabled
to pay full prices at every season of
the year, knowing that if they buy

in the fall they can place the young jpoor, thin stock come in for

fresh stock before their customers in
the spring and early summer in about
the same shape they stored it in—
that is, without any material change.

There are two seasons in the poul-
try trade: One begins about June i
and lasts until after Thanksgiving.
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immense plant and.so it goes all over
the West.

The poultry is delivered to the
buyers at these places. It comes, by
the carload or in crates. It is Killed
and dressed, sorted off into lots and
stored. The grading is done by ex-
perts and it is very seldom that the
wholesaler has to make a claim about
mixed lots. When he dtoes find a
carcass or two not up to standard
he has to stand the loss. The better
the class of the birds the better the
buyers like them, for then they are
sure of their market. When culls and
han-
dling they must go on the bargain
counter—the purchaser practically
naming his price. It is really won-
derful where so much truck comes
from. It is a continual source of as-
tonishment to note how some chick-
ens have been kept—such miserable

The other begins about the first of Iscrawny things they are when the

the year and lasts until warm weath-
er. Oddly enough during the spring
trade and more especially toward the
end of Lent all the fancy poultry
comes from the freezers, having been

feathers are pulled off theni™® But
with the rag, tag and bobtail we need
not deal here. In all large lots of
even the highest grade poultry there

is always a certain percentage of cull |

put away in the fall, when far more jstock and that must be disposed of
than enough was coming to every for what it will bring, irrespective of
wholesale mart in the country. If |[what it cost.—Breeders’ Gazette.

it were not for the freezers poultry
would not at that season be worth Some Things Which Cheese Eaters

anything in a material sort of way,
but the ice permits the merchants to
buy and store and hence the great

profit in the product of the business jican people.

hen.

All sorts of high-quality poultry is
always high-priced nowadays— ducks,
chickens, geese, turkeys, squabs, what
not—and the range between the best
grades and the common stuff is get-
ting wuder day by day and year by
year. In by-gone times the live
chickens had to be shipped to the

Should Insist Upon.

Cheese is rapidly gaining populari-
ty as an article of food for the Amer-
A few years ago we
|were partly dependent upon Eng-
land and other foreign countries for
our markets for this product. We
Inow have difficulty in supplying the
home demand.

New York State, with its many
streams and grassy hillsides, is es-
pecially adapted to the dairy indus-
try. In some sections during the

big cities and disposed of there for jsummer months it is only necessary

some sort of a price. Now there
are killing plants all over the country
where the killing and dressing are
done and the carcasses stored*, after
grading, in the cold chambers. In
various sections of the East values
are regulated by the figures current
in the wholesale markets of the prin-
cipal cities, and vary much more than
they do out here in the corn belt. In
Chicago there is a steady enquiry for
all standard grades; in the older East
certain districts require certain sorts
and seem willing to pay fancy prices
for them, while often apparently let-
ting other fine grades go a-begging.
Take the State of lowa as an ex-
ample At Clarinda and Keokuk,
among the points which might be
named, there are splendidly equipped
plants for the killing, dressing, grad-
ing and storing of poultry of all
sorts. At Omaha there is another

to turn the cow loose in pasture
which would otherwise be waste
land, and give her no more atten-
tion until fall, except at making time.

Cheese being the only dairy prod-
uct which is improved by age, makes
it the most profitable product to
manufacture at this period, when
there is liable to be an overproduc-
Ition of the more perishable dairy
products, such as market milk and
butter. However, good cheese is the
hardest to make of all dairy prod-
ucts, as the temperatures employed
are most favorable to germ life, much
of which is necessary and part of
which is detrimental to the finished
product.

The American consumer buys the
cheese to please his palate, and not
for the amount of nutriment it con-
tains. It is not widely known that
lit is one of the cheapest sources of
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Co. in their noted orchards, Fruit that is considered the longest keeping fruit packed
in California Better try them, you will want them right along.

YuiIIe-M iIIer CO Grand Rapids, Mich.

Citizens Phone 5166 Bell Phone 2167

We are read[v)
such as cab

We Are Exclusive Michigan | C Ann
Representatives for v/dIlv L ,vdl yMId P

Wherever or whenever this soap is given a trial it immediately becomes
popular. A trade builder because it IS a sure repeater—good profits for the
dealer. We are also big dealers in cheese and pay best market prices for
Poultry, Butter and Eggs.

Bradford-Burns Co. wWXstH'r’8

Be Conservative
and ship to a conservative house—you are always sure of a square deal and
a prompt check.
L 0. SNEDECOR & SON, Egg Receivers, 36 Harrison St, New York

Kinds of Cheese at Prices to Please
Write or phone

C. D. CRITTENDEN CO.
41-43 S. Market St. Both Phones 1300 Grand Rapids, Mich.
Wholesale Butter, Eggs and Cheese

All

If you have any fresh DAIRY BUTTER or FRESH
EGGS to sell get our prices before shipping.

We buy all grades of DAIRY BUTTER and pay top
prices.

T. H Condra & Co., Grand Rapids, Mich.

Manufacturers of Renovated Batter.

Our seeds have behind them
a good reputation of more

than twenty years. They are good; they have always been good.

ALFRED J. BROWN 8EED 0OO., GRAND RAPIDS. MICH.
OTTAWA AND LOUIS STREETS

We sell all kinds field seeds

Medium, Mammoth, Alsyke, Clover
Timothy, Red Top, Orchard Grass

If you have clover seed, red kidney or white beans for sale
send us sanple, price and quantity

MOSELEY BROS.« WHOLESALE DEALERS AND SHIPPERS
Office and Warehouse Second Ave. and Railroad.

BOTH PHONES 1217 GRAND RAPIDS, MICH.



nutriment on the food market to-day,’
and it behooves the skilled cheese-
maker who wishes to increase the
consumption of cheese and thereby
improve his condition to cater to the
taste of his customer.

Now what does the average cheese
eater of to-day desire?

First, he wants cheese soft. The
public has come to consider a soft
cheese identical with a rich one. This,
I believe, is brought about by the
idea that a skim cheese is a dry one,
which is not always the case. The
skim cheesemaker's goal is to make
a cheese which will most closely im-
itate a full cream.

Next, the average cheese eater
wants his cheese mild, with a good
flavor. While many people like a
strong cheese, 'experiments made in
one of our large cities by exposing
for sale at retail a number of old
cheese and an equal number of mild
ones, with the privilege of sampling
before purchasing, resulted in the
sale of the milder cheeses long be-
fore the older ones were disposed of.
These results might not be consid-
ered conclusive, however, as the
shoppers were mostly ladies, and it
is well known that the feminine
taste tends toward" milder flavors.

Now how shall we make these
cheese that the average consumer
desires?

The qualities of a good cheese de-
pend upon the success of each suc-
cessive step which is taken in chang-
ing milk, the raw material, into
cheese, the finished product. We
will begin then with the milk, which
should be drawn in a cleanly manner
from healthy cows fed on suitable
food and housed in light, clean and
well ventilated stables, into clean
utensils and cooled at once to be-
low 70 deg. to partly check germ
growth. This need not necessarily
be an expensive practice, but one
which can be followed by any dairy-
man with a little common sense and
ordinary habits of cleanliness.

Any milk not considered fit for
cheesemaking should be rejected by
the cheesemaker at the weigh can.

The maker having his milk in his
vat should use a reasonable amount
of commercial starter provided the
natural acidity of the milk is not too
great; then ripen to a point where
the whey will be ready to draw in
from two and one-quarter to three
hours fom setting. Use enough ren-
net in setting to have it ready to cut
in twenty-five minutes. Cut three
times. Firm the curd well before
drawing whey with .17 to .18 per cent,
acid. Stir reasonably dry before
matting; pile curd two thicknesses
deep and keep well turned over. Mill
as soon as the curd takes on a meaty
appearance; stir well before salting
at the rate of one and one-half to
two pounds per 1,000 pounds milk.
Have 1 per cent, acid on whey from
curd at salting and cure in a room
at a temperature of 50 to 60 deg.

The skilled cheesemaker should
have no excuse for making a poor
cheese if he uses a good commercial
starter and has his rennet test, acidi-
meter and many other helps at his
disposal. But here the question en-
ters the cheesemaker’'s mind, “Why
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not incorporate an extra pound or
so of moisture into the cheese and
get so much out of the milk by
any of the methods by which it may
be done, such as running a light acid,
using a small amount of salt, a low
coating temperature, or soaking curd
in cold water?” This he proceeds to
do and he gets more cheese which
he ships green. He keeps out a few
which he cuts when they are two
or three weeks old for his patrons.
They suit the patrons, perhaps. Then
he gets returns for the cheese and
makes out the dividends with a high
net price per 100 pounds of milk.
This immediately makes a lot of trou-
ble for his brother cheesemakers on
either side of him and for the patroAs
of the neighboring factories, in which
a better cheese is being made, but in
which the average is greater. He
then pats himself on the back and
says: “What a good maker am I.”

But let us follow the cheese. They
reach the distributing center in a few
days. Some are put in cold storage
and some are sent out to different
points for immediate consumption.
Those going a short distance arrive
in good condition and are eaten and
create a demand for more, provid-
ed they suit the taste of the con-
sumer. Those going South travel
leisurely along by freight, are trans-
ferred at different points and have
other delays. The cheese become
fully ripened and during the last few
days in the more southern and hotter
climate those with excess of moist-
ure undergo decomposition and other
changes which cause them to arrive
at their destination with a variety of
flavors and odors which would sur-
prise the man who made them.

They would now be unrecogniza-
ble but for the State brand, which
would cause the consumer to say:
“If that is the product of the best
cheese State in the Union, no more
cheese for me.”

The cheese should be such that
in five or six weeks it will break
down with a smooth, soft buttery tex-
ture without pastiness, so that when
you get some on the back of your
tongue it disappears and you reach
for another piece. It should have
a rich, nutty taste, which is one of
the most essential qualities of flavor
and one impossible to develop in a
cheese containing too much moist-
ure.

You may ask: “What are you go-
ing to do if you have competition
and it is necessary to accept poor
milk and to get as much out of it as
possible?” What do manufacturers of
other articles do when they are hard-
pressed by competition*? Do they use
an inferior raw material and manu-
facture it in a cheap, shoddy man-
ner? They sometimes do so with
disastrous results. The  successful
ones, however, make an honest arti-
cle and take pride in it, creating a
demand for a better article at a high-
er price.

Now one thing more. Cheese have
been made in factories kept in such
an unclean condition that it was im
possible to turn out a quality of any
reliability. The buildings and sur-
rounding are a disgrace to any indus-
try of such a dignity as dairying af-

fords. We don’'t hear much about
these places and the consumer in the
city hears nothing at all about them.
Neither did we hear anything of the
conditions of the packing houses un-
til two or three years ago, when the
sanitary investigation was going on.
The wave of sentiment for a purer
and more sanitary food is progress-
ing. It has reached market milk,
and if next it reaches us let it find
our factories in a condition which will
make them a shining light in the
dairy industry, an example for our
patrons and a credit to our dairy
school training. C. O. Smith.

Any man who ever has done any-
thing for the world has been called
a fool more times than he would
like to count.

W. C. Rea
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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?\nt to do business
with us. COME ON.

The Vinkemulder Company
Gad Rgoics, Mch

a.j. Witzle

WITZIQ

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

We solicit consignments of Batter, Eggs, Cheese, Live and Dressed Pomtry
Beans and Potatoes. Correct and prompt retnims.

RBPBRBNCBS
UwriM National Bank, Commercial Agent, %)ﬁpress Companies Trade Papers and Hundreds ot
ippers
IM feM lays
Em ) U I want large supplies for orders and storage. | will quote
V3i\3l you posted on market changes and

send check and empties right back.

you top prices, keﬁf
a

ke me prove this.

F. E. STROUP @hwplcaner) Grand Rapids, Mich.

Fourteen Years' Square Dealing

References: Grand Rapids National Bank.

L J. Smith & Co.,

Commercial Agencies. Tradesman Company

Eaton Rapids, Mich.

Marufacturers of

Egg Cases and

Egg Case Fillers

ANNE can always furnish Whitewood or Basswood Sawed

Cases in any quantitie
us are far superior for cold st

s, which experience has taught
orage or current shipments

Fillers, Special Nails and Excelsior, also extra parts for

Cases and extra flats constantly in stock.

pleased to receive your inqu
attention.

WE PRINT

We would be
iries, which will have our best

Letter Heads, Note Heads, Bill Heads, Cards,

Envelopes, in fact eve

rything a dealer needs.
TRADESMAN COMPANY.



TWO SHOE DISPLAYS.

Novel Use of Papier Mache Scroll-

Work.
Written for the Tradesman.

The wdndow with the fewer num-
ber of shoes—the one with the put-
ties down in front—was a tan win-
dow in more ways than one. Every
shoe in it was a winter tan and the
only color used in the decorations
was tan, which was combined with
white.

The hunting boots in either cor-
ner were of such a dark brown as
to be easily mistaken for black. They
were provided with a moisture-ex-
cluding piece of leather sewed in se-
curely from vamp to top and laced
with fawn-colored strings of raw-
hide, which made a striking contrast.
Lift one and, if you have not the true
sportsman spirit, you would say it
weighed a ton.

The putties
brown pig skin.

were of medium-
A buckle and short
strap closed them at the top, the
front overlapping the back at the
outer side and kept together with a
long inch-wide strap running through
a double slit in front and meeting a
buckle directly underneath the one
already mentioned. There were nu-
merous grades of these diversion
accessories, depending upon quality
of leather and whether or not it was
pierced.

These putties are quite the thing
for lovers of horsemanship and de-
votees of the red-devil. Surmount-
ing several of these adjuncts to com-
fort and style was a post card con-
taining reading at the top and two

pictures. The one at the left was
one of a mother pig and her vo-
racious babies. The former was say-
ing to 'her offspring:

“My dear boys, look at
skin.  Some day our name will
‘The Equestrian.’”

papa’s
be
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The pig babies were replying:
“This is swell, Mamma, as it is our
only chance to go aptomobiling or
horseback riding.”

At the right was a finished put-

tie, below which one read: “Papa’s
skin.”

These cards invariably stimulated
a smile.

The floor of this window was ap-

propriately covered with white Turk-
ish toweling, put down very smoothly
and outlined with a heavy, white cot-
ton rope—about an inch and a quar-
ter in diameter—looped at the cor-
ners and in the center. Above the
panels in the open space to the ceil-

ing were curtains of some soft white
fabric, also cotton. The panels were
of brown canton flannel, with the
“fuzzy” side in view. Around these

parallelograms was white of the
same material.
To add variety two thick glass

shelves were introduced. These were
supported by tall nickel fixtures. The
one in the center at the rear was cov-

ered with a large Havana-brown skin
of irregular shape. On this sat put-
ties and spats and one glass-topped
shoe stand held aloft a handsome
two-buckled low shoe, with which,
for cool weather, the spats below
were intended.

In front of the mirror at the wall
side of the window, which is set an-
gling towards the center and reaches
to the ceiling, making the window
look much larger than in reality, the
arrangement of the glass shelf was
similar to that of the other with the
exception of the price of the low
shoe— 4.

About a half dozen of the shoes

were lying on the side to expose the
substantial sole.

The $6 shoe resting on the fixture
just in front of the leather bore the
aristocratic name of “The Baron,”
while its $4 brother was called “The
Ascot.”

To mv mind—but, perhaps, | am
wrong—the spat on the left of these
would have looked better had it been
stuffed with cotton batting or tis-
sue clippings.

The neatly-framed sign high above
contained the injunction:

Wear
“Shrewsbury”
"Oil Tans”
and be
Dry Shod.

rhis shoe displajrwas regarded even
by captious critics is being one of the
be:st displays of men's shoes ever
seen in the city. Its charm lay in
its simplicity, richness of tone and
contrast of the brown and white.

The next wYek people who are not
so self-absorbed that they can not
notice changes going on around them
were impelled to stop and examine
minutely a hitherto unheard of fea-
ture in local window' trimming—the
employment of papier-mache scroll-
work—to embellish a background
which, in this instance, was myrtle
green velvet—almost black. The
scroll-work seemed heavy—had the
aspect of stucco—and everybody
wondered how it stayed on the vel
vet. The velvet did not drag as if
heavily weighted with the long
white curlycues. Some minds that
like to know the Why of things



paused long enough to discover the
seeming impossibility. The spirals
were not heavy, on the contrary were
as light as a feather—'and were not
glued to the velvet. They had a
tack in the back and were hung to
the ceiling by a single thread, which,
being black, wias not perceptible from
the street. Had the background been
light, niaturally these would not have
been invisible. Above the velvet, in
the open space, was hung in like
manner a large papier-mache es-
cutcheon, and it was a toss-up which
received the more attention—'the
scrolls or the shield. Velvet should
have been continued to the ceiling
and also to the floor. This would
have given a much richer effect. The
expense would have been considera-
bly more, but the goods would keep,
rolled evenly on a cylinder of card-
board, and could be used many times
in futurity.

In the second picture was a dark
green rope, unknotted, to match the
velvet in shade. Double shelves
were used at the left, on which were
those same tan leather leggings; and
those same piggy-ninnies were rav-
enously hungry as before, and just as
much interested in the fate of “Papa’s
skin!” The sportsman’s boots with
rawhide thongs were still in the left
corner front. Neither had the low
shoes been reimgyed. Many high
ones, however, were inserted to walk
into popular favor. Nearly all of
thesi: had the crimped vamp The
iininjy was perfectly smooth, neces-
sariby, whille the crimps across the
ball "of the foot took the lines that
would ordinarily came with Usage,
and are said to make a new shoe
“feel like an old one on a tired
foot”—certainly a great desideratum
in these days of hurry-skurry.

Jo Thurber.

Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, May 2—The month
comes in as it has done for many
other seasons—cold and windy, with
reports of severe weather up-state
that may “kill all vegetables” and
cause a tremendous scarcity of stuff
usually put into tin cans. As yet lit-
tle or no effect has been noticed on
the market, although there is time
enough yet.

Coffee had quite a time in going
up ten points and, when this feat
was achieved, there was quite a hur-
rah. Later on came a reaction and
almost all the advance was lost. This
decline is said to follow advices of
larger supplies at Brazilian ports.
The general statistical position shows
little, if any, change. In store and
afloat there are 3,526,431 bags, against
3,096,053 bags at the same time last
year. The receipts of coffee at the
two Brazilian ports. Rio and San-
tos, from July x 1907, to April 29
aggregated 9485000 bags, against
17,389.000 bags at the same time last
year and 9260000 bags two years
ago. Mild sorts of coffee have been
quiet but steady and at the close are
well held at about former rates.

Not a single item of interest can
be found in the length of the sugar
trade. Jobbers seem to be well
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stocked up and, for that matter, so
are retainers. About all the busi-
ness done has been in withdrawals
under previous contract.

A slightly improved undertone is
felt in the tea trade. The general
trend of trade has been toward low-
er sorts, but within a few days For-
mosas and Pingsueys have also been
in better request. Quotations gener-
ally are steady on former basis.

Buyers of rice are taking small
lots, insisting on having orders filled
with “neatness and despatch.” Quota-
tions are firm and would-be purchas-
ers will gain nothing and lose time
in going “shopping.” The goods
must be sold, but sellers are not mak-
ing concessions.

Spices are quiet. There is simply
the usual volume of trading that pre-
vails at this season of the year. Sup-
plies are not especially large, but
there seems enough of everything to
go around and quotations are steady
and entirely unchanged.

Molasses is in very moderate sup-
ply and holders are firm. Quotations
are not positively higher than a week
ago, but the general undertone is
stronger. Good to prime, 26@3oc.
Syrups are in light supply and quiet.

There is nothing at all new to
chronicle in the canned goods mar-
ket. It is the exception when any-

thing like activity prevails during the
month of May. Tomatoes show' a
little brighter aspect, both for spot
and futures, and sales of either are
practically on the basis of 75¢c f. o.
b. for standard 3s. Peas have mov-
ed more freely since the recent slight
decline and it may be the market
will be pretty well cleaned up by the
time new stock reaches us. As to
California fruits, there is a rumor
that lower quotations — decidedly
lower—have been made by canneries
not in the trust. The crop outlook
in the Golden State would seem to
justify such a decline and the con-
sumer will, of course, welcome it
Salmon is reported as mighty quiet
and some jobbers are stocked with
sufficient quantities to last for the
remainder of the year.

Butter rules firm for the top grades
and the demand has been sufficient
to keep the market pretty well
cleaned up. Creamery specials are
guoted at 27c; extras, 26j4c; firsts, 25
@260; held stock, 25@26c; Western
imitation creamery extras, 23@24c;
Western factory firsts, 20c; seconds,
i8¥@I9c. ) |

There is no change to be noted in
cheese. The supply of new is larger,
but the quality, as usual with first ar-
rivals, leaves much to be desired.
Old full cream is steady at I5l4c.

Eggs are in much freer supply and
tend to a lower level. Nearby stock,
i8@i8J2c; best Western storage
packed, 16i”°@i7Jc: fancy duck eggs,
20@22C.

Those Excuses.

“Once a relative of mine went to
a dealer to get some fish, and found
that they were selling very high.
She complained, and the man said:

“Fish is dear, ma’am; oh, yes, very

dear. You see, it's getting so scarce
on account of these here aqua-
riums.”
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It is better to see some of thel
saint in others than to talk all the j

time about the sinner in yourself. The best work shoes bear the

A good many people have given up | MAYER Trade Mark

radtiong, e 1 Costs o e
MICHIGAN SHOE COMPANY
“M i1efm m ” New Specialty Shoe
1 for Men and Boys

“Josephine” for Women

Made in all Leathers
DETROIT

Snappy up-to-date Lasts
Selling Agents Boston Rubber Shoe Co.

our
Spring Lines

are now

Ready

for

Inspection

Grand Rapids Dry Goods Go.

Exclusively Wholesale

Grand Rapids, Michigan

NOTICE

We are members of the GRAND RAPIDS
WHOLESALERS’ ASSOCIATION offering
the PERPETUAL HALF FARE TRADE
EXCURSION PLAN, GOOD EVERY DAY
IN THE WEEK. Write for particulars. Jt jl

P. Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.
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CARVING OUT A CAREER.

Must Be Forceful In Order To Be

Successful.
To be successful you must be
forceful. The conditions under which

we live imperatively demand men of
strong potentiality who have the cour-
age to assert themselves and the
stamina to keep abreast of the life
line.

There is not even a back seat, only
standing room, for weak, timid, vacil-
lating men. Those only with the
nerve and vim to dare and do can
hope to get a place in the great arena
and take part in the contest. The
others must go down to defeat and
be trampled upon by the onrushing
multitude.

To be successful does not necessi-
tate the acquisition of riches or the
making of a mighty name. The glit-
tering glare of gold or the empty
bauble of fame does not constitute
success; many a millionaire is a mis-!
erable failure, while many a poor
man is a shining example of success.

A man may have bags of money,
yet at the same time be poor in all
those qualities which constitute a
sterling manhood. And as for fame,
there are many whose names are
ringing round the world and ac-
claimed by the lips of men who glad-
ly would barter places with a chim-
ney sweep or street peddler.

What, then, is success?
the successful man?

Success Attainment of Ambition.

Success is the attainment of laud-
able desires, and the successful man
is he who faithfully performs his duty
towards himself and all the world be-
sides, and by doing so confers happi-
ness upon himself in the knowledge
that he is fulfilling his divine mission
here in the hope of an eternal reward
hereafter.

He is the man who has an invin-
cible purpose and will allow nothing
to thwart his determination until he
has attained the object of his desires.
He has grit and grip, the grit which
enables him to persevere in the face
of all difficulties and the grip to hang
on until he accomplishes his design
and gains his end.

He keeps the needle of life true to
the pole star of hope and with daunt-
less courage, carefuly looking out for
rocks ahead, guides his craft till at
last he enters port safely after a
good voyage.

The man who fails is he who has
not force to sustain him in his pur-
pose, who is lacking moral fiber and
worldly ambition, whose nature is as
straw and his backbone as pulp. He
is like an engine without the driving
rod, though the motive power may be
there, he can not exert it for want of
the means. He is passive to his sur-
roundings and lets others use him as
a stepping stone for their own pas-
sage across the river of life. He lies
down supinely, a victim of his own
inertia, unable to help himself be-
cause he will not call forth the latent
forces of his nature, but allows them
to lie dormant until they become par-
alyzed from inactivity.

Always Have Steam Up.
But the man of grit who has a plan

Who is
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and a purpose is ever on the alert,
the steam is constantly up, and the
throttle has only to be opened to put
the engine in motion. He is ever
eager to seize his opportunities, and
will not let a chance slip him if he/
can avail himself of it to further his
cause.

He carries in his presence a power
that controls and commands. He is
spared the necessity of declaring him-
self, for self-assertion speaks in his
every act. He radiates energy, and
he inoculates others with the virus of
his enthusiasm. He inspires a sub-
lime audacity and an heroic courage.
He is ever optimistic, and his op-
timism begets a confidence that never
dies while the light of life remains.

With him hope is perennial, for he
knows that when hope is allowed to
perish the moral courage departs al-
so, leaving but a wreck of nerveless
humanity stranded on the shores of
time, where it lies bleaching to obliv-
ion in the sun which warms others in-
to vigor and action.

The man with a yielding disposi-
tion, who never can stick to a resolu-
tion, is like a traveler on an un
known road, with no landmarks to
guide him and ignorant of what is
the right direction to take to lead
him to his destination. He can nol
assert his individuality, and without
this self-assertion he might as well
be out of the world altogether, for he
is doing neither himself nor the world
any good.

Brave Taunts of the World.

Dare to be singular. Be prepared
to brave the taunts and sneers of the
world. It has laughed at many a
good man in the past and will deride
many a good one in the future. Nev-
er mind it. When it finds its carp-
ing and criticism have no effect it will
turn the other way, and make up for
the blame by praising your grit and
determination of spirit.

Truths that now sway the souls of
men were first proclaimed by individ-
ual lips. Great thoughts that now art
the axioms of humanity proceeded
from the centers of individual hearts.
Individual effort has been the might-
iest agency for the purifying and up-
lifting of mankind.

Some never think of asserting them-
selves, are too timid to take the ini-
tiative of proclaiming their own man-
hood and pitting it against their
compeers. Such lead an aimless, use-
less existence, and sink into the
grave without leaving a trace behind
to indicate that they lived at all.

In every age there have been those
who might have rivaled the lofty
patriotism of Washington, the sub-
lime devotion of Lincoln, the broad
humanity of Howard, the magic elo-
guence of Webster, the polished ora-
tory of Clay, but who passed away
into the oblivion of forgetfulness,
leaving not a single memorial behind
them of lofty aim or moral heroism,
the only epitaph that could be inscrib-
ed for them being a record of birth,
life, and death.

Courage Need of Young Man.

They let others fashion their lives
for them, think for them, act for
them, and were content to be no-

bodies when they might have been
somebodies of eminence and distinc-
tion, living for the glory of them-
selves and the benefit of the race.
Especially is force of character nec-
essary to the young man setting out

on life’s journey, to enable him tol

overcome the temptations that besei
him. He may have the loftiest am-
bitions, the noblest aspirations, the
sublimest desires, but these will be
nullified if he does not call to his aid
every effort of his nature to live up
to the grand ideals which probably
have been instilled in him by a lov-
ing mother or a fond father. The
tempter will come to him and snheer
in supercilious scorn and ironical dis-
dain and try by every means to entice
him from the path of honor, of recti-
tude.

Never mind the sneer of the dandy
or the jeer of the coquette. Better
be tied to your mother’s apron strings
than bound with the fetters of dissi-
pation; better the home fireside with
its quiet light than the gilded glare
of the corner gin palace; better the
family prayers than the language of
sin.

Beware of the Tempter.

Remember the “good time” to
which you are invited will in the end
turn out a bad time for those who
give the invitation and for yourself
if you accept.

Never sacrifice your manhood nor
the hopes of your future on the altar
of the tempter; never quench your
convictions before the mocking taunt
of some empty headed street corner
loafer.

Scorn to degrade yourself by yield-
ing up your individuality to suit the
whim of the worthless or the vul-
gar. Thousands become vicious be-
cause they never form the resolve to
live nobly. Such men are the dead
leaves that fall upon the stream and
are carried along, not by any vital
power in themselves but by the eddy-
ing current of the shallow stream on
which they listlessly float to forget-
fulness. Madison C. Peters.

Your Message Must Be Delivered.

No matter what the equipment of
a man may be for the highest degree
of specialized work, that knowledge
and skill must be supplemented with
a personality that is sufficient to carry
and direct it. The nature of his spe-
cialty may determine whether a bold
aggressiveness or a tactful, diplomatic
manner be its proper and fitting per-
sonal dress. But whatever that work,
if it brings him in contact with men,
his personality must back it to suc-
cess.

Too often the young man overlooks
this essential fact. In the boy at
school a personal initiativeness makes
a strong appeal. He discovers some
strong nature among his fellows and
idealizes him. Everything this Ad-
mirable Crichton does stimulates him
to imitation. Imitating, he may be
laughed at for his pains.

Probably every one of worldly ex-
perience is familiar with that type of
man, found in every walk of life, to
whom the attention of the stranger is
called occasionally by the man’s ac-
guaintances.

“Did you see that fellow we passed
just now?” is an old form of the in-
troduction. “You wouldn’t think that
lie's one of the best educated men in
this country, would you? He speaks
six languages, is one of the best civil
engineers in the state, and has trav-
eled all over the world. But here he
is—buried here, with hardly a whole
suit to his back.”

Here at a glance one sees the man
who has been intrusted with a mes-
sage which he has not delivered. He
has not made the first move at deliver-
ing it, but has sat down at the door-
way of opportunity, too idly conspicu-
ous to be overlooked by anyone. In
this position he becomes a standing
object lesson illustrating failure in a
marked degree. But how many young
men who are able to see and profit
from this marked failure fail to dis-
cover in themselves how far short of
delivering their own messages their
own ways and means threaten? They
have started and are moving—yes;
but along what lines?

“There are always

roads to a town,
One over—one under—the hill.”

Waiting does not mean a literal
sitting down, inert and motionless. It
may be an adaptation of that old and
wise adjuration, “Do the next best
thing.” The youn”™ man has his mes-
sage. He decides upon its place of
delivery, but is uncertain only of the
distance and of the time necessary
to the accomplishment. What can he
do to save this element of time? How
shall he determine if he be wasting
effort? When and for how long shall
he sit inert, literally waiting?

Looking over a great open office
in which almost a hundred men were
working, an employer of men called
my attention to two figures at two
desks. One of these was the figure
of a self-contained, quiet man, delv-
ing in papers under his eye; the other
a figure of the tensely nervous type,
almost flighty in his lack of poise,
yet with a certain capability in his
face.

“l1 know without asking which ot
the two appeals to you,” said my
friend. “He appeals to me, also, and
he has the brains and the knowledge
to back it up. But | have to pay the
other fellow just three times the sal-
ary. One is the most dependable
man | ever met; the other so uncer-
tain that he tries my soul a hundred
times a year. Yet if | were called
on to kick one or the other of these
men for an impelling cause, I'd kick
te dependable one good and hard!”

Why? Because of that man’s un-
delivered message. What are you
doing toward delivering yours?

John A. Howland.

two straight

Had Seen Her.

“There are great things in store
for you,” said the fortune teller to
the young man; “but there will be
many obstacles to overcome. There
is a woman continually crossing your
path, a large woman with dlark hair
and eyes. She will dog your foot-
steps untiringly.”

“Yes; | know who that is.”

“Ah, you have seen her?”

“Yes. She’s my washerwoman.”
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Orders For Fall Business Running

Small
Clothing travelers are now on the
road for fall. Manufacturers who

have been well represented for some
little time, as well as some of those
whose men have been out only

short while, report that heavyweight
orders are running smaller than last
year. While this indicates that re
tailers are buying conservatively and
to cover only their initial deeds,
there are manufacturers who explain
that they would much prefer to have

the business come in in this way
under present conditions. Some
houses  state that their travelers

went out with instructions to hold
their customers down to covering
their wants only and to take orders
with the understanding that no can-
cellations would be accepted. There
is now this general effort to break
away from paper orders, and re-
solve the business down to a basis
that can actually be depended upon.
In other words, the manufacturers
want only such orders as they know
will stick.

Of course there are cases where
the orders approach the medial, be-
ing neither small nor large but nor-
mal for the state of trade. Sellers
are appreciating the retailers’ posi-
tion, and while commending them
judgment and conservatism, incline
to the opinion that their present at-
titude is indicative of brisk house
trade this summer.

Fabric Styles.

While the consensus of opinion is
that too little business has yet de-
veloped to form a basis for judg-
ment as to what is actually selling,
it is admitted that the orders show
woolens to be well favored, and that
unfinished, soft-faced goods are lik-
ed. Yet, as a matter of course, wor-
steds are held to be prime favorites,
although it is stated on all sides that
more of the soft goods are being
sold.

In overcoatings and in suitings the
fancy fabric styles in the new rang-
es of colorings are selling. The
novelties, so-called because of their
high colors and fancy, showy pat-
terns in stripes and plaids, are tak-
ing hold to that extent that sellers
declare it their belief that if the
travelers had gone out with staple
lines the orders would have been
smaller. In fact, it is admitted of
this heavyweight season that novel-
ties will again, as was the case with
spring, prove to be the salvation of
the business.

Style Novelties.

Although clothiers have had sea-
sons before when the heavyweight
lines were plentifully supplied with
fancy fabrics, no previous season is
recalled that was so prolific of nov-
elty features in the garment models
as is the case for the season just
opened. And it is claimed by the
houses making a play on extreme
styles that the retail clothiers are
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buying these novelties, and that they
are much better favored than be-
fore for any fall season, because
just now the trend of fashion is nov-
eltywards. Naturally this runs large-
ly to young men’s trade, and is grow-
ing noticeably in this direction.
Overcoat lines vie with the suits
in style details, and in this line, also
the novelties have taken hold, in
eluding the fancy-back overcoatings
made up skeletonized with silk an
satin shields, made in the compara
tively recent automobile greatcot
models with the Prussian collar fea
ture and modifications thereof.
Browns Now Have the Call.
Wholesalers report a little activi
ty on lightweights for immediat
consumption, but that the same i

confined mostly to enquiries fo'
browns. While buyers state tha
they are able to pick up a few

browns here and there after rakin
the market with a fine-tooth comb
some go so far as to siay they believe
that manufacturers could get some
browns from the mills if they would
but buy them, but that this they be
lieve they do not want to do on ac
count of the lateness of the season
When asked regarding this manufac
turers stated that many of the
browns recently brought out by the
mills consisted of grays dyed brown
ind were not satisfactory in color or
style.
Optimism vs. Pessimism.

There is no doubt that in some
places pessimism is being overdone
for there is a great deal of it in the
air. Just as pessimism creates gloom
so optimism creates  happiness,
brightness and all the good repute
that goes with cheerfulness. The
habit of persisting in a miserable out
look has the inevitable result of cre-
ating the very misery which we all
pretend we wish to see disappear
The merchant should cultivate the
spirit of optimism and carry the doc-
rine right into the practical details
of his business. Your own optimism
and the cheerfulness you put into
our business is a bulwark against
the fear of failure.

