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A  “Square Deal” 
for Every Grocer
That’s the K E L L O G G  Policy

Kellogg’s Toasted Corn Flakes is the only corn flakes that does not put the 
average grocer at a disadvantage by selling the chain stores, department stores, 
and buying exchanges at jobber’s prices. It is distributed strictly through jobbing 
channels, and every retailer, great and small, is on the same basis.

It is sold solely on its merits, without premiums, schemes or deals. The National 
Association of Retail Grocers is on record most emphatically as opposed to these.

It is backed by a generous and continuous advertising campaign. Nothing spas
modic about it. It is the most popular breakfast food in America today; sells 
rapidly, yields the grocer a good profit, and makes a satisfied customer, and that 
is why the public insist on getting the

Genuine and Original
T O A ST E D  

CORN  FLA K E S
and are looking for this signature on the package

Jr. vi'jytfoy
Toasted Corn Flake Co., Battle Creek, Michigan



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 Commercial St., Boston, Mass.

Every Cake
of F L E ISC H M A N N ’S

| fcw ° s l s « « » | |  y e l l o w  l a b e l  y e a s t  y o u  sell n o t  

o n ly  increases you r profits, but also
%  YEAST.

|  g ives co m p lete  satisfactio n  to  you r 

p atrons.

The Fleischmann Co.,
of Michigan

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

On account of the Pure Food Law 

there is a greater demand than 

ever for Jt jt  j t  j*  j ,

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, j t  j*

The Williams Bros. Co.
Manufacturers

Picklers and Preservers Detroit, Mich.
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K en t S ta te  B a n k
A consolidation of the

KENT COUNTY SAVINGS BANK 
and the

STATE BANK OF MICHIGAN 
with to ta l assets amounting to nearly

$6,000,000
The consolidation will become opera

tive about July ürst next and will be 
under the same successful m anagem ent 
as the present combined banks. F or a 
time the old quarters of both institu
tions will be maintained: The K ent 
County Savings Bank, corner Canal 
and Lyon streets; the S ta te  Bank of 
Michigan, corner Monroe and O ttaw a 
stree ts . Grand Rapids, Mich.

DIRECTORS
L. H. Withey Edward Lowe T. Stewart White 
Daniel MeCoy Henry Ideas A. W. Hompe 
E. H. Foote John A. Covode B. S. Hanchett 
Wm. H. Jones M. S. Keeler J. A. S. Verdier

GRAND RAPIDS 

FIRE INSURANCE AGENCY

THE McBAIN AGENCY

Grand Rapids, Mich. The Leading Agency

tinieidal dei li., m
Credit Advices and Collections 

Mich ig a n  Offices  
Murray Building, Grand Rapids

Maj astio Building. D etroit

ELLIOT O. GROSVENOR
Late S ta te  Food Commissioner

Advisory Counsel to manufacturers and 
jobbers whose inderests are affected by 
the Food Laws of any state. Corre
spondence invited.
2 3 2 1  f l a j e s t i c  B u i ld in g ,  D e t r o i t ,  i l i c h .

TRIPE y o u r  d e l a y e d  
I HAUL FREIG H T Easily

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

Grand Rapids, Mich

FIRE AND

B U R G L A R

PROOF

SAFES
Grand Rapids 

Safe C o .

Tradesman Building

SPECIAL FEATURES.

2. The “Good Enough” Man.
4. Around the State.
5. Grocery and Produce Markets.
6. This Worm Turned.
8. Editorial.

10. Gone Beyond.
12. Thirteen Don’ts.
15. Representative Retailers.
16. The Corner Club..
17. He Was Honest.
18. Matrimonial Difficulties.
20. Woman’s World.
22. Stoves and Hardware.
24. Good Manners.
28. The Business Side.
30. The Old Doctor.
32. Patient Plodders.
33. Selecting a Career.
34. Review of the Shoe Market.
36. Butter, Eggs and Provisions. 
38. Dry Goods.
40. The Commercial Traveler.
42. Drugs.
43. Drug Price Current.
44. Grocery Price Current.
46. Special Price Current.

GOOD MAN GONE.
When a man who for forty year: 

has stood as a landmark in the mids 
of the community in which he live< 
and has gone in and out before then 
without reproach and without stain 
but has enjoyed always the friendshii 
and confidence of the people, is gath 
ered to his fathers, it is indeed ; 
notable event.

It is notable, not because it bring; 
mourning, for why should we mouri 
when such a man has gone to his re 
ward, but because it is a most dis 
tinguished demonstration that honor 
honesty, probity, uprightness am 
righteousness of life can characteriz« 
not only those of our species, but al 
so our friends, relatives and fellow 
citizens. It adds a special dignity tc 
our human condition that such a mat 
has lived and done his lifework in i 
way to compel the commendation o 
all who knew him.

Such was James W. Milliken, who 
after having been for the greates 
part of his life a central and monu
mental figure in Traverse City, has 
passed over the threshold from th< 
things of time and mortality to those 
of futurity and eternal life. Mr 
Milliken went to Traverse City as a 
young man in the morning of life 
and he quickly identified himself with 
its active commerce; commencing in 
an humble station, he reached in time 
the highest position in mercantile 
standing and success. He never sought 
any public office or honors, but de
voted his life to business and social 
affairs, being known as one of the 
unfailing and generous givers to 
charity and benefaction, but avoiding 
notoriety and seeking only to do 
good for good’s sake.

Among Mr. Milliken’s prevailing 
characteristics were his honesty, his 
generosity and his gentleness. Dur
ing his entire -business life the charge 
was never laid at his door that he 
had made a penny otherwise than in 
the most honorable way. He never 
wronged man, woman or child, but 
he helped many. He was not osten

tatious in his donations, but believ
ing it more blessed to give than to 
receive, he put the principle into 
practice and it brought him pleasure. 
Mr. Milliken was always a gentleman 
in the broadest and best sense of that 
word. He had a care for others' 
feelings and never trespassed upon 
them. He was of genial disposition, 
gentle in his thought and expression 
and never said things which gave 
pain to listener. His was a lovable 
character and hence it was that his 
society was sought and he was popu
lar as well with the young as with 
the old and it seemed as if all along 
his life he had been making friends. 
Of him it could be truthfully said 
that he seldom made an enemy and 
there are many bound by no ties of 
kinship who are mourners to-day be
cause he is dead.

OPENED TH EIR EYES.
Three traveling men representing 

New York establishments were in ! 
Grand Rapids during the three days 
of our recent Merchants’ Week. And 
on the evening of the banquet at Ra
mona Park they were present as 
guests invited by the Board of Trade.

One of them remarked to his com
panions: “I wish one of our New 
York illustrated papers had an ar
tist and a writer here to show this 
thing as it is.”

And one of the companions re
sponded: “This thing is a revelation 
to me. I can not believe that we 
are in a city of only a hundred thous
and people. Why Chicago or even 
New York has no call to do anything 
any better than this is being done.”

The gentlemen were fairly dazed, 
metropolitan although they are, by 
the magnitude of the enterprise and 
the systematic, adequate and delight
ful manner in which it was carried 
out.

The fact of the matter is that New 
York, aping the time-honored pat
ronizing practice of dear old Lon
don, rarely refers to anything out
side of its own -bailiwick except as j 
something done in the provinces.

There is no city in America more j 
provincial than New York City. < 
There may be seen the crudest ef- i 
forts in every department of human , 
endeavor, and there also will one see < 
on every hand exhibitions of the ; 
most limited vision and comprehen- } 
sion as to current affairs.

“I have known Grand Rapids as 1 
the chief furniture city of the world l 
for a long time,” said one of the j 
visitors, “and I have, of course, t 
known of the excellence of your ho- i 
tels; but this display of public spirit, { 
loyalty to your town and harmonious i 
business co-operation beats anything l 
I ever witnessed.” c

A CLEAN VICTORY.
Only 40 years old and a bachelor 

and yet he has made a mark in the 
affairs of the world which sets him 
prominently before every civilized 
community for a time at least.

And his name is Frank Harris 
Hitchcock, the reticent Poo-Bah of 
the campaign which resulted in the 
nomination of William H. Taft for 
the Presidency of the United States.

Born in Ohio, a graduate of Har
vard and especially active and effec
tive in Boston politics during his 
college experience, it was but natural 
that he should be recognized as a 
skillful young practical politician, 
and in the light of such identifica
tion that he should locate in the Na
tional capitol.

He was appointed Chief of the Di
vision of Foreign Markets in the 
Department of Agriculture. While 
there, being a Harvard man and ac
quainted with Theodore Roosevelt, 
then a' Civil Service Commissioner, 
he laid a good foundation for oppor
tunities to come.

And so, when the Department of 
Commerce and Labor was organized 
with George B. Cortelyou as its 
Secretary Mr. Hitchcock became the 
C hief Clerk of the Department. The 
relationship thus created was mu
tually congenial, so that when, in 
1904, Mr. Cortelyou was Chairman of 
the Republican National Committee, 
Mr. Hitchcock became Assistant Sec
retary of that Committee.

All of this took place under the eye 
and approval of Mr. Roosevelt, so 
that when Mr. Cortelyou became 
Postmaster General under President 
Roosevelt, Mr. Hitchcock resigned 
fro-m the Department of Commerce 
and Labor and became First Assist - 
ant Postmaster General— a position 
which he resigned to accept the man
agement of the Taft campaign.

Intuitively a student and college 
bred, Mr. Hitchcock’s abilities, great 
as they are, are not wonderful when 
one comprehends that all of his 
studies, most of his experiences and 
his dominant ambition have been in 
the line of decent politics. He has 
not chosen to assume domestic re
sponsibilities, his bent having shown 
no leaning toward industrial, com
mercial or other vocations. He has 
simply thought, lived and worked 
along all lines of political effort and 
has won.

An indomitable worker who does 
not know how to stop short of abso
lute thoroughness in working out a 
political problem and all of its de
tails, Mr. Hitchcock will not talk to 
reporters or anyone else upon any 
political topic or phase of such topic 
until he is able to speak by the card. 
He makes no bluffs and so is never 
called upon to apologize.
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THE “GOOD ENOUGH” MAN.

A Nuisance Which Should Be Elim
inated From Trade.

W ritten  fo r th e  T radesm an.
“Look here, John,” said the dry 

goods man, reproachfully, “you have 
not made much of a showing of lin
ens in that display window.”

John was the junior partner. If he 
had been an employe he would have 
been fired bodily, for the display 
window was a sight. It was just a 
muss of fine linen, and this in the 
face of the fact that about $200 had 
been spent in advertising a linen sale.

“Oh,” said John, wearily, “I 
thought that would be good enough.” 

The dry goods man took a half
nelson on his under lip to prevent 
making a break and departed for the 
office. Presently John strolled in.

“I suppose,” he said, “that it is up 
to me to write an advertisement for 
the Record. How much space have 
we in the sheet?”

“Three columns for to-morrow 
morning,” said the senior. “The copy 
ought to be in early this afternoon, 
so we can see a proof before clos
ing time.”

“Oh, I’ll get it in in time enough,” 
said- John.

“Don’t delay,” urged the senior, 
“and get something new in the space 
if you can. If we don’t unload that 
linen stock this week we may have 
to carry a lot of it over.”

John took a ragged bit of wrap
ping paper and began scribbling. He 
crossed out words and scrawled 
whole sentences between the lines. 
Finding the sheet insufficient, he tore 
off another ragged piece and wrote 
on that. When he had finished he 
pinned the two scraps together.

“I guess that is good enough,” he 
said.

“Read it,” said the senior part
ner.

John drawled out a very common
place advertisement.

“I don’t like it,” said the senior. 
“Oh, it is good enough,” said John. 
“We pay $50 for that space.”
“It’s too much,” said John.
“It is too much if we, don’t fill it 

properly.”
“What’s the matter with this?” 
“ You don’t describe the linens. 

You don’t get prices. You don’t 
make it clear that we are making a 
sacrifice to close out this stock.” 

“It’s good enough,” said John. 
“Are you sure the printer can read 

this copy?” asked the other. “It looks 
like a Chinese puzzle to me.”

“Of course,” was the reply. “That 
is good enough for any one.” 

“Leave it on my desk,” said the 
senior, angrily. “I may want to add 
a few lines to it. I’ll send it over.” 

The senior, however, took the copy 
and placed it in a drawer of his desk. 
When John went out he wrote a 
new advertisement and had die ste
nographer make a neat typewritten 
copy of it.

“ I’m disappointed in John,” he said 
to his wife that night. “He slouches 
over everything. He never does the 
best he can. If a thing will pass 
muster he says it is good enough and

leaves it. I’m getting tired of his 
methods.”

John was wifey’s pet brother.
“The boy will learn 'better in time,” 

she said. “I expect him to grow in
to a first-class business man. Why. 
Sidney, how can he help it, under 
such instruction as you are able to 
give him. There is not a better busi
ness man on the street than my great 
bear of a hubby.”

And Sidney accepted the flattery 
and resolved to be more patient with 
John.

The next morning John lugged an 
old stepladder out of the basement 
and instructed one of the clerks to 
get some goods off a high shelf.

“This contraption seems to be 
about all in,” said the clerk giving 
the stepladder a shake. “It needs 
a tonic of some kind.”

“Oh, it is good enough for the 
present,” said John.

The clerk ascended to the top shelf, 
then the stepladder collapsed. The 
clerk tumbled with the wreck and 
set his back through a costly show
case. When he arose it was discov
ered that he was seriously injured.

“He’ll have to go to a hospital,” 
said the doctor who was called in. 
“He may be in toed for weeks. He 
got a bad wrench in the back when 
he fell.”

“Another one of John’s ‘good 
enough’ propositions,” said Sidney. 
“The affair will cost us $500, all 
right.”

Sidney wanted to get John out of 
the firm, but wifey clung to him.

“He’ll improve in time,” she said.
“By the time he gets over his 

‘good enough’ ideas,” said Sidney, 
“there won’t be any business left in 
the old store. His ‘good enough’ 
foolishness will ruin us.”
Wifey pouted, and John said some

thing about mixing (famdiy affairs 
with business which it is just as well 
she did not hear.
. One day Sidney was overjoyed to 
discover that John was fascinated 
with the mining business. He didn’t 
urge the young man into selling out, 
but he found a man who would loan 
the money with which to buy his 
interest in the store. John was away 
up in the air with his mining scheme.

“You’d better send an expert out 
to investigate before you part with 
your money,” advised Sidney, after 
the store was his own.

“Oh, I’ve got the word of some 
fellows who live out there,” said 
John. “Of course I might spend a 
lot of money getting additional proof 
of the worth of the mine, but the 
proof I have is good enough.”

“Young man,” replied Sidney, 
“nothing is ‘good enough’ so long as 
something better is attainable. The 
best is what we are after. ‘Good 
enough’ does not go in the world of 
finance. You will find that nothing 
is ‘good enough’ when it can be made 
there before you let go of your 
money.”

But John didn’t. He admitted that 
the proof might be stronger, but he 
declared that it was ‘good enough.’

John wrote glowing reports of his 
venture for some weeks. The mine 
was a paying investment from the

first. Then the letters became short
er and less frequent.

“I’m afraid something is wrong 
with John,” said wifey one night. 
“He doesn’t write long letters about 
his mine any more.”

“Perhaps he thinks the ones he 
does write are ‘good enough’,” said 
Sidney.

“ I think it is brutal of you to keep 
referring to the poor boy’s one fault,” 
said wifey. “And I think you ought 
to go out there and se what is wrong. 
I’m sure he is in trouble of some 
kind.”

“All right,” replied Sidney, “we 
need a change, anyway, and we will 
take a run out to Nevada. John will 
be glad to see us.”

“You’re a dear,” cried wifey, and 
she kept at him until they alighted 
from a train at the mouth of a Ne
vada mine, one chilly day in early 
fall

“This is John’s mine,” said Sid
ney; “but I don’t seem to hear any 
buzz of industry. However, I pre
sume John thinks this is ‘good 
enough’ for him.

“I’ll never speak to you again if 
you don’t stop making fun of John, ’ 
declared wifey. “What do you think 
is the matter of his mine? Perhaps 
he has all the gold out and is going 
back to live with us.”

Sidney resolved that if this surmise 
was the true one he wouldn’t be 
‘good enough’ to go into business 
with the young man again.

As they stood in the muss about 
the silent shaft John came out of 
a shanty and approached them. He 
was thin and not well dressed. It 
was quite evident that things were 
not going right with him.

“Why don’t you keep your men at 
work?” asked wifey, when the greet
ings were over. “Your mine ought 
to be turning out money every min
ute.”

“Why,” said John, “haven’t you 
heard? I haven’t any mine.”

The couple stared at him in won
der.

“Have you sold it?” they both 
asked.

“I never owned it,” was the sad 
reply. “The title I bought was no 
good. The man who sold it to me is 
in jail, but that doesn’t help me out 
any. He has nothing I can get to 
make me even.”

Sidney was aching to say it was 
“good enough” for him, but he man
aged to express regrets and invite 
the discouraged man back home.

“You see,” said John, “I though: 
the papers were ‘good enough,’ al
though I knew that they were not 
perfect. I’m sorry I was such a fool, 
but I think I’ve been taught a les
son. ‘Good enough’ is never good 
enough, as you often told me.”

“You stick to that, my boy,” said 
Sidney, “and you’ll soon be wearing 
diamonds again. You put your ‘good 
enough’ ideas to test where the re
sult showed sharp and clear. Some 
business men peddle them along 
through life, always losing by them 
and never knowing the cause of their 
repeated failures. Let me repeat: 
‘Good enough’ is never good enough. 
The ‘good enough’ business man 
ought to be driven out of trade. Now,

if you”ve learned your lesson you 
may come back in the store as a 
clerk.”

“That’s good enough for me,” said 
John.

“Cut that out!” roared Sidney. 
“Haven’t you just admitted that 
‘good enough’ is never good enough? 
Keep pushing. You mustn’t say ‘good 
enough’ until you are president of a 
bank or president of the United 
States. ‘Good enough’ stunts.”

And John looked as if he under
stood. Alfred B. Tozer.

Owns Nine Drug Stores.
“Why, there is a new Dow drug 

store!” is a remark frequently heard 
in Cincinnati, and if, toy chance any 
one forgets the exact address of the 
new store it can always be located 
by the flowers and plants in the 
windows. On entering the store one 
finds the interior as unusual as the 
exterior. A Dow store is always 
“done over” in accordance with the 
artistic ideas of the lessee before it is 
opened. Then, too, the women pa
trons can always find a woman to 
wait on them, if they desire it, and 
in many cases there is a separate 
room for them. The owner of these 
stores is a woman, Miss M. Cera 
Dow,, and she has been in the drug 
business since she was 15.

“My father wa§ a wholesale drug
gist,” Miss Dow recently remarked, 
and before I was 12 years old his 
health began to fail, so that he fell 
into the habit of talking over busi
ness with me, teaching me to make 
out bills for him, to keep the books, 
to go to the bank and to attend to 
many other details. When I was 15 
my father suffered a stroke of paraly
sis and the ill health of my mother 
forced upon me the knowledge that 
from that time on I must provide not 
only for myself, but also for two in
valids. I determined to go into busi
ness, and, backed bĵ  what little cap
ital was left, I rented a store and 
put in a druggist to run the pre
scription department. While look
ing after my store and my two inva
lids I entered the School of Phar
macy. In a little over a year I grad
uated as a chemist and apothecary, 
the only woman in a class of ninety.”

From this time" on Miss Dow has 
gone on adding to her business un
til now she has nine stores through
out the city, all located in strategic 
points as regards business. In the 
second store she opened she did 
practically all the work herself. Ear
ly in the morning she washed the 
windows and mopped the floor, then 
she straightened out her books, filled 
prescriptions and sold goods. She 
does not believe in overwork, but 
there seemed to be no help for it. 
After this came serious business dif
ficulties, even to lawsuits and boy
cotts. But these days are now happi
ly over, and Miss Dow finds it no 
more trouble to manage her nine 
drug stores than to operate one.

Skyscrapers.
Modern skyscrapers are compress

ed cities shot up perpendicular to 
the earth and honeycombed by hur
rying humanity which humming lit
tle elevator-railroads dump in and 
out of them.
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To Get and Hold Trade

Sell your customers absolutely reliable goods. 
Don’t run the risk of losing their good will by offering 
an article of doubtful quality, or one which may injure 
health.

When you sell Royal Baking Powder you are sure 
of always pleasing your customers. Every housewife 
knows that Royal is absolutely pure and dependable. 
It is the only baking powder made from Royal Grape 
cream of tartar. You are warranted in guaranteeing it 
in every respect the most reliable, effective jand whole
some of all the baking powders. On the other hand 
you take chances when you sell cheap baking powders 
made from alum or phosphate of lime. They are un- 
healthful and fail to give satisfaction.

Royal never fails to give satisfaction and pays the 
grocer a greater profit, pound for pound, than any 
other baking powder he sells.

To insure a steady sale and a satisfied trade, be 
sure to carry a full stock of R O Y A L  B A K I N G  
P O W D E R .
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Movements of Merchants.

Reese— Ino. Schad has engaged in j 
the hardware business.

Manistee— A grocery store has ! 
ben opened by Holmes & Co.

New Era— A hardware store is be
ing opened by M. Looyengoed.

Memphis— George Cottington sue- j 

ceeds Henry Maurer in the meat busi- j 
ness.

Galesburg— Blake, Burroughs & ; 
Blake are closing out their hardware | 
stock.

Memphis— Otto Kress is succeed
ed in the undertaking business by N. j  
Jarvis.

Hudson— The hardware stock of j 
H. L. Atherton has been destroyed j 
by fire.

Vassar— L. C. Merritt & Son have | 
sold their general stock to M. H. j 
Stephen.

Petoskey— W. H. Seibert has sold ] 
his jewelry stock to H. M. Collins,; 
of Manistee.

Cushing— Wm. Lewis has sold his! 
general stock to Herman Oppenheim, 
of Eau Claire.

Middleville— A bakery will be op-J 
ened by N. J. Williams, formerly of | 
Grand Rapids.

Montgomery— B. Webber, of Chi
cago, will open a dry goods and \ 
clothing store here.

Sherman— Elmer Kleeman is suc-| 
ceeded in the meat business ĵ y H. D. j  
Burt and his son George.

Alma— W. F. Chedister, formerly! 
employed by Carlton & Smith, of St. j 
Louis, will open a grocery store here. j

Union City— A. E. Stitt is suc- 
succeeded in the furniture and un- j 
dertaking business by Wm. S. Lyon.

Coopersville— F. D. Smith has sold 
his drug stock to Chas. E. Nelson, 
of Grand Rapids, who will continue j  
the business.

Hersey— Wood & Cornell, furni-j 
ture dealers and undertakers at Reed 
City, have opened a branch estab-1 
lishment here.

Dorr— An undertaking establish-1 
ment will be opened by S. B. Lovall j 
and Bert Pullen, of which Mr. Pullen j 
will have charge.

Bay City—J. S. Wyncoop has en
gaged in the cigar business and will 
conduct a confectionery store in con
nection therewith.

Cadillac— Alexander Larson is suc
ceeded in the meat business by A. 
M. Cole, of Sand Lake, who will con
tinue the business.

Francisco— A new stock of mer
chandise has been installed by the 
Francisco Mercantile Co., business 
having been hegun June 16.

Standish— A. A. Chick and W. R. i 
Hopkins, of Clio, will engage in the]

shoe business here under the style 
of the Economy Cash Shoe Store.

Battle Creek— C. A. Best, general 
merchant at Holly, and F. S. Beebe, 
will engage in the shoe business here. 
Mrs. Best will remain and continue 
the business there.

Howry— A store building is being 
erected by a Mr. Smith, who pur
chased forty acres and cleared a place 
for the site. Mr. Smith will con
duct a general store.

Wayland— The undertaking firm of 
Lovall & Chappie has been dissolv
ed, Geo. B. Schuh purchasing a con
trolling interest. The firm will now 
be known as Lovall & Schuh.

Mason— Harry E. Neely, who has 
been associated with C. M. Dewdy, 
in the clothing business at School
craft, will remove to this place and 
engage in the same line of trade.

Birmingham —  Mas. P. Wooster 
formally opened his new drug and 
grocery store on June 20. B. De 
Lisle will manage the drug depart
ment, while Mr. Wooster will have 
charge of the grocery stock.

Hillsdale— The firm of Parrish & 
Campbell, which has conducted a 
drug business here for the past three 
years, has been dissolved, Stephen E. 
Hbrrish purchasing the interest oi 
his partner, R. B. Campbell.

Akron— Chas. J. Becker is suc
ceeded in the drug business by Mr. 
Roberts, who has been in charge of 
that department for some time. Mr. 
Becker is also engaged in the furni
ture and undertaking business.

Bailey— Lozenzo A. Dennison, of 
Grand Rapids, and Chas. W. Gould, 
of this place, have purchased the gro
cery stock of A. W. Fenton and will 
continue the grocery and patent med
icine business, adding a line of shelf 
hardware.

Bay City— The building material 
and fuel business formerly conducted 
by Sheldon, Kamm & Co., Ltd., has 
been merged into a stock company 
under the style of Sheldon, Kamm 
& Co., with an authorized capital 
stock of $25,000, of which $20,000 has 
been subscribed, $2,026 being paid in 
in cash and $I7»974 in property.

Menominee— The Ann Arbor Rail
road will make extensive improve
ments on its local docks during the 
season. The Ann Arbor has become 
a factor in lumber shipments from 
this port to Eastern points by its car 
ferry route and the improvements in 
its local yards are a necessity in or
der to accommodate the large amount 
of freight handled here.

Beaverton— So pressed were Ross 
Bros, for money before they failed 
last fall that it came out in the Cir
cuit Court last week that they bought

$1,000 worth of lumber at $18.50 a 
thousand on credit and immediately 
resold it for $15.50 cash, thus sacri
ficing $3 a thousand to obtain mon
ey to satisfy creditors who were 
pressing them. William Ross disap
peared immediately after the failure 
and has not shown up since.

Detroit—-Some of the creditors of 
C. W. Restrick are becoming im
patient for news relative to the rati
fication of Mr. Restricts offer to set
tle his obligations at 60 cents on the 
dollar. Thomas Forman, the well 
known local lumber dealer, who is 
one of the trustees, says, however, 
that the work of arranging for a set- 
tement on the basis offered has been 
going on with the greatest possible 
dispatch. There are many credit
ors, and it has been necessary to get 
in touch with these to ascertain their 
attitude toward the setlement offer. 
Pracically all have agreed to it, and 
within ten days, Mr. Forman an
nounces, arrangements will be made 
for carrying out the terms of settle
ment.

Manufacturing Matters.
Jackson—The Hall-Rittenhouse Co. 

has changed its name to the Hall 
Gas Engine Co.

Cheboygan —  Arthur Betts will 
erect a small sawmill on Blois Blanc 
Island, to be utilized in sawing 
lumber for and manufacturing fish 
boxes.

Port Austin'—The Wallace Co., 
which deals in grain and general 
merchandise and manufactures grind 
stones, has increased its capital stock 
from $100,000 to $200,000.

Detroit— The Hilton Ginger Beer 
Co. has been incorporated to conduct 
a manufacturing business, with an 
authorized capital stock of $10,000, of 
which $5,000 has been subscribed, 
$500 being paid in in cash and $1,000 
in property.

Detroit—A corporation has been 
formed under the style of the Porta
ble Vacuum Cleaner Co. to manu
facture pneumatic or vacuum clean
ing machines, motors, electrical ma
chinery and carpet sweepers. This 
company has an authorized capital 
stock of $10,000, of which amount 
$7«53o has been subscribed and $1,510 
paid in in cash.

Detroit— A corporation has been 
formed under the style of the Detroit 
Faced Brick & Block Co., which will 
make concrete structural material and 
machinery and appliances for prepar
ing same. The company has an auth
orized capital stock of $10,000, 01 
which amount $5,000 has been sub
scribed and $500 paid in in cash and 
$4,500 in property.

Cadillac— After being shut down 
for three weeks the Cadillac Manu
facturing Co.’s plant resumed opera
tions last week. Fifty men were giv
en employment and nearly all of the 
old crew have taken their former po
sitions. The company has some nice 
contracts to supply barrels to sev
eral large packing houses, nail con
cerns and for apple barrels.

Pontiac— The corporation known 
as the Standard Vehicle Co. is to be 
dissolved, such being the decree of 
Judge Smith. Chas. V. Taylor, man

ager of the business, will continue in 
that position until the affairs of the 
company can be settled and has giv
en notice that all persons holding 
contracts with the company present 
their claims within sixty days or they 
would be barred.

Kalamazoo— Or. the petition of the 
Kalamazoo Savings Bank the First 
National Bank of Kalamazoo and the 
Michigan National Bank of Kalama
zoo, whose claims aggregate $22,500. 
the Dunkley Co. has been declared 
bankrupt. The petitioners claim that 
the total indebtedness amounts to 
$250,000. Stephen B. Monroe and 
Charles A. Peck, of this city, and 
George Merriman, of Hartford, have 
been appointed temporary receivers 
with authority to issue receivers’ cer- 
ticates to the amount of $20,000.

Bay City— The sawmill plants are 
doing fairly well. E. C. Hargrave 
has just finished sawing out for the 
Sterling Lumber & Cedar Co. the last 
cork pine stock in the Cass River re
gion. These logs were cut during 
the winter, the timber having been 
bought over a year ago. This stock 
was cut near Cass City and railed 
to this city. A considerable quanti
ty of the cedar was cut a year ago. 
There were 2,460 pieces of the cork 
pine and there was manufactured 
there from 3x2,500 feet of lumber, es
timated to be. worth $50 a thousand. 
The logs were not large but the qual
ity of the stock was fine. Mr. Har
grave says his mill is cutting now 
on picked up timber. He expects 
some logs from up the lake later. 
Two or three rafts are expected here 
this season.

Trade Changes in the Hoosier State.
Indianapolis— The H. P. Lenhart 

Furniture Co. has been incorporated 
with a capital stock of $10,000.

Vincennes— A grocery store has 
just been started by J. Bey.

Fort Wayne—'The Imperial Hoop 
Co. has been incorporated, with an 
authorized capital stock of $15,000.

Peru—Chas. Pyles succeeds J. F. 
Kinze in the hardware business.

Alexandria— Max Gordon has sold 
his clothing stock to Ben Salinger.

Anderson— A corporation has been 
formed under the style of the A n 
derson Go-cart Co., which has an 
authorized capital stock of $10,000.

Crawfordsville— Otis Miller has 
sold his grocery stock to R. E. Innis 
& Co.

Indianapolis —  A corporation has 
been formed under the style of the 
Vonnegut Hardware Co.

Markle— The Markle Stone & 
Lime Co. has been incorporated, with 
an authorized capital stock of $25.-
000.

New Albany— The grocery stock of 
John O’Donnell has been destroyed 
by fire.

Pennville— A furniture and under
taking establishment is to be opened 
by Orval Burgess.

Petroleum— A general stock is to 
be installed by Alberson & Barnes.

Terre Haute— The Progressive Ci
gar Co. has been incorporated, with 
an authorized capital stock of $10,- 
000.

No man can be an infidel who has 
some faith in other men. *
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The Produce Market.
Apples— Harvest fruit from Ten

nessee fetches 75c per box.
Asparagus— 75c per doz bunches 

for home grown.
Bananas— $i.5o@2.2S per bunch.
Beets—$1 per box for Southern.
Butter— The market is in a very 

healthy condition at present prices. 
There is a very active demand for 
consumption as well as speculation 
The quality of the butter arriving 
now is the best of the year and t'he 
production is about normal. No 
change in price seems likely in the 
near future. Creamery is held at 24c 
for tubs and 25c for prints; dairy 
grades command i8@i9c for No. r 
and I5@ i6c for packing stock.

Cabbage —  Mississippi commands 
$1.25 per crate. Tennessee, $1 per 
crate. Louisville $1.50 per crate.

Cantaloupes—$4 per crate of 45 for 
California and $2.25 per crate of 45 
for Georgia.

Carrots—$1 per box.
Celery— 25c per bunch for home 

grown.
Cherries— Sour command $1.50 per 

crate of 16 qts.
Cocoamits—$4.50 per bag of 90.
Cucumbers— 50c per doz. for hot 

house and $1 per crate of about 5 
doz. for Southern.

Eggs— The market is unchanged 
on the basis reported last week. A 
considerable percentage of the pres
ent receipts are showing heat de
fects and have to be sold at conces
sion. Present conditions will proba
bly continue during the hot weather 
and the percentage of fancy eggs will 
grow less as the season advances. 
No change in the price seems likely 
within the next few days. Local deal
ers pay I4@i4j4c on track for case 
count, holding these a t  I5 @ i 6 c and 
candled at 17c.

Green Onions— 15c per doz. bunch
es for Silver Skins and 12c for Ever
green.

Honey— 17c per lb. for white clov
er and 15c for dark.

Lemons—Californias are steady at 
$4 and Messinas are strong at $375@ 
4-25-

Lettuce— Leaf, 60c per bu.; head, 
$r per bu.

Onions— White Silver Skins (Tex
as Bermudas) command $1.65 per 
crate. Yellows fetch $1.50.

Oranges—Californias bring $4.50(8) 
5; Mediterranean Sweets, $375@4; 
Navels, $4@4.25.

Parsley— 30c per doz. bunches.
Peasi—$1.50 per bu. for home 

grown.
Pieplant—90c per 50 tb. box for 

home grown.
Pineapples— Cubans and Floridas

are now sold on the same basis, as 
follows: 24s, $3; 30s, $3; 36s, $2.75; 
42s, $2.25; 48s, $2.

Plants— 65c per box for cabbage 
and tomato.

Potatoes— Old are strong at 90c 
per bu., but most buyers prefer new 
on the basis of $4.50 per bbl.

Poultry—'Local dealers pay 9 @ ioi‘ 
for fowls and 20@22c for broilers,- 
toc for ducks and 15c for turkeys.

Radishes— 15c per doz. bunches for 
Round or Long.

Spinach—60c per bu.
Strawberries— $1(8)1.50 per 16 qt. 

crate. The crop is proving larger 
than was expected and the quality 
has been greatly improved by the ho: 
weather.

Tomatoes—75c per 4 basket crate.
Veal—Dealers pay 5@6c for poor 

and thin; 6@7c for fair to good; 754 
@9c for good white kidney.

Watermelons —  30c apiece for 
Georgia.

Wax Beans—$1.75 per bu. box for 
Southern.

Summer Closing Among Saginaw 
Merchants.

Saginaw, June 23— At the last reg
ular meeting of the Retail Grocers’ 
Association important action was 
taken regarding the closing of stores 
on holidays falling on Saturday. It 
will be remembered that on Decora
tion day, which fell on Saturday; 
there was considerable confusion 
among merchants as to whether to 
observe a half holiday or close for 
the entire day. Independence Day 
also comes on Saturday and the As
sociation decided to close all its 
stores for the entire day.

Following the custom established 
a few years ago the grocers will 
close each Wednesday at noon dur
ing the months of July, August and 
September. In the past they have 
closed during July and August only. 
This practice will begin Wednesday, 
July 8.

The subject of an annual outing 
was considered and favorably acted 
upon and a committee appointed to 
confer with the Butchers’ Associa
tion and arrange to have both organi
zations select the same day for an 
outing.

Edgar A. Smith, formerly proprie
tor of the Madison Square livery, has 
succeeded Robert Jenkins in the gro
cery business at 391 North Ottawa 
street.

The annual meeting of the Michi
gan Retail Shoe Dealers’ Association 
will be held in Detroit, September 16, 
17 and 18.

The Grocery Market.
Sugar —  Raws have fluctuated 

slightly, but without any material 
change from last week. Refined sug
ar isi also unchanged and gives no 
prospect of any immediate change. 
If there is a change it will probably 
be an advance. The demand for re
fined sugar is good, although possi
bly a little under what it would have 
been if there had notrbeen a large sur
plus of unsold sugar about the mar
ket.

Tea— New Japans, which have sold 
very poorly compared with the prev
ious year, have nevertheless ad
vanced 2c per pound on the other 
side.

Coffee— It is reported that a large 
proportion of the syndicate coffee 
sold in Europe was brought in by 
representatives of the syndicate it
self. Whether this was true or not. 
the fact remains that options de
clined almost immediately after the 
sale. There seems to be a growing 
impression that the valorization plan 
is doomed to failure. One reason for 
its weakness is the fact that the con
suming trade persistently declines to 
be used to help carry the syndicate’s 
enormous load of actual coffee. Mild 
coffees are firm and in comparatively 
small supply. Java and Mocha are 
steady and unchanged.

Canned Goods —  Tomatoes are 
showing some improvement as the 
weather conditions have not been 
favorable for a good pack and the 
market is on a firmer basis than a 
week ago. There is no particular 
change in corn, but the market con
tinues to show a strong tone. The 
coming crop bids fair to be much 
shorter than last year and further 
advances in prices are very likely. 
Reports from Wisconsin, Illinois and 
Iowa indicate a small pea crop this 
year owing to unfavorable weather 
conditions and the market is on a 
very firm basis. Opening prices on 
peaches, apricots, cherries, pears and 
plums were named last week, and 
with the exception of plums the new 
prices are about 25 per cent, lower 
than last year, which is accounted for 
by larger crops and consequently 
larger packs. Prices on spot goods 
are on the basis of last year’s pack 
and will probably remain so until the 
new pack arrives. Gallon apples have 
advanced from I5@20c per dozen on 
account of lighter supplies. The de
mand continues only fair. Opening 
prices on Columbia River chinook 
salmon named last week are about 
the same as last year. The consump
tive demand is steadily increasing, 
causing a firmer tone to the spot 
market, and prices are likely to go 
higher before long. Domestic and 
imported sardines are firm and are in 
fairly good demand. Lobster is 
firm. Cove oysters continue steady.

Dried F»ruits— Apricots are not par
ticularly strong and the demand is 
light. Currants are in fair demand at 
steady prices. Raisins are still verv 
weak and seem not to be wanted. 
Citron, dates and figs are unchanged 
and dull. The prune market is un
changed both on the Coast and in 
the East, and both as to spot and 
future goods. The demand is fair. 
Peaches are very weak, the old goods

being obtainable at comparatively 
low prices. On futures nearly all 
packers are about ic below the open
ing price and values bid fair to go 
even lower.

Rice— The market continues to 
strengthen, and, notwithstanding the 
fact that importations are being made 
from Java, there are no prospects for 
any change to a lower basis. Spot 
supplies are nearly exhausted and de
mand continues to be good.

Cheese— The bulk of the receipts 
show grass flavor and meet with a 
steady sale for consumptive purpos
es. The make is not as large as a 
year ago, the dry weather in the pro
ducing sections of New York and 
Wisconsin being responsible for a 
very short supply of milk. If there 
is any change it will probably be an 
advance.

Syrups and Molasses—'Compound 
syrup is unchanged in price and in 
light demand. Sugar syrup is un
changed in price and in fair demand 
for export purposes. Molasses ii 
steady and unchanged.

Fish— Cod, hake and haddock are 
all very dull. Domestic sardines are 
in fair demand at prices which while 
nominally unchanged are still shaded 
here and there about the market. 
French sardines are in moderate de
mand at a slight decline from the 
highest prices. Norwegian sardine« 
are dull and unchanged. Salmon is 
in fair demand, a moderate business 
having been done in future Columbia 
River brands. The mackerel market 
is weak. Large supplies of mackerel 
in several grades have reduced the 
price of new shores $1 a barrel and 
spring caught Irish about $1.50 a 
barrel. Norway 3s, the weakest 
grade of Norway’s, also show con
cessions.

Provisions— Smoked meats have 
advanced J4c, due to improved de
mand. If the present demand con
tinues we are likely to go into even 
higher prices soon. Both pure and 
compound lard are firm at 
advance over last week. The advance 
is seasonable and is due to a better 
demand. • Barreled pork, dried beef 
and canned meats are unchanged, the 
demand for all being good. A slight 
advance in these products may be 
expected in the near future.

An Oriental Answer.
It was in a Maine Sunday school 

that a teacher recently asked a Chi
nese pupil she was teaching to read 
if he understood the meaning of the 
words “an old cow.”

“ Been cow a long time,” was the 
prompt answer.

Pastoor Bros, will open a meat 
market on Plainfield avenue near 
Coade avenue about August 1. The 
store wdll be managed by John D. 
C lousing.

R. G. Cook has sold his grocery 
stock at 613 North Coit avenue to 
Peter Schuit. who will continue the 
business at the same location.

Enough is as good as a feast; more 
leads leads but to famine.

The world needs kindness more 
than creeds.

mailto:4@4.25
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THIS WORM TURNED.

An Advertising Solicitor Who Fill
ed His Hand.

W ritte n  fo r th e  T radesm an.
One of the hardest things to sell is 

advertising space. This is because 
there are so many rank frauds in the 
advertising field, and because there 
are business men who are not able 
to detect the fraud m a scheme, even 
although it sticks out like a bump on 
a bald head. These men confound 
meritorious publications with worth
less programmes and such like.

Morton Perkins was this sort of 
man. He spent a good deal of mon
ey in securing publicity for his supe
rior brand of coal, but much of it 
was wasted-. In time he discovered 
that he was throwing a bunch of 
money to the birds every year, and 
then he became a grouch. Instead of 
blaming himself, he blamed the men 
who came to his office in quest of 
advertising contracts.

He was not prudent with his 
tongue when solicitors called, and in 
a short time became known as a 
terror to do business with. He was 
often sarcastic and unreasonable, and 
was usually surrounded by a bunch 
of clerks and office men who looked 
solicitors out of countenance— if they 
could— and showed by their manner 
that they considered the boss impos
ed upon.

To Perkins, one day, came Fuller, 
advertising solicitor for the Daily 
Record, the one newspaper issued 
from the town which boasted the 
Perkins mine as the one labor-em
ploying industry worth while. Per
kin was in an ugly mood. He was 
also surrounded by a trained: coterie 
of alleged high brows who were 
ready to throw stones at all sales
men. Fuller entered1 the old man’s 
office in fear and trembling. The 
Daily Record needed the money, and 
if Fuller couldn’t get it, why, the 
owner would find some one who 
could.

“What’s the use of my advertising 
in the local newspapers?” demanded 
Perkins, with a scowl, which was 
promptly imitated by the highbrows. 
“The people about here have to buy 
my coal anyway, and outsiders nev
er read your little sheet.”

“I guess there are a lot of people 
in town who don’t read it, too,” said 
one of the satallites. “ I don’t take 
it, and I never see or hear of it.” 

Fuller looked at the speaker as if 
he was looking at a puppy that had 
taken hold of his trousers leg, and 
turned to Perkins:

“This is a coal town,” he said. “ No 
one would suspect it by looking at 
the Record.”

Perkins frowned.
“Not to-day," be said.
Fuller tried to argue. No use. The 

big man sneered, and the high brows 
said things which they thought clev
er, but which were only insulting.

“You call in again yesterday, or 
the day before,” said the cashier, as 
the old man turned away. “We are

not' giving Christmas presents to
day.”

“You’re a fine mass of cheap ones,” 
said Fuller, in a rage. “You have 
men out soliciting busines, and you 
expect merchants to give them a 
hearing, or at least to use common 
decency in turning them down. You 
look to me as if you would, better 
go back to the tall timber.”

“Get out!” roared the boss.
Fuller was angry and did not stir.
“ I haven’t had my usual exercise 

this morning,” he said, “and if you’ll 
send a couple of these three-dollar- 
men out with me I’ll trim them up 
for the day. I operate a school of 
manners now and then.”

Of course Fuller was foolish to 
say anything of the kinds but it must 
be admitted that he had great provo
cation. Besides, he was something of 
an athlete, and such people are usual
ly ready for a scrap, just as a man 
who can play poker well is always 
looking for a game.

Luckily, the insulting office men 
had cooler heads than the solicitor, 
and a fight was avoided. However, 
old Perkins called the owner of the 
Daily Record by ’phone and asked 
to have Fuller fired. The unfortu
nate solicitor heard the order given 
as he was leaving the coal man’s of
fice. He hastened to the Record of
fice to tell his side of the story, ex
pecting to lose his place at once, not
withstanding the fact that he had 
made the fight in the interest of the 
paper.

At the Record office, however, he 
was met by smiling faces. It seem
ed that everybody about the plant, 
from the owner down to the cub 
reporter, was waiting to shake hands 
with him. For a time he leaned 
against the counter and waited until 
someone told him it was time to 
wake up.