Information from places in the
Central West, especially in the zone
that depends chiefly on agricultural
trade, is very encouraging, and it is
reckoned that from this section du-
plicate orders will be received more
freely later in the season. Some of
the more optimistic manufacturers
think that there will also be a much
better demand for goods from the
large city trade should the weather
be favorable up to June i.—Apparel
Gazette.

Club All Merchants Should Join.

There is a new club, called the Op-
timistic Club of America, that every
dealer should join. Here is some of

its philosophy. It is subject to
modifications and additions. It is as
follows: .

God reigns, the Union still lives

and the sun still shines, even al-
though the clouds obscure it.

There are more people dying each
day for the lack of a kind word, a
pat on the back and a little encour-
agement than there are from dis-
ease.

A smile is potential, magnetic and
dispels trouble.

The man who never makes any mis-
takes never makes anything else.

Hard luck stories are like over-
due notes.
Go bury thy sorrows, the world

hath its share. Just smile.

Before money was invented some
people were happy.

Shake hands as though you meant
it, and smile.

Nobody can compute the value of
a smile; a frown has cost a kingdom.

Nobody can really harm you but
yourself.

You are under a real obligation to
every man on earth.

You can not put
glass case.

When in doubt take Optimism.

In darkness, in light, in sorrow, in
blight, be an Optimist ever, and
things will come all right.

Optimism is the first-born of hope,
the mother of confidence, the execu-
tioner of adversity and the undertak-
er of pessimism.

A frown is a renegade smile thatis
afraid to look itself in the face.

On the faces of the happy aged
it is a well known fact that wrinkles
are only the footprints of smiles.

On the vehicle of modern progress
the creak of the wheel is the pessi-
mistic protest; a little optimistic lu-
bricant will silence both the creak
and the croak.

The optimist wins.

The greatest smiler is the great-
est healer.

Smile and the world smiles with
you; croak and you croak alone.

A smile is God's own medicine.

A grin is a counterfeit smile, and
does not pass current because the
heart statnp of genuineness is not
upon it.

Optimism and pessimism  have
fought many bloody battles; if op-
imism had not been a victor up to
date hope would have died years ago.

In the realm of the birds the lark
s the optimist, the crow is the pes
simist. Why be a crow?

Clearing house certificates and
ight financial conditions have afford-
ed more people, who never had a
dollar, an excuse for their hard luck
tories than anything that has hap-
pened since the Civil War.

Let optimism and the optimist de-
troy the last hope of the pessimist
and perfect confidence will again pre-
vail, with peace and plenty for all.

Fall into line and the sunshine of
the home and the glory of trade will
reflect the delight of a gracious per-
sonality.

Organize a local club, improve up-
on the philosophy quoted above if
you can; print and spread your work,
nd let the motto of your club be:

Not until every man and woman
ias been successfully enlisted will we
aul down the unconquerable flag of
Ictermination.”

influence in a

His Chance To Escape.

Life at best is but a gloomy pris-
said the moralizing bachelor.
So much the worse for men who
deliberately choose solitary confine-
ment,” remarked the girl who had

her trap set.

on,
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“Always Our Aim”

To make the best work gar-
ments on the market.

To make them at a price
that insures the dealer a good
profit, and

To make them in such a way
that the man who has once

worn our garments will not
wear “ something just as
good,” but will insist upon

having The Ideal Brand*
Write us for samples.

HATS

At Wholesale
For Ladies, Misses and Children
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THE SLOW CUSTOMERS.

Sweet Little Blondes Buy Neckties
for Charlie.
Written for the Tradesman.

The clothing store was crowded
that morning. The weather was cold
and snowy, and heavy suits, warm
underclothing and overcoats were
in good demand. The clerks were
trying to wait on half a dozen cus-
tomers at once.

Presently the door opened on this
scene of business thrift and two pret-
tily gowned girls entered and walked
over to the gentlemen’s furnishing
goods department.

“There comes a delegation that will
hold you for a time,” whispered Dick
to the young man whose duty it was
to preside at the sales of furnishings.
“They probably want to buy a yel-
low tie for Brother Bill.”

The other looked up with a frown.
He was busy just then trying to
make a $40 deal, and the girls would
have to wait.

They did not appear to mind wait-
ing. They bent over the show cases
and pointed through the glass with
their nicely gloved fingers and nudg-
ed each other in the ribs at little re-
marks which were made.

After a time the furnishings clerk
concluded his deal and stepped be-
hind the show case where the girls
stood.

“Good morning!” he said. “Sorry
you had to waitl We're pretty busy
this morning. Something in the tie
line?”

“Yes,” replied the girl in brown.
“We want to see some of those ties.
Some of the nice ones, please. Four-
in-hands.”

The clerk opened the show case at
the back and ran. his hands over the
boxes holding the ties.

“Any special color?” he asked.

“Brown,” said the girl in the suit
of that color.

“Green,” said the girl in the green
suit.

The clerk smiled and took out both
colors.

“Here are a lot of shades,” he
said. “We have a large assortment
to choose from. How’s this?”

He made a green tie up on his
hand and held it up.

The girls whispered together for
a moment.

“l think it's too lovely for any-
thing,” said the one in green.

“That awful Nile green?” said the
other, who seemed to have a sharp
tongue in her head. “Charlie can
never wear that in the world! Green?
Why, it would make him look like a
lemon!”

The clerk pretended not to hear,
but he dropped the green tie and
made a brown one.

“This is pretty,” he said.

“It’s too sweet for anything,” said
the girl in brown. “Have you a
lighter shade? That's pretty dark.”

“Pretty dark!” said the other.
“l should think it was pretty dark!
It would give that midnight-assassin
effect to Charley that would drive
birds out of the trees. Why not get
a green one?”

The clerk, anxious as he was to
get back to the customers who were
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waiting for suits and overcoats, rath-
er enjoyed the thing. It was quite
clear to him that the girls were sis-
ters, and that they were making a
merger of their money to lavish a
tie on some mutual friend.

“Green!” whispered the brown girl.
“He would be ashamed to be seen
on the street with it on! The one
he wears now is almost brown.”

“It's nearer blue,” said the other.
“Let’s look at some blue ones!”

“Why, of course,” said the other.

The clerk got out the blue ones
and held them up to the light. The
girl in green selected a turquoise and
walked to the window with it.

“How do you think he’'d like this
one?” she asked, coming back to the
clerk.

The clerk vowed that it was the
cutest thing in the whole array. May
his future be not so miserable as it
might be because of the deception!
He was in a hurry to get back to the
suit department!

“Blue looks well on every one,” he
said “Blue is being worn a lot
now.”

“He’ll never wear it in the world,”
insisted the brown girl. “It would
make him look like the funny men
you see at the shows.”

The clerk took out a rose pink tie
and made it up over his hand.

“This is quite the thing,” he said.

“Oh, the idea!” cried the green
girl. “You can't know Charlie.
That would light him up like a lob-
ster!”

The clerk looked back at the cus-
tomers who were waiting to give up
their money for thirty-dollar suits
and overcoats!

“If there is ever a time when I'm
busy,” he thought, regretfully, “that
is the time | get caught in a snarl
like this! 1 wish these sweet things
would go somewhere else to buy
their presents for Charlie.”

“Haven't you got something in
brown with a green edge on it, or
something like that?” asked the brown
girl.

The green girl snickered.

“He'd be arrested if he wore any-
thing like that,” she said.

Rendered desperate by the delay,
the clerk threw out about half his
stock.

“There’s an old customer waiting
for me down there,” he said. “If
you'll be so kind as to look the goods
over while 1 go down there and see
what he wants?” he said.

“Of course,” said the green girl.
“We can look them all over and tell
you just what we want when you
come back. Do we have to smooth
them out and put them back in the
boxes? What do you do with the
boxes when you get alone with them?
I think they look cute!”

“How can we select a tie without
a man to advise us?” asked the brown
girl.  “I'm sure 1 don't know what
men want.”

The clerk thought he wasn't do-
ing much in an advisory way, but he
remained behind the counter and
tried to look pleasant. He knew that
his fellow clerks were grinning at
him from behind the stacks of cloth-
ing.

“There!” the brown

said girl,

“here’s something that might look all
right. It's got a good many shades
in it, though. Say, Marne, do you
remember the tie George wore that
night we had the hay ride? The boys
said he was as good as an electric
light. | wonder if we hadn't better
look a little further?”

“You won't find a better stock any-
where,” said the clerk, resolved to
make a sale after all the trouble he
had been to. “Suppose you take this
brown one and let him exchange it if
it doesn't suit?”

“What an idea!” cried the green
girl. “We want him to wear the very
one we pick out for him! It does
seem as if we ought to find some-
thing suitable in this stock.”

The clerk stood first on one foot
and then on the other—waiting!

After a long time the girls select-
ed a monster of a tie with both brown
and green in it. How the makers
had ever found the nerve to put such
a combination on the market he
could not understand. However, he
was thinking only of making the sale
and getting back to more profitable
customers.

“How much is this tie?” asked the
girl in green.

“That one is one dollar.”

“A whole dollar!” said the brown
girl.  “Why, Neddie buys them for
two for a quarter! | never heard of
anything like a dollar for a tie like
that.”

It was clear that the green girl
was equally astonished at the price.
After all they didn't want the com-
bination of colors. The green girl
wanted Charlie to have a green tie
so it would match her suit, and the
brown girl wanted him to wear a
brown one for the same reason!
There was nothing in any school of
salesmanship that he had ever heard
about that would provide against a
warring of interests like this. Finally
the girls selected two ties—one
brown, one green—at half a dollar
each.

“We'll each buy one,” said the
green girl, “and see which one he
wears the first time he comes to the
house.”

“Why didn't we think of that be-
fore?” asked the brown girl.

Each one smiled confidently. Char-
lie had evidently been giving each
one the merry love-dope.

The customers counted out cents,
nickels and dimes to the amount of
half a dollar each, and the clerk
wrapped up the ties, each in a sepa-
rate paper.

“Won't he be surprised?” asked the
brown girl, as they took their pack-
ages and made for the door.

The clerk closed the show case
with a bang and got back to the suit
department, where he could make
some money for the firm.

“l guess he will be surprised,” he
muttered, “when he runs up against
those shades! He'll probably have a
fit when he sees them, and if he ever
wears them out it will be by string-
ing them back and forth around a
chair back!”

And people often wonder why
clerks are impatient with customers!

Alfred B. Tozer.
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The only System in all the world that
both makes and saves money for its
users.

S uppose when Admiral Dewey, on

that memorable May morning in
Manilla Bay. said, "Are you ready,
Gridley?” Gridley had replied. "No. My
guns are not loaded: | haven't any
ammunition; my range tinders are lost.
| was ready last week.”

But, Pshaw!

Why suppose such a foolish thing? Of
course he was ready, and the words
had hardly left Dewey’s lips before the
big guns, that were heard all around
the world, were belching forth death
and destruction to the Spanish tleet.

Mr, Merchant,

are your weapons efficient and ready?
Are you "primed” for every occasion?
Honest now! Do you stand ready?

1st. To handle all the credit sales
just as quickly as your cash

sales?

2(1 To settle any account at any

* moment, pay day or any other

day?
3d. 7o tell in five minutes’ time the
amount of all your outstanding

credit accounts?

4th.
5th.

To tell in less time the amount
of credit sales made today?

To immediately make up a proof
of loss for an insurance adjuster
in case of Hre?

6th. To give your customer the
amount which he owed when
he came into your store, an
itemized statement of what he
purchased while there, and the
total he owes you when he
leaves your store?

If you are ready, you have An Amer-

. lean, and you are an American Com«

mander riding every wave, and you
will certainly fly your flag in the Har-
bor of Success.

The American Case

and Register Co.
Alliance, Ohio

J. A. Plank, General Agent
Cor. Moaroe and Ottawa Streets
Grand Rapids, Mich.

McLeod Bros., No. 159 Jefferson Ave.

Detroit, Mick.

Cut off at this line

Send more particulars about the
fmerlcan Account Register and Sys-
em.

Name

Town
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THE BANK’S MONEY.

The Express Agent Was Compelled
To Guard It.

“I've got $20.000 in gold coin for
you, Blankinson,” said Jim Durley,
who was station agent, express agent
and telegraph operator at the little
town.

“So | see,” said Blankinson, cash-
ier of the one hank in the place.

“Well, I'm ready to deliver it to
you.”
“And I'm not ready to take it

Jim. Bank is closed now. The time
lock is on the safe. You'll have to
keep it until morning.”

“Not on your life,” said Durley. “I
decline the responsibility. There’s
the money in those little bags and
I'm ready to deliver it. You've got
to take it.”

“The money is consigned to the
bank, | notice,” said Blankinson. “It's
not sent to me. And the bank is
closed. Go ahead and deliver it if
you can.”

The coin had come from Chicago
on the 3:15 “limited,” and the train
was two hours late. Hence the di-
lemma. Jim Durley pleaded and
threatened in vain. Blankinson was
within his rights. He was not re-
sponsible for the lateness of the
train, and he declared his perfect
willingness to trust the money in the
hands of the express company until
next morning.

“But look here,” said the agent in
despair. “We've got no night man
now, and I'll have to leave the money
in that bum old safe. Any burglar
could open it with his eyes shut. You
could open it yourself, Blankinson.
You wouldn’t need any cold chisels
and drills. Why, you can almost
hear the tumblers drop in that com-
bination when there’s a freight train
going by. They've promised me a
new safe, but it frightens me to think
of leaving $20000 in that old cast
iron thing over night.”

“It's up to you, Jim—you and the
company. I'd simply lock it up and
go home and say nothing about the
matter to anybody. Chances are a
thousand to one it'll not be molested.
If a burglar should come the com-
pany will have to stand the loss.
They can’t blame you. [I'll bear wit-
ness to the fact that you tried to de-
liver it”

Durley was so worried about it
that he telegraphed to his superin-
tendent and asked for instructions
The superintendent had gone home,
however, and there was nobody in
the main office at the moment who
would take the responsibility of ad-
vising him.

“It's up to you. they said. Jim
Durley thought once of. taking the
money home with him, but he rea-
soned that if he did that and any-
thing happened he would be in a bad
fix. So he simply locked the money
in the safe and went home. On the
way he met the lone night police-
man, and said:

“Keep a lookout for the depot to-
night, Sam. | thought | saw some
tramps sneaking around a freight car
awhile ago.”

“All right, I'll watch ’em,” said the
policeman.
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Jim Durley didn't dare to tell-him
that there was $20,000 in gold in the
safe. That sum might be a tempta-
tion even to a night policeman whose
salary was only $40 a month. Why,
$20,000 was a fortune in that town.
Even the cashier of the bank got
only $75 a month, and he had to as-
sume all the responsibility in the ab-
sence of the bank’s owner. When
bedtime came, Mrs. Durley noticed
that her husband was restless.

“What's the matter, Jim?”
asked.

He explained his trouble.

“Of course it’'s all right,” he said.
“Nobody knows about the money be-
ing there except Blankinson and our-
selves, and it isn’t likely that burglars
are going to take this particular night
to blow up the safe.”

“Of course they won't,” she assured
him. “Forget about it and go to
bed.”

Jim sat around for awhile and then
got up and put on his overcoat and
reached in the top drawer of the
dresser for his pistol.

“What are you going to do?” his
wife asked.

“I'm going to sleep at the station.
I'll curl up on that bench in the la-
dies’ waiting room. The safe is just
on the other side of that thin parti-
tion and if anybody comes around
I'll be sure to hear them. Go on to
sleep and don't worry about me.”

Once at the depot, Jim did not
light the lamp, but “curled up on the
bench” and tried to go to sleep. The
thought of that enormous amount of
money kept him awake, however. He
could hear strange noises outside
and once when he went to the win-
dow and looked out he was sure that
he saw a man cross the track below
the depot and then dodge behind a
freight car. This frightened him so
that he decided to take the money
out of the safe and hide it.

He slipped into his little office,
partitioned off between the ladies’
waiting room at one end of the sta-
tion and the “gents’” at the other.
Jim lighted the lamp and turned it
low so that the light would not be
seen from the outside. He looked
around for a place to hide the money.
The depot was boarded up inside in-
stead of being plastered. He took
his hatchet and pried one of the
boards loose and sprung the end of
it out. This left a snug space be-
tween the studding.

Propping the board out with the
hatchet handle, Jim Durley quickly
unlocked the safe and took out the
bags of gold, dropped them into this
hole in the wall,” and then fast-
ened the siding back into place as
noiselessly as he could. Feeling that
no burglar would get the gold now,
even if he did blow up the safe, Jim
put out the light and went back to
the ladies’ waiting room and soon
fell asleep on the bench. He was
awakened by a noise, and sat up on
the bench, trembling with fright and
nervousness.

Taking his pistpl in his hand, Jim
crept around the corner of the office
and looked in through the ticket win-
dow, and the sight that he saw made
his teeth chatter. A man, clearly a
burglar, was kneeling before the open
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safe. He had a dark lantern in his
left hand and with his right was
rummaging among the papers and
books in the safe, undoubtedly look-
ing for the money which the agent
had hidden in the wall.

With a shaking hand Jim Durley
stuck his pistol through the ticket
window and fired. He meant to
shoot the burglar in the back, and
had no qualms of conscience about it.
But his aim was bad, and he knew
that he had missed. The burglar
turned and leaped to his feet, draw-
ing a pistol from his own pocket. He
still held the dark lantern in his left
hand and awkwardly turned it
so the light streamed full in his own
face.

Jim was just in the act of firing
again, but when he saw the burg-
lar’'s face he was so astonished that
he let the pistol fall to his side.

The man was Blankinson, the bank
cashier!

He was trying to burglarize the
bank’s own $20,000 in gold from the
express company’s vault. He dashed
the dark lantern to the floor and
leaped out of the ticket office, firing
as he ran. His aim was better than
Durley’s, for one of his shots took
effect in the station agent’s shoulder.

Durley uttered a shout of alarm
and sank to the floor just as the
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cashier burglar leaped through the
depot window and disappeared. The
night policeman, who happened to be
near, had come running at the sound
of the shot. He saw the fleeing figure
of the burglar and fired a few aim-
less shots .through the darkness. It
was useless to pursue the burglar,
however, and he made his escape
without leaving a clew.

They carried Durley home and the
doctor dressed his wound. It was not
of a serious nature.

The next day the company’s detec-
tives were on the scene, and the
papers were full of the agent’s hero-
ism. Durley made light of the mat-
ter, rightly declaring that if he had
not been too excited to shoot straight
he could have killed the robber eas-
ily. One of the first callers Jim
Durley had was Blankinson, the
bailk cashier. Blankinson was hag-
gard and he slunk into the room like
a detected criminal.

“Did you see the robber, Jim?” he
asked.

“l saw his back,” said Durley. “He
had on dark clothes and he was a
fair sized fellow.”

“Then you wouldn't know him,
would you?” said Blankinson, ea-
gerly.

“No,” said Durley, “lI couldn’t iden-
tify him. | caught a glimpse of his
face as he rose from the safe and
turned around, but he had on a black
mask.”

“Oh, that’s too bad,” said Blankin-
son, with a relieved look on his face.

“But the money, Jim?” he asked.
“He didn't get away with that, did
he?

“Why, of course,” said Jim Durley.
“He whs carrying the bags of gold
with him as he ran away.”

“Oh, he was. was he!” said Blank-
inson, and he went away with a puz-
zled look on his face.

The express company paid the
money back to the bank, but they
never found the slightest trace of the
burglar. The crime bids fair to re-
main among the unsolved ones.

But the company did not blame
their agent at all. The testi-
mony showed how anxious he had
been about the money. The company
has him in line for promotion, but
he says he has had enough of the
business. He is going to buy a farm,
he declares.

“1 wonder where he got the money
to buy a farm?” is the question the
bank cashier asks himself. But he
can not find the answer.

Ben Burbanks.

Facts About Trees.

The tallest trees in the world are
the Australian euculyptus, reaching a
total altitude of four hundred and
eighty feet. The biggest are the
mammoth tres of California, some of
which are two hundred and seventy-
six to three hundred and seventy-six
feet in height, and a hundred and
eight feet in circumference at the
base. From measurements of the
rings it is believed that some of
these trees are from two thousand
to twenty-five hundred years old.
The oldest tree in the world is said
to be on the Island of Kos off the
coast of Asia Minor. It is several
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thousand years old; but just how
many no one has dared to say. The
tree is carefully preserved by a wall
of masonry round it, and the trunk
is thirty feet in circumference.

But there are parts of trees in the
form of useful timber which are even
older, probably, than any on the
stump. Beams in old buildings are
preserved to-day which are known to
be over a thousand years old. Piles
driven by the Romans prior to the
Christian era are perfectly sound to-
day, and it is known that they have
been immersed in the water for up-
ward of two thousand years.

Some woods have remarkably dur-
able properties when immersed in
water. They decay rapidly on the
stump, many rotting in from five to
ten years; but when immersed in
water they last longer than iron or
steel. An effort is now being made
by the Government to preserve
woods indefinitely by treating them
with oils and tar products. Already
telegraph poles and railroad ties
have had their average life extended
from five to ten years by this proc-
ess.

How Long They Live.

Scientists have been studying for
years to ascertain the average age of
different animals, and in the list thus
prepared it appears that man is about
midway between them in the point of
longevity, though physicians believe
that he has in himself the power to
extend this period rather indefinitely

The whale leads all animals in point
of longevity, his age being placed
conservatively at eight hundred tc
one thousand years. The tortoise
comes next, with an age limit extend-
ing from one hundred to two hundred
years. The elephant, the camel, the
eagle, and the crocodile are each
credited with one hundred years and
upward. The carp is an elusive' crea-
ture, its age having been figured at
from seventy-five to a hundred and
fifty years. Tigers, leopards, jaguars,
and hyenas live some twenty-five
years in confinement, and probably
much longer in the wilderness. Swans,
parrots, and ravens live two hundred
years; pelicans, forty to fifty years;
haw'ks, thirty to forty; geese, eighty
years; monkeys and baboons, sixteen
to eighteen; squirrels and rabbits,
seven years; queen bees, four years;
working bees, six months; and drones
four months.

From a study of such periods of
longevity, it would seem as if Nature
had made a sort of Chinese puzzle
out of the whole thing. There is ap-
parently no discoverable law that de-
termines the age of the different ani-
mals and bird's. Why the tortoise
and eagle should live some ten or fif-
teen times longer than cats, dogs, or
pigeons is something that no man has
yet fathomed.

What He Would Get.

A peasant insured his house against
fire.  When he got the policy he ask-
ed the clerk:

“What should | get if my house
were burned down, to-morrow?”

“Three or four years’ imprison-
ment,” was the prompt answer.

A HOHE
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GOOD OLD TIMES

When Men Worked Twelve Hours a
Day.
Written for the Tradesman.

“America is a great country and
times change wonderfully.”

Old Tim Brent sat down on the
steps in front of the Riverside gro-
cery and, producing his jack-knife,
began whittling and expectorating
vigorously.  Several young chaps
were sitting or standing about, some
of them looking for a job.

The weather was immaculate
an April day.

“The farmers do not seem so anx-
ious to hire men now as they did a
year ago,” said Bill Sims, the laz-
iest cub in the neighborhood. “Last
year at this time it was hurrah, boys,
everybody wanted, and lots of jobs
going begging.”

“Well, who's to blame for that?”
dTawled an old man who was leaning
against the hitching post. “Not the
farmers by a blame sight.”

“1 think they are,” growled Sims.
“Last year every farmer on the river
was hiring; now not a one. Who's
to blame if they ain’t, old man?”

“The times is out o’ j'int, that’s all.
Farmers can’'t hire when they can't
sell nothing. T reckon the Gov’ment
is some to blame.”

“That's right, damn the old Gov-
ernnient,” chuckled old man Brent.

“Something’'s  wrong anyhow,”
broke in a fourth. *“Look the coun-
try over and see, what you see—men
out of work, prices knocked into
flinders and business firms and banks
going to the wall. There’'s a screw
loose somewhere.”

“Quite right, young feller,” chuc-
kled Brent as he continued to whit-
tle. “Some lay it to the Govern-
ment; others to the Wall street gang.
As for the truth of the matter, there’s
no telling, but a few things are as
certain as daylight and water—there
won't be so many strikes and labor
wars as before.”

“Well, no, T guess not,” mumbled
Sims. “Man'd be a blamed fool to
go on a strike if he’s holding down
a job these times.”

“Quite true, my boy.” returned the
wMttler. “Strikes and labor wars
usually come in good times, when
wages are high and the workingman
is riding on the top wave of pros-
perity. It is then that he sees golden
visions and fancies himself as good
if not a little better than the mil-
lionaire for whom he works. Doesn’t
he know that it is labor that creates
all wealth, and hasn’'t he a sneaking
idea that he isn’'t getting his share of
the spoils? Of course. Consequent-
ly, he says to his employer, ‘See here,
I want you to divide up. If you re-
fuse we’ll bust the business.’”

“And that's right, too,” said one.

“It is, eh?”

“Certain.” declaredl Farmer Tongs.
“Labor creates wealth and it ought
to get its share of it, which it doesn't
by a long shot.”

“l see you are anxious for an ar-
gument along the line of an old
chestnut, Mr. Tongs. Not this morn-
ing, however. That's too dizzying to
enter upon now. | was thinking how
the world, and Yankee land in par-

for
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ticular, has changed since | was a
boy in the fifties.”

“Well, that's nat-ral—"

“As pigs,” agreed the old man,
shutting his knife and dropping it in-
to his pocket. “In my boyhood days
there wasn't ever a whisper of dis-
content, that is, against employers. |
lived in the Buchanan hard times be-
fore the war, as a boy I mean, and
we had hard scratching to make
things come out right. One ma>, a
Grand Rapids capitalist of that time,
said he expected they’d have to cook
the wheelbarrow yet at his house.
Men growled about the times, but,
you see, there was no ‘crime of '73
to look back to then, no labor unions
to cuss the plutocrats and thump the
heads of honest men who wanted to
work—"

“Well, the wunions have their
rights,” interrupted Sim. “l know—"
“Of course, of course,” said old
Tim. “That’s all right. Every man

has a God-given right to life, liberty
and happiness if he can get them, and
even the labor unions have a right
to breathe and work—yes, and to
strike if they want to—but as to
telling other men they shall not
work, giving orders to employers as
to how they shall run their business,
as to what men they may hire, and so
forth, that isn't in their bill of
rights, and freeborn Americans will
not submit to any such dictation for
any great length of time. Let that
go. | was talking about old times—
hard old times, if you please—when
men worked for half a dollar a day
and boarded themselves.”

“Gee snip, did they do that?” ut-
tered Tongs.

“They did just that, my friend, and
were gladi of the chance. People
grumble now at both wages and
length of a day’s work—ten hours!
And a lot work only eight. Why,
when | was a boy anybody would
have been thought a lunatic who
would have declared for an eight-

hour day.”

“That’s long enough, I think,” said
Bill Sims.

“A lot of folks think the same
way,” agreed Tim.

“It may do in town,” said Farmer
Tongs, “but ’twouldn't work on a
farm nohow. We have to put in long

days to make a living. 1 tell you—"
“Ves, of course,” broke in Tim.
Thats all very well. In the times

I speak of men worked in mills and
on the river eleven hours every day,
and they were docked if they failed
to make every minute count.”

“And got low wages at that,” said
another. “They may talk of the good
old times as much as they like, I
don't want none of 'em.”

“No, | reckon you don't,” pursued
Brent. “Men began work in the mills
at 6 in the morning and worked until
6 at night, an 'hour at noon being al-
lowed for lunch. Nobody growled
at that, and the ordinary wage was
twelve a month and board.”

Whew!” gasped Bill Sims,
was tough.”

“Not so tough as it may seem. |
know one of the mill owners thought
the hands were having too easy a
time and he inaugurated a twelve
hour day.”

“that

“Twelve hours work?”
gasped Sims.

“Exactly that. As a young chap I
worked my eleven hours up to this
time and was happy as a lark. Had
time to fish, go to dances and build
air castles outside working hours.
Now, when every mill owner took
up with the new twelve hour idea, 1
was mad. | felt it was too much.
You see, | was working for eight a
month and board. About how much
would that be an hour, boys? Fig-
ure it out, will you. I've never
tried.”

“l should have thought there'd
been a strike,” suggested Bill Sims.

“Strike nothing. Had never heard
of such a thing then. Well, the new
schedule of time went into operation
and soon moved like clockwork. Not
a man kicked, verbally or otherwise.
We began work at 5:30 and quit at
6:30 at night, having the usual noon-
ing. As | was house chore boy, as
well as mill hand, | had to get up at
4 every morning, build fires, call the
hired girls and make myself generally
useful until the mill started up, when
I went there to continue my work.”

“But, great Caesar! you got a raise

steady

of wages?” gasped one of the old
man’s listeners.
“Not a cent of increase. | didn't

ask for any. It wouldn't have done
any good if | had. Even with the
work going on in this way not many
of the mill owners made more than
a living. People imagine they work
hard now and are persecuted by plu-
to-millionaires; it's all stuff and non-
sense.”
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“l don't think you fellows had a
square deal,” said Faflmef Tongs.

“Perhaps not. | don't remember of
a single workman damning the Gov-
eminent or the employers. Of course,
we did growl some at first. 1 thought
then, and | think now, that eleven
hours’ work was quite long enough.”

“1 should say it was.”

“Mind you, that was when every
man was on an equality, as he is not
to-day,” continued Tim Brent. “Now
let me tell you something: The spe-
cial man who inaugurated the twelve
who first inaugurated the twelve
hour working day became one of the
foremost of reformers. He wanted
to reform everything. Politically, he
was something of a populist. He be-
lieved in equal rights before the law
—said he did anyhow—and demon-
strated his belief as | have told you.”

“The old skeezoux!”

“He wasn’'t so very old. He was
a good, sociable chap, but he be-
lieved that a man who worked ought
to make good. He often pleaded for
the poor man, even ran for the Leg-
islature on a reform ticket, and his
platform was full of love for the
dear people.”

“He was a hard man—"

“No worse than many others. He
was honest in his deal, honest to a
penny. Never cheated an employe
out of a cent. His claim was that
an employer had a right to make the
best bargain lie could with his em-
ployes, and he certainly acted up to
that claim. No man need work for
him who would not agree to his
terms. He may have been right.
Sometimes | think so when | see
how tyrannical the masses can be
come when given free rein.”

Old Tim sighed, drew out
knife and resumed his whittling.

“Well, | reckon we ain't living in
the worst times after all,” mumbled
Bill Sims, as he straightened up and
walked back into the store.

Old Timer.

his

When the Nose Bleeds.

When the nose is bleeding nevei
hold it over a basin or hold the head
down in any way. This only causes
further rush of blood to the broken
tissues in the nose. The head should
be held up and back, the flow being
caught in handkerchiefs or cloths.
One of the most effective and simple
means of checking a nosebleed is to
press on the upper lip. Near the
under surface of the lip runs the ar-
tery that supplies the interior nasal
passages where the ruptures occur.
If this is pressed the flow of blood is
mechanically checked, thus allowing
the blood around the broken tissues
to congeal and seal up the opening.
If merely pressing with the finger
does not succeed, place a wad of
paper under the lip and fold the lip
over it, holding down tight. Again,
if this does not succeed and a durg
store is near, get some adrenalin,
saturate a piece of cotton with it
and apply to the interior of the nose
from where the blood flows.

The church must expect something
beside confetti when she lays aside
her hymn books and goes out gun-
ning after sin.
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FOR THE WOMEN.

Lavatory Luxuries in the Marshall
Field Store.
Written for the Tradesman.

During a recent visit to Chicago, |
had the great pleasure of being
shown, with different guides, through
the immense and world-famous es-
tablishment of Marshall Field &
Company. There was a jolly party
of us, and we had two hours at our
disposal. We made the most of the
enjoyment and every minute of the
time was well employed.

We could scarcely tear ourselves
away from the laces and the hand-
painted chiffon dresses and the opera
cloaks and the $600 cut glass punch
bowl and the Tiffany glass and the
bronzes and the paintings; but it is
not of these that | shall speak at
the present. It is on the rest rooms
I shall dwell.

In the on-rushing, the mad-rushing
life of Chicago | didn’'t suppose that
women ever took an iota of time in
which to rest, but my provincialism
received a revelation: It seemed as
if a whole village of women had suf-
fered physical or mental collapse, if
one might judge by the large num-
ber who were taking advantage of
the many conveniences and luxuries
provided by this great firm. Of
course, they are not in business
strictly for their health, they must
find that they get back the expense
of maintaining these public conn-
forts; but, still, those who profit by
them fully appreciate their privileges.

Soft carpets in the rest rooms and
the writing rooms deadened the foot-
steps of a continuous procession of
women passing to and froim other
locations. In the “silence room”
were women stretched out to get
every possible profit from the ad
captandum tactics of the place. Here
everything was hushed. The room
was darkened and no sound was
heard except the continued rumble
of the street below and the neces-
sary noises of the store itself. The
awe-inspiring atmosphere of a bank
pervaded the precincts. Women
clutched their pocketbooks with the
encompassing clasp born of long
practice in a pilfering city, while their
minds idly wandered in the Land of
Nod.

At the writing desks old and home-
ly, young and charming, middle-aged
and indifferent femininity scribbled
away as if life dependedlon the sen-
tences being indited, and the store’s
stationery dwindled by many a ream.

But what struck me as one of the
funniest things | have ever seen was
the utterly unreserved manner in
which the women made use of the
toilet rooms. Here renovating proc-
esses were being gone through with
the abandon one delights to indulge
in in the privacy of her own little
boudoir. My  sensibilities  were
shocked by a long veil of wonderful
red hair held high aloft while its
owner made long passes with abrush
from the roots of the golden sheen,
which so enveloped its owner that |
couldn’t catch even her profile.

Perhaps a dozen enameledl pedes-
tals made an inviting circle of them-
selves in the center of their mirrored

room. Spotless towels and soap of
good quality were provided in abun-
dance and hot and cold water were
as free asair. The towels were stacked
high in wire holders and were con-
stantly replenished by the neat deft
white-aproned maids, while soiled
linen was gathered as quickly as dis-
carded, and disposed of in its proper
place. In the corridors ginghamed
women on their knees were just more
than scrubbing and digging out imag-
inary dirt in corners. It seemed to
be the lunch hour of some of them,
for all of a sudden these straighten-
ed up, wiped their hands on their
aprons, whipped out combs froUi in-
visible parts of their anatomy, let
down their back hair and began to
comb it vigorously. They had a
sense of decorum, although they did
not fuss about their looks like their
more favored sisters in the room be-
yond, contenting themselves with
gathering their locks into an unpre-
tentious knob on the top of their
humble heads.

But oh, the prinking that went
on behind the discreet doors of the
toilet room! | did not know that
there were women that would “give
away” so publicly the secrets of the
dressing room. There wee many who
went the gamut, beginning by re-
moving their collars and baring
their arms to their shoulders, care-
fully pining up their sleeves to avoid
saturation when they commenced to

splash. The sound of constantly
running water added itself to the
chatter and laughter of the occu-

pants of the room, all of whom were
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in various stages of dishabille. By
some powder was being daintily dab-
bed where it would do the most
good, while others, reveling in the
knowledge that it cost them noth-
ing, slathered it on regardless. Puffs
on the head and off were everywhere
in evidence and other false hair
switched itself into prominence on
the dressing tables; it fairly rained
hairpins, as the marble floor could
easily testify. Rouge was cautiously or
incautiously applied, the former ap-
plications toned down with white.
Then all stray “beau catchers” and
“scolding locks” were caught into
place, and hats spiked on with mil-
lions of pins, for Old Boreas is no
respecter of chapeaux in the City of
the Lake, and veils becomingly ad-
justed and Milady was at last ready
to sally forth to see and be seen of
men and women galore.

I caught all this as our pretty
young lady guide whisked us through
the room of mysteries, and it amus-
ed me still more in retrospection.

As | drifted on | could not help
contrasting all this lavatory lavish-
ness with the meager toilet appoint-
ments of the average country store—
and even with some of the city
ones—and conjecturing as to how
long it will be before tradesmen ir
general come to a realizing sense o!
the great importance of catering mi-
nutely to toilet requirements of their
women patrons. H. E. Stowe.

The merchant who takes his stogk
of goods to church with him does
not get much good out of the sermon.
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THREE FORTS.

Two of Them Traced in Crumbling
Walls*

There is something about the mag-
ic words fort, fortress and fortifica-
tion that attracts the attention and
arouses the curiosity of most of us.
To those who have been permitted
to live or travel in the region of the
Straits of Mackinac the words have a
deeper meaning. A circle described
with its center on the Island of
Mackinac and its diameter reaching
to the Soo will include more his-
toric spots than any other territory
of equal size in the United States
west of the Alleghany Mountains.

Since 1679 there have always been
stationed within this area detach-
ments of troops either under the flag
of France, England or the United
States.

To the average visitor the history
of this region has little value, but
to those who make the study of
history a recreation their visit
doubly profitable.

With the "establishment of the pal-
isaded fort at St. Ignace by LaSalle
in 1679, under the name of Michilli-

is

mackinac, from which floated the
flag of France; its transfer to the
south side of the Straits in 1728

where it was the scene of the Pon-
tiac massacre in 1763, and its trans-
fer under the flag of England to the
Island of Michillimackinac in 1780,
still retaining the same name; its sur-
render to the United States in 1796.
its capture by the British in 1812, to
be again surrendered in 1815, and its
abandonment by the United States
in 1895 are the connecting links in
the long chain of historic years.

It is not my purpose to dwell on
the circumstances leading up to the
building of the several forts or their
abandonment, but | wish in a few
words to throw* some light upon the
history of the grass-grown moat and
walls of old Fort Holmes, now the
property of the State of Michigan
and under the control of the Macki-
nac Island State Park Commission,
of which | have the honor to be the
President:

After the close of the Revolution
or, to be exact, in 1796, the forts
and posts along the Northwest fron-
tier were surrendered, and under or-
ders from the War Department
Uriah Tracy made a trip of inspec-
tion and report on their condition
and needs. His letter, which is on
file in the War Department, insofar
as it relates to this territory, reads
as follows:

Washington, D. C.,
December 20, 1800.
Hon. Samuel Dexter,
Secretary of War.

In consequence of your predeces-
sor's request to visit the posts in the
Western territory, | proceeded to
Plattsburg......cccooovvcvnine and on to
Fort Michillimackinac.

Our fort at Michillimackinac from
every consideration is one of the
most important posts we hold on our
western frontier. It stands on an
island in the Strait, which leads from
1"ake Michigan into Lake Huron four
"Paper read before Michigan Pioneer and
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or five miles from the head of the
Strait. The fort is an irregular work
partly built of a strong wall ana
partly of pickets; and the parade
ground within it is from 100 to 125
feet above the surface of the water.
It contains a well of never-failing
water, a boom-proof used as a maga-
zine, one stone barracks for the use
of the officers, equal if not superior
to any building of the kind in the
United States, a good guardhouse
and barracks for soldiers and conve-
nient storehouse for provisions, etc.,
with three strong and convenient
blockhouses. This post is strong,
both by nature and art, and the pos-
session of it has great influence with
the Indians in favor of the United
States. The whole Island on which
the fort of Michillimackinac is sit-

uated belongs to the United States
and is five or six miles in length and
two or three miles in width. On the
bank of the Strait adjacent to the
fort stands a large house which was
by the English called “Government
House,” and kept by the British
Commandant of the fort, which now
belongs to the United States.

The Island and country about it are
remarkably healthy and very fertile
for so high a northern latitude.

Uriah Tracy.

The breaking out of the War of
1812 found the fort garrisoned by
only fifty-seven soldiers, ignorant
that war had been declared, and so
wholly unprepared to defend itself.
From the report of Capt. Roberts,
commanding the British forces, we
learn that he utilized the heights
above the fort for the mounting of
his cannon and was able to force im-
mediate surrender of Fort Michilli-

mackinac. In fact, the Articles of
Capitulation are headed, “Heights
Above Fort Michillimackinac.”

We have not been able to find in
any of the correspondence that any-
thing further was done upon these
heights for over fifteen months.
Capt. Bullock, the Commandant, ina
letter to Noah Freer, Milt. Sect,
Montreal, under date of Oct. 3, 1813,
says: “Mr. Dickson (Indian agent)
and | have consulted together as to
the means of defense for the securi-
ty of Michillimackinac and we are all
of the opinion that a reinforcement
of at least 200 men with an officer of
engineers and twenty artillery men
would be required; a stockaded
blockhouse (with a well inside stock-
ade) would also be most essentially
necessary to be built on a height

about 900 yards in the rear of the
fort. This height completely com-
mands the fort, andi should an enemy
with cannon once get possession of it
the fort must consequently fall.”

His recommendations evidently
bore fruit, as a letter to Gen. Drum-
mond, dated July 17, 1814, signed R.
McDonald, says: “l am doing my ut-
most to prepare for their reception
(the American forces). Our new
works on the hill overlooking the old
fort are nearly completed and the
blockhouses in the center will be fin-
ished this week, which will make this
position one of the strongest in Can-
ada. Its principal defect is the diffi-
culty of finding wafer near it, but
that obviated and a sufficient supply
of provisions laid in, no force that the
enemy can bring will be able to re-
duce it.”

There is no evidence to show that
it was used at the time of the battle

on the north side of the Island ex-
cept as a reserve point.

Later, through a letter written to
Capt. Bulger by Lieut.-Col. McDon-
all, we learn that by the 1st of
March, 1815, he says: “Fort George
greatly improved and in a progres-
sive state of improvement; the block-
house to be unroofed and lowered
and the long gun mounted on a circu-
lar pivot, the ditch still more widen-
ed and deepened, and the glacis rais-
ed to a height that will nearly cover
the fort. With immense labor stores
and magazines have been excavated
in the hill close to the entrance of
Fort George, and neatly finished,
which are bomb proof, and will hold
all our provisions and valuables. A
bakery is now going on, also under-
tanks for 400 barrels of water are be-
ing made in ‘case we do not find a
spring, and the hill itself is surround-
ed by an abattis of great extent.
Depend on it that the greatest diffi-
culties insensibly diminish on being
resolutely encountered.”

After Fort Michillimackinac was
restored to the United States in
July, 1815, the name of the fort on
the heights was changed to Fort
Holmes, in honor of Major Andrew
Hunter Holmes, who was killed in
the attempted recapture of the fort
a year before. It was garrisoned for
a few months, when it was abandon-
ed and later the blockhouse was tak-
en down and used as a stable in front
of Fort Michillimackinac. Major
Holmes was a Kentuckian, a very
popular and gallant officer, and be-

longed to the 32d Infantry. He was
shot in five places at once.
Capt. C. Gratiot gives us some

light on both forts in his letters and
also with the plan he made and for-
warded at the time of his visit here
in 1817. Writing from Detroit on
Feb. 10, 1816, he says: “Your letter
relating to Michillimackinac came
safely to hand. The importance of
its possession has been fully demon-
strated during the late war and it
has also proven that it has secure!

to those in possession an uninter-
rupted intercourse with the Indian
tribes residing on the borders of

Lake Michigan and the rwaters of the
lllinois and Mississippi Rivers. Had
it not fallen, as it did in 1812, the
enemy never could have been able
to call together such large bands of
Indians as he kept engaged on the
frontier prior to the recapture of the
country by Gen. Harrison; and it is
also well known that to the condi-
tion of these Indians the disasters
which attended our arms in these
quarters may be attributed. Its 'geo-
graphical situation is admirably fixed
to intercept all intercourse between
Lake Huron and Lake Michigan.
Permanent possession of it by the
Government ought, in my opinion, to
be considered of immense impor-
tance for the future safety of the
whole Northwest Territory.”

On the 25th of November, 1817, he
writes as follows: “The present
work on the heights (Fort Holmes),
the plan and section of which are
herewith enclosed, consists of a
wooden blockhouse enclosed by a
thin rampart rivetted with small
pieces of timbers mounting four
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Perpetual

Half Fare

Trade Excursions
To Grand Rapids, Mich.

Good Every Day in the Week
The firms and corporations named below, Members of the Grand Rapids Board of Trade, have
established permanent Every Day Trade Excursionsto Grand Rapids and will reimburse Merchants
visiting this city and making purchases aggregating the amount hereinafter stated one-half the amount of
their railroad fare. All that is necessary for any merchant making purchases of any of the firms named is to
request a statement of the amount of his purchases in each place where such purchases are made, and if the

total amount of same is as stated below the Secretary of the Grand Rapids Board of Trade, Board of
Trade Building, 97-99 Pearl St.,

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

If living within 50 miles purchases made from any member of the following firms aggregate at least
If living within 75 miles and over 50,
If living within 100 miles and over 75,
If living within 125 miles and over 100,
If living within 150 miles and over 125,
If living within 175 miles and over 150,
If living within 200 miles and over 175,
If living within 225 miles and over 200,
If living within 250 miles and over 225,

purchases made from any of the following firms aggregate..
purchases made from any of the following firms aggregate..
purchases made from any of the following firms aggregate..
purchases made from any of the following firms aggregate....
purchases made from any of the following firms aggregate
purchases made from any of the following firms aggregate
purchases made from any of the following firms aggregate
purchases made from any of the following firms aggregate
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you are through buying in each place.

as purchases made of any other firms will not count toward the amount
of purchases required. Ask for “Purchaser’s Certificate’ as soon as

ABT GLASS HARDWARE

If you leave the city without having secured the rebate on your ticket, mail your certificates to the Grand Rapids

Doring Art Glut Studio.

AUTOMOBILES
Adams & Hart
Richmond, Jarvis Co.

BAKERS
BJ1 Bake

National QI{SCUit Co.
A. M. Scott Bakery

COKKISSION—GFRUITS BUT-

0S, ETC.
Bradford ft Co.
C. D. Crittenden
J. G. Doan
E. E. Hewitt
Yuille-Zemurray Co.

CONFECTIONERS

A. E. Brooks ft Co.
Puénam Factory Nat’l Candy
0.

Clark-Rutka-Weaver Co.
Foster, Stevens ft Co.
HEARSES AND AMBULANCE
Michigan Hearse ft Carriage Co-
Hvf WATER—STEAM AND

. BATH HEATERS
Rapid Heater Co.

ICE CREAK
Kelley Ice Cream Co.
LOOSE LEAF GOODS AND
MANU

POST CARDS AND NOVEL-
TIES
W. P. Canaan
READY ROOFING AND ROOF-
ING MATERIAL
H. M. Reynolds Roofiing Co.

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

. SAFES
Grand Rapids Safe Co.

BELTING AND_ KILL SUP-
SAGS, HANUPACTURER
F. Raniville Edwards-Hine Co.

Btudley & Barclay
BICYCLES AND SPORTING
GOODS

W. B. lJarvis CO., Ltd.
BOOKS, STATIONERY AND
PAPER

Edwards-Hine Co.

Grand Rapids Stationery Co.
Kills Paper Co.

K. B. W. Paper Co.

BREWERS
Grand Rapids Brewing Co.
CARPET SWEEPERS
Bissell Carpet Sweeper Co.
CEKENT, LIKE AND COAL

S. P. Bennett Fuel ft loe Co.
A. B. Knowlson
S. A. Morman ft Co.

CIGARS AND TOBACCO
Woodhouse Co.
CIOAR  MANUFACTURERS

Leonard Crockery Co.
G. R. Notion ft”Crockery Co.

DRUGS AND DRUG SUN-
DRIES

Hazeltine ft Perkins Drug Co.

DRY GOODS
Grand Rapids Dry Goods Co.
. Steketee ft Sons
ELECTRIC SUPPLIES
Lewis Electric Co.
Lynch ft Ball Co.

. B. Wheeler Co.
FLAVORING EXTRACTS AND
PERFUMES
Jennings Manufacturing Co.
GAS ENGINES8

Lynch ft Ball Co.
GRAIN, FLOUR AND FEED

G. R. Grain ft Killing Co.
Valley City Killing Co.
VOIEt Killing Co.

es ft Co.

KEATS, FISH, OYSTERS ft

FANCY GROCERIES.
Dettenthaler Market
MEN’S FURNISHINGS.
Otto Weber Co.
MILLINERY
Corl, Knott ft Co.
MUSIC AND MUSICAL IN-
STRUMENTS
Julius A. J. Frlednch

Standard Oil Co

PAINTS, OILS AND GLASS

V. C. Glass ft Paint Co.

Harvey ft Seymour Co.

Heystek ft Canfied Co.

Pittsburg Plate Glass Co.

PIPE, PUMPS, HE ATING AND
MILL SUPPL ES

Grand Rapids Su

SHOES, UBBE AND FIND-

Herold—Bertsch Shoe Co.
Hirth-Krause Co
Geo. H. Reeder ft Co.

SEEDS AND POULTRY SUP-
PLIE

S
A. J. Brown Seed Co.
SHOW CASES AND STORE
FIXTURES
Grand Rapids Fixtures Co.
STOVES AND RANGES
Wormnest Stove ft Range Co.
TELEPHONE COMPANIES
Citizens Telephone Co.
Mich. State Telephone Co.
TINNERS' AND ROOFERS’
SUPPLIES

Wm. Brummeler ft Sons
W. C. Hopson ft Co.

UNDERTAKERS' SUPPLIES
Durfee Embalming Fluid Co.
Powers ft Walker Casket Co.
UPHOLSTERING SUPPLIES
A. F. Burch Co.

WALL FINISH
Alabastine Co.
Anti-Kalsomine Co.

WALL PAPER

i Harvey ft Seymour Co.
0. J. Johnson Cigar Co. d GROCERS Egndggd Kalmbach Logie ft Heystgk ft Ca}rlwfield Co.
Judson Grocer Co. |
Geo. H. Seymour ft Co. Lemon ft Wheeler Co. PLUMBINGSUP:?DI\dIID HEATING WHOLESALE FRUITS

CLOTHING AND KNIT GOODS

Clapp Clothing Co.
Idé)apl Clothlrgg Co.

Kusselman Grocer Co.
Worden Grocer Co.

Dettenthaler Market

Ferguson Sup) Iy Co. Ltd.
The Federal
Wolverine Brass Co.

Vinkemulder ft Company

WINES AND LIQUORS
Dettenthaler Market

of Trade and the Secretary will remit the amount if sent to him within ten days from date of certificates.

Board
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pieces of traveling carriages. This
work was thrown up by the Eng-
lish while in possession of the Is-
land during the late war as an im-
portant rallying point in caste of
attack. Its dimensions, together with
its construction, does not present a
sufficient defense to recommend its
reconstruction in permanent mate-
rial.

Fort Mackinac, a plan and section
of which are also enclosed, requires
no further repairs than the renewal
of its platform. This post must nec-
essarily be kept up as it is in the
channel of communication between
Fort Holmes and the harbor.”

The following year Capt. Gratiot
made a study of the fort and drew
up a complete plan for rebuilding
Fort Holmes, which plan (consist-
ing of fifteen sheets) is now on file
in the War Department.

In 1820 the buildings were used for
other purposes and Fort Holmes be-
came the prey of the relic hunter.

Three years ago, when the Com-
mission started to create a park in
front of Fort Mackinac, it was neces-
sary to remove the old buildings
there, and among them was the old
blockhouse. The timbers were sav-
ed and this spring the old building
was restored to its original position.

The last Legislature appropriated
the sum of $300 toward the work of
restoration.

The War Department has kindly
arranged to furnish guns of as near
the pattern of that period as it
would have, and when all is com-
pleted we would invite the So-
ciety to hold a meeting within its
historic walls.

While the men were at work last
week on the site of the magazine
they uncovered a solid shot, which
has lain where found for ninety
years, and | take great pleasure in
presenting it to the collection of the
Society.

* *

Old Fort Michillimackinac (Macki-
nac) is known to more of the people
of this United States than any other
fortification now standing. Its snow-
white walls have for 125 years at-
tracted the attention of the passing
voyager, and as he approached the
shore below he marveled at the
strange picture on the heights above,
the mixture of mediaeval and mod-
ern.

In these happy days of peace it is
the mecca of thousands of visitors
from every state of the Union, and
although no blue coated sentinel
meets one at its gates the feeling of
security is impressed as soon as one
passes over the drawbridge and en-
ters the sally-port.

For over 230 years the name Fort
Michillimackinac has been known
from the Atlantic to the Pacific, and
from the most northern inhabited
point of this continent to the Gulf of
Mexico. Over its walls, in its sev-
eral locations, have floated the flags
of France, England and the United
States. For its possession wars and
intrigues had, up to the close of the
War of 1812, been going on. Indian
massacre and  starvation deplet-
ed the ranks of its brave defenders,
and could all the records of councils
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of the Indians and councils of
the French and English colonial de-
partments become known, it would
be found that this post was consid-
ered of more value than any other
two posts controlled by the countries
interested.

To the hardy French, with their
love of adventure, religious zeal and
trading instinct, we are indebted for
the early exploration and final settle-
ment of this region. The traders,
pushing out from the settlements
along the St. Lawrence River in
small barques and bateaux, manned
by the half-breed inhabitants of that
region, reinforced by soldiers in
search of fortune and renown, always
had a member of the Society of Jesus
along wdth them. Starting out with
sword in one hand and the Bible and
cross in the other, they intended to
form new empires and expected to
open and control, with the contents
of one hand or the other, the com-
merce and trade of the unexplored re-
gions beyond. Meager indeed were
the facilities of transportation and
communication Few members of
these expeditions took the trouble
to record their adventures, and from
mere fragments of piecemeal jour-
nals the later day historian has not
been able to give as concise a story
as we could wish. A correction to
the above can be made in part when
we refer to the records of Mar-
guette. LaSalle and Joliet. In fact,
it is from the writings of these that
we are able to form an idea of this re-
gion at the time Fort Michillimacki-
nac was established.

In 1671 Father Marquette had es-
tablished a mission at St. Ignace and
had attracted to him the friendly In-
dians near there. LaSalle came in
the year 1673, during the month of
August, after a stormy passage up
the Lakes, in the barque Griffon, in
which he noted the woody cliffs of
the turtle-shaped Isle of Michilli-
mackinac standing out in the clear
air, a guardian sentinel of the Har-
bor of St. Ignace.

Anchor was cast in the little bay,
now?7 the busy scene of shipping; and
with many a salute the entire party
landed to offer up in the little rough
chapel, built some years before by
Marquette, thanks for their safe voy-
age. LaSalle found a palisaded fort
built and occupied by the friendly
Hurons. After the religious cere-
monies were over the trading spirit

.was pre-eminent and LaSalle was
able to secure from the country
around a cargo of furs. The Griffon,

under the command of the pilot, set
sail, it being the intention of those
on board to return the following
spring with fressh supplies and rig-
ging for another boat. But in her
passage down the Lakes she some-
where was struck by one of those
September storms common to this
region, even to this day, and found
an unknown grave. LaSalle remain-
ed and built the
First Fort Michillimackinac,
overlooking the Bay of St. Ignace,
where he had cast anchor a short
time before. On a tall staff at the
gate floated the flag of France.
From this time on trade flourished
and in 1694 Cadillac came with a

detachment to strengthen the fort
and protect the increasing number of

traders. At this time it was looked
upon as one of the strategic points
and to conciliate all parties was the
immediate task Cadillac found be-
fore him. Under successive com-
mandants a garrison was kept here,
but the government of New France,
desiring to make the settlement at
Detroit the center of the fur trade,
offered such inducements as to cau.;e
most of the friendly Indians to mi-
grate there, followed by the ever-
present trader. A settlement having
grown up over on the south side of
the Straits the fort was moved over
there in 1712 and the flag of France
again raised over its walls. Thus was
established the

Second Fort Michillimackinac.

With the surrender of Canada and
its dependence after the battle of the
Plains of Abraham, the province of
Michillimackinac and the fort were

transferred to England and the
French domain in this region was
extinguished forever. The Indians

did not take well to the new garri-
son. The English traders were not
as liberal in their dealings as the
French had been and one complaint
brought on another. Wampum belts
were circulated and when, early in
1763, they found that in truth their
French father had ceded them to the
English King, their indignation was
boundless. Messengers were sent
from one tribe to another and it was
resolved that upon a set day attacks
should be made simultaneously upon
the English forts. June 4 was the

Ask Your
Grocer for
aTrial Sack

and be convinced that it
has no equal. It is cheap*
er to use because a sack
of this Flour goes farther
in baking than a sack of
any other kind. Milled
by our patent process,
from choicest Northern
Wheat, scrupulously clean-
ed and never touched by
human hands in its pro-
cess of making. Ask youi
grocer for “WINGOLD”
FLOUR.

Bay State Milling Co.
WINONA, MINNESOTA

Lemon & Wheeler Co.
Wholesale Distributors

Bixota Flour

Manufactured by

Red Wing

Milling Co.

Red Wing, Minn.

Every Sack Guaranteed or Money Cheerfully Refunded

S. A. POTTER

859 15th Street,

Detroit, Michigan

Michigan Agent



birthday of the English King, and in
honor of the day the Chippewa In-
dians offered to play a game of ball
with the Sacs outside the gates of
the fort. The offer was accepted, and
so that the garrison and traders could
see the game the gates of the fort
were left open and all were free to
enter. A vast crowd had assembled
and during the game the ball was
purposely thrown over the stockade

into the fort. In an instant. 300
screaming savages were crowding
through the gates into the fort,

drawing their tomahawks and filling
the air with their war cries. But
few of the garrison and) inhabitants
were saved and the trials and suffer-
ings of the survivors were such as
to keep others away from the place
for several years. The fort was with-
out a garrison until 1767, and during
the early years of the Revolution the
walls were strengthened and the gar
rison added to. But fearful of at-
tack by the forces of the United
States, Major DuPeyster, in Novem-
ber, 177P> sent over men and supplies
to the Island of Michillimackinac for
the erection of the

Third Fort Michillimackinac.

Tt was first occupied by the Eng-
Hsh troops on the 15th of July, 1780.
While the fort was not completed at
that time, enough had been done on
it to make it safe from surprise and
to serve as a good depot for sup-
plies. The walls with the block-
houses were built and buildings for
the officers and men were erected as
fast as the material was ready. After
the close of the Revolution the sur-
render of this fort to the United
States was the subject of much cor-
respondence and it was not turned
over until 1796.

Until the opening of the War of
1812 it was occupied by a small de-
tachment of United States troops,
and when the British forces came
down from St. Joseph’s Island on the
17th of July, 1812, demanding and
receiving its surrender, they found
only fifty-seven men, including offi-
cers, in the garrison. Porter Hanks,
the commanding officer, in his offi-
cial report to General Hull, calls at-
tention to the small garrison, and to
the fact that the opposing force was
from 900 to 1,000 strong, the greater
part of whom were savages. Again
the flag of England was floating over
the walls of Fort Michillimackinac.
The British at once set in to add to
the defenses of the lIsland, and when
the forces of the United States, un-
der the commands of Colonel Crog-
han and Major Holmes, attempted its
capture, they were defeated and the
greater part of the attacking force
with Major Holmes were killed. No
other attempt was made to effect its
capture, and after the war was over
it was surrendered to the forces of
the United States and was the last
place occupied by the British troops,
and. the final act of the drama. The
Stars and Stripes were raised on the
18th day of July, 1815, and have ever
since floated from the walls. Al-
though the garrison was removed in
1895, it is still kept up ready to de-
fend the liberties and rights of the
people of the land of the free and
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awake
Fairy

the sunrise and) sunset guns
the peaceful retreats of this
Isle.

To-day we have the same walls,
blockhouses and buildings that were
erected years ago. There are but five
original blockhouses of that period
standing in the United States, and we
have three of them here, grim remind-
ers of the days of savage warfare.
The old ktone quarters, built and
used as officers’ quarters since 1780,
are standing, and with the care given
them will stand for 125 years longer.
The old sally-ports, with the attend-
ant drawbridge and portcullis, call at-
tention to the days when the foe
most dreaded was near at hand.

The history of this most interest-
ing place has been written by master
hands and is known to every stu-
dent of history, as well as every one
who has ever heard of Mackinac Is-
land.

Three forts and three flags are all
within sight of each other and to-
day the ruins of the other two forts
can be traced in the crumbling walls
at St. Ignace and Mackinaw City.

Employer Was On To His Game.
“What's the matter with you, Jim-

mie?” asked the kind-hearted e'm-
ployer. “Didn’'t you get enough sleep
last night?”

“1 feel kinda sick, sir,” replied the
junior member of the office force. “I
wasn’t sleepin’.”

“That’s rather unusual,” comment-
ed the kind-hearted employer. “A
somnolent condition seems to be nor-
mal with you. Come over here and
let me see you. H’m! You look rath-
er flushed. Let me see your tongue.
Hah! Quite red. This may be se-
rious, Jimmie.”

The boy shuffled his feet uneasily
and his eyes wandered about the
room.

“There’'s a good deal of grip
about,” said the kind-hearted employ-
er, seriously, rubbing his chin. “Do
you think that you have got the
grip?”

“1 dunno, sir,” replied the boy.

“Because if you have the verybesi
thing you can do is to remain quietly
in a warm, even temperature. 1 think
the office is just about right for you.

Perhaps | could arrange it so that
you could sleephere to-night and
siend word hometo yourmother, so

she would not be worried about you."

“l don't thinkit's the grip, sir,”
said the boy.

“Where do you feel sick?”

“Kinda all over, sir.”

“That looks like a complication,”
said the kind-hearted employer. “It
might be a cardiac affection, with a
touch of laryngitis and a sympathetic
inflammation of the medulla oblon-

gata. Possibly there’s a derange-
ment of the epigastric nerve. | don’t
think it would be wise to neglect

this. Have you got shooting pains
in the lumbar region?”

“l don't think so, sir,”
boy.

“Any buzzing in the ears?”

“No, sir.”

“It’'s a curious case,” said the kind
hearted employer, reflectively. “No
buzzing in the ears? Well. No spots

said the

floating before your eyes, either?”

“No, sir.”

“You think your eyes are all right
—your sight, I mean? You thi"c you
could distinguish moving objects at a
distance?”

“l  guess
squirming.

“And your lungs? You seem a lit-
tle husky, but that might be bron-
chial. Do you think your lungs are
so that you could yell at the top of
your voice for about three hours at a
stretch? Supposing you were look-
ing at something that made you want
to holler, do you think you could
manage it without serious pain?”

“Maybe,” replied the boy. “But |
feel sick,” he added.

“I'll telephone for an ambulance at
once,” said the kind-hearted employ-
er, with an air of concern. “Which
hospital do you prefer, or haven't you
any particular preference?”

“l don’t want to go to no hospital.”

“What do you want to do?”

“l want to go home.”

“You want your mother to care for
you, of course. Do you know of any
bright, neat, careful, industrious boy
whom you would care to recommend
to fill your place?”

“l think I'll be well again by to-
morrow, sir,” said the junior member
of the office force. “If | can jest lie
down this afternoon»—"

“Where’s the game going to be,
Jimmie?” asked the kind-hearted em-
ployer.

so,” replied the boy,

He who gives to be seen usually
has much he wants to hide.
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TWENTY CENTS

will light your store for
30 hours and give you a
bigger candle power
light if you use an Im*
proved Hanson Lighting
System, 100 per cent,
more light at 50 per cent,
less cost than other sys-
tems. Write for descrip-
tive catalogue.

American Gas
Machine Co.

Albert Lea, Minn.

Uusiness

uilders

T Save Your Money

Wny do you pay 25 per cent, more for
your show cases than we charge? Every
case that leaves our factory is guaranteed
to be better built with highest grade of
material—beautiful infinish and design. We
are anxious to prove all our claims to your
entire satisfaction, and if not as repre-
sented we guarantee to pay freight both
ways Catalog and prices upon application

Qeo. S. Smith Store Fixture Co
Grand Rapids, Mich.

Holds Its Own Pretty Well, Doesn’'t It?
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Relative Value of Boys and Girls.

Is a boy worth twice as much to
his parents as a girl would be?

Is the sturdy little son, O father and
mother, twice as precious to you,
and as necessary to your happiness,
as the golden-haired little daughter
that nestles on your breast?

Tf the angel of the flaming sword
hovered over your house, and. it was
yours to direct the fatal hand, would
you lead the dread presence by the
cot where your boy slept to your
daughter’s snow-white bed and say:
“Take her, Death, if I must be rob-
bed of one, for my son is doubly dear
to me?”

Upon whose arm do you lean heav-
ier, O aged parents, now that your
tired old feet are stumbling along
in the valley of the shadow? Whose
voice is it that cheers you, whose
presence that comforts you, whose
hands administer to you more—your
son’s or your daughter’s?

What father or mother can an-
swer these questions honestly and
say that their sons have been twice
as valuable to them as their daugh-
ters?

Yet the law has just settled this
important point and has declared in
cold, hard figures that the life of a
boy is worth twice as much as the
life of a girl.

Some time ago there was a terri-
ble trolley accident in New Jersey.
A street car, full of children on their
way to school, was wrecked. The
light-hearted little things were laugh-
ing and chatting and playing pranks
upon each other, when, suddenly,
everything was silenced by a shriek
of alarm from the whistles of a rail-
road engine that was almost upon
them. The warning came too late
for the motorman to stop the car.
There was a terrible crushing, grind-
ing noise, mingled with childish cries
of agony, as the engine plunged
through the car, and then, when all
was over, nine little mangled bodies
were taken from the wreck. The
trolley company did not deny their
responsibility for the tragedy, and
the courts were simply asked to fix
the amount of damages to be paid
for each death in the catastrophe.

In doing this test cases were made
of a boy and a girl. The boy was
an intelligent, strong and manly lit-
tle fellow, a son of whom any father
might be proud. The girl was a
beautiful and winning creature, who
had already made a notable record
in the high school by her cleverness,
and who was peculiarly beloved by
her family and friends for her sun-
ny and amiable disposition.

Yet, in comparing the loss that the
parents sustained in losing these two
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children, both so full, of promise and
both so dear, the Judge decided that
the loss of the boy was twice as
great a deprivation to his family as
the loss of the daughter was to hers,
and accordingly he awarded the boy's
father a ver*dict of $6,000 against the
Trolley Company, and the girl's fa-
ther $3,000.

Heart and reason alike cry out that
such a decision as this is monstrous,
and that it is not justified by either
sentiment or fact. There is no family
in all the land where the girls are
not just as much beloved as the
boys, and where the death of a
daughter would not be a grief as bit-
ter and as poignant as the death of
any son could be. Indeed, in almost
every home it is the daughter who
is the light of the house. A man
loves his son, he is proud of him,
boastful of him; but from the minute
when he first looks into his little
daughter’s face she holds his heart
in the hollow of her little palm. A
thousand strands, fine as gossamer
and strong as steel, that spring from
the very difference of sex—a chival-
rous pity and tenderness for her
weakness, and helplessness, and a
desire to protect and shield her from
all the hardships of life—draw her
to him as he is never drawn to his
sons; while, for the mother, no
matter how much she may adore her
son, it is to her daughter that she
must look for companionship.

Nor is this all. The daughter nat-
urally fills the larger place in the
family life. It is for his girl baby’s
face that the father watches when
he comes home of an evening, and
not for the boy’s, who is out play-
ing ball. It is the little girl, grown
wondrous womanwise, who fetches
his slippers of an evening, and knows
juit how he likes the light for read-
ing, not the boy, who is busy over
school games and interest, and later
on it is the daughter who brings
music, and laughter, and the cheer-
ful stir of young life to the house,
not the 9on, who is seeking his own
pleasure away from home. So, hard
and cruel as it would be if a father
or mother had to choose between the
loss of a son or a daughter when
both were heart of their hearts and
flesh of their flesh, no one can be-
lieve that they would twice as will-
ingly give up a girl as a boy.

This is, of course, looking at the
matter from the point of the affec-
tions. and it may be objected that
the Judge’s decision was based on
the practical aspects of the case, and
not on sentiment. In awarding the
verdict of $6,000 for the death of the
boy, and $3000 for the death of the
girl, the Judge declared that a boy

was twice as valuable to his family
as a girl for two reasons: First, that
a man’s earning capacity was greater
than a woman’s, and, second, that it
was liable that the girl would marry,
in which case she would cease to be
of any value whatever to her family.
Theoretically this opinion is sound
justice, but in real life it is unjust
because common experience and ob-
servation do hot bear it out. Un-
doubtedly men are better paid for
their work in the majority of cases
than women are, and as a.general
thing a man’s earning capacity is
greater than a woman’s. There are
also many noble and devoted sons
who consider it a pleasure and a
privilege to support their aged pa-
rents, if the parents are poor, but in
ninety-nine cases out of a hundred
where the old father and mother are
dependent on their children you will
find that it is the daughters who
take care of them and who cherish
their declining years, and not the
sons.

The workingman may get double
the wages that the working woman
does, but on Saturday night it is
the girl who takes her pay envelope
home to her poor mother, while the
boy blows in most of his wages
across the saloon counter, or in
friendly games of cards. Look into
almost every poor home and you
will see that the little adornments,
the little comforts, the little pres-
ents, for father and mother come out
of the girl’s thin pocketbook and not
out of the boy’s roll. Take it by and
large and the first thought of almost

W. J. NELSON

Expert Auctioneer

Closing out and reducing stocks of
merchandise a specialty. Address
152 Bntterworth Ave. Grand Rapids, Mich.

BRUSHES

Deck scrubs, floor, wall and ceiling
brushes, wire scrubs 'moulders’ brushes,
radlatorbrwl'm etc.

MICHIQAN BRUSH CO.
211 So. Division St. Grand Rapids, Mich. ,

Qur registered guarantee under National
Pen Food Laws is Serial No. 90

Walter Baker & Co.’s

Chocolate
& Cocoa

Our Cocoa and Choco-
late preparations are
Absolutely Pure—

free from colori
matter, chemical -
vents, or adulterants
Registered! an kll"ld and are
U.8.pat. oft therefore in full con-
formity to the requirements of all
National and State Pure Food Laws.

A O HIGHEST AWARDS .
In Europe and America

Walter Baker & Co. Ltd.