“Here’s a lot of telegrams for you,” 
said the owner of the paper, “but 
before you read them just glance at 
this one sent to me.”

Not to be too long in telling the 
story, that was the day Fuller re
ceived his inheritance from his un
cle. The inheritance was a large 
one, some say it took more than six 
figures to express the amount, but 
there are always a lot of people who 
exaggerate such things. At any rate 
there was enough of it to buy the 
Daily Record outright and fit it up 
with new machinery and a managing 
editor who knew the game.

Now, you give an advertising so
licitor half a million dollars, or 
something like that, and he will keep 
people guessing. Fuller did. Peo
ple wondered why he settled down 
in that little coal town, instead of 
sailing away to the blue Mediterra
nean in a yacht with brass buttons 
on the crew.

They also wondered why he em
ployed surveyors to go prowling 
about the one fine park of the city, 
which was adjacent to one of Per
kins’ coal shafts, and was only half 
improved for that very reason. But 
they found out, one day, when the

Record brought forth headlines like 
this:

RANK LARCENY FROM THE 
CITY.

Perkins Company Stealing Coal 
From Big Park.

People Have Been Robbed of Thou
sands of Dollars.

Fairview Park Honeycombed With 
Tunnels of Robber Company.

Arrests To Follow.
Perkins called at the office of the 

Daily Record that afternoon. He was 
anxious to unload his mind at once, 
but Fuller was busy dictating a let
ter to a blonde stenographer and the 
coal magnate had to wait.

“What does this mean?” he de
manded, when Fuller looked him 
calmly in the face.

“It means,” was the reply, “that 
you are a thief. You have known 
for years that you were undermining 
the park with your drifts. The war
rants will be out in an hour or two. 
There are half a dozen of them, I 
understand. Besides, the city attor
ney is about to attach your property 
in the interest of the city. We want 
pay for that coal.”

“You’ll have to settle for this li
bel!” faltered Perkins.

“All right,” replied Fuller. “ I’ll set
tle when you’re in jail.”

“And all this comes from the fact,” 
said Perkins, “that I refused to be 
blackmailed into advertising in your 
dirty sheet?”

“Not exactly,” replied Fuller.
“ But if you had 'been given a con

tract that day this would never have 
been printed,” insisted Perkins.

“ In which case,” said the editor, 
“it is just as well for the city that 
the contract was refused. You would 
have kept on stealing coal until the 
park tumbled in and killed half the 
members of a picnic party.”

Perkins grunted and tried to ex
plain.

“It wasn’t because I didn't get the 
contract,” said Fuller, in a moment. 
“It was because I wanted to teach 
you a lesson in decency. The busi
ness world is crowded with salesmen. 
Some sell white goods, some sell 
groceries, some sell clothing, some 
sell advertising space. Now, these 
men are all trying to earn an hon
est living. They are entitled to fair 
and respectful treatment. They ought 
not to be insulted when they pre
sent themselves and ask for busi
ness.

“As a rule good busines men are 
courteous to salesmen, but there are 
a few cheap skates who are not. 
Whenever you find a man who is 
willing to insult salesmen who call 
upon him, who is willing to see sales
men insulted by his cheap help, look 
out for him. He is not a good busi
ness man, and the chances are that 
there is a yellow streak in him some
where.

“I made up my mind that day that 
you were a yellow cur, and fortune 
placed in my h^nds the means to 
turn you wrong side out to the pub
lic. I am doing this in the interest 
of traveling salesmen. There are a 
thousand men who will throw their

hats in the air at news of your arrest 
and punishment. They will all de
clare that they knew all the time that 
you were a false alarm. Now run 
along and give bail— if you can.”

“If I owe the city anything I will 
settle,” thundered Perkins, who d;d 
.iot relish the conversation of the ed
itor.

“That is what all thieves say after 
they are caught red-handed,” said 
Fuller. “Any pickpocket will give 
back your watch if you catch him 
with it in his hand and have a gun 
at his head. You’ll go to jail, my 
friend. I’ll see to that.”

Perhaps it was mean of Fuller. 
Perhaps the punishment was out of 
all proportion to the offense, but 
Fuller insists that it was all done 
in the interest of salesmen. And 
Perkins did go to prison.

Alfred B. Tozer.

Golden Thoughts.
A great idealist can never be ego

tistic.
God has made every man fit for 

his work.
To create anything in reality is to 

put life into it.
It is far more difficult to be sim

ple than to be complicated-.
In order to find what is fairest you 

must delight in what is fair.
The nations which possessed a re

fined art were always subdued by 
those who possessed none.

There is no wealth but life. Life, 
including all its powers of love, of 
joy and of admiration.

No nation has a right to indulge in 
luxuries until all its poor are com
fortably housed and fed.

Education, briefly, is the leading
human souls to what is best and mak
ing what is best out of them.

That country is richest which nour
ishes the greatest number of noble 
and happy human beings.

The definite result of all our mod
ern haste to be rich is assuredly and 
constantly the murder of a certain 
number of persons by our hands
every year.

The greatness or smallness of a 
man is, in the most conclusive sense, 
determined for him at his birth, as 
strictly as it is determined for a fruit 
whether it is to be a currant or an 
apricot.

No branch of art economy is more 
important than that of making the 
intellect at your disposal pure as 
well as powerful, so that it may al
ways gather for you the sweetest 
and fairest things. John Ruskin.

There are a number of classes of 
Persian cats» the division between 
them being purely arbitrary and bas
ed on the color of the fur. The most 
beautiful of all the Pesians is the 
pure white. They are, however, very 
hard to keep Clean, and a dirty white 
cat is cetainly anything but an orna
ment about one’s rooms. It is un
fortunate that many white cats are 
deaf, so when one is making a pur
chase of a cat of that color it is a 
wise precaution to test the hearing. 
Another failing which white cats 
have, in common with, all light col
ored cats, is that their constitutions 
are not so vigorous as those of the 
dark haired cats.
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Movements of Michigan Gideons. 
Detroit, June 23— H. A. Dowling, 

of this city, attended the Internation
al Sunday School convention at 
Louisville, Ky., last week and goes 
on to Searcy, Ark., to teach sum
mer school and on a lecturing trip 
through Kansas.

The Fruit of the Spirit.
The Fruit of the Spirit is love.
It is joy and peace from above.
Long suffering, gentle and' kind,
It is Christ and Christ in the mind.

Love is the first fruit of the vine. 
Then joy full of peace doth entwine. 
There goodness and faith doth 

* abound,
Where Christ in His fullness is 

found.

The Fruit of the Spirit is love.
God given eternal above.
It is goodness, faith. Can you find 
And fruit so good for the mind?

The Fruit of the Spirit is love.
It was brought to us with the dove. 
It is meekness, temperance, kind; 
This fruit is the fruit of the mind.

The Fruit of the Spirit is love.
It is joy and peace from above.
And they that are Christ’s are the 

kind
That have this fruit in their mind.

The Fruit of the Spirit possess 
The ripened full measure; no less. 
Then you will be ready to feed 
The hungry and thirsty indeed.

The Fruit of the Spirit give out 
To those who are weak and in doubt; 
And those who are living in. sin 
This Fruit will help you to win.

At the Griswold House meeting J. 
M. Allardyce, of San Antonia, Tex., 
was present and gave his experience 
in Sunday school work, which he said 
he found most successful when class
es were organized having president, 
secretary and treasurer and a pur
pose to an end to work to. He felt 
that we as Gideons should have work 
to do that would require effort and, 
when done, we could point to as 
work done by the organization. Mrs. 
Gage gave the opening address, 
pointing out the neglect of proper 
training of our children, and this 
thought was the topic of the even
ing. Brother E. M. Wilson, repre
senting the Murphy Iron Works, De
troit, was present with fifteen other 
brothers and their wives. The even
ing was depressing and the noise of 
the cars made it very hard at times 
to hear the interesting and instruc
tive words spoken, but all felt they 
had received inspiration preparing 
them for future work for those who 
need a friend to point to the better 
way. Aaron B. Gates.

Detroit, June 23—Excellent suc
cess has been attending National 
Field Secretary Bowers in Baltimore, 
Md. His intended stay of one week 
was prolonged to ten days because 
the wholesale merchants became so 
interested in Gideon work. Ten 
new members were secured here and 
more are to come in. All of this fol

lowing the new camp .formed at 
Reading, Pa., with eight members. 
His itinerary for the remainder of the 
year is as follows: Hagerstown, 
Md., June 18 to 22; Cumberland, Md., 
June 23 to 29; Parkersburg, W. Va., 
June 30 to July 5; Wheeling, W. Va., 
July s to 13; Cincinnati, July 14 to 22. 
Thence to Louisville, to which point 
all loyal Gideons are supposed to mi
grate for the National convention, to 
be held July 24, 25 and 26.

F. A. Garlick, National Secretary 
of the Gideons, has returned to his 
duties after a two weeks’ absence 
from the office in search of rest, and 
reports himself ready to take up the 
labors again for his large flock of 
members.

Geo. I. Webb, the fellow who sells 
umbrellas, will have his line at the 
annual show of his line held at Cin
cinnati this year during the first week 
in August.

Asa N. Strickler, Pittsburg, drop
ped in on the Detroit Gideons last 
Sunday, attending class meeting and 
church services at the Central M. E., 
where he had the pleasure of listen
ing to the baccalaureate sermon to 
the Detroit College of Law students 
delivered by Dr. F. D. Leete, and 
one that was replete with good sound 
advice, coupled with the thought that 
men who are great are those who 
live for others’ sake and not their 
own alone. Mr. Strickler reports ex
cellent work having been accom
plished in the Keystone State, three 
new camps having been formed at 
Greensburg, Wilkinsburg and Read
ing, while at Philadelphia and Pitts
burg both camps felt the rejuvenat
ing influence caused by the presence 
of the National Field Secretary.

Charles M. Smith.

Old Roman Art Revived by Ger
mans.

The Grecian urn, which Keats im
mortalized, was scarcely older than 
the model for the latest of German 
vases. Recently in the excavation of 
Roman ruins a beautiful vase, called 
in Latin “terra sigilatea,” was un
earthed. This has come to the atten
tion of a historical and archaeologi
cal society in Metz, Lorraine, which 
became so interested in the vase that 
it approached a manufacturing firm 
with a view to ascertaining Whether 
it would be possible to manufacture 
an imitation of this unique vase, be
cause the Society wished to present 
a copy to each of its members.

The manufacturer who was inter
viewed became much interested in 
this piece of art, being himself an an
tiquary, and offered his services in 
trying to imitate this skillfully and 
dexterously worked out creation of 
art. The first process was the study 
of the composition and method used 
by the Romans in embellishing the 
original, which was a more difficult 
matter than imitating the exact form. 
To produce the artistic effect a burn
ing process was necessary, which in 
the first experiments with the mate
rial used made the vases so brittle 
they were impracticable. This reviv
al of an old Roman art by a German 
historical society is the first of its 
kihd.

Saluting the Bride.
At a village station a husky young 

man and a robust young woman 
boarded the train, and they had only 
taken their seats when his arm went 
around her waist and her head fell 
on his shoulder. The other passen
gers became interested at once, and 
a general grin passed around the 
coach. Some peppermint drops, car
ried in the young man’s vest pocket 
and doled out one by one had been 
eaten before he caught on to the 
smiles. Then he stood up and said:

“Ladies and gentlemen, this is my 
wife. We was married an hour ago. 
She is a June bride. We married for 
love. I hain’t no picture and she 
hain’t purty, but that’s our business. 
Your congratulations are now in or
der.”

The smiles faded away and no one 
moved—no one but the husky hus
band. He slowly removed his coat, 
rolled back his sleeves and contin
ued:

“There’s twelve men in this here 
car and I want every durned one of 
’em to come forward and salute the 
bride. It’s her due, and it’s got to 
be done or you will have to settle 
with me. Nancy, get ready to be sa
luted.”

Nancy rose up with a blush, and 
those twelve men, one after another, 
left their seats and came forward and 
gave her a brotherly kiss and wish
ed her all happiness. When the cir
cus was over the hushand rolled 
down his sleeves, resumed his coat 
and sat down with the remark:

“The bride, having been duly sa
luted according to custom, will now 
undergo further hugging, and if any 
galoot sees anything in it to smile 
at he will be informed that my name 
is Moses Green, and that in a rough- 
and-tumble I weigh a ton.”

The Honesty of Prison Goods.
A while ago in New York City a 

settlement worker was asked by a 
boy, “Say, ain’t there anything an 
honest boy can do? You send all 
the bad boys to reform school, where 
they can learn a trade. But an hon
est fellow stands no show to learn 
anything.” This settlement worker, 
as have many others, wondered why 
provision for .industrial training for 
bad boys is made, while there is none 
for honest boys.

The following story illustrates the 
point in a manner interesting to the 
shoe trade, although it does not point 
out the need of a system of indus
trial education:

In a little town a few years ago 
there was a shiftless colored boy, 
named Ransom Blake, who, after be
ing caught in a number of petty de
linquencies, was at last sentenced to 
a short term in the penitentiary, 
where he was sent to learn a trade. 
On the day of his return home he 
met a friendly white acquaintance, 
who asked:

“Well, what did they put you at 
in the prison, Ranse?”

“Dey started in to make a honest 
boy out’n tne, sah.”

“That’s good, Ranse, and I hope 
they succeeded.”

“Dey did, sah.”

“And how did they teach you to 
be honest?”

“Dey done put me in de shoe 
shop, sah, nailin’ pasteboard on ter 
shoes for soles, sah.”

Coca Leaves Chewed for Invigorant.
Coca is the South American invig

orant. The shrub from which the 
coca leaves are obtained grows un
der favorable conditions to a height 
of about four meters. It is cultivat
ed in Peru and Bolivia.

At the time the crop is gathered 
the seeds are sown in beds, when 
they germinate and grow, and in two 
months the growing plants reach a 
height of about a foot. The leaves, 
grown in the proper sunlight and 
shade, are yellowish, small and 
thick. This is the kind of leaf that 
is preferred for chewing by persons 
using the leaf as a stimulant, forti
fier and preventive of sleep and fa
tigue in the performance of arduous 
work, inasmuch as they prevent 
rheumatism, from which miners suf
fer when working in mines that con
tain much water. Indians who mas
ticate the leaves of this plant can 
work twenty-four hours without eat
ing or sleeping. Coca leaves are used 
by the natives when engaged in long 
and fatiguing journeys and by sold
iers when subject to hardships and 
privations. They may be used with 
all kinds of food and are said to cure 
dyspepsia, either taken as an infusion 
in the shape of tea, or by masticat
ing the leaves. The life of the plant, 
when perfect, is eighty years.

Handicapped.
“Father,” said liilttle Rollo, “Me

thuselah was the oldest man, wasn't 
he ?”

“Yes, my son. And the strangest 
part of it is that hie reached such a 
hale old age before any of these 
wonderfully advertised patent foods 
were invented.”

A Pleasing Prospect.
Freddie—'And now that we are en

gaged, dear, I must tell you that I 
have never kissed a girl before in 
my life.

Kitty— Good gracious, Freddie, 
what an awful lot of practice you’ll 
want!

A few friends at heart are worth 
a whole directory m the head.
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A BIG GAME HUNT.
President Roosevelt is, upon his 

retirement from the position he has 
filled so admirably, to return to lit
erature as his avocation.

The daily papers say that he is to 
receive $100,000 for a Hunt Story 
which he is to write after indulging 
in an extended big game tramp in 
Africa.

In other words, the publisher who 
is to pay a sum so phenomenal for 
a story is thus to meet the total ex
pense of a year or so of splendid ex
perience on the part of Mr. Roose
velt and his son Kermit.

Nineteen hundred and twenty-three 
dollars a week for fifty-two weeks 
will meet the personal expenses of 
the Messrs. Roosevelt very handily 
and leave a liberal margin for guides, 
guards, glass beads, trinkets and am
munition, so that the writing of the 
story will be easy.

But it is possible that Mr. Roose
velt is after other big game than 
elephants, hippopotami, lions and tig
ers. Certain Americans of large re
sources are charged with having im
portant concessions in Africa obtain
ed from a European monarch in a 
way not just conventional. And it 
has been said that a fair, thorough 
and honest investigation by compe
tent parties that are unbiased and 
fearless would reveal conditions that, 
if published, would startle the civil
ized world.

There can be no question as to Mr. 
Roosevelt’s abilities, his fairness and 
his fearlessness, while his works, 
“Winning of the West,” “The Naval 
War of 1812,” “The Life of Thos. H. 
Benton,” “History of New York 
City” and his hunting and ranch life 
stories all confirm the good judgment 
of the publisher who is making a bet 
on his literary excellence.

Should Mr. Roosevelt direct his 
hunt toward the unravelment of the 
Congo Free State arrangement by 
European agreement, incidentally 
picking up and following the trail of 
the King of Belgium, and so on, un
til he locates the quarry in charge of

distinguished citizens of the United 
States, truly the story he could write 
would be intensely interesting.

EARLY CLOSING.
Theoretically the new State law 

which is intended to control hours 
of labor in the stores of retail mer
chants will go into force on July 12. 
Under this law no merchant employ
ing ten or more persons in his estab
lishment may require any girl or 
woman or any youth under 18 years 
of age to work more than ten hours 
a day.

The purpose of the law is a good 
one and meets the approval of all 
merchants, but this purpose may be 
defeated by the fact, declared by 
good lawyers, that the special privi
lege given to merchants who have 
less than ten persons in their serv
ice renders the measure unconstitu
tional.

At a meeting of the Retail Dealers’ 
Committee of the Grand Rapids 
Board of Trade on Tuesday, with all 
the leading retail stores represented, 
there was but one vote in opposition 
to a proposition that all the leading 
retail stores in Grand Rapids close 
at 6 o’clock each evening during the 
week; also a sentiment was shown 
very strong in favor of striving to do 
what the new law aims at without 
attempting to test the constitutional
ity of the act in question.

A similar organized movement, 
with the same object in view, is 
being undertaken by the leading re
tail merchants of Detroit.

After all, let the public scold as it 
may about the cruel greed of mer
chants who keep their stores open 
until 10 o’clock Saturday evenings, 
the, fault rests primarily with that 
public.

When all of us awaken to the fact 
that our indifference and procrastin
ating habits compel the merchants to 
keep late hours on Saturdays, we 
will then appreciate that it is not 
the merchants and their greed that 
needs correction.

THE DIRECTOIRE GOWN. 
Just a skirt left open on one side 

to a point above the knee— and they 
call it the Directoire skirt because a 
little over a century ago the grande 
dames of the French republic chose 
for a year or two to wear them.

And the dressmakers of the Unit
ed States, led by French dressmak
ers, are seemingly trying hard to 
bring the split skirt and its palpable 
unconventionality into vogue in this 
country.

It is said that whatever Fashion 
dictates the average American wom
an will accept as binding.

If this is true the dressmaking dic
tators can bestow lasting and over
whelming benefits upon hundreds of 
thousands of women who would like 
wonderfully well to exchange the 
clinging and cumbersome skirts for 
some sort of garment approximating 
the trousers of the other sex.

If Fashion can authorize and sanc
tion a suggestive exhibition of a 
shapely leg, why may it not be quite 
as wholesome to permit any woman 
to appear anywhere in pantaloons, 
vest and sack coat? Such an inova

tion would.be odd, but it would be 
decent as compared with the utterly 
ridiculous split skirt idea.

Just now there are many thousands 
of misses from 8 to 12 years of age 
beginning their summer vacations 
who would hail with great joy the 
privilege of scampering through the 
neighborhoods, or along the beaches, 
or over the hills and valleys as con
veniently and comfortably clad as 
boys, but Fashion says it would not 
be proper. Indeed, Fashion is a 
garrulous, unkind, tiresome old girl 
who needs sensible opposition in or
der to make her comprehend the 
meaning of real propriety.

NEW BUSINESS EFFORTS.
Jobbers in New York City twice 

each year rebate fares to visiting 
merchants who purchase goods of 
them. Chicago follows suit in a sim
ilar fashion and so on down the line, 
according to location and enterprise 
of resident merchants do the other 
cities make bids for business.

Retailers in all cities do similarly, 
but exhibit greater versatility in their 
methods of attracting new business. 
They have Shoppers’ Week, Special 
Excursions, Rebate Terms on a Per
centage Basis, Extended Advertising 
Experiments, and all that, and in 
many instances— Indianapolis, Louis
ville, Buffalo and Columbus, for ex
ample—-the merchants claim that the 
efforts are successful.

Of course, the smaller cities must 
necessarily pin their faith upon more 
limited areas of territory than do 
such cities as Chicago or New York, 
and, besides, those lesser cities can 
not bank upon offering as special at
tractions the great variety of fea
tures such as steamboat excursions, 
fine theaters and high grade per
formances in various lines and nota
ble public institutions which are al
ways open and free to all.

For these reasons the cities of 100,- 
000 population and less can not ex
pect by any means that are available 
to attract new business except upon 
the basis, pure and simple, of high 
grade, energetic merchandising.

New business is bound to come 
to the merchant who carries high 
grade goods in great variety; whose 
establishment is attractive in appear
ance and whose employes treat all 
comers pleasantly, honorably and 
fairly and who advertises widely, in
telligently, persistently, telling inihis 
advertisements just exactly what bar
gains he has and then makes good 
on these promises. All other special 
retail devices are hazardous, ephem
eral and expensive and, as a rule, “the 
game is not worth the candle.”

EMIGRATION GREATER.
It is practically certain that when 

the present fiscal year ends it will 
show for the first time since the im
migration records have been compil
ed that more persons have left the 
country than have come into it. 
Promptly with the commencement of 
the financial panic in October last im
migration fell off and the outflow of 
laborers, principally to Southern Eu
rope, set in.

During seven months since Octo
ber last 550,000 persons have left the

United States, while only 150,000 have 
come in. This exodus to Southern 
Europe has been entirely composed 
of working people, who found less 
scope for their energies here than 
they believed they could find in the 
countries from which they originally 
came. The country was in no sense 
the loser by this outflow, as the bulk 
of these people are pretty certain to 
return as soon as times become again 
prosperous and work plentiful.

It was also a decided advantage 
during the period of dulness which 
followed the panic to have so many 
laborers seek employment elsewhere, 
thereby leaving that much more work 
for home labor. In addition to this 
emigration there was also an exo'dus 
from the industrial centers to the 
farms of the West and the great ce
real crops of the current year prom
ise to provide abundance of work for 
this fresh labor. This ability for sur
plus labor to find work elsewhere than 
in customary channels has greatly 
helped the recovery from the depres
sion and kept wages more stable 
than would otherwise have been the 
case.

CHANGE YOUR COPY OFTEN.
The paper which printed the same 

story from day to day would soon 
lose its readers. Yet the local deal
er who permits his advertisements to 
run week after week without change 
of copy is committing an injustice to 
himself equally great.

What does this advertisement tell 
the public? Simply that he is still 
alive and doing business at the old 
stand. If it strives to tell more the 
testimony- is self-evidence of a lack 
of progressiveness.

The stock of the up-to-date dealer 
is constantly changing. If there are 
no new goods it is evidence that 
business is not flush. If there arc 
new purchases it is the height of in
justice to himself as well as to the 
public not to let the world be told. 
Changing seasons demand in most 
trades a corresponding change in 
stock. Why not once a week take 
time to give a bulletin board indicat
ing these changes?

Prices, too, vary greatly, and the 
man who has seventy-five cent pota
toes at the beginning of the season 
must look well to his laurels if he 
does not come down in price before 
the summer is over.

The mission of the newspaper is 
to give the news of the day or week. 
And the local advertiser misses his 
opportunity if he fails to extend the 
publicity to his advertising making 
this medium a means of close com-1 
munication between himself and cus
tomers. They will soon learn to look 
for the bright, fresh copy and make 
the most of the bargains offered.

Merely because a man talks like a 
book it is not to be assumed that he 
may be shut up as easily as one.

The trouble with the habit of crit
icism is that it soon becomes a 
cloak for our own faults.

On the sea of life there is no an
chor like true love for making a 
man steady.
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INCIDENT ENDED.
The new American Ambassador to 

Berlin, Dr. D. J. Hill, has not only 
arrived at Berlin without occasioning 
any undue flutter in the exclusive so-r 
cial circles of the German Capital, 
but he has been received in audience 
by Emperor William, who treated 
him most cordially. These events 
put an end to all the loose talk .about 
the probability of the stay of Dr. Hill 
in Berlin being made unpleasant be
cause he lacks the private means to 
live in the style affected by his pre
decessor in office, the Hon. Charla- 
magne Tower.

It will be remembered that some 
months ago it was intimated to the 
State Department at Washington 
that Dr. Hill would hardily be per
sona grata in Berlin. Although no 
explanation was vouchsafed for this 
attitude of official Germany, there was 
an intimation that Dr. Hill’s mode of 
life was too simple and democratic to 
suit the powers that be at the Ger
man Capital, and that the private 
means of the new Ambassador were 
not sufficient to meet the cost of liv
ing on the scale expected of the dip
lomatic representative of a first-class 
power. This intimation to the State 
Department caused something of a 
sensation, because when Dr. Hill was 
first appointed the German Govern
ment was sounded as to its willing
ness to receive him, and in due 
course expressed perfect willingness 
to receive him as American Ambas
sador. The matter was further com
plicated by a blunt denial from the 
German Foreign Office that any ob
jection existed to Dr. 'Hill, although 
there could be no doubt that the inti
mation antagonistic to the new Am
bassador came from high authority.

After several days of sensational 
developments the German govern
ment emphatically denied that any 
objection existed to Dr. Hill, and a 
denial was entered that any official 
objection to receiving him had been 
made. That somebody had made an 
egregious blunder was evident, but as 
the German officials, from the Em
peror down, showed every desire to 
have the unpleasant incident forgot
ten the matter was dropped. The 
cordial reception given Dr. Hill by 
Emperor William when the former 
presented his credentials should ter
minate finally an incident which was 
decidedly unpleasant to the Ameri
can people and which threw a flood 
of light on the mode of life followed 
by American Ambassadors in recent 
years at foreign courts.

The Hill incident should facilitate 
the adoption of laws by Congress 
providing for the acquisition by our 
Government of proper legation build
ings at all foreign capitals of the first 
rank, as well as providing for the 
maintenance of such legations and 
embassies in adequate style. Such an 
arrangement would relieve our diplo
matic representatives from the neces
sity of drawing upon their private 
means to meet their expenses, a ne
cessity which at the present time 
makes it impossible for any but a 
rich man to accept a diplomatic po
sition in any of the important Eu
ropean capitals. Our Government 
should not maintain Ambassadors at

foreign capitals unless it is willing 
to support them in becoming style 
and on a plane with the mode of liv
ing of Ambassadors of other first- 
class powers. An Ambassador who 
is unable to associate on an equal 
footing with other diplomatic repre
sentatives is at a great disadvantage 
in safeguarding and watching the in
terests of his Government.

THE NEAT PACKAGE.
The average purchaser likes to 

have his goods well put up. Even if 
he does not himself realize the val
ue of the work when well done, a 
bungle is sure to attract his notice 
and, perhaps, those all around him.

Not long ago the writer entered 
a trolley car to meet a fellow passen
ger bearing a dripping package, 
which proved not only a menace to 
herself but to all near. Two or three 
called her attention at once ¡to the 
condition her dress was assuming. 
“Oh, that sh!” she exclaimed in dis
may, adding, “We can not get good 
fish in our town— and it is about ¡the 
only thing we can’t get good. We are 
so fond of it I thought I would take 
advantage of a good fish market.”

“Why didn’t you make them put 
it in a box?” asked an acquaintance 
who was also a dealer in general 
merchandise in another town.

“It seemed firm when they put it 
up, and I supposed it would carry 
all right.”

No doubt she had her private opin
ion of the advantage which the ven
der took of her ignorance; and as 
she finally stuffed the offending pack
age under the seat, perhaps to leave 
a muss that would annoy the next 
passenger, she probably resolved not 
to get caught in such a trap again.

Cheap paper is an abomination to 
the trade. The light paper sacks 
which will perhaps carry sugar and 
rice all right a short distance, if all 
goes well, prove entirely inadequate 
if a farmer must carry them several 
miles in a lumber wagon. Even al
though he provides a bag to receive 
the packages, the grocery hash Which 
is emptied out at home is not an 
agreeable or profitable mess. He 
pays for the paper used as wrapping 
and is entitled to a grade heavy 
enough to withstand ordinary usage.

The string is sometimes to blame 
for an accident. It should be strong 
enough to hold an ordinary package; 
used in plenty tp insure safe carriage 
and firmly tied. Too often one is 
embarrassed by having a package 
come loose when on the treet, solely 
because it was not properly wrapped 
and tied. Rounding corners are not 
brought out to make the necessary 
and easily obtainable projection, or 
the string is loosely tied, or only 
half enough string used. The seller 
should remember that this may be 
only one of half a dozen parcels 
which are to be kept track of and 
perhaps carried some little distance, 
and should make it as firm as possi
ble.

Condensation is another point to 
be remembered. Of course, many of 
the staple commodities require just 
so much room. You can not crowd 
ten pounds of sugar into a five pound 
sack, but there is a great difference

in the manner in which dry goods, 
shoes and many other things are put 
up. The skilled packagemaker must 
undersand packing and utilize all 
space. The bulky bundle may be so 
compressed that it will not only car
ry in better shape, but be much 
more easily handled.

Roll cloth tightly. Pile the cookies 
or loaves of bread exactly together. 
Avoid mixing articles which will not 
fit together. Two compact parcels 
are, as a rule, more easily managed 
than one bulky one, especially if 
there is danger of tearing it open at 
every step. And with compactness 
and strength disposed of, have an 
eye also to the looks of the pack
age. Don’t send it out in a form 
that you would be ashamed to carry 
yourself.

OUR RIVER FRONTAGE.
The present is essentially a com

mercial age, but there is at the same 
time a general disposition to beauti
fy our commercial cities as much as 
possible.

Washington, the National Capital, 
was originally laid out for beauty. 
Its wide avenues and gentle eleva
tions give great opportunities for or 
namental constructions, while the to
tal lack of all manufacturing, and 
therefore of smoke, is vastly in its 
favor. It will be a magnificent city, 
instead of the city of “magnificent 
distances,” which was the epithet 
with which it was hailed.

But as a rule our American cities 
do not possess the conditions requi
site for scenic beauty and pictur
esqueness. Above all, they are des
titute of wide streets which are nec
essary to show off fine buildings, as 
well as to produce pictorial effects. 
In Europe when the royal palace was 
the main feature of a city, or a great 
cathedral was its' chief structure, the 
balance of the city was made to cor
respond.

In this regard it is mentioned by a 
writer in the June Atlantic that plans 
are on hand to beatify most of our 
American cities. In most cases river 
fronts are proposed as objects to 
which artistic treatment could be ap
plied.

Budapest on the Danube has pre
served much of its river front for pa
latial public buildings, frequent park- 
spaces and tree-lined promenades, 
and at the same time utilized the 
space beneath the streets and back 
of the quay for storage purposes. 
The waterfronts of Hamburg, Ant
werp, Stockholm, Rouen and Berlin 
have been treated in a somewhat 
similar manner. In fact, the tenden
cy in all European cities is to take 
advantage of the river front opportu
nities for beautifying purposes, but 
in America the water sides of our 
cities are used for commerce and oft
en for the slums. Some beautiful 
effects were obtained with water at 
the grounds of the World’s Fair in 
Chicago and at the Jamestown cele
bration.

It is exceedingly unfortunate that 
Grand Rapids has so long neglected 
the development and embellishment 
of her river frontage, but it is not too 
late to utilize that portion that has 
not been defiled by railroad tracks and

monopolized by commercial, mercan
tile and manufacturing institutions. 
The long stretch of land owned by 
the Comstock estate on the north 
end of the East Side is to be occu
pied by a railroad track as far as the 
Soldiers’ Home, on the theory that 
such an arrangement will attract 
manufacturers. Of course, this idea 
is entirely chimerical, because manu
facturers will not be lured by any 
such method. If, instead of negotiat
ing for a railroad track, the Corn- 
stock estate had built a boulevard it 
could then have sold the land along 
the river back of the boulevard in 
acre lots and lined the river with a 
fine class of residences. It is prob
ably now too late to change these 
plans because the Grand Trunk Rail
way is under contract to construct 
this branch, but it is not too late to 
secure a boulevard on the West Side 
extending from the Turner street 
viaduct under the railroad to the big 
bend. This would be far and away 
the most beautiful stretch of road
way anywhere about the city, flank
ed by hills on one side and the full 

¡river on the other.
The down river boulevard on the 

East Side is nearly completed and 
means should be taken to extend the 
road on the west side of the river 
down as far as Jenisonville, where 
the two roadways may be connected 
by either a bridge or a ferry. Much 
is being done by painstaking men 
who are devoting a large portion of 
their time to the creation and de
velopment of parks, boulevards and 
other public improvements which ap
peal to the aesthetic side of human 
nature, but much yet remains to be 
done before Grand Rapids receives 
her due share in this direction.

A political orator declared that 
‘‘the British lion, whether climbing 
the pine forests of Canada or scour
ing the Pacific main, would not draw 
in his horns or retire into its shell,” 
which recalls the remark of an Aus
tralian legislator who, speaking of 
the competition between land and sea 
carriage, exclaimed: “Mr. Speaker, 
the railways are cutting the ground 
from under the steamers’ feet.”

Little Johnnie, having in his pos
session a couple of bantam hens, 
which laid very small eggs, suddenly 
hit on a plan. Going the next morn
ing to the fowl-run, Johnnie’s father 
was surprised to find an ostrich egg 
tied to one of the beams, and above 
it a card, with the words, “Keep your 
eye on this and do your best.”

Certain substances which are dead
ly in their effects upon men can be 
taken by animals with impunity. 
Horses can take large doses of anti
mony, dogs of mercury, goats of to
bacco, mice of hemlock and rabbits 
of belladonna without injury.

A Sunday school teacher had been 
telling her class the • story of the 
Good Samaritan. When she asked 
them what the story meant, a little 
boy said, “It means that when I am 
in trouble my neighbors must help 
me.

Inherited nest eggs are, as a rule, 
soon broken.
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GONE BEYOND.

Death of Hon. J. W. Milliken, of 
Traverse City.

A wave of sadness swept over 
Traverse City and Michigan on Fri
day last when news was received of 
the sudden death of James W. Milli
ken, which was caused by apoplexy. 
Mr. Milliken and his wife were near 
New York City on a New York Cen
tral train, making their way to Yale 
College to attend the graduating ex
ercises in which their son, James T. 
Milliken, was to have been a partici
pant. The remains were brought to 
Traverse City, arriving Sunday aft
ernoon. The funeral was held at 
2:30 Wednesday afternoon.

Biographical.
James W. Milliken was born at 

Denmark, Me., May 20, 1848, his pa
rents having been of Scotch extrac
tion. When he was 5 years of age 
the family removed to Saco, where 
Mr. Milliken attended school until he 
was 16 years old, when he went to 
work in a dry goods store. 11 so hap
pened that Frank Hamilton, the 
Traverse City clothing merchant, was 
employed in a clothing store at Saco 
at that time, and on one of the vis
its of the late Smith Barnes, who 
was then manager of the mercantile 
business of Hannah, Lay & Co., to 
the Boston market he enquired for a 
couple of bright young men to work 
in the general store at Traverse City, 
and was recommended to Messrs. 
Milliken and Hamilton by Welling
ton Bros., wholesale dry goods deal
ers of Boston. He accordingly so
licited an interview with both young 
men, which took place in Boston, 
and in June, 1868, they both started 
for Traverse City, where they took 
prominent positions in the mercantile 
establishment which is now conduct
ed under the style of the Hannah & 
Lay Mercantile Co. In August, 1873, 
Mr. Milliken and Mr. Hamilton start
ed in business under the style of 
Hamilton, Milliken & Co., the other 
copartners being Smith Barnes and 
Hannah, Lay & Co.' This copartner
ship continued five years, when 
Messrs. Hamilton and Milliken pur
chased the interests of their partners 
and continued business under the 
style of Hamilton & Milliken. This 
copartnership lasted nearly twenty 
years— during which time the firm 
built one of the finest business blocks 
in the city— when the partners sep
arated, Mr. Milliken taking the dry 
goods and Mr. Hamilton the clothing 
stock. The stores are joined by arch
ways and they are still as closely 
connected as two stores can possibly 
be and contain stocks owned by two 
different men.

Mr. Milliken was President of the 
Neahtawanta Resort Association; 
President of the Potato Implement 
Co., of which he was the founder; a 
Director of the Board of Trade; 
Chairman of the Civic Improvement 
Committee of the Board of Trade; 
Vice-President of the Grand Trav
erse Region Fair Association; Di
rector of the State Y. M. C. A. boys’ 
camp; stockholder of the Manistee 
River Power Company; owner of the 
Milliken dry goods store, the largest 
in the city; stockholder of the First

National Bank; State President of 
the Michigan Sunday School Asso
ciation three terms, and prominent in 
shaping Olivet College affairs, be
sides being Superintendent of the lo
cal Congregational Sunday school. 
Mr. Milliken served as State Sena
tor, having been elected to fill the va
cancy caused by the appointment of 
Senator Covell as United States Dis
trict Attorney, and discharged the 
difficult duties devolving upon him 
in a manner highly creditable to him
self and in every way satisfactory to 
his constituents.

Mr. Milliken was an excellent busi
ness man, being generally regarded 
as one of the best merchants in 
Northern Michigan. His store is a 
model in point of neatness and at
tractiveness and his business meth
ods were always above reproach. He

PIONEER PREACHER.

He Used Muscular Christianity To 
Accomplish Results.

W ritten  fo r th e  T radesm an.
“That’s a fine church you have 

back there on the hill,” remarked the 
drummer. “You don’t often see such 
a one in the country.”

“I should say not,” returned the 
schoolmaster. “They have an indif
ferent preacher there at present, and 
the gospel interest seems to have run 
down a good deal in the past few 
years.”

“I should think it required a maxi
mum amount of interest in religious 
matters to rear such an edifice. I 
don’t call to mind another such fine 
church building in all my travels— 
in the country you understand.”

“And you are not the only one

was public spirited to an unusual de
gree and invariably threw the weight 
of his influence and the benefit of 
his example with any movement hav
ing for its object the improvement of 
the community or the betterment of 
exising conditions.

Mr. Milliken was married twenty- 
seven years ago to Miss Calla Thack
er, of Traverse City. Their union 
was blessed by the birth of one son, 
26 years of age, who was summoned 
to the bier of his father in New York 
City and accompanied his mother on 
her sad journey home.

The very cheapest of literature is 
making even wise people forget that 
if a book is worth reading it is 
worth buying.

who has remarked upon the gran
deur of our church,” returned Mr. 
Tanner. “Everybody seems to think 
it is about right. It would be, too, 
if we had a preacher to correspond.” 

“To bad you haven’t one.”
“It’s twice too bad,” agreed the 

schoolmaster. “Now, that church is 
the result of one man’s grit and re
ligious enthusiasm. It wasn’t built 
in a day or a month, but came about 
in a sort of evoluting manner.” 

“ Exactly.”
The drummer puffed leisurely at his 

weed and gazed thoughtfully at the 
distant sky line where the spire of 
the church pierced the air.

“In some respects that is a one 
man church, Mr. Clinch.”

“How is that?”
“It was built in the seventies, soon

after the panic, right in close times 
at that.”

“You don’t tell me.”
“Back there a mile is a graveyard; 

you noticed that, too, I imagine.”
“I did see a little bush-grown, 

scraggly inclosure— ”
“That’s it, that’s it,” burst forth 

the schoolmaster. “A neglected cem
etery, and in it lies the ashes of the 
man who built yonder fine church. 
You wouldn’t believe it, of course. 
Even Christian people are sometimes 
ungrateful; they certainly were when 
they turned Hannibal Bushrod down 
for a handsomer, less ruggedly hon
est man. Yes ,that’s it; they turned 
the church-builder down and placed 
in his shoes a minister from town, a 
swell chap, with mutton chops and a 
pious drawl. He swept clean for a 
while, but the time came when the 
most of the parish would have given 
their eye teeth and several molars to 
boot if they could have got Elder 
Bushrod back again.”

“He wouldn’t come, eh?”
“He couldn’t. He was located in 

an Upper Peninsula lumber camp 
saving souls of a lot more impor
tance than the ones down here. He 
got his death sickness up there and 
his body was fetched here for burial. 
I tell you there never was a more 
conscientious man and devout Chris
tian than Elder Bushrod.”

“No doubt; but about the church?” 
“Yes, about the church. The Elder 

came here from some place in the 
eastern part of the State. He was 
a regular pioneer preacher, given to 
the use of rude yet forcible language. 
His rugged honesty appealed to his 
hearers, and he soon became popular 
among the settlers, who were apt to 
regard an ordinary preacher as of 
little account in the world.

“ Bushrod had considerable trouble 
with the rougher element. The 
farmers, as a general thing, turned 
out to listen and treated him with 
the respect due to his cloth. You 
see, the Elder preached in differen 
parts of a big district. I have known 
him to cover thirty miles on foot, 
on a Sabbath day, and preach three 
sermons. His was a strenuous min
istry, let me tell you.”

“T should think as much.” 
“Bushrod was several years on this 

beat. Being a Baptist he could stop 
as long in one section as the people 
willed. His one ambition, after the 
saving of souls, was to build a church. 
His rude eloquence won many con
verts and he soon had a large follow
ing.

“One of his appointments was at 
a lumber burg where there were few 
persons of a religious turn of mind, 
and here Elder Bushrod met most of 
his opposition. He conquered even 
this, however, and won out with fly
ing colors.

“Many attempts were made at Dug 
Gulch to oust the preacher, but 
without success. He was a tall, sol
emn, white-faced man, and some 
there were who stood in awe of the 
minister. There was really nothing 
of the austere about the man. Out 
of the pulpit he could laugh and 
joke with the best of them. His fun
ning was always clean, however, as
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clean and pure as was the great soul 
of the man.

“For a long time the Elder 
treated all attempts to interfere with 
his meetings in a gentle, kindly man
ner. Persuasion rather than force 
seemed his idea of the jfroper treat
ment of his detractors. This meth
od could not last at Dug Gulch, how
ever. The turbulent spirits among the 
lumber crews only jeered at the gen
tleness of the Elder’s rebukes, and 
they proceeded to even greater 
lengths. On one occasion he found 
his cutter gone and horse tied out 
in the cold, blanketless, with a cut 
harness.

“This aroused the good preacher. 
‘I can stand a good deal of abuse 
in my own person,’ he remarked; ‘but 
when they turn a helpless dumb crea
ture out in the cold that is too much. 
If I can locate the ones who did this 
thing I shall certainly prosecute them 
to the full extent of the law.’ He did 
not find the culprits, however.”

“Pity he hadn’t,” said the drum
mer.

“ I think so, too, but the climax 
came the next summer when big 
Jake Barker assaulted the preacher as 
he was coming out of the school- 
house after a meeting. Big Jake, the 
acknowledged bully of Dug Gulch, 
snatched the straw hat from the 
preacher’s head and tore it to shreds, 
stamping the wreck beneath his feet. 
Standing near were a dozen of his 
bunkies, watching the fun.

“And there was fun, too, let me tell 
you. Those who *saw the incident 
said that the preacher stood for one

moment dumb with pained surprise, 
the next something was doing. Seiz
ing the bully in a clutch of steel the 
preacher lifted him above his head 
and strode across the road to a horse 
trough into which he soused the man. 
He held him under until he was 
black in the face, after which he toss
ed him, wet and helpless, into a sand 
bank.

“Such a shout as went up. Women 
screamed, children hid their faces in 
their mother’s skirts, while men 
stood staring, dumb with wonder. 
Several of the discomfited bully’s 
companions rushed to the rescue. 
They were met by tall Mr. Bushrod, 
who snatched the foremost and, lift
ing him high, tossed him into a hazel 
thicket.

“That ended the battle. The woods
men were cowed and Elder Bushrod 
became the idol of the hour. He won 
fame if not fortune in a single hour. 
After that "he was no longer put up
on by the toughs of Dug Gulch. In 
fact, many of the men of the camps 
turned out to the meetings and some 
of the worst pills were converted.

“Jake Barker was the most pleased 
man in the bunch. Hardly think it, 
would you?”