Established 1780, Dorchester, Mass.

Simply
Sells Itself

Kgro

CORN SYRUP

Never was the popular ideal of a truly perfect
syrup so thoroughly appealed to as with Karo
Corn Syrup. This healthful extract of corn

possesses every quality of purity,

whole-

someness and food value, with an exquisite
flavor and genuine goodness that make it

irresistible.

It is a sure self-seller.

No better way to prove its pop-
ularity than having it in stock.
The big Karo publicity campaign
now in the papers will help you.

Jkgiw
m SYfXTl

.cawi flavor .

CORN PRODUCTS MANUFACTURING CO.,

Davenport, lowa.



every working girl is to help the
people at home. She does it as her
highest pleasure, but when a boy
does it, except in rare instances, from
a sense of duty, and with a distinct
feeling that he is a hero and a mar-
tyr and deserves to be canonized.
The honor and the pleasure and the
liberal education, for | consider it
all three, have been vouchsafed me to
come into intimate contact with
thousands of working women, and al-
most without exception every one of
them—no matter how little she was
making—was stinting herself to help
the people at home.

I know nerve-wrecked school
teachers who toil far into the night
over extra work to surround with
luxury a mother once rich and now
poor, so that in all the years of her
altered fortunes she has never miss-
ed the dainties to which she was ac-
customed in her time of prosperity.
I know shop girls who starve them-
selves to educate a little brother or
sister, and | talked once with a lit-
tle woman who was a trick bicycle
rider, who nightly risked her life in
her daring feat, and | asked her if
anything could repay her for the
chances she took of meeting a horri-
ble death.

“Yes,” she answered, “l tell you
what pays me—it's the thought of
what | have been able to do for my
father and mother. They had been
poor and hard-worked all of their
lives, and I've bought them a beauti-
ful home, where they live in every
luxury.”

“My son’s my son till he gets him a
wife,

But my daughter’'s my daughter all

the days of her life.”

This does not redound in spirit to
woman’s credit, but practically it
shows how strong family feeling is
among women, and how loyal a
daughter is to her father and mother.
Most women give their mother-in-
laws a cold welcome, but there is al-
ways a warm place by their fireside
for their own mother, and as a mat-
ter of fact any old couple with no
home of their own are better off with
one daughter than if they had forty
sons and forty daughters-in-law.

Nor is it safe to compute the value
of poor girls who are working to sup-
port their feeble old parents; when
we think of all the sunshine that the
beautiful young daughter brings into
a home; when we think of the lov-
ing care and companionship that a
devoted daughter gives to the old
mother or father, and how lonely
and bow desolate they would be if
left to depend upon a son—no mat-
ter how dutiful, but who is overbur-
dened with his own interests and am-
bition—when we think of all that
and when we hear that the law says
that a boy is worth twice as much
to his parents as a girl, we are bound
to agree with the opinion of the phi-
losopher who once declared that the
law is an ass. Dorothy Dix.

Come To the Front.
When an Ingham county farmer
who had brought potatoes into Lan-
sing to sell was asked if he had any

a minute, and then replied:
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“I've got about forty bushels at
home, but I'll have to ask my son
Bill about selling them.”

“He is the young man | have seen
in town with you several times?”

“Yes.”

“But does Bill run the farm?”

“Ptirty near it. Bill has come to
the front in a wonderful way this
spring. He’s got to be consulted
now about everything.”

“Why, what happened?”

“Wall, along last winter Bill be-
gan to get cantankerous and rub
shoulders with me. | saw that he
wanted taking down a few pegs, and

so | came up town and hired a scrap-

per to go down to the farm and lick
him out of his boots. In a couple
of days the fellow appeared as a
tramp, and as Bill saw him coming,
he said:

“‘Dad, there’s a husky big tramp
coming, and I'm going to knock his
head off.’

““ Better let him alone,” says T

“‘But | feel like scrappin’ and am
goin’ to give him a whirl. Just watch
my left jabs and uppercuts.’”

“And he tackled 'the tramp,
he?” asked the grocer.

“You bet he did.”

“And he was laid

did

for two

up

weeks?”
“Not much. He laid the tramp up
for six. Yes. sir, knocked him out

and broke his jaw and came right
to the front, and now when | go
home and ask Bill if we've got any
turnips to sell | shall take my hat
off to him and let him understand
that it's for him to say ‘Yes' or
‘No.' ™

She Wanted To Know.
Gerald— Somebody advised man to
hitch his wagon to a star.
Genaldine—Is that cheaper than
hiring a boy to hold your horse?

Treat Your Employes Right.

It seems as if the advice contained
in the title should be unnecessary,
but is it? Watch the proprietors of
many stores as they enter their plac-
es of business in the morning. Do
they address each clerk cheerily?
Have they a hearty “Good morn-
ing” for everybody? Often not. They
tell themselves, “I'm IT. Why
should- I ko-tow to my help?”

Now, this is absolutely foolish. No
man has yet been found who is en-
tirely independent, and should there
*by any chance be any, they surely
will not be found among mer-
chants. The success of all merchants
depends largely upon the degree of
co-operation they can arouse on the
part of their clerks, and treating

clerks distantly is not one way of
rousing this co-operative spirit. A
cheerful  “Good  morning, Miss

Sweet,” or a hearty “Good morning,
Mr. Walker,” on the contrary, will
accomplish wonders. This is a lit-
tle thing, but it pays.

Then, do you invite co-operation
or do you repel it? Do you permit
your clerks to give you suggestions,
or do you know it all? Have you
ever a word of praise or do all things
look alike to you? Do you dock a
man for being late, and work him
overtime without compensation? Do
you raise aclerk’s pay when it should
be raised, or do you “work him” for
all you are worth, and for all he will
stand? Answer, “yes” or “no,” as
your conscience dictates, and take a
look at yourself in a convenient mir-
ror, and view a man who knows a
man who is either ahappy man or an
unhappy man, an honest, fair-mind-
ed man or a duffer and rascal
Which? What's your answer?—Ad-
vertising World.

Lying usually is a plan of hiding
one blemish with a bigger one.
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Light Economy

_ Your lighting expenses can be most effect-
ively reduced "by using superior lighting sys-
tems. The improved Swem Gas System not
onlc}/ costs less to operate but gives a clearer
and brighter light. "Write us.

SWEM GAS MACHINE CO. Waterloo, la.

Mica Axle Grease

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

Hand Separator Oil

is free from gum and is anti-rust
and anti-corrosive. Put up in y2,
1 and 5 gallon cans.

STANDARD OIL CO.
GRAND RAPIDS, MICH

Chas. A. Coye

Manufacturer of

Awnings, Tents

Flags and Covers
Send for sanples and prices
11 and 9 Pearl St.
Grand Rapids, Michigan
Mention this paper.

»ym

The Trade can Trust any promise made
In the name of SAPOLIO; and, therefore,
there need be no hesitation about stocking

AIND SAPOLIO

It is boldly advertised, and

will

both

sell

and satisfy.

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways__delicate
turnips to dispose of, he thought for enough lor 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 «fiKt,
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INCREASING SALES.

Lesson To Be Learned from an Ob-
solete Proverb.

Proverbs, maxims, epigrams, etc.,

are good things to be guided by—
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character of the foundation on
Iwhich his business is built depends
absolutely upon the quality of the
articles he handles, and to a certain
extent on the consistency of the
iprices he charges. The judicious and

at the proper time, however, and in would-be successful trader, therefore,
the proper place and under the prop-iknows that his goods must possess
er conditions. We see them printed jmerit, must have true, sterling val-
on cards in various styles and col-lue. That is of primary importance.
ors and pasted or hung up in our |[The quotation of prices is frequently
stores, offices and factories, or placed of a subsidiary nature, for “the
there on the desk, in front of our jquality of the goods is remembered
eyes; in a word, they are made use |long after the price is forgotten,”
of in every conceivable form and jyet there must be harmony between

manner. When they are appropriate |the two. When buying hisi stock he
for the particular occasion and chos- |will not allow tempting profits to
en with tact and discretion, they cer- |warp his good judgment. In mak-

the
the

tainly work for the good of
cause; otherwise they defeat
very object in view.

Years ago there was one particu-
lar adage that reigned supreme
among the business folk of that
time, and that was: “Happy is he
who is contented with his lot;” but
the advent of modern methods of ad-
vertising exposed the folly of that
statement from a business viewpoint,
and that pet quotation began to lose
its might and significance. In fact,
the vast amount of advertising now
being done by our manufacturers
and merchants is one of the surest
signs that we are living in an age of
progress. Yet, notwithstanding this,
it is really remarkable to find how
many hardware dealers still remain
in the background and with folded
arms and peaceful hearts gladly re-
sign to the law laid down by the
proverb mentioned above. Approach
them with some advertising propo-
sition, prove to them that it will
help to increase their business, put

ling up his list he will bear in mind
ithe particular class of people he in-
Itends to cater to or expects will pat-
ronize  him. The overlooking of
this vital element, when buying, in-
variably results in the dealer load-
ing himself with goods that are a
veritable millstone round his neck.
Previous to his placing the order, he
will make it his business to know
(exactly which manufacturer turns out
|the best of a certain article at a cer-
ltain price and the promptness with
|which he makes deliveries.

Having then stocked his store with
the right goods at the right prices
for the right people, the question of
selling his wares to the best possible
advantage in the shortest time possi-
ble confronts him. It is right at this
juncture that he resorts to adver-
tising. and that solves the prob-
lem.

Now a majority of people fail to
realize the full import and purpose
iof advertising. Some imagine that
|that word is used only in reference

money in their pockets, and the ster Jto announcements of goods for sale

eotyped reply will be: “No, thank
you. We don't care for more busi-
ness. We're perfectly satisfied with

what we are doing now.”

linserted in newspapers and other pe
Iriodicals. Others go a little farther
jand say that it covers any piece of
jliterature that is designed to inter-

But, without considering this class jest the public in a certain article and

of people, let us direct the search-

|create a demand for it. That s,

light on the principles pursued by j however, only one phase of advertis-

the typical, aggressive hardwareman
who supposedly takes advantage of
each and every possible opportunity

ling. The word in itself practically
means to sell. It is absolutely im-
Imaterial what methods of business

towards promoting sales, more sales [one may adopt; if they conduce to
and still more sales; and what do we 'sell his articles, they come under the
find?. He, too, unconsciously though, |category of advertising. There are
is often nodding his head practical- personal advertising and silent. The
ly to the same tune set up by that Iformer refers to the salesmen bc-
old maxim aforementioned. Let us |hind the counter; the latter to writ-

follow step by step the tactics
adopted by the up-to-date, shrewd
and experienced dealer, and we will
then be able to asterisk just where
he is caught nodding.

The hardwareman is of course in
business to sell his goods and make
a fair and reasonable profit on the
capital he employs in so doing. The

ten salesmanship, such as advertise-
ments in the papers, booklets, fold-
ers. etc., and particularly does your
show window come under this head.

Retracing our steps to the dealer
who is now about to clear his
shelves of his stock, he, in the first
place, engages his salesmen with
lcare and discretion. He satisfies

himself that they have a knowledge
of human nature, that they possess

| Clark-Rutka-Weaver Co.
tact and judgment and are thorough-

ly familiar with the  hardware agents for
trade. Then he turns his atten- [ 79
tion to his show window. He

has learned enough to know that
that is his letter of introduction to
the public and appreciates the value
of an expertly trimmed window—one
that attracts, suggests and makes
enquirers out of passers-by. He will
endeavor to see that a certain indi-
viduality typifies his particular store.
He will inculcate system in every de-
partment. He will believe in foster-
ing the personal element in all his
transactions and greet personally all
the customers he can. But every-
body in the town does not know of
him, his goods, nor the exceptional
advantages he is prepared to offer
his patrons, so he makes his procla-
mations either in the papers or
through the medium, of circulars. He
knows exactly the .minds of the peo-
ple he is appealing to and couches
his statements and arguments in
terms that will influence them. He
does not expect wonders from a sin-
gle advertisement any more than he
would from a single watering of has
garden. Persistency is his creed;
and after having bought his goods
wisely, after carefully selecting his
salesmen, after exerting his skill in
the manipulation of his show win-
dow display, after spending money
for printing circulars, folders, etc.,
and after paying the bills for space
used in the papers, his entire and
steady aim—to get the customers to
the store—is at last crowned with
success.

So far, so good. The customer
steps in with a somewhat hesitating
air, asks for what he wants, gets
treated courteously and promptly,

Paints and Varnishes

Send mail orders or call
us by phone

New Era Paint
Michigan Seal White Lead
Paint Removers, Etc.

All kinds of
Shelf and Heavy

Hardware

2 to 46 So. looia St.
Qrand Rapids, Michigan

Foster,
Stevens & Co.

Wholesale

IHardware |

Fire Arms
and Ammunition

33-35-37-39-41 Louis St.

Established In 1873 10 and 12 Monroe St.

Best Equipped
Plrm In the State

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

Grand Rapids, Michigan

Lightning Rods

We manufacture for the trade—All Kinds of
Section Rods and Copper Wire Cables.

E. A. FOY & CO.

410 E. Eighth St. Cincinnati, O.

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

THE NEW IOWA))

The Easiest Selling and Stays Sold.

Aw rdjd the Only Gold Medal at the
Jam.stowD Exposition.

The New lowa is entirely different from
any other makes of cream separators. It has
all the good features of other makes and a
great manyentirely new and practical improve-
ments not possessed by any of its competitors.

It has a low supply can, gear entirely en-
closed, smallest bowl on earth with a large
skimming capacity. It will skim thick or thin
Cream, hot or cold milk. Upon investigation
you will be convinced of the phenomenal mer-
its of the New lowa which Is built accurate
and strong in the best equipped cream separa-
tor factory in the world.

Write for our new and large Illustrated
and descriptive catalog or ask to have our
traveling representative call on you with a
separator and demonstrate its unequaUed
merits.

Co.. Bridge St., Waterloo, lowa.



either by the dealer himself or by
his salesmen, there is an exchange
of greetings and the customer walks
out. It is right here, Mr. Dealer,
where you are caught nodding un-
consciously to the tune of “Happy
is he who is contented with his
lot.”

Now, mentally considered, when
the customer enters your store he is
in a good frame of mind, responsive
and susceptible to all impressions
connected with the idea of purchas-
ing. Those few minutes are golden
ones to you. You have been lying
in wait for them, have spent time,
brains and money to snatch at them
—therefore don't be contented with
what the customer offers you in the
way of business, but use all the tact,
all the knowledge of human nature
that is in you towards selling him
more goods, and making him feel,
at the same time, that the certain
articles you are trying to sell him
are just as indispensable to him as
his first purchase. Do not be too
insistent, however. You simply
press the button -of suggestion, sea-
soned with just enough persuasion,
and the customer will do the rest
unconsciously. You will be gratified
with the results if the plan is worked
correctly.

When the prospect comes in and
asks for a certain article, just let
him have it in the usual way, but de-
lay making out the bill. Instead, be-
gin to suggest articles that are em-
ployed in some way or other in con-
nection with what he just purchas-
ed. Of course, the goods so brought
to his attention should be of a
subordinate character if possible,
and if your assistant is standing idle
at your side, give him the hint so
that before the customer can have a
chance to put you off you have the
goods right there on the counter.
The customer will then find it
might.y irresistible to tear himsedf
away from you. Make it a point to
connect the article you are endeav-
oring to Sell him with that just sold,
in so far as quality, adaptability, etc.,
are concerned.

Let us suppose, for example, that
a man came into your store and ask-
ed for a lawn mower—obviously you
would not suggest to him buying a
stove, but it would be appropriate
enough to call his attention to the
fact that you have grass rakes and
shears, garden hose, and such other
accessories which he ought to use in
connection with a lawn mower. Ac-
-cordingly you will proceed to show
him as quickly as you can the goods
themselves, and you will be agreea-
bly surprised to find how readily
he will yield to a little gentle but
firm pressure on your part if you em-
phasize in the proper manner the fact
sthat the extra purchases are almost
as essential as the original one, and
so incite a desire on his part to pro-
cure them.

Practice of this selling subtlety
will make you an adept at it, and if
the pages of the credit side of your
ledger carry larger figures than they
have been doing up to now, the mis-
sion of this article will have been ful-
filled.

On the other hand, should your
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customer be a determined man, and
your efforts in the direction outlined
above be futile, even then don't be
contented. Have some neat and
attractive folders ready and place one
in his package. Let the headline re-
fer to his purchase. “If you're pleas-
ed, tell your friends; if not, tell us,”
or “Come in and complain if it does
not do you justice,” and other simi-
lar sayings could be invented for the
purpose. You secure free advertis-
ing then, if nothing else, and that is
really, after all, the main lever of
your business. On leaving, tell the
customer you’ll be glad to have him
call and let you know how the arti-
cles he bought wear, etc.

Remember that a few minutes’
personal talk of the right kind is the
cement that binds you and your cus-
tomers inseparably together; and if
you get the golden opportunity of en-
couraging your patrons to further
purchases and convincing them that
you strongly appreciate their friend-
ship and trade, why should you not
embrace it with both your anms in-
stead of nodding to the tune of that
obsolete and impractical proverb?—
R. M. Sherlock in Hardware.

Take a Day Off Occasionally.

Take a day off occasionally and
go to some strange town; there
study windows and store interiors,
unbiased by the prejudices and pref-
erences that always warp your judg-
ment in the midst of your own busi-
ness acquaintances. Besides, whole
towns sometimes get into a single
rut; and then again, whole towns not
far away may be most wondroirsly
enterprising or may release their sur-
plus energy along channels new to
us.

In the home town we can never
get quite away from the tradesman's
end of the telescope. In a strange
place we are only one of the gazing
crowd and we see things from a dif-
ferent point of view.

dhe comments of these passing
strangers, too, will do us good. A
casual criticism may point out a
fault in window construction that we
have been guilty of a hundred times
and never noticed. If one of our
neighbors dared to call attention to
it we would say to ourselves, “Oh,
well, that is only old Mossback’s
judgment; what does he know about
window dressing? He never dress-
ed a window in his life.” The criti-
cism of a stranger forces us to real-
ize that this is the way our window
looks to some of the public, and we
profit by the suggestion.

An occasional day spent away
from familiar scenes is a good thing
in any case, although we are too apt
to spend it in some big city, where,
we mistakenly believe, all good ideas
originate. Sometimes we could learn
more of practical value in our every-
day business by spending the time
in some town similar to our own,
where the people are no more metro-
politan in their tastes, and where
their natural limitations are more in
harmony with ours.

A country town of 4,000 people
may learn much from a city many
times its size, but much of it will be
little suited to rural conditions. The

small town needs some of its lessons
from progressive members of a simi-
lar class.

Take your day off among a class
of people similar to your own towns-
men in taste, necessities and envir-
onments. Take it, not in a spirit of
rivalry or criticism; neither take it
with the idea that nothing good or
worthy of imitation can be found in
your own town. Study your lesson
with a desire to learn; with a de-
sire to make your own town better
in the future if it is behind the times
a little at some points, and to ap-

preciate it all the more heartily
wherever it is found to be in the
lead. And always remember that

there are others in this great old
world who can excel us in some
ways, and who will surely do so
if we fail to keep alive.—Hardware.

A Caustic Comment.

He—1 see that in Norway when a
woman travels on the railways with
her husband she has to pay but half
fare.

She—That’s an improvement. In
this country she frequently has to
pay her fare and her husband’s, too.

The eas-

iest selling The C"pper

Mower on The modern

tbe mar- Mower demanded

ket by the trade.
Send for

circular.

Clipper Lawn Mower Co.
DIXON, ILL.

Manufacturer of Hand and Pony Mow-
ersand Marine Gasoline Engines
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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.
lonia, Fountain and Division Sts.
Opposite Morton House

Harness

Ours is
Made of the Best Material

Have You Our
Catalog?

Prompt Shipments

Brown & Sehler Co.
Manufacturers
Qrand Rapids, Mich.

WHOLESALE

Quality Always
Wins

This is the reason our

Harness Trade

has increased so much
and why we can guar-
antee absolute satis-
faction, as it's ALL
IN THE QUALITY.

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

Clearance Sale of

Second-Hand

Automobiles

Franklins, Cadillacs, Winton, Marion
Waverly Electric, White Steamer and others.
Write for bargain list.

Adams & Hart iZiSESTUU.

Our Crackerjack No. 25

Improve Your Store

Up-to-date fixtures are your best
asset and greatest trade winner.

Send for our catalogue showing the
latest ideas in modern store outfitting.

QRAND RAPIDS SHOW CASE CO.
ORAND RAPIDS, MICH.

New York Office, 750 Broadway
(Same floor ag McKenna Bros. Brass Co.)
St. Lonis Office, 1331 Washington Ave.
Under onr own management

The Largest Show Case Plant In the World
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STORY OF DOLGEVILLE.

Rise and Fall of a Socialistic En-
terprise.

The news of the death of Alfred
Dolge several weeks ago at Dolge-
ville, N. Y., recalls the story of the
rise and fall of the working colony
that bears his name. The Dolgeville
idea was that of profit-sharing by em-
ployes according to merit and was
worked out by this poor German
youth, a piano maker by trade, when
he began to establish a factory. Like
many other similar schemes, it got
along all right until it achieved a gen-
eral reputation.

When Dolgeville ceased to be en-
tirely a factory town and became in
part a model working community on
exhibition its integrity began to tot-
ter. Eventually, although apparently
a sound financial organization, it fail-
ed and Alfred Dolge was declared a
bankrupt. His community passed in-
to other hands and he left for the
West to begin all over again.
Beginning of Mr. Dolge’s Life Work.

The story goes that Alfred Dolge’s
father in Germany was a rabid So-
cialist and was condemned to death
as such. The sentence was changed
first to seven years’ imprisonment and
then dropped. Perhaps it was the ex-
ample of the treatment of his father,
or perhaps it was that he had what he
considered better ideas, which influ-
enced Alfred Dolge when he came to
this country. He was educated in the
common schools in Leipzig, which he
left when he was 18 years old to come
here. He worked at the bench as a
piano maker and established himself
in business as an importer of piano
felts in 1869. Later on he got the
idea that it would be well to make the
felts in this country instead of send-
ing away for them.

His First Factory.

In 1869, therefore, he established in
New York City the first factory for
the manufacture of piano felts and ot
felt shoes in the country. He was
then 21 years old and believed that
men would do better work if encour
aged by money premiums on their
activities. Thus he felt that profit
sharing should not be conducted on
the basis of the total profits of an
enterprise but that men who worked
in a certain department should get a
premium if their particular depart-
ment made money even if the fac-
tory as a whole lost.

His Ideas Were New and Daring.

These ideas were new and daring
at the time, but no particular atten
tion was called to the establishment
at Brackett’'s Bridge, not far from
Little Falls, N. Y., in 1874, of the

community that came to be known as
Dolgeville. When Dolge arrived there
were a few huts, a deserted tannery
and a powerful stream dropping down
through a gorge. The air was keen
and healthful and it was a good place
for a factory enterprise, the more so
because land was cheap. Dolge got
it at his own terms and transferred
his operations from the city.

Developing the Brains of Employes.

The idea of personal interest was
carried beyond merely rewarding the
diligent department employe. If a
man thought out a labor-saving de-
vice and took it to Dolge the latter
spent what money was required to
prove it worthy or useless. If the in-
vention was valuable the inventor gov
from Dolge the amount the new de-
vice saved over the established sys-
tem, from that sum being deducted
the amount of money laid out by
Dolge in fitting up the invention for
its original test. In this way, between
premiums for good work and their
inventions, many of the men were
very well off indeed.

If a carpenter employed to set up
a shed about a piece of machinery did
his work so that the machinery was
damaged work was done over at the
expense of the carpenter, who also
had to pay for the deterioration in
the machinery. This was taken out
of his share in the surplus, never out
of his wages.

Introduced Labor Insurance.

A system of labor insurance was
adopted. For every five years of con
secutive service an employe re-
ceived a policy for $,000. The poli-
cies were limited in value to $3000,
but they cost the employe nothing.
A pension system was established,
operating in case of accident or old
age and starting with 50 per cent, of
the employe’s wages, running up by
steps of 10 per cent, until the full sum
was reached. For every 10 years of
service before he became 60 years of
age the employe had 10 per cent, add-
ed. For every so many years of life
after an accident the employe profited
too.

In some years Dolge paid out more
than one-third of his profits in pen-
sions, insurance and the like, not
counting the premiums to good work-
men and endowments. His idea was,
"Improved machinery may be invent-
ed, but improved workmen may only
be developed.”

Dolge married in 1868 Anna Au
gusta Horn. They had two sons,
Henry and Rudolph. Rudolph was
in the firm of Alfred Dolge & Son.
With Alfred Dolge in his working
community up the State lived his fath-

er, whom he brought over from Ger-
many when prosperity came.
Growth and Failure of the Business.

The original investment in Dolge-
ville was less than $30,000. The busi-
ness grew to be 50 times that size,
but the end of the system of “eco-
nomic distribution of earnings,” as
Dolge called it, came in 1898 On
January 1 of that year Bradstreet's
published a statement that showed
the firm to have $1,298,999 assets; lia-
bilities $331,205. Added to this were
individual assets of Alfred Dolge,
$469,761, making a total net surplus
of $1,437,555. However, the assets
were not quick, being mostly in real
estate, and the firm was a heavy bor-
rower of money for running expenses.
The system of paying the employes
limited the cash.

The beginning of 1898, with the war
scare, cut the value of commercial
paper, and the firm, unable to raise
money, went into the hands of a re-
ceiver. That in effect put an end to
the community which was established
in 1874 with a few hands and ended
with 700 operatives in 1898.

New Dolgeville Founded.

In 1899 Dolge, having been declared
a bankrupt, left for the West. He es-
tablished himself in the San Gabriel
Valley in California, where he began
with the help of the Southern Pacific
Railroad Company another commun-
ity which also was called Dolgeville.
This was not a manufacturing settle-
ment, however, because he is spoken
of as a viticulturist. He returned re-
cently to Dolgeville, N. Y., to visit a
son, and died there at the age of
60 years.— Shoe Retailer.

Best Methods To Push Sales ot
Findings.

Reports from the findings manu-
facturers and jobbers show that the
findings business has picked up won-
derfully. Some dealers, for some un-
explained reason, stopped buying
findings when the financial flurry of
last fall began, and December, Janu-
ary and February were dull months
with the findings houses. The re-
sult was that March and April have
proved to be splendid months. The
demand for tan silk laces, for exam-
ple, was particularly strong early in
April, and as Easter drew near those
who had not made purchases began
to wire in their orders. They realized
that they had made a serious mis-
take in not placing their orders in the
fall when the salesmen called.

Now we advise that you do not
let this happen again this year. When
the salesmen call with their fall sam-
ples buy, even though you feel
obliged to buy in limited quantities.

Hints for May Trade.

It is “up to you” to figure out what
is the best method to adopt to push
May sales in shoes and findings. Do
not cut shoe prices and avoid cutting
findings prices. The tan shoes this
spring have medium size eyelets, but
plenty large enough to accommodate
a lace an inch in width. Now that
tans are selling like hot cakes, ar-
range with your jobber to have a
good supply of tan laces on hand in
May. Also have good tan shoe pol-
ish. and. like the laces, show it to

each tan shoe customer. Of course,
if you are waiting on two or three
persons you can not do this, but un-
der ordinary circumstances you can
and you will be surprised at the num-
ber of extra sales you will make.

White shoe cleaner will not be in
large demand this spring. Yet it is
well to have a small supply on hand,
as June weather will bring out white
shoes of the “sweet girl graduates,”
and the June-time brides will no
doubt buy white slippers, and, of
course a bottle of cleaner, or whiten-
er, to go with the shoes.

Heel Protectors and Can’t Slips.

Do you sell heel protectors and
can't slips? These you should have
in good supply in May. The heel
protectors save the stockings and pre-
vent shoes slipping at the heel. The
can't-slips are pasted into the counter
to keep oxfords from slipping off.
These little articles oftimes help to
sell a pair of oxfords where the pros-
pective purchaser complains of their
slipping or sliding at the heel.

Don’'t overlook the black leather
dressings. While 50 per cent, of your
sales may be of tan shoes, yet black
shoes will always be sold, and black
dressings and shoe pastes are always
essential to a complete findings de-
partment.

Hot Weather Necessities.

Tn the hot days corns and bunions
give more pain than ordinarily, as the
feet are apt to swell. Carry a good,
safe line of corn remedy, or plasters,
also bunion protectors. Foot powder
is also timely in May.

Keep Separate Record of All Sales.

Starting in May why not keep a
separate account of your findings de-
partment? For instance, take an in-
ventory of stock on April 30th, and
then keep a careful record of sales
and purchases. It is a good plan to
take stock every month, or even bet-
ter, to keep a record of the daily sales,
so that you may have a constant
record of your department. Such a
record would show you how much
you have made on the sale of different
articles, and also how much hosiery,
heel cushions, polish, polishers, daub-
ers, corn remedy, shoe trees, etc., etc.
you have sold in each month.

An Invaluable Help.

Do you realize what an invaluable
help this would be to you the coming
year in making your purchases? li
would also show you in what months
the several articles sold best, and
further, which clerks are disposing of
the most findings. Of course, if you
have a young man or woman at the
findings counter the clerks would not
enter into it. Take the two summer
months of July and August, for an-
other idea, and in July simply ask tilt
clerks to push shoe trees as hard as
possible. In August, tell them you
will give them a “P. M.” on every
pair sold. At the end of August fig-
ure up the total sales of each month,
and you will then know if the “P.
M.” system has paid you. If it has
been successful you no doubt will
continue it—Shoe Retailer.

The recreation that makes con-
science squirm is almost sure to be
desecration.
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When you sell

our
/

Overland
Shoes

You are sure to have
satisfied customers

When your customer is satisfied he
will come again and will
also send others

Overland Shoes Are Trade
Builders

Grand Rapids Shoe & Rubber Co.
Headquarters for Hood Rubbers Grand Rapids, Mich.

11111 INMTRADE MARK

It Never Rains Money

Opportunity is always ready to go more than halfway,
to meet you, but a record of the shoe business for the last
fifty years will show that the substantial success has come to
the fellow with the strong lines like H. B Hard Pans on his
shelves and who is not afraid to hustle.

Better values and better treatment attract new trade.
“Where there’s a boy there’s a family.” If you’re looking
for a selling plan that will stimulate the family trade, the

“Natural Chap” will cover your
particular case.

The facts for a postal. Send
it today.

Herold=Bertsch
Shoe Co.

Makers

of the original
No. 923 Elkskin Bicycle Cut H. B. Hard Pans
Men’s, Boys’ and Youths’

Black or Olive i i
Nailed and Fair Stitched Qrand Rapids, Mich.
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Our shoes exercise a persuasive influence
on their wearers that’s always sure to bring

them back for another pair.

There are two causes for this. One is fit!
They are always comfortable. And the other
is that our shoes last a great deal longer
under severe hard usage than the ordinary

every day variety.

In fact, our trade-mark is a symbol for
a line of shoes that has for years repeatedly

withstood every hard wear test.

Rtndge, Kalmback, Logie & Co.t Ltd.

Grand Rapids, Mich.

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

Is the Good
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Shoe Patterns Shown by Michigan Jobbers and Manufacturers

BLUCHER Shown by Michigan Shoe Co. OXFORD

Shown by Grand Rapids Shoe & Rubber Co. Shown by Grand Rapids Shoe & Rubber Co.

SKIPPER RUBBER

Shown by Grand Rapids Shoe & Rubber Co.

MEN’'S WORK LADIES’

Shown by Herold-Bertsch Shoe Co. Shown by Michigan Shoe Co.

MEN’S WORK BLUCHER HEAVY BOYS*

Shown by Herold-Bertsch Shoe Co. Shown by Hcrpld-Bertscb Shoo Co.



How Dutch Dummies Made Shoe
Displays Different.
Written for the Tradesman.

A large shoe window may be made
to draw all the attention to itself that
the most eager trimmer might de-
sire.

Shoes alone, if up-to-date, and
styles snappy, are always interesting,
whether they be for men or for
women or for youths or for the tiny
tots, but the interest in them may
be increased many, many fold if the
aid of some shoe manufacturer be en-
listed.

A window decorator 1 know re-
cently put this theory into practice,
lie had had the idea revolving in his
cranium for some little time, but oth-
er plans kept crowding it to the rear.
When he finally did carry it out, his
success was even beyond his expec-
tations.

I will let .hilm tell about it in his
own words:

“Well, | at last swung around to
this particular window that | had .had
in my mind for quite a while.

“First, my floor must be appropri-
ate. As a general thing, window
dressers employed in a shoe store get
their accessories entirely too dainty.
Tn my opinion, the floor should be a
covering that would not be too fine
to be actually walked on. T may be
mistaken in this, but | think not. Of
course, for special occasion's that call
for something out of the ordinary, it
is all right to have a window with
delicate coloring or even white for
the floor and background; otherwise
not.

MICHIGAN TRADESMAN

“Turkish or crash toweling, denim,
plain or figured burlap, linoleum or
carpeting of all grades—all are ex-
cellent for the floor. The changes
may be rung on these special mate-
rials with telling effect. Indeed, one
of the best windows | ever got up
had old-fashioned rag 'carpeting on
the floor—what our grandimothers
used to call ‘hit-an’-miss.’

“l borrowed a dummy of a fellow
window trimmer in a dry goods store,
a man who is always extremely ac-
commodating. We lend each other
things back and forth. It was a real
nice dummy—one that minded you
when you told it to sit down. Some
of 'em, you know, you can’t induce
to be seated for love or money, but
this one’s joints wore so very limber
that she would do exactly as she was
bidden.

“l got some gingham duds for her
from an old Holland lady, filled her
out—the dummy, not the Holland
lady—with pillows an’ things, until
she had the typical Holland figure—
that of a woman who has let her
shape go. | put a fierce brown wig
over the hair with which Nature—
under the guise of her manufac-
turer—had endowed her, topped that
off with a lace cap and those fear-
ful and wonderful silver-wire cork-
screw's with which Old Countrywom-
en deck themselves out on their na-
tive heath, but which custom they
drop soon after reaching our shores.

“l placed the dummy, thus attired,
in a large old-fashioned rocking chair
with spindle back and wooden seat,
and put a long, red, half-finished sock

in her hands and a ball of yarn in her
pocket as if she was knitting. |
bought the lay-out of that same Hol-
land woman. They were so bright
that they could be sighted half a
block off; many came way across the
street to see what the old lady was
up to. That dummy, although not
exactly a Spiritualist, still might have
been called a good advertising me-
dium.

“She had on some of our coarse
felt shoes (enormous size), and | fix-
ed her feet so that these shoes
should be conspicuous below her red-
and-White-striped all-wool—and very
near yard-wide—hosiery.

“l tell you she was a sight to be-
hold. Rut, do you know, that week
we sold twice as many felt shoes as
usual, which showed conclusively
enough that our extra trade was
drawn by that Dutch peacherino in
the front window!

“The following week we varied
matters by placing a big Dutch doll
in the peacher.ino’s arms, piling baby
shoes a foot deep all over the win-
dow. For this exhibit we had her
standing up, the better to call atten-
tion to the baby shoes all around
her.

“We put an enormous placard
against the background reading:

For
Little
Dutch Babies
And Those
of
All
Other
Nationalities.

500 Candle Power for
\ Cent Per Hour

1,500 Machines in Daily Use in Michigan Alone

No fire was ever caused by one of these machines.
No smoke.
So simple that the most inexperienced can operate it.

No soot.

perfectly safe or no sale.

Occupies small space.

Step In
And
Take

Your Pick.

“The next week this scene was pre-
sented:

“A wooden gate separating the
window into halves, with the afore-
said peacherino on one side and a
Holland man dummy on the other,
the intervening gate proving no bar
to a kissing bee going on above the
pickets.

“A placard depended from the
pickets so that it lay flat against the
window Where all could read:

“‘Swinging on the gate?
Yes, we can't deny it.
They think it's fun!
Don’t you want to try it?’

“The oscillatory peacherino and her
beau each had a pair of our shoes
hanging on their arm.”

Such “distinctly different” displays
as these can not help but set tongues
awagging and awagging with profit
to their originator.  Jennie Alcott.

How the Other Half Lives.
A lady philanthropist was applied

to for charity by a well-dressed
woman.

“Are you married?” was the ques-
tion.

“Yes.”

“What is your husband?”

.“Out of work.”

“But what is he when he is in
work?” asked the philanthropist.
“You don't understand, miss,” was
the reply. “He’s a regular out-0'-
worker.”

Never had a single explosion.

We guarantee the machine to be

Satisfaction guaranteed.

Write today for prices, giving us size of store,
church or dwelling, number of lights required and cost
of gasoline in your locality, and we will at once tell
you not only cost of plant but what it will cost you
to operate it.

IDEAL LIGHT & FUEL CO.

REED CITY, JVUCH.

W. R Minnick, Michigan Sales M.

Grand Rapids Office, 313 Houseman Bldg.
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WON BY A WATERWAY.

Where Railroad Impudence Was Not
Backed by Tact.
Written for the Tradesman.

Monopoly is a bad thing.

It is not only bad for people who
do business with it, but often for
those who have money invested in it.

People hate a monopoly, and do all
they can to beat it, and it is risky
doing business with hostile patrons.

Many a business concern has been
brought to grief by having too sure
a thing. Rivals are always trying
to get the best of a sure-thing game,
and insulted and over-charged cus-
tomers are usually willing to help
them.

There was the case of the M. U.
D. Railroad Company. If ever there
was a corporation that had a cinch,
that one had. It ran from an East
and West line away up into a land
of potatoes, railroad ties, cordwood
and fence posts. It was a wabbly
line, running over swales and through
pine barrens, with a train a day each
way if the officials didn't lay off for
a rest.

It was a weak little road, but the
officials were cold and haughty. The

president, and the superintendent,
and the passenger agent, and the
freight agent, and leading stock-

holders, all had private cars, and they
used to lay them out on sidings and
shoot at the farmers’ pet stock on
the theory that they were away in
the heart of Nature.

Shippers along the line used to
say that they had to go after the
station agents with a ten-dollar note
or a gun in order to get a car when-
ever they had something to ship. But,
notwithstanding all these drawbacks,
the line paid big dividends, after the
original stockholders had been froz-
en out by the bondholders. Twice
in ten years a stock dividend had
been declared, showing how easy it
is to double your money in legitimate
business when you have a majority of
the stock.

One day Dad Gridley went down
to Redding to see about cars for
some potatoes he had raised and
contracted for. Redding is right in
the heart of the potato and fence-
post district of the road. In those
days the company was sending its
profits away from the town in bales.
Dad found Crofts, the agent, sitting
in his private office, smoking a good
cigar and laughing over a comic in-
cident in a recent railroad wreck
where several passengers had been
killed because a senile switchman
had slept at his post.

“l want to get three cars early
next week,” said Dad, venturing in-
to the private office without remov-
ing his hat. “I've got a lot of tub-
ers that must be shipped out before
the frost comes.”

Crofts, who copied his manners,
and his clothes, and his tricks of
speech from the highbrows of the
company, looked up with scorn in his
eyes. Then he again fixed his at-
tention on his newspaper.

“What about it?” demanded Dad.

“Oh,” said Crofts, “I didn't know
you were in here. Didn’'t hear you
knock, you know.”
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“What about the cars?” said Dad,
trying to look as if he liked to be
talked to in that way.

“What cars?”

“Three cars! Potato cars! Freight
cars! Early in the week!”

Dad was becoming provoked.

“l didn't hear you say anything
about cars,” said Crofts. “I didn't even
hear you knock before you came in-
to my private office.”

“Look here,” said Dad, “if 1 go
back out there in that cattle-pen of a
waiting room and stick my face up
to that little peek-hole, and speak
soft an’ low an’ humble, do you think
you might possibly hear me ask you
for three freight cars early next
week?”

“We can’'t let you have any cars

next week,” said Crofts. “We are
short of cars just now.”

“When can | have them?”

“l don't know, I'm sure, not be-

ing a mind reader.”

“But my potatoes will freeze.”

“Sell them to Fading. He's got a
place to store ’'em.”

“Yes. Sell 'em to Fading for eight
cents a bushel! What is the use of
your crippled old line if we can't
ship things?”

Crofts went back to his paper, and
Dad went out and repeated such
parts of the dictionary as he had
been whipped for remembering while
at school. He sat long that night
in front of his open fireplace. Every
shipper in the district had the same
trouble in getting cars. Often pota-
toes froze and rotted on their hands.
And that was not the worst of it
Freight rates were so high that the
Railroad Company made more mon-
ey carrying a bushel of potatoes than
the farmer did in raising them. The
road surely had the country by the
scurff of the neck, and was pinching
quite plenty.

“There isn't much use of raising
things,” Dad concluded. “Fading is
Croft’s uncle, and Crofts holds cars
back so we will have to sell to Far-
ling, who is the only man about here
who can get cars whenever he wants
them. We shall have to do some-
thing to the M. U. D. Railroad Com-
pany.”

Dad Gridley was a busy man dur-
ing the next few days, and at the end
of that time about a hundred farm-
ers met at Grange hall, just outside
of town. Crofts knew that* some-
thing was going on, and sent a spy
to soak up the proceedings. The
spy was discovered, tossed out, and
rolled in the mud. This excitement
over, Dad stood up to make the first
speech of his life.

“l know when I'm down and out,”
he said, “and | know that I'm that
right now, although | hope the con-
dition is a temporary one. The rail-
road has us up against the ropes,
if you know what that means. We
can't get cars. All we can get is
rates! Now, there’s a river out here
running into Cedar Bay, and Cedar
Bay connects with the lake, and ves-
sels ply up and down the lake to a
better market that the railroad
reaches.”

“How are we going to get the
goods down to the lake?” demanded
an old fellow who had lost two

thousand dollars in potatoes the
previous year. “You have any no-
tion we can get 'em down in a bal-
loon?”

“There’s a good channel to the
bay,” said. Sutton. “I've  often
thought of the river as a means of
beating the railroad.”

“Exactly,” said Dad, “and we can

do it if we can raise the money.
Competition is what we need. If we
start the competitive line and it

pays we can sell out and get our
money back. If it doesn't pay, we
can run it ourselves, and then pay
no higher freight rates than the rail-
road asks. What we want to do is
to buy three or four big scows and
a tug to tow 'em. There you are.
Who'll take stock?”

They all took stock, and the next
day Dad went to Chicago to buy the
scows and the tug, and to make ar-
rangements with a steamship com-
pany to take freight off the scows at
the mouth of Cedar Bay. The scheme
got out long before the first load
was carried down the river, and
Crofts used to sit in his doorway
and laugh at the farmers as they
drew their potatoes, ties, cordwood
and fenpe posts down to the new
warehouse on the temporary dock.

Then, one day, the tug whistled on
the river, and the freight house of
the railroad became an idle place.
The farmers wouldn't ship a thing
by rail. They wouldn’'t buy of a
merchant who brought his goods in
over the M. U. D. They reduced
rates to those who had to pass other

towns in order to reach the new
docks. They refused to ride on the
railroad. Crofts sat all day in his

private office and snarled at the
country, and Farling’s store caught
fire one night and burned down. It
was never rebuilt.

One day, after the farmers were
making money with their water line
and getting good prices for what
they had to sell, the President of the
M. U. D. came to Redding and drove
out to Dad’'s place. He was a nice
looking old gentleman, with white
whiskers and a smooth, shiny spot at
the top of his head. Sitting in his
automobile, in the dust of the coun-
try road, he looked quite benevo-
lent.

“What's the trouble between you
and Crofts?” he asked of Dad.

“Nothing,” replied Dad. “We speak
whenever we meet.”

“Look here,” said the benevolent
President, “if you fellows want rates
and cars, send a representative down
to my office. We've lost a good
many thousand dollars by this fool
scheme of yours.”

“If you want our business,” said
Dad, “you meet the stockholders of
the transportation company at the
Grange hall. | think you'll learn to
like ’em.”

The rates they got were a won-
der. Cars soon lay on all the sid-
ings within ten miles of Redding,
waiting for loads. Crofts was fired
and went braking. Dad Gridley was
put in charge of the station busi-
ness.

“Now burn those scows and that
tug,” said the President.

“Not on your life,” said Gridley.
“We're going to board 'em up an’
keep 'em right there at the docks—*
lest you forget. Competition is the
thing that makes a railroad kind and
Considerate t”

Other towns besides Redding are
learning this! Don’t forget the water-
ways! Alfred B. Tozer.
Genteel Tramps Who Sponge on

Their Friends.

Every large city and many smaller
places have their human derelicts;
men and women who drift about
homeless, ever seeking, never finding,
the work that they do not want to
do, yet profess to be hunting for.

The persons described are above
the genus tramp; they are not ho-
boes, although these also are dere-
licts. The real “genteel” dere-
lict generally remains in one place
or merely travels in order to visit
friends. Sometimes they delude
those who know them into a belief
that they are sincere in their effort
to get employment. One situation
after another is offered, but in vain.
Some trivial excuse is given for not
accepting it. The one most common-
ly pleaded is that they are just on
the verge of getting something fine.
A large salary is the object of their
hopes, or a “deal with big money
in it.” Under such circumstances it is
not worth their while to waste time
with any petty job at $10 a week.

Make a Bluff at Working.

In the case of women, they often
are hangers on with relatives, pre-
tending to help in their housework.
Sometimes men make themselves
useful around the house doing tri-
fling things in a lordly way that
seems to put the .host under great
obligations to the guest.

One woman spent three months
with a chance acquaintance in thi-
\lvay. She made a great pretense of
helping in the housework, for her
hostess was a busy woman. She wa*
free to volunteer to do all sorts of
things and then full of specious ex-
cuses for not doing any of them un-
til, at last, the business woman got
tired and the guest discerned that
she had worn out her welcome.

An elderly person volunteered to
keep house for a professional wom-
an whose duties took her away from
home most of the time. This re-
tired schoolmistress was so proud
that every guest who entered the
door was informed within a half
hour thereafter that she was not a
servant, but was there simply as an
accommodation to her benefactor.
She at length made herself so dis-
agreeable that she was ordered to
leave and she took with her sup-
plies enough to last several weeks.

Pretends To Be Ciritically 11L

Another put herself upon an ac-
guaintance who was about to leave
home for a brief visit and refused
to leave her bed, claiming to be too
il to move, yet desirous of taking
care of the place during the owner’s
absence. This shrewd woman was not
easily “worked,” and threatened to
call a public ambulance to take her
unwelcome guest to the county hos-
pital, where she would “receive prop-



er care,” but the invalid made a

quick recovery.

Canvassing, brokerage anda vague
something called a “commission busi-
ness” afford a pretense of occupation
for some of the men. They fre-
quently hire a cheap room of some
poor woman who illy can spare the
emoney, and by dint of giving her an
occasional dollar keep a shelter.

When driven to it they will address
envelopes for a few days, and get a
little to pacify their landlady, but as
a rule they shun labor. How they
manage to dress so well is a mystery
tc. friends, but they may have some
relative or well to do acquaintance
who helps them out by *“hand me
downs.” Once in a while they may
strike luck and split a commission
with some bona fide dealer and be
able to buy new clothes. This is
a jubilant occasion and the lucky man
struts proudly around to show his
fine raiment.

First Are Victims of Circumstance.

These derelicts doubtless came in-
to their irresponsible condition with
out conscious effort, probably being
the victims of circumstance. When
first started on the road to becom-
ing a hanger on with their friends they
perhaps were unable to get work, and
then, finding it easy to prey upon
society without laboring, they took
to “working” their friends or whom-
soever they were able to, until they
got the habit of idleness fixed upon
them.

Sometimes these poor creatures be-
come addicted to drugs and then the
case is hopeless. They will use any
subterfuge to get means to indulge
their appetites, yet they hesitate to
beg, steal or degrade themselves
openly. They will “borrow” small
sums, acting as if insulted if there
seems any suspicion that they will
not return them, and they may ask
a loan of one to repay to another to
“keep their credit good.” What can
be done for them? It is a hard prob-
lem for The sociologist.

Marian Ainsworth.

His Accomplishment.

Sammy, a little boy from the slums
of New York, was invited with
about twenty others to a charity din-
ner given at the house of a lady
in fashionable society. When the
dinner was over the lady asked the
little ones to sing or recite in turn.

All went well until it came Sam-
my’s turn, when he made no sign of
starting until the lady said, “Come,
Sammy, let us hear you sing.”

After a moment’s pause the young
guest answered, “l can't sing, lady.”

“What?” said the lady. “You can
not sing? Then what can you do?”

“Well,” said Sammy, “I ain’'t used
ter singin’, but I'll fight any of the
other kids in the room!”

No Need Of It.

“Well,” said the young lawyer, aft-
er he had heard his new client’s
story, “your case appears to be good.
I think we can secure a verdict with-
out much trouble.”

“That's what | told my wife,” said
the man, “and yet she insisted at
first that we ought to engage a first-
class lawyer.”
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Hardware Price Current

AMMUNITION.
Caps.

Cartridges.
22 short, per m..
22 long, per m..
32 short, per m..
32 long, per m.

Primers,
M. C., boxes 250,

. er m ...l
Winchester, boxes 250, per m ..

No. 2 U.
2

Gun Wads.
Black Edge, Nos.11 &12 U. M.C... 60
Black Edge, Nos. 9 & 10per m 70
Black Edge, NoO. 7, per M. 80
Loaded Shells.
New Rival—For Shotguns.
Drs. of o0z, of Size Per
No. Powder Shot ShotGauge 100
120 4 1ft 10 10 $2 90
129 4 1ft 9 10 290
128 4 1% 8 10 290
126 4 lit 6 10 290
135 4ft 1ft 6 10 29%
14 4ft 1 ft 4 10 300
200 3 1 10 12 250
208 3 1 8 12 250
236 3ft 1ft 6 12 265
265 3ft 1ft 5 12 270
f 4 12 270

[oX
-

264 . ft 1ft |
Discount, one-third an
Paper Shells—Not Loaded.

five per cen

No. 10 pasteboard boxes 100, per 100 72
No. 12, pasteboard boxes 100, per 100 64
Gunpowder.

Kegs, 25 tbs., per ke

ft Kegs, 12ft Ibs., per ft keg
V* Kegs, eft Ibs.,, per ft keg
Shot.

In sacks containing 25 lIbs.

M IRON

Bar Tron ..2 25 rate

Light Band ... ..3 00 rate
KNOBS—NEW LIST

Door, mineral, Jap. trimmings ... 75

Door, Porcelain, Jap. trimmings 8

LEVELS
Stanley Rule and Level Co.'s ... dis. 50
METALS—ZINC

600 pound casks .. sft

Per pound 9

. MISCELLANEOUS

Bird Cages

Bumps, Cistern
Screws. New list ..
Casters, Bed and Plate
Dampers, American

MOLASSES GATES

Stebbins’ Pattern
Enterprise, self-measur

Fry, Acme
Common, polished
PATENT PLANISHED

“A" Woods pat.
“B” Wood's pat.

IRON
plan'd. No. 24-27..10 80
plan'd. No. 25-27.. 9 80
Broken packages ftc per Ib. extra.

. PLANES
Ohio Tool Co.'s fancy ...
Sciota Bench
Sandusky Tool Co.'s fancy .
Bench, first quality

NAILS

Advance _over base, on both Steel &
Steel nails, base .
Wire nails, base .
20 to 60 advance
10 to 16 advance
advance ...

advance
advance
advance
2 advance ...
Fine 3 advance ...
Casing 10 advance
Casing s advance...

Who® O

Drop, all sizes smaller than B ... 00 E_as_mhg ioad\(/jance 35
inis advance 25
, AUGERS AND BITS Finish 8 advance ..., 35
?n9||.5 , ; 80 Finish s advance 45
ennings = genuine 26 Barrell % advance 35
Jennings’ Imitation 50
. . AXES i RIVETS
First Quality, S. B. Bronze .. 00 Tron and tinned :
'Ii!rs% uall.ltty, SD.BB.SBgotnze % Copper Rivets and Burs 50
irst Quality, S, B. S. Stee
ROOFING PLATES
First %uahty, D. B. Steel 60 %2"‘%8 ||)((:' Ccrgwarcoall. DDean
BARROWS X , arcoal, Dean
Railroad 16 00 20x28 IC, Charcoal, Dean
Garden 83 00 14x20, IC, Charcoal, Allaw 7 50
14x20, 1X, Charcoal, Allaway Grade 9 00
St BOLTS ¢ S' Charcoal, Allaway Grade 15 oo
OVe ... . . 80 20x28 fX, Charcoal, Allaway Grade 18 00
Carriage, new list 70
PIOW N & Sisal, ft Inch an(‘j?qaprEgr
i BUCKETS ' SAND P,gAPEI;{" ®
Well, plain 480 ) ist acct. 19, 786 s dis. 50
BUTTS, CAST
P ' . SASH WEIGHTS
Cast Loose, Pinfigured 65 Bolid Eyes, Per tON .cevrsssiins 30 00
Wrought,narrow
CHAIN Ros. SHEET IRON
ft in. 5-16 in. ft in. ft in. Nos.
Common 7ftc... .eftc... .5ftc..53-10c Nos.
BB.. gftc...7ftc...7__c..eft c Nos.
BBB 9 ¢ 8 C--—- 7ftc. .7 c “gs.27 .
. 10
CROWBARS ~ All sheets No. 18 and lighter, over 30
Cast Steel, per pound.......n 6 inches wide, not less than 2-10 extra.
CHISELS . SHOVELS AND SPADES
Socket 70 First Grade, per doz
Socket 70 Second Grade, per doz.
Socket 70
Socket 0 ft & ft SOLDER 24
The prices of the many other qualities
Com. 4 piece 6iE\LBp%:*N§oz of soldgr in the market I¥1_dicatedqby pri-
Corrhgated, 'per "462... - \S/iz%itgnlbrands vary according to compo-
Adjustable ... .

EXPANSIVE BITS
Clark’s small, $18: large. $26.
ves 1, 316, 5 624 3 B30
FILES—NEW LIST

New American
Nicholson's
Heller's Horse Rasps

GALVANIZED

IRON
Nos. 16 to 20; 22 and 24; 25 and 26; 27,28
List 13 14 15 15 17

Discount, 70.
GAUGES
Stanley Rule and LevelCo.’s ... 60*10
GLASS
Singtl)e Strength, bybox .. 0
Double Strength, bybox D

By the light

HAMMERS
Maydole & Co.'s new list
Terkes A Plumb's
Mason’s Solid Cast Steel ..

33ft

SQUARES

Steel and Iron

LYN GRADE

N—M
10x14 1C, le]arcoa
14x20 1C, Charcoal
10x14 IX, Charcoal

Each additional X on this grade..1 25
TIN—ALLAWAY GRADE
10x14 IC, Charcoal 9 99

14x20 IC, Charcoal
10x14 X, Charcoal
14x20 1X, Charcoal .

Bach additional X on this grade ..1

OILER SIZE TIN PLA

59
50
50

B ) TE

14x56 IX, for Nos. 8 *9 boilers, per Ib. 13
TRAPS

Steel, Game 75

Oneida Community. Newhouse’s .40*10

Oneida Com’y, Hawley &Norton’s 65

Mouse, choker, per doZ. holes . 12ft

Mouse, delusion, per doz 125
WIRE

Bright Market
Annealed Market
Coppered Market

HINGES
s Tinned «Market ..
Gate, Clark’s 1, 2, 3 Coppered Spring Steel 40
Pots ' ... Barbed Fence, Galvanize 2 &
Kettles Barbed Fence, Painted 2 55
Spiders
. WIRE GOODS
Bright .. 89-19
Common Iacrel\(/\/ Byes ggi\(l)
00ks -
AU Sabl HORSE NAILS dis. 40°10 Gate HoOks and BYES ... 80-10
U SADIE s is.
WRENCHES
HOUSE FURNISHING GOODS Baxter’s Adjustable, Nickeled ... 80
StampedTinware, new list. v 70 CO€'S GENUINE vvicnrsniin: 40
Japanese Tinware 50*10 Coe’s Patent Agricultural,Wrought ..80

STONEWARE |
No char%e for packing.

utters
ft gal. per doz 53
1 0 6 gal. per doz....n 6 ft
8 gal. 60
10 gal.
12 gal.
15 gal. meat tubs, each
20 gal. meat tubs, each
25 gal. meat tubs, each .
30 gal. meat tubs, each .

hu
2 to 6 gal. per ga? 7N
Churn Dashers, per doz. 7!

= Mllkgans
ft gal. flat or round bottom, per doz 63
1 gal. flat or round bottom each. eft
Fine Glazed Milkpans
al. flat or round bottom, per doz. 60
al. flat or round bottom, each 7

Stewpans
. fireproof, b\:ﬁﬁ per doz..

ft gal. fi 86
1 gal. fireproof, ball, per doz. el 14
Jugs
ft gal. per doz 98
ft g 51

1t .
SEALING WAX
Pontius, each stick in carton .. *
LAMP BURNERS
No.  OSun
No. ISUN s
No. 2Sun
No. ~ 3Sun
Tubular .. ..
Nutmeg .. B R 1}
MASON FRUIT JARS
With Porcelain Lined Caps
Per |
* 65
.5 S

Fruit Jars packed 1 dozen In box.

LAMP CHIMNEYS—Seconds
) Per. box of e doz.
Anchor Carton Chimneys

C-aen chimney in corrugated tube
No. O, a(‘,lep topy,,,. g
No. 1, Crimp top. RO\ ot
No. 2, Crimp top .. dreerrrr. o1 85

i | K0k _

Kfo. 0 Ef?r%p'zltlgtp l(l'?llass In C ns
No. 1, Crimp top
No. 2. Crimp top ...

Arxxox g

Pearl Top—1 doz. In Cor. Carton
. 1, wrapped and labeled L.*73
No. 2, wrapped and labeled 86
m 0 __ Rochester In Cartons
No. 2 Fine Flint, 10 In. (s6c do0z.)..4 60
No. 2, Fine Flint, 12 In. ($1.36 doz.) 7 5C
No. 2. Lead Flint. 10 in. (850 doz.) 6 66
No. 2, Lead Flint, 12 in. ($1.66 doz.) 8 76
Electrig | rton
Ko, 8 Lime ?%c 80{.29?‘ ..... ons. 4 2u
No. 2, Fine Flint. (85c doz.) .....".” 4 eu
No. 2, Lead Flint, (95c doz.) ...... 6 §9
*
No. 1 Sun Plain 1r‘o ,°Z<$1'nd8§r59.r.1. ........ 100
No. 2 Sun Plain T”p, ($1.26 doz.)..l 2»
217 Opal globes, doz v 29
Bbl. lots, doz, doz i 19
575 Opal globes . el 49
Case lots of 3 doz. *1 35
565 Air Hois C .1 39
Case lots, of 3 ] 79
- OIL_CANS
1 gal. tin cans with spout, per doz. 1 2
1 gal. galv. iron with spout, per dos...I 60
2 gal. galv. iron with spout, per doz..3 60
3 gal. galv. iron with spout, per doz..3 60
5 gal. galv. lron with spout, per doz...4 60
3 gal. galv. iron with faucet, per doz. 4 60
5 gal. gl_alv_. Iron with faucet, per doz. 6 2a
5 gal. Tilting cans .7 99
5 gal. galv. iron Nacefas 9 99
ﬁo. 0 Tubular!_AsE\t‘:Ile—ElﬁetS ............................ 4 60
No. 2 B Tubular
No. 15 Tubular, dash
No. 2 Cold Blast Lantern
No. 12 Tubular, side lam
No. 3 Street lamp, each ..
LANTERN GLOBES
No. 0 Tub. cases 1 doz. each
No. 0 Tub., cases 2 dos. each
No. O Tub Ruby .
No. O Tub, Green
No. 0 Tub., bbls., 6 doz. ,
No O Tub, Bull's eye, cases X ds
Cold Blast wf Bull's Eye ..

BEST WHITE COTTON
Roll contains 32 yards in one
o] O0ft in. wide, "per gross or

No. 1 ft in. wide, per gross or

No. 21 in. wide, per gross or

No. 3/ 1ft In. wide, per gross or
COUPON BOOKS

50 books, any denomination ..
100 books, any denomination

500 books, any denomination .
1000 books, any denomination .. .
Above quotations are for either Trades-
Superior, Bconomic or Universal
Where 1,000 books_ are ordered
. customers receive specially
printed cover without extra charge.
COUPON PASS BOOKS .
Can be made to represent any denomi-
nation from sio down.

books 1 go
100 books 1. 360
500 books . 6l
1000 DOOKS o 1111 00

EDIT CHECKS
500, any one denomination
1000, any one denomination
2000, aviy one denomination
Steal punch

o

"
4«



38

FORESTS AND WATERWAYS.
*

Mutual Relations They Sustain To
Each Other.*

It is hardly necessary for me to
remark that we are behind some
other nations in forestry. | believe
that reason is that the people of the
United States do not know the facts.
In Germany, for instance, they have
a government that works from the
top down. They can carry out plans
there under their system of govern-
ment that we can not carry out here
because with us all power springs
primarily from the people them-
selves. Our Government is nothing
more or less than a reflection of the
influence of the great current of
thought springing from the .minds of
the citizens. If the five or seven
million voters of the United States
all knew the facts that we have had
presented to us this evening so ably,
forcibly and eloquently this question
would be solved in a time so short
that we would look back upon it as
incredible.

The difficulty lies in the fact that
in the first place the great majority
of our people know nothing about
the subject, and, in the second place,
those who know take no special per-
sonal interest in it. The people of
this nation are patriotic to the very
center of their hearts and from the
center out, but their patriotism has
run in certain fixed channelsand
the customs and the habits of
thought are so very strong that we
do not see the comparison between
destroying the country by wiping out
the sources of our natural resources
and destroying it by the invasion of
a foreign foe. When the Maine was
blown up in the harbor of Havana
the national life of this nation was
charged with an impulse that was ab-
solutely irresistible, and the very men
in Congress who are to-day block-
ing progress along these great lines
of preserving the nation’s resources
sprang to the front and in fifteen
minutes raised $50.000.000 to start
the Spanish War. If the peo-
ple of the United States took the
same interest in these profoundly,
fundamentally important questions
you have heard discussed here this
evening that they do in questions re-
lating to our relations with foreign
nations and the possibility of attack
from a foreign nation this question
would be settled so quickly that there
would be no necessity of presenting
it to public audiences. It is not a
question of congressmen or senators,
but it is a question with you who
are here to-night. You must your-
selves carry the propaganda into the
streets of Chicago and among the
people of this nation until we have
awakened them to the tremendous
importance of this matter, so that
they will compel action by Con-
gress as certainly as though an in-
vading army were being marched
across our Northern border.
Patriotic Duties in Times of Peace.

T was glad when | saw that flag
brought in here to-night, because it
has always seemed to me that if
there is a higher patriotism than any

*Address by Oeo. H. Maxwell before Union
League Clubof Chicago.
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other it is the patriotism that dwells
at the fireside, that looks into the
future, that preserves the things that
God has given to this nation in great-
er abundance than to any other in
order that they may pass down to
posterity, from generation to genera-
tion, and from century to century.
Our splendid freedom and human lib-
erty have been achieved by the strug-
gles of our forefathers in the past
and we have to-day reached the point
where we have political and social
liberty. It remains for us to solve
these questions of developing a citi-
zenship that will carry the responsi-
bilities on their shoulders, and not al-
low our great nation to die as other
nations of the past have done, rather
from ignorance than anything else.
When | looked at this splendid map
here | could not help but think that
here is the opportunity for a people

who are more intelligent and far
more masters over the forces of na-
ture than any others to carry out the
great work of developing the natural
resources of this nation to their ut-
most and not destroy the things
which are necessary to the welfare of
the future.
Creation vs. Destruction.

It is possible so to handle our
utilities of forest and transportation
as to build up homes on those arid
Western plains where in the past
generations there has been no sound
but the wail of the wolf and the
coyote. And there is a greater and
more inspiring spirit of patriotism
that urges us to do that than the
spirit that fired the heart of Alexan-
der when he marched the Macedo-
nian phalanxes across the plains of
Asia to create an empire in a coun-
try that practically is destroyed to-
day. | asked Professor Roth this
evening if recorded history would
substantiate the statement which has
been made that that country had
been devastated through the deple-
tion of the forests, and he said not
recorded history but that there was
no other way of accounting for it,
and T know that the statement has
been made in a paper read before one
of our eminent societies that the city
of Persepolis was finally abandoned
because of the destruction of the sur-
rounding forests. The army of Alex-
ander could not be marched to-day
along that route, and 1 ask vyou

whether you are going to allow the
same thing to happen in the terri-
tory shown on this map of our own
country.

Forest destruction has contributed
more than anything else to trans-
forming much of the vast territory
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The “Supreme Hit” of the
Cora Flake Foods—
“The Taste Lingers.”

Postum Cereal Co., Ltd. Battle Creek, Mich.

New YorktoParis- They're O ff
AUTO BUBBLES

May Exceed the SPEED LIMIT, but we are not

Afraid of Being Arrested

No matter how fast they go.
basket and weigh in at 25 Ibs.
All aboard!

CENTS PER LB.

They travel in a
The fare is 13

Start from PUTNAM FACTORY, Grand Rapids, Mich.

(At It 36 Years)

Our Serial Number is;6588
Are you supplying your customers with Jennings’ Flavor-

ing Extracts?

Jennings’ Extract Terpeneless Lemon

Is unexcelled in Purity, Strength and Flavor.

Jennings* Extract True Vanilla

Contains only the flavor of Prime Vanilla Beans.

These Extracts bring customers back to your store—

“There’s a reason.”
Direct or jobber.

See price current.

Jennings Flavoring Extract Co.

C. W. Jennings, Mgr.

Grand Rapids, Mich.
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FOOTE&JENKS PURE FLAVORING EXTRACTS

(Guaranty No. 2442)

Pure Vanilla
and the genuine

ORIGINAL
Not Like Any Other Extract.

TERPENELESS
Send for Recipe Book and Special Offer.

EXT RACT OF LEMON

Order of National Grocer Co. Branches or Foote & Jenks, Jackson, Michigan

Four Kinds of Coupon Books

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

irrespective of size, shape or denomination.

We will

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

Tradesman Company

Grand Rapids, Mich.



once embraced in the Empire of
Alexander the Great from the fertile
region it was in his time to the
ruined and desolate region that we
see it to-day, especially in Asia Min-
or. Where are the splendors of Sar-
dis and Ephesus? Where are Tyre
and Sidon, with their commerce that
whitened the sea? Where is Baby-
lon, with the teeming millions that
surged through its gates? Where are
Ecvatana and Susa and Persepolis
and all the riches and magnificence
of the old Persian kings? The places
where their cities stood are now the
haunts of the desert animal, and no
longer the home of the human race.
There is more than one reason for
this. It is not only that they destroy-
ed the natural resources, but they
destroyed humanity also. They did

not learn that there is no other
wealth than human life; that a na-
tion's greatest wealth lies in the

largest development of human char-
acter and in the largest number of
sturdy and intelligent citizens of the
nation that can possibly be attained.

In introducing ‘'his series of stere-
opticon views the speaker made the
point .that the probletin embraced the
poor of the cities as well as the lands
of the nation. Each must be fitted
for the other. This nation, he said,
did not want to make the mistake
of European nations in forcing its
population into factory sections, so
that when England wanted to enlist
soldiers for the Boer war it was
found that 75 per cent, of those ex-
amined in some of the factory cities
were physically unfit for military
duty. The first slides therefore were
devoted to showing what has been
done in the way of school gardens
and vacant lot gardens in various cit-
ies of the country, and some very
interesting things were shown in this
connection, both in training .the chil-
dren and keeping them occupied dur-
ing the vacation season, and in giv-
ing labor to men out of employ-
ment. Mr. Maxwell said that when
our public school was what it ought
to be every public school would have
its garden.

A beautiful series of colored slides
was then exhibited, showing some of
the products of irrigated lands in the
dates, almonds, olives, bees, ostrich-
es, alfalfa, sheep and cattle.

A series of slides was shown of
primitive irrigating canals in that
region, one being a prehistoric ca-
nal of great antiquity, no legend re-
maining as to the time of its con-
struction. The other canals were
built by early settlers, some of which
were in use until .the Government
came in and took them over and im-
proved them. Then followed an ex-
tensive series of slides showing
Government work on the various ir-
rigating projects. In these large irri-
gating projects, as is well known, wa-
ter in large volume is diverted from
a river into an irrigating canal at an
altitude higher than the ground to be
irrigated and conducted to it through
the canal, of permanent cement con-
struction. Mr. Maxwell, however,
was very enthusiastic about another
fortn of irrigation which is applica-
ble to a very large portion of the
Western  desert. In many cases
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where it is not feasible to flume wa-
ter from a distance the water level
is not far beneath the surface, and
some slides were shown of individual
irrigation of farm and garden tracts
by means of windmill and storage
pond. The Government method, how-
ever, is by the development of elec-
tric power in a central station using
local supplies of lignite coal for
fuel. The current is transmitted by
lines of wire to the pump installa-
tions at a river or at various wells,
and the water is pumped into local
distributing canals. One interesting
view showed how one of these ca-
nals was taken under a river through
a cement tunnel in the form of an
inverted: siphon. The river may dry
up in the summertime, but the irri-
gating canal goes on all the while.
Other views wore devoted to swamp
lands, which in area, the speaker said,
were nearly as great as the arid
lands.

Relation of Irrigation To Navigation.

The speaker referred to the sub-
ject of a deep waterway from Chica®
go to the Gulf and stated that ' it
would be impossible to maintain this
except in connection with the gener-
al subject of irrigation, as the two
were branches of the one subject. For
many years .the annual floods in the
Mississippi  River have been grow-
ing greater, because, the speaker ex-
plained, an increasing proportion of
the lands in the Mississippi water-
shed— which he traced upon the large
map, showing it extended over one-
third of the total area of the United
States—have passed from grass into
cultivation, losing their power of
retaining moisture, and thereby de-
laying it on its way back to the sea.
He showed the imlmense quantities
of water which could be used: in irri-
gation projects within this water-*
shed and which thereby would be
held back and, after performing other
functions of irrigating the growing
crops, would be distributed back to
sthe streams during the summer
months, thus increasing their flow at
the minimum point.