“I don’t know. Perhaps he felt 
ashamed of himself— ”

“That was it exactly. He came 
from a good family that lived in 
Grand Rapids and, to the delight of 
his pious old mother his rough treat
ment at the hands of Elder Bushrod 
was the means of his conversion. It 
takes muscular Christianity to ac

complish results sometimes, Mr. 
Glinch.”

“I believe that. The moral suasion 
on the preacher’s part served only to 
convince these rough men of the 
camp that he was not afraid of 
them.”

“Exactly, and when he exerted 
himself on contrary lines the tough 
element not only learned to fear but 
to respect him as well. The Elder 
made rapid progress after that. Re
spected by high and low he in time 
got them all interested in his church 
building project.

“As I said, the building was not 
put together in a day. One man 
furnished logs, another paid the saw 
bill, while still others bought the 
nails, glass, seats, and so on. It was 
something like a bee on a township 
scale. A carpenter was hired and one 
bright September day work began on 
the long planned structure.

“Men from Dug Gulch vied with 
the farmers elsewhere in giving 
work. The boss carpenter was the 
only man who was paid a cent for 
the building of the church. Men and 
teams worked freely, and when the 
first snow fell the spire of yonder 
church was pointing toward1 the 
zenith. The building was not com
pleted in its entirety until the fol
lowing year. It has stood now thirty 
odd years, a monument to the deter
mined energy, tireless application 
and devoted Christian heart of one 
man— Hannibal Bushrod, the awk
ward country parson.”

“I trust he lived to preach many 
sermons from its pulpit,” said the

drummer as he tossed the stub of his 
Perfecto into the road.

“He lived for many years after the 
completion of the church,” returned 
the schoolmaster, “but the place was 
too nice for anything but a city 
preacher of ‘culture,’ so Bushrod had 
to step aside. Ingratitude? Yes, I 
suppose so, but the gaunt pioneer had 
done his work and* found other fields 
farther north where he builded anew 
in the wilderness.” Old Timer.

Has Acquired a Hoosier Factory.
Albion, June 23—George E. Dean, 

manager of the Union Steel Screen 
Co., has just closed a deal for the 
purchase of the Ideal Manufacturing 
Co., of Lafayette, Ind., manufactur
ers of wire goods, oven and refrig
erator racks. The plant will be mov
ed to this place soon after July 1 and 
will be consolidated with the Union 
Steel Screen Co., giving employment 
to a large number of wire workers 
and giving Albion a factory having 
the largest capacity of any firm of its 
kind in the country. The Business 
Men’s Association was largely in
strumental in bringing this industry 
here.

E. R. Clegg, of Lafayette, former 
President and Manager of the Ideal 
Manufacturing Co., will move to this 
place at once and take charge of the 
manufacturing end of the new addi
tion.

The day of rest is never the better 
for making it a day of rust.

When religion is only a thing it is 
worse than nothing.

I  M  c y  T  Form erly called ^  
^  ^  ^  Elijah’s JVlanna J

Toasties
Are Made for Consumers--

Not for Your Shelf!
And for that reason we guarantee the sale of Retailers’ stock. W e make customers for you by 

continuous, liberal advertising.

The Superior Quality, Delightful Crispness and Delicious, Toasty Flavor hold Customers

“The Taste Lingers”
Made by Postum Cereal Company, Ltd., Battle Creek, Mich.
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THIRTEEN DON’TS

Which All Boys Should Bear in 
Mind.*

In a historical volume of unparal
leled value there is formulated a set 
of rules of conduct which have stood 
the test of ages and which seem in 
themselves very clear and simple, but 
about which many books have been 
written and thousands upon thou
sands of sermons for the instruction 
of people formulated and declaimed 
from the pulpit. I can not expect to 
add any rules of life to this historic 
decalogue of material value, but 
sometimes a rule of life may be 
couched in such general terms that 
it is very difficult to apply it to any 
individual instance.

Permit me to illustrate by the old 
saw, “ Be good and you will be hap
py.” There is not any question about 
the statement, but oftentimes when 
we apply it to an individual case we 
find extreme difficulty in just know
ing how to be good that we may be 
happy. This is true of a great many 
rules of life. We need to exercise 
all the judgment we have in inter
preting them, and then we fail.

A little boy with whom I had to 
deal when he was about 5 years old 
was allowed to go to a neighbor’s 
for an hour and the last injunction 
of his mother was, “Now, George, be 
good all the time am  ̂ when you 
want to go again I will be very glad 
to let you,” and he said, “How do I 
know, Mamma, how to be good all 
the time?” She replied, “George, you 
must use your judgment.” “But sup
pose, Mamma, I use my judgments 
all up and it isn’t time to come 
home.” To this the mother could 
only say, “Well, I guess they will 
last and I can trust you.” A good 
many of us drop into places in which 
we use all of our judgments up and 
then do not know how to be good 
that we may be happy.

It occurred to me in chatting with 
you to-day, as you pass from one 
stage of school life to another, or 
possibly pass from school life to the 
business of this workaday world, I 
might put into shape for you to 
think about a lot of “don’ts” that, as 
you go along and want to be good 
and useful and kind and thoughtful 
in life, may be of service to you.

A little cousin of mine, about 6 
years old, when I was visiting in Chi
cago one time sat up in. front of the 
window looking out to see if his 
brother, two years older, was coming 
from school, and upon catching a 
glimpse of him said to me, “There 
comes a good boy.” I saidi, “ Mar
shall, are you sure of it?” “I am sure 
of it,” replied he. “ How do you 
know,” I asked, “that he is a good 
boy?” “ Because he lets me and I let 
him.” In all my sixty years of ex
perience I never have found a rule of 
such universal application.

And now for my “don’ts” :
1. Don’t be commonplace. I mean 

by this, don’t be satisfied with being 
as good as the average or like the 
most of people. Aim first to be your
self. While you may adopt this way 
from this one and another way from

‘ Address bjr Hon. Charles W. Garfield before 
Eighth Graders of the Evening Press School.

another whose life you think is 
good, don’t forever be a copyist, but 
have something about you that will 
easily describe you as distinct from 
the other fellows. We are born in
to this world with different looks so 
that no two of us look alike, and 
most of us look very different from 
anybody else. This difference should 
be carried out in our conduct. You 
may not be able from your style of 
ability or your lack of ability to do 
many things better than other peo
ple do, but always strive to do a few 
things a little better than you know 
of their being done by anybody else. 
This is a good target to shoot at.

My little cousin, when we were 
boys, was walking along with me 
down Burton avenue toward our 
country school-house. Our fathers 
were walking on ahead. This cousin 
and his father were visitors and we 
were explaining the things in our 
neighborhood that might interest 
them, and upon coming in sight of 
the school-house my father remarked 
to my uncle, “Thait is the place where 
we teach our young ideas how to 
shoot.” Without entering into the 
conversation my cousin started on 
the run and looked around the 
schoolground, came back and met 
my father, saying, “Uncle Marshall, 
didn’t I hear you say that here was 
where they learned to shoot?” “Yes, 
I said this was the place where we 
taught our young ideas how to 
shoot.” “But, Uncle Marshall, I 
have been looking all over and I 
don’t see any mark.” The young lad 
understood very well that there was 
no sense in shooting without having 
a mark; and I suggest to you as an 
object in developing your conduct, 
don’t be commonplace.

2. As you are already classed as 
wage earners, may I not next say, 
don’t put too much stress on wages. 
That is, don’t measure up what a 
boy is worth or a man is worth by 
the salary he gets. This is the nar
rowest kind of a measure for what a 
boy or a man can do; and I want to 
urge you, no matter what you may 
read in the newspapers about men 
stepping into high places and earning 
high salaries, to think first of what 
a man can accomplish with his 
knowledge and ability and adapta
bility, and then if you want to inci
dentally mention that he gets a cer
tain salary I won’t take exception 
to it.

Many boys in seeking places value 
their services higher in money than 
the people who give employment 
think is right, and sometimes go a 
long time before finding employ
ment simply because of this empha
sis that is put upon wages. Com
mend me to the boy in seeking a 
place and being asked how much he 
expects is willing to say, “ I expect 
nothing beyond what I earn. I will 
try, sir, and let you be the judge.” It 
is this spirit and this willingness to 
rely upon the value of the service 
itself to set the wage that gives 
many a boy the best possible start in 
life.

3. Don’t be tricky. First, because 
it is not right. It breaks the most 
beautiful rule in the world, which we 
call the Golden Rule. And, second,

as applied to your conduct, it reduces 
the numerator while' it increases the 
denominator. By this I mean, if one 
represents your life and we express 
it in a fraction two divided by two, 
if you are tricky, no matter how well 
equipped you may be, it takes one 
from that numerator and it adds one 
to the denominator, and see what 
kind of a fraction you get—one di
vided by three. That is, as compared 
with the full rounded! character ex
pressed in a fraction two divided by 
two, your fraction is only one-third.

Some people are what they call 
smart in making a trade, whether it 
be jack-knives or horses, and often 
this smartness is commended as the 
right kind of stuff to make a man 
successful in business. I know such 
a man, who in his early boyhood was 
always considered a good trader. He 
never once thought how the other 
fellow would feel if he got beaten, 
but always kept in mind the best way 
to beat the other fellow. After he 
had reached manhood he was still 
a trader. He became rich; lie enter
ed into a large business career. He! 
has tried in these later years to think 
of the other felllow, to be square and 
straight and clean and thoroughly 
good, but once in a while, in spite 
of all his will-power, he catches him
self trying to make a sharp trade, 
and because of the reputation which 
he built up as a sharp trader he can 
never fill the best place in the com
munity. The habit of being tricky 
once established can not easily be 
sloughed off, and it does not pay to 
be tricky because the reputation is 
not worth having.

4. Don’t be grumpy. I don’t know 
whether that word is in the diction
ary but you all know what it means 
and you don’t any of you like a 
grumpy fellow; always finding fault 
with the weather, never having quite 
so good a time as you expect, al
ways thinking that the other fellow 
is going to beat you, never being 
quite happy, no matter how good a 
time you are having. The find-fault 
spirit will stand in the iway of any 
boy’s success. If the weather seems 
to you bad weather, inasmuch as you 
can not change it, why is not it a 
mighty good plan to think that kind 
of weather is good for something 
and somebody, and with that view in 
mind stop finding fault with if and 
groaning and growling and making 
yourself unhappy and everybody else 
around you?

What a splendid thing it is for us 
to magnify our good feelings in
stead of our bad ones; to remember 
the sunshine rather than the shadow; 
to see the good in a man rather than 
the bad. A happy life is a charmed 
life; a grumpy life is a cursed life, 
but the curse is in one’s self and 
can be completely eliminated. Think 
for a moment, if you are inclined 
to be grumpy, how you feel about 
the other fellow when he is gumpy, 
and you have the surest cure for it 
that I know.

I remember when I was a little 
boy I got in the habit once of mak- 
ing faces, and when I was contort
ing my face into the worst possible 
shape my mother held a mirror be
fore me suddenly and I saw myself

as others saw me. It cured me in 
a minute of that habit.

You have no right to cast a shad
ow upon other lives, to make other 
people unhappy because you happen 
to feel in a sour mood. One of the 
pillars of Character is self control, 
and in its exercise -we not only 
strengthen but sweeten ourselves.

5. Don’t shirk. First, because it 
is mean and it is a thing you posi
tively hate in the other fellow. Bear 
your own burdens. Never throw the 
responsibility of any meanness which 
you may share with another upon his 
shoulders.

Sunday afternoon I had an experi
ence that I shall not forget in a long 
time. I have two or three ejarly 
cherry trees and I sauntered up to 
see whether they were ripening or 
whether the birds were taking them 
and I found eight boys in one of 
the trees. To put the case perfectly 
as it was, eight boys on Sunday aft
ernoon were stealing my cherries. As 
soon as I came in sight they began 
to hustle down and get away. Six 
of them were near enough the 
ground so that they ran away be
fore I arrived on the scene. Two of 
them were .too far up the tree to get 
down before I reached the place. I 
called to the boys who ran and said, 
“Boys, don’t run away. Don’t be 
cowards.” The two boys left in the 
tree I asked to come down and be
gan to talk with them. One of them 
said, “Anyway, even if I am not 
where I belong, I am not a coward 
like those fellows,” and the other 
said, “I wouldn’t have been here only 
I just was with the gang and they 
all wanted to come over into the 
cherry orchard and so 1 came with 
them.”

Don’t you see what effect that had 
on me? One boy wanted to show 
that he was virtuous as compared 
with the fellows who ran, when in 
truth he didn’t run because he could 
not get down quick enough; and the 
other wanted tp throw the entire re
sponsibility off upon the rest of the 
boys. It is pretty difficult for me 
to decide as to the comparative 
meanness of any of them, but let me 
tell you something: AM eight of those 
boys had been to church and« to Sun
day school that day; they were chil
dren of my neighbors; four out of 
the eight were eighth graders in 
school; and I could not but wonder 
what a church or what a Sunday 
school or what a schoolhouse is 
worth if it brings up boys to oe 
mean, to steal and then to shirk 
the responsibility. I tell you, all the 
churches and Sunday schools and 
common schools in the 'world will 
not make a boy good if he is bound 
to be mean, and these simple things 
that I am talking to you now are 
things not often talkedi in any of 
these places, and I want you to think 
it is worth the while to listen to me 
and then remember some of these 
things and apply them to your own 
lives.

It doesn’t pay to shirk because it 
develops a style of character which 
makes a boy or a man out of whack 
with the community in which he lives 
and with the fellows that he would 
like to have for his friends. The ex-
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ercise of it develops selfishness which 
lies at the bottom of the meanest 
things you can think of in connec
tion with a man’s character.

6. Don’t tell too much. By this 
I mean it is worth more to be a good 
listener than a good talker. People 
that talk a great deal are liable to 
say foolish things. People who talk 
a great deal about themselves make 
other people uneasy and unhappy 
who want to talk about themselves. 
Talking too much about one’s self 
or about one’s neighbors is liable to 
breed a lack of confidence in us, and 
we run a good many chances of get
ting into scrapes. As a general rule 
we are not liable to get into trouble 
for what we do not say. Telling too 
much and too many things begets 
lying and deceit.

7- Don’t waste in worry, but rath
er worry about waste. It does not 
pay to lie awake at night for fear 
the next day will not be a good day 
to go fishing. It does not pay to 
worry for fear you will not know 
how to behave. It does not pay to 
worry anyway. I do not mean by 
this that you should not have any 
anxiety about your future conduct or 
about what is happening or about 
what may happen. The proper 
amount of interest in these things 
awakens a spirit of care and caution 
and willingness to help which are all 
valuable, but fretting over things 
that we can not help is a source of 
physical sickness and mental de
rangement.

May I make just a single excep
tion as the last part of this “don’t,” 
and that is the importance of think
ing always in this life about the dan
ger of waste. I do not really mean 
that you should fret about the waste 
that is going on, or the waste that 
you may be responsible for, but 
rather to always think carefully and 
use the good things of life, including! 
your ability to do things, with the 
least possible waste. The things the 
good Lord has given us, the body, the 
mind, the heart, should be thought 
of as loans to us and we must care 
for them and use them in the best 
possible manner so as to carry out 
the design for which they were cre
ated.

8. Don’t ascribe bad motives to 
people from your interpretation of 
their actions. You see a man do 
what you think is a wrong. But do 
not pass your judgment too soon. He 
may be thinking just right about it; 
he may have the purest motive and 
he may want to do the right thing, 
but he may just be making a mis
take. Ajj-1 of these things should be 
thought of before you pass your 
judgment and say the man is mean, 
unrighteous, selfish, ugly and filled 
with naughtiness.

Of all the hateful things I know 
about the meanest is to attribute bad 
motives to people when you don’t 
know anything about their motives, 
when you are just guessing or when 
you are just passing a quick judg
ment upon some surface indication. 
You see a man strike another and 
you immediately say he is mean and 
wicked, when possibly if you knew a 
little more about it you would find 
that he was defending somebody and

that he was good and true and no
ble. You hear a man say a few 
words and you mistake their meaning 
and ascribe to him mean motives, 
when possibly if you heard more and 
knew more you would find he was 
good and sweet and strong and 
thoughtful and had all these virtues 
developed in a high degree. This I 
feel is one of my strongest “don’ts.”

9- Don’t forget the business value 
of amiability. The boy who is nat
urally kind and thoughtful and af
fectionate and sweet in his ways and 
cordial is the one who has the equip
ment to get on in the world. These 
virtues are better than money; they 
are capital. Amiability, however, 
must be based upon thoughtfulness 
for others, upon willingness to make 
sacrifices in their behalf and willing
ness to shoulder their burdens, to be 
helpful. It rtlust be something more 
than a mere surface indication, 
something better than a simple smile, 
because “some may smile and smile 
and be a villain yet.”

xo. Don’t forget, and by all means 
don’t make forgetfulness an excuse. 
It roils me clear through to have a 
boy constantly making the excuse,
‘ Oh, I forgot.” When responsibili
ties are placed upon us we have no 
business to forget. We are expected 
to remember and it is the meanest 
kind of an excuse for a -lad to offer 
for not doing his duty.

11. Don’t shield yourself from 
your own misdoings. If you have 
done wrong own up to it. We are 
all of us liable to do things that are 
wrong. I sometimes think if we 
are right half the time we are doing 
well even when we keep a pretty 
close watch of ourselves, but when 
we find we are wrong and own up i  
to it we are exercising a virtue that 
in large measure repairs the wrong, 
and in this exhibition of frankness 
and willingness to own up to the 
truth we are developing within our
selves a character that is of inestima
ble value.

12. Don’t get away from your 
own type of religious duty. If you 
feel as if you will be a little better 
equipped for the day’s work to the 
first thing in the morning to say, 
“Father, help me,” or the last thing 
at night, “Father, I thank thee,” 
don. t neglect to do it. If your sense 
of religious duty makes you feel a 
little better if you are always in your 
seat at church, .try and always be 
there. If your idea of religion is to 
think of God and your duty to your 
fellowmen in some form that is writ
ten down, let it be a part of your 
life to learn these forms and to be
come familiar with them. Above all 
things, develop as your own feeling 
with regard to religious duty that 
there is nothing which will be more 
helpful to you in all the ways of 
your life than to become familiar 
with the Bible.

1.3- Practice business methods in 
the smallest things. Don’t think be
cause you live in the family with a 
brother or a sister that you can im
pose upon these people by using their 
things because you all belong to the 
same family without even expressing 
a word of gratitude. We all of us 
like to have things of our own to

control ourselves, and right thinking 
with regard to ownership leads to 
business methods which ought to be 
practiced even in the smallest things 
of life. The great business man, who 
manages large concerns and has the 
■ most exact methods in conducting 
his business, when he was a boy had 
a nail for his coat and when he took 
it off he hung it there; he had a 
place for his checker board and when 
he was through playing he put it in 
its proper place; when his mother 
loaned him a penny to buy a stick 
of candy, with the understanding 
that he should pay it back, he didn’t 
forget; when he borrowed his sis
ter’s slate pencil he returned it with 
thanks. It was because of these little 
business ways that he was able to 
become a great business man. We 
can not be too exact in our little 
methods of doing things connected 
with our home, our school, our play 
and all of our affairs if we want to 
develop within ourselves the ability 
to handle great things in a great way 
when we develop into manhood.

My last rule is, Gain and maintain 
control over yourself.' When Ibwo 
men are in a great controversy, each 
one representing what he believes to 
be a great principle, and they are on 
opposite sides, other things being 
equal the man who has the best self 
control will win. It is the man who 
gets mad and loses his head who 
gets beaten. We can not begin too 
early to exercise control over our
selves because we all hope some time 
in our life to control large things and 
large affairs, and the best possible 
preparation for this is to begin con
trolling ourselves.

And now, as you graduate from 
this grade and pass on to conquer 
other grades or other problems in 
life, while you may not have any 
letters placed opposite your name to 
indicate the progress you have made,
1 can suggest four letters, and if in 
some way you would link them to 

our names and stand for what they 
mean you will get on in the world. 
These four letters are four p’s. The 
first one stands for punctuality, 
which means always on hand. The 
second p stands for perseverance, 
which means never give up. The 
third p stands for preparation, which 
means always ready, and the fourth 
p stands for pleasantness. If you go 
out from this room and this grade, 
this school and this duty of to-day 
into any other kind of life and you 
are always thoughtful of what these 
four p’s stand for in connection with 
your conduct and will strive to live 
up to them, there is no question but 
that you will fill useful places in the 
world and fill them in a manner 
which will commend you to other 
people and help you to attain success 
in whatever field of activity you may 
enter.

A Suspicious Proceeding.
“John, do you love me?”
“Yes.”
“Do you adore me?”
“I s’pose.”
“Will you always love me?”
“Ye—look here, woman, what have 

you been and ordered to be sent 
home now?”

Mosquito Egg Is Food for This Fish.
The fish to the rescue. Mr. C. 

Kenrick Gibbons has discovered that 
all the pools and swamps in Barba
dos are stocked with swarms of 
“millions,” a tiny fish which gets its 
name from its vast numbers and 
which feeds on the larvae of the mos
quito.

Some specimens have been got to 
England successfully and flourished 
there in the insect house at the zoo
logical gardens. Mr. Gibbous has 
proposed that the “millions” be im
ported into malarial districts, and his 
suggestion has been acted upon with 
happy results. The Health Board of 
Antigua, another island, being con
vinced of. the useful part played by 
these fish in consuming mosquito 
larvae has arranged for their syste
matic distribution throughout the 
ponds and streams of the island. Like 
tidings come from Jamaica, whither 
a consignment of the fish was sent 
not long ago. The Secretary of the 
Agricultural Society there writes that 
the tanks at a certain hotel are full of 
them and that he has been informed 
that there has been a marked dimin
ution of fewer round about, the “mil
lions” evidently accounting for the 
mosquito larvae. They have also 
been sent to Colon and to British 
Guiana. It is suggested that these 
useful fish be given a trial in the 
malarial regions of Africa it, like the 
malarial mosquito, the insects which 
carry the terrible diseases which are 
endemic there, pass the larval stage 
of their existence in water. The 
Swedish Consul at Frankfort has dis
covered another small fish named the 

blue eyed” which feeds on mosqui
to larvae. At the request of the Ital
ian government some are to be sent 
to the Campagna, where so much has 
been done in recent years to dimin
ish malaria.

Two Factories To Be Enlarged. 
Battle Creek, June 23— The Amer

ican Column Co. has decided to ex
tend its plant to South avenue, erect
ing a brick or cement-block office 
building on the avenue frontage and 
enlarging the factory part of the 
plant as well. Work will not begin 
for several months, but plans are be
ing drawn.

The Dr. Perkins Sanitary Refriger
ator Co., which succeeded to the 
plant of the Flour & Cereal Machin
ery Manufacturing Co., announces 
this big factory to be too small and 
an enlargement is contemplated.

The Battle Creek Gas Co. has been 
expending thousands of dollars on 
improvements, including new coal
lifting apparatus, a new coke incline 
and a drawing machine.

Filling Large Orders.
Grand Ledge, June 23— The Grand 

Ledge Clay Product Co. is making up 
for the period of idleness during the 
winter. The demand for drain tile is 
practically over for the season, but 
the conduit business is brisk, due to 
the large orders from the Chicago 
Street Railway Co. and the Michigan 
State Telephone Co., of Detroit. In 
a single week thirty-six carloads of 
the product was shipped to these two 
buyers.
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REPRESENTATIVE RETAILERS.

Louis Caplan, General Dealer at 
Baldwin.

Louis Caplan was born in Poland, 
Russia, March 7, 1871. His father 
was a hotel keeper and at one time 
he cherished a ambition to espouse 
the same business his father pursued, 
but at the age of 19 be changed his 
mind and came to this country, pro
ceeding direct to Hesperia, where he 
had brothers who were in business. 
He sold goods on the road for five 
years and then formed a copartner
ship under the style of Caplan, Fish
er & Singerma and engaged in gen
eral trade at Baldwin. Two years 
later he purchased Mr. Fisher’s in
terest and three months thereafter 
he purchased the interest of his re
maining partner. His stock w.as de
stroyed by fire Dec. 15, 1900, but this 
misfortune only served to make him 
more ambitious to succeed as a mer

chant and he shortly re-engaged iu 
business, which has been continued 
with marked success.

Mr. Caplan recently reviewed the 
events of his mercatile career in the 
local newspaper, in the course of 
which he said:

“Ten years ago we cast our lot 
among you. The town was then on 
the decline and residents laughed to 
scorn the idea that it could be made 
a business center. We were familiar 
with the conditions then obtaining 
and realized that could all the busi
ness tributary to the town be cen
tralized there would be a good busi
ness and advancement for the town. 
There was but one way to get it— 
to win the confidence of the public 
and retain it. Low prices, good val
ues and honest treatment were our 
inducements coupled with a large 
amount of hustle. Thus equipped we 
started our train on the road to suc
cess.

“We have seen many stores come 
and go in these ten years and the 
next ten will see many more. We 
have never been too busy to adver
tise, and to this we attribute a large 
measure of our success, for we al
ways sell as we advertise. We have 
tried to co-operate with our patrons. 
We have carried large stocks in 
times of plenty and in times of mon
ey scarcity, instead of raising the

price to get the ready cash, we have 
lowered it even to sacrifice to sell 
more goods.

“The lessons we have learned in 
ten years have amply fitted us to 
serve you well. We can handle busi
ness more easily than most of our 
competitors, and the fact that we 
can, by purchasing in quantities for 
cash, sell cheaper than others can 
buy should convince you of the de 
sirability of giving us your patron
age. We ask your trade not on the 
ground that we deserve it, but be
cause it is to your own best inter
ests.”

On a New Footing.
Absalom Foote, an eccentric old 

man, who had grown tired of life in 
the city, decided to move to some 
smaller town, free from the roar of 
traffis, the bustle and confusion of 
the thronging multitude, where he 
could end his days tranquilly, as be
came a man of his age. In casting 
about for a location his eye chanced 
to light upon the advertisement in a 
village paper of one Thomas R. 
Foote, who wanted to dispose of his 
boot and shoe store, at a bargain, 
having made up his mind to remove 
to the city.

“That’s the very thing,” he said. 
“Selling shoes is a nice, easy occu
pation. It will give me just enough 
to do to keep me from stagnating, 
and it won’t wear me out with over
work. I’ll investigate it. It’s queer, 
though, that his name is Foote, my 
name is Foote, he wants to come to 
the city and I want to go to the 
country.”

A visit to the little town decided 
him. He liked its appearance and lo
cation. He was pleased, moreover, 
with “Foote’s Shoe Store,” and 
bought it, goodwill and all, at a bar
gain.

“Well,” said the other Mr. Foote, 
“you won’t have to change the sign.”

“No,” he answered, slowly, “I’ll 
just add a little to it.”

The next day he added this, just 
below the sign:

“This Place Has Changed Feet.” 

Joys of Spring.
De Quiz— I wonder what ails 

Woodson? He wouldn’t shake hands 
with me to-day.

De Whiz— That wasn’t because he 
is ill disposed toward you.

De Quiz— No?
De Whiz— No. He’s been giving 

his carpets their annual beating and 
he can’t raise his right arm.

His Excuse.
“ Here, waiter, there’s a cockroach 

in this soup,” angrily exclaimed the 
customer in the restaurant.

“That’s the one great trouble with 
this restaurant,” said the waiter, as 
he carefully removed the cockroach 
“The cook makes such good soup 
that everything goes after it.”

The Cause of His Insanity.
Visitor at insane asylum— What is 

that inmate doing with the brush and 
pallet?

Keeper—He was a painter before 
his wife sent him here and all day 
long he sits just as you see him, 
painting an Easter hat with the price 
under it!

The Taste of 
Good Bread

Is a delight day after day and year after 
year. One never gets tired of it and no 
meal seems complete without it.

It has been the “ staff of life” for 
hundreds of years and is consumed in 
constantly increasing quantities every 
year.

In fact, it is used so much as a mat
ter of course that we do not always ap
preciate it as we might and many people 
eat bread with no proper idea of its 
delicious flavor.

T o get the best flavor the wheat 
must be right, and no wheat is so noted 
for the nice flavor it gives to flour as that 
of our own state.

We want you to note the taste of 
bread made ofLily White

“  The flour the best cooks use ”

Put some good butter on a slice and 
chew it slowly without mixing it up with 
a lot of other food or gulping it down 
with tea or coffee, and we promise you a 
pleasant surprise.

One of the reasons why you imagine 
that bread and butter tasted better when 
you were a child is that then you ate it 
alone with no other food and got the full 
benefit of the rich flavor.

Home made Lily White bread is 
better than any bread could be thirty 
years ago, and you will agree with us if 
you give it a proper test.

Valley City Milling Co.
Grand Rapids, Mich.

One of our newspaper advertisements. Shows what we do for the 
dealer. Get people to his store.
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TH E CORNER CLUB.

The Wise Men Solve this Street Car 
Problem.

W ritten  fo r th e  T radesm an.
When the Corner Club met at the 

back of the grocery, Saturday night, 
the Mechanic reached the chair of 
state before the grocer got the front 
door locked.

“There’s too much Johnson here,'’ 
he said. “Every man who gets into 
this chair runs in a monologue. You 
make me think of the caucuses we 
used to hold in the fourth ward en
gine house. The man who presides 
always gets the cake.”

“All right,” said the grocer. “Go 
ahead and run the Club if you can. 
I’m getting weary of giving out 
Solomon to empty brainpans.” 

“You’ve got Solomon back in the 
primer,” said the teacher. “If you 
had a calf binding in sight you’d 
make a good corner stone for a Car
negie library.”

As the teacher arose to present 
the following preamble and resolu
tions, the delivery boy slipped for
ward and tied a rope to the leg of 
his chair. Then the youth went back 
to his bag of beans by the alley door, 
with the other end of the rope in his 
hand, ready for a pull whenever the 
mischief moved him.

The teacher read his effort as fol
lows:

“Whereas— The transportation sys
tem in all large cities is rotten; and, 

“Whereas— The street car com
panies do not pretend to keep faith 
with the public; and,

“Whereas—All fares should be re
duced to three cents; therefore be it 

“ Resolved— That no more fran
chises should be given to private cor
porations; and, be it further 

“Resolved—That all street car lines 
be in time taken over by the munici
palities in which they are operated.” 

“I think that will hold ’em for a 
time,” said the hardware man, who 
had been carried a block beyond his 
street on a recent rainy night.

“I’d like to see something that 
would hold a street car company,” 
said the butcher. “ Even the stock
holders oan’t hold ’em. There’s al
ways first and second mortgage 
bonds, with an inside ring holding 
’em.”

The teacher, for once, appeared to 
have the crowd with him, and there 
was a smale on his face as he turned 
to his chair.

The delivery boy got ready to pull 
on the rope, then changed his mind 

1 permitted the teacher to seat j 
Irmself in safety.

“Fine time there’d be with all the 
political toughs in town running the 
cars,” said the grocer. “It is bad 
enough now, with the sullen forms 
of life they bring in from the coun
try to operate the cars. With a mu
nicipal gang running the cars you’d 
be laid on the table.”

“ If you hadn’t been turned inside 
out when you ran for the coun
cil,” said the teacher, “you wouldn’t 
be so sore on public officers. We’ll 
have a little office made on purpose 
for you—a little one for a cent which 
you can boost yourself into with one

vote. You make me weary with your 
kicking.”

“The chair decides that the motion 
to table fails for lack of support,” 
said the mechanic. “It will go on the 
table, all right, but the chair wants 
to say a few brief words about it 
before it passes into next year’s pa
per mall.”

“You haven’t any say coming,” said 
the teacher. “If you’ll keep your 
mouth closed we’ll dispose of this 
question according to Hoyle. I will 
now speak to my resolution.”

The teacher arose to do his talk
ing and the delivery boy pulled on 
his rope until the teacher would have 
required a back nine feet long in or
der to find rest in the wooden seat 
of the chair. But the orator was not 
sitting down just then.

“We see the corporations operat
ing street cars at great profit,” he 
said. “We see managers getting rich
er and patrons of the line getting 
poorer and poorer. We realize that 
an honest division of the profits of 
labor are not being made. We 
see— ”

“I move that the rest of the speech 
be read into the record by the de
livery boy,” said the grocer. “ If 
there are references to crowns of 
thorns and crosses of gold he can 
put them in capitals with his mouth. 
The next thing the teacher will be 
giving us a revised opinion of the 
crime of ’73, by W. Jennings Bryan.”

“The motion is carried,” said the 
chair. “We are not here to listen 
to the annual address of a street 
barker. Cut it out, teacher. We can 
get along without your municipally 
conducted cars.”

“I guess you need a three-cent fare 
as badly as any one,” roared the 
teacher. “You aren’t coming down 
town in a gasoline machine every 
morning.”

“You must be a new one,” said the 
chair. “The new municipal owner
ship people are like bumble bees— 
largest when they are first hatched. 
What do you know about the street 
oar business, anyway?” 1

The teacher tried to reply, but the 
hardware man and the butcher both 
claimed the floor and he sat down.

He secured the floor when he sat 
down, for the chair was a long way 
back of the spot where he landed. In 
getting to his feet he caught one leg 
in the rope and saw what it was 
that had given him the floor in defi
ance of all parliamentary rules. He 
made for the delivery boy, but the 
alley door banged m his face.

After the wounded back and feel
ings of the teacher had been com
mented upon by members of the 
Club the session was resumed, the 
teacher, meanwhile, keeping a sharp 
watch of the alley door, hoping to 
capture and punish the boy.

“You don’t know what you want,” 
said the chair, ignoring the butcher, 
who was trying to out-talk the hard
ware man and Mr. Easy, “you think 
you want three-cent fares, but you 
don’t. The people want five cents’ 
worth of ride, civility and comfort 
every time they get on a street car. 
That is what they want. They do 
not want a three-cent ticket. They 
want quick, safe service.”

“You’re worse than the grocer,” 
howled the teacher. “Do I get a 
chance to speak to my resolutions?” 

“You do not,” replied the chair, 
calmly. “You get time for a rest 
while the chair decides the point. If 
the butcher and hardware man do j 
not quit making so much noise try- 
ing to gain recognition the chair will 
throw bricks at opportune moments.” 

“Go it!” shouted the grocer. “You 
are maintaining the dignity of the 
chair, all right, all right. Go it!” 

“What we want in connection with 
our street car service,” continued the 
chair, closing the fingers of his right 
hand about a brick that lay on the 
counter near his chair, “is a set of 
city officers who will make managers ; 
live up to the laws. We want cars ! 
enough on every line to carry the 
traffic without the help of straps and | 
foot-boards. We want the compan
ies to take in money enough to build 
extensions that are needed. One- 
third of the money of this city that 
would naturally go to the street car: 
company never reaches the coffers of 
that corporation because people re
fuse to wait for cars, and refuse to ! 
be bullied by cheap conductors.

“You people who are howling fori 
three-cent fares are howling for j 
cheaper service. You are trying to j  
kill extensions, to keep large cars 
out of the city, to flood the car serv- j  
ice with a lot of incompetents who 
will insult your wife and mine, and 
let you on and off according to their 
own notions. As I have before stat
ed, we want five cents’ worth of ride 
when we take a car. We don’t want 
three cents’ worth.”

“How much do you get for mak
ing this spiel?” demanded the 
butcher.

“I get a chance to pound a little 
sense into your heads,” was the re
ply. “That is what you most need 
at the present moment. When a 
street oar company carries a person 
ten miles for five cents it is doing 
about all that ought to be expected 
of it. There is no general demand 
for three-cent fares, but there is a 
howl for cars that will run on time 
and not stop half a block from the 
crossing. We can pay the nickel, all 
right, and are willing to, but we re
fuse to hang onto straps and go 
flying through the air on footboards, 
with conductors poking us in the ribs 
in order to get past us to poke other 
people in the ribs.

“We can find a nickel in our 
clothes any old time, but we can not 
stand for trainmen speeding over the 
lines in order that they may have a 
loafing spell and a dish of soda at 
the other end of the line. We are 
not worrying over the price of a 
ride, but we are weary of seeing the 
dull glare in the eyes of a conductor 
when we tell him to stop on a down 
grade, just where he can make up 
the time he has lost flirting with a 
pretty girl at the end of the road.

“It is all right to put up about a

cent a mile for our travels about the 
city, but it is rotten to be obliged 
to wait half an hour for a car and 
then find it so crowded that we have 
to wait for another. We will never 
go broke paying the present tariff, 
but we kick on street cars when a 
conductor sends his car out when 
you are within, a dozen feet of his 
platform. If the companies won’t do 
the right thing by the public we must 
take their franchises away. We won’t 
stand for such rotten, service.”

“If they will abuse their patrons 
for one fare they will for another. 
There is no reason why .the service 

| should be worse with a three-cent 
fare,” shouted the butcher. “Now, if 
you have earned the money the lo- 

| cal company is to pay you for this 
| speech, you may put the motion.”

The teacher arose to insist on be
ing heard, but just then he caught 
sight of the delivery boy peeping 
through a crack at the alley door. He 
made a jump for him and struck the 
end of the alley just in time to see 
the urchin leap on a flying car and 
ride away with his fingers at his 
nose.

‘That car,” he said, “was a minute 
ahead of time.”

“Anyway,” said the chair, as the 
teacher returned to the store, “the 
motion was lost. Even the teacher 
ran away to avoid voting for it.”

When the grocer turned out the 
lights the teacher and the butcher 
were waiting at the corner for the 
delivery boy to return to his bed
room over the grocery.
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HE WAS HONEST.

Story of a Country Boy Who Was 
Promoted.

When I left the palatial manor of 
my forefathers to go down into the 
city to get a salary the old man— I 
should say, my honored sire— took 
me by the ear and led me out of the 
combination kftchenHdinjing room- 
parlor into the woodshed and said: 
“Elihu, you’re going away from us 
now, and as I won’t have another 
chance 1 want to impress something 
upon your mind. Elihu, my son,” he 
continued between his impressing 
strokes, “Elihu, remember .this: hon
esty is the best policy. I’ve been 
honest all my life. That’s why I 
must say that I’m glad to see you 
go away. Put on your jacket and 
git.” .

I did both. All the way to the 
city I rubbed the tender spots where 
the end of the old tug had found 
my person and .remembered what the 
old man had told me: “Elihu, re
member that honesty is the best pol
icy.”

I knew that the old man knew 
what he was talking about. He had 
been honest all his life; he had a 
mortgage on his old homestead that 
you couldn’t lift with a derrick. 
With such a shining example of 
what honesty will do for a man to 
guide me, with the sore spot on my 
back to remind me, and the whole 
wide world before me, there was 
nothing in sight for me but suc
cess—-success in big, red letters.

Whoever heard of a young man 
starting out into • the world with 
these advantages who didn’t win 
his way to the top? Nobody. Then 
why should I be the exception to 
the rule?

On the way to the city the accom
modation train candy “butcher” sold 
me a little red book called “Step
ping Stones to Success.” The price 
was a quarter. I gave the “butch
er” a dollar. He said he had to go 
into the next car for my change. 
While he was gone I looked in the 
book. The first thing I saw ŵ as: 
“Honesty is the best policy.” The 
“butcher” never came back with my 
change. The conductor told me he 
had dropped off at the last station 
to telegraph for a new supply of 
“Stepping Stones to Success.” As 
I told the conductor, I didn’t think 
he needed stepping stones any more 
than a duck needs four pairs of
wings.

I joined a Bible class the day aft
er I got to the city. All good, am
bitious young m^i join the Bible 
class, or something of the sort, when 
they corrie to the city. If they don’t 
they never get their biographies 
printed in the Successful Men of
Our Land books, and what’s the use 
of being successful if you don’t get 
a chance to tell how you did it? Be
sides, the church was two doors 
away from my aunt’s, where I was 
boarding, and my aunt, the good, 
kind woman, told me that Mr. Sprug- 
gles, the millionaire wall paper man, 
was the head of the Bible class. She 
added, furthermore, that Mr. Sprug- 
gles picked most of his confidential 
employes from the young men who

sat under him at church. Upon hear- 
t'his this I kissed my aunt warmly, 
thanked her with a break in my 
voice, and went out and joined Mr. 
Spruggles’ Bible class.

The subject of the day’s study was: 
"Honesty is the best policy.”

I arose and begged permission to 
say a few words on the subject. I 
said that I had seen enough of the 
world to know that honesty was the 
best policy, and how it grieved my 
heart to see that many young men 
there were who did not see fit to 
live according to this Golden Rule. I 
told about my sterling father, about 
the news agent, both of whom were 
successful when they set their hands 
to do a thing well. I forgot to men
tion that 1 was the thing they had 
done, or how they had done it; but 
in spite of this negligence on my 
part my humble little speech took 
well. Mr. Spruggles blew his nose, 
pulled his beard, and asked me to 
stay after class.

That was how I came under the 
benevolent influence of Mr. Sprug
gles. Mr. Spruggles and I became 
associates from that minute on, I 
being in the shipping department of 
his great wall paper house, he in his 
private office. But there was that 
great bond between us that made 
the distance of our separation as 
naught; we both knew and admitted 
that honesty was the best policy.

“Elihu,” said Mr. Spruggles when 
he told me that I might cut into his 
payroll, “ Elihu, my boy, remember 
first, last and all the time that hon
esty is the best policy. I’ve been 
honest all my life, and look at me 
now.”

It was almost the same as my 
father had said, but Mr. Spruggles 
had a set of whiskers that a man 
wouldn’t have dared to wear unless 
he was rich, so I was doubly sure 
now that honesty was the best poli
cy. Not that I had doubted it be
fore, but there are degrees in such 
things, as every one knows.

I worked for Mr. Spruggles in his 
wall paper house six days a week, 
and on the seventh I rested beneath 
his austere gaze in his Bible class. 
I had a battling average of .354 in 
both places, and it wasn’t long be
fore Mr. Spruggles had invited me 
to his home to diner. Mrs. Sprug
gles was glad to see me. She asked 
me if I had ever read Pilgrim’s 
Progress, and when I said I had she 
said she thought every young man 
should have a copy of that great 
book sewed in the lining of his coat. 
She was a good soul. Spruggles had 
married her before he had proved 
that a man must be honest if he 
is to get rich. Nothing remains to 
be said about her after this.

I was new to the city, and I had 
heard so much about its incredible 
wickedness that I was curious to see 
if any place really could be as wick
ed as it was reported. I mentioned 
my curiosity to the beautiful stenog
rapher in Mr. Spruggles’ office. She 
said that the wickedest place she 
knew was 1a big resltaurant where 
men and women went and drank 
highballs together, and that if 1 
would be real good and not say a

word to anybody I might take her 
there next pay day night.

“On second thought,” she said, 
“how much do you get a week?”

I told her.
“That’ll be enough for one night,” 

she said. “Be a good boy and don’t 
spend any of it before you meet 
me.”

We went to a show first. After 
that we went to this big restaurant. 
We had finished our soup when I 
heard Mr. Spruggles’ voice. He was 
at a table behind us, and he was say
ing: “Now we’ll drink to the fox
iest little charmer of them all.” I 
looked around, because I thought it 
would only be the right thing to get 
up and speak to Mrs. Spruggles. I ’d 
never heard Mr. Spruggles call Mrs. 
S even a foxy little charmer, but 
I was sure it would be she. But 
it wasn’t, fit was one of the girls 
who had sung “Won’t you come and 
play with me?” in the show.

Mr. Spruggles saw me when I 
turned around. He put his glass 
down and looked uncomfortable. I 
said, “Good evening, Mr. Harrison,” 
bowed to him, and turned in my 
chair. I arranged my head and 
shoulders so that the beautiful ste
nographer couldn’t see what was be
hind me. Soon I heard Mr. Sprug
gles and his party leave, and after 
that I didn’t care what happened-.

Mr. Spruggles called me into his 
office next morning.

“ Elihu,” said he, "I believe we un
derstand each other fairly well.”

“We do,” I said. “ Honesty is the 
best policy, always.”

“Ye-es,” be said, “but there are 
times—■”

“During business hours, I should 
say,” I added.

He brightened up.
“Now we do understand each 

other,” he said, shaking hands. “We

didn’t happen to meet at all last 
night, did we?”

“Last night?” I said. “Well, I 
should say not.”

“Elihu,” he said, and his voice was 
weak from affection for me, “ Elihu, 
take off your overalls and come into 
the office. I need a private secre
tary, one with a complete under
stand img of his employer.”

I’ve been in the office ever since. 
In fact, I .am in the private office 
now. Mr. Spruggles retired in my 
favor several years ago. He discov
ered that Mrs. Spruggles’ health was 
bad and nothing would hejp it but 
to go to Italy to live. He hated to 
tear her away from her friends, 
among whom I was first, but duty 
demanded it, and they went. He 
made me head of the firm on the 
day of his going. He said that he 
hoped I would never forget that 
honesty—honesty toward him above 
all— was the best policy. I said I 
wouldn’t forget. I never have. I 
won’t— so long as Mr. Spruggles 
stays in Europe. Elihu Strong.
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MATRIMONIAL DIFFICULTIES.

As Aired on Train by Fellow Passen
ger.

W ritten  for th e  T radesm an.
I took a journey recently to a small 

town in the middle of the State. 
While en route I was made a listener 
to the following conversaiton. It 
was not a loud conversation, but the 
voices of the two participants hap
pened to have a clear bell-like quali
ty that easily carried to where I sat 
directly back of them.

I will not say that I was an un
willing hearkener, for the topic they 
were discussing is one in which my 
sex are proverbially interested inas
much as it touches very closely on 
so many lives.

The ladies were dressed in the ex
treme of fashion; not loud, but so 
modish—elegant simplicity, which, as 
the reader well knows is iniinitely 
more costly than any amount of fol- 
deroll stuff that may be piled on.

The subject which was being dis
sected? Well, it was matrimony.

Both the ladies had, seemingly, 
everything that wishes can be made 
for and money can gratify.

Their dresses were tailormade, of 
exquisite design, cut and finish, show
ing originality on the part of their 
dressmaker and generosity where 
their husbands’ wallets were con
cerned. Their rainsticks marked the 
limit of expensiveness in umbrella- 
dom and their handbags betokened a 
like dispensement of coin of the 
realm.

If that subject does not interest 
half the universe, and the other half 
sit up and take notice, then 1 am 
grandly mistaken.

Now, no two women ever look at 
marriage with exactly the same eyes. 
So many things are tinged with the 
color of one’s environment— one’s 
own particular personal experiences 
—that they all look at the subject out 
of prejudiced eyes, and, in conse
quence of this predisposition, they 
are quite apt to generalize from their 
own cases.

For some time I have had it in 
mind to touch upon a number of pe
culiar phases of affairs matrimonial, 
in a series of articles, keeping the 
several different “outward manifesta
tions of an inward spirit” entirely 
separate each from the other.

And I might as well begin with 
the view set forth by the two ladies 
whose little talkfest was going on at 
the time of my recent journey.

I didn’t know them from Adam 
and there is not a scintilla of dan
ger that you, dear reader, either will 
know who they were. They seemed 
to take no precaution to lower their 
voices; they probably imagined that 
the rumble of the train drowned 
their words.

Not so, as witness the following 
record imprinted on my grey matter, j

One of the ladies might have been 
40 years of age, while the other was 
probably ten years her junior, time 
seeming to have but lightly touched 
them both. Each was handsome, al
though in a completely opposite way. 
Here are the stories:

“ Before I began my married life,” 
said the older of the two,” I had

many, many theories which I sup
posed it would be a very simple 
matter to carry out, but which, as 
you shall see, came utterly to naught:

“My husband had only the advan
tage of a common school education, 
while my parents had sent me to 
what was considered the best co-ed. 
college of the day. I had graduated 
with honors, so, quite naturally I re
garded myself as certainly in no way 
inferior to my husband so far as 
the ownership of intellect was con
cerned. As a matter of fact, I had 
always borne the proud distinction 
of being called a ‘brainy girl.’ This 
and a thorough knowledge of house
keeping in all its branches was the 
dower I brought to the man I mar
ried.

“I have lived to thank the good 
Lord that he saw best to take my 
dear father and mother from me be
fore they lived to discover what aft
erwards came to my lot.

“My sisters and 1 were given the 
most careful of home training. We 
were brought up with the strictest 
ideas of morality and, having instill
ed these ideas in our minds, our pa
rents let us do about as we pleased, 
knowing well that they could trust 
us; that they could rely on our in
tegrity; that they could repose in 
the utmost confidence.

“I may say, and that without 
boasting, that I have never seen a 
family that took more comfort to
gether than did the members of ours. | 
We possessed an abiding love for 
each other, and that love made it 
more than easy to ‘get along’ well 
under the same rooftree. We were 
as happy as the day is long. We 
never had any quarrels. Living with
in the same four walls never sug
gested to us the right to domineer 
over each other in the slightest de
gree.

“And if we lived such a peaceful 
life among ourselves, neither had we 
dissensions with those 'who were not 
our ‘kith and kin.’ We were at peace 
with all the world. Our home life 
was one of ideality.

“But with the placing of the wed- j 
ding ring on my finger began a life 
of such harshness as I could not 
have believed possible to exist.

My husband was always the soul 
of generosity, so far as the table is 
concerned. I never had a particle of 
fault to find with him on that score. 
And he allowed me to go on and 
furnish up the house—that is, . ac
cording to what he considered prop
er to go into it. The furniture and 
furnishings are not all exactly what 
f should desire if I had matters my 
own way, but then they do very 
well.

But there have been two points 
on which any husband and I have 
never agreed.

“From the very beginning of our 
married life he was extremely jeal
ous of my popularity as a musician. 
He has always seemed to hold a 
grudge against me for the possession 
of this—my best— talent. iHe never 
had liked me to play before an au
dience, taking every means of frus
trating ‘any such exhibition of my
self,’ aS®he terms my public appear
ances. He can not even endure to

have me play for neighbors and old 
friends who drop in of an evening.

“Before my marriage my music 
was my existence. To drop it all 
would be torture. As well chain me 
to the rocks like the persecuted An
dromeda. *

“The other thing on which my hus
band and I could never come to any 
conclusion was the subject of my 
wardrobe.

“I think he has some kind of a 
notion that a woman’s clothes grow 
on the bushes round about and that 
all she has to do when she needs 
or desires a new gown is to go and 
pick one off the shrubbery! I never 
could account in any other way for 
his attitude toward me in regard to 
clothing.

“For several years after we were 
married I got along nicely on my 
ample trousseau. But by and by my 
wedding clothes commenced to give 
out, and what didn’t actually give out 
grew to look shabby.

“ I then began to ask my husband 
for some money with which to re
plenish the rustiness. But he ever 
had a plausible excuse to get out of 
giving me money for rrty necessities. 
The situation of having to supplicate 
for clothes and continually to be re
fused even so much as a farthing was 
galling to my sensitiveness. I had 
begged for clothes until I had lost 
all self-respect along this line, and I 
made up my mind, after the most 
mature deliberation, that I would not 
have things go on in that way any 
longer.

“Without consulting my master I
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started out and got up a fine class of 
music pupils.

“ ‘What did people think of that? 
Weren’t they shocked?’

“Certainly. It was a seven days’ 
wonder that the wife of ‘wealthy Mr. 
Darius,’ as everybody refers to my 
husband, should— they called it 
‘stoop’ to give lessons for pay.

“But, when people criticised me to 
my face, I made out that I loved the 
work, which, of course, was no lie. 
But I did not tell all I knew.

“Since I started in to earn my own 
clothes I have had them in plenty. I 
never buy anything of a shoddy de
scription and I always try to pick 
out things that I can wear both 
summer and winter. That saves a 
good deal on prices; I can have a 
much nicer article than I could if I 
had to lay it aside for several months 
in the year and, too, I take excellent 
care of my wardrobe. I hire a wom
an by the day to come in and do up 
my mending. She’s quicker’n chain 
lightning and it is much easier for 
me to give a music lesson for an hour 
than to sit down and sew all day 
long.

“People call me extravagant in 
dress; they say that my husband 
‘clothes me like a queen.’

“I amile— and keep my mouth shut 
•—that is the best way. If I told 
that he has not given me so much 
as a penny to dress on since we stood 
up at the altar and he stoutly de
clared, ‘With all my worldly goods I 
thee endow,’ the community would 
be so shocked they’d all succumb to 
heart-failure— and I wouldn’t want to 
be responsible for the taking-off, you 
know! I let it go as they think; and 
the women wish that they, too, had a 
husband who was so generous in the 
way of providing them with personal 
adornment as mine is with me!

“I laugh in my sleeve.
“Of course, I understand that one 

can’t have all the virtues boiled down 
into one husband, any more than in
to one wife, and the general average 
of my man is so good that I over
look his ‘pinching the eagle until he 
squeals’ when it comes to the mat
ter of my wardrobe.

“If they knew the truth folks 
would think that I let him off too 
easy. They would say that I can 
compel him to support me properly. 
But who in my position would w'ish 
to go to the publicity of that? No, 
it is preferable to suffer in silence— 
and hustle with my music lessons.”

“One never would imagine the se
cret of your fine clothes,” said the 
speaker’s friend, taking in her gen
eral chic appearance.

“No, never!” agreed the woman 
with the musical talent and the pe
nurious husband.

“Here’s our station!” exclaimed her 
companion, as the brakeman called 
out in stentorian tones— and repeat
ed— the name of their destination 
town.

“Sometime I’ll tell you some of 
my matrimonial difficulties. But not 
just this minute!” she laughed, as the 
train came to a sudden standstill and 
threw the passengers in the aisle in
to each other’s arms. J. E. S.

Advantage of Beginning Life’s Bat
tle Early.

In these modern days when so 
many institutions make for the wid
ening of our social life it is hardly 
to be disputed that the tendency of 
the times is to delay the mental ma
turity of the young. Critics have 
attacked the pressure work in the 
schools, it is true, but if the charge 
be true it is not conceded that school 
routine necessarily ripens the intel
lect. From the point of view of 
worldly experience it even may re
tard it.

Conceding that the young man of 
18 years to-day may be less ripened 
in judgment and experience than was 
the young man forty years ago, the 

¡seriousness of the situation appears 
in the fact that never before was a 
man as old at 40 years as the busi
ness world declares him to be at the 
present time.

If the average young man at 18 
years is younger in seriousness and 
in judgment than ever before and 
it the average man of .40 is less need
ed and less wanted in the world’s ac
tivities than he ever was, something 
should be done to correct the intol
erable condition. Twenty years of 
service to the social body is not 
enough to expect of this average 
man who has been twenty years in 
developing to industrial ripeness.

Unless a reaction is to be expected 
from this fact or prejudice against 
the man of 40, it is manifest that the 
young man needs to prepare himself 
early for his work in the world. If 
the tendencies of tihe times are to re
tard the mental ripening of the 
young man in preparation for his 
work he must anticipate the condi
tion which may leave him a back 
number at 40 years old.

It is easier to teach a boy mathe
matics than it is to teach him to 
think. Mathematics may develop the 
reasoning quality in the brain, but 
if this be the only training, the rea
soning faculty will exercise itself 
only in mathematics. Doubtless 
some of the greatest. mathematicians 
of any age have been children in 
their relations with the world of men 
and things. Newton’s discovery as 
to why the apple fell down from the 
tree rather than upward into stellar 
space has affected all physics since 
his time. But what Newton might 
be able to accomplish as a world’s 
worker, dropped alone and dependent 
upon himself in a busy capital of civ 
ilization, could be questioned end
lessly.

To-day the young man charged 
with a man’s work in the world is 
confronting certain fixed conditions 
to which he must adapt himself. 
Youth rs inclined to nurse the idea 
of reform rather than learn the les
sons of adaptation. He questions 
why he should be compelled to do 
this and that when the results are 
not clear to him. He may deny that 
he has thought of such results in 
any future relation to himself. He 
does not know. He has no basic 
knowledge from- which to try to 
think. He is not willing to com
promise when he does not see what 
compromises may accomplish; he 
may fail to stand steadfast because

he is unable to see that capitulation 
means failure. What is he to do?

We are living in a material age at 
the present. Money is a passport of 
tremendous influence. Because of 
this fact —there are thousands of 
young men who, after five or ten 
years of single life at salaries far 
above economic needs, suddenly have 
found themselves with a depending 
family for which nothing was saved 
in anticipation. Under the spur of 
his responsibilities such a man may 
see his way to a move which would 
make him independent if only he had 
$1,000 that he could call his own. 
But when he could have saved he 
didn’t!

Special training is figuring in al
most everything in the material 
wiorld. Let the parent and the boy 
anticipate this fact. Let the boy ap
preciate tihe advantage that comes of 
early preparedness. There is no pal
liative to soothe the sting of wasted 
time and opportunity.

John A. Howland.

The Woman Speculator.
Husband (horrified)— Good heav

ens, Maria! What does this mean— 
your dabbling in speculation?

Wife— I wanted to make money 
same as you do.

Husband— But what possessed you 
to buy the stocks that were so low 
and going down?

Wife (sobbing) — Because they 
seemed such lovely bargains.

You may kill time, but it will come 
back to haunt you.
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I 1 w om an ’s  w orld
L iA t  =, ~

How Professional Jealousy Impairs 
Domestic Happiness.

When the woman of the world 
went to see little Mrs. Newlywed 
the other day she found that young 
person in a crumpled heap on the 
couch bedewing her best sofa cush
ion with her tears and surrounded by 
a wreck of newspapers.

"Goodness gracious,” cried the 
woman of the world, “what on earth 
is the matter? lias the cook left? 
Or was the steak burned at break
fast ?”

“ It’s wo-wow-orse than that,” sob
bed the little bride. "I've been try
ing to study up the market, so that 
1 could talk to Jack about the things 
he is interested in, and I can not 
make heads or tails out of it, al
though I used to be considered good 
at working out puzzles and things 
like that. 1 do not believe it is 
true, either, for it goes on and talks 
about things which I can not get 
through my head, and 1 do not know7 
what I am going to do about it."

“Do nothing,” suggested the older 
woman comfortingly.

“Why, wnhat do you mean?” ask
ed the little bride, sitting up and 
wiping her eyes.

“Just what I say,” returned the 
woman of the world. “Do not try 
to meddle with Jack's specialty. The 
woman who tries to know as much 
about her husband’s specialty as he 
does is playing with a loaded bomb 
that may go off and blow her up 
any moment. My dear child, the 
very foundation-stone of domestic 
bliss rests upon a man’s belief that 
he knows it all. Shake this and the 
whole edifice is liable to come tum
bling down about your ears. Never 
undeceive him on this important 
point. It is far better for your mar
ried happiness to believe that the 
moon is made of green cheese than 
it would be for you to be able to 
engineer a corner in futures.”

“ Rut I thought a wife should al
ways study up on things her hus
band knows,” put in the bride, “ so 
that she can be able to talk to him 
about them. I am sure that is what 
all the books of advice to brides say. 
and—”

“Fudge!” cried the woman of the 
world scornfully. “The people who 
write them are old maids, who never 
had a chance to know a real man. 
much less any experience in manag
ing one. A man does not want to lis
ten to what you think about his busi
ness or his hobby. He wants to dis
course to you about them, and the 
more you listen and the less you say 
the better pleased he is. That is 
nothing but human nature, either. 
Who are the most entertaining peo-

|ple we know? The people who tell 
us stories, who inform us of the won
derful things they have done and the 
adventures they have met with; the 

| people who describe their travels to 
I us? Not at all. It is those delight- 
i fit! creatures who sit and listen in 
I terestedly while we meander on and 
on and who think it was just perfect
ly wonderful that we should have 
been able to manage so beautifully 

| in every way and always do just the 
right thing at the right time. Per
sonally I have only met with one or 
two of these kind of people, but I 
have never let them get away from 
me. They are the kind of individuals 

I that you grapple to your soul with 
hooks of steel.

“Now, just apply this theory to 
your husband. I know the idea is 
that a man and his wife, to be thor
oughly congenial, ought to have 
identically the same interests and 

I know identically the same things. 
Never was a greater mistake made.

! When Jack comes home and tells you 
that lie has engineered a big deal 
through, and talks learnedly and fa- 

| miliarly about points and puts and 
calls and things that are Greek to 
you, you are naturally overwhelmed 
with the cleverness of it all. You 
think him a regular Napoleon of fi
nance; and do not hesitate to say so 
and give him the little subtle flattery 
that is dear to us all. But suppose 
you met him on another ground. 
Suppose, instead of having to count 
up your change on your fingers, you 
were a shrewd financier and had the 

j whole game at your finger ends. You 
j would see where he had blundered. 
You w’ould perceive moves that he 

j missed and, intead of being a Na
poleon, he would be a Jonah in your 
eyes. Criticism would take the place 
of praise and your superior financial 

j know ledge would bring neither of 
you any happiness.

“Every now and then we hear 
about some woman who has studied 
a profession marrying some man who 
is engaged in the same profession, 

j Everybody says, ‘How nice for them 
to be able to work together!’ Non
sense. My word for it, these kind 
of people are going to keep the road 
to the divorce court hot. It is go
ing to add professional jealousy to 
all the other kinds of jealousy with 

[which human nature is afflicted, and 
that is going to be the worst of the 
lot. Plain Dr. John Smith may be 

! delighted and flattered when his wife,
! Dr. Mary Smith, wins a reputation 
as the finest diagnostician in the city 
and gets the biggest and most fash
ionable practice. But when patients 
begin to say that they ‘will wait and 
see Dr. Mary, she is so clever about

such operations, and has been so suc
cessful,’ and Dr. Mary gets called in
to consultations where he is ignored, 
Dr. John Smith begins to feel that 
it was all a mistake to open the pro
fession of medicine to women any
way. Suppose Dr. John and Dr. 
Mary differ, too, about the proper 
treatment of a case? Dr. Mary 
would say, if he were not her hus
band, that ‘the rival physician was a 
mossback, who ought not to be li
censed to doctor a sick cat.’ Dr. 
John would call the other man a 
chump and no particular harm would 
be done, but when two married peo
ple get to entertaining this sort of 
opinion of each other’s intellect there 
is trouble coming, and don’t you for
get it.

“You can see how it would work 
all along the line. If a man and his 
wife were preachers or lawyers or 
writers, or anything of the kind 
where they were both appealing to 
the public for support and patronage 
and popularity for the same work it 
is just bound to drag in a rivalry. 
No man can ever see his wife ex
ceed him in success or moneymak
ing without feeling that every one 
must be saying that she is the better 
man of the two, and the angel wings 
will have begun to sprout on him be
fore he rises to the generosity of ac
cepting that state of affairs grace
fully and rejoicing in her triumph 
So far as women are concerned we j  
are so used to giving away to men i 
and deferring before them and see
ing them surpass us that a woman 
is much less apt to be jealous of her
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husband professionally than he is of 
her, but still a woman never studies 
a profession unless she feels» some 
especial fitness for the work and has 
a grim determination to succeed that 
makes her take it very seriously. The 
married woman who is in the same 
profession as her husband' is very 
much in the same position you are 
in in a game of cards, when you arc 
mad with him if he beats you, and 
furious with him if he lets you beat 
him.

“This is not saying that married 
people should not have the same in
terests and tastes. It is only suggest
ing one of the dangers that may 
come from a too literal adherence 
to the a ffi nit y - o f - last e-and- o c c up at ion 
theory. The woman who can enter 
into the story of her husband’s busi
ness without knowing enough to 
criticise his mistakes and the man 
who can admire his wife’s talents 
without putting his own into com
petition with them are on a much 
safer ground than those who follow 
the same calling and are brought in
to daily rivalry.’’

“ But I was not thinking of going 
into business,” interrupted the little 
bride, a trifle wonderingly.

“Oh, that s all right,” put in the 
woman of the world with a genial 
laugh. “I only wanted to impress on 
you that the best way to keep the 
peace was for each one to keep to 
his own trade. Listen and believe 
when Jack tells you what a financier 
he is, but do not think for a mo
ment that it would add to your hap
piness to be able to give him points 
about the state of the market. Re
member, also, that this rule works 
both ways. There may be worse 
husbands, but there are no more ag
gravating and trying ones than those 
who think they know more about 
’now' to keep house and spank a baby 
and cook a dinner than you do. What 
I call a good, satisfactory, comforta
ble husband is the man who follows 
the Bible admonition and eats what 
is set before him, asking no ques
tions for conscience’s sake, and who 
does not meddle with the household 
machinery any further than paying 
the bills.

“ For my part I am always aston
ished at the lack of wisdom of those 
women who encourage their hus- 
bands in learning to cook on the 
chafing dish. It is just a fatal mis-- 
take. I know for I have been all 
along there. My dear old Tom and 
I have been married for twenty 
years, you know, and all that time 
we have lived in the greatest peace. 
I have admired him and secretly 
wondered wthy on earth the Gov
ernment had not called on him to be 
Secretary of the Treasury or settle 
the currency question or some of the 
other muddles they seem to get into 
at Washington, and he has thought 
I wras the best housekeeper in town 
and praised my pies and said I cook
ed better than his mother. Then, 
about two years ago the chafing dish 
mania struck him. It hit him hard 
and he went about with his pockets 
stuffed full of clippings about how 
to make things a la John Chamber- 
lain and a la Newberg, and he com
pounded unspeakable things that he

called ‘golden bucks’ and Welsh rare
bits that were like saddle skirts. 1 
could have stood all of that, dys
pepsia included, but he got to wear
ing a coldly critical air at the table 
that was simply maddening. He 
would take a mouthful of anything, 
assume the air and expression of an 
expert taster and remark, ‘I think, 
Maria, that a dash of tobasco would 
have improved this,’ or ‘I always use 
a little paprika,’ or ‘when I make a 
salad I always do so antd so.’ At 
first I didn’t know what it was that 
provoked me so much. Then I be
thought me that it was professional 
jealousy. He was assuming to know 
more about my business than I knew 
myself— to be a professional and re
gard me as a bungling amateur—and 
it was too much. I presented that 
chafing dish to my deadliest enemies, 
the Blanks— ”

“The Blanks who were divorced 
last spring?” cried the wondering lit
tle bride.

“The same,” replied the woman of 
the w'orld impressively. “Mind, I do 
not say the chafing dish did it, al
though I have my suspicions. There 
is nothing so dangerous to domestic 
happiness as professional jealousy.”

“Oh,” cried the little bride, picking 
up the financial journals with the 
tongs, “I will never read another 
money article. Just think what an 
escape I have had.” Dorothy Dix.

The Mind’s Power Over Matter Is 
Tested.

The power of mind over matter is 
illustrated in recent electricity ex
periments, made by Dr. Otto von 
der Pfordten, who believes he has 
shown that the action of electricity 
in the human body may be modified 
or even neutralized by the state of 
the mind. Aspinals has already not
ed that electricians who, when asleep, 
have touched dangerous live wires 
and suffered no injury except .1 
burn; and Jellinek found that an or 
dinarily deadly current did not harm 
rabbits when they were chloroform
ed. Of greater interest still are the 
cases where the action of the cur
rent is neutralized by a man’s strain
ed expectation or attention. Elec
tricians, he says, often touch parts 
of the machinery to ascertain if there 
is a current in them, and while this 
conscious and deliberate act results 
in no harm, unintentional contact 
with a less powerful current proves 
fatal. In experimenting on himself 
Jellinek found that an unexpected 
shock of 350 volts was terrible, 
whereas an expected) shock of 500 
volts made little impression. But this 
was a bagatelle compared with the 
exhibition of courage given by Herr 
von Dobrowolsky, who broke a wire 
containing 30,000 volts and picked up 
one end of it in the presence of sev
eral dismayed experts without suf
fering the least harm. “To do such 
a thing one must be absolutely fear
less of death, or else one must have 
the force of an engineer who has 
learned to control the powerful elec
tric fluid.” The force, Dr. von der 
Pfordten declares, is will power, and 
he adds: “There is something im
posing in this idea that the will pow
er in such a case opposes itself to

death as an equal force and comes 
out triumphant.” Dr. Hufeland was 
convinced that most nervous disor
ders are caused1 by mental influence 
and passiveness, a weak yielding to 
bodily sensations and impressions. 
And he cites Pinel, who found that 
during the excitement of the French 
revolution many persons who had for 
years been weak and sickly became 
healthy and strong, this being true 
especially among the indolent mem
bers of the aristocracy, whose nerv
ous troubles disappeared entirely.

The Japanese have a special meth
od of training the will from early 
childhood, and it has been plausibly 
argued that it was this study of will 
power more than anything else that 
enabled them to overcome the Rus
sians.

A Pleasure Not To Be Missed. 
The teacher of a certain school 

received the following note explain
ing the absence of one of her pupils 
the day before:

“Píese excooze Henny for absents 
yesterday. Him an’ me got a chance 
of a ride to a funeral in a charrige, 
an’ I let him stay to home as he 
had never rode in a charrige an’ 
never went to a funeral, nor had 
many other pleasures. So píese ex
cooze.”

Easily Explained.
“Does your wife believe every

thing you tell her?”
“Most of the time.”
“Why not all the time?”
“ Because some of the time she 

knows different.”
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Patents as Bluffs.
In a recent issue “Popular Me

chanics," under the hea<T of “Patents 
as Bluffs,” deposed as follows:

“Very few inventors appreciate the 
value of patents as ‘bluffs,’ but most 
manufacturers have been wise to this 
use of patents for many years. Tom 
Johnson, now Mayor of Cleveland, in 
testifying before a Congressional 
committee, stated that the Johnson 

.Steel Co., of which he was then pres
ident, owned a number of patents, 
but, with the exception of very few, 
they were merely bluffs to frighten 
would-be imitators. It is also true 
that many patents are bought up by 
manufacturers with no idea of ever 
using them in any way except to 
scare competitors. Sometimes they 
go so far as to file suits on such pat
ents against a competitor who ‘calls 
the bluff,’ but such suits are rarely, 
if ever, pushed to a final hearing, and 
are kept alive as long as possible, 
then dismissed.

“A similar use is being made of 
pending applications for patents, the 
inventions being marketed under the 
legend ‘patent applied for.’ The appli
cants 'are aware that they can not 
get patents when they ask for them, 
but also realize that few persons will 
care to invite a lawsuit by making 
and selling a device that may be pat
ented at any time, and so the bluff 
w orks. A skillful patent attorney can 
keep an application pending in the 
patent office for two or three years, 
while his client is profiting from the 
sales of the device which is not 
patentable either because of a prior 
patent long since expired, or for 
some other reason. In two or three 
years he can make many times the 
cost of applying for the patent, 
which rarely exceeds $50, hence it is 
a good investment.

“The fear of litigation growing out 
of the use of a patented machine or 
device gives an artificial value to 
many patents that would never stand 
a lawsuit, that is to say, would be 
declared null and void by the United 
States courts which pass on patents 
in suits for infringements and dam
ages. Thus a patent is a good thing 
to have even if it is only a bluff, for 
it means less competition, even if it 
does not insure a monopoly.”

Making an Effort.
It is infinitely better to make a 

mistake than to never act on one’s 
own judgment.

People who are always referring to 
others, always asking advice, never 
amount to much. What makes a man 
a success is standing for something 
in himself, something definite.

A man may be very good, and yet

not stand for anything— not enough 
to carry any weight in his communi
ty. It is just as important to the 
building of a strong character to be 
self-reliant as it is to be honest, be
cause honesty without independence 
or stamina is a sort of negative qual
ity.

No matter whether a man may be 
at. the head of a large business or a 
small one, whether he is working for 
himself or some one else, he should 
be himself, do his own thinking and 
follow his own judgment.

Self-rel iance not only helps us to 
respect ourselves, but it also makes 
others respect us.

We instinctively admire a man who 
stands for something, even although 
we might not agree with his doc
trines: we like the fellow who has 
the backbone and is not afraid to call 
a spade a spade at the proper time.

How They Do Things in Kansas.
It was evening in the Great West. 

The golden sun had gone down over 
the corn fields and all was silent.

“Maria, what did you do with that 
Rubens that caime to-dtay?”

“II bgwgkgkd kfikkg fwy y p 
“I hung it u.p in the art gallery, 

next to Rembrandt.”
“That’s right. How about that 

new balloon we ordered?”
“We got a wireless to-diay from the 

factory saying it wouldn’t be ready 
until next week.”

“Urn! That will give one of them 
chauffeurs of o u ts  an excuse to be 
idle. Couldn’t get any of them chaps 
to help with the hay. How is the 
new French car acting?”

“Fine. But I had to telephone for 
a new set of tires.”

“Did that consignment of Govern
ment bonds come?”

“ Y e s .”
“And how about that first folio edi

tion of Shakespeare?”
“That’s here.”
And then the Kansas farmer, re

moving his evening clothes and put
ting on his overalls, went out on the 
estate and locked up for the night.

Too Busy.
This world is full of men who are 

“too busy” to do things and what is 
needed most, and what we want most 
to cultivate is the idea of doing what 
is before us at once. “Procrastina
tion is the thief of time,” and surely 
many a man puts off until to-morrow 
that which he should do to-day. This 
“too busy” remark often indicates 
nothing more than pure laziness," al
though it is not always policy to tell 
a man so when he hands you that 
excuse. Many men are “too busy” 
to attend to the details of their busi

ness, “too busy” to eat their dinner 
propery and eventually some of them 
get “too busy” to live— and so they 
just slip off this Mother Earth with
out anyone being the worse for it. 
These “too busy” men are no use to 
themselves or to humanity at large.

Much Alike.
“Officer,” said the magistrate, 

“what is the charge against the pris
oner?”

“Having an infernal machine in his 
possession, your honor,” replied the 
policeman.

“Anarchist or chauffeur?” queried 
the magistrate.

The Retort Belligerent.
First Bootblack (calling to rival 

across the street)— Hey, sonny! 
Does yer mother know ye’re out?

Second Bootblack (with cheerful 
promptness)—Reckon she does, bub; 
but if you give me any more of your 
lip you kin bet your mother won’t 
know you when you git back.

A Dividend 
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Don’t Pretend To Be Richer Than 

You Are.
False pride and the desire to ap

pear richer and more important than 
one actually is are the cause of nu
merous little tragedies in the lives 
of the man and woman. Sometimes 
this false pride leads one behind the 
bars for having forged checks with 
which to keep up the station. Some
times the false pride of the young 
woman will lead to the divorce court 
— or will drive the man to drink. If 
false pride on the part of the wife 
and husband does not go that far it 
generally goes far enough to make 
their lives miserable in their homes 
and turn their “heaven” into an in
ferno.

“ I believe in one knowing his lim
itations,” said a commission house 
employe. “ I believe that a man 
should consider his position and the 
size of his pocketbook and should 
not be led to adopt standards of liv
ing which are above his income. If 
you are earning $12.50 per do not 
bolster up the appearance of a John 
W. Gates. Cut out your allwise and 
omnipotent air. Don’t look as if you 
were going to tumble out a dozen 
universities and three score libraries 
from your sleeve. Leave that to 
Carnegie and' Rockefeller. Try to 
appear what you actually are, no 
more, no less.

“This warning I would1 especially 
make to men and women just before 
they go to a store to buy something. 
If you are only able to buy a suit for 
$10 do not buy one for $25 simply 
because you are afraid the salesman 
will think you ‘cheap’ if you do not 
buy it. Do not go beyond your 
means in order to keep up airs.

“The store is really the place 
where the troubles of most men and 
women begin. A man goes into a 
store to buy a spring suit. In his 
heart of hearts he wishes for some 
‘chance’ which would enable him to 
get a last year’s suit for about $10. 
He remembers that a year ago he got 
that kind of a suit for just that 
price. The style was not the latest, 
but was nearly so. The goods, too, 
were of a cheap quality, but the 
stripe resemibeld the $30 suits. If be 
could get something like this now 
it would suit him first rate. He needs 
the extra $10 or $15 badly.

“When he enters the store, how
ever, the clerk generally begins to 
convince him that a cheap suit is 
really the more expensive suit. So 
he might just as well get a good one 
while he is getting it. It will wear 
lunger. It will give better satisfac
tion all around. The clerk takes it 
for granted that the man can pay 
the price or at least flatters his cus
tomer by taking this for granted anu 
then the customer is generally fool
ish enough to try to actually keep 
up the wrong notion of the clerk 
about his pocketbook. He buys the 
higher priced suit and then will go 
on economizing for weeks.

“I have been in that same fix my
self many a time. But now I have 
gotten over it. When I enter a store 
store to get a suit or overcoat I 
know just how much I am able to 
spend and look for the goods which

I can get at such a price. When 
the salesman begins to tell me what 
I ought to buy I frankly tell him 
that my pocketbook knows better 
what I ought and what I ought not 
to buy. I tell the clerk at the outset 
that I want a suit for about so and 
so much. The highest I will go is 
so and so much and he had better not 
look for anything which is out of 
my finanacial horizon.

“Of course, sometimes I have to 
leave the store without buying any
thing. But I don’t let that worry 
me in the least. I am there to pay 
a certain price for a certain kind of 
goods. If that particular house does 
not have that kind of goods it is 
not my fault.

“Sometimes such a procedure is 
unpleasant. The clerk is apt to look 
down upon you and whisper behind 
your back as you are leaving the 
store that you are a cheap sport. 
But never mind that. The clerk who 
will do that is probably earning less 
than- you are. And if he manages to 
dress sporty you can be sure that 
he does this at the expense of other 
and better things. If you will enquire 
closely you may find that this 
‘sportsmanlike’ clerk who taunts you 
with being cheap is far from being 
‘sportsmanlike’ to the woman who 
does his washing, or he may be be
hind with his rent.

“While I was out the other day 
1 found that I had lost my hand
kerchief and I went into a haber
dasher’s to buy one, specifying that 
1 wanted one for 10 cents. The clerk 
informed me, with an air that he 
thought would awe me, thait they 
did not handle any handkerchiefs 
which were below 25 cents each. He 
thought that this would impress me 
into pulling out my quarter and pay
ing. But it did nothing of the sort. 
1 turned aroud and left the store.

“I diid not feel a bit cheaper than 
does my boss when I ask him for a 
raise and he refuses to give it. If 
my employer does not think it cheap 
to pay more than he can or is will
ing to pay for the work he gets out 
of me I ought not to think it cheap 
not to be induced to buy things 
which are beyond my pocketbook, 
which are too high for me.

neighborhood where we all liked to 
buy,” said a woman on the South 
Side of Chicago. “It was a clean, 
nice place and the man had good 
trade. Then he got in a new sales
man, a salesman from a downtown 
store. The man knew his business. 
But he knew a little bit too much. 
Thus a woman who came in to buy 
a soup bone went out with two por
terhouse steaks simply because it 
would look cheap not to take the 
porterhouse steaks after the clerk 
had been kind enough to run to the 
ice box and to show them to her 
without her asking.

“After a while, however, the cus
tomers began to get tired of his too 
great officiousness. Their bills were 
increased by 20 and 30 per cent. 
The result was that they ceased to 
buy from that place. Before long 
the proprietor discharged the clerk. 
He hardly had enough business to 
tend to himself. But it was too late. 
The customers had been driven 
away by the skillful salesman and 
would not come back. A year later 
the man moved into a different 
neighborhood. Frank J. Brown.

Choice Reading.
Some things that look like oppor

tunities have ears and hind parts 
with something of the characteris
tics oi a mule.

Because a man thinks slowly and 
acts in harmony therewith is no in
dication that he can’t “get there” by 
persistent effort.

It is not an essential qualification, 
but generally it is good, for a boss 
to have previously submitted to be
ing bossed himself.

Don’t be too good to do a job 
that is dirty when occasion requires, 
and don’t make any job unnecessari
ly" dirty, for cleanliness is quite a vir
tue. •

If we would all look as searching- 
ly for good things in our fellow-men 
as we do for their faults, how much 
better a world won 1 d we find this old 
earth to be!

Chronic.
He— Has your husband got used to 

his motor car?
She—-Oh, yes. He swears at it 

automatically now.

Foster,
Stevens & Co.
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E A S Y  T E R M S .  
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T h e  N o r t h e iD  N a v i g a t i o n  C o .
Tours of the

Great Lakes and Georgian Bay 
“A Freshwater Sea Voyage”

For S au lt St. Marie 
P o rt A rthu r, Fort W illiam

Steamers leave Sarnia, Ont., 3:30 p.m. 
Monday, Wednesday and Friday, Friday 
Steamer going through to Duluth.

1,500 MILES OF LAKE TRAVEL

“THAT GEORGIAN BAY TRIP”
includes Mackinac Island, Sault St. 
Marie, Manatoulin island and all the 
30,000 Islands.

Reached by no o ther steam ers. Fishing, 
cam ping, canoeing. Most rom antic scenery, 
healthful clim ate and excellent steam er 
service.

Tickets from all Railway Agents.
For lite ra tu re  and inform ation address:

C. H. NICHOLSON, Traffic Manager, 
Sarnia, Ont.

“I do not for a minute mean to 
say that i am not entitled to a 25 
cent handkerchief or to a suit for 
$25. These things are intended for 
me as much as for anybody else. But 
I simply have not the price, and I 
might as well admit and ask for 
cheaper goods rather than keep up 
my reputation in the eyes of the 
clerk and then try to squeeze off a 
cent from the woman who does my 
washing or go for weeks without the 
paper or magazine I am accustomed 
to have.”

Aggressiveness of salesmen is per
haps as much responsible for this 
keeping up of the false standards as 
the weakness of the customer. It is 
the salesman’s business to sell and 
he tries his best, using every avail
able means. Sometimes this ag
gressive policy of the salesman leads 
to his and his boss’ destruction. It 
simply drives customers away.

“There was a grocery store in our

Every Merchant Should Have Them
P late  triass small-wares cases for the top 

of show cases and counters
At Less.Than Half Usual Prices
Sold in one-half and dozen lots. W rite 

for fu rther information.

GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS, MICH.

New York Office and Showroom, 750 Broadway 
(Same floors as McKenna Bros. Brass Co.)

St. Louis Office and Showroom, 1331 Washing’n Ave. 
Under onr own management 

The Largest Show Case Plant la the Warld

Sherwood Hall Co., Ltd.

Iron and Steel
Horseshoers’ and Blacksmiths’ supplies at lowest market prices 

26 North Ionia St., Grand Rapids, Mich.
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GOOD MANNERS.

Character Finds Its Natural Expres
sion in Courteous Behavior.*

When Mr. Greeson did me the 
honor of extending an invitation to 
address you to-day I asked him how 
I should act and what I should talk 
about, and if the address was for the 
class or if I was expected to use 
the class as an excuse for delivering 
a preachment to the general audience 
having in mind the furtherance of 
some city educational scheme. He 
replied that the audience was an in
cidental, and that I should talk to 
the class as I would to a bevy of 
girls and boys which might be gath
ered at any time on my lawn, and 
the subject should be one that should 
have to do with their everyday life. 
So here goes, and the responsibility 
of it is upon your Superintendent, 
with whom you will have an oppor
tunity to talk it out during the four 
years which T trust you will yet 
spend under his guidance. I will slip 
from under the obligation as in the 
language of the Quaker, “ I shall not 
pass this way again.”

American girls and boys are natur
ally interested in politics because 
they begin early to understand the 
responsibility placed upon, every one 
by our form of government; but 1 
shall not talk politics. It would, per
haps, be a happy way to show the 
appreciation of the wonderful strides 
we are making in all lines of knowl
edge to develop for you some 
thought in harmony with scientific 
investigation; but I shall not talk 
science to you. In the educational 
scheme to-day we are magnifying 
the development of the hand and eye 
to comport with the information 
which we get from books; but I shall 
not talk manual training. To-day, 
perhaps more than any other time in 
the history of the human race, the 
deepest and hardest and most per
sistent thought is given to the sub
ject of nutrition in the development 
of the highest type of manhood and 
womanhood, and I might chat with 
you a little while about pure food, 
but T will not. We are in the midst 
of a wonderful awakening in the ap
plication of religious thought to the 
practical ways of life, and every 
where in connection with the 
churches organizations are formed 
to discuss and make effective relig
ious truths in their application to our 
everyday life; but I will not talk to 
you about applied Christianity.

Rather. I have chosen to address 
you in a plain, matter-of-fact sort of 
way upon the most commonplace of 
subjects, Manners. And this choice 
has been made from opportunities 
which I have sought to make ob
servations in connection with the 
daily habits of the girls and 'boys 
just now stepping across an imagin
ary line between epochs in their 
school training. I have been looking 
at you having in my mind's eye the 
influence that the training in our 
system of education is affording you 
has upon your daily behavior.

I have met many/of you on the 
street and in your homes and watch-

* Address delivered by Hod. Charles W. 
Garfield before eighth grade pupils Id public 
school.

ed you as you ¡have gone to and from 
school. I have seen the attitude 
many of you have expressed toward 
your parents, toward the laborers on 
the street, toward children not so 
fortunate as you, toward trees, ani
mals and flowers, toward those who 
give you instruction and those for 
whom you could render a kind act. 
From these data I have gradually 
formulated judgment concerning you.

After all, you are not judged by 
your class standing, by the essays 
that you write or the responses that 
you give to a test quiz. We, who 
are outside of the schools, who have 
not to do directly with your tuition 
and with your examination are the 
real judges of the product which is 
turned out by our system of educa
tion. You constitute one of these 
products. We are watching the 
growing process, the influence you 
have upon each other, the impress 
made upon you by the arrangement 
of the curriculum, and it is a matter 
of deep interest to us, after you have 
been fed and cared for and winnowed 
and threshed, what kind of grain has 
been developed. Our judgment of 
you is based upon the way you act 
from hour to hour and day to day 
and week to week as you go in and 
out among us, and of all the products 
of the earth in which we may ¡have 
a deep interest we consider you the 
most important.

Knowing, now that I have told 
you, in what way we pass judgment, 
at this period I should naturally talk 
to you about the way your behavior 
strikes me and of certain facts and 
principles which occur to. me as of 
importance to you in your desire to 
make a favorable impression upon 
the judges.

Among other things which you 
have learned to do in all probabili
ty as an incident of your school ca
reer is the proper and effective use 
of the dictionary, and you wall not 
count me out of place if I call your 
attention to a few definitions that it 
seems to me ought to become a part 
of yourselves:

A brief definition of manners is 
decent and respectful deportment; 
civility; conduct. There are a num
ber of other words which are used 
as synonyms to manners which have 
delicate shades of meaning, and as 
applied to the character of growing 
girls and boys are worth studying. 
For instance, politeness is graceful
ness of manners united with a de
sire to please others, and finds its 
expression in obliging attention, i 
Gentility is gracefulness of mien. 
Courtesy is gracefulness of .manners 
connected with kindness of heart. 
Then there is the word gentlehood, 
which to me is expressive of a type 
of character which means what we 
generally express as good breeding. 
An intrinsic element in the defini
tion of all these words, which is not 
mentioned in the dictionary, is the 
clement of sympathy, which means 
fellow-feeling. Down underneath as 
a foundation for manners, politeness, 
gentility, courtesy, gentlehood, lies 
this fellow-feeling. Unless it is there 
as a corner stone in the wall of 
character all the expression of the 
individual which may seem to illus

trate the character represented by 
these words is a sham. No matter 
how polished one may be in man
ners, unless the outward expression 
finds its roots in genuine kind- 
heartedness it is a counterfeit, and 
you know the most dangerous coun
terfeits are those which have the 
greatest similitude to the real thing. 
There is nothing quite so like gen
tlehood as its most dangerous coun
terfeit, hypocricy.

And now will you bear with me 
while I touch upon some practical 
illustrations of what I mean by 
bringing to your attention these brief 
definitions?

Birth has a good deal to do with 
manners. Some children seem to be 
born with good manners, natural 
polish seems to be a character in 
them, and if (this character as a 
birthright is linked with genuine 
goodness it is a legacy of the best 
sort.

Environment has a good deal to 
do with the development of man
ners. An association with well- 
mannered people naturally develops 
like qualities in us. We imitate oft
en unwittingly. Once when. I was a 
school boy, perhaps 12 years of age, 
we had a teacher whom we all loved. 
He was. an ideal to us, but he had 
an impediment in his speech, and be
fore we knew it a number of us 
found that we were imitating in our 
common intercourse with each other 
the defective speech of our instruct
or. Let a group of boys walk along 
on the street with one who is a mat- 
ural leader and with whom they all
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have a warlm bond of sympathy and 
give to him some peculiarity in gait 
and his companions will all of them, 
unknown to themselves, be acquiring 
t'he same peculiarity. Let one of you 
enter into an interesting conversa
tion with a companion having a 
strong personality, who, for in
stance, has vivacity of speech which 
attracts you, and let him throw into 
his conversation quite often the ex
pression “You know” and before you 
are aware of it you, too, are induct
ing this same phrase into your own 
part of the conversation.