Toward the last Mr. Maxwell was
inclined to hurry somewhat through
his slides for fear of tiring his audi-
ence, but liQ need have had no fear
on .this point, as they were of unusual
quality and interest. In concluding
Mr. Maxwell said:

| have been over this country from
California tb New England times
without number and | have come to
the conclusion that the centers of in-
fluence are in the city of Chicago. If
the city of Chicago would take this
great question up, not as a matter of
affecting you locally but as a matter
affecting this great nation as a whole
and present it in that light, yon
would be able to overcome the un-

fortunate blockade that exists in
Congress to-day. If | may say it
without being misunderstood as

criticising the movement for the Ap-
palachian reserve, | think they have
made a mistake in urging it as a lo-
cal matter. It is not a local matter
but affects the entire nation and if
Chicago can take it up ifrom that
point of view and induce Congress
to pass the bill, you will have inaug-
urated a policy that will solve the

whole great question of preserving
the forests. You have to make a
beginning somewhere, no difference
where. The Appalachian campaign
is on, they are well organized and
have a measure which should be
passed, and you gentlemen can get
it passed better than any other in-
fluence in the United States to-day.
If we are going to adopt any such
plan for the preservation of the East-
ern forests, we must at the same time
pass the law which has been recom-
mended to Congress time and again
by the Secretary of the Interior and
by President Roosevelt in his mes-
sages—repealing the timber and
stone act and stop the cutting away
of those magnificent trees shown by
Professor Roth. He said they have
done this. Why, gentlemen, they were
doing it yesterday, are to-day and to-
morrow it is going on, week after
week and month after month and we
can not seem to get the blockade
started so as to get the bill repeal-
ed. We must get this done and Chi-
cago is the place to do it

Your foes will not fear you as
long as you fret over them.
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Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color,
and one that complies with the pure
food laws of every State, and
of the United States.

Mannfactored by Wells & Richardson Co.
Burlington, Vt.

TRADE WINNERS.

Pop Corn Poppers,
Peanut Roasters and
Combination Machines.

Many Style™.
Satisfaction Guaranteed.
Send for Catalog.

KINGERY MFG. CO..106-108 E. Pearl St..Cincinnati,0.

CASH CARRIERS
That Will Save You Money
In Cost and Operation
Store Fixtures and Equipment for Merchants

in Every Line. Write Us.

CURTIS-LEGER FIXTURE CO.
M Jackson Boulevard. Chicago

Dry Sound

Our feeds are made from
Dry Corn. Wegive
yoti grain that will draw
trade. Let the other fel-
low worry with cheap,
damp, sour goods. Send
us your orders for

Molasses Feed
Cotton Seed Meal
Gluten Feed
Old Process Oil Meal

Grand Rapids Grain & Milling Co.
L. Fred Peabody, Mgr.
Grand Rapids, Michlgaa

This Package Tight
Keeps Ben=Hurs Right

It means much to be able to sell such a

good cigar as the Ben-Hur from a package
that always insures for it its splendid fresh-
ness and perfect flavor.

Orders are pouring in for this new

package from dealers far and wide, to whom
it appeals because of its real merit and
who are convinced that it will be taken up
by their customers and more sales will be
assured.

Gustav A. Moebs & Co., Makers

Thi* cut shows exactly the appearance of our
new glass hermetically sealed package

Detroit, Mich.

Worden Grocer Co., Distributors
Grand Rapids

Removal Notice

The Grand Rapids Stationery Co.

will remove to

134 and 136 E. Fulton St. About May 1

Store at 29 N. lonia St. For Rent



How To Get Good Results From
New Men.

The personal character of a sales-
man | place higher than perhaps any-
thing else," said one sales manager.
“If a man lacks character in sales-
manship he lacks the biggest quali-
fication for permanent success. No
imatter how naturally brilliant he is,
it will not pay a reputable house to
engage him.

“1 have in mind now a gifted sales-
man who is also an eager poker play-
er and occasionally a hard drinker.
This man foolishly believes that a
prospect can not detect his hidden
weaknesses in his selling talk, but this
supposition usually is untrue.

“When a man has not had a good
night's sleep or the condition of his
nervous system is not what it should
be through indulgence in some bad
habit, there will be a distinct ab-
sence of plus energy and force which
will certainly cause him to lose many
sales he otherwise would secure.

“The prospect will feel there is
something wrong with the salesman
without being able to decide exactly
what is the matter.”

There is nothing more certain than
this—it usually costs lots of money,
time and energy to train new men to
sell goods. Provided they “make
good,” this time, money and energy
have been well expended; but, if they
do not, as often happens, the com-
pany has to continually go through
the same wearisome task of training
new men.

Say, for instance, that Salesman
Blank, working for a clothing house,
has been with the company for sev-
eral months, coming to them from
another house. After considerable
coaching from his new employers he
become a fairly successful salesman.
But a time comes when Blank’s pri-
vate life becomes demoralized. He
does not do his work right. His ter-
ritory “goes to pieces.” Customers
place their business elsewhere. Ac-
cordingly Blank is “fired” and a new
man put in his place. But harm done
is not easily undone. It is question-
able whether Blank has not been aj
distinct failure, taking his losses and
gain-s and averaging them together.

The great fault with many houses
is that they do not try to develop:
their own successful men, but are all:
the time attempting to hire themi
away from other houses. Although
a certain amount of changing around|
is inevitable, yet in the main this
policy is a bad thing for both em-
ployer and employe. The biggest
wholesalers, and the largest firms
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ed this truth and do everything in
their power to keep a good man
when they once get him.

The farsighted sales manager pre-
fers to get the right kind of a man
in the first place and then to train
him thoroughly.

“l would rather get a man obvi-
ously cut out to be a salesman who
has been working in the credit or
corespondence department of some
firm and who is clean-cut, honest and
trustworthy in every way than take
the average man who has been earn-
ing $6»000 to $3,000 a year elsewhere,”
said the manager of a large mer-
chandising house recently. “It is
not that | object to paying the high-
er price, because all men are paid
on commission, but because | am
morally certain the outsider will not
stay with me longer than he can pos-
sibly help. ,He will leave me just as
quickly as he left his former employ-
er if he can make a few more dol-
lars a month.”

One of the large publishing houses
recently commissioned a man to of-

.fer the employe of a competitor 50

per cent, advance on his present sal-
ary, already in five figures. The man
thus sought declined to consider the
offer for the reason that he believed
in the ideals and methods of his own
house, that his advancement had been
as rapid as his own house could give
him consistent with its own best in-
terests, and that until he saw the
policy of his own house changing
from recognizing merit on the inside
of its organization rather than seek-
ing for it outside he believed his fu
ture was best assured in his present
position.

Many sales managers assert with a
certain amount of truth that it is
very difficult to pick out men who
will develop into high grade sales-
men. Oftentimes the most unlikelj
men who apply for positions as sales-
men turn out to be the best busi-
ness-getters.  On the other hand,
those who impress the most favor-
ably at the outset frequently turn
out fiascos.

Long experience with applicants
for positions on the sales force has
developed in many sales managers
marked dexterity selecting the
right kind of men.

Here is the way one sales man-
ager weeds out poor material: He
takes the applicant into a back room
in which there are samples of the!
machines the firm sells and after ex-
plaining the proposition for a few
minutes, he turns on the newcomer
and says: “l suppose you know that!

in

dle in the United States. Ninety-five
per cent, of the men we engage ‘fall
down’ in selling these articles.

“l believe a man working for us
has more to put up with in getting
interviews with various merchants
than salesmen who handle any other
line on the market.”

If a man has any yellow streak in
his composition, he will almost cer-
tainly lose heart after he has listened
to this talk. To let the man down
easy, he is told to think the matter
over for a day or two and then come
back if he wants to do anything
further with the proposition.

Salesmen of the right kind, when
told about the extreme difficulty of
selling the line, will ask, “l suppose
you have salesmen successfully sell-
ing your product?” or say something
to the effect that things hard to sell
usually are the most profitable. A
real salesman smiles at the mention
of almost insurmountable difficulties
when being interviewed by a sales
manager. The “near salesman” gets
“cold feet” and goes out to find some
undertaking which looks easier.

The science of handling men to

the best advantage is even to-day but
little understood. Some men take
longer to learn a new line than oth-
ers, but when they know it they be-
come very efficient workers. Others
grasp knowledge with great rapidity,
but are very apt to forget quickly.
Some salesmen will take a largt
number of fair sized orders, while
their more brilliant and flashy broth
ers—the “star salesmen”—will make
a big coup every so often. At the
end of a given period the latter art
often little in advance, of the steady
and laborious workers.
« The tendency of far too many sales
managers is to pay too much atten-
tion to the brilliant worker and not
enough to the other type. It is per-
sistence that tells, and the man who
is doing his best with a moderate
talent is just as much entitled to en-
couragement and will repay it as well
as the salesman whose career is
meteoric in fits and starts.

Too large a number of houses start
their men selling goods after a very
hasty preparation. The Salesmen are
not put through an exhaustive pro-
cess of learning. They stay around
the house for a few days, are given
some literature to read and then put
to work selling goods.

Out of fifteen salesmen who went
out selling a specialty a year ago for
one manufacturer, but one man prefv
ed a success. These men received
next to no training. The manufac-
turer did not think it necessary to aid
his men. He believed that a good
salesman could sell anything, Wheth-
er the house helped him or not.

The men were posted in a slight
degree on how to sell his specialty,
but the sales manager didn't think it
worth while to explain the competi-
tion they would have to meet on the
road. He did not tell them the ob-
jections that would be raised, nor
coach them on how to overcome
them.

To-day he is wiser, and he now

selling certain specialties have grasp- this is the hardest proposition to han- gives his men ample instruction, but

he has paid dearly for his experience.

It might be asserted with truth that
a house can not well be greater than
its salesmen. The most successful
houses are usually those who em-
ploy the best salesmen. Good team
work between the inside and outside
organizations is essential if a firm
would achieve the greatest degree of
efficiency. Selecting the right kind
of salesmen—those who will work
in harmony with the ideals of the in-
stitution that employs them—is a task
that may take a lot of pains, energy
and trouble. But in the best inter-
est of both employer and employe,
it is essential that a determined and
persistent effort be put forth to ac-
complish that end.

If competition didn't exist, ninety-
five out of every hundred salesmen
would have to get into some other
profession.— Salesmanship.

Don’t Wait for Business.

The three ways of getting busi-
ness are waiting for it to come to
you, meeting it halfway and going
after it.

The man who waits for business to
come to him has his first busy day
when the sheriff sells him out.

The man who meets business half-
way won't meet more than he can
handle with one clerk.

The man who goes after business
is the fellow who keeps it away from
the other two.

Grand Rapids, Holland &
Chicago Ry.

to CHICAGO

In Connection With
Graham & Morton Line

Steamers
Puritan adHolland

Holland Interurban Steamboat Car
Leaves Market St. Depot

FARE

Freight Boat Every Night

p.
M.

“The Smile That Won't Come On”

They all wear it in some
hotels. The moment you
step in

Hotel Livingston
Grand Rapids

you see the word WEL-
COME written across
every face.

THE HERKIMER— *European”
GRAND RAPIDS, MICH.

Electric light, steam heat, running hot
and cold water in every room, private and
public tiled baths, telephones and all mod-
ern conveniences. Rates 50c a day up.



What Is Doing in Other Cities.
Written for the Tradesman.

The John Henes Park Commis-
sioners of Menominee have awarded
the contract for constructing a mile
of boulevard to encircle the park.
The park is being improved by the
planting of trees and the laying out
of walks.

The Industrial Committee of the
Commercial Club of Joliet, 111, is
furnishing manufacturers and busi-
ness men of the city with leaflets to
be enclosed with outgoing business
mail, setting forth the advantages
of Joliet. On receipt of enquiries a
more complete prospectus is sent
out, with map, and a personal letter
urging the industry to locate in that
city.

Subscriptions to the industrial fund
of $40,000, which is being raised in
behalf of a Greater Ann Arbor, have
reached $30,000 and the committees
at work believe that victory is in
sight.

President Herman Van Tongeren,
of the Merchants’ Association, and
other well-known citizens and busi-
ness men of Holland are planning a
relief measure for the worthy poo-
of the city, in the way of providing
them with free land on which to
raise potatoes and other vegetables
this summer. There are many va-
cant lots scattered here and there
throughout the city which if proper-
ly utilized will prove almost a God-
send to many families during the
coining winter. Owners of such va-
cant property, who are willing to
turn it over to the use of the unem-
ployed are asked to leave their
names and the location of their lots
at Mr. Van Tongeren’s store on East
Eighth street.

The Board of Health of Jackson
has begun its annual inspection of
business blocks in that city and
some decidedly unsanitary condi-
tions have already been unearthed in
a number of the rooming blocks.
Buildings are inspected from base-
ment to attic and past experience has
shown that the work done is profita-
ble in the way of reducing the fire
hazard as well as in ameliorating the
sanitary conditions.

The directory of Kalamazoo, just
issued, contains the names of 17,812
adults. Using a multiple of 2j4 the
population is estimated at 40,077. The
increase during the past year is esti-
mated at nearly 2,000.

The Detroit Board of Commerce
is arranging for an outing by steamer
June 4-7, with stops at Alpena, Mack-
inac and the Soo. It is expected that
600 Detroiters will .make the trip.

Secretary Walter J. Shepard, of the
Buffalo Chamber of Commerce, says
that stop-over privileges are more
important than conventions to Buffa-
lo, and the Transportation Commit-
tee of that body is trying to secure
stop-over privileges on all railroad
tickets to Niagara Falls. Before do-
ing this, however, the railroads in-
sist that the city shall adopt an or-
dinance driving the ticket scalpers
out of business.

C.
sition as Secretary of the Business
Men’s Association of Marshall, and
has accepted a similar position in

W. Graves has resigned his po- Every business
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Boone, lowa, a city of about 9000 |end their views on the subject in or- In short, do away with all the sel-

population.

The city of Evansville, Ind., evi-
dently believes that well-lighted
downtown streets are a good busi-
ness investment. The Common
Council has authorized the expendi-
ture of $1,600 in placing twenty-three
new lights on decorative poles along
Main street.

A committee of two, John A. Hib-
berd and Irving A. Sibley, appoint-
ed by President Otto C. Bastian, of
the Business Men’s Association of
South Bend, after making a tour of
outside cities, has reported in favor
of a live board of trade or commer-
cial organization for South Bend, an
incorporated body, with paid secre-
tary and annual dues of members fix-
ed at $25.

The Board of Trade of Wheeling,
W. Va., recently concluded a success-
ful three Idays’ excursion trip by spe-
cial train in Wheeling territory. One
of the features of the trip was the
placing at the disposal of the busi-
ness men at each stop of free use of
telephones by the two companies,
the National and Bell. Through this
means the Wheeling men were able
to keep in close touch with affairs at
home.

At a recent meeting of the Board
of Trade of Traverse City it was vot-
ed to increase the membership dues
from $2 to $10 a year, and about 100
business men have already enrolled
as members at the advanced cost.
Under the $ rate the Board was not
able to accomplish a great deal for
the city.

A meeting of 150 business men
and citizens of Hillsdale was held
recently under the auspices of the
Business Men’'s Association of that

city and the sentiments expressed in
the many talks given were to the ef-
fect that there is nothing the mat-
ter with Hillsdale and that all that
is needed for a Bigger Hillsdale is
consistent and . united ' work along
definite lines. In order that citizens
might know what the town already
possesses in the way of industries to
be proud of, and to give them greater
heart and more talking points when
speaking of their home town, the
rather novel plan was carried into
effect of setting apart the afternoon
of April 28 for the closing of all
places of business in the city, so that
citizens might visit the factories. A
Committee composed of iH B. Wal-

dron, Wm. Prideaux and H. C.
Blackman was in charge of this
visitation. Almond Griffen.

Jackson Business Men To Touch
Elbows.

Jackson, May 5—The first annual
banquet of the Jackson business men
will be held Tuesday, May 6, at 6 p.
m., at the Masonic temple, when it is
hoped that some plan will be perfect-
ed for a permanent organization of a
Business Men’s Association, the pur-
pose of which will be the up-building
of Jackson and the furtherance of
plans and projects for its physical and
material growth.
man in Jackson
should be vitally interested in this
project, and all are earnestly urged
to be present at this banquet and

fected will be along the most prac-
tical lines which the combined minds
of the business men of the city can
conceive.

The neighboring cities of Jackson,
Battle Creek and Kalamazoo have
organizations of this kind which have
been tried and not found wanting.
On the contrary, information is at
hand which proves that they have
been productive of great good in
these communities. Business ven-
tures have been encouraged to such
an extent that instead of the numbet
of manufacturing industries in the
two towns being on the decrease,
the3r are being increased gradually
by the addition of concerns brought
into those places by the business
men’s organization, after careful and
thorough investigation as to the mer-
it of their products and the likeli-
hood of their remaining as a perma-
nent institution.

From a commercial standpoint the
facilities of Jackson are equal, if
not superior, to those of the cities
mentioned. Jackson is a great rail-
road center,.its shipping facilities be-
ing of the best, and manufacturing
establishments could look far and
wide and not find a more desirable
point at which to erect a factory.

Some time ago one of the most
conservative business men in Jack-
son was heard to remark: “lI do not
understand, for the life of me, why
it is that Jackson does not get its
share of the factories which are leav-
ing the larger cities every year and
seeking quarters in the smaller
towns. Other cities and towns,
which seemingly have far less ad-
vantages from a commercial stand-
point than we have, are being built
up by the addition of one or more
of these concerns every year while,
instead of acquiring new factories,
some of those we have are gradually
slipping away from us. This is a
problem which should be looked in-
to.”

The fact that many concerns are
leaving the larger cities every year
is true indeed. Can not the fact that
they do not settle in Jackson be ex-
plained by the assertion that they do
not receive the proper amount of en-
couragement? Therein lies the rem-
edy which it is the purpose of the
association, which is yet to be organ-
ized, to apply.

Boost for greater Jackson. Boost
its facilities and its commercial ad-
vantages. Advertise them through-
out the land. Make the word “Jack-
son” a byword in every hamlet in
the country, and the results will be
far greater than the most sanguine
believers in an organization of this
kind can conceive.

This is the purpose of the proposed
organization inbrief: Encourage the
institutions which are already with
us, and assist them to build up their
business. Make a united effort to
bring new institutions here and as-
sist them after they have become lo-
cated by giving them the benefit of
the combined thought and interest
of every business man who has the
future welfare of the city at heart.

jder that the organization when per- fishness which causes so much havoc

among the business interests of any
city, and get together on a common
level, with one purpose and one aim,
all working hand in hand for the cre-
ation of “Jackson, the best city in
Michigan.”

Unusual Opportunity For Michigan
Druggists.

Detroit, May 5—For a few years
past we have had a joint meeting oi
druggists and doctors, sometimes as
their guests and sometimes they were
our guests.

Next Monday evening, May 11,
should be a red letter day with us for
we are to have with us Prof. Rem-
ington, of the Philadelphia College of
Pharmacy, who as chairman of the
joint  committee of Medicine and
Pharmacy of the American Medical
Association and also chairman of the
joint committee for Revision of the
last U. S. P, is put in an exceeding-
ly commanding position to engage
the serious attention of both pharma-
cists and physicians. That evening
at 8 p. m. he will address a joint
meeting at the Detroit Museum of
Art, corner of Jefferson and Hastings
streets, on the subject of The Doctor
and the Pharmacopoeia, and we want
every druggist or those interested in
pharmacy to be present.

Now, men, don’t fail in this, but
sidetrack any and every other en-
gagement that conflicts with this.
Speak to your clerks about it and, so
far as possible, have them attend, foi
this is a very rare chance to hear such
a man as Prof. Remington, who has
done more or at least as much as any
living man by tongue and pen to ad-
vance the status of pharmacy. Such
meetings help very much in our mu-
tual relations and direct the physi-
cian’s attention to official prepara-
tions, which, by our training, we
should prepare in the best possible
manner. Get away from patent medi-
cines and let us pay more attention
to the professional side, which will
bring much better returns in reputa-
tion and to our cash drawer.

Geo. B. Simons, Sec'y.

Movements of Michigan Gideons.

Charlevoix, May 5—George W.
McKay was here over Sunday at Ho-
tel Elston and attended the Episco-
pal church. Brother McKay handles
a line of sweetness from Chicago
and, as he is of that makeup himself,
is a success.

Fred Brecault, *of Saginaw, rep-
resenting the W. Bingham Co., of
Cleveland, was here the first of the
week selling hardware and skates.
He says everything is moving busi-
ness and the girls on skates. In Bay
City the big girls can be seen and 12
is the size of the Bay City skate. It
is expected soon to have ce'mented
roads and have an auto on each No.
12 skate.

F. M. Mellborn, representing the
;Hibbard, Spencer, Bartlett Co., of
Chicago, sells skates, but he took

the boat the first of the week from
this place to Beaver Island. The
skate fad this year may reach the
resorts with boat and paddle attach-
ment. Aaron B. Gates.
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Michigan Board of Pharmacy.
PreS|dent—Heany H. Heim. Saginaw.
Secretary—W . Collins. Owosso.

venir which can be presented to

. them, one that will be kept and thus
ey membersonn B Muir Grang be a permanent —advertisement. I
Rapids, and Sid A. Erwin, Battle Creek. most towns where a County Fair is
held one day is set apart for chil-
dren. Make your store one of the
Bay points of interest. A pretty article
way 9iven to children during a certain

Michigan State Ptharmaceutical Assocla*
on

President—). E. Bogart. Detroit.
First Vice-President—D. B. Perry,

City. . .
Second Vice-President—J. E.

Jackson. . .
. Third Vice-President—W. R. Hall, Man-
istee.
Secretary—E. E. Calkins. Ann _Arbor.
Treasurer—H. G. Spring. Unionville,
Executive Committee—J]. L. Wallace.
Kalamazoo; M. A. Jones. Lansing; Julius
Greenthal. Detroit; C. H. Frants, Bay
City, and Owen Raymo, Wayne.

Novel Method of Attracting Trade.

week wall make your store popular
with them.

In many parts of the country, espe-
cially in the larger cities, there has
been so much said about *“substitu-
tion” that most druggists.have found
it very unprofitable to try to switch
people away from what they want

A sticker for packages, set in @jyhen they come in and ask for a
plain border apout one inch square thing by name. A druggist prefers
used by one firm, reads as follows: ¢ cel| ‘what is called for by name
Our aim is to give the public per- jnq trysts to another opportunity to
fect satisfaction and a drug supply o the things which he is especially
of superior quality, realizing that a jnterested in; but if the druggist
well-satisfied cystomer” is the beStipushes his own goods legitimately in
possible advertisement.” his store, he will find it profitable,

An attractive Wlndow_dlsplay Was provided his goods are all right.
recently used by a druggist. A_Iarge One way for pushing such “own
amount of soft soap was prominent-;, enarations” is by counter wrappers
ly displayed with the followmgjmwe up in the form of a pad with
phrase attached: “We have soft s0ap |3 neat strong advertisement in the
but we do not apply it to you. We center of each sheet. This advertise-
do not soft sca/p you: if you wish 10 |ment should have few words, because
do it yourself our soap gives a fine, las the wrapper is torn off the per-

soft lather.” ) Ison handling the package is not in-
_This is a good idea to use on spe-|dined to read fine type. Some in-
cial days, during County Fair orteresting headline  which  would

Street Fair week. Advertise a rous- |catch the eye and then a terse talk—
ing special sale of home-goods that that is what is needed on such pads.
will interest the farmers’ wives, and |These sheets can be very neat so that
offer prizes to farmers bringing INtO | they will not detract from the ap-

town in one wagon, from a distance |pearance of the packages on which
of not less than four miles nor more jthey are used.

than ten, the greatest number of peo-  [ttle counter slips cost almost

ple over fifteen years of age. Double :nothing. Supposing a druggist makes
the prizes for those coming MOre | fifty sales a day. There are 365 days
than ten miles. The merchant using lin a year. That means 18,250 pack-
this idea specified tr_]at all loads were ages leave his store per year; it also
to be dumped at his store, where ajmeans if he puts a little slip in each
record was kept of the arrivals. |[package, he will make over eighteen
A merchant furnished free to the |thoysand bids for business to peo-
publishers of the local daily paper all Ipie who have been in his store and
the paper needed for one certain is-:know him. Isn't that good business?
sue if they would allow him to furn-| |sp't it the most effective advertis-
ish a distinctive cplor. Without pre- ing that he can possibly do for such
vious announcement, the paper came 3 small expense?
oue one day printed on pink paper p great many people come into a
insteaql of white. Th_e explanation idrug store and look around. They
was given on the reading pages. He may he waiting for a friend or for a
also carried a big advertisement injcar. They may want something but
the advertising columns. He madejbe undecided as to what it is, and
big sales and was talked _about for being close mouthed, they simply
weeks as the man who “goit out the jwander around the store. Others
pink paper.” |wait for prescriptions. Almost every
Get children to your place of busi- idrug store has in it during a day a
ness. Tf you arouse their interest great many people who wait any-
they will talk of your store and be \here from five minutes to half an
more effective for results than news- |nhour. 1f around in a dozen different
paper advertising. When there isany |pjaces in the store there are neat lit-
event that vyill bring the children 10 jtje packages of the advertising for
your town in large numbers, devise the druggist's own articles, tens of
some plan that will induce them 10 hoysands of these pieces of advertis-
come to your store. Secure a SOU- jng are going to be picked up and
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read and a great proportion of them
put into the pocket and carried away,
provided the druggist has used the
right kind of advertising matter.
That is effective but inexpensive ad-
vertising.

Then there are show cards. The
records reveal almost innumerable
cases in which a druggist has simply-
put up a show card and let it stay
for six months and sold a dozen a
week or more of one preparation
through that kind of advertising
alone. Show cards are silent sales-
men. All the people who come into
the store glance around the walls and
counters, and they can’t keep from
seeing attractive signs if the signs
are there. The more attractive the
signs are the better. The more a cus-
tomer is pleased by the style of the
show cards the better advertising for
the druggist.

Their own make of cold cream was
boomed in a unique fashion by one
alert drug firm. A big show window
was heaped with the jars of cream in
two sizes, ten-cent and twenty-five-
cent. In the center was a display of
the raw materials of which the cream
was manufactured with a convincing
placard talk about the purity and val-
uable healing and stimulating prop-
erties of the goods. The taking fea-
ture of the display, however, was a
big placard headed, “Gold Pieces
Given Away.” Money talks, loudly
and always, so nobody got by with-
out stopping to find out the whole
story. The placard went on to tell
that in five of the twenty-five-cent
jars of cream a $250 gold piece had
been placed, which would become the
property of the customers lucky
enough to purchase these jars.

Liquid Court Plaster.

In a paper read before the Ameri-
can Pharmaceutical Association at
Indianapolis two years ago, George
M. Beringer, of Camden, N. J., stat-
ed that several .of the so-called “li-
quid court plasters” tfow on the mar-
ket contain acetone as the main in-
gredient. Here is one of the formu-
las which has yielded satisfactory re-
sults in his hands:

Pyroxylin
Camphor
Acetone, enough to make .100 Cc.

Dissolve the pyroxylin and cam-
phor in a clean bottle with 99 Cc. of
acetone, and, after solution has been
effected, add sufficient of the acetone
to make the product measure 100 cc.
If the pyroxylin is of good quality the
solution will be prompt and perfect,
otherwise it will be necessary to per-
mit the liquid to stand until it has
become clear and then decant.

Acetone collodion as thus made, ac-
cording to Mr. Beringer, evaporates
a little more slowly than the official
alcohol-ether collodion, but it yields
a much stronger film, which is trans-
parent, adheres closely to the surface,
and is flexible without the addition
of other materials. An entirely dif-
ferent preparation under the name of

liquid courtplaster” is in use in
some of the hospitals in this city.
Here is a formula:
Compound tinct.
Glycerin
Collodion

ofbenzoin. 60 Cc.
5 Cc.

The Noble Drug Store Man.
Sing ho, the noble drug store man!
He’'s got the nicest store;
And on the most obliging plan
He runs it to be sure.
Consult his big, fat, shiny clock,
If you no timepiece own,
And every neighbor on the block,
May use his telephone.

Your telegram he’ll gladly send
His errand youngster by;

He's window mops and pails to lend
To all who may apply;

Of cards and stamps a long array
On hand hath always he,

And all may look who pass that way
At his directory.

lie'll tell you if it's apt to rain
As near as he can guess;

He’'ll tell you how to take a stain
From out your muslin dress.

He takes the laundry if you choose;
He's always at your beck,

Nor is he like to e’en refuse
To cash a casual check.

Sing ho, the noble drug store man!
It is his constant care

To serve us in what ways he can.
While we with virtuous air

Accept with scanty graceful shrugs
His services galore—

Then go down town to get our drugs
At the department store.

A Painful Memory.
“Why do you always look in a chair
before you sit down?”
“l sat on my wife’s hat once.”
“Yes.”
"And she had left a hat pin on it.”

Living for others is an imperative
of the higher life.

YOTTNG MEN WANTED—To learn the
Veterinary Profession. Catalogue sent
free. Address VETERINARY COLLEGE,
Grand Rapids, Mich. L. L. Conko,, Prin

Local Option

Liguor
Records

For Use in
Local Option
Counties

We manufacture complete
Liquor Records for use in
local option counties, pre-
pared by our attorney to
conform to the State law.
Each book contains 400
sheets—200 originals and

200 duplicates. Price
$2.50, including 50 blank
affidavits.

Send in your orders early
to avoid the rush.

TRADESMAN COMPANY
ORAND RAPIDS, MCH
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WHOLESALE DRUQ PRICE CURRENT

. Aeldum
Aceticum ... 6
Benzoicum, Ger.. 70®
tioracie
Carbolicum
Citricum ...
Hydrochlor
Nitrocum
Oxalicum ...,
Phosphorium, dll.
Sallcylicum ...
Sulphurlcum ..., 1
Tannlcum .. .
Tartaricum

Ammonia

Chloridum .00
Aniline

Re .
Yellow

Cubebae

Juniperus ..

Xanthoxylum ...

Conaib Balsamum 00

opaiba .

boru 2 "5 768<

Terabin, Canada 75®

Tolutan .. 400
Cortex

Abies, Canadian.

Buonymus atro-----
Myrica Cerifera..
Prunus Viralnl..
gunlala, gra ...
assafras..po 26
Ulmus

Extraetum
Glycyrrhlza Gla.. 24a
Glycyrrhlza, po..

Haematox ...

Haematox, Is-—
Haematox, 94s ..
Haematox, 94s .-

Ferru
Carbonate Precip.
Citrate and Quina
Citrate Soluble...
Ferrocyanldum s
Solut. Chloride ..
Sulphate, com’l ..
Sulphate, com’l, by
bbl. per cwt. ..

Sulphate, pure

. Flora
Arnica
Anthemls
Matricaria

800

Barosma ... 400
Cassia Acutlfol,
Tinnevelly ...
Cassja, Acutlfal..
Salvia officinalis,
94s and 94s
Uva Ural ...

150
260

180
80

Qumml

Acacia,
Acacia,
Acacia,
Acacia,
Acacia, 'p
Aloe Bar

Ammoniac
Asafoetlda
Benzoinum .
Catechu, Is

. 94*
Catechu, 94a
Comphorae
Euphorbium
Galbanum
Gamboge ....
Gauiacura ..
Kino ... p

a
oltel=ToRd

[y

i
[{e}

[e2]

®80@o0d
(6]

Shellac ...
Shellac, bleache
Tragacanth ..

Herba

Absinthium.....
Eupatorlum os pk
Lobelia ... os pk
Majorlum_ ..os pk
Mentra Pip. os pk
Mentra Ver. os pk
Rue os pk
Tanacetum..V ...

Thymus V..os pk

4
d 600
. 70®1

46®

Magnesia

Pat....
Pat..
K-M.