I sat around a table not long ago 
in a conference of men who were in 
earnest consultation over an impor
tant matter, and one of them, who 
was a leader, was constantly induct
ing into his conversation the word 
“understand,” and just for my own 
amusement I watched the effect of 
this upon the other parties to the 
interview and during the conference 
I found nearly every one in one way 
or another utilizing this same word 
with undue proportion in carrying on 
the discussion.

No matter how strong minded we 
may he or decided in our purposes 
we unconsciously, when we are as
sociated with people who catch our 
sympathies, adopt some of their 
mannerisms. Unfortunately, in many 
of us t'he instinct of choice in this 
imitation is not as highly developed 
as we would like, and we are as apt 
to imitate bad manners as good ones. 
So that the importance of constant
ly being on our guard in the develop
ment of gentility and politeness be
comes of vital import to us.

It is often said that a man or a 
woman who appears a good deal in 
public ought to have a close friend 
who will give the best of counsel in 
connection with mannerisms that will 
creep in unconsciously to the expres
sion of individuals. So that in the 
schools one of the vital attributes 
of a good teacher is the ability and 
willingness to be constantly on the 
alert to assist in the development of 
good manners on the part of the pu
pils; and I urge you who are to con
tinue for some years a student ca
reer to get into close sympathy with 
your teachers and invite them in 
every possible way to assist you in 
the formation of polite and gracious 
manners that shall become a part of 
your characters. This will often hurt 
your pride and your temptation will 
be to resent it. But you can never 
have a better opportunity for the ex
hibition of good manners than in 
graciously receiving suggestions for 
their improvement from those who 
are entitled to receive your respect 
and affectionate regard.

As I came down on the street car 
the other day every seat was occu
pied and the aisle well filled. The 
conductor was wedging his way 
through and performing his duty in 
as jolly a manner as possible with a. 
pleasant rise in his voice when 'he 
said ‘‘Fares,” and most of the peo
ple were thoughtful and had their 
nickels ready as he passed along. But 
I noticed one woman who was not 
only not prepared but evidently con
sidered it an insult to be asked for 
Jier fare, and she fumbled and' fussed
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and growled and the conductor pass
ed on. Finally, when he came back, 
although she had several small pieces 
of change in her pocketbook, she 
handed out a five dollar bill to be 
changed, thus adding to the trials of 
an- over-worked employe.

In this same car sat a young girl 
who might have been an Eighth 
Grader, rather small of her age, with 
a nickel in her hand but her hand 
quite skillfully hidden in the folds of 
her dress. The con duet or glanced at 
her and passed on. As he came hack 
he glanced at her again and passed 
on, evidently questioning, as long as 
the fare was not offered, whether the 
girl was not a child belonging to a 
gentleman who sat in the seat with 
her. After the conductor had rung 
up all his fares this young girl nudg
ed a companion who sat in front and 
said, “T fooled him again.” The oth
er occupant of her seat got off when 
we reached First avenue and I sat 
down with the child and asked her 
if she thought she did right in fool
ing the conductor. Se defended her
self by saying, “It is his business to 
collect the fares. It isn’t my business 
to go hunting up the conductor to 
give him my fare. He is paid by the 
company to collect his fares, and if 
he does not collect them he is the 
one at fault.” Utterly ignoring the 
fact that she had had her ride and 
owed the company for it, she was 
not only ill-mannered, but she was a 
thief to the extent of one ride upon 
the street cars. I passed my judg
ment upon this child and it was not 
in her favor. I pass my judgment 
every day upon people whom I meet 
in the street cars, and here we will 
find variation of manners-, if any
where, and I am surprised to find 
that we are, as a whole, such an ill- 
mannered lot of people, so selfish 
with regard to our own pleasure and 
so careless and thoughtless about the, 
pleasure of others.

The development of a good heart, 
and a gracious demeanor that goes 
with it, are better assets in -this 
world than anything which can be 

•measured1 in money. And this leads 
me to say that courtesy, politeness 
and good manners all 'have a com
mercial value. If you do not believe 
it I wish you would go into any 

[large store in this town and find the 
employes who are accomplishing the 
best results for the proprietors of 
the establishments'. Yon will find in 
every case that manners have more 
to do with the value of an employe 
ban any other attribute of charac

ter. The thief, the beggar and the 
mendicant all learn this and strive to 
acquire as their best stock in trade a 
counterfeit of the quality which 
makes a boy or girl successful in any 
walk of life, but we do not need to 
exercise more than ordinary acumen 
to separate the counterfeit from the 
genuine.

It is more difficult for some of us 
to acquire good manners than others. 
Our associations may be such as to 
make it something of a trial to ac
quire and use the amenities of life. 
Prof. Cook, my teacher of zoology in 
college, relates that while teaching a 
very common school in the moun
tains of California, at the time of tlqe

Civil War, when conditions were 
very primitive there, he tried to in
duct some of the simple amenities of 
life into his school children, and in 
putting some of the phrases like 
“Thank you” and “If you please” in
to practice one of the small boys was 
thrashed by his father, who inter
preted his attempted graciousness as 
impudence. But most of us know 
that we can scarcely overdo polite
ness if it is the expression of a kind 
and thoughtful heart.

The innate politeness, or lack of it, 
in an audience is oftentimes -shown in i 
a very positive manner. A gentle
man in Colorado became very astute 
in the management of political con
ventions, but never under any cir
cumstances would he occupy any of* 
fic-ial position. It was the desire of 
his associates, inasmuch as lie had 
been so efficient, to honor him in 
some way, and so in a large State 
convention they insisted that he 
should act as chairman. He demur
red. but they insisted that this honor 
was due him and he should occupy 
the position of honor. While he was 
very much at home in the manage
ment of committees and in the han
dling of the details of a working 
body of men, he was greatly embar
rassed to be placed in a position of 
so great prominence, and it was not 
strange that, as he hesitatingly arose 
before this convention, composed en
tirely of men, he started out by say
ing. “Ladies and gentlemen.” There 
was a little titter which grew into 
a loud laugh and finally into a great 
wave of hi 1 larky at this blunder of 
the chairman. He was a man of
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nerve and lie gathered himself in the 
interval, for he was mad clear 
through, and when the applause had 
subsided he quietly remarked, look
ing over the audience, “Ah, I see I 
have made a mistake. There are no 
ladies present and precious few gen
tlemen.” From that time on he had 
the convention in his own hands.

It is difficult oftentimes to recog
nize in ourselves a lack of ordinary 
courtesy when we are exceedingly 
alert in finding fault with the man
ners of others. Thackeray illustrat
ed this in his definition of a bore as 
“a man who talks so much about 
himself that I am not given an op
portunity to talk about myself.

The yielding of a point of law in 
the expression of thoughtful consid
eration often marks the man of cour
tesy; as when one gives his own side 
of the road to another who has a 
greater load. At any rate, it is not 
wise to dispute a right of way with 
a boor. Audobon said he always 
turned out of the way for a polecat 
without regard to any matter of 
rights.

There was a judge in this city 
some years ago who was recognized 
in his ways as a model of courtesy. 
His son was walking downtown with 
him one morning and they met a 
dilapidated old tram-p who lifted his 
hat to the judge and received a most 
courteous response. The boy said to 
his father, “What did you raise your 
hat to that old duffer for?” “ Because, 
my son, I am too proud to have even 
a tramp outdo me in good manners.”

In passing up to the High School 
one day not long ago four girls— 
careless, good-natured, happy-go- 
lucky girls, I should describe them— 
were going along arm in arm and 
occupied the full sidewalk. There 
came from the other way a venera
ble, courteous gentleman who was a 
deacon in one of our leading church
es. The sidewalk was entirely filled 
and jhis old gentleman was driven 
by these thoughtless girls entirely 
outside of the walk that he might 
pass by them. I think these four 
girls all reached a position something 
above the eighth grade, and still one 
of the things which to me is of the ] 
highest importance they had mot j  
learned in all the grades they had 
passed.

I never pass a school that is just 
disbanding for intermission without 
lingering and watching intently the 
behavior of the children, and l am 
always astonished at the carelessness 
and the thoughtlessness in the ordi
nary amenitie of life. Girls and boys 
seem entirely oblivious of the rights 
of ordinary pedestrians on the side
walk or teams in the street and oft
en apparently exercise their genius 
in actually framing discourtesies to 
innocent, decent people passing by.
I am not unmindful of the pent up 
energies that must find some method 
of expression and often even in a 
thoughtless way. I enjoy this ex
uberance of spirits and its expres
sion. I do not want any . namby- 
pamby girls and boys to grow up 
in my neighborhood. I do not want 
them to be soft and fawning. I 
want them to be vigorous and strong 
and independent and active. I admire

the boy who is a model of courteous 
behavior to his elders who can in' a 
moment, if needed* defend his sister 
with strong words and even his fists, 
but I am not proud of the average 
American school as compared with 
the schools which I have visited in 
other countries when it comes to the 
expression of courteous behavior.

I would not for a moment > have 
you think that I do not appreciate 
American children or American 
schools, for I believe we have the 
best live stuff in the girls and boys 
of this country that can be found 
anywhere else under any other flag, 
and I also think that we are right- 
minded with regard to the impor
tance of giving the kind of education 
that will be of the largest benefit in 
the development of the men and 
women who are to continue the 
work iif evolving the best country on 
earth.

But in rambling over a portion of 
the countries outside of our own I 
have noted that in this one matter 
of good manners our American chil
dren sem to be laggards as compar
ed with the children, for instance, of 
the British Isles, France, Holland,' 
Germany and Switzerland. You are 
just as smart and T 'believe you are 
just as good as children I have met 
in other countries, but you are lack
ing in what 1 call a gentlehood, and 
because this is an acquirement with
in the reach of every American child 
wre are open to the severest criticism 
if we allow- the children of any other 
country to outdo us in civility.

I have exhibited myself as the 
greenest kind of an American trav
eling through rural Holland, with no 
knowledge of the language and less 
of the habits of the people; have 
made the most egregious blunders in 
speech and action, and still never 
have seen a Dutch boy or girl crack

a smile at my blunders, and they 
were always ready to lend a hand in 
every possible way to make .my jour 
ney easier and more pleasant. As you 
think of the way a Hollander would 
be treated when making such blun
ders in our own immediate neighbor
hood, can you not understand1 w'hat 
I mean when I say in matters of 
courtesy we are laggards?

Standing at the four corners of a 
central locality in the great city of 
Rotterdam, looking at a guide book 
and leaning against my bicycle, won
dering which way was north and 
which way was east in order to find 
my way to the hotel, it was certain
ly a keen satisfaction to have a man 
with gracious demeanor step from 
the sidewalk, where were gathered a 
number of people watching the green 
American and say in good' English, 
“ Is there anything I can- do to help 
you? I see you are a stranger,” and 
upon learning my difficulty perform
ed the service of a guide in leading 
me to the hotel which I sought. As 
we passed along the street I noted 
a number of small boys and girls 
bowing and courtesy!ng to the man 
who had so thoughtfully put himself 
in my service. I learned before 1 
left him that he was a clergyman, 
and I absorbed the know-ledge that 
the children recognized in him a 
man to whom courtesy was due.

Everywhere throughout England 
and Scotland and Continental Eu
rope I found the children well be
haved, respectful and genuinely kind. 
I must admit, however, that nowhere 
in the world have I seen greater re
spect for women and thoughtful con
sideration of them than in my own 
country; and in this connection al
low- me to say to you that I have 
very little to criticise in the behav

playgrounds, but I would like to 
have -the same thoughtful courtesy 
extended by a boy to his mother and 
his sister as he accords to other 
women and other girls. We have 
no right because of our intimate re
lationship with people to neglect for 
one moment the expression -of our 
ideals of deportment.

I have occasion every day to watch 
the newsboys of our city, and it is 
with a feeling of pride that I speak 
of them as examples of correct be
havior and thoughtful gentility. Not 
a day passes but that I see some 
expression of kindness and thought
ful sympathy on the part of some of 
these boys when in the ordinary ac
tivities of their business. I could 
detail to you graphic illustrations 
from the incidents which I 'have ab
sorbed even within a few days illus
trating the true spirit of gentlehood 
on the part of these little business 
men, and as compared with the aver
age of the children who swarm out 
of our school buildings they are cer
tainly worthy of our careful observa
tion, and we would do well to take 
home the lessons from the everyday 
life of these boys upon the street.

Some of you may not have the 
privilege of attending school any 
longer, and for you I have this word 
of encouragement: that you stand 
with equal advantages as compared 
with your fellows who can go oil 
through the higher grades in this one 
matter of acquiring good1 manners, 
and without any question this ac 
quisition is of the greatest impor
tance in molding your future career 
of usefulness, of influence and of 
happiness. The attributes which 
make for good behavior may be ab
sorbed by simply noting the man 
tiers of those who are gentle and.

ior of boys in their treatment of girls 
as I watch them upon the streets and

kind and thoughtful about us. It 
perfectly possible to absorb habi
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of the best behavior and through 
their continuous employment, based 
upon genuine kind-heartedness, it is 
perfectly possible outside of schools 
and with no direct tuition to become 
marked; men and women of the com
munity.

Selfishness is a breeder of bad 
morals and bad manners and it is 
only through self forgetfulness and 
alertness in thinking of the welfare 
and happiness of others that we can 
have developed1 in us that character 
which will find its natural expression 
in courteous behavior. We can not 
imitate the genuine article by try
ing to be smart and posing for ef
fect. The heart and sympathy must 
be the root of good' manners, and 
while behavior finds its finest ex
pression in connection with our fel
lows, it also finds its very best op
portunity of usefulness in the proper 
respect of property.

We judge people oftentimes oy 
little things, and modesty of de
meanor accompanied by the proper 
modulation of the voice may mean 
a good deal in awakening respect 
and sympathy when they will be of 
great service to us, and I assure you 
that tender and loving expression of 
respect and regard: for old age ought 
to characterize our behavior under 
all circumstances and conditions, and 
it should not be simply a matter of 
politeness but a matter of conscience. 
Just as sure as we live we will grow 
old, and the application' of the Gold
en Rule in our treatment of the aged 
will find its fruition in the respect 
and affection 'which will be accorded 
us when we shall have taken the 
place of the aged and other children 
will render us service. What educa
tion must do for you and for me is 
to make ns of greater service wher
ever the pathway of life may take 
us, and it is only through the ex
pression of loving and thoughtful 
service that we can show to others 
what value has come to us in any 
sacrifice that has been made to as
sist in our education.

I might say, then, as a parting 
word, while passing from one school 
grade to another that above all things 
you should behave yourselves. To 
put it possibly more graciously, per
mit me to counsel you in all the 
ways of your life, whether it be in 
the home, in the school, on the 
street or at work, to be thoughtful 
of the feelings of other people and 
to so comport yourselves as to awak
en a feeling of sympathetic regard 
on the part of everybody with whom 
you associate, that whatever of edu
cation you may acquire it may be 
most evident in service as a result of 
your manners which pave the way 
for its most effective influence.

Her Excuse.
A tiny four-year-old was spending 

a night away from home.
At bed>-time she knelt at the knee 

of her hostess to say her prayers, 
expecting the usual prompting.

Finding Mrs. B. unable to help 
her out, she concluded thus:

‘'Please, God, ’scuse me. I cant 
remember my prayers, and I’m stay 
ing with a lady who don’t know 
any.”

Men Are Worth More Alive Than 
Dead.

Stop the average intelligent man 
of family who carries a line of life 
insurance commensurate with his 
family’s needs and ask that man 
what he is worth to his dependent 
ones and he is likely to revert at 
once to his insurance policies .and 
what they are worth to his family 
if he should die.

“I’m worth a good deal more dead 
than alive,” is one of his observations 
half in jest and wholly in earnest.

But is this true? What is a man 
worth who is in health and strength 
and who is earning a living for his 
family?

Necessarily there is a wide range 
in the cash worth of men under 
these circumstances. At the same 
time, however, the man who makes 
a comfortable living for the family 
that has $1,000 a year tastes is do
ing quite as much for wife and chil
dren as is the man who is making 
only a living for the family of $ib,- 
ooo a year tastes. He is the provid
er, and without him the family is 
without a provider.

In the old slavery days in this 
country a good field hand in the 
South would bring $1,500 on the auc
tion block. If he had been trained 
to some special work, such as black- 
smithing, he might bring $2,500. 
But to-day most men who carry life 
insurance for their families are 
worth more as “dead ones” than was 
the slave who sold as a chattel.

The man who earns $r,ooo a year is 
likely to be insured for $1,000 to 
$2,000 if he be insured at all. As a 
sum of money, to be in hand all at 
once and unbroken, this policy ap
pears large to him. It would pay 
off at once the mortgage on the 
house; it woi l̂d put the f children 
through high school; it would ac
complish a score of things if it were 
all in his hand at a moment’s no
tice. Which leads him to underes
timate the $r.ooo which is a whole 
year in coming into his pocket and 
subjected to the drain of family ne
cessities that pile up month after 
month.

What is this man worth who is 
earning $1,000 a year and sure of 
bis position as long as he keetps 'his 
health and strength?

Four per cent, is a fair rate of in
come upon a conservative, safe in
vestment. Thousands are satisfied 
with as much; thousands more are 
holders of Government bonds that 
produce half as much interest.

At 4 per cent., however, the man 
who earns $1,000 a year represents 
an income investment of $25,000. 
His labor for twelve months brings 
the same return to his. family a® if 
he were a $25,000 bond yielding 4 
per cent, interest. With the excep
tion, perhaps, that he must be fed 
and clothed and housed out of these 
earnings, while the bond income 
would be untaxed. But as an aver
age husband and father he ought to 
be worth to his family the $150 a 
year for his keep and even with this 
$150 tax upon the income he repre
sents a good deal of money in him
self.

Suppose he does eat, and drink,

and wear, and smoke his $150 share 
in this income of $1,000 a year from 
his labor. Let $850 represent the 
net income to the other three mem
bers of his household. He is still an 
investment of $21,250 to the rest of 
his family. At 4 per cent, it would 
require a bond of this face value, to 
say nothing of such a bond selling 
at a sharp premium. A United 
States bond yielding $850 at 4 per 
cent, might be counted as selling for 
the full $25,000.

How insignificant is a $2,500 life 
insurance policy as compared to an 
income investment of $25,000 in the 
man himself!

In fact, this life insurance may be 
small as compared to this man’s 
worth as declared by the statutes of 
many states under the employer’s li
ability acts. Let this man be killed 
in an accident for which his employ
er is culpable and the courts will 
give judgment perhaps for $10,000. 
This is four times the value he has 
put upon himself to the life insur
ance companies.

Or let this bread winner be in
jured permanently because of the 
negligence of an employer and he 
may get $10,000, $25,000 or $50,000 in 
damages. Which, after all, takes

cases the $500 may be sadly dissi
pated before the funeral is over.

In these days men, looking at their 
salaries in comparison with the in
comes of men of wealth, are prone 
to depreciate them. By sitting down 
to a little figuring on a percentage 
basis they may be able to cheer up 
appreciably if they will cosider them
selves for the moment as represent
ing an invested capital at 4 per cent.

Ben Burbanks.

What Precipitated the Panic.
Once there was a man who bought 

a beautiful gold brick for which he 
paid the sum of $10 or $15, although 
it looked exactly as if it were worth 
$10,000 or $15,000.

Then he took it home and opened 
his ledger and made an entry which 
materially swelled his assets.

Then he mortgaged his home and 
bought an automobile and a season 
ticket for the opera and gave a large 
dinner ait Sherry’s. And why should 
he not, for was he not a ridh man 
and could he not prove it by his 
ledger?

And then one day it occurred to 
him to examine his gold brick a lit
tle more closely, whereupon he 
found it was worth only 10 or 15 
cents.more nearly into consideration the 

man’s real worth to his dependent 
ones.

Payment of $10,000 damages to the 
disabled earner of $1,000 a year 
means ten years’ salary in advance;
the $2,500 of life insurance which he i This is a land of promise to the 
carries is salary for only two years man who lends money promiscti- 
and a half. Beside s which in many ■ 011 sly.

He lost confidence immediately, 
and the effort he made to get rid of 
the brick brought on a severe pan
ic.— Fables.
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THE BUSINESS SIDE.

Wherein Physicians as a Class Are 
Deficient.*

Just what the members of the 
Grand Rapids Physicians’ Associa
tion expect to hear from me as to 
the Business End of a Physician’s 
Work is beyond my conjecturing.

I am told that you have above ioo 
members in your organization, and I 
assume that you are, without any 
reference to the pathies, composed 
of different schools which no longer 
make war upon each other as they 
in the past.

It may be easier to serve as a reg
ular allopath than it is to abide by 
the tenets of homeopathy or vice 
versa; or it may be more comforta
ble to serve as an eclectic, more de
lightful to practice osteopathy or 
more satisfying to confine one’s self 
to surgery. All of these conundrums 
arise in the mind of the layman who. j  
when he has tested them all through 
their respective practitioners, is com 
pelled to reach the conclusion that the 
successful doctor is usually a good 
business man.

And yet. while this is the superfi 
cial conclusion of a majority of peo
ple outside of your profession, I am 
told that a majority of the really 
good physicians are poor business 
men.

Why this should be the fact I can 
not just comprehend. Indeed, it 
has been my experience that the 
doctors—and this includes doctors 
of medicine, dental surgeons, occu- 
lists and aurists, general s.urgeons 
and specialists in both surgery and 
in medicine— are, as a rule, good 
business men in all respects except 
their failure to appreciate the value 
of newspaper advertising.

It strikes me that it is at that point 
that you gentlemen fall down. T mean 
legitimate advertising, openly and 
above board.

Early in my life as a newspaper 
reporter I was assigned by my city 
editor to call upon an eminent sur
geon who had expressed a desire to 
be interviewed. I called upon the 
gentleman and from him obtained a 
thrilling story of a successful per
formance of a Caesarian section by 
himself; that is to say, both mother 
and child survived the operation. 
Remember, this was in the days 
when such an achievement was less 
common than at present, and it made 
a good scare-head story. Of course 
I used the surgeon’s name.

Tt was well done and deserved ad
vertisement for the doctor and he 
knew it and I knew it. And so, when 
a fortnight later T heard the same 
gentleman addressing a class of grad
uates from a medical college, and 
heard him warn them most devoutly 
and with great emphasis against the 
evils of advertising, I said things in 
an undertone and to myself only.

To my mind, it was good business 
for the doctor to seek the interview 
T wrote and poor business to advise 
the young men whom he addressed 
against doing that of which he him
self had been guilty.

One time as a reporter I stood in
* Address by E. A. S tow e before the  Grand 

Rapids Physicians' Association.

with a young man who, just begin
ning practice, had been appointed a 
city physician. Of course I was first 
to get from him any item that was 
in his line of business and worth 
while and his name got into our 
paper frequently; but it was poor 
business on his part to favor me as 
against rival reporters, as I will 
show. He was called one evening 
to reduce a compound fracture of the 
hip which had been sustained by a 
man found in a lumber yard. And 
the doctor asked me to go with him. 
In the operation performed I was 
pressed into service, seated upon the 
floor with the patient's head in my 
lap. My duty was to place my hands 
under the man’s armpits and pull as 
hard as I could, while another man 
pulled the leg that was injured with 
all his might and main. Meanwhile 
the doctor manipulated the fractured 
hip.

1 pulled and pulled and sweated 
and so did the man at the foot; and 
the doctor pushed, raised, lowered 
and massaged generally about the 
hip, but the thing wouldn’t get back. 
At last the doctor stopped and, ad
dressing the crowd which stood 
about, asked: “ Is there anyone here 
who knows this man?”

“Yes, he’s a pard of mine,” an
swered a stalwart man,

“Did he have anything the matter 
with his leg before this accident?” 
asked the doctor.

“ Yes, one leg was . shorter than 
the other, so that be always limp
ed,” came the answer.

I wrote up the story for my pa
per without mentioning the fact that 
we had worked hard for half an 
hour to make a man’s short leg as 
long as the other, not realizing that 
the fracture was reduced within ten 
minutes after we began work.

A rival reporter got hold of the 
true story and wrote it up beautifully 
and within a year thereafter the city 
physician had resigned his position 
and was soliciting life insurance.

All this, however, may be some- 
j what beside the question 1 am ex
pected to talk about, which reminds 
me of a story of the late Henry 
Ward Beecher, wrho had addressed 
an assemblage of bankers on the sub
ject of discounts. Of course, his 
speech was eloquent, instructive and 
entertaining and received great ap
plause. The next day one of the 
bankers, a member of his church and 
one of his closest friends, compli
mented him on his talk and then 
added: “I didn’t learn as much about 
discount as I did about the Civil War 
and Jay Cook.”

1 hat s so,’ said Mr. Beecher, 
laughingly, “and that’s where I dis
counted the knowledge of my au
dience by using antique but valuable 
information.”

The doctors have much to do in 
the line of straight business out
side the duties beside the beds of the 
sick. The keeping of accounts is. 
perhaps, the largest item and the 
superlative skill shown in this di-. 
rection by the average doctor is in
comparable. Look into their books 
and you will find scores of entries 
which are never posted beyond the 
original entry or, if they are, they

are charged to charity— no charge 
because the patients are too poor to 
pay.

And it is a common belief that 
this kind and generous service is 
very largely balanced by making the 
fees from those able to pay cover 
the fees of those unable to pay. To 
some extent this may be true and is 
certainly right, but I will venture the 
assertion that the books of account 
of every doctor in Grand Rapids wall 
show of visits, operations, medi
cines, nursing—yes, even the com
mon necessities of life— which have 
been provided -by the physicians to 
cover which would require double 
the income of these doctors.

I have had personal knowledge in 
the years that have passed of many 
cases where physicians who were 
having a hard time to make both 
ends meet and yet who gave freely 
and most sincerely of their skill and 
their material resources in cases of 
need where charity alone could foot 
the bills. More than that, this serv
ice is very rarely mentioned by those 
who give it—an example that is 
splendidly inspiring.

It is pretty serious business, speak
ing of the business end of a phy- i 
sician’s work, to be called up three 
or four or five times during the 
night; to drive in the dark across the 
dreadful network of railway tracks 
south of the Union station or at va
rious points on the West Sid!e. And 
it would be good legitimate business 
if the doctors in Grand Rapids 
would help to make miserable the 
lives of our municipal officers and of

G 8
“ I Make New 
Customers and Please 
My Old Trade Better
by having a McCray Refriger
ator. ’ ’ These are the refrig
erators which are built on the 
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the railway officials and of our State 
Railway Commission until our city 
obtains a separation of grades at the 
points I have in mind.

There is a considerable amount of 
business coming to *the average phy
sician through the solicitation of fine 
gentlemen selling medical books, en
cyclopedias, edition de luxe of this, 
that or the other; through the de
mands of the courts for expert tes
timony; through the appeals of all 
sort of representatives of poverty or 
deceit or bald begging. The aver
age citizen is able to dispose of book 
agents; the physician, of course, re
sponds to court summons; but all of 
us, physicians as well as others, are 
too lax in our treatment of charita
ble cases, real and bogus. If the 
physicians of Grand Rapids would 
turn in as a body and co-operate in 
the centralization and systematizing 
of the bestowal of charity of every 
sort the people of Grand Rapids 
would be immensely benefited and 
no genuine case of want and dis
tress would lack assistance.

That is business and doctors would 
make high grade helpers in develop
ing the business.

In a general way the physicians 
are the most constant and at the 
same time most unassuming exam
ples of public spirit in our city; 
Grand Rapids is the first municipal
ity in the State to provide a munici
pal sanitorium for the care of tuber
culous patients because of the- influ
ence and help of her physicians; our 
numerous parks and parkways and 
our wealth of beautiful lawns and 
comfortable homes are due largely 
to the perpetual influence of our phy
sicians in directing people toward 
high ideals as to life and effort. That 
is a part of their business.

And now, if they would only tac
kle our water question, so that the 
poor man can have water fit to drink, 
cook with and bathe in without pay
ing three prices for it they would win 
everlasting gratitude; and another 
thing, let them put in their oars as 
to the design, plan and equipment of 
every school house and public as
sembly room in the city. That would 
be good business for them' to in
dulge in while waiting for something 
to keep them busy.

Physicians are about like all other 
men.

They are fond of their wives and 
children, take pride in them and in 
their homes; they enjoy a bit of 
recreation now and then; they as
pire to enjoy all the conveniences 
and luxuries of the time; occasionally 
they lose their tempers; now and 
then they achieve a victory and 
glory in it, just as we all do; but, 
unlike the most of us, they must be 
on deck every minute, no matter 
who calls or when. For this reason 
■ the physician’s life is business at 
both ends and in the middle, touch
ing every phase of human inter
course; and the layman who at
tempts to differentiate on the busi
ness end of a physician’s life must 
necessarily chase around in a circle 
that is eternal.

Making a name for gold does not 
make a golden name.

Uncle Sam’s Weather Forecasts,
A perpetual weather map hangs on 

the walls of the weather bureau in 
Washington. From this the tele
graph operators get the indications 
for every part of the United States. 
As fast as a bulletin is received pre
dicting the weather at a certain place 
the mapmaker indicates it by attach
ing a button of a certain color to 
the map. The operators at the keys 
only need to watch him put in the 
buttons to wire whether it is to be 
fair or rain or snow in the locality 
he has marked.

This map is thus controlled by the 
electric current, since all the infor- 
tion received for it and given out by 
it comes and goes by means of key 
and sounder. On the roof of the 
bureau is a skeleton tower with 
weather vane and the anemometer, 
two mechanical reporters which 
gather weather news. Sometimes 
there is also the thermometer box. 
The anemometer consists of four 
hemispheres made of aluminium or 
brass attached to small square steel 
arms. Their revolutions turn a spin
dle which terminates in an endless 
screw fitting into a series of geared 
wheels. One of these drives anoth
er screw, which in turn actuates two 
dial wheels divided into miles and 
tenths. The anemometer may be 
attached to the tower supporting the 
weather vane by a side arm or 
mounted above it, as may be conve
nient. The height of the tower va
ries according to the surroundings, 
since it is necessary to expose the 
instruments to the direct force of 
the wind, undirected by buildings or 
other obstructions. T'hei velocity 
and direction of the wind are thus 
reported, and, by the aid of the me
teorographs, they are recorded as 
well.

The meteorograph is considered to 
be one of the most remarkable in
struments in the weather service, for 
it not only keeps a record of the 
performances of the weather vane 
and anemometer, but registers the 
amount of precipitation or the dura
tion of sunshine as the weather is 
clear or otherwise. Another acces
sory to the w'eather bureau is the 
automatic measure for determining 
the rainfall or snowfall, while to
day, as a century ago, the barometer 
is one of the reliable methods of 
predicting weather and is indispensa
ble in making forecasts.

Japanese and the Pearl Fisheries.
The little brown men of Japan rule 

the pearleries and are the divers for 
the largest share of the world’s sup
ply of mother of pearl, which comes 
from Australia. They are imported 
for a period of three years., and on 
reaching port are immediately signed 
on the vessel’s articles, thus bringing 
them under the operation of the 
merchants’ shipping act. The mas
ter is also compelled to furnish a 
bond of $500 for every man employ
ed as a guaranty that at the end of 
three years the man will be deported 
to Singapore, the port from which 
the divers are recruited. Formerly 
the pearlers paid the divers $10 a 
month, $100 to $175 a ton bonus, and 
in many instances from 5 to 15 per 
cent, for the pearls won,

Although arriving as raw coolies, 
some of these Asiatics earned from 
$1,000 to $2,000 a year, with keep. 
The divers are well organized, hav
ing their clubs and benefit societies, 
and every Japanese, whether belong
ing to the crew, tender, or diving 
staff, is compelled by his country
men to join. Everything pertaining 
to the welfare of the members is 
thoroughly discussed at the meet
ings, and they usually succeed in 
whatever demands they make. In 
the past their demands, whether rea
sonable or otherwise, have always 
been granted by the pearlers. One of 
the results of the union has been the 
success which has attended the 
“dummying" of boats. The divers 
soon have enough to purchase their 
own boats, with others working 
them ostensibly as owners, who ob
tain the fishing license and transact 
the business connected with the 
work on commission. The act, which 
stipulates that no Asiatic shall hold a 
license, is thus evaded. The Japan
ese readily dominate the situation, 
for without them there would be no- 
pearl fisheries.

The usual reason why a man can 
not mind his own business is be
cause he has no business'—or no 
mind.

Rather Absent-Minded.
Rufus Choate once endeavored to 

make a witness give an illustration 
of absent-mindedness.

“Wal,” said the witness cautiously, 
“I should say that a man who 
thought he’d left his watch to hum, 

I an’ took it out’n his pocket to see 
I if he had time to go hum to get it—- 
I should say that that feller was a 
leetle absent-minded.”
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THE OLD DOCTOR.

Trying To Reach 100 Years Without 
Whisky.

W ritten  for the  T radesm an.
“Yes,” said the old doctor, “ I am 

getting well along in years. I shall 
soon be 88. 1 might possibly live to 
ioo if I drank whisky, but I never 
drank a glassful in my life. Perhaps 
I will make it after all. Smoke? Oh, 
I have smoked a few election cigars; 
but I never had any money to spend 
for cigars.

“ I think my work is about done. 1 
have practiced medicine fifty-four 
years, and that is work, I can tell 
you. It is a wonder that I have 
stood it as well as I have. I lay my 
good health to being constantly out
doors. Almost half my life has been 
spent in a buggy. At one time I 
kept four horses for my practice. I 
remember once a relative was visit
ing me and he went with me on my 
rounds one day. I visited thirty-two 
places before we got home. I could 
never get him to take a ride with 
me again.

“There are a few diseases that I 
know something about. I have had 
smallpox, but you can not find a pit 
on me anywhere. People are so 
afraid the patient will be pitted that 
sometimes they put gloves on the 
patient’s hands and even cover the 
face with a veil so they will not 
scratch. That does not do any good 
at all. It is all right to scratch. 
When the rash turns to pustules that 
matter should be let out. If those 
pustules are allowed to dry down 
that poisonous matter is reabsorbed 
by the system. If a person is strong
er than the disease he may get well; 
if not he dies. People do not die 
with smallpox in the first stage. It 
is the poison going back into the 
system that kills them.

“Now T will tell you so you can 
readily understand why a person is 
pitted by smallpox and why the 
opening of the pustules will prevent 
that: The smallpox rash is between 
the scarf skin and the true skin. 
When the pustules are ripe that 
poisonous matter begins to eat down 
into the true skin and produces that 
intolerable itching. If those pus
tules dry up and scale off they leave 
pits where the skin has been eaten 
into. I say, let them scratch.

“There is another disease that peo
ple are terribly scared about, and 
that is diphtheria— not the correct 
name, however. I have doctored 
more than a thousand cases and I 
never lost one. It is not a contagious 
disease, but it is an infectious one. 
It is often epidemic. I went through 
one epidemic which lasted three 
years and treated more than 130 
cases.

"I gave up practice tw o , years 
ago. I had the grip three winters 
in succession and kept up my prac
tice and visited patients when I was 
sicker than some of them were. Then 
I had angina pectoralis, a disease that 
is very little known. The medical 
books tell us something, but not very 
much. I have had the experience. 
Now I know what it is. My folks 
wanted me to have a physician, but 
I would not have one. I told them

what medicines to give me arid how 
often. I did not know but I would 
turn up my toes then, but I pulled 
through. 1 was pretty low'. My 
wife and daughter fed me oatmeal 
gruel with a teaspoon all winter.

“That disease and the grip and 
worry put me in m y  present condi 
tion. I weigh 140 pounds now in
stead of my usual weight of 180. 
When I found I must give up my 
practice I had to sacrifice a good 
deal. My horses and carriages I sold 
for what I could get or I gave them 
away. I had about $27,000 in ac
counts on my books that I could col
lect scarcely a dollar on. I would 
think and think and think. I would 
wake up in the night and rehash 
those matters over and over again. 
It was not only the doctor bills, but 
all the losses I had met with during 
my life. I burned out once— lost my 
household goods and everything— j 
with no insurance. Another time! 
the insurance company beat me out 
of my insurance. I carried three life 
insurance policies until I had paid out 
about $3,000 and then the whole busi
ness went down. I do not take any 
more stock in fraternal life insurance.
I lost some $5,500 in business before 
I began the practice of medicine. My 
wife was sick and, died and a deed 
which I had not had recorded was 
stolen was the way that happened. 
In all I can count up about $44,000 
lost. It was not made by specula
tion, but all earned by hard knocks.
I was brought up on a farm, clerked 
in a store and then engaged in the 
foundry business. When I began the 
practice of medicine I had practically 
nothing.

“ But T am getting over those 
things. I have enough to last me as 
long as I expect to live. T could al
ways earn money but could not save 
it. I went when people called me 
even when there was no chance of 
collecting my pay. Of course some 
were too poor to pay and others 
drank up in whisky what was due 
ine. I live in a ‘dry’ county now 
and it does not hurt me a bit. I 
have been in a saloon only once in 
twenty years, and that time I was 
called in to get money due me. I 
have doctored the families of drink
ing men, but seldom the men them 
selves. I did not talk all the time 
against the saloon, but they knew7 
where I stood.

‘ Thirty-five years I practiced up 
there in the lumber country. It is a 
wonder how people get a living on 
such poor land. But they live some
how. I have not seen such good 
land and such a rich farming coun
try in fifty years as you have here in 
Washtenaw7 county. Western New' 
York is the only place equal to it 
that I know of.

“Michigan is about as good a State 
as you can find anywhere. The cli
mate, however, is bad for some peo
ple— too bilious and rheumatic. Peo
ple in a bilious climate eat too 
much—almost everybody. In other 
states they may eat as heartily but 
it does not seem to have as bad an 
effect as it does here.

“I came to Michigan just after the 
war closed. There have been great 
changes since then. But, let me tell

you, the city that has outstripped all 
others is Grand Rapids. It-has gone 
ahead amazingly. I attended a med-1 
real convention there years ago when 
there was not over 5,000 population;! 
and just look at it now7.

“ Yes, I suppose my work is done.
I will soon be 88— old enough to 
have done my share of mischief. 
My father and mother lived to be 
80 years old, and they had twelve 
children. Four only are left, but ten 
of us have gone up to about 80 years 
or above. Our folks do not want me 
to do anything. But I can not just« 
sit around. It would kill me. I must 
stir about some and have something 
else to do beside reading and think
ing. That uses me all up. I have 
seen too many cases where people 
got well enough off to quit work and 
sit down and take it easy. They 
never live long after that.
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“I guess we had better jog along. 
I have not kept a horse for two 
years and I enjoy riding in a buggy 
again. Well, good-bye.”

E. E. Whitney.

Cheaper Than a Chemical Analysis.
Expert testimony may be valua

ble from a scientific point of view, 
but there are often cheaper ways 01 
establishing a certainty, as the hero 
of the following anecdote decided at 
the last moment. An Irish laborer 
entered a Kalamazoo drug store, and 
drawing a paper bag from his pocket, 
poured on the counter a number of 
very sticky and unattractive-looking 
lozenges.

“Can ye examine this candy?” he 
asked.

“ It looks queer. What is the mat
ter with it?” asked the druggist.

“Pizen, Oi’m thinkin’. Did ye iver 
see such stuff? Dinnis Daly gave 
thim to me b’y ,and Dinnis is no 
frind of mine.”

“Well, I can make an analysis.”
“All right. Oi’ll come in to-mor

row on me way from worruk.”
The Irishman had reached the 

door, but he suddenly stopped with 
his hand on the latch.

“And how much will that ’nalysis 
be costing me?” he enquired.

“Five dollars,” was the answer.
The man walked over to the coun

ter and swept the lozenges into the 
bag, which he replaced in his pocket.

“Niver moind,” he said. “Oi’ll feed 
wan to the cat.”
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Job Habit Fatal Obstacle To Big 

Success.
If you are a young man nursing 

the ambition to make a hit in some 
live wire business venture the first 
time Opportunity comes knocking do 
not make the mistake of acquiring 
the job holding habit.

Holding down a steady job in the 
full confidence of employer and of 
patrons alike has ruined more young 
men’s chances for success than any 
one but an employer ever dreamed 
of. In the beginning the young man 
in a steady position imagines that he 
is reaping the reward of his virtues. 
In the end he sees .that he is merely 
the victim of the job holding habit 
which has possessed him body and 
soul and which has ruined his chanc
es for modern success.

Most young men nursing business 
ambitions to-day have at least a few 
holdover relations with some rules 
of conduct which they have had left 
on their hands and which they are 
anxious to dispose of to the unsus
pecting. Avoid them as you would 
if they were insisting that you wear 
your grandfather’s hat in order to 
be in the latest style!

There is no future for the young 
man who early in life hooks up with 
a good job as a starter and proceeds 
to try to cement himself hermeti
cally to it. If the young man is any 
good his employer will see it. His 
employer will make note of this men
tal anxiety to hold the place and 
will encourage it by seeming to dis
courage it. He will find a little fault 
with the young man’s work, just to 
keep the young man on the anxious 
seat and cause him to buckle down 
to business. This has a steadying 
effect upon youthful spirits if it is 
not carried too far and prevents hol
lering prematurely for a raise in sal
ary. When after a period of years 
the young man looks back upon these 
uncertainties of his first position, 
too, he is not anxious to break away 
for a second job somewhere else 
where he is likely to be taken 
through the same course of sprouts.

In the meantime, however, he has 
been jarred on several occasions to 
see how other fellows who he knew 
would not be trusted with his routine 
work have passed up or on to other 
things which make his steady job 
look like a drowned hen. He can 
not realize for himself that in the 
years of holding his steady job he 
has been disqualifying for anything 
and everything better.

Smith blew in on me the other day 
out of the dim haziness, of ten years 
ago fairly snorting importance. He 
was well dressedv wore a two carat 
pin in an elaborate tie which set off 
an exceptionally well made business 
suit. Did I ' remember him? How 
was I getting on? What was new 
in the old town?

Did I remember him? How could 
I forget the years that I had tried 
to keep him in a job for an average 
of thirty days to the job? He could 
get out of jobs three times as fast 
as I could fiAd them for him. Noth
ing particularly good or particularly 
bad was chargeable to him; he sim
ply wouldn’t work in one place and 
at one thing to exceed sixty days.

He was cheerful, optimistic, a hus
tler when he hustled and a quitter 
when he decided to quit.

But here he was exhaling a seem
ing opulence and prosperity with the 
air of one having counted upon find
ing me at my desk, mo matter what 
else had happened to nations and to 
the starry spheres.

"Just stepped in a moment on the 
jump,” he explained. “ Been on the 
jump twenty hours a dlay for six 
months. Three weeks in New York 
and hustling back to Colorado for a 
week and then a jump back to New 
York for goodness knows how long. 
And I am busted.”

He paused and T began taking in 
a long breath to be used in framing 
a distinct, foreceful refusal of any 
possible $5 bill at my disposal, when 
he reached into an inner coat pocket 
for a wallet about g by 4 inches, dip 
ping open a half dozen compart
ments filled with papers. From one 
of these he drew several slips of pa
per of conventional check and draft 
size.

“Can’t you identify me at some 
bank? be asked. "I’ve got all kinds 
of stuff here, but it isn’t cash and 
111 be busted • fiat before I get to 
Denver.” r

There was his own individual 
check for $10,000, certified by the 
Denver bank; there were two New 
York drafts for $1,000 each and one 
for $700.

“Can’t you identify me on this $700 
draft?” he asked, briskly.

Well, I could and did, after which 
he insisted that I eat luncheon with 
him and while we ate he told me 
what he had been doing. He had 
struck a tremendously successful line 
of business and it was growing on 
him until he doubted sometimes if 
he could keep on top of it. He had 
incorporated the business two years 
before and two months before had 
been compelled to organize a sub
sidiary company with double ¡the 
capital of the original one. In New 
York, incidentally, he had bought a 
new six cylinder touring car and was 
determined to raise some Denver 
dust this summer.

“You are looking as natural as 
life,” he assured me as if in com
miseration with me for having held 
a job down for a dozen years in the 
same place.

You know half a dozen of these 
erratic Smiths whom your grandfa
ther would have consigned to the 
poorhouse before they reached 60 
years of age. One or two of them 
have drifted in on you in person; 
you have heard the marvelous stor
ies of the other four or five who. 
out somewhere, have hit a live wire 
business and who to-day probably 
could buy out your employer's whole 
business and double your salary in 
perpetuity.

Which brings us back to my first 
assertion— If you mean to make a 
modern business success, avoid a 
steady, confidential job as you would 
dodge a cousin from the country.

There is nothing in it but the 
job. Millions of men are working 
to-day simply because they do not 
know how to do anything else. They 
do not know how to do anything else

because they have never had a chance 
to try. They have the job habit. 
The clock strikes 7 and they get up 
for breakfast. First thing they know 
it is train time and they make a dash 
for the car. From habit they can 
drop off the car and find the office 
with their eyes shut. Thereafter it 
is eight or nine hours’ work—and ¡tin- 
car- back to the morning’s starting 
place.

I recall years ago a visit to a state 
penitentiary in order that I might 
see a man who, released from it a 
few weeks before after expiration 
of a twenty year term, had gone 
back to the prison and asked to be 
taken in again. He threatened to 
commit a crime to get back if they 
would not receive him on the basis 
of a meek applicant for his old strip
ed suit and his 4x7 cell. Chastened 
by two weeks of innocent liberty, he 
begged for his old job in the broom 
factory—and they took him back.

Do not get into the steady job 
habit. There is no excuse for it if 
you are not a criminal.

Irwin Ellis.

Sugar Cane Now Used To Make 
Paper.

Sugar paper is the newest kind. It 
is a prodmct of the Island of Trini
dad and the invention of a sugar 
planter, who has found how to use 
the stalks of sugar cane. The in
creasing scarcity of spruce, which is 
the wood most used for paper mak
ing, is well known. Active search is 
being made in many parts of the 
world for material to take the place 
of pulp wood. Enormous quantities 
of ground sugar cane go to waste at 
the sugar factories. Some of it is 
used for fuel under the boilers, but 
a large part is left to rot. From 
time to time experiments have been 
made to convert the bagasse or cane 
refuse into paper, but with limited 
success commercially unless the 
Trinidad planter’s claims are well 
founded. He is confident that he has 
made a valuable discovery and has 
built an $85,000 paper mill as an ad
junct to his sugar factory. He has 
turned out paper worth $24 a ton. 
About a ton and a quarter of cane 
makes a ton of pulp. It is reported 
that the process of manufacturing is 
comparatively inexpensive, and that 
it will pay to grow cane for paper 
alone, leaving the sugar as clear 
profit.
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Q. J. Johnson Cigar Co.
S. C. W. El Portana 

Evening Press Exemplar

These Be Our Leaders

Established In 1873

Best Equipped 
Firm  In the  S tate

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
18 Pearl S t. Orand Rapids, Mich.

Booklet free on application

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

Hand Separator Oil
is free from gum and is anti-rust 
and anti-corrosive. Put up in 
I and 5 gallon cans.

STANDARD OIL CO.
GRAND RAPIDS, MIC!!.

P eerless M oistener and Letter S ealer
For Sealing Letters 

Affixing Stamps and General Use

Made of aluminum body and Ger
man silver top. Simplest, cleanest 
and most convenient device of its 
kind on the market.

You can seal 2,000 letters an hour. 
Filled with water it will last several 
days and is always ready.

Tradesman Company
Grand Rapids, Mich.

Price 85c
Postpaid to  your address
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PATIENT PLODDERS.

They Press Onward To the Goal of 
Attainment.

The history of the race from time 
immemorial proves that only through 
indefatigable zeal and a stubborn 
persistence born of an invincible de
termination to advance in the life 
struggle can the ideal be attained.

Why do so many fall by the way- 
side who set out with bounding hope 
to reach the wished for goal? They 
failed to call to their aid that in
domitable "will which knows not de
feat, which is ever ready to tackle 
and overcome every difficulty that 
presents itself in the path to onward 
progress.

No man ever yet gained his object 
supinely lying down and remaining 
quiescent for the world to come up 
and pass over him, making no effort 
in the struggle that is ever being 
waged in the march of advancement 
toward the fulfillment of cherished 
hopes.

From the earliest period of time, 
even when there was little incentive 
effort, we find that those who event- 
to effort, we find that those who event
ually came to the front and wrote 
their names everlastingly on the tab
lets of time as men of achievement 
were those who kept continually one 
object in view and bent every energy 
to accomplish it.

Homer, who sang the story of 
the gods, was himself a god, with 
the divine afflatus within, but which 
would never have carried him to the 
heights of Olympus without that 
power of perseverance and persist
ence which enabled him to over
come not alone poverty but blind
ness, and soar aloft to those heights 
the sublimity of which has as yet 
been unreached by his imitators.

Socrates was another who follow
ed in the footsteps of this great in
ventor. A poor and unknown shep
herd in the hills of Illyricus, he 
put his dreams into realization, for, 
although it took him ten years to 
compose his “ Panegyricus,” the or 
at ion that pleaded for the union of 
all the Greeks against Persia, he 
consummated his desires by mak
ing his countryman think of the 
grand destiny that was before them 
and welding their forces into an in
vincible whole. A generation later 
Alexander, by the concentration of 
thought, added to matchless skill, 
carried Greek civilization to the 
banks of the Tndus.

Another Greek, Demosthenes, 
weak, puny, small of stature, dis
covered the soul working within and 
set about to give it vent to attain 
the fulfillment o£ his glorious mis
sion. He felt himself to be called 
upon to arouse men from rueir lethar
gy. He trained his weak voice to 
the power of his will. Down by the 
sounding sea he filled his mouth with 
pebbles and let his oratory keep uni
son with the roar of the billows un
til it was strong enough to thunder 
forth those immortal philippics 
which aroused the Hellenic world 
and caused his countrymen to threw 
off the shackles which bound their 
limbs in the most abject servitude 
to tyrant taskmasters.

Columbus, the Genoese, had within 
him the spirit of the race which built 
the walls of imperial Rome. Night
ly he dreamed of the conquest of 
ocean and how he could reach the 
Far East by sailing far enough to 
the west. He wras deemed a mad
man, but for twenty years he dream
ed his dream and stuck to his the
ory, until he broke down the bar
riers of contempt and opposition and 
gained patrons to help him realize 
his idea.

Nicholas Copernicus for twenty- 
three years read the mystery of the 
stars, evolving that sublime theory 
which placed the revolution of the 
heavenly bodies as an open book be
fore the gaze of man. Galileo came 
under the anathema of his ecclesi
astical superiors, but still he per
sisted, and science since has proved 
his doctrine true.

The great Newton in his time was 
looked upon as a visionary. Hun
dreds of thousands before him had 
seen apples fall from trees, but it 
was left for him, by this means, to 
discover the law of gravitation. In 
like manner, by persistent observa
tion, Harvey was enabled to pro
claim the circulation of the blood 
from the heart to the veins and back 
again in its course.

Darwin devoted a quarter of a 
century to experiments and study of 
the laws governing the propagation 
of animal life, then he astonished the 
world with his “Origin of Species.” 
Genius after all is but patience gain
ing recognition.

Cold marble was made almost to 
live and breathe under the chisel of 
M’chaelangelo. He put into all his 
work that patient intensity of effort 
by which alone excellence can be 
reached, with the result that he al
most accomplished wonders and 
came as near perfection as possi
ble. Ghiberti was a worthy con
temporary, who, if he did not equal 
the great master in skill, rivaled him 
in patience. He spent twenty-seven 
years in adorning the portal of the 
Baptistry at Florence, doing his work 
so well that Michaelangelo said of it: 
“These doors are worthy of the gates 
of paradise.”

Carlyle said: “Genius is the ca
pacity of taking infinite pains,” and 
his own life work well illustrates 
the remark. His “French Revolu
tion” was over twenty years in em
bryo before he delivered it to the 
world. He polished and repolished 
“Sartor Resartus” and took such in
finite pains with all his work that 
they stand as models of both hand 
and brain.

Balzac lived on bread and water 
in a Paris attic for ten years, grind
ing out the immorial work that riv
eted the world’s attention and which 
has perpetuated his fame for all 
time. ,

No grander record can be found 
of a sterner fight through long years 
of opposition, followed by a great 
success, than that of Richard Wag
ner, the illustrious composer. W ag
ner was a dissenter from the old con
ventions in music; he turned his muse 
to new sounds, but none at first would 
listen, yet amid privations and hard
ships, contempt and scorn he perse-

vered. day by day growing stronger 
im the conviction that lie had a mighty 
mission before him. His flying fin
gers kept pace with his teeming brain 
until he produced a music the har
mony of which thrills the souls of 
men. Mozart, Beethoven, Haydn. 
Gounod, all were men of intensity 
in whose devotion to their vocations 
consisted the success that was theirs.

W hile the drones are lying abed or 
with arms folded standing idly by 
the workers are plodding onward to 
the goal of attainment, ever persist
ing in a definite course of action un
til the end of the journey is reach
ed and they arrive at the haven of 
desire.

Ever under physical suffering and 
handicapped by untoward circum
stances, the persevering and persist
ent man can always win.. John Rich
ard Green, from a bed of pain dic
tated the best history of England 
yet written, “ the flesh and blood his
tory,” as it is called, which gives a 
picture of English life as it really 
was and is.

Our own Francis Parkman was an 
invalid all his life and blind in his 
latter years, but nothing could daunt 
his iron will or conquer his deter
mination. He is justly acknowledg
ed our best and truest historian. 
Prescott was blind when he wrote 
the “Conquest of Mexico,” but where 
is the canvas that can compare with 
his pen and ink picture of the Incas 
and the early settlers?

Industry can overcome all obsta
cles if rightly directed. Ruskinsaid:
‘ Never depend upon your genius. 
If you have it industry will improve 
it; if you have none industry will 
supply the deficiency.”

Wellington at Waterloo said: 
“Hard pounding, gentlemen, but we 
will see who can pound the long
est.” When a friend asked Lincoln 
if he really meant to finish the war 
during his administration, the great 
tribune replied: “Can’t say, sir,” and, 
on being further pressed as to his 
intentions, doggedly answered: “ Peg 
away, sir, peg away!” Pegging away 
did it. Grant in the Wilderness grim 
ly said he would “fight it out on 
this line if it took all summer,” and 
fight it out he did. In relentless de
termination and invincible persist' 
ence lay the secret of Grant’s suc
cess as a soldier, just as in these 
qualities are found that impelling 
force which places men in the front 
ranks of action and enables them to 
overcome and vanquish all difficul
ties that lie in the way.

Madison C. Pete *rs.

They are richest who give the 
world most refreshing.

— (IDEAL)—

“ A lw a y s Our Aim ”

To make the best work gar
m ents on the market.

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

T o make them in such a way 
that the man who has once 
worn our garm ents w ill not 
wear “ som ething just as 
good ,” but w ill insist upon 
having The Ideal Brand.

W rite us for sam ples.

Cori, Knott & Co., Ltd.
20, 22, 24, 26 N. Division St 

Grand Rapids, Mich.

H A T S
At Wholesale

For Ladies, Misses and Children

M ic h ig a n  shoe Company
w  M i c h  A m ”  New Specialty Shoe

l  T l l O l l U t U  f0r Men and Boys

“Josephine” for Women
Made in all L eathers Snappy up-to-date Lasts _
Selling Agents Boston Rubber Shoe Co. DETROIT
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SELECTING A CAREER.

Cardinal Principles Which Must Be 
Observed.

W ritte n  fo r  th e  T radesm an.

Under present conditions most 
people must work. To spend a 
large part of the waking hours in toil 
is and must be, probably for a long 
time to come, the common lot. 
Whatever of satisfaction and happi
ness life shall yield, a great part of 
it must come in doing and from do
ing one’s work. For this reason, if 
for no other, let the idea be instilled 
into the mind of every young per
son to choose some calling in which 
his work will be a real service and 
benefit to his fellowmen. Then he 
can respect his work; it will have 
some dignity in his eyes. Then he 
can always feel that his efforts are 
making the world better and hap
pier, and this feeling is one of the 
rightful perquisites of toil.

Most of us never accumulate the
wealth to found hospitals and
asylums and endow colleges, but the 
man who has spent his allotted time 
in honest, useful work, skillfully
done, need never be ashamed of his 
benefactions.

There is no ethical justification in 
taking pay for work unless an hon
est and adequate service has been 
rendered. If a man is conducting a 
business that is not a benefit to his 
patrons, he has no moral right to his 
income.

The saloonkeeper and the gambler 
are parasites. The same can be said 
of the shoddy manufacturer, of the 
humbug vender, of the prorrioter of 
fraudulent schemes, of the trickster 
in any business—.they are all living 
off the efforts of other men.

From time immemorial society has 
condemned certain avocations. It 
has not been considered respectable 
to be a thief or a pirate; that is, to 
practice the arts of the thief and the 
pirate in the ordinary gross and pal
pable forms; although society long 
continued to tolerate and even to 
smile upon many of the refinements 
of thieving and piracy, particularly 
when carried on successfully and 
upon a large scale.

There has of late been a great 
moral awakening, an outcry against 
graft ‘ and all other forms of dis
honesty, a popular condemnation of 
all kinds of tainted money. A man. is 
now estimated, not so much by the 
size of the fortune he has made, as 
by the methods .he has employed in 
its accumulation.

At the present time it will not be 
so difficult to convince a boy that he 
must not enter the questionable call
ings, even although they yield large 
financial returns, as it would have 
been ten or fifteen years ago because 
the spirit of the times is condemning 
the making of money by unprinci
pled methods.

A calling which is all right in it
self may be pursued in a dishonest 
manner. A teacher who is too lazy 
to teach, or otherwise incompetent, 
may be able to hold a position on ac
count of a political pull, and yet ren
der no service that justifies her be
ing retained on the pay roll. Because
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his father is a director or a large 
stockholder a young man may be 
able to keep a well-paid place in a 
bank when he is not worth as much 
to the institution as a good1 errand 
boy. Such cases as these are graft, 
pure and simple, and should be con
demned as such.

* * *
Before deciding in favor of any 

given calling a young man will do 
well to find out how long he can 
work in it before be will begin to be 
considered a little too old, and per
haps have to yield his place to a 
younger competitor. Nothing is more 
humiliating to a man still in vigor
ous health and with skill won from 
long experience in a craft than hav
ing to take lower pay and a less as
sured position, and see the best 
places filled by those who are mere 
boys in comparison with him. In 
some pursuits this fate is almost 
inevitable, while in others ripened 
judgment gets its proper reward and 
a man “sees his best days” after he 
is 50 years old. The young man who 
has shewdness and foresight will 
consider his future and not tie him
self to a calling in which the value 
of his services will begin to depreci
ate as soon as be turns 40.

* * *
It is an age of division of labor 

and consequent specialization of ef
fort. The value of expert knowledge 
in business, (in the professions, in all 
the mechanical arts, is now unques
tioned. Happy is the man who has 
a good specialty, who can do some 
one thing better or more quickly 
than others can do it or who has a 
deeper or more thorough-going 
knowledge of a subject than his as
sociates in the same line of work 
possess. The old aphorism, “Knowl
edge is power,” has an added word, 
“Expert knowledge is power.” Al
most every intelligent young man, 
having chosen his calling, now plans 
to perfect himself in some one de
partment of it.

Specialization has its dangers and 
disadvantages. A kind Providence 
has arranged life so that every Wan 
has a great diversity of interests}and 
needs to know something about a 
great many different things. Besides 
being a worker, the average man is 
a citizen, a husband, a parent, a 
member of society. He must man- 
aeg his affairs, and so he has to be 
something of a financier. It is mani
fest that Nature never intended all 
one’s energies to be focussed about a 
single point.

So, because a young man intends 
to specialize, let him not scorn ob
taining as broad a general knowledge 
of his calling as it is possible for 
him to get. It will sometimes be 
found that expert knowledge in a 
single line is of value only when 
backed up by knowledge extending 
in many directions. A farmer may 
be an expert judge of the points of 
thoroughbred live stock, but, ordi
narily, this will profit him but lit
tle, unless he knows all about the 
care and feeding of animals, the dif
ferent kinds of soil and the raising 
of crops, the management of hired 
help, and the many other things

which a successful farmer needs to 
know.

Let a man have his specialty, but 
if he should by any chance be thrown 
out of it, let him know enough be
sides, that he can still land upon his 
feet. Quillo.

How To Make a Tea Gown.
The tea gown will always be a fav

orite, for it is quite impossible to do 
without one altogether, and so many 
women look attractive in it.

A lovely gown is made of an un
derdress of fine ivory net embroider
ed in an unusual fashion in thick, 
dull silks, also in ivory, with a coat 
worn over it that has no sleeves or 
“waist” piece, but is hung from the 
shoulders by two and one-half inch 
wide straps of gold embroidery, ros
es and foliage, and worked all around 
in the same style, the coat being of 
black chiffon velours.

The waist is almost entirely form
ed of a scarf of gold gauze, Which 
finishes at the bust line in a large 
butterfly bow. Th e likeness is ac
centuated by an application of black 
velour on the wings and certain 
black stitches are used to represent 
the markings seen on some butter
flies’ or moths’ wings.

The sleeves are made of series of 
light puffs of the ivory net arranged 
as if they were twisted around the 
arm, and between, each, apparently 
confining them, runs a string of fine 
gold beads.

The yoke is made of drawn net, 
with rows of these beads arranged 
in exact imitation of a necklace of 
many rows of pearls, and apparently 
fastening at the back of the neck 
with a gold clas.p, although, they real
ly are part of the yoke, which slight
ly puffs up between each row. This 
idea can be carried out in other com
binations, and, with this style of 
sleeves makes a pretty filling for an 
evening gown, with transparent tulle 
and pcards for a white gown, or jet 
and ivory net for a black, pale pink 
with coral, turquoise with blue, ame
thyst crystal for mauve.

Columbia, S. C., sends out the 
cheerful report that the hired girl 
problem is solved for that locality. 
For a long time the Southern peo
ple have been experimenting with 
European emigrants for help on the 
plantation and in the kitchen. The 
first lot brought over proved failures 
because they could not understand 
our language. An agent was sent to 
England who found that competent 
young women could not be induced 
to leave their homes. He therefore 
planned to ship whole families, and 
with the first installment of thirty- 
three maids came thirty-three fathers 
and thirty-three mothers and a large 
number of brothers and sisters", big 
and little. The young women were 
given places in Columbia and nearby 
towns, and their families were in
stalled on farms in the neighbor
hood, so that on the maids’ day off 
family reunions were possible. The 
announced result is “perfect satisfac
tion on both sides,” a condition un
known before since the war.

It is better to marry a good friend 
than a hero,

L E A K S
“John, the roof’s leaking and some of 

th a t flour will be damaged. Get a ladder 
and get out there right away and see if 
you can do something to stop it, and you. 
Sam, rush right down to  tinner Brown and 
get him up here QUICK.”

“Oh say, Mr. Merchant. Why all this 
hurry and excitem ent? I t  only rains a day 
now and then and only a few hours in the 
day a t th a t.”

"Yes. But G reat Sco tt, man, there is a 
leak in m y roof ”

“I know th a t all right and I don’t blame 
you for stopping it, but there is a leak in 
your cellar, ano ther a t the back door, 
ano ther a t the front door, ano ther out in 
front of your store , and lots of them  up 
and down both sides of your counter. 
In fac t, th e re  are LEAKS ALL OVER 
YOUR STORE. Then why should you be 
in such a flurry about the  one in your roof 
which does you the least damage of any 
of them? LOOK HERE! Unless you have 
an AMERICAN ACCOUNT REGISTER 
AND SYSTEM leaks perm eate your entire 
business and the only reason you do not 
get excited is th a t you do not see them  
dripping th rough . You have leaks from 
neglected or fo rgo tten  charges, re-writing 
of orders, slow collections, disputed ac
counts, lost trade, unrecorded C. O. Ds.. 
lack of integrity  checks, w asted time, un
necessary work, inability to make instant 
settlem ents, absence of credit limitations 
and necessary detailed inform ation. It 
takes the Am erican Account Register 
and System  to stop these leaks and many 
more. I t  does it  easily , i t  does it sim ply. 
Besides it holds trade and it w ins trade. 
I t  also m akes money as well as saves 
money, i t  e rec ts  a p ro tecting  roof over 
your en tire  business structure. B e tte r 
get excited and in terested  where it is 
most needed and will do you the m ost 
good.”

W rite today for full and com plete in
formation.

The American 
Case and Register Co.

Alliance, Ohio

J. A. Plank, Qeseral Agent 
Cor. Mbaroe and Ottawa Streets 

Orand Rapids, Mich.

McLeod Bros., No. 159 Jefferson Ave. 
Detroit, Mich.

Cut off a t this line

Send more particulars about the  Ameri
can Account Register and System.

Name ...............................................................

T o w n ........................................................

S t a t e ...........................................
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C4earance Sale Turned Business Fail
ure Into Permanent Success.

A merry crowd of traveling men 
were seated in the lobby of a small 
hotel in a Southern town after en
joying a hearty dinner, following a 
day of hard work drumming their 
trade. The one theater that was the 
boast of the city was “dark” on this 
particular night and the “knights of 
the grip” had formed themselves in
to several groups where they were 
discussing different topics.

The talk was of a general nature, 
including the latest foreign and do
mestic news. Local happenings were 
briefly discussed, while national and 
political events received a major 
part of the attention of every one. 
Off to one side of the group of men 
a shoe traveler and a dry goods trav
eler were discussing business meth
ods and the general trade situation. 
The shoe traveler becoming confi
dential said:

“ I've had the best order I booked 
this season cancalled without any 
excuse. The house has just written 
me asking me if I can give any rea
son why we should accept the can
cel.”

“Perhaps,” said the other, the firm 
has a very good reason for cancell
ing, and if they were asked to ex
plain would do so. I remember some 
years ago getting just such a letter 
as you have received from your firm. 
My best customer, I was doing the 
smaller towns then, had thrown me 
down completely. He wrote in to 
the house cancelling the whole order, 
stating that he had decided to sell 
and go out of business.”

“That is a different thing,” inter
rupted the shoe drummer, “my cus
tomer gave no excuse whatever.”

“As I was saying, Tom Brown, we 
will call him, had decided to go out 
of business. His order amounted to 
over $5,000 and meant $250 in com
mission to me. When I got that 
letter it made me feel as though I 
had lost $250, even although I had 
never fingered it. I was only 100 
miles from Benton, so ]» decided to 
cross the State and see Brown. I re
membered he had been talking about 
selling out, or moving away some
where because he could not make 
any money where he was. He was 
doing a large business, mind you, for 
the size of Benton, with its popula
tion of less than 4,000.”

“Did you really go and see 
Brown?”

“Yes, I did, and I have sold him 
$70,000 worth of goods since and he 
is now as successful as he was form
erly unfortunate. I will tell you all 
about it.”

By this time the rest of the trav

elers were drawing closer, all scent
ing a story. The dry goods traveler 
relighted his “briar” and after it was 
going to his satisfaction, began:

“ I arrived at Benton about 4 
o’clock, and having no baggage other 
than my hand bag dropped into 
Brown’s store on my way up from 
the depot. He was surprised to see 
me, but his greeting was as hearty as 
usual. I was convinced at once that 
Brown’s reason for cancelling my 
sale was as he had stated.

“ T have come 100 miles to see 
you, Tom, about that order. I do 
not like to lose that sale, and I do 
not want you to lose by receiving 
the goods. Are you sure you are 
going to sell out?’

“ ‘That’s right,’ he said, T have 
fully made up my mind to get out. 
When I took stock last week and 
found that I had just come out even 
after selling $27,000 worth of goods 
during the past year, I thought it was 
time to decide to do something. 
Don’t you?’

“ ‘Yes, I do,’ I replied, ‘but did you 
make any effort to find out why you 
did not make any money? You do a 
good enough business here for the 
size of your town. Your expenses I 
do not appear to be larger than or
dinary. Why, then, have you made 
no money?’

“ ‘Expenses are high,’ he retorted. 
Here I have five drawing from my 
cash drawer every Saturday night. 
The great trouble is too large a 
stock for the amount of business I 
can do. I should turn my stock 
about three times a year, but I only 
do it about one and one-half times. 
That is where the whole trouble lies. 
If I cut down my stock I cut down 
my sales. That means I will be 
worse off than ever.’

“ ‘Now, that I am here, Tom, I 
want you to let me go over the sit
uation with you carefully. You want 
to stay in business if you can make 
money here; if not, I want you to 
move to some place where you can 
make money so that I can continue 
to sell you goods. I am going down 
to the hotel now to have supper and 
I will come over later and talk over 
the matter with you.’

“  ‘You will do nothing of the 
kind, he said. ‘You will go home 
to supper with me and when we come 
back you can go into figures as 
deeply as you wish. If you can con
vince me that there is any way which 
I can make this business a paying af
fair I will stay here and I will give 
you bigger orders than you ever got 
before.’

“I had not expected Tom to be so 
cordial, when he might have looked 
upon me as an interloper in his busi-

TEN N IS SH O ES

OXFORDS AND BALS IN BLACK 
AND WHITE

S E N D  US Y O U R  O R D E R S  A N D  T H E Y  W IL L  B E  

F IL L E D  P R O M P T L Y

HIRTH-KRAUSE CO
GRAND RAPIDS, MICH.

The Leather That Goes Into 
Your Shoes

No. S44—Elkskin 
Tan o r Olive

L eather Sole—Klondyke Eyelets

Is what makes the shoes that are sold 
right, wear right and give your cus
tomers satisfaction. It’s easy, Mr. Man, 
if the line you’re selling are

H. B. Hard Pans
Thousands of dealers that know their 

business are pushing this line to the 
limit. We know you know your busi
ness and the kind of stuff you want the 
shoes your success as a shoe dealer de
pends on is built from.

Let us get together on the line made 
from the one leather that never fails to 
wear right.

Good business ahead on this line, in 
the Elkskin specialties. Are you with us?

All the information you want for a 
postal. Send it today.

Don’t forget to get in your application 
for that business puller, the “ Natural 
Chap,”  the first edition is nearly ex
hausted. ______

Herold-Bertsch Shoe Co.
Orand Rapids, Mich.
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ness. But we had a good old talk 
that night and I got these figures. I 
can never forget them, never. He 
did a business of $27,321.63 for the 
year. Wages, including $25 per week 
for Tom, amounted to $3,176. Rent 
was $600. Advertising cost $200. In
cidentals, including freight, insur
ance, etc., another $400, totalling 
$4,376.

“Tom figured on 25 per cent, profit 
all round. In his grocery depart
ment he had to sell some items for 
less, but in his clothing department 
he got 33% per cent, on many lines, 
evening up to what he figured as 25 
per cent. This, as you are aware, 
amounts to 20 per cent, of the sell
ing price. His gross profits should 
have been $5,463.26. His expenses, 
being $4,376, he should have shown a 
profit of at least $1,000, or accord
ing to his figures, $1,087.26.

“ I was at a loss to account for this 
sum, which meant a gain for the 
business if it could be placed. I sug
gested a mistake in the inventory, but 
Tom had carefully checked every
thing himself so there could be no 
error there. I decided to sleep on 
ir, and as Tom placed a room at his 
house at my disposal I put up there 
as comfortably as if I was at home.

“I spent two days and nights in 
that blessed store hunting for the 
leak. I knew it was there and I knew 
it could be found. The longer it took 
to find it the more determined I be
came to locate it, and when I did find 
it I was as much surprised as Tom. 
You couldn’t guess where it was and 
what it was that had licked up that 
thousand dollars cleaner than a whis
tle.”

“Someone was filling their pock
ets,” suggested several.

“Wrong, away wrong. Tom was 
his own enemy. He was emptying 
his pockets instead of filling them. I 
will tell you how he was doing it 
and how I found out he was doing it.

“I was two days and nights locat
ing that leak and yet during all that 
time I heard and saw evidence of it 
every few minutes. Tom was whai 
we used to call a conservative mer
chant. There were a number of things 
he did not believe in, and one of 
them was clearance sales. It was his 
practice to go through his stock at 
any old time and mark down goods 
that were not selling. Every time he 
ran across a line that did not ap
pear to be moving he would get out 
his little axe and cut off a part of 
the price. I found this out after lis
tening to the arguments of several 
of his clerks. They would say that, 
‘This has just been reduced in price,’ 
and ‘Mr. Brown just reduced the 
price on this,’ and ‘the regular price 
of this was —  and we are now sell
ing it at — .’

"There was where the whole troub
le lay. Tom Brown was selling too 
many goods at a loss. His clerks had 
got into the habit of urging a cut in 
a line shortly after it was stocked. 
They found it an easy matter to sell 
goods at a cut price and worked the 
game for all it was worth. Three or 
four thousand dollars' worth of goods 
sold at no profit and not even 
enough made on them to pay for 
selling expenses will soon reduce the

percentage of profits a man is mak
ing. Tom thought he was averaging 
25 per cent, and he was not even get
ting an average of 20.

“When I found out where things 
stood I took a careful inventory of 
one line of goods and found fully 25 
per cent, of the stock was marked 
down in price. Then I went and 
had it out with Brown. I showed 
him what he was doing and he ac
knowledged that he did like to put 
the knife into unsalable goods.

“ ‘What in the world can I do?’ he 
said. ‘These goods must be sold. 
They won’t sell at a profit so they 
must sell at a loss. The first loss is 
the best loss, isn’t it?’

“I admitted that it was and then 
ventured to say: ‘Mr. Brown, you are 
too conservative by far in your 
methods. You really ought to be 
more liberal in your views. You 
should adopt city methods and have 
a clearance sale at least twice a year. 
When you find a line is not selling 
reserve it for your special sale, but 
even at that time do not cut too 
many lines too deeply. Try it and 
see if it does not help you out. You 
owe it to yourself to do so. Try the 
method for a year and then if the 
business does not show an improve
ment you can sell out or move the 
stock.’

“Brown was always quick on a de
cision, but this time he broke the 
record and nearly broke my fingers 
squeezing them as he said: ‘I will do 
it. I will have a big sale at once. I 
guess I have been a little behind for 
I have read enough about the bene
fits of such sales in the trade papers 
to have adopted the idea before. Tell 
your firm to slip along that order. I 
guess I will need the goods.’

“And he did. He repeated on over 
90 per cent, of the lines ordered for 
that season.”— Shoe Retailer.

Re-organization of Dunkley Com- 
panl.

Kalamazoo, June 23— The Dunk- 
ley Canning Co., one of the largest 
in the country, is being reorganized. 
The failure of the fruit crop last 
year and the financial stringency 
which followed, proved a hard blow 
a9 the company had to buy fruit at 
a high price and later enter into 
competition when there was a big 
reduction in the price of canned fruit.

The company owns plants at South 
Haven, Mattawan, Grant, Hartford 
and Frankfort, all of which have al
ways been in operation. C. A. Peck, 
S. B. Monroe, of this city, and Geo. 
Merriman, of Hartford, have become 
interested in the company for the 
protection of creditors. S. J. Dunk- 
ley, organizer of the company, will 
remain at the head of it.
. The assets of the company are said 

to be largely in excess of its liabili
ties.

A  Substitute 
Never Substitutes

There is nothing like the real 

genuine original Hard Pan Shoes for 

the wet weather. They are storm 

proof; not only that, but they will 

give the hard-on-shoes people more 

wear and foot comfort for their money 

than }:hey can get in any other shoes.

Our trade mark on the sole 

guarantees them to your customer.

Rindge, Kalmbach, L ogie &  C o ., Ltd* 

Grand Rapids, Mich.

CANVAS SH OES
Are the most comfortable for warm weather

We have a complete line of W H ITE  and COLORED 
at popular prices

There are times when a thimbleful 
of native wit is worth a ton of wis
dom.

MAYER Honorbilt
Shoes Are Popular

GRAND RAPIDS SHOE & 
RUBBER CO.

H O O D
RUBBER COMPANY' 

BO STO N .

O , s . *  •
T RADE  MARK
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Raising Broilers and Roasters Pay
ing Occupation.

The rearing of broilers may be re
garded as one of the specialties of 
the poultry business and does not 
appeal particularly to the farmer, but 
it can often be made a paying occu
pation in connection with an egg 
farm, or as a winter employment for 
those whose regular occupation gives 
them plenty of leisure at that sea
son. Great skill is required to bring 
this work to its highest perfection, 
and anyone contemplating the pro
duction of broilers on an extensive 
scale should not depend on written 
.directions for his guidance, but 
should make a careful study of the 
market demands and should visit one 
of the successful broiler producers 
for the practical experience of such 
men is the safest guide.

Broilers are young, plump chick
ens, weighing, when dressed, from 
three-quarters of a pound to two 
pounds, and are usually killed when 
from six to twelve weeks old. The 
name is derived from the fact that 
they are usually split down the mid
dle and the halves broiled. Tht 
market demand to-day is for broilers 
of three sizes— squab broilers, small 
broilers and large broilers. Squab 
broilers when dressed weigh from 
three-quarters of a pound to ont 
pound each; small broilers, the size 
most in demand the greater part of 
the year, weigh one to one and one- 
quarter pounds each, and large broil
ers from one and a half to two 
pounds each. In most American 
markets a yellow'-skinned and yellow
legged bird is preferred, but this is 
not of as much importance as good 
quality of meat.

corn in various forms should be fed 
freely. They will digest more feed 
if fed ground than if whole or crack
ed, A moistened mash, consisting 
of about two-thirds cornmeal and 
one-third bran by milk is good. 
Cooked potatoes are good, and milk, 
with a little sugar added, will hasten 
fattening. Broilers may be sold alive 
or dressed, according to the discre
tion of the grower. If dressed, this 
should be done according to the de
mands of the market to which they 
are to be shipped.

For roasting, a young fowl about 
full grown, but still soft-meated, is 
used, and to roast satisfactorily it 
must be moderately fat. Roasters 
are roughly classed as “small roast
ers” and “large roasters.” The great
est demand is for small roasters 
weighing four or five pounds each, 
though the demand for large roast
ers weighing eight or nine pounds 
each is steadily increasing. Yellow 
skin and yellow legs are more gen
erally demanded .

If the chickens have been properly 
grown and are in good, healthy con
dition, about ten or twelve days’ con
finement in a pen and small yard 
with fattening feed, will put them in 
as good condition as is desirable. 
1 hey should then be dressed and 
packed according to market de
mands. The growing and marketing 
of roasters is an important business 
in some parts of the country, espe
cially in the vicinity of large cities. 
A poultryman living near a good 
market or having good shipping fa
cilities which bring a good market 
near him, can often dispose of his 
surplus cockerels as roasters to good 
advantage.

In broiler raising an incubator is 
a necessity in getting early hatched 
chicks. After the chickens have been 
hatched they may be removed to the 
brooder, where the femperature 
should be kept at about 95 degrees 
F. for the first two or three days, 
when it may be dropped to 92 de
grees F., which is about right for 
the remainder of the first week 
From then on the temperature may 
be gradually reduced at the rate of 
about 5 degrees each week until 70 
degrees F. is reached. It is import
ant to keep an even temperature.

A fat broiler is quite a rarity; the 
best that can be done, in general, is 
to have them plump, for the natural 
tendency of the chick is to use all 
nutriment for growth and develop
ment. When the birds are nearly 
large enough for the market they 
should be given all the fattening feed 
they will eat, and for this purpose

The New Enoch Arden.
In the first place, Enoch had been 

married twenty-three years when he 
went sailing, and he had been before 
the police justice eighteen different 
times for mauling Mrs. Arden. His 
usual way of leaving home was by 
dodging through the back door in 
front of a flatiron, and the usual way 
of welcoming him back was to say:

“Well, you old mutton-head, what 
saloonkeeper turned you outdoors 
this time?”

Enoch left home after a big family 
fight and took a sailor’s berth at $17 
a month, and in due time was wreck
ed on an island. He didn’t suffer for 
provisions, and the only time he ever 
thought of his wife he said to him
self:

“I do hope that old red-headed cat 
of mine will run away in my ab
sence.”

Years went by and Enoch Arden

was finally rescued and landed in his 
native village. It was dark as he 
turned into the gate and softly ap
proached the house to peer into a 
window. He didn’t see a sad-looking 
wife, strange children and a strange 
man bossing the roost. What he saw 
was that same old wife finishing up 
her ironing and drinking from the 
growler^ Enoch could have gone 
away and never revealed his identi
ty, but he wasn’t that sort of a 
clothespin. He kicked the door open 
and walked in and casually re
marked:

“Come, old woman— prance out a 
square meal or I ’ll make it red hot 
for you!”

And her answer was:
“Got out of State’s prison at last, 

have you?”
Then they mauled each other with 

alacrity and dispatch, and it wasn’t 
half an hour before Enoch felt as 
much at home as if he hadn’t been 
gone a single day.

What chain is so strong as that 
woven of the golden strands of a 
woman’s hair?

Life is the mill in which men are 
made.

(YX)
! V brand/

Ground

Feeds
None Better

W Y K E S &  C O .
ORANO RAPIDS

If you want to buy fruits, 
vegetables or produce

Buy From Us
If you want to sell vegetables, 
butter, eggs, poultry, etc.

Sell to Us
We can fill orders promptly 
for any quantity of strawber
ries, Bermuda onions, pine
apples, South and home grown 
vegetables, oranges, lemons, 
bananas.

Our Market Letter Free

The Vinkemulder Company
Grand Rapids, Mich.

Dairy Butter
I can use all grades, but especially want No. 1 full grass 

dairy butter in crocks or well soaked parchment lined, double 
headed sugar bbls.

Write or phone me today what you have to ship and I will 
give you my best offer and keep you posted on market changes. 
If you can not ship on refrigerator car ship early in week so 
butter will not be in transit over Sunday. Of course, I am 
always in the market for eggs.

13 Years’ Square Dealing

F. E. STROUP (stroupe&*ĉ rm.r) Grand Rapids, Mich.
References: Grand Rapids N ational Bank, Commercial Agencies, Tradesman 

Company, any Grand Rapids W holesale Grocer.

We sell all kinds field seeds

Medium, Mammoth, Alsyke, Clover
Tim othy, Red Top, Orchard Grass

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

B ® O S .f WHOLESALE DEALERS AND SHIPPERS 
Office and Warehouse Second Ave. and Railroad.

BOTH PHONES 121T GRAND RAPIDS, MICH.

L  J. Smith & Co., Eaton Rapids, Mich.

Manufacturers ofEgg Cases and Egg Case Fillers
can always furnish Whitewood or Basswood Sawed 

Cases in any quantities, which experience has taught 
us are far superior for cold storage or current shipments.

Fillers, Special Nails and Excelsior, also extra parts for 
Cases and extra flats constantly in stock. We would be 
pleased to receive your inquiries, which will have our best 
attention.
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Special Features of the Grocery and 

Produce Trade.
Special C orrespondence.

New York, June 19— Speculative 
and spot coffee have both been things 
of the imagination largely this week. 
In the former line every broker 
quotes a “quiet week.” An occasion
al jobber reports fair sales to roast
ers,- but, as a rule, all hands agree 
that the midsummer dulness has set 
in sooner than usual, or word's to 
that effect. In store and afloat there 
are 3,467,242 bags, against 3,954,854 
bags at the same time last year. At 
the close Rio No. 7 is quoted at 6*4 
@6j4 c. Mild coffees are moving 
steadily and quotations are well sus
tained. Individually buyers take 
small lots, but the aggregate is fairly 
satisfactory, although a more active 
market is looked for with confidence.

The demand for sugar is disap
pointingly light. It is thought that 
dealers must have been well supplied 
at the low rates which prevailed 
some time ago, and that this is now 
being worked off. When this is ac
complished there will be a rush for 
the goods and the “season” will soon 
be in full swing. The prevailing rate 
for granulated is 5.30c, less 1 per 
cent, for cash.

New crop Japan teas are here and 
they seem to stay here, too, as the 
call for teas of all kinds has been ex
tremely light. Buyers will not pur
chase ahead of current requirements 
and prices show little if any change.

Advices indicate a big rice crop, 
but buyers seem to show little inter
est in the article. Matters might be 
worse, so far as this market is con
cerned, but at the moment there is 
simpjy an everyday trade going on. 
Foreign styles are coming in all the 
time and this serves to fill the demand 
for medium grades, which have been 
in limited supply.

Spices are doing better. A fair de
mand prevails and quotations are well 
sustained, although showing no 
change.

Molasses is rather dull, as is to be 
expected at this time of year. Still 
there is something doing and buyers 
pay full rates. Stocks are moderate. 
Good to prime open-kettle, 22@3oc. 
Syrups are in rather moderate sup
ply and unchanged.

There ought to be a good demand 
for canned peas if reports of the 
pack are confirmed. Small as it was 
in 1907, it is said that it will be only 
half as large this season. Buyers, 
however, are sending in only the us
ual orders— little and often. Country- 
packed standards are quoted at 70@ 
75c. Holders of desirable tomatoes 
are not urging customers to take the 
same and for full standards the mar
ket is pretty firmly sustained at 75c 
f. o. b. The same rate is named for 
futures, f. o. b. factory. Corn, 1908 
pack delivered here, is also quoted 
at 75c. California fruits have been 
moving freely within a few days. 
Southern peaches promise to give a 
large pack and quotations are rather 
lower— $2.25@2.3o for standard yel
low.

The butter market is rather quiet 
and unsettled. The quantity arriv
ing is large and the accumulation in 
first hands is toq big for comfort.

While creamery specials in some cas
es have brought 24^0, the usual rate 
is 24c; extras, 23J4c and under grades 
work out at 22@23c; Western fac
tory, firsts, I9J4@20c; seconds, 18*4 
@i9c; process, 2i@22c.

New cheese has been in more lib
eral supply and is quoted at n H @  
12̂ 4c for full cream. The demand is 
moderate, although there is quite a 
steady call for really desirable stock.

Eggs are quiet and little variation 
in quotations is shown from last 
week. Extra firsts, regular packings, 
I7 @ i8 c ; fresh gathered firsts, i6@ 
i6J4 c; seconds, i5@i5J4c.

A Drummer’s Luck.
“I’ve been on the road only twen

ty-six years and traveled nine times 
around the United States,” said the 
Grand Rapids furniture salesman, 
“and so you must excuse me for 
being a tenderfoot and not up to the 
dodges. I struck New York one day 
three months ago with $2,000 in cash 
in my inside pocket. It was a legacy 
left me by my aunt. I was sitting 
in the office of my hotel when I was 
approached by a ministerial looking 
man who said he had been struck 
by the innocent look on my face. 
After a little talk he offered to show 
me how to beat the races by means 
of tapping the telegraph wires. It’s 
an old game to the rest of you, but 
I had never heard of it before. When 
he assured me that we could make 
half a million plunks inside of a 
month I told him I was his man 
and would put in every dollar of my 
legacy.”

“You must be a jay!” exclaimed 
one of his listeners.

“I am. There is not a bigger jay 
in the world. I was born that way 
and can’t help it. I was to give the 
ministerial man the rhino next day, 
and I sat thinking how nice it would 
be to be worth a quarter of a mil
lion, when a doctor from my town 
came rushing into the hotel and said 
to me:

“ ‘Say, Jim, I have been riding 
around in a hack all day and am dead 
broke and can’t pay the hackman. 
Lend me $2,000 for a few days, will 
you?”

“And you lent it to him?”
“Yes, handed it right over, and he 

handed it to the hackman and squar
ed up.”

“But have you got it back yet?”
“No-o. You see, the doctor went 

into bankruptcy next day. I may get 
five cents on the dollar some day, 
but it is doubtful. Gentlemen, don’t 
call me names nor hold it up against 
me. I have been an orphan all my 
life, and Nature made me a trusting 
and guileless man. I have tried to 
be wicked, but it is not in me. I 
ought to have known better, but I 
was from Pittsburg, and the doctor 
was from the same town, and. he 
called me Jim, and wanted the money 
and— and— ”

And he turned away his head and 
struggled with his emotion.

“What is an agnostic?” asked Rol- 
!o. “An agnostic,” replied Uncle 
George, “is a man who loudly de
clares that he knows nothing, and 
abuses you if you believe him.”

M. O. BAKER &  CO.
Toledo, Ohio

Jobbers Potatoes and Apples

Veneer Box Co.
M anufacturers of 

all kinds of

Shipping Boxes and Egg CasesCorrespond with us
Grand Rapids, Mich.

CASH FOR YOUR BUTTER
We are cash buyers every week in the year of packing stock and «ountry 

roll butter. Any quantity. Get our price before selling.

B. S. PEARSALL BUTTER CO.
Process Butter Manufacturers Office and Factory, Elgin, III.

________________ R eferences—Bradstreets; Home National Bank. Elgin.

W. C. Rea A. J. W itzig

REA &  WITZIG
PRODUCE COMMISSION

104-106 West Market St., Buffalo, N. Y.
We solicit consignments of Butter, Eggs, Cheese, Live and Dressed Poultry, 

Beans and Potatoes. Correct and prompt returns.
REFERENCES

Marine N ational Bank, Commercial Agents. Express Companies, T rade Papers and Hundreds
of Shippers.