Calcined,
Carbonate,
Carbonate,
Carbonate

Oleum

Absinthium
Amygdalae Dulc.
Amygdalae, Ama s 088515

Anist ... 1 6
Aurantl_Cortex..2 7502
. ..3 75@4

Rergamii
gajlputrll_”,_..,
aryophilli
Ced%rp
Chenopadlt
Clnnamonl
Cltronella
Ooaium Mae

Copaiba . i
8 Cu%ebae %%'.'Jﬁinc‘?.z % %
7S Erlgeron Prunus Virg. © 50
12 Evechthito
2 Gaultheria Tinctures
Sg Sera“'“mg' si 70® 76 Anconltum Nap’sR 60
10 H%Sjé%‘r’,{g (?m gang 0008 60 Anconitum Napp’sF [359)
15 Jun|pera Aloes .. 60
16 Lavendula Arnica . 50
47 Limons Aloes ft Myrrh 60
6 Mentha Piper .1 8002 oo Asafoetlda ... 50
86 Menta Verid s 00®s 2 ﬁtropelBglladonna go)
40 Morrhuae gal™ 1 60®1 8 Buran_t ortex.. 2
Myrlda .8 0003 50 BERZOIN . &
¢ Olive.. .1 0003 00 gEnzom, %
g Picis Liquida .... 10® 12 Cantharide 7
1o Picls Liquida gal. 0 40 x2nnan D
14 Ricina .. . 98@1 04 gap
Cardamon . 76
Rosmarinl 1 ardamon Co s
5400600 astor . 1 00
9001 o0 fciona ®
: 09 B Eoliwha 0 &
B 1061000, i B
Thyme 400 60 Cassia Acutifol Co 50
Thyme, opt 01 60 pPigitalis 50
Theobromas 1506 20 Brgot .. 0
80 Potassium Egﬁrt'ia,?“ %
Bl-Carb 15@ 18 Gentian &0
Bichromate IS® Guiaca &
Bromide 20 E‘maca ammon %
Carb .. Hyoscyamus %0
Chlorate 14 Iodl_ne || s
Cyanide 0 40 o_nlge, colorless
lodide 500260\ velia 2
Potass it t 399 3 myreh &0
otass Nitras opt 7® 10 X 'Y, o :
Eotass tNitras e e &g‘ﬁ( vomica.... . 62g
russiate ...
OpH. camphorate 100
Sulphate po 16018 OBiI, deogorized.. 200
Radix hatans 5y
Aconitum 20® 25 Rhel . 50
Althae ... 30@ 35 Sanguinar 50
Anchusa 10® 12 Serpentaria $0
Arum po © 25 Stromonium 60
Calamus 20® 40 Tolutan 60
Gentiana 120 15 Valerian . 60
Olychrrhlza 0 18 Veratmm Verlde 50
ll:llygras{!s, Canaua 922%8 Zingiber ... 60
rastis, Can.po ;
Heliebore, Alba. © 120" 15 Miscellaneous
Inula, po .. . 180 22 Aether. Spts Nit 3f 30® &
Ipecac, po . .2 000 2 10  Aether. Spts Nit 4f 34® 33
Iris plox 35® 40 Alumen, grd po 7 3® 4
5 % A—\ntnattol ....................... 40050
ntimonl, po ... 4® &
18 Antimoni et po T 4 60
00 Antipyrin _% 86
25 Antlfebrin ... 20
00 Argent! Nitras oz ® 63
gell: 50 Arsenicum ... 12
Sanguinar 15 Balm Gilead hods 60© &6
Serpentaria 50® 65 Bismuth S N .1 75@1 95
senega ... . 85® 9 cCalcium Chlor, Is ® 9
46 Smilax, offl © 48 Calcium Chior, 44s © 10
Smilax, M . g 25 Calcium Chlor, 94s © 12
20 Scillae po 20® 25 Cantharides, Rus. o 9
80 Symplocarpus © 26 cCapsid Fruc's af 20
aleriana  Eng. . O 25 Capsid Fruc’s po ® n
o0 Valeriana. Ger: 15® 20 Cap’l Fruc's B po is
10 Zingiber a .. 12® 16 Carphyllus % 22
Zingiber j 25® 28 Carmine, No. 25
era
Semen (C:era Flava Z)g
Anisum po 20 . @ . Caccia Friicius ®
Aplum (gravel's) 138 15 Gentrarla ... 10
ird, s ", Q@ Cataceum ® 36
Garui po 156 Chloroform ... 34® 64
cardamon 70 Chloro’'m Squibbs ~® 90
Goriandrum ... 12 Chioral Hyd Crss 1 3501 &0
Cannabis Sativa 7® Chanarusy o0 B
Cydonium. .......... 7501 Cinchonidine P-W 38® 48
Chenopodium ... 25® Cinchonid’e Germ_8s® 48
18 Dipterix Odorate. 8001 Cocaine 2 7002 90
fi Eogniculum i 8 Corks list, igss 7%
B Lint e, A Greosotum . &
60 Lini, grd. bbl. 2% 3® C;gtg :
00 Lﬁbef'a- CARAT e Creta, reé)ip. H
g5 Fharlaris Cana’n %(8 Creta, Rubra
& Rapa. ... cudbear
66 Sinapis ‘Alba . "'9®8 Cupri Sulﬁﬁ """""""
75 SIHapIS ngra Dextrine IIIIIIIIIIIIIIIII
4(% Spiritus Emng SEJI Nos.
6 Erumenti W D. 2 0082 % Ergota .. po 65 60®
umentl ... Ether Sulph 350
00 Juniperis Co O T 1 65®2 O x
Juniperls Co........ 1 7508 63 Flake White 12@
seccarim 1€ 9002 8 cale ;
60 ppt.Vini Galli .. Gambler . . 8® 8
2 vinl ARt 15305 X Gelatin, Cooper. © 60
28 Gelatin, French.. 35© 60
28 Sponges Glassware, fit boo 76%
58 Florida sheeps’ wool l.ess than box 70%
2 N;sasgda%ﬁeelbg’mw%o?o@a %0 Glue, brown 1o 13
% carriage ... 3 50®3 75 Glue V‘.’h'te 160 =
Velvet extra sheeps’ Glycerina 24
60 Evgool‘ clzitrrlag'e1 ,©2 00 Grana Paradlsi.. @ 25
xtra yellow sheeps
20 e %:/arria one P @1 HUMUIUS o, 35® 60
20 Grass sheeps wool, Hydrarg Ch.Mt © 9
20 LLarriage C.... (%% 25 Hydrarg Ch~ Cor. ® 9
ard, sfate use.. ,
Yellow “Reef, for Hydrarg Ox Ru m ©1 uo
00 slate use ... @1 40 Hydrarg Ammo’l 01 16
%6 Hydrarg Ungue'm 500 60
78 Syrups Hydrargyrum .... 0 80
86 ACACIA oo Ichtnyobolla, Am. 9001 00
Aurantl Cortex.. Indigo .. 00
fingiber lodine, Resubl .8 8508 90
R%rr'i ,!AOd Iodofc|>rm %
el Arom . p Lupulin
e g&ggé Offl's 504 Lycopodium 7
Sdllae Maois ..o 680 To

Liqguor Arsen et Rubla Tinctorum 12® 14 Vanilla .. 9 00
Hydrarg lod .. © 8 gaccharum La's. 220 25 Zinci Suiph 7
Lig Potass Arsinit 100 12 gg|acin 45004 75 Oils
Magnesia, Sulph. .3© 6 ganguis Drac’'s 40© 50 .
Magnesia. Sulph. bbl © 194 o, 0 \y 16 Whale, winter ..
Mannia, S. F. ... 450 50 gobo' v ) 12 Lard, extra.m.
Morphia, SPAW 3 15ga40 %P0 B 5 Linseed pure W 450 &
orphia, Setdlitz Mixtur 22 Linseec, boile
Morphia, SNYQ 3 15@340 Sinapis 5 18 lsﬂetatS-Tfoot, Wt.sfr &5®k79
Morphia, Mai......3 1503 40 Sinapis, Opt ... © 30 °Pts. Turpentine .Marke
Moschus Canton. 0 40 Snuff. Maccaboy, Paints bbl
Myristica. No. 1.. 250 eVoes ...l 51 Red Venetian .1% 2
NUx Vomica po 16 _ 0 10 Snuff, S'h DeVo's ~ ® 51 Ochre, yel Mars 1% 2 o4
Os Sepia ... 350 40 Soda, Boras ... 6® 10 Ocre, yel Ber -.1% 2
Pe sgn gaac. H ft 01 0 goga Bgras, Tpo...zgg %8 Putty, "commer’l 294 29403
P D CO e, oda et Pot’s Tart »tri >
Picis Lig N N % Soda, Carb........194® 2 E/g}willpﬁr,lgll'\/m%r 294 294®@3
gal doz . Soda, Bi-Carb 30 5 American ... 13©
Picis Lig qts .... Soda, h 94® 4 Vermillion, Eng. 75® 80
Picis Lig. pints., Soda. Sulpha ©_ 2 Green, Paris 29940 334
Pil Hydrarg po 80 Spts. Cologne %2 60 Green, Peninsular 13® 16
Piper Nigra po 22 Spts, Ether Co 5 55 Lead, red. ©
Piper_ Alba po 35 Spts, Myrcia Dom 82 00 Lead, Whi
Pix Burgum .... Spts, Vini Rect bbl Whiting, whi n
Plumbi Acet ... 12 Spts, VI'l Rect A b © Whiting _Gilders’ ©
Purvis Ip'cet Opil 1 30 Spts. VI'l R't 10 gl © White, " Paris Am'r ©1 25
Pyrethrum, bxs H Spts. Vi't R’'t 5gal 0 Whit'g Parts Eng. .

& P D Co. dos. S rlychnla, CrystT 1 10®1 30 cllffg ®i 40
Pyrethrum, pv.. 20, Sufphur SuBl.. 2%6-® 4 Shaker Prep’'d ..1 2501 35
Uassiaq 8 Sulphur, Roll 2*A@ 394 .

uina, g E & W"'lfs TTamgrmﬂsV, i 288% 10 Varnishes

uina, er erebent enice ® No. 1 Turp Coach 110 120
uina, N. Y 18 JThebrromae”AA55j7j> (N Extra Tuprp ————— 1 60@1 70

Peck-Johnson Co.

Mfg. Chemists

Grand Rapids, Mich.
Originator* of

The Ideal
Tissue
Builder

and Reconstructont

Carried in Stock by Drug Jobbers Generally

Dru

0S

We are Importers and Jobbers of Drugs,
Chemicals and Patent Medicines.

We are dealers
Varnishes.

in Paints,

Oils and

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.

Hazeltine =

Send a trial order.

Perkins

Drug Co.

Grand Rapids,

Mich.
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These quotations are carefully corrected weekly, within six hours of mailing, Plneapple

Fluted Coeoanut Bar 10 pARINACEOUS GOODS

Sa - 022
and are intended to be correct at time of going to press. Prices, however, are 3ohss dgomest,c T &I Ghuit Tarts ... % ey TimBeane
liable to change at any time, and country merchants will have their orders filled at  wiss, orted .. ©20  Graham Crackers ___ 8  ©RC RAMR) s oL 6%
ket prices at date of rchase. CH WING GUM Ginger Nuts ... 10 B Holland """ 1ey
p pu . American Flag Spruce 55 Ginger Snaps. N. B. C. 7 rown Hollan
TSN L R R
. L e
ADVANCED DECLINED Beet Pepm% : g Hgﬂg¥ Flangeers ‘As loe 1 Bulk, per 100 "lbs....... 3 50
; Best Pepsin. 8 boxes. .2
Spring Wheat Flour Rglied Oats Bt Sl D Hongy R 2
Cheese Largest Gum 55 H hold Cookies rced gre Us& SaCK..www...
Twine sén Sen 55 IcggseHgney Oé)rulﬁwspe%g 10 Pearl, loom, sack....;:! 00
Corn Syrup Sen Sen B 1 00 Imperial oo, g  Maccaronl and Vermicelli
Long Tom . 65 Iced Honey Flake ... 12% Domestic, 101b. box
Yucatan _ . rk Jced Honey Jumbles ..12  Imported, 26lb. box. 2 %
Hop to it 65 Island Picnic . 11 Pearl Barley
Spearmint gg Jersey Lunch 8  Common

Kream Klips

Bulk Lett! Teltt u
Index to Markets Red Lemon ~ (jfern 10
By Col Eagle i Lemon iscuit 8
y Columns Plums ErAnclcd I Leman Wafer! et
12 0s. ovals 2 do* box % DUMS gt 4602 50 CHQCOLATE Mary Ann g
On AXLFErageRr,ESASE iéllarlrovgfat .......... 100013 Ge%aelﬁers\,%gker A CO S 2% Mgrushmal.lf’.\.'\.'...y\./.i'.rw.tf..11? East India Saco g
. . arly June ... 1 Ov m  Premium . 09 Molasses Cakes .. 8 German SaC’kvé”.'..l.**** 7"
Ammonia . i?L“B VtVI%Odbg)?eées 34d(<j)£' g% Early June Sifted 1 2501 8 Caracas 31 Mohican . ... 11 German, broken pkg*u
xie 3%ib. tin boxes, 2 d*. 4 28 Peaches PWalter l\,\/llnée% Fj]lcmgl. ..1114% B
B 101b. pails, per’ do* 6 QO 45 remium, abob Jumble FTake I|0 J sacks .. 6%
Mailed_Beans 1 ¢5lb %ails, pper do*=.7 20 ﬁbe 10 S'ZF? can p|]e @4 Premium, N?W}\?n -------- 12 gean’ 130,1b sacks XL
Bath Brick 1 581b palls, per do*....12 00 @&rated Ic Nacs ... - 9 arl. 247Ib. pKgs....... 72
al ric : BAKED BEANS Baker’s 35 Qatmeal Crackers ... 8
lib. can per dor oo Sliced Cleveland .. Oorange GEMS ... g FLAVORING EXTRACTS
b, can, D o | 20 . Colonial, %s Oval Sugar MRaKes ™ 8 Foote A Jenke
3ib. can %er do* "1 ggg;j CO|0&['1Ia|, %S P enny, ahes dAﬁgrted 8 Colenljan Brand
. retzels, Hand Md....... 8 emon
Ame”c%ﬁTH BRICK 45 Fancy . H%Filler Pretzelettes. Hand Md. 8 NO. > Terpeneless
. L EMSIAN & Gallon aspberriég tgwﬂgy, s Eretzele(t:tesk Mac. Md. 7% Ng- 3 ¥erpene=ess
.............. b aisin Cookies . 8 - 8 Terpen
Canned Goods ........... 1 BLUING standard' it . © Lowne)¥ %s Revere, Assorted ¢ p§nﬁ|§ss
Carbon Oils ............... 1. | 3 d e box $ 40 %lb c§H§S|an Caviar Lowne IS . Rube ... No. 7
E%ELB{ J ?603* ‘ound 2 go* Box~ 75 %ib. cans van_ Houten, wls Scalloped, 'Gems NS
s 3 flb. Van Houten, %s .. Scotch _Cookies . No.
hewing"éum - Sawyer’s Peppeerr E(’30r>§)ss lib. cans saios Van Houten, Ug . Snow Creams ... .
hioory .......... ... = No. 3, 3 do*, wood bxs 4 00 Col'a Rjver, tails 1 9602 o Wi outen. s .. gﬁlg(:;,g Fh.%g‘gs””ts ""1122 2 oz
Chocolate” ... ... = No. 5 3doz. wood bxs 7 00 Col'a River, flats 2 5602 Sugar Gems " ® 4 oz Full Measure....
Clothes Linee BROOMS Red AlaSKa ... 1 3601 45 Suftana Fruit Biscuit 16 s oz Full Measure....
Osees .......... . J No. 1 Carpet, 4sew__2 75 Pink Alaska...... 1 0001 10 Spiced Gingers 9 Full Measure....
Coeocanut ... ... J No. 2 Carpet, 4 sew__2 40 Sardines Spiced Glngers Iced 10 oz Lemon
Cocoa Shelis . No. 3 Carpet, 3 sew—2 25 Domestic,” %s ' 3%Q 4 Slgar Cak Ty og. FUll Measure. ...
Coffes ............ No. 4 Carpet. 8 sew__2 10 Domestic, U Sugar Squaresml'é'r'éémc')}' oz, Eull Measure....l
Confections ................. 11 Parlor Gem 2 40 Domestic, Mustd 6% 1 g - Full Measure.
Crackers ......... ... * Common Whisk o0 California, %s...ll 14 COCOA SHELLS Superba Jennings D.  C. Brand
Cream Tartar ........... «< \ljvanc W hisk 125 Callfotl;nl%/ % 17 ©24  ooito. bags 4 Bon?e Lé'd Terpeneless Ext. Lemon
arehouse .3 00 Frenc 0S Less quantit E/
Dried Walts' a BRUSHES French, %s Pound” packages Sylan _cookie No. 4 panel eo
ri alts’ ... ub Sh I anllla Wafers No. 6 Panel 0
Standard .............. 1 2001 40 W | -
Solid Back .. s sicisia cofirtion. R 100130 LLaverly Toper Panel sé
olid Back, 11 in rti % Zanzibar i
Efgﬁn%%eé’ugygg?gsm .S Pointed Ends .. % (Paggd gg Choice 16% In-er Sea o Eﬂ” Mggi ......... Ut ?)0
fishing Tadels ..... o Fancy . 1 2501 40 Fancy 20 Albert Biscuit Jennings D C Brand
»lavorine extracts . 2 Strawberrles Animals Extract Vanilla
trash Meats ... = Egannctilard . Common “12011%%3 E“E{e' \thlp No. 2 Panel
Fair ... ..14% Butter Wafers ..
delsthi [00) . Choice 16% Cheese Sandwich 1 00 Ng' 46 P%g%|e|"' 5 %
oo Bags 30 Fair Fancy .19 Coeoanut Dainties ... 1 00 [aper Panel 2 00
G;g:gs :rgts Flour 70 Good .. Peaberry” Faust Oyster ... 1 82 Eull Meas. 90
90 Egﬂ%s“' Maracaibo E'g NSWItonk T ..1|0000 oz. Full Meas.. 1 g0
w., RSt Co's, %ac Sise 2 0 CARBORN ~oILs” Frotana ... .= 190 02 Full Meas ..o 8 oft
13dts and Psits tt W. R. sc Co.’s 50csize 4 00 Perfection Barrels . Mexican Gl”ﬂer Snaps N.B.C. 100 No- 2 AGSFgoAI]tlsl EAaégrs :
CANDLES Water White ™™™ Graham Crackers — 19 Amoskeag, 100 in bale 19
Paraffine, 65 ....... 10 D°S' Gasoline— G 19 ggtlrggal e 1 o0 Amoskeag. less than bl 19%
Palrcagﬂ]nge 12s.. ~19 Gas Machine .... Choice ... j ...................... Ig 8dst_e]_rl‘rente Sumé'rméaf);lé % z GR[?FIN A{NW% FLOUR
felly CANNED GOODS African ava 12 Ppretzeleties. Hd Ma.. 1y New No e ... o
es T S S : : New No. 2 Red ... 93
Uswise 3G1b." Standards " 8%010 gft?AeT(.J.faf.t....Z"' il Winter Wheat Flour
allon CEREALS Saratoga Flakes Qcal Brands
. Breakfast Foods . Social galn&s "3\ i
HAtCheS w.oomeeoo - B Bordeau Flakes, 301D, 2 80 Arabian ... 21 Soda, N. B Qfraiht atents
- Packa oda, Select ........... loo 2tratgnt ...
N EAaOLS oo Egg-O-See, 36 pkgs..2 8 New Yorko i Basis Sultana Fruit Biscuit 1 50
Mola: _f Baked Excello Flakes, 36°1b."4 50 Arbuckle 16 00 Uneeda Biscuit ......... &0
Mot « Red Kidney s6© o6 Excello, Iarge pkgs__4 %0 Dilworth Uneeda Jinler wayfer 1 00 Subject to usual cash dis-
.................... Strmg Jo01 1B E?gffé '\:?gts b f%) Jersey \L}neelclia {\/Av'"? Biscuit % Flo ur in. barrels, 26c per
Wax ... .7601 25 Lion anilla afers 1
Nuis B RA/IaIIta Ceres, 2 40 McLaug XXXX Water Thin 100 s\?”g' adg't'o IC Brand
Standar 1 3 Malta Vita, b2 8 MU augRImS XXXX sold ZU Zu Gingersnaps 50 ' Worden Grocer Co.'s Brand,
Gallon o Mapl-Flake, 36 lib. "4 G to retailers only Mail all Zwieback . - 10 Suake Rapsr .
Brook Trout Pillsbury’s 'Vitos, 3do*4 25 grders  direct W _F. Holland RUSk uaker, c0
i ca Sl EAS Y A B RO e g Whll g paeBRET T g e
Little Neck, lib. 1 00<®l 2ft Sunlight Flakes, 20 Igs 4 Q0 go- Extract 60 packages .. .4 76 Kansas Hard Wheat Flour
Little Neck. 2it> ©1 50 Vigor, 36 pkgs.............. 2 75 Holland, % gro boxes 9% CREAM TARTAR Fanchon, %s cloth €0
Cards Clam Bouillon Voigt _Cream Flakes...4 50 Felix, % Qross ... 1 16 Barrels or drums ... 29 Judson Grocer C_
Playlng 9
Burnham's % pt........... Zest, 20 21b.......ccccccuennnnn. 410 Hummel's® foil, % gro. BOXES  ..oocevine .0 Grand Rapids Grain A Mill-
Prtions Burnham’s pts Zest, 36 smali pkgs....2 76 Hummel's tin, % gro. 1 % Square Caris .__ing Co. Brands.
Crescent Flakes CRACKERS Fancy caddies wizard,~ assorted
One case -2 50 National Biscuit Company DRIED RFU|T8
Sloe Flg)%eci;saesse ‘free wi h'2te4r(1) Brand Sundrled Apples
. case Seymour, %ghﬁ?g .......... ¢ Evaporated ... 9 ©10% S'grm
Balad Dressing i 85 50/0”03322” case free with N7B."C., Sguare .......... 6 California’ PHCO o oooa Gold Hakersic Brallnd5 -
; 6 alifornia ..o olden” Horn, fami
ISa&}IerBodS """" ; Z/Orgg fourth case free with N. B. C. 5032?“ 100 12Csalizfsonr)nigoPé'&l;mes %olldei?1 Iilorn blaker sy 5 %5)
Belt ...... French Pe o cases. . Select Seda .. . - X utu mperia -6
Salt Fish ; Sur Extra Fine 292 Frelght allowed. ggl,'%% % dFIakes I 90-100 251h. boxes..© 5% Judson Gropcer Co
i . Rolled Oats Zeph rg 80- 90 25fb. boxes..© 6 Ceresota, %s
Shoe we<*Mig Rolled Avena, bbls, .6 50 “SPTYIEHE s 70- 80 25Tb. boxes.© 6% Ceresota, %s
Oyster ,
Steel Cut, 100 Ib. sks. 3 35 N. B. C.. Round 6 60- 70 25lb. boxes.© 7  Ceresota, %s ..
Soap 8 — " Monarch, bbl................. 6 25 Gem 60- 60 25lb. boxes.© 7% Wheel
s Standard - 1 76 Monarch, 0 b. sacks 2 © Faust. i0- 20 B glftces..g s Winobid. o
i uaker - . - 0Xes.. Wingold, %s
Starch b ....85 8uakeé 2|£)g i 65 %c less Icn 50th cases ngold %S
arc 8 obster racke ea Animals .. itron Pillsbury’s
Syrups « % b.. .. .2 25 Bulk L |u Aﬂant.c, A corsican  ............ ©20 Best, %8 gloth
Ib.. .4 25 24 2 *b. packages ....2 ee ttle ... jrraot* Best, %s cloth
P|cn|c Tails . e ..276 ATsUP Cartwheels Impd 1 Ib pkg .8%© 9  Best, %s cloth
Mackerel Columbia, 25 pts........ 4 16 cCassia cookie 9 Imported bulk___8%@ 8% Best, 9%s paper
Mustard, 1Tb... . 80 Snider's |nts 225 Current Fruit Biscuit i« Best, %s paper
9 Mustard, 021b. Snider’s Elnts ........ 1 35 CracknelS ooveevvvenn.. 18 Lemon American ... Best, wood ...
Soused, 1% o, Coffee Cake. pi. or iced 10 Orange Amerlimn . 14 Worden Grocer Co.'s Brand
Soused, 2Tb..... Acme 012% Coeocanut Taffy Bar...12 Laurel, %s cloth ... 5
Tomato, lib. Elsie 015 Coeoanut Bar 10 London Layers, 8 or laurel, %s cloth ... 5 80
W Tomato, 2Tb . Gem Coeoanut Drops .. London Layers, 4 or juirel. %s&%s paper 5 70
Mushrooms Jersey . @13  Coeoanut Honey Cake 12 Cluster, 5 crown ... 226 Jlaurel, %s cloth 6 70
o Hotels © Riverside .v 13 Coooanut Hon. Fingers 12  Loose Muscatels, t € Wykes sk Co
H g y
o g Buttons Springdale ©13% Coeoanut Macaroons ..18 00se Muscatels, 3 cr. 7 Sleepy Eye, %s cloth..6 80
Wispsiag Paper le Warner’s 013 Dandelion .............. .. 10 ,0se Muscatels Sleepy Eye, %s cloth..6 70
Cove, Brick .. 015 Dixie Sugar Cookie.. 9 L. M. Seeded 1R> 8%@ 9% Sleepy Eye, %s cloth. .6 60
i R 01 & letden . AIR  Frosted Cream ... g Sultanas, bulk Sleepy Eye, %s paper..6 60
Cove, li 198 Jleburger ......... 019 Frosted Honey Cake 12 Sultanas, package .. Sleepy Eye %g paper..6 80




Meal

Golden Granulated . .3
St. Car Feed screened 29

No. 1 Corn and Oats 29
Corn, cracked ......... 28
Corn Meal, coarse .. 28
Winter Wheat Bran 28
Cow Feed .. 28
Middlings 27
Buffalo Gluten Feed 30
Dairy Feeds
Wykes & Co.
O P Linseed Meal ... 31
Cottonseed Meal 29
Gluten Feed .. . 29
Malt Sprouts .24
Brewers Grains . .28
Molasses Feed 2

Hammond Dairy Feed 24

Oats
Michigan carlots
Less than carlots

Corn
Carlots .o,
Less than carlots
Hay

No. 1 timothy carlots 13
No. 1 t|mothy tgg lots 14

Leaves

.Rump,

Sausages

Boneless

76 bbls....
% bbls
%

1

Kits, 15 Ibs.
% bbls. 40 Ibs.
V4 bbls., 80 b

T Casin
Hogs, per aﬁ) ......
Beef, rounds, set

Beef middles, set..

Shee er bundle
Upncp

olored Butter'lh'e

Solid dairy ...

Canned Meats

Corned beef, 2 |b
Corned beef, 1 Ib..
Roast beef, 2 Ib..

MICHIGAN TRADESMAN

. SNUFF Basket-fired, choice .38 Cloth Pi
Scotch, in bladders ......37 Basket-fired, fancy 43  Round head 5 gross bx s CONFECTIONS
yr%%cc?boega in Jlanrs -3 NIFCS oo 22024  Round head, cartons.. 70 Standsatrl k Cand Pails
g% ) v Egg Crates and Fillers. standard H
1. S. K|rk & Co. Gunpowder Hgmlptgor%gng&ty 12 dOZ %g Standard Twist’
émekrlc%n Famll 4 88 Moyune, medium .........30  Ng' 2 complete . 2 Jumbo. 32 Ib Casea
Dusk é Ialmolod 6 07 380 Moyuna, faneo % Case No. 2fillersi5sets 1 3 Eytra M H 777.77%1»
Jap Ros bars ....s 75 Pingsuey, medium 39 Case, mediums. 12 sets 1 15 Bgston Cream ...
Savon Imperlal . Plngsuey, choice 30 Faucets Big stick, 30 Ib, case.. 51
e Sl f Py iy o ok gl b T
Satinet, oval . Choice | oon yson Cork lined, 10 in.. 90 Mixed Candy
Snowberry. 100 cakes 4 oo Fancy . Mop Stlcks Grocers.
Proctor™ & Gamble Co Oolong trojan spring ... 90 gompeltltlon
Formosa, fancy . 42 Ecllpse patent sprmg 86 cla
Amoy, medium No. 80 Congelrve
70 Amoy, choice p at brush olderl % Ribybon

3
Engllsh Breakfastj 1Jib. ?\lottor71 mop hea

2% LAUTZ BROS. & co Mediu o Ideal
Acme, 70 bars .. 3 60 Chmce 30
30 Acme, 30 bars Fancy.. .40 2.
16 Acme. 25 bars .. India 3-
20 Acme, 100 cakes .3 50 1py|0n choice 32 2.
90 Big Master, 70 bars .2 9 rancy 42 3- wi
TOBACCO Cedar, ah red, brass
Marseilles, 100 cakes .5 80 o_ i Fine Cut Paper, Eureka 2
Country Rolis 10%@16% Marseilles, 100 cakes sc 4 0o Sa |tac| """"""""""""""""""""""" Fibre
Marseilles, 100 ck toilet 4 oo >Weet l.oma Toothplcks
Marseilles, Vibx t0|let 2 10 ';'é?g\’?gr‘na- 51 llardwood - ¥
d CAh' . risl ey Pay gCar Softwood
250 Goo eer . 28 Prairie Ro I & Uet

Roast beef 1 Ib

1 40 Old Country

Senna Leaves.. Protection W
Potted ham, %s 45 Powders Sweet Burley™™" " . Tra
ver HORSE RADISH g PO e U2 T B LR YRR R o w3
JEL Deviled ham. Vis 35 E?}"WDU‘§¥ 24|arge """" }f %8 Bed Cross Mgﬂgg ngd'
tt>. palls, erdoz .2 3 - _ v .
S 1 Balle B2, T potted tonatie s Bl DUSE Ton€°. % B B MO o
80 Ib. palls per pall %S gRICE — gégkr?lme 24 4tb.. 3 %3 ﬁlal\(/)vatha Rat spring "
Pur 30 Fancy @7u Soapine . m B)e/lttlemx; . Tubs
(S:alallbrla ' ﬁ 5%® 6Vi ngeblr;[és . s émedlcadn Eagm 33 %g in. ggangarg No. 1875
PCIY s 14 KOS€InNe ... tandar avy . 37 8-in. Standar 0. 2775
Roo 1 SALAD DRESSING Ovn?dooumrs 5% Spear Head. 7yoz... a7 I2t-lr?i. %?bnlgar\tljo l\fo. 3 675
MATCHES Columbia, Vi pint 2 25 14% oz. 44 -ni. c L 2
D. Crittenden Co. Columbia, 1 pint ... 4 00 b %’ﬁﬂgt . 18-in. Cable, No. 2.
No'sﬁless TI:PXTRAgQr@g4 » Durlliees Iargﬁ har iR JJorﬁnson 2% % 0|d|DHMr Sty No i CFallb)!'% Ne- 3.
Durkee’s, small, 2 doz. 5 25 Johnson’s 4 onesty .
Armour’s, 2 oz. 4 45 Snider’s, large, 1 doz. 2 35 Nine O’clock .3 36 s ls ?E'EF@
ﬁrn&our’sch4 oz. 235 Snider’s small, 2 doz. 1 35 Rub-No-More 3 75 4 Heidsick 0. N d :
iebig’s Chicago, 2 oz. 2 iper Heidsic Wash Boards
L|eb|8 S Chlcagg;o 40z 530 Pack%éLﬁ%R’lgsTLijns box Enoch Sﬁﬁglﬁ{;'ﬁ?s Sons. Boot Jack Bronze Globe 2 8U
Liebig's Imported, 2 0z. 4 35 Arm and Hammer 3 10 Sapolio, gross lots ~...9 0o Honey Dip T Dewey ... )
Liebig's Imported, 4 0z.8 50 peland’s — Sapolio, half gro lots 4 50 Black Standard Doul?le Acme 2 76
N'\Q\S\)ILélslsegrSls L. gapollo ﬁmgdle boxes.. % 22g tiric«“ .mw.7.7 glgl?b?e AF’Cene"r('eless i %g
apolio, hand ... ST :
(r:%ncy Open Kettle . 43% Wyandotte, 100 %s ...3 oo Scourine Manufacturl ng Co Single Peerless .. 3 60
Fapice 2 SAL SODA Scourine, 50 cakes.....1 80 I Northern Queen 3 60
Gaurd Granulated " bBl Scourine. 100 cakes 3 50 Great Navy .. Il *36 Double Duplex 3 08
ood . . 2 1 OIS e 2 Smokmg7 Good Luca .. 2 T
Half barrels 2c extra Granulated, 1001b. cs. 1 g9 SODA % weet Cor 7 32 Universal 56
MINCE MEAT Lump, bbls .. 80 BOXes : 5% Flat Car.. o |
Par CaSe€ .o 290 Lump, 1451b. kegs 95 Kegs, English «4% Warpath Vi Window Cleaners
MUSTARD SALT ) . SOUPS Bamboo PoTU i D 1 6a
% Ib, 61" DOX "o Gommon_Grades Columbia_ .. 2o 5'1% i ~-| 16 in 30
ed Letter . 0z. pails .lz1 18 e
Bulk, 1 gal. SPICES Honey' Dew .. 0 430 glood - Bowls
Bulk, 2 gal. Whole Spices Gold B|OC|< 40 .1 35
Bulk, 5 gal. 0% Ib, sacks. ANSPICE  rorvrrvetrseserirse 12 lélagman % %
Manznlla, |b- sacks.. Cassia, China in mats. 12 09 2 0
ueen, pints Ib. sacks... gaSSIa, cBanton ...... — %g SUIQe sDrl'\e/zltljxturlelIIIIV7. }ﬂ) 3 -2 3
! Warsaw assia, Batavia, bund. .
. dairy in drill bags 40 Cassia, Saigon, broken. 40 Duke's Cameo 48 Assorted, 15-17-19 3 25
dairy in drill bags 20 Cassia, Saigon. in rolls. ss Myrtle Navy WRAPPING PAPER
" “Solar Rock 9 Cloves, Amboyna g% Yum Yum, 39 Common straw
SACKS 24 Cloves, Zanzibar um, Yum 40 Fibre Manila, white.

CIay, No. 216 per box 125

Clay, T. D., full count
(610 o

PICKLES

Medium
Barrels, 1,200 count...s
Half bbls., 600 count...4 75

Small
Half bbls., 1200 count 57

PLAYING CARDS
No. 90 Steamboat

60
N0
50

85

No. 15, Rival, assorted 1 25
No. 20 Rover enameled 1 50

No. 572. Specia

al.. &
No. 98 Golf, satin finish 2 oo

No. 808 Blcycl ..............

No. 632 Tourn’ tSWhISt 2 25

POTA
48 cans in case

Babbitt’s ... 4 00

PROVISIONS
Barreled Pork

ss
dear Back .
Short Cut .. !
SBhort Cut Clear
Er.ske't’ """ Ciear

Clgar Family

Dry_ Salt
S. P. Bellies
Bellies ..
Extra Shorts

Smoked
Hams, 12 Ib. average..
Hams, 14 Ib. average..
Hams, 16 Ib. average..

Hams, 18 @. average.. 12

skinned Hams ...

Ham, dried beef sets..18

California Hams ...
Picnic Boiled Hams..

Boiled Ham

Berlin Ham, p

Mince Ham

Bacon ..

Compound .

Pure in tierce»

80 Ib. tubs... .advance
60 Ib. tubs... .advance
60 Ib. tins... .avandce
20 |b. pails... .advance
10 |b. palls... .advance
K Ib. palls— advance
I A. palls... .advuoe

1

Commo
Granulated, fine
Medium, fine

SALT FISH
Cod

Large whole
Small whole

Strips or bricks . 7V|®10% Pure Ground In Bulk Cant Hook
Pollock @5 L

Strips ..
Chunks

65 Cream

.38 1*1bre Mamlial colored
35 Corn Cake,

26 No. 1

2 Cream Manila
39 Butcher's Manila .
39 Wax Butter, short c'nt. 13
.35 Wax Butter, full count 20
Wax Butter, roils __ 16

YEA T CAKE

28 Sunllght 3 do
s Forex-XXXX Sunlight, 1% doz .
% Good Indian .. 25 Xeast Foam, 2 d0Z....i 1
h Self Blnder 1602 802Z. 20 22 Yeast Cream, 3 doz...| 00
1% Silver F .. 24 Yeast Foam, 1% doz, 68
Sweet Marle

Mace ... 680

Nutmegs, 76-
8 Nutmegs, 105-10 T 25 Corn Cake, lik

IF;lutmegsS 116-20 .. e 29 ggvv\v' Eg¥ 10//3 °

e er Ingapore,

PeBBer |n§§;|op white., 25 Peerless, 3% oz.

7 Peerless, 1% oz..
% Pepper, shot ... 17 ASF Brake .

lib.

Allspice
Cassia, Bataviva
Cassia, Saigon ..
13 Cloves, Zanzibar
13 Ginger, African
Ginger, Cochin

Country Clulb

---------------------------- FRESH FISH
White Hp. Bbis 7 508 00 Glder Jamaica & Royal smoke . Per_Ib.
White Hp, Vibis. 4 00@5 00 Mustard 18 Pott 3 WINE Whltehall Jumbo 18
White Hoop mchs 75 pepper gap .17 Cotion 4 ply o 29 Whiteiish, No. 1 ..
Norwegian Pepper, Singp. white.. 28 j 0n2, Ipy -0, 20 Trout
Round, 100 Ibs pepper Cayénne Hute ply v M4 Halibut 1.
Round, Bag : emp, 6 XS Ciscoes or Herring
Scaled Flax, me 724 Blheiish 17
STARCH Wool, 1 Ib, bails— 8 Live Lobs'fé'rm 730
Co w o VINEGAR Boiled Lobster 30
'%lﬁzgzsforgo I4gs“bs . 57V4 MaIt Wthe W|ne8£(1)0gr 9, Cod Xi
?‘5’ Muzz¥: 40 libs..00 2% Puaré V(\:I| e Vvae gr 12A)
K,GIOfSS q gure Cléier Rlobmson 15 Pike
ingsfor ure Cider, Silver .. 151
ilver Gloss 40 libs. 7% WICKING gr?]?l?ed dr\ﬁlsﬁft% .9
T &Silver Gloss, 16 31bs. 0h No. 0 per gross.. Smoked White . ey
‘lseSilver Gloss, 12 6lbs. 06 No. 1 per gross C??i%o%k' Salrlngn gl /0
08 1ib packeazd No: § Per gross Mackerel ;
D B &b "ackages WOODENWARE Finnap Haddie .1. AL
36 t2 61b. packages Baskets '
50 Ib. boxes Bushels .. . 0o Shad Roe, each
SYRUPS ﬁ”sr&els wide band - SpelflklllslszSB:;sD o
8
Barrels m Splint, large ides
Half Bar Splint, medium Green  No.