Established 1872

PRODUCE Vegetables, Poultry, Eggs, Butter, Cheese, Etc.
We buy and sell in any quantity and only solicit your patronage upon merit 

of goods and satisfactory  dealing.

RODER1CK-GLASCOTT CO., 3 9 S. Market S t., Grand Rapids, Mich.

I
1

We Claim Quality Counts
Our brand Fancy White Virginia New Potatoes in full size barrels. 

The best grade offered in Western Michigan. Please try them.

Yuille-Miller Co. Grand Rapids, Mich.
C itizens Phone 5166 Bell Phone 2167

All Kinds of Cheese a t 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

BUTTER
We want 50,000 pounds of packing stock and 25,000 pounds of fancy 

June dairy butter in jars for storage. Don’t fail to write or phone us for prices 
before selling. Both phones 2052.

T. H. CONDRA & CO.
Manufacturers of Renovated Butter Grand Rapids, Mich.

Our seeds have behind them 

a good reputation of more 

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

ALFR ED  J . BROWN S E E D  C O ., GRAND R A PID S, MIOM.
OTTAWA AND LOUIS STREETS

W n D I I V I T  better Heads, Note Heads, Bill Heads, Cards, Ei 
1 K l l \  I vel°Pes- 'n fact everything a dealer needs

T O A B C C M A i lTRADESMAN COMPANY.
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Plethora of Geometricals in Hand
kerchiefs.

Extensive displays and fairly large 
sales of fancy handkerchiefs have 
simultaneously occurred to mark the 
course of small accessories for the 
fortnight. There is almost a plethora 
of geometricals, with scarcely a sign 
of flower designs, and but a few 
Rumchundas. Every shop from the 
highest priced to the cheapest is 
making such use of the fancy hand
kerchief as the market has rarely 
witnessed. Inside and outside trims 
are replete with variations of the 
geometerical designs. Three tints 
lead the procession, tan, blue and 
green, all light and delicate, with 
here and there a gray.

Color matching is made a Dasis 
and endless varieties have been con
ceived that attract the eye and tempt 
the purse. Different shops among 
the fashion pace setters have evolved 
special schemes peculiarly their own. 
Here a handkerchief and hose; there 
a handkerchief and scarf, but in al
most every instance the handkerchief 
is used in combination with some 
article of apparel, and some excel
lent effects have resulted. In fact, 
some shops seem to have gone hand
kerchief mad, and not without good 
reason, either, for there is, perhaps, 
no other single accessory that so 
readily1 blends or contrasts and yet 
feasibly harmonizes either in unit or 
ensemble.

Geometrical designs rule almost 
exclusively with the colors mention
ed and in almost invariable combina
tion with satin damasse stripes. Nar
row hemstitched borders are the 
general rule, colored in the same tint 
as the interior decoration. White 
and one color is the most popular 
scheme, white and two colors are 
less prominent and three colors rare.

Monograms and initials do not 
seem to be as popular as of late, 
evidently giving way to simpler ef
fects.

Most retailers have benefited 
greatly by the weather, in their belt 
stocks especially, which have begun 
to move out in such volume as to 
make quick duplications necessary, 
much to the gratification of the 
wholesalers, who now feel that they 
may clean up at the end of the sea
son in good shape, better than they 
did a year ago. Frequent reports 
are heard about job lots of last sea
son’s stock being peddled around the 
market at much reduced prices. 
Prices still hold quite firmly, how
ever, on fresh goods. Many initials 
are being sold on belt loops and on 
fobs as a part of the belt. Quite a

variety of letters are to be seen, 
chiefly old English, in brass, barred 
top and bottom. Gun metal is not 
prominent among the best class ol 
displays.

Color matching is being attempted 
with belts where the leather permits, 
which, with the many tan, gray and 
black and white effects now in use, 
is artistic and attractive.

Dove gray glace, with smoked 
pearl buckles, seems to be one of the 
most popular shades and finishes, 
together with tan, with brown pearl 
buckles, and are reported selling 
well. A trim composed of a number 
of white belts, trimmed with brass 
or natural pearl ,and in conjunction 
with white hose and other white ac
cessories, recently attracted consid
erable attention in a leading New 
York fashion establishment. Escal- 
loped loops are a recent fancy with 
some and produce a simple, but ef
fective touch.

Extremely heavy Malacca walking 
sticks have been shown recently 
among some of the imported lines. 
They are impressively stout, some of 
them reaching a diameter at the head 
of an inch and a half, tapering down 
to five-eighths, silver mounted. The 
other extreme is to be found in a re
vival of the exceedingly slender bam-  ̂
boo sticks, so familiar in some past 
seasons. Now they are headed with 
the thinnest and daintiest of ivory 
caps, hardly big enough to be called 
a knob. One high-class furnisher has 1 
just imported some sticks, among 
which are striking ones of bamboo, I 
crooked, dyed a deep brown, where1 
the hand touches and decorated on 
the shank with Japanese color pic
tures outlined in black. The crook 
ends in a natural knob, the whole 
producing a most unique appearance. 
The ferrule effect has been applied 
to Malacca and ash, as well as on the 
familiar partridge wood. Malacca 
and bamboo are the two most fash
ionable woods now selling, in com
bination with silver and ivory.

Owing, it is thought, to the con
tinuation of the small stocks idea, 
the umbrella trade continues with 
practically only spot business to keep 
it going. Future business has gain
ed little impetus.

Repeat orders are coming in fair
ly well for leather garters. This is 
due very largely to the advent of hot 
weather and the activity in knee 
length underwear. While the manu
facturers are not being crowded hard 
for shipments, business on this par
ticular article of apparel is thought 
to be fully up to 1907, and as trade 
has set in briskly much earlier than*

last year, it looks as though the sea
son would run considerably ahead.

The suspender salesmen are on 
the road for fall business. They are 
not doing as much as they did last 
year, but are booking something all 
along the line, even though the or
ders are smaller. Staples are selling 
better than novel-ties, according to 
reports already in. In the market 
centers, where the merchants can cir
culate around to the best advantage, 
some buyers are inclined to hold off 
for a while longer. With the advent 
of belts suspenders have taken a big 
drop, which naturally reacts on the 
duplicate business, which is dull.

As the season advances glovers 
are beginning to get more fall busi
ness in hand. The prematurely early 
hot weather, however, has brought 
so much business to the retailers 
that in many cases they have not 
had the time to attend to their buy
ing properly and consequently have 
temporarily postponed it.

Immediate retail trade is confined 
almost entirely to silk gloves, whiti 
kid for weddings and formal wear 
excepted. Gray leads in the sales, 
with tans second. Just why tan does 
not take first place is hard to tell. 
1  he most plausible reason given is 
that silk gloves are worn almost ex
clusively by the best dressers, who 
have largely been weaned from 
browns for summer, in preference to 
blues and grays. White silks, of 
course, are sharing the formal call 
with kid. It is early yet to tell how 
the silk' glove will fare this year

with the male public, predictions 
forecasting both its advance to pop
ularity and its retirement to the 
women’s department.— Apparel Ga
zette.

For Fishing.
A certain John Simmons had been 

a twenty-years abstainer, but fell 
from the ways of grace and worship
ped the vinous god with all the ferv
or of a pervert.

Feeling the need of recuperation 
he sent his boy to an adjacent hos
iery  for a bottle of whisky.

“But,” cried the hotel proprietor, 
“who’s it for?”

“For my father,” said the boy.
“Nonsense. Your father is a total 

abstainer, and has been, to my knowl
edge, for longer years than you’ve 
lived.”

“Well, at all events, he sent me 
for it.”

“What does he want it for?”
“To let you into a secret,” the boy 

said, ashamed to tell the truth, “lie’s 
going fishing, and he wants the cork 
to use for a float.”

External Evidence.
Little Clarence had the experience 

for the first time of taking his bath 
in a cold room with water not at 
the usual temperature. His mamma 
left him for a moment, while he 
looked aghast at the “goose flesh” 
that appeared.

“Hurry up, mamma,” he called, “ I 
am turning into a chicken.”

Look to your works and your 
wings will take care of themselves.

The
“Zero”
Corset
The “ Zero” Corset appeals to 
those desiring a cool and com
fortable article for hot weather. 
It is made of fine netting, well 
stayed, and is a good fit. Sizes 
18 to 30. Price $4.50 per dozen.

A Trial Order
in our corset department will convince that we are really 
offering better values in popular priced numbers than many 
manufacturers. We have good fitting models to retail at 25 
cents to $1.50 each in girdle style, medium lengths, abdominal 
reducing and long hip. Look us over. We guarantee satis
faction.

GRAND RAPIDS DRY GOODS CO.
Exclusively Wholesale drand Rapids, Mich.

Beginning June 20 and until fu rther notice we will close Saturday 
afternoons a t l o'clock.
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Training a Girl for Her Work in 

Life.
W ritte n  fo r th e  T radesm an.

It would be far easier and simpler 
to train a girl for her work in life if 
it could be told with any certainty 
during her years of preparation what 
that work is to be. She may choose 
some business or profession, fit her
self thoroughly for it, and follow it 
all her life long. Or having prepar
ed herself for such a life she may 
marry and turn her back on her 
chosen calling, and become as do
mestic as a German hausfrau. Or 
she may combine matrimony and 
professional life.

It is not only uncertain, whether in 
any given case, marriage will be a 
factor to be reckoned with, it is im
possible to tell what the effect will 
be upon her fortunes if she should 
marry. She may, without so much ef
fort as turning her dainty hand, have 
untold wealth placed at her disposal. 
On the other hand, it may be her 
lot to earn the bread for herself and 
her children— perhaps for an invalid 
or incompetent husband as well.

Now most fair-minded parents 
have great respect for a girl’s indi
viduality and want she should lead 
the kind of life that will be best for 
her. Perhaps they would prefer that 
she follow the usual life of her sex, 
but they do not want her to contract 
an ill-advised or uncongenial mar
riage. If she really wants to have 
some kind of a “career” they stand 
ready to help and encourage her. 
They want she should make a suc
cess of life. They hope not to see 
her in a few years an incompetent, 
slouchy housekeeper, proclaiming 
that marriage is a failure, nor yet 
an overworked, underpaid toiler, un
dermining her health but possessing 
no skill to earn more than enough 
to keep soul and body together.

Without attempting to solve the 
many difficult problems which the 
subject presents, permit me to sug
gest that there are some simple, 
homely things that every girl should 
learn, which will be of use to her 
in any walk in life, and to urge pa
rents not to let the years of girl
hood slip away without seeing to it 
that every mother’s daughter knows 
them.

While the girl is in school see to 
it that she gets a good thorough 
knowledge of the common branch
es; that she knows her arithmetic so 
that she can add a long column of 
figures with a dependable result; that 
she can spell correctly and write a 
good hand, and express her thoughts 
readily in writing; that she can read 
so as to get the meaning with ac
curacy and intelligence.

Does someone ask, “Must parents 
see to everything? When we pay 
taxes and build schoolhouses and 
buy school books and hire instruct
ors and get the children off in time 
every morning and sign report cards, 
is there then no letup? Must we still 
poke around and see that the teach
ers do their simple duty, what they 
are hired for and paid to do? Must 
we test Jimmie and Annie on their 
reading, writing and arithmetic?”

The reply to these very natural 
and pertinent enquiries is that teach

ers are only human. In addition to 
their great stores of erudition of the 
most profound nature, they some
times acquire considerable worldly 
wisdom. They find that, if by great 
pains and labor they maintain a high 
standard of thoroughness and effi
ciency, to use a common phrase, they 
don’t always get any thanks for it.

If Jennie should be reported defi
cient in one or more studies and not 
allowed to pass her grade, the teach
er knows well that a parental howl 
of far-resounding proportions is apt 
to result. The teacher may want to 
retain her position, and she knows 
that the fewer parents she makes dis
satisfied the better are her chances 
for holding her place. But if Jennie’s 
parents are the kind who will raise 
a howl if the girl is passed along 
when her work is not up to the 
mark the teacher will be far more 
likely to do her plain duty in the 
matter.

Let the daughter while she is still 
a young girl under her father’s roof, 
learn to do housework. In nineteen 
households out of twenty there is 
not enough help employed so that 
it is necessary the daughter render 
what assistance she can. In the 
twentieth let the girl do it for her 
own good. There are very few wom
en, even among those who do not 
marry, but find a knowledge of sim
ple cookery and housekeeping very 
useful at some time in their lives.

Household labor of all kinds is 
very distasteful to some girls. It is 
well for such a one to find out she 
does not like it before she leaves 
the parental roof. Before she mar
ries some poor young man she will 
consider what her contract to cook 
three meals a day, besides washing, 
ironing, mending and scrubbing, will, 
involve.

Let the girl have the handling of 
money so as to learn its value and 
economize in its use. Let her buy 
her own clothing and make some of 
the expenditures for the household.

Teach her habits of neatness, or
der and system. Encourage her to 
take a proper pride in her dress and 
personal appearance.

From her earliest childhood train a 
girl in good manners. Thoughtful 
consideration for the rights and feel
ings of others, habitual tact and 
courtesy, a pleasing and gracious ad
dress—these will serve her in good 
stead in any walk of life. Whether 
she be a typewriter in a business of
fice or a belle in the ballroom, a ma
tron in her own home or a mission
ary to the South Sea Islanders.

The girl whose parents are very 
poor commonly leaves school when 
quite young and goes to work. She 
has no time or money for training 
and she must take any kind of em
ployment she can get. The daughter 
of wealthy parents, when she has fin
ished school, enters society. Be
tween these two extremes is the 
great body of what may be termed 
middle class girls, the daughters of 
parents not at all wealthy but in 
fairly well-to-do circumstances. It is 
becoming a very general custom for 
such to learn some craft or trade by 
which they can earn their own living

or at least make enough for clothes 
and spending money.

Most of these girls expect to mar
ry in a few years at the farthest, and 
do not enter upon their book-keep
ing or stenography or millinery as a 
life-work; but much can be gained 
by a few years spent in this way if 
the work be undertaken in the right 
spirit.

No one really knows the value of 
a dollar until he or she has gone 
right out in competition with oth
ers and earned one.

Let the girl be encouraged to do 
her work well, to acquire all the 
skill she can, and so to master her 
business that if she should need lat
er in life to turn to it again as a 
means of support she can readily do 
so.

Parents are prone to be very ambi
tious for their children and to have 
such high hopes in their behalf that 
they neglect to see to it that the chil
dren learn the simple fundamental 
things that will insure success and 
happiness in the humble walks of life. 
Some one has wisely said that it is 
far more important to know how to 
live and get something out of life 
on $10 a week than on $10,000 a year

Quillo.

Professional Jealousy.
Dickson— My horse has reasoning 

powers, I tell you.
\\ ickson— In wihat respect partic

ularly?
Dickson—Well, instead of shying 

at that automobile cab he edged up 
to it and kicked it.

w ish  to  t h a n k  th e  tr a d e  for th e  

m a n y  ca lls  an d  le tte r s  of c o n g r a tu la tio n  

received d u r in g  our op en in g. W h e n  in  

th e  c it y  do n o t fa il to  com e in an d  see  

us. W e  close a t  one o ’clock  S a tu r d a y s  

d u r in g  th e  su m m e r m o n th s.

P. Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.

Simple 
Account File

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

Charge goods, when purchased, directly on file, then your customer’s 
bill is always 
ready for him, 
and c a n  be  
found quickly, 
on account of 
the special in
dex. This saves 
you l o o k i n g  
o v e r  several 
leaves of a day 
b o o k  if not
posted, when a customer comes in to pay an account and you are busy 
waitihg on a prospective buyer. Write for quotations.

TRADESMAN COMPANY, Grand Rapids
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How To Ascertain a Salesman’s Real 
Character.

"The personal character of a sales
man I place higher than perhaps 
anything else,” said one sales mana
ger. “If a man lacks character in 
salesmanship he lacks the biggest 
qualification for permanent success. 
No matter how naturally brilliant he 
is, it will not pay a reputable house 
to engage him.

“I 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-1 
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 j 
has 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 J 
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 I 
another house. After considerable 
coaching from his new employers he j 
becomes a fairly successful salesman, j 
But a time comes when Blank’s pri
vate life becomes demoralized. He 
does not do his work right. His 
territory “goes to pieces.” Custom
ers place their business elsewhere. 
Accordingly Blank is “ fired” and a 
new man put in his place. But harm 
done is not easily undone. It is ques
tionable whether Blank has not been 
a distinct failure, taking his losses 
and gains and averaging them up to
gether.

Had Blank’s house looked a little 
more keenly into his character when 
he first applied for admittance on the I 
sales force he never would have been I 
appointed.

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 away from 
other houses. Although a certain 
amount of changing around is inevi
table, yet in the main this policy is

a bad thing for both employer and 
employe. The biggest wholesalers 
and the largest firms selling special
ties have grasped 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.

“I would rather get a man obvi
ously cut out to be a salesman who 
has been working in the credit or 

'correspondence 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 $S,ooo to $8,000 a year else
where,” said the manager of a large 
mercnandising house recently. “It is 
not that Lobject to paying the high
er price, because all men are paid on 
commission, but because I am mor
ally certain the outsider wi'll 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 dollars 
a month.”

Men who have worked with a 
house for a number of years, and 
have preferably grown up with it, are 
nearly always more loyal to their 
employer’s interests than any other 
type of employe.

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 unlikely 
men who apply for positions as sales
men turn out to be the best business- 
getters. On the other hand, those 
who impress the most favorably at 
the outset frequently turn out fias
cos.

Long experience with applicants 
for positions on the sales force has 
developed in many sales managers 
marked dexterity in selecting the 
right kind of men.

Here is the way one sales mana
ger weeds out poor material: He

takes the applicant into a back room 
in which there are samples of the 
machines the firm sell, and after ex
plaining the proposition for a few 
minutes, he turns on the newcomer 
and says: “I suppose you know that 
this is the hardest proposition to han
dle in the United States. Ninety- 
five per cent, of the men we engage 
‘fall down’ in selling these articles.

“I 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 listen
ed to this talk. To let the man down 
easy he is told to think the matter 
over for a day or two and then to 
come back if he wants to do any
thing further with the proposition.

Salesmen of the right kind, whet* 
told about the extreme difficulty of 
selling the line, will ask, “I suppose 
you have salesmen successfully sell
ing your product?” or say some
thing to the effect that things hard 
to sell usually are the most profita
ble. A real salesman smiles at the 
mention of almost insurmountable 
difficulties when being interviewed 
by a sales manager. The “near sales
man” gets “cold feet” and goes out 
to find some proposition 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 large num
ber of fair sized orders, while their 
more brilliant and flashy brothers— 
the “star salesmen”— will make a big 
coup every so often. At the end 
of a given period the latter are often 
little in advance of the steady and 
laborious workers.

The tendency of far too many 
sales managers is to pay too much 
attention to the brilliant worker and 
not enough to the other type. It is 
persistence that tells, and the man 
who is doing his best with a mod
erate talent is just as much entitled 
to encouragement and will repay it 
as well as the salesman whose ca
reer 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 proc
ess 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 proved a success. These men 
received next to no training. The 
manufacturer did not think it neces
sary to aid his men. He believed 
that a good salesman could sell any
thing, whether the house helped him 
or not.

The men were posted in a slight 
degree on how to sell his specialty, 
but the sales manager did not think 
it worth while to explain the compe

tition they would have to meet on 
the road. He did not tell them the 
objections that would be raised, nor 
coach them on how to overcome 
them.

To-day he is wiser, and he now 
gives his men ample instruction, but 
he has paid dearly for his experi
ence.

It might be asserted with truth 
that a house can not well be greater 
than its salesmen. The most suc
cessful houses are usually those who 
employ 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 fee put forth to ac
complish- that end.

If competition did not exist ninety- 
five out of every hundred salesmen 
would have to get into some other 
profession.— Salesmanship.

Proposes Henry Goppelt for the 
Presidency.

Port Huron, June 23— Henry P. 
Goppelt has been a traveling man 
for so long a time that he is unable 
to reckon the years. He travels out 
of Saginaw for the wholesale gro
cery house of Symons Bros. & Co., 
he himself being one of the firm. 
Everyone in his territory knows 
Henry and knows him to be genial, 
whole-souled and energetic; his trade 
knows him as a thoroughly honora
ble and candid salesman. Even the 
little children know him and call him 
“Uncle Hank.” Although still a young 
man he has passed through a suffi
cient number of summers and win
ters to have taken upon himself the 
duties and responsibilities of a Ben
edict and make someone happy. But 
he has not. The only reason that 
can be given for this lapse is that 
he is so thoroughly honest that he 
has feared by taking a life compan
ion he might prove himself a gold 
brick and an imposition upon the 
trustful member of the gentler sex.

The members of the Michigan 
Knights of the Grip, of which or
ganization he has been a member of 
the Board of Directors for five years, 
have no such fears in regard to Mr. 
Goppelt and a number of them have 
launched a little boom for him as 
President of the organization, and 
they expect to elect him without op
position at the annual convention, 
which will be held at Manistee Au
gust 7 and 8. M.

Even a child knows the difference 
between piety and padding.

Well-bred people don’t brag about 
their do-ugh.

THE HERKIMER— “ European”
ORAND RAPIDS, MICH.

E lectric light, steam  heat, running hot 
and cold w ate r in every room, p rivate and 
public tiled baths, telephones and all mod
ern conveniences. R ates 50c a day up.
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Annual Meeting Saginaw Board of 

Trade.
Saginaw, June 23— At the annual 

meeting of the Saginaw BoaTd of 
Trade President Linton was re-elect
ed. In his annual address he review
ed the large amount of work per
formed by or through the Board of 
Trade during the past two years, not
ing the results achieved by the M. & 
M. Association, Rust Park improve
ment, bayou reclamation at Hoyt 
Park, securing of non-partisan mu
nicipal boards, connection of city 
pavements with the county good 
roads system, the Auditorium, the 
armory grant of $20,000 State funds, 
Jeffers Park, planting of trees and 
shrubs, the colonization of fox squir
rels, the work for an improved water 
system, Saginaw’s Semi-Centennial, 
Saginaw as a convention city, the 
need of a first-class band in Saginaw, 
the noon-time business men’s lunch
eons .the need for better depots (ex
cept P. M. depots), need of a larger 
membership, the loss of the big ship 
yard at Bay City, Saginaw River im
provements, widening the bridge 
openings, Tittabawassee River bridg
es, the members who have died dur
ing the past two years and “What 
Saginaw Now Needs.” Among these 
he noted—a 20-foot channel from 
Court street to Lake Huron, trunk 
lines of country roads, leading in the 
direction of Midland, Merrill, Ches- 
aming, Flushing, Flint and Vassar, 
two material railroad connections, one 
with the Grand Trunk at Ashley, 
that would open up 1,000 square miles 
of new territory for Saginaw mer
chants, and the other the building of 
a Pere Marquette line from Strat
ford to Leota. He also advocated 
support that would make this city 
an interurban center. In conclusion 
he thanked the officers, committees 
and members for their faithful work 
and loyal support. Five thousand 
copies of the report will be print
ed so that every business man in 
Saginaw may have one.

The Manufacturers’ Committee re
ported that it is now in communica
tion with a number of manufacturing 
enterprises, some of Which have been 
awaiting with interest the result of 
the annual meeting of the Board of 
Trade and M. & M. Association.

Acting Secretary Kleinfield submit
ted a report briefly tracing the move
ment to secure an equalization of 
freight rates for the Valley. He 
added:

“The proposed general advance in 
rates should be watched by the busi
ness interests of our city, as such an 
advance, if made, will increase the 
differentials which must be absorb
ed by our jobbers, manufacturers and 
shippers to compete with other cen
ters. All interests in the Valley 
should co-operate, and by concerted 
action ‘place Saginaw on the map’ 
with rates that are on an equality 
with other and competing groups.

“There are many irregularities in 
local rates to and from Michigan 
points, which the railroads have 
promised to remedy. Express rates 
are also out of line, and this field 
should not be overlooked. What
ever the result of the present bear

ing before the Inter-state Commerce 
Commission the Secretary strongly 
urges a continued and careful inves
tigation of matters pertaining to the 
readjustment and equalization of our 
freight and express rates. Other cit
ies, and among them our strongest 
competitors, are active along this 
line.

“Now that the Auditorium will 
soon be completed, the Secretary rec
ommends the early consideration of 
a Merchants’ Week for this city. 
Other cities are finding this a great 
success and of lasting benefit. As a 
place to exhibit the output of ■ our 
manufacturing establishments and to 
display the goods of our wholesale 
and retail merchants the Auditorium 
offers exceptional facilities.”

A communication from J. D. 
Swarthout, of the United Supply Co., 
favoring a Merchants’ Week, with in
dustrial and trade exhibits, was also 
read.

Max Heavenrich suggested the 
adoption of some means for bring
ing the members together in order 
to promote greater sociability and 
earnest endeavor. He suggested that 
possibly an occasional excursion, in 
addition to the noontime meetings, 
might prove advantageous. He sug
gested the use of the “Flora” with 
excursions to Point Lookout or the 
Bay. This matter was referred to 
the Committee on Entertainment.

Marquette Mining Journal: The 
southbound night express, connect
ing with the Duluth, South Shore & 
Atlantic train leaving Marquette at 
3:15 p. m., has been restored to the 
list of trains of the G. R. & I. rail
way. This service was taken off last 
fall, and for several months, in con
sequence, the facilities for reaching 
Grand Rapids and other Western 
Michigan points from the Upper 
Peninsula cities have been poor. It 
has been necessary to spend a night 
at Mackinaw City, to wait for the 
day train, or else to take a round
about route through Lower Michigan 
via the Michigan Central or by way 
of Chicago. The mail connections 
between Upper Peninsula points and 
Grand Rapids and other Western 
Michigan cities were also made much 
slower by the withdrawal of the 
night express south. The G. R. & I. 
road came in for much criticism on 
account of this poor service. Post
master Mangum recently was quoted 
in the Grand Rapids papers as giv
ing the management a hard shaking 
up on its account. There will be 
much satisfaction that the south
bound express has been restored to 
the schedule, as its absence has on 
many occasions been the cause of 
much inconvenience for Upper Pen
insula people.

Money’s Metamorphosis.
Smudge— Do you know Miss Ann 

Teek?
Grudge— Who—¡that spinster so 

lank and lean?
“No, that ‘bachelor girl, divinely 

tall’— she has just inherited a mil
lion, you know.”

The noble life asks for more serv
ice instead of more servants.

Business Changes in the Buckeye 
State.

Slem View— S. S. Deardorff is 
about to engage in the meat busi
ness.

Gallion— The Gallion Handle & 
Manufacturing Co. has increased its 
capital stock to $15,000.

Girard— The Zellec Hardware Co. 
is to close out its stock.

Midlin— Geo. Marker has embark
ed in the meat business.

Mingo—A  hardware store has been 
opened by Harry Risher.

Norwalk— James Ramsey is to be
come a hardware merchant.

Waterville— The Watervi’le Elgin 
Butter Co. has been incorporated, 
with an authorized capital stock of 
$10,000.

Wellsville— A meat market has 
been opened by L. D. Miller.

Wellsville— The meat market of E. 
E. Apple has been closed.

Youngstown— Business has been 
started by the Mohican Grocery Co.

Bellaire—The Monroe Oil & Gas 
Co. has been incorporated, with an 
authorized capital stock of $10,000.

Dennison—Geo. White has sold his 
confectionery stock to D. C. Mahen.

McComb— L. E. Bierer has pur
chased the grocery stock of S. A. 
Poole.

Zanesville —  Tracy ’& Cornelius 
succeed White & Tracy in the meat 
business.

Ava— Enos McLaughlin is to en
gage in the furniture business.

Barnesville — The Belmont Shoe 
Co. will open a new store.

Findlay— I. N. Paterson is succeed
ed in the meat business by O. E. 
McVay.

Girad— L. R. Mateer, druggist, is 
succeded in business by A. G. Wat
son.

Norwood— D. W. Ewing has sold 
his grocery stock to Harvey Thomas.

Portsmouth —  J. P. Thacker now 
owns the grocery stock formerly in 
the possession of Chester Wallace.

Rushville— The Rushville Banking 
Co. has been incorporated, with an 
authorized capital stock of $25,000.

Youngstown:—J. M. Dixon is about 
to embark in the grocery business.

H. H. Rogers to Begin Making 
Shoes.

The Boylston Manufacturing Co., 
which is controlled by H. H. Rogers 
and which has a plant at Fair Haven, 
Mass., the home of the Vice-Presi
dent of the Standard Oil Company, 
has completed arrangements for the 
manufacture of machine-made shoes 
on a large scale in competition with 
the United Shoe Machinery Co., 
which was long regarded as having 
practically a monopoly of machine- 
made shoes.

Several years ago Mr. Rogers and 
the United Shoe Machinery people 
had a misunderstanding over the 
manufacture of eyelets by the Atlas 
Tack Co., which Mr. Rogers also 
controls, the shoe machinery people 
asserting that Mr. Rogers was in
fringing on their patents. Mr. Rog
ers kept on making eyelets, and, not 
content with that, made up his mind 
to compete with the United Shoe 
Machinery Co. in the manufacture

of shoes as well. He obtained pat
ents for shoe manufacture which he 
believes not to be infringements of 
the patents controlled by the United 
Shoe Co., and now, after about three 
years of preparation, Mr. Rogers’ 
company is prepared to compete ser
iously with the machine-made shoe 
combine.

In the interval the United Shoe 
people are said to have made several 
proposals to absorb Mr. Rogers’ com
pany, but all of these were rejected. 
It was said to be solely the displeas
ure of Mr. Rogers at the claim made 
by the United Shoe Machinery Co. 
that he was infringing on one of their 
patents in the manufacture of eyelets 
that led him to embark upon the 
manufacture of shoes from eyelets 
to soles.

Butter, Eggs, Poultry, Beans and 
Potatoes at Buffalo.

Buffalo, June 24— Creamery, fresh. 
2i@23J^c; dairy, fresh, i 6@ 20c ; poor 
to common, I 4 @ i 6 c.

Eggs—Strictly fresh candled, i8j4 
@I9C.

Live Poultry —  Fowls, n c; ducks, 
io @ i i c ; geese, 8@gc; old cox, 8@9c; 
broilers, 24(8)250.

Dressed Poultry—Fowls, I2@i3c; 
old cox, 9@ioc.

Bejans— Marrow, hand-picked, $2.35 
@2.50; medium, hand-picked, $2.50; 
peas, hand-picked, $2.60(8)2.65; red 
kidney, hand - picked, $1.75(8)1.80: 
white kidney, hand-picked, $2.25(8) 
2.40.

Potatoes— New, $3-5o@3-75 per bbl.
Rea & Witzig.

The traveling fraternity generally 
will be delighted to learn that the 
Hotel Vincent at Saginaw is- finally 
in capable hands. Ernest McLean, 
who was manager of the Livingston 
Hotel at Grand Rapids for many 
years, has taken charge of this house, 
which means that it will soon take 
rank among the leading hotels of the 
State. Mr. McLean is a natural born 
landlord and will not only give the 
boys the glad hand, but will give 
them a good bed and a clean room 
as well as an excellent table. The 
owners of the Hotel Vincent are to 
be congratulated upon having se
cured the services of so capable and 
conscientious a manager.

There is more of the divine in a 
little diligence than ini all the dignity 
in creation.

The worst infidelity is to live as 
though God had forgotten.

Homelike
You will notice the dif

ference in the cooking 
immediately. There are 
a dozen other things that 
suggest the word home
like at the

Hotel Livingston
Grand Rapids
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Michigan Board of Pharmacy. 
P residen t—H en ry  H . H eim , Saginaw . 
S ecre tary—W . E . Collins, Owosso. 
T reasu re r—W . A. Dohany, D etro it. 
O ther m em bers—Jo h n  D. M uir, O rand 

Rapids, and Sid A. Erwin, Battle Creek.

yacht. The miniature furniture, too, 
would do credit to a smart club.

A Chemist’s Part in Making Light.
Michigan State Pharmaceutical Associa

tion.
P resid en t—J. E. B ogart, D etro it.
F irs t  V ice-P residen t—D. B. P e rry , Bay 

City.
Second V ice-P residen t—J. E . W ay. 

Jackson.
T h ird  V ice-P residen t—W . R. H all, M an

istee.
S ecre tary—E. E . C alkins, A nn A rbor.
T reasu re r—H. G. Spring, unionville.
E xecu tive C om m ittee—J . L. W allace, 

K alam azoo; M. A. Jones, L ansing ; Ju liu s  
G reenthal, D etro it; C. H. F ra n tz , Bay 
City, an d  Owen Raym o, W ayne.

What has the chemist done to im
prove lighting? In ancient times an
imal and vegetable oiils and fats', wax
es and resins were used for illumin
ation in lamps, candles and torches. 
The flames must have been extreme
ly smirchy, odorous and generally 
disagreeable. It was a,bout a hundred 
years ago that the stearic acid can
dle was introduced, following Chev-

How an English Drummer Sells 
Drugs.

Perhaps the strangest salesroom in 
the world is an elaborate “gypsy 
wagon,” owned by a prominent 
British wholesale drug house. It is 
hauled from town to town by horses 
hired for the occasion, in charge of a 
representative and a valet. This 
sumptuous gypsy caravan, or living- 
wagon, cost $1,500. The interior is 
divided into three parts— one living- 
room, one bed-room and a kind of 
stockroom for samples. The minia
ture rolling “palace” is simply a 
business convenience <otf great and 
proved worth. It makes the travel
er independent of railroads, hotels, 
porters and other modern institu
tions we are too apt to think indis
pensable.

The “House on Wheels” is usually 
expected at its stopping place, and 
customers are often entertained at a 
kind of picnic lunch, with refresh
ments of the best. As to the “Cap
tain,” as the representative is called, 
everyone admires his whole-souled 
devotion to his work; for this sump
tuously fitted living-wagon is at once 
his home, club, store and office. Tak
en all round, the traveler finds this 
a very healthy life, and with slight 
modifications it is practicable even 
in winter. It is not found necessary 
to carry a very large stock of sam
ples; fortunately drugs are small in 
bulk, aind often extremely cositly. 
And after all it is results that count. 
In this respect the innovator is more j 
than content. Understanding thor
oughly the psychology of a sale, he 
invites a prospective customer to 
dinner in the beautiful little sitting- 
room of the wagon, and long before 
the cigars are lighted, the novelty 
of the whole undertaking, the con- 
spicuous ability of the drummer, and 
the marked excellence of his goods 
all combine to produce an order that 
leaves a dismal outlook for a com
petitor in that particular field.

No expense was spared on the in- j 
terior of this curious house on j 
wheels. The carved Burmese teak 
fittings would grace a millionaire’s j

reul s pioneer work in the chemistry 
of the animal and vegetable oils and 
fats. It was later still when crude 
petroleum was refined by the chemist 

I and kerosene and gasoline came into 
j general use for lighting and heating. 
Coal gas, the discovery of Clayton 
in 1675, was first used for i Ilumina- 

j tion in more modern times by William 
Murdock in 1792, when he lighted his 

j wwa house with it. Now illuminat- 
J ,ng g^s of one kind or another is- 
jsues from orifices in the earth in va- 
| rious places and the Chinese at an 
j early day made use of this gas for 
I evaporating salt brine and for light- 
I ing salt factories. But no general 
j use was made of either natural or 
j artificial gas until the early eighteen 
j hundreds. In the United States at 
j the present time more than $200,000,- 
’ 000 is invested in gas plants, and the 
j gas industry is, of course, a chemi
cal industry developed by chemists, 

j But with gas flames, as with other 
■ flames, more of the energy is dissi- 
| pated as heat * than is radiated as 
i light, and for many years the prob- 
j lem of obtaining a larger percentage 
of the energy of combustibles in the 
form of light was an unsolved prob- 

j lem. It wras known that certain ox- 
| ides, such as those of calcium and 
magnesium, emitted a brilliant light 
when heated, but these oxides were 

j brittle and a mantle made of them 
! would crumble and fall apart. But 
j with the discovery of new elements 
¡and the investigations of their prop- 
| erties oxides were finally found 
j wdiich, when heated, emitted an in
tense light and at the same time were 

I tough enough to construct a man- 
i tie of.

Strong water of ammonia, on 
standing any length of time in a tin 

¡container, turns milky with the for
mation of a white precipitate. This 
is very persistent, resisting any of 
the ordinary clarifying agents. Here 
is a method which works like a 
charm: To every five pints of am
monia water add one-half ounce of 
powdered alum, shake well, let stand 
for six or seven days, and the sou- 
tion will clarify perfectly.

Some of the Effects of Alcohol.
A paper published in Yorkshire!, 

England, reports that some 6,000 
children of Gateshead were recently 
required to do essays on “Physical 
Deterioration and Alcohol.” These 
Gateshead children had valuable 
thoughts to contribute to the telm- 
peranee movement. The Yorkshire 
paper goes the length of publishing 
some of the gems brought out in 
this outpouring of infantile sapience. 
Here are a few of them:

“Alcohol is useful,” says one, “but 
not in the body. It is useful for pol
ishing furniture.”

“I hope I shall never touch it un- 1 
til I am dead,” says another.

“A man who takes drinks can see 
two things at once.”

“The children of drunkards are oft
en weak and are sometimes troubled 
with being bowlegged.”

“Those who take drink are not so 
broad-chested as they were 100 years 
ago.”

“Some people say that if you want 
to speak at a concert you should take 
a glass of beer before. You should 
not. It is certain that it makes you 
speak, but you speak a heap of rub
bish.”

“When a man gets drunk his brains 
will not telegraph properly.”

Freshening Up Rubber Goods.
Perhaps nothing sold in a drug 

store assumes a soiled and “second
hand” appearance more quickly than 
atomizer bulbs, hot-water bottles and 
other rubber articles which the cus
tomer handles. Rubber is very easily 
soiled, showing finger-marks and dirt. 
The delicate powder finish comes off. 
To restore the original appearance of 
the goods, wipe them with a flannel 
cloth slightly moistened with gaso
line.

The Drug Market.
Opium— The report of the short 

crop seems to have been confirmed 
and prices have been advanced nearly 
$1 per pound, with higher prices look
ed for.

Morphine—'Will probably be ad
vanced within a day or two.

Quinine— Is steady.
Glycerine— Is weak and tending 

lower.
Guarana— Stock is in the hands of 

two dealers, who have again advanc
ed the price.

Quince Seed— On account of scarc
ity has again advanced.

Nitrate Silver— Is very firm and 
tending higher.

Oil Spearmint—rHas declined.
Oils Lemon, Orange and Berga

mot—Are tending lower.

Local Option

Liquor
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. i P r i c e  
$2.50, including 50 blank 
affidavits.

Send in your orders early 
to avoid the rush.

TRADESMAN COMPANY
ORAND RAPIDS, MICH.

Announcement

We are now settled in our New 
Location, 134-136 E . Fulton S t., where 
we will be pleased to meet our old 
friends and customers.

Grand Rapids Stationery Co.
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WHOLESALE DRUG PRICE CURRENT
Aeldum

A ceticum  ............  t<
Benzoicum, O a r . . 70i
B oracte ................  i
Carbollcum  ........  26i 89
C itricum  ..............  SO® 65
H ydrochlor . . . . . .  Si
N ltrocum  ............  8<
O xallcum  ............  14<
Phosphorlum , 411.
Sallcyllcum  .........  44i
S ulphuricum  . . . .  \\
T annicum  ............  76i
T a rta rlcu m  ........  88i

A m m onia
Aqua, 18 dag........ 4 0  6
Aqua, 20 d a g . . . .  6 0  8
C arbonas .............. 180  15
C hlorldum  ..........  ISO 14

A nlllna
B lack .....................2 0003  85
Brow n ..................  8001 00
Red ........................  4 5 0  60
Tallow ...................2 60®3 00

■aooae
Cubebae ..............  2 4 0  28
Jun lp e ru a  ............  8 0  10
X anthoxylum  . . .  80® 86

Balaam um
C opaiba ...........   7 0 0  80
P eru  ......................2 75 0  2 85
T erab ln , C anada 75® 80 
T olu tan  ................  40® 46

Cortox
Abiea, C anadian . 18
Caaalae ................  20
C inchona F la v a . . 18
Buonym ua a t r o . . . .  60
M yrlca Car If e ra .. 80
P ru n u a  V lrg ln l.. 15
Quillaia, g r ’d. . .  15
S a s s a f ra s . . .po  25 24
U lm us ....................  20

B xtrao tum
G lycyrrh isa O la.. 24i
G lycyrrhlza, p o .. 281
H aem atox 111
H aem atox. I s . . . . 13i
H aem atox , 1ft* 14(
H aem atox, 1 (<

F erro
Carbonate Praolp. 16
Citrate and Quina 2 00 
Citrate Soluble... 66
Ferrocyanldum S 40
Solut. Chloride .. 16
Sulphate, com'l .. 2
Sulphate, com'l, by 

bbl. per cwt. .. 70
Sulphate, pure .. 7

Flora
Arnica ...............  800 *j>
Anthemls ..........  60® 60
Matricaria ........  800 86

Folia
Baroama ............ 400 46
Cassia Aoutifol.

TinneveUy . . . .  160 20 
Cassia, Acutlfol.. 26® 80 
Salvia officinalis,

Ma and 14s .. 180 20
Uva Ur si ............. 8® 10

Qumml 
Acacia, 1st pkd..
Acacia, 2nd pkd..
Acacia, 8rd pkd..
Acacia, sifted sts.
Acacia, po...........
Aloe Barb ..........
Aloe. Cape ........
Aloe, Socotrl . . . .
Ammoniac .........
Asafoetlda ........
Bensolnum . . . . .
Catechu, Is . . . .
Catechu, Jis . . . .
Catechu, l£s . . . .
Oomphorae ....... 75<j
Buphorblum ....
Galbanum .........
Gamboge . . . .p o .. l  26<j 
Gaulacum ..po 86
K in o .........po 46c
Mastic ................
Myrrh ........ po 50
Opium ............ 6
Shellac .............  «5®
Shellac, bleached 600 65 
Tragacanth ....... 70® 1 80

Herbs
Absinthium ........  460 JJ
Eupatorium os pk SO
Lobelia .......oa pk 86
Majorlum ..os pk 88
Mentra Pip. oa pk 28
Mentra Ver. os pk 26
Rue ............ OS pk 8»
Tanacetum. .V . .. 22
Thymus V ..os pk 26

Magnesia
Calcined, P a t....  650 60 
Carbonate, P at.. 18® 20 
Carbonate, K-M. 180 20 
Carbonate .......... 180 20

Oleum
Absinthium ....... 4 8006 00
Amygdalae Dule. 760 66 
Amygdalae. Ama 8 0008 25
Anisl .................. 1 6001 70
Aurantt Cortex..2 7502 86
Bergamll ........... 3 75®4 00
Cajiputi .............
Caryophilll .........1
Cedar .................
Chenopadll ........ 8
Oinnamoni .........1
Citronella ..........
Oonlum Mae . . . .