Celery
Hemp. Russian
Mixed Bird ...

Mustard,white

Hangy Box, IargeI 3 dz2 % Regular medium

Y
Blxby's Roya) Pol
IUta¥’| Crci//v2>

0 Splint, small .2 75 Green No.1
fgig_’ 82{}? 0//5 gz, in cs.1 o5 Willow. Clothes, large”s 25 Cured No.1
10 51b cans 2 dz. in c¢s.2 05 wrlHow' £lothes-me’'m 7 25 Cured

4vi i « Calfskin, green, No. 1 10
I HW. cans 2 dz. in ¢s. 2 «0 calfekin’ ggreen b 10

" oo’ ; Pure Cane 2]b.  size, 24 in case.. ,, Calfskin, cured, No. 1 11
. Ule Ealr . 16 3lb  size, 16 in case.. 68 Calfskin, cured No. 2 9%
ava Good 2 5lh  sze, 12 in case.. 63 Pelts
Choice 2 i01b.  size, 6 in case. 60 g4 Wood
Butter Plates Lambs ...

i ii°! ' n crate 35 Shearlings
Sndried; medium iior 0 2valiso i
Sundried, choice No 2 BVvaf 4+ Iﬂ grate N Tallow @
Sundried, fancy No. 5 Oval 250 in crate 60 No. 2 = >
Churns N* 2 @4
ish ! egular, choice Barrel. & gal, each__ 2 40 Wool )
IS 85 Regular fancy .. 38 Barret. 10 gal. each...2 65 Unwashed, med. ... ®is
Polish g Basket-fired, medium 81 ?k 7P Unwashed fine , sia

;0 Hand Made Cream 17

Fa ris I% re@ alg@ﬁraéﬂﬁb

Fancy—in Pali*

Oypsy Hearts

Coco Bon Bons ..7.7 is
Fudge Squares ....7 1fa
Peanut Squares .... X0

gﬁeg(@jPePa%au uts L 7 112‘

Starlight Klsses L TE
s>au Lias Goodies 7
Lozenges, plain ... 7
Lozenges, printed . * 1
Ethplon ChoFoIa e 7.
ipse ates ...1
Eureka Chocolates is
8E|ntette Cgocola[t)ed 7 ik
ampion Gum Dro 9
Moss p Q‘i
Lemon Sours T .....1o
Imperials ... 1
Ital. Cream Opera 12
Ral. Cream Bon Bom 12
Golden Waffles If
Red Rose Gum Drops 10
Auto Bubbles ... X3

Fancy—in 5Ib. Boxes
Old Fashioned Molass-
es Kisses, 1010. box 1 80
Grange Jellies
Lemon Sours .......... ‘au
Old Fashioned Hore-
uouiiu drops ... 60
Peppermint Drops ... ftu
champlon Choc. Drops '70
koc. Dro S 1 10

Dark ho .............

Erﬁﬁantwé@ta a%rysl gg

a.a. Licorice Drops . ou

j-ozenges. plain ..,...«0
Hoz eng%s prlnt ed __ 65
Imperi E!
Mottoes

Cream Bar 777
ft* Peanut Bar ..7 2
Hand Made Cr' ms| ,009»
J-ream Wafers . u
String Rock N E: )
Wmtergreen Berries ..60
Gld lime Assorted .8 70
HRSH B VAY
Aen Strike No. .
ien Strike No. 3 . .| oo
Aen Strlke Summer as-
sortment ... aK
Scientific Asst .. 711g oo

Pop Corn
Cracker Jack ... j 25
Checkers, sc f)kg case’s so
Pop Corn Bals IMs 1
Azulikit 100s ....... 00
Oh My 1005 ........................ j 60
Cough Drops
Putnam Menthol .....1 ou
Smith Bros. ........... 1 25
NUTS—Whols
Almonds, Tarragona 17
Almonds, Avica
Alrﬂonds Californ
Brazils
Gilberts
Cal. No. | w
Walnuts; soft shelled ®18
Walnuts, Marbot ... ®14
1'abie nuts fancy ,13®16
Pecans, Med......... ®10
Pecans, ex. large .. ®12
Pecans, Jumbos™ .... ©13
Hickory Nuts per bu.
Ohio” new .

Coeoanuts ...
Chestnuts, New York
State, per bu..

Shelled
Spanish Peanuts ..7® 7%
Pecan Halves .. ® 45
Walnut Halves ..32®35
Filbert Meats .... ©2/

o Alicante Almonds ©42

Jordan Almonds ... ©a47

Fancy H. PP Suns 6%@ 7
Roasted ... 7%@ s
Ch0|ce H. P. Jum-
...................... 8 © 8%

Roasted e 9 @ 9%
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Special Price Current

AXLE GREASE

Mica, tin boxes... .76 < 00
Paraxon ... 65 0 00

BAKING POWDER

Royal
10c size 90
%Ib. can* 1 85
Cos. can* 1 90
MIb cans 8 50
Klb cans 8 76
lib. cans 4 80
Sib. cans IS 00
61b cans 81 60

BLUING

C. P. Bluing
Do*
Small sis*. 1 do*, box. .40
large sis*. 1 dos. box..76

CIGARS8
Johnson Cigar Co.'s Brand

w

C. W, 1000 lots

S. C, 3
El Portaria 33

Evening* Press
Exemplar ..o
Word» Grocer Co. brand
Ben Hut
Perfection .....c.coeviennne 85
Perfection Bxtras ...35
Londres ... .35
Londres Grand .8

Standard ... . 86

Puritanos ...... .86
Panateli**. Finas .......... 85
Panateli». Bock ..86
Jockey dub .. St
COCOANUT

Baker's Brasil Shredded

70 WIb. pkg. per case 8
86 %lb. pkg. per case 8
klb. pkg. per case 8
18 %tb. pkg. per case 8
FRESH MEATS8

Beef
Carcass ..o 8 @11

Boston Butts ... @10
Shoulders 8%
Leaf Lard ~. . 914
Trimmings ... @8

Mutton

Carcass ... @n

Lambs .

Spring Lambs ... @16
Vi

Carcass ..o 6 @ 8%

CLOTHES LINES
Sisal

. 3thread, extra..l
72ft.  3thread, extra. .l
3thread, extra.. 1
6 thread, extra..1

6 thread, extra..

Jute

SAFES

Full line of fire and burg
lar proof safe* kept in

0 stock by the Tradesman

Company. Thirty-five sizes

60 and styles on hand at all

Cotton Victor
50ft 10
0ft 186
70ft. 180
Cotton Windsor
50ft
60ft 144
70ft 180
80ft . 8 00
Cotton Braided
X0 i S
50ft 186
60ft.

Galvanized Wire .
No. 20. each 100ft long 1 9t
No. 19 each 100ft long 2 10

COFFEE
Roasted
Dwlnell-Wrlght Co.'s. B'ds

White House, lib
White House, 2ib...
Excelsior. M & J, lib
Excelsior, M & J, 21b
Tip Tos). M ft J. lib..
Royal Java ...
Royal Java and Mocha
Java and Mocha Blend
Boston Combination ..

Distributed by Judson
Grocer Co., Grand Rapids;
Lee. Cady ft Smart, De-
troit; Syrmons Bros. & Co..
Saginaw; Brown. Davis &
Warner, Jackson: Gods-
mark, Durand ft Co.. Bat-
tle Creek; Flelbach’ Co..
Toledo.

Peerless Bvap'd Cream 4 90
FISHING TACKLE
1% to 8 In...

1% to 2 In.
1% to 8 in.

Cotton Line*
.19 feet ..
16 feet .. .
15 feet ..
15 feet ..
15 feet ..
16 feet ..
16 feet
. 16 feet ..
. 16 feet

Lin» Lin»

Z
I .
2 AN

z
o
® o yo o

Pel»
Bamboo, 14 ft., par do*. 65
Bamboo, 16 ft., per do*. 60
Bamboo. 16 fty per do*. 80

GELATINE

Cox™, 1 do*..cevvenne 1 80
Knox’* Sparkling, do*. 1 20
Knox'* Sparkling, gro.14 00
60

80

Nelson’s

Knox’s Acidu’d.
Oxford ..o 7]
RtvOMOOI «o00k .......... 1 (8

times—twice as many safes
as are carried by any other
house In the State. If you
are unable to visit Grand
Rcpids and inspect the
line personally, write for
quotations.

8OAP
Reaver Soap Co.'s Brands

100 cakes, large size..6
60 cakes, large size..8
100 cakes, small size..8
60 cakes, small slse.. 1

60
8
8f
of
Tradesman’s Co.’s Brand

Black Hawk, one box 8 60
Black Hawk, five bxs 8 40
Black Hawk, ten bxs 8 2t

TABLE SAUCES8
Halford, large ..
Halford, small

Use

Tradesman

Coupon

Books

Mece by

Tracesren Canpary

And

TRADESMAN

Michigan, Ohio
INndiana
Merchants

have money to pay for
what they want. They
have customers with as
great a purchasing power
per capita as any other
state. Are you getting
all the business you want ?
The Tradesman can “ put
you next” to more pos-
sible buyers than any
other medium published.
The dealers of Michigan,
Ohio and Indiana

Have

The Money

and they are willing to
spend it. If you want it,
put your advertisement
in the Tradesman and
tell your story. Ifitisa
good one and your goods
have merit, our sub-
scribers are ready to buy.
We can not sell your
goods, but we can intro-
duce you to our people,
then it is up to you. We
can help you. Use the
Tradesman, use it right,
and you can not fall
down on results. Give
us a chance.
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BUSINESS-WANTS DEPARTMENT

VJvertisements

subsv .Jiient continuous insertion.

BUSINE8S CHANCES

For Sale—Shoe stock and fixtures in a
good Northern Indiana town of 25000

people.  Will invoice about $3,000. All
new goods. Nothinfq over one year old
in stock. Will sell for 75c on the dollar.
Address No. 704, care Michigan Trades-
ind.il. 704

For Sale—In Oscoda Co., Mich.,, a gen-
eral merchandise and mill business; a
good clean stock of merchandise, in-
ventoryin between $7,000 and $8,000;
store building 25x100 feet, two stories,
with 8 living rooms above; doing a pros-
perous business. Mill is a sawmill and
shingle-mill combined and a money mak-
er, working in well with store; from $3,000
to $5000 per year can be made in the
business, $10,000 will buy it. Good rea-
son for selllng Address Box 111, Knee-
land, Mich. 701

For Sale—An improved farm in Barry
County. Clay loam soil. Good buildings.
Wind " mill, ten acres hardwood timber.
Or will exchange for shoe stock. Ad-
dress B. M. Salisbury, Ovid, Mich. 700

For Sale—Two Alpha belt separators
like new, close skimmers, 3,000 tbs.
capacity. Bargain. Also engines, boil-
ers, vats, weigh cans, scales, pumps, etc.,
cheap. E. A. Pugh, Oxford, Pa. 698

To Buy—Dry Goods. Ex-merchant -de-
sires correspondence with party doing
profitable business. Live town 3,000 up-
wards. Owner wishes to retire. Stock
$5.000 to $10,000. Mention size store,
show-windows, case, sales, expenses.
Will be in Michigan in July. Address No.
697, care Tradesman. 697

For Sale—Barred Plymouth Rock eggs,
*1.50 per setting of 15. Incubator eggs
$5 per hundred. My yards are headed by
some of the best laying strains in the
country. I. W. Harris, Box 540, Hamp-
ton, la. 696

For Sale—The best paying drug store
in Lansing. Terms to suit purchaser.
Must be sold at once. Rent cheap. Best
location. Connected with opera house.
Best reason for selling. Money no ob-
ject. Security is what we want. Apply
to H. N. Meloche, Lansing, Mich. 94

For Sale or Rent—First-class meat
market, including horse, wagons and fix-
tures. Box 36, Harbor Springs, Mio:rfrs.93

Wanted— Stock groceries or shoes for
store builiding. Paying good revenue, not
above $2500. Also second-hand Nation-
al cash register wanted. State price. D.
A. Kloethe, Piper City, 1. 6

Q. B. JOHNS & CO.

Merchandise, Real Estate, Jewelry
AUCTIONEERS
GRAND LEDGE. MICH.

I have I]ust closed a successful sale for
F. H. Ballinger, Shepherd, Mich.
Write him about it.

For Sale—Only drug store in town of
500. with country tra.de of 2,000 people.
Will invoice about $3000. Rent low.
Terms reasonable. Address No. 691, care
Michigan Tradesman.' 691

For Sale— A retail lumber yard. Fine
location. Good patronage. For particu-
lars address The Ewart Lumber & Hard-
ware Co.. Topeka, Kansas. 690

For Sale—At half off inventory price.
Just like finding $1,000. Great opportun-

ity to start in business. Good assort-
ment; fine location. Proprietor going
west. John Cook, Box 62, Owosso, Mich.

702
For Sale—Drug store in Southern
Michigan, town 1.500. Invoices $3,000.
Address No. 703, care Tradesman. 703

For Sale— A general mercantile store in
the garden spot of Colorado; town of
2,500; sugar factory, beets, potatoes, al-
falfa and grain. Stock invoices about
$15,000; annual sales, $3500<n Will bear
the closest investigation. The best mon-
ey-making store in_ thesection. Reason
for selling, other interests require too
much time. Address direct, Box 87, New
Windsor, Colorado.

Good feedmill cheap.
Reason, ill health.
Mich.

For Sale»--General mercantile business,
15 years’ established trade; stock and fix-
tures invoicing about $4,000. Good chance
for the right man. For particulars write
Lock Box 610, Neillsville, Wis. 686

For Sale—Complete moving picture out-
fit in first-class condition. Address Box
54, Bronson, Mich. 634

Run
Feedmill,

5 years.
Wixom.
688

No charge less

648 acre stock farm, rich soil, with new
buildings, wire fencing, well water, 8
miles from Quincy, L Price  $50,000.
Accept stock eneral merchandise as part
purchase. dress No. 681, care Michi-
gan Tradesman 681

For Sale—Only dru? store in prosper-
ous town, center of large fruit growing
district; gets all trade from neighboring

town. Lot, building, fixtures, elegant
soda fountain, large stock, and good will.
Pays three thousand dollars profits an-

nually and increasing rapidly. Owner
wants to retire. Price $5500 cash. Tuds-
bury & Turner, Real Estate Agents,
Loomis, Cali. 680
Meat Market—In Wisconsin county

take about $1,000 to han-
Write Polk C06u7nty

seat, for sale;
dle. Good business.
Bank, Balsam Lake, Wis.

For Exchange— Fine, modern steam-
heated, three-story brick business block,
well rented; also other improved proper-
ty and some cash, for stocks of mer-
chandise invoicing $1000O to $50,000. Ad-
dress Box 56, Marion. Ind._____ 677

100 to 20,000 Pairs of
Shoes Wanted

or part or entire Shoe, Dry Goods, etc.. Stocks
Quick deal and spot cash

Write to '

P. L. Feyreisen & Co., 12 State St., Chicago

If you want to sell your shoe business

for spot cash, address No. 676, care
Tradesman. 676

Subscribe for the Democrat and get
a 5 year 3 per cent, one dollar bond, only
six thousand issued. Just organizing, no
other indebtedness. Paper one year and
a bond for one dollar. R. M. Young,
North Side, Scottdale, Pa. 674

For Sale—Big paying saloon within 10
miles of Grand Rapids. Bonds and_Ii-
cense guaranteed. Reason for selling,
ill health. Hotel of 17 rooms, 10 miles
from Grand Rapids. Bar in connection.
Doing bi business.  Another without
bar. 'in thriving town near Ludington.
First-class drug stock in an up-to-date
city of about 20,000. Stock will invoice
about $5000. Cusick Bros., Widdicomb
Bldg., Grand Rapids, Mich. 673

Bakery, restaurant and soda fountain.
Middleby oven, everything complete. In
hustling Kentucky city of 3,000. Brisk
trade all the year around. Reason, sick-
ness in family. Address Baker, Box_ 41,
Sturgis, Ky. 672

For Sale—An up-to-date grocery and
meat market in a lively town of s,o000.
Annual sales over $60,000. Stock will
invoice about $1,500. Have been in busi-

ness 28 years and want to retire. Will
only consider cash deal. Address J. W
B., 116 South Front St., Dowagiae, Mich.

671

For Sale—Cash, stock of
tinware, queensware, harness, wagons,
buggies and farm implements, invoicing
about $12,000. Good reasons for selling,
good business, located in Missouri. Ad-
dress W. M., care Michigan Tradesman,
Grand Rapids. Mich. 667

Wishing to retire from the hardware
business, am offering my stock for sale
Stock is clean and up-to-date. Is lo-
cated in the county seat of Southern Wis-
consin within a rich farming and dairy
country. Stock will invoice $4,500. One
other hardware and business enough for
both. This is worthy of your considera-
tion and can be bought reasonable.
Charles Freligh, Elkhorn, Wis. 663

. Hardware, furniture and undertaking
in best Michigan town. Stock well as-
sorted and new. A winner. Owner
must sell. Other business. Address No.
587, care Tradesman. 587

For Sale—One Dayton computing scale,
almost new. Cheap. Judson Grocer Co.,
Grand Rapids, Mich. 617

For Sale—Stock of groceries,
shoes, rubber goods, notions and arden
seeds, Located . in the best fruit belt in

|ch| an. Invoicing $3.600. If taken be-

pril 1st, will” sell at rare bargain.
Must sell on account of other business.
Geo. Tucker. Fennvilie. Mich 63*

Wanted— Stock  of groceries in ex-
change for real estate, not above $2,500.
Address C. T. Daugherty, R. D. 2. Char-
lotte, Mich. 592

For Sale or Exchange—Small hotel;
forty rooms, mostly furnished; will sell
or exchange for farm. Enquire Winegar
Furniture Co., Division and Cherry Sts,,
Grand Rapids, Mich. 685

hardware,

boots,

than 25 cents.

Will sacrifice 1,000 pair pants worth
$150 to $200 at $1 pair, mostly peg tops,
side buckles; swatches or pants sent.

Three references required or send remit-

tance for quantity desired. E. Brown,

27 E. 10th St., New York City, N. Y.
687

Farm For Sale—In Garfield County, the
Banner County of Oklahoma. 240 acres,
new 7 room house, new barn, 100 acres
in cultivation, 5 springs, timber, fruit,
good pasture, close to school and church’
A model farm. N. F. Cheadle, Guthrie,
Okla. 662

For Sale—One 200 book McCaskey ac-
count register, cheap. Address No. 548,
care Michigan Tradesman. 548

For Sale or Rent—Store building ax
Croton, suitable for general stock. No
other store within nine miles. L. E.
Phillips. Newaygo. Mich. 410

For Sale--Egg cases. Veneer Box Co..
123 Straight St., Grand Rapids, Mich.
654

For Sale—On easy terms, or exchange
for desirable real estate, good clean stock
dry goods, groceries an crockery, lo-
cated in exceptlonally good farming
country in village of Has three
factories running regularly Only stock
of the kind in the village. Will invoice
about $5000. An elegant established
business. Sales in 1907 nearly $30,000.
Corner location, living rooms over store.
Both .steam heat, rent $18 month. This

is better than ordinary. I have good
reasons « for selling. Address No. 706,
care Michigan Tradesman. 706

inserted under this head for two cents a word the first insertion and one cent a word for each
Cash must accompany all orders.

Fine factory plant for sale cheap. New
two-story brick building, 70x40 on G. R.
& 1. R. R., 30 miles from Grand Rapids.
Address No. 618, care Tradesman. 618

Cash tor your husmess or real estate.

No matter where located. If you want
to buy or sell address Frank Cleve-

|and 1261 Adams Express Bldg., ﬁl—
Would like to hear from owner hav-
good paying business for sale. Not
particular about location; please give
price, reason for selling and state when
ossession can be had. L. Darbyshire,
ox 2984, Rochester, N. Y. 659
SITUATIONS WANTED.

Wanted — Young man with twelve
years’ retail hardware and store experi-

ence, wishes change of position. Am oi
good character and thoroughly posted on
all branches of the business. ~Capable of
filling any position about the store. Good

salesman. Can trim windows or look
after advertising. Address No. 699, care
Tradesman. 699

HELP WANTED.

Sal<esmain Wanted—To sell

ware on commission basis. St<ite terri-
tory you are covering and_ line you are
handling. Pittsburg Stamping Co., Pitts-
burg. Pa. 695
Wanted—Practical man to take charge

of machine shop. One having some cap-
ital to invest preferred. Box 4, Station
D, Grand Rapids, Mich. 705

Want Ads, continued on next page. ~

enameled

Here Is a
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

people
bought,

who have
sold or

ex-

changed properties as
the direct result of ad-
vertising in this paper
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VARIOUS PATRONS.

There’s much of human nature that
comes daily to the average salesman
back of the counter or in front of it,
as may happen, and those who visit
the stores to shop have no idea how
speedily and accurately they are be-
ing sized up by the attendants.

Strange as it may seem the floor-
walker, as a rule, rarely needs to
go into detailed directions to the
clerks to enable them to tell almost
at a glance the kind of a customer
they have to deal with.

The woman who knows what she
wants, just which counter to visit
to satisfy her needs and within a cent
or two as to what her purchases will
cost is not so rare as some would
seem to think. There are many such
women and every clerk is glad to
see them coming their way.

The old traditional shoppers who
visit a store just to annoy and dis-
appoint salesmen or women aregrow-
ing less, but they still exist and are
recognizable on sight.

A disagreeable visitor is the man
who always picks out and buys his
wife’s dresses, hosiery, and so on,
because he knows the quality and
value of fabrics when he sees them
and because he is convinced that his
taste as to what she should wear is
superior. He will haggle over prices,
indulge in hints as to statements
made by the clerks and indirectly
threaten to go elsewhere unless he
can get what he wants at his price,
and, knowing his peculiarities, sales-
men are able to handle him success-
fully much as they may dislike him.

Are salesladies emotional? | should,
say they are. | have knowm scores
of them who would, out of pure sym-
pathy and friendly interest, struggle
and suggest as to patterns or gar-
ments in an almost hopeless effort to
please a customer whom they knew
to be of very limited means, but
who had the temperament, the fig-
ure and the carriage to wear the
most expensive gowns or coats, hats,
and so on—to wear them well and
to the credit of the store. For such
a customer the average saleslady will
use her best ability to satisfy and
please because she knows her ef-
forts will give pleasure unexpected,
well deserved and appreciated.

The star trader is the man who
comes in, by his wife’s orders, buys
what he wants, pays for it without a
comment, says “Thank you” when
he receives his purchase and goes
away.

And, by the way, the visitor who is
courteous does not patronize, treats
the salesman as a person of intelli-
gence and refinement and lets fall a
pleasant word or two as to the
weather, some current happening or
in a general way, is always welcome,
is known to every clerk in the store
and, of course, is looked upon as a
person who is entitled to the very
best treatment possible.

The “noo-rich” patron is not nec-1
essarily vulgar or overbearing. Most
people in this age, if they are
wealthy, are recently so, and very
many of them are persons of natural
refinement and highly cultured. It is
quite as common for those who are
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wealthy by inheritance to be cheaply
ostentatious and always disagreeable
as it is to discover those characteris-
tics in persons who have not long
been free from the stress of econo-
my and even poverty.

And the average salesperson of ex-
perience, whether woman or man, is
able to discriminate to a nicety al-
most on the instant.

LOCATION IS WHAT COUNTS.
A majority of the American cities
are less than ioo years of age, and
it is safe to say that the main busi-
ness streets in 90 per cent, of these
cities are a constant source of irri-
tation and intemperate criticism on
the part of citizens because of their
architectural shortcomings.

There are abundant well known
reasons why the pioneer business
structures erected a hundred or

even fifty or thirty years ago, in
the then new towns, should have
been crudely designed and economi-
cally constructed, and from the pure-
ly selfish standpoint of the owners
there are sufficient reasons why such
buildings should be still in service.

Real estate has, almost from time
immemorial, held an exalted posi-
tion as an investment and does not
appear to be losing ground very rap-
idly. Taxation and fire are serious
factors in the real estate game, but
the most potent essential is location.

A first class location is the king-
pin feature, so that a business street
of five, eight or a dozen squares in
length, which has won a high grade
position as a retail business center,
must maintain that reputation or sub-
mit to being superseded by some
rival.

And chief among present day re-
guirements of a first class retail cen-
ter are modern conveniences and
harmonious and attractive facades.
Many “has beens” in the shape of
most popular retail centers are on
record to-day in Buffalo, Cleveland,
Detroit, Cincinnati, Milwaukee and
elsewhere, and in their places are
new and other most popular retail
centers, simply because the owners
of the old places would not rebuild,
would not repair and would not re-
frain from seeking a return of 30 per
cent, net instead of the 20 per cent,
they were receiving.

So it happens that the deserted old
and once favored neighborhoods in
these cities are given over to what-
ever businesses can be induced to lo-
cate  therein and the stubborn,
greedy landlords of old are forced
to accept whatever they can get.

Some such record as is above out-
lined is about due in Grand Rapids
and half a dozen other Michigan
cities.

PLANTING FOR POSTERITY.

All Michigan is talking to-day of
the splendid success attending the
Arbor Day observance in Grand
Rapids, so that, aside from the ethi-
cal gain sought and viewed from the
purely material standpoint, our city
has already reaped a reward as an
advertisement of Grand Rapids loy-
alty, energy and hustle worth ten
times all that it has cost.

The enterprise, conceived and car-

ried out by the Municipal Affairs
Committee of our Board of Trade,
had for its main purpose the crea-
tion of a widespread individual inter-
est in and appreciation of the sub-
ject of forestry, and to-day there are
many thousands of people in our city,
men and women, boys and girls, who
have had their attention forcibly at-
tracted to the subject. Ten thousand
seedling elm trees were sold at a
penny apiece and, with rare excep-
tions, they were all set out and are
being carefully tended. Forty mem-
bers of the Board of Trade made
short addresses at as many public
schools, setting forth the purpose of
the effort, and the children them-
selves took part in recitations and
songs bearing upon the love for trees
and flowers, respect for property
rights, the deplorable condition of
our land as to timber resources and
the Governmental efforts to correct
that condition.

It was an enthusiastic and delight-
ful campaign, clearly planned and
splendidly carried out,'with the par-
ticipating adults quite as thoroughly
satisfied and pleased as were the chil-
dren. Indeed, it was a revelation to
the gentlemen who spoke that the
children so readily comprehended
and so sincerely took up the some-
what idealistic character of the en-
terprise. The experiment will be re-
peated with added force next year,
and at the same time reports will
be made as to the trees set out last
Friday.

TO PROMOTE PEACE.

A great many people are anxious
for peace personally, politically, na-
tionally, and internationally, and all
such will be interested in the Peace
Conference which is to be held soon
at Lake Mohonk. Eminent men
from various countries will be pres-
ent to discuss the questions which
the title suggests. John W. Fos-
ter, ex-Secretary of State, will pre-
side. He ought to be especially anx-
ious about peace just now, because
Castro is his client and there is the
possibility that somebody may go
down that way with gunboats and
blow sections of Castro’s country
and some of his people off the earth,
if they do not settle their debts. Of
course just now Mr. Foster is in
favor of putting all gunboats out of

business and relying wholly upon
moral suasion or eloquent persua-
sion for all purposes where nations

are concerned. The Conference also
can talk about President Roosevelt's
demand for four battleships and the
order of Congress that 'there shall be
but two.

The Hague Peace Conference last
year did not impress people as hav-
ing accomplished a great deal of sub-
stantial value. The claim will be
made for it at Lake Mohonk that it
did more than it has been credited
with and that really its achieve-
ments are of actual account. There
were forty-five nations represented
and as substantial unanimity was
necessary for the adoption of any
proposition it is easy to see how diffi-
cult it would be to reach any kind of
ar. agreement. It did decide that an
offer oi arbitration must precede the

use of force for the collection of
debts and that there should be inter-
national appeal from the determina-
tion of prize courts, and then it did
the very easy and obvious thing of
adjourning for eight vyears. Really
the best possible experiment is that
being made in Central America,
where revolutions come up as quick-
ly as thunder storms and sometimes
last about as long. In Washington
last winter Guatemala, Salvador,
Honduras and Costa Rica were repre-
sented in a Peace Conference and
they really agreed to something, and
if they keep their agreements they
will all prosper and make money, or
rather save it, and they say that a
penny saved is as good as two earn-
ed. If Central American nations can
promote peace by contract others
certainly ought to do as well.

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, May 6—Creamery,
24@27c; dairy, fresh, 20@23c;
to common, is@i8c."

Eggs— Strictly fresh, i6@i6j4c.

Live Poultry — Springs, 13@i4c;
fowls, i3@i3A&c’, ducks, 14@i6c;
geese, io@nc; old cox, 10c.

Dressed Poultry—Springs, is@iec;
fowls, 13(S)lsc; old cox, io@iic; tur-
keys, ie@zoc.

Beans— Marrow, hand-picked, $2.25;
medium, hand-picked, $2.25; peas,
hand-picked, $2.35; red kidney, hand-
picked, $1.80; white kidney, hand-
picked, $2.30(0)240.

Potatoes—White, 8o@8sc per bu.;
mixed, 70@75c. Rea & Witzig.

fresh,
poor

De Organ’s Busted.

In a little church in Maryland, not
far from Washington, the motive
power for the organ comes from the
strong arm of an industrious Irish-
man.

During a recent service there the
choir got into troublg and, to cap the
climax, during the confusion that en
sued, the organ suddenly stopped.

The situation was not greatly re-
lieved when there came floating out
into the auditorium a hoarse whis-
per:

“Sing, all youse! Sing like the div-

ill  De organ’s busted!”

If you cannot trust your friends
you cannot be trusted with friend-
ship.

BUSINESS CHANCES.

Wanted—To buy, second-hand Natlgn-
al Cash Register.” Must be cheap. Give
lowest cash  price, full description and
number of machine in first letter. Ad-
dress No. 600, care Michigan Trades%n‘

Wanted—Stock eneral merchandise,
shoes or clothing. Address R. E. Thomp-
son, Galesburg, "111. 707

/We want a general manager for the
state of Michigan to handle our “Damp-
icide” (protects pianos against rust and
all evils of dampness) also “Dampiclde”
brand disinfectants go_dorless) for food
compartment*; in refrigerators. Capital
required, about eight hundred dollars.
For particulars address the Dampicide
Co., Owego, N . 708

For Sale—Stock of fanc%/ ?(roceries_
good residence district. Sftock and _fix-
tures will Inventory about $2500. Rea-
son for selling, owner has_ other business.
Address No. 709, care Michigan Trades-
man . 7

For Sale—The Ed. Struensee harness
business at 73 N. Market St., Grand Rap-
ids, consisting of harness, robes, blank-
ets and harness hardware. The entire
stock will be sold in whole or in part
to suit _lpurchaser. Write or call John
Sehler, Trustee. 710

in



Boston Breakfast
Blended Coffee

Popular Always
in Price Fresh

These Are the Busy Boys for Business

Judson Grocer Co.

Packers
Grand Rapids, Mich.

No Money
to Burn
or Throw

at the Birds

You are not in business for fun or for your health.

You have no money to burn, and for that reason you carry insur-
ance on your property and stock of goods.

You take no chances against fire or theft of the money taken in during
the day. '* v

You should be just as careful to protect your credits, for they are
your most valuable assets.

You don’t throw money at the birds, yet that's about what you
are doing when you extend credit without a proper system to protect you
against losses.

The New Keith Fire Proof System protects your accounts to the
fullest extent, both from without and from within.

It stops forgotten charges. '
It stops disputes.

It gives your customer a statement of his account with every
purchase and thus fosters prompt remittances.
It places you in a position to limit credit and stop it at will.

See our new catalog—it’s free.

The Simple Account Salesbook Co.

Sole Manufacturers, also Manufacturers of Counter Pads for Store Use
1062-1088 Court Street Fremont, Ohio, U. S. A.

Quality and Price

Merchant’s Side

Will largely influence your choice of a Scale. There is no
better Scale than the Angldile and the price is of interest to
every one who uses a Scale. For the first time you can buy
an honest Scale at an honest price.

Any comparison you may make will convince you that
the Angldile represents the greatest value ever offered in
Computing Scales,

The way we weigh will please you.

Let us convince you.

Angldile Computing Scale Company
Elkhart, Indiana



No Argument Against Facts

Success in merchandising is a result of close attention to the little things and the application
of methods which have been proven efficient by actual experience.

If your present system is subject to losses by errors in computation or the giving of overweight,
remember that it is your money and your merchandise that are getting away from you.

We offer you our services gratis for the purpose of showing you where the losses”™occur, and how
they can be successfully prevented.

We make no claims or statements regarding

Dayton Moneyweight Scales

which cannot be proven to your entire satisfaction. The accuracy and efficiency of our scales are proven,
not only by successful users, but by

Four High Court Decisions

If you are at all interested in knowing how to improve your present system of weighing, send the attached coupon or
your name and address. Don’t be the last to investigate.

Moneyw%ight Scale Co... Date
State St., Chicago.

Next time one of your men is around this way. | would be glad to ]
have your No. 140 Scale explained to me.
This does not place me under obligation to purchase. O n eywe I g C a e O
[ ]
Name PAYTON W af w
Street and No

Town state 58 State St, Chicago

Protect Yourself

You are taking big chances of losing heavily if you try to do business without a safe or with one so poor that it really
counts for little.

Protect yourself immediately and stop courting possible ruin through loss of valuable papers and books by fire or
burglary.
Install a safe of reputable make— one you can always depend upon—one of superior quality. That one is most

Hall’'s Safe

Made by the
Herring-Hall-Marvin Safe Co. and ranging in price

' $30 WL

The illustration shows our No. 177? which is a first quality
steel safe with heavy walls, interior cabinet work and all late
improvements.

A large assortment of sizes and patterns carried in stock,
placing us in position to fill the requirements of any business or
individual promptly.

Intending purchasers are invited to inspect the line, or we
will be pleased to send full particulars and prices upon receipt of
information as to size and general description desired.

Grand Rapids Safe Co.

Fire and Burglar Proof Safes
Vault Doors, Etc.

Tradesman Bldg. Grand Rapids, Mich.