C opaiba ................ 1 7501  86
Cubebae .............. 2 1508  26
E rlgeron  ............2 395 0  2 60
E vech th itos .........1  00® 1  10
G aultheria  ............2 50 0  4 00
G eranium  ........ os 75
Gossippil Sem gal 70® 76
H edeom a .............2 000 8  60
Ju n lp e ra  ...............  4001 20
L avendula ..........  90® 3 60
L im ons ................1 25@1 35
M entha P ip e r  . .1 80®2 00
M enta Verid . . .7  00@7 25
M orrhuae gal . . 1  6001 85
M y rld a  ................3 0003 50
O l iv e ......................... 1 00®3 00
Picis L lquida . . . .  10® 12 
Picis L lquida gal. ® 40
R lcina ..................  98®1 04
R osm arlnl ..........  ® l 00
Rosae oz.................. 6 50® 7 00
Succlnl ..............  40® 45
Sabina ..................  9001 00
S anta l ...................  ®4 50
S assafras  .............  90® 95
Slnapls, ess; o s . . ® 65
Tlglfi .....................1 10® 1 20
T hym e ..................  40® 60
Thym e, op t ........  @ 1 80
Theobrom as ........  15® 20

Potassium
B l-C arb ................  16® 18
B ichrom ate ........  ISO 16
B rom ide ..............  18® 20
C arb ......................  12® 15
C hlorate  ........ po. 12® 14
Cyanide ...................... 30® 40
Iodide .................... 2 50®2 60
P otassa. B ita r t  p r  30® 82 
P o tass  N ltra s  opt 7® 10 
P o tass  N ltra s  . .  6® 8
P m ss la te  ............  23® 26
Sulphate  po ............  15018

Radix
Aconltum ............  20® 25
A lthae ...................  30® 35
A nchusa ..............  10® 12
Arum po ..............  A  25
C alam us ..............  20® 40
G entlana po 15.. 12® 15 
G lychrrh lsa  pv  15 1 8 0  18 
H ydrastis , C anaaa  ®2 60 
H ydrastis . Can. po 0 2  60 
Hellebore, Alba. 12® 15
Inula, po ..............  18® 82
Ipecac, po .............2 00®2 10
Iris  plox ..............  85® 40
Ja lap a , p r  ............  25® 80
M aran ta . Ms . . . .  ® 85
Podophyllum  po. 15® 18
Rhei ......................  75®1 00
Rhel, c u t .............1 0001 25
Rhel, pv .................. 7501 00
Spigella .................1 4501 50
S angu inaii, po 18 @ 15
S erp en ta rla  ........  50® 65
Senega ..................  85® 90
Smllax. offl’s H . .  ® 48
Smllax. M ............  ® 25
Sclllae po 45 . . .  20® 25
Sym plocarpus . . .  ® 26
V aleriana Eng. . ® 26
V aleriana, Ger. . .  15® 20
Zingiber a  ...............12® 16
Z ingiber J ............  25® 28

Semen
Anlsum po 20 . .  ® 16
Aplum (grave l’s) 13® 16
Bird, I s  ................  4® 6
Carui po 15 ........  15® 18
C ardam on ..........  70® 90
C orlandrum  ........  12® 14
C annabis S a tlv a  7® 8
Cydonlum ............  7501 00
Chenopodlum  . . .  25® 30
D lpterix O dorate. 8001 00
Foenlculum  ........  ® 18
Foenugreek, p o . . 7® 9
LinI .......................  4® 6
U ni, grd. bbl. 2% 3® 6
Lobelia ................  76® 80
P h a r la rls  C an a’n 9® 10
R apa ......................  5® 6
Slnapls Alba ..............  8 10
Slnapls N ig ra  . . .  9® 10

S p lrltu s
F rum en ti W  D. 2 00® 2 60
F rum en tl .............1 25® 1 60
Jun lpe ris Co O T  1 65® 2 O'*
Jun lpe ris Co............1 75 @8 60
S accnarum  N  E  1 9002  10 
Spt Vinl Gall! ..1  7506 60 
Vinl O porto . . . . 1  26®2 00 
Vinl Alba ..............1 25@2 00

Sponges
Florida sheeps’ wool

ca rr ia g e  ....... 8 00® 3 50
N assau  sheeps' wool

ca rr ia g e  .............3 60@S 75
Velvet e x tra  sheeps’ 

wool, c a rr ia g e  ®2 00 
E x tra  yellow sheeps’ 

wool ca rr ia g e  . .  @1 25
G rass sheeps’ wool,

c&nrlage ..........  @1 25
H ard , s la te  u s e . . @1 00
Yellow Reef, for 

s la te  u se  ........  @1 40

Syrup*
A cacia ..................  & 50
A u ran ti C ortex . & 50
Z ingiber ..............  & 50
Ipecac ....................  O  60
F e rri Iod ............  0  60
R hel A rom  ........  ® 60
Sm llax Offl’s  . . . .  6 0 0  60
8enega ..................  O  60

Sclllae Co. ..........  @ 60
T o lu tan  ................  ® 60
P ru n u s  v irg ........  @ 50

T in c tu res
A nconltum  N ap ’sR 60
A nconitum  N ap ’sF  50
Aloes ....................  60
A rn ica ..................  50
Aloes A M yrrh  . .  60
A safoetlda ..........  50
A trope B elladonna 60
A u ran ti C o r te x .. 50
B ensoln ................  60
Benzoin Co............  50
B arosm a ..............  50
C an th a rid es . . . .  76
Capsicum  ............  50
C ardam on ..........  75
C ardam on Co. . .  75
C asto r ..................  1 00
O atechu ..............  60
Cinchona ............  50
Cinchona Co.......... 60
Colum bia ............  .60
Cubebae ..............  50
C assia A cutlfol . 60
C assia Acutlfol Co 60
D ig italis ...........    60
E rgo t ....................  50
F erri Chlorldum  85
G entian  - ................  50
G entian  Co ........  60
G ulaca ..................  50
G ulaca am m on ..  60
H yoscyam us ___ 60
Iodine ....................  75
Iodine, colorless 76
Kino ......................  60
Tx>bella ................  60
M yrrh ...................  60
N ux V o m ic a ........  60
Opll ....................... 1 25
Opll, cam phorated  1 00
Opll, deodorized ..  2 00
Q uassia ___    50
R h a ta n y  ..............  50
Rhel ......................  50
S angu lnarla  ........  60
S erp en ta rla  ..........  50
Strom onlum  ___ 60
T olu tan  ................  60
V alerian  ...............  50
V eratrum  V erlde 50
Z ingiber ....................  60

M iscellaneous
A ether. S p ts N it 3f 30® 36 
A ether, Spta N it 4f 34® 88 
Alumen, grd  po 7 8® 4
A nn atto  ..................  40060
A ntlm onl. po . . .  4® 6
Antlm onl et po T  40® 60
A ntlpyrln ............  ® 85
A ntlfebrln  ..........  ® 20
A rgentl N ltra s  oz ® 63
A rsenicum  .......... 10® 1?
Balm  Gilead buds 60® 66 
B ism uth  S N  ..1  7501 95
Calcium  Chlor, Is  ® 9
Calcium  Chlor, U s A  10
Calcium Chlor. Ms A  n
C antharides, Rue.
Capslcl F ru c ’s  a f
C ap sid  F ru c ’s  po
C ap’l F ru c ’s  B  po
C arphyllus ..........  20
C arm ine. No. 40
Cera Alba ...........  60
C era F lav a  ........  40
Crocus ..................  30
C assia  F ru c tu s  . .
C en tra rla  ............
C ataceum  ............
Chloroform  ..........  84
Chloro’m Squlbhs 
Chloral H yd C rss 1 35^,.
C hondrus ............  20® 25
Clnchonidlne P -W  38® 48 
Olnchonfd’e Germ  88® 48
Cocaine . . .  ........... 2 70®2 90
Corks list. less 75%
Creosotum  ...........  @ 45
C reta  ........ bbl 75 ® 2
C reta, p re p ..........  A  6
C reta, p r e d p ........ 9® H
C reta, R u b ra  ___ A  8
C udbear ..............  ® 24
Cupri Sulph ___ 8® 10
D extrine ..............  7® 10
Em ery, all N o s .. @ 8
Em ery, po ..........  ® 6
E rgo ta   po 65 60® 65
E th e r Sulph ___ 35® 40
F lake  W hite  ___ 12® 16
G alla .......................... @ SO
G am bler ..............  8® 9
G elatin, C o o p e r.. @ 60
G elatin , F re n c h .. 85® 60 
G tassw are, fit boo 76%
Less th a n  box 70%
Glue, brow n . . . .  11® 13
Glue w h ite  ..........  15® 25
G lycerina .............15%@ 20
G rana P a ra d is l. .  @ 2 5
H um ulus ..................35® 60
H y d ra rg  C h .. .M t ® 90 
H ydrarg  Ch Cor. @ 90 
H yd rarg  Ox R u’m @ 1 uo
H y d rarg  Am m o’l @ 1 16
H yd rarg  U ngue’m 50® 60 
H ydrargy rum  . . . .  @ 80
Ichtnyobolla . Am. 9Q@1 00
Indigo ..................  75@1 00
Iodine, Resubi . .8 85 @2 90
Iodoform  ............ 8 90® 4 00
L upulin ..............  @ 40
Lycopodium  .......  70® 76
M a d e  ....................  66® 70

L iquor A rsen e t 
H y d ra rg  Iod . .  @ 8 6

Liq P o ta ss  A rsin tt 10® 12 
M agnesia, Sulph. . . 8® 6
M agnesia, Sulph. bbl ® 1M 
M annia, S. F . . . .  46® 60
M enthol .............. 2 65®2 86
M orphia, SP& W  3 15@3 40
M orphia, SNYQ 3 15@3 40
M orphia, M ai........3 1503 40
M oschus C an ton . 0  40 
M yristlca , No. 1 .. 25®
N ux V om ica po 15 @ 10
Os Sepia ...................35® 40
Pepsin  Saac, H  A

P  D Co ............  ® 1 00
P icis L lq N  N  Vi

gal doz ..............
P icis L iq q ta . . . .
P icis Liq. p in t s . .
P il H y d ra rg  po 80 
P ip er N ig ra  po 22 
P iper A lba po 35 
P ix  B urgum  . . . .
Plum b! A cet . . . .  12
Pulvis Ip ’ce t OpU 1 30 
P yre th ru m , bxs H  

& P  D Co. doz. 
P y re th ru m , p v . .  20<
Q uasslae ..............  8
Quina, S P A  W ..-1 8
Q uina, S G er........  18
Q uina, N. Y ..........  18

R ubia T inctorum  12® 14
S accharum  L a’s. 22® 25
Salacin ................. 4 5004  76
Sanguis D rac’s  40® 50
Sapo, W  ............  13%® 16
Sapo, M ................  10® 12
Sapo. G ................  ® 15
Setdlitz M ix tu re ..  20® 22
S lnapls ................  @ 18
Slnapls, opt ........  @ 30
Snuff, M accaboy,

DeVoes ............  ® 51
Snuff. S’h DeVo’s @ 61
Soda, B oras ..........  6® 10
Soda, B oras, p o ... 6® 10
Soda e t P o t’s T a r t  25® 28
Soda, C arb ............... 1%® 2
Soda, B i-C arb  . .  3® 5
Soda, A sh ............  3%® 4
Soda, Sulphas . .  @ 2
Spts. Cologne . . .  @2 60
Spts, E th e r  Co. 50® 55 
Spts, M yrcia Dorn @2 00 
Spts, Vinl R ect bbl 
Spts, V i’i R ect % b 
Spts. Vi’i R ’t  10 gl 
Spts. Vi’i R ’t  6 gal 
S trychnia , Crystal 1 10@1 30
S ulphur S ub l........ 2%® 4
Sulphur, Roll ___2 %® 3 %
T am arin d s ........  8® 10*
T ereb en th  Venice 28® 30 
T hebrrom ae . . . . . .  50® 55

V anilla ................ 9 00®
Zlnci Sulph . .  7® 8

Oils
bbl. gal

W hale, w in ter . .  70® 70
Lard, e x tra  ..........  85® 90
Lard. No. 1 ........  60® 65
Linseed pure raw  42® 45
Linseed, boiled ___ 43® 46
N eat's-fo o t, w s t r  65® 70 
Spts. T urpen tine  ..M a rk e t

P a in ts  bbl L.
Red V enetian ..1%  2 @3 
Ochre, yel M ars 1 % 2 0 4  
Ocre. yel B er .1% 2 
P u tty , com m er’l 2% 2% @3 
P u tty , s tr ic tly  p r 2% 2% @3 
Vermilion. P rim e

A m erican ........  13® 15
Verm illion, Eng. 75® 80 
Green, P a ris  . ..29%®33% 
Green, P en in su la r 13® 16
Lead, r e d ................7 U ®  8
Lead, W hite  ...........7%® 8
W hiting , w hite  S’n 0  $( 
W hiting  G ilders’ 0  96 
W hite, P a r is  Am ’r  @1 25 
W h it’g P a ris  Eng.

cliff ....................... @ 1 40
S haker P re p ’d . .1  25® 1 35

V arnishes
No. 1 T u rp  Coach 1 10 1 2«' 
E x tra  T n rp  . . . . l  60® 1 7«

Holiday Goods Season of 1908
Our samples of Holiday Goods, books 

and toys for the season of 1908 will be on 

the road very soon. Our line is strictly 

new and up-to-date and embraces the 

very best values of all the leading Amer

ican and foreign manufacturers.

We have added many radical and 

entirely new features that will greatly 

improve our already popular line.

We shall as usual have our samples 

displayed at various points in the State 

for the convenience of our customers and 

will notify you later of where and when 

our goods will be on exhibition.

Yours truly,

Hazeltine & Perkins Drug Co.

Ask our representative about Touraine Candy.

W e still have a good stock of Hammocks and 

will be pleased to receive your orders.

NEW CATALOG
Out June 1, 1908 
Have You One?

Peck-Johnson Co.
Pharmaceutical Chemists

Grand Rapids, M ich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within s ix  hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED
Flour
Fibre Tubs

Index to Markets
By Columns

Col

A m m onia ..........................  1
Axle G rease ....................  1

B
B aked B eans 
B a th  B rick  .
B luing ............
B room s ..........
Brushes ...... .
B u tte r  Color

C andies ..............................  1
C anned Goods ................  1
C arbon Oils ....................  2
C atsup  ...............................  2
C ereals ................................  2
Cheese ................................  2
C hew ing Gum  ..............  3
C hicory ..............................  3
C hocolate ..........................  3
Clothes L ines ................
Cocoa ...........   3
C ocoanut ..........................  3
Cocoa Shells ....................  3
»Coffee ................................  3
C onfections ......................  11
C rackers ............................  3
C ream  T a r ta r  ................  4

D ried F ru its

F arinaceous Goods ___ 5
F ish  an d  O yste rs ..........  10
F ish ing  T ackle ..............
F lavo ring  E x tra c ts  ___
F resh  M eats ....................

G elatine ..............
G rain B ags ........
G rains and  F lour

H erbs ..................
H ides a n d  P elts 10

Je lly

L icorice ............
M

M atches ........
M eat E x tra c ts  
M ince M eat .
M olasses ..........
M ustard  ..........

N
.N uts .............^...................  i l

Olives

P ipes ..................................
P ick les ............................ 6
P lay ing  C ards ...................  6
P o tash  ...........................  €
P rov isions ........................  6

R
Rice ..........

8
S alad  D ressing
Saljeratus ........
Sal Soda ..........
S a lt ....................
S a lt F ish  ................................
Seeds ..................................  7
Shoe B lacking ................  7
Snuff ..................................  g
Soap ........................................ 8
so d a  ...................... ; ; ; ; ; ; ;  §
Soups ...................................... 0
Spices .....................................g
S tarch  ...................   8
Syrups .................................... 8

T
Tea ................................ c
Tobacco ...................... " g
Tw ine ................................  g

V
V inegar .............................. ,j

W
W icking .......................  g
W oodenw are ..............  g
W rapp ing  P ap e r . . . ” 10

ARCTIC AMMONIA
12 os. ovals 2 do*, box . . .  75 

A X LE GREASE 
F ra se r ’s

lib . wood boxes, 4 dz. 3 00 
lib . t in  boxes, 3 doz. 2 36 
3% lb. tin  boxes, 2 dz. 4 25 
101b . pails, p e r doz .. . .  6 00 
15lb. pails, pe r doz . . . 7 20 
251b. pails, per d o z . . . .  12 00 

BAK ED BEANS
lib . can , p e r  d oz ............  90
21b. can , per doz...........l  40
31b. can , per d o z ......... l  80

BATH BRICK
A m erican  ....................  75
E nglish  ............................  85

b l u i n g
A rctle

6 oz. ovals 3 doz. box $ 40 
16 oz. round 2 doz. box 75 

Saw yer’s  P epper Box 
„  _ P e r  Gross.
No. 3, 3 doz. wood bxs 4 00 
No. 5, 3 doz. wood bxs 7 00 
M BROOMS
No. 1 C arpet, 4 s e w . . . . 2 76
No. 2 C arpet, 4 se w ___2 40
No. 3 C arpet, 3 se w ___2 25
No. 4 C arpet, 8 se w ___2 10
P arlo r  Gem .....................2 40
Common W hisk  ............  90
F an cy  W hisk  .................l  26
W arehouse .......................3 00

BR U SH ES
Scrub

Solid B ack  8 In................  76
Solid B ack, 11 In ..........  95
Po in ted  E nds ................  85

Stove
No. 3 .................................  90

-No. 2 .................................. 1 25
No. 1 .......................

_ Plums
P lum s ...................1  4502  50

Peas
M arrow fat ...........1 00@1 3„
E arly  Ju n e  .........1 Ouu-1 60
E arly  Ju n e  S ifted 1 25® 1 80 

Peaches
P,e ..................1 45@1 60
No. 10 size can  pie 

Pineapple
G rated  .................
Sliced ....................

Pum pkin

@4 00
@2 50
@2 40

25
90

1 00
2 75

Y east Cake

1 76
Shoe

No. 8 ................................. 1  00

No. 3 .................................1 90
_  B U TTER  COLOR 
W., R. 8k Co.'s, 25c size 2 00 
W., R. 8b Co.’s  50c size 4 00 

CAN DLES
Paraffine, 6s .........................10
Paraffine, 12s .......................10
W icking .................................20

CAN NED GOODS 
A pples

31b. S tan d ard s . .  90@1 00
Gallon ...................2 50@3 00

B lackberries
21b....................................1  25©1 76
S tan d ard s gallons @5 75

Beans
B aked .......................85@1 30
Red K idney ............ 86® 95
S trin g  ........................70® 1 15
W ax  ........................... 76@1 26

B lueberries
S tan d ard  .................. 1 35
Gallon ......................  6 75

Brook T ro u t
21b. cans, sp iced .............1 90

Clam s
L ittle  N eck, lib . 1 00@1 25
L ittle  Neck, 21b. @1 60

Clam  Bouillon
B u rn h am ’s % p t ............ 1 90
B u rn h am ’s p ts  ...............3 60
B u rn h am ’s q ts .................. 7 20

C herries
Red S tan d a rd s  . .  @1 40
"White ..................  @ 1 40

Corn
F air .............................. 75@85
Good .......................1 00@1 10
FHincy ...............................1  45

F rench  P eas
S u r E x tra  F ine  .................22
E x tra  F ine  ...........................19
F in e  ........................................15
Moyen .....................................U

Gooseberries
S tandard  ...........................1  75

H om iny
S tan d ard  ................................85

L obster
% lb ............................................2 25
'  lb .............................................. 4 25
P icn ic  T ails .....................2 75

M ackerel
M ustard , l ib .............................1 80
M ustard , 21b............................ 2 80
Soused, 1% lb .........................1 80
Soused, 21b............................ 2 75
T om ato , l i b ............................ 1 50
T om ato . 21b..............................2 80

M ushroom s
H o te ls  ..........................O  24
B u tto n s .......................© 28

O ysters
Cove, l ib ....................9001  00

I Cove, 21b...................  @ 1  85
10 Cove, l ib . O v a l. . . .  @ 1  20

F a ir  ___________
Good ..........................
F an cy  ........................
Gallon ......................

R aspberries
S tan d ard  ............. @

Russian C aviar
Vin>. cans .......... ............
%Ib. can s ........................
lib . cans ........................

Salmon
Col’a  R iver, ta ils  1 95 @ 2 00 
Col’a  R iver, fla ts 2 25®2 \
Red A la s k a ............1 35® 1 45
Pink A la s k a ........ 1 00® l  10

Sardines
D om estic, %s . ...3% @  4
Dom estic, % s __ m 5
D om estic, M ust’d  6%@ 9
C alifornia, % s . . . l l  @14 
C alifornia, % s..,1 7  ®24
F rench , %s ...........7 @14
F rench , %s .........18 @28

Shrim ps
S tan d ard  ...............1 20@1 40

Succotash
F a ir  ........................  85
Good ......................  1 00
F ancy  .....................l  25 @ 1 40

S traw berries
S tan d ard  ........ .............
F an cy  .............. ............

T  om atoes
F a ir  ......................  95@1 00
Good .......................  ® i 10
F ancy  .................... @1 40
Gallons .................  @3 60

CARBON OILS 
B arrels

P erfec tion  ............  @10%
W ater W hite  ___ ®10
D. S. G asoline . .  @ 15
G as M achine ___ @24
Deodor’d N ap ’a . . @13
Cylinder .................29 @34 %
E ngine ...................16 @22
Black, w in te r  8 Vi @10

CEREA LS 
B reak fas t Foods 

Bordeau F lakes, 36 lib . 2 50 
C ream  of W h ea t 86 21t> 4 50 
E gg-O -See, 36 p k g s ...2  85 
Excello F lakes, 36 lb. 4 50
Excello, la rg e  pkgs___4 50
Force, 36 2 lb ................ 4 50
G rape N uts. 2 doz........2 TO
M alta Ceres, 24 lib . ..2  40
M alta V ita, 36 l ib ........2 85
M apl-F lake, 36 lib . ..4  05 
P lllsbu ry ’s Vitos, 3 doz 4 25
R alston, 36 2!b.................. 4 50
Sunlight F lakes, 36 lib . 2 85 
Sunlight F lakes, 20 Igs 4 00
Vigor, 36 pkgs.................. 2 75
Voigt C ream  F la k e s . . .4 50
Zest, 20 2Tb........................ 4 10
Zest. 36 sm all pkgs........2 75

Rolled O ats
Rolled A vena, bbls. . .  6 50
Steel C ut, 100 lb. sks. 3 35
M onarch, bbl....................6 25
M onarch, 90 lb. sacks 2 90
Q uaker, 18-2 .................l  50
Q uaker, 20-5 .................4 65

Cracked W heat
B ulk ........................... 3 %
24 2 rt>. packages . .  .2 60 

CATSUP
Colum bia, 25 p t s ..........4 15

B est Pepsin  ..................  46
B est Pepsin, 5 b oxes. .  2 00
B lack Ja c k  ....................  56
L arg est Gum M ade . .  56
Sen Sen ..........................  65
Sen Sen B reath  P e r ’f  1 00
Long Tom  ......................  66
Y ucatan  ..............    56
Hop to  It . . . . . . . . . . . . .  65
S p earm in t . . . . . . . . . . . .  56

CHICORY
Bulk ...................................  5
R ed ....................................  i
Bagle ....................................  8
P ran o k ’s  ............................ 7
Schener’a ........................  6

CHOCOLATE  
W alter B aker A  Co.’z

G erm an Sw eet ..............  26
Prem ium  ..........................  88
C aracas ..........................  31

W alter M. Lowney Co
Prem ium , %s ................  36
Prem ium , Via ..............  36

COCOA
B ak er’s  ...........................  88
Clevela nd ........ .............  41

S nider’s  p in ts 
S nider’s  Vi p in ts .

CH EESE
Acme ....................
E lsie .................... __
Gem ....................
Tersey ....................
R iverside ............
W arn e r’s ............
S pringdale  ..........
B rick  ....................
Leiden ..................
L im b’u rg er ..........
P in e a p p le ..............40
Sap Raaro . . ..........
Swiss, dom estic .. 
w iss. im ported  ..

CHEW ING GUM 
A m erican F lag  Spruce
B eem an’s Pepsin  ..........
A dam s P epsin  ..............

2 Zi.
.1 35

@11
@12
@13
@12%
@12%
@12@12
@15
@15
@19
@60
@22
@16
@20

Van H outen, %s . . .
Van H outen, %s ........
Van H outen . %s . . .
Van H outen. Is
W ebb ................................  35
W ilbur, Via .....................  89
W ilbur, V4s .....................  40

COCOANUT
D unham 's %s & %s 26%
D unham ’s %s .............. 27
D unham ’s %s ...............28
Bulk ..................................12

C O FFE E  
Rio

Common ................. 10@13%
F a ir  ................................... 14 %
Choice .............................. 16%
F ancy  .................. ............. 20

S antos
Common .................. 12® 13%
F a ir  ...................................14%
Choice ..............................16%
F ancy  ................................19
P eab erry  ........ ................

M aracaibo
F a ir  ..................................16
Choice ..............................19

Mexican
Choice ............................. 16%
F ah ey  ............................ 19

G uatem ala
Choice ...............................16

Ja v a
A frican ............................. 12
F ancy  A frican  ..............17
O. 0 .....................................26
P. G......................................31

Mocha
A rabian  ............................21

Package
New York B asis

A rbuckle .........................16 00
Dil w orth ........................ 14 75
Je rsey  .............................. 15 00
Lion ................................ 14 50

M cLaughlin’s XXX X  
M cLaughlin 's X X X X  sold 

to re ta ilers only. Mail all 
o rders d irect to W. F. 
M c ln u g h lin  & Co., C hica
go.

E x trac t
Holland, % gro boxes 95
Felix. % gross .............. 1 16
H um m el's foil, % gro. 85 
H um m el’s tin . % gro. 1 43 

CRACKERS.
N ational B iscuit Com pany 

B rand  
B u tter
Round ........ 6

Square ..........  6
Soda

Soda ..............  6
Select Soda .................  8
S ara toga  F lakes ...........13
Z ephyrette  .......................13

O yster
N. B. C., Round ..........  6
Gem ..................................... 6
F au st, Shell ........   7%

Sw eet Goods.
Boxes and  cans

A nim als ............................10
A tlantic, A ssorted . . , .1 0
B rittle  .............................. l l
C artw heels ......................  8
C assia Cookie ................  9
C u rran t F ru it  B iscu it 10
C racknels ........................16
Coffee Cake. pi. o r iced 10 
Cocoanut Taffy B a r ..12
Cocoanut B ar ...............10
C ocoanut D rops ...........12
C ocoanut H oney Coke 12 
Cocoanut H on F in g ers  12 
Cocoanut M acaroons ..18
Dandelion .........................10
Dixie S ugar Cookie .."9
F rosted  C ream  ............  8
F rosted  H oney Cake . .  12 
F lu ted  Cocoanut B a r 10
F ru it  T a r ts  ....................12
G inger Gem s ...................8
G raham  C rackers . . . .  8
G inger N u ts  ...................10
G inger Snaps N. B. C. 7
H ippodrom e B ar .........10
H oney Cake, N. B. C. 12 
H oney  F ingers, As. Ice 12

Seym our, 
N. B. C„

N. B. C

H oney Jum bles ............ 12
Household Cookies . . .  8 
Household Cookies Iced 8 
Iced H oney C rum pets 10
Im perial ..........................  8
Iced H oney F lake  ... .1 2 %  
Iced H oney Jum bles ..12 
Island  Picnic . . . . . . . . .  11
Je rsey  Lunch .............   8
K ream  IClips .................20
Lem Yem ......................l l
Lem on Gems .................10
Lem on Biscuit Square 8
Lem on W afer ............. ,16
Lem on Cookie ..............  8
M ary Ann ...................... 8
M arshm allow  W alnu ts 16
M ariner ............ ..............11
M olasses Cakes ...............8
M ohican ..........................l l
Mixed P icnic .................1 1 %
Nabob Jum ble ............14
N ew ton ............................12
Nic N acs ........................ 8
O atm eal C rackers ........  8
O range Gems ................ 8
Oval Sugar Cakes . . . .  8 
Penny  C akes,. A ssorted 8
P retzels, H and  Md___ 8
P re tze le ttes, H and  Md. 8 
P re tze le ttes, Mac. Md. 7%
R aisin  Cookies ............  8
Revere, A ssorted .........14
Rube ...........     8
Scalloped Gems ...........10
Scotch Cookies .............10
Snow C ream s ...............16
Spiced H oney N u ts  . , . .1 2  
Sugar F ingers . , , . , . . . 1 2
Sugar Gems .............   8
S u ltan a  FrU it B iscu it 16
Spiced G ingers ............  9
Spiced G ingers Iced ..10
S ugar Cakes ..................  8
S ugar Squares, la rge  or

sm all ............................ 8
Superba ...........................  8
Sponge L ady F ingers 25
S ugar Crim p ...................8
Sylvan Cookie ...............12
V anilla W afers .............16
W averly  ..........................  8
Z anzibar ..........................  9

In -e r  Seal Goods
P e r  doz.

A lbert B iscuit .............. 1 00
A nim als ...........................1 00
B u tte r T h in  B iscu it . .1  00
B u tte r  W afers .............1 00
Cheese Sandw ich .........1  00
Cocoanut D ain ties . . . .  1 00
F a u s t O yster .................1 00
l?ig N ew ton ...................1  00
Five O’clock T ea , . . . l  00
F ro ta n a  ............................1  00
G inger Snaps, N. B. C. 1 00 
G raham  C rackers . . . . 1 0 0
Lem on Snap ................  50
O atm eal C rackers ___ 1 00
O yste re ttes ....................  50
Old T im e S ugar Cook. 1 00 
P re tze le ttes, Hd. Md. ..1  00
Royal T oast ...................1 00
Saltine ..............................1 00
S ara to g a  F lakes . . . .  *1 60
Social T ea B iscuit ___ 1 00
Soda, N. B. C...................1 00
Soda, Select ...................1 00
S u ltana  F ru it  B iscuit 1 50
U needa B iscuit ............  50
U needa J in je r  W ayfer 1 00 
U needa Milk B iscu it . .  50
V anilla W afers ...........1 00
W a te r  T h in  .................. 1 00
Zu Zu G inger Snaps 50
Zw ieback .........................1 00

FARINACEOUS GOODS 
, , Beans

Dried L im a ................  cix
Med. Hd. P li’d ........... . . 2  75
Brow n H olland .......... ..

Farina
¿4 1 lb. packages ........ l  50
Bulk, per 100 lbs ........ 3 50
_  , Hominy
Flake, 50 lb. sack  .........1 00
P earl, .100 lb. sack  . . . .  2 00 
P earl, 200 lb. sack  . . . . 4  00 
Maccaronl and Vermicelli 
Dom estic, 10 !to. box . .  60 
Im ported, 25 lb. box. . . 2  50

Pearl Barley
om m on .............   >■ nA

t e s t e r  ............ " i " : :  |
E m p ire  .............................3 50
_ „  Pea»
Greon, W isconsin, bu . .2  50
? ^ n"».Scotch’ h u . . -----2 65»pin , lb. .* ......................  04

Sago
E a s t Ind ia  ..............  *
G erm an, sack s . . ” *!* (  
G erm an, broken pk g  **
™ , Tapioca 
H ake, l io  lb. sacks . .  6 
Pearl, 130 lb. sacks . .  5 
Pearl, 24 lb. p k g s ..........  7 ^
FLAVORING EX TR A CTS 

Foote A Jenks 
Colem an B rand  

Lem on
2 T erpeneless
3 Terpeneless

No. 8 Terpeneless 
_ y V anilla
N°- 2 H igh  C lass . . . . *  w
at° ' i  C lass.......... 2 00No. 8 H igh C lass ..........4 00

Jaxon  B rand  
V anilla

j oz. Full M e asu re . . . . 2 10
1 oz. Full M easu re . . . . 4 00 
8 oz. Full M e a su re .,
„ Lem on
2 oz. Full M easure
1 oz. Full M easu re____
8 oz. Full M e a su re .. 4 50

Je nn ings D. c .  Brand. 
T erpeneless E x t. Lem on 

Doz.

No.
No. . . . .  75 

. . . . 1  76 

....8 00
---- 1 20

.8 00

.1 25 

.2 40

75

No.

Holland Rusk
36 packages ..................2 90
40 packages .................. 3 20
60 packages ..................4 75

CREAM TARTAR
B arrels o r d rum s ...........29
Boxes ................................... 30
Square cans ...................... 32
F ancy  caddies .................25

DRIED RFUIT8 
Apples

Sundried ............ ..
E vapora ted  .......... 9 @10%

Apricots
C alifornia .....................20@24

C alifornia P runes 
100-125 251b boxes

251b. b o x e s ..®  4%90-100
80- 90 251b. b o x e s ..®  5 
70- 80 251b. b o x es ..®  5% 
60- 70 251b. b o x e s ..®  6 
50- 60 251b. b o x e s ..®  6% 
40- 50 251b. b o x e s ..®  7% 
30- 40 25tb. b o x e s ..®  8% 

%c less in 501b. cases 
C itron

C orsican ..............  @20
Currants

Im p’d 1 lb. pkg. 8%@ 9 
Im ported  bulk . .  8V4@ 8% 

Peel
Am erican .........15
A m erican  . . . .1 4  

Raisins
London L ayers , 3 cr.
T ondon L ayers, 4 cr 
C luster, 5 crow n . . . ." . .  2 25 
Loose M uscatels, 2 cr.
Loose M uscatels, 3 cr. 7 
Loose M uscatels, 4 cr. 8 
L. M. Seeded 1 lb. 8%@ 9%
S ultanas, bulk ...........
S u ltanas, package , ,

Lemon
O range

No. 2 P anel ................
No. 4 P anel .......... *.*.*.* *1 fift
No. 6 P anel ..........  2 00
T aper P anel . . . "  1 5 0
2 oz. Full M eas........ " i i  25
1 oz. Full M eas..........  2 00

Je nn ings D. C. B rand  
E x tra c t V anilla

9 T> > Doz.J P an e l ................  1 o=
4 P anel ............  " 2 00

No. 6 P anel . . .  Í3 50
T ap er P anel ...................2 00

oz. Full M eas..............  90
oz. Full M eas............ l  80
oz. Full M eas............ 3 50

No. 2 A ssorted  F lavors 1 00 
GRAIN BAGS 

Amoskeag, 100 in  bale 19 
A m oskeag, less th a n  bl 19% 

GRAIN AND FLOUR 
m _ y W h ea tNew No 1 W h i t e ..........  91
New No. 2 Red ..........  91

W inter W h ea t F le u r 
.  Local B ran d sP a ten ts  .............................  50

Second P a te n ts  ......... " 5  25
S tra ig h t ............................   «5
Second S tra ig h t . . . . . " 4  75
- te a r  .......................... 4 00

F lour in barreta , 25c p e r  
barrel additional.
W orden G rocer Co.’s  B rand
Q uaker, p ap er .............4 40
Q uaker, clo th  ...............4 60

W ykes A  Co.
Eclipse ...........................  4 60
K ansas H ard  W h eat F lour
Fanehon, %s clo th  ___ 5 40

Judson  G rocer Co. 
G rand R apids G rain  A M lll- 

ing  Co. B randa.
W izard, asso rted  .........4 40
G raham  .............................4 40
B uckw heat ..............  ’* 75
Rye ....................................  76

Spring W h eat F lour 
Roy B a k e r ’s B ran d  

Golden H orn, f a m ily . .5 60 
Golden H orn, b ak e r’s . . 5 50
D uluth Im perial ...........5 75
Judson  G rocer Co.*a B ran d
Ceresota, %s .................6 40
Ceresota, %s .................6 30
Ceresota, %s .................6 20
lem o n  A W heeler’s  B rand
W mgold, % s .................6 10
W ingold, Vis ............ . .« 0 0
W ingold, %s ...................6 90

P lllsbu ry ’s  B ran d
Best, %z c lo th  .............t  10
Best, % s c lo th  .............•  10
Best, %s clo th  ........... « 0 0
Best, % s p a p e r ...........« 00
Best, Vis p ap e r ......... .1  00
Best, wood .........   « 20
W orden G rocer Co.’s  B rand
Laurel, %s clo th  .........5 90
Laurel, % s clo th  .........5 86
L aurel, % s&% s p a p e r 5 70
L aurel, %s clo th  .........5 70

W ykes A Co.
Sleepy Eye, % s c lo th . . 6 90 
Sleepy Eye, % s clo th . .6 90 
Sleepy Eye, % s d o t h . . 5 80 
Sleepy E ye, % s p a p e r . .5 80 
Sleepy E ye, %s p a p e r . .5 80



45M I C H I G A N  T R A D E S M A N

3 75 
3 8i) 

30 00 
30 00 .20 0O 

.29 00 
26 00 

.26 50 
27 00 
30 00

31 00 
29 00 
29 00
23 00 
27 00
24 00 
24 Ou

...57

...58
,. 76 
...78
11 00 
12 00

. 15 

. 15

. 15

. 2a

. 90

Meal
Bolted ............................
Golden G ranu la ted  ..
St. C ar F eed screened 
No. 1 Corn an d  O ats
Corn, c racked  ............
Corn Meal, c o a r s e ___
W inter W heat B ran
Cow Feed ....................
Middlings ....................
Buffalo G luten F eed 

D airy Feeds 
W ykea & Co.

O P  L inseed M eal . . .
C ottonseed M eal ........
G luten F eed  ................
M alt S p rou ts ..............
B rew ers G rains ........
M olasses F eed  ..........
H am m ond D airy  Feed 

O ats
M ichigan ca rlo ts  . . . .
Less th a n  carlo ts . . . .

Corn
C arlo ts ............................
Less th a n  carlo ts  . . . .

H ay
No. 1 tim o thy  carlo ts 
No. 1 tim o thy  ton  lo ts 

H ER B S
Sage ................................
H ops ................................
L aurel L eaves ..........
Senna L eaves ............

HORSE RADISH
P e r  doz.............................

JE L L Y  
5 lb. pails, p e r  d o z .. .2 35

15 lb.' pails, p e r  pa il . .  55
30 l b .  pails, p e r  pail . .  98

LICORICE
P u re  ...................................  30
C alab ria  ............................  23
Sicily ..................................  14
R oot .................................... 11

M ATCHES 
C. D. C rittenden  Co. 

N oiseless T ip . . .4  50@4 75 
MEAT EXTRACTS

A rm our’s, 2 oz..................4 45
A rm our’s, 4 oz................ 8 20
L iebig’s Chicago, 2 oz. 2 25 
L iebig’s  Chicago, 4 oz. 5 50 
L ieb ig 's Im ported , 2 oz. 4 55 
L iebig 's Im ported , 4 oz. 8 50 

MOLASSES 
New  O rleans 

F an cy  Open K ettle  . . . .  40
Choice ..............................  35
F a ir  ....................................  20
Good ...................................  22

H alf b arre ls  2c e x tra  
MINCE MEAT

P e r  case ...........................2 90
MUSTARD

% lb., 6 lb. b o x ........  18
O LIVES 

Bulk, 1 gal. kegs 1 20@1 40 
Bulk, 2 gal. kegs 1 10© 1 30 
Bulk, 5 gal. kegs 1 00@1 20
M anznilla, 3 oz.......... 75
Queen, p in ts  ......... . . . . . 2  50
Queen; 19 oz.....................4 50
Queen, 28 oz......................7 00
Stuffed, 5 oz. ..................  90
Stuffed, 3 oz...................... 1 45
Stuffed, 10 oz.................... 2 40

P IP E S
Clay, No. 216 p er box 1 25 
Clay, T . D., full count 60
Cob ..................................  90

PIC K LE S 
Medium 

B arrels, 1,200 c o u n t . . . . 8 50 
H alf bbls., 600 c o u n t . . .4 75 

Sm all
H alf bbls., 1,200 count 5 70 

PLAYING CARDS
No. 90 S te a m b o a t ..... 85
No. 15, R ival, a sso rted  1 25 
No. 20 Rover, enam eled 1 50
No. 572, S p e c ia l ...............1 75
No. 98 Golf, sa tin  fin. 2 00
No. 808 Bicycle ...........2 00
No. 632 T o u rn ’t  w h ist 2 25 

POTA SH 
48 can s in case

B a b b itt’s  ...........................4 00
B arreled P ork

M ess i................................16 00
C lear B ack  ..................17 50
S hort C ut .................... 15 50
S hort C ut C lear ...........16 50
Bean ............................  14 75
B risket, C lear .............15 25

................................  17 50
C lear F am ily  ...............14 00
„ Dry S alt M eats
S. P . B elies . . . . : ......10%
Bellies ............................
E x tra  S h orts .................. 9%
,  Sm oked M eats
H am s, 12 lb. a v e ra g e .. 12 
H am s, 14 lb. a v e ra g e . .  12 
H as, 16 lb. a v e ra g e . .12 
H am s, 18 lb. a v e ra g e . . 12
Skinned H am s ............13
H am , dried beef s e t s . .18
C alifornia  H am s ........  8
P icn ic  Boiled H am s ..14
Boiled H am s .................19%
Berlin H am , pressed  . .  9
M inced H am  ..................  9
Bacon ..................  11% @16
_ LardCom pound ........................  8%
P u re  in tie rces ............  9%
80 lb. tu b s . . .  .advance % 
60 lb. tu b s . . .  .ad vance  % 
50 lb. t i n s . . .  .advance  % 
20 lb. p a l l s . . .  .advance  %

9 7513 50
17 00

..1 00
.1 80
.3 80
.8 00

70
.1 50
.3 00

30
1640
90

7%

10 lb. p a ils---- advance T
5 lb. p a i ls . . .  .advance 1 
8 lb. p a i ls . . .  .advance 1 

Sausages
Bologna .............................
L iver ................................  7
F ra n k fo rt ........................  9
P o rk  ......................  9
v ea l .............................; ; ;  ?
Tongue .............................. 7
H eadcheese ...................    7

Beef
E x tra  M ess .................. 9 75
Boneless ........................13 50
Rump, new ..................17 00

P ig ’s F eet
% bbls........................
Vi bbls., 40 lb s..................1  80
% bbls...................................3 80
1 bbl...................................... 8 00

T ripe
K its, 15 lbs. . : . . .
Vi bbls. 40 lb s...................l  50
% bbls., 80 lb s.................. 3 00

C asings
Hogs, p e r  lb. . . .
Beef, rounds, se t .
Beef middles, s e t ................
Sheep, per bundle . . . .  90 

Uncolored B utterlne
Solid dairy  ..........10 (¿»12
C ountry  Rolls . .10%@16% 

C anned Meats
Corned beef, 2 lb .............2 5o
Corned beef, 1 lb .............1 50
R oast beef, 2 lb ..............2 50
R oast beef, 1 lb ...............1 50
P o tted  ham , Via .........  45
P o tted  ham , Vis .........  45
P o tted  ham , %s .........  85
Deviled ham , Vis ..........  45
Deviled ham , %s . .
P o tted  tongue. Vis 
P o tted  tongue, %s 

RICE
F an cy  ....................7
Ja p a n  .......................5%@ 6%
B roken ........ ...

SALA D' DRESSING
Columbia, Vi’ p in t ___ 2 25
Columbia, 1 p in t ...........4 00
D urkee’s, large, 1 doz. 4 50
D urkee’s  sm all, 2 doz. 5 25 
S n ider's large, 1 doz. 2 3b 
Snider’s sm all, 2 doz. 1 35 

SALERATUS 
P acked  60 lbs. in box.

A rm  and  H am m er ___ 3 10
D eland’s ............................ 3 00
D w igh t’s Cow ...............3 15
L. P .......................................3 00
W yandotte , 100 %s ..3  00

SAL SODA
G ranulated , bbls..............  85
G ranulated , 100 lbs cs. 1 00
Lum p, bbls.............. ’. . . . .  80
Lum p, 145 lb. kegs . . . .  95

SALT
Common G rades

100 3 lb. sacks .............2 25
60 5 lb. sacks ...........2 15
28 10% lb. sacks ___ 2 00
56 lb. sacks ................  32
28 lb. sacks ................  17

W arsaw  
56 lb. da iry  in drill bags 40 
28 lb. da iry  in drill bags 20 

Solar Rock
56 lb. s a c k s ................  24

Common
G ranulated , fine ............  80
Medium, fine ..................  85

SALT FISH 
Cod

L arge  whole . . . .  @ 7
Sm all whole . . . .  @ 6%
S trips or b ricks . .7%(3>10%
Pollock ....................  @ 5

H alibut
S trip s ..............................  13
C hunks ...........................  13

Holland H erring
Pollock ..............  @ 4
W hite H p. bbls. 7 50@9 00 
W hite  Hp. %bls. 4 00@5 00 
W hite  Hoop m chs. @ 75
N orw egian  ......................
Round, 100 lb s.......................3 75
Round, 40 tb s....................... 1 90
Scaled ...............................  13

T ro u t
No. 1, 100 lb s....................... 7 50
No. 1, 40 lb s......................... 3 25
No. 1, 10 lb s............... 90
No. 1, 8 lb s...............  75

Mackerel
Mess, 100 lb s....................... 15 00
Mess, 40 lb s............................ 6 20
Mess, 10 lb s........................... 1 65
Mess, 8 lb s.............................l  35
No. 1, 100 lb s..................... 14 00
No. 1, 40 lb s......................... 5 80
No. 1, 10 lb s......................... 1 65
No. 1, 8 lb s ...........................1 35

W hitefish
No. 1, No. 2 Fam

100 lb s ................... 9 75 3 50
50 lbs.................... 5 25 1 90
10 lb s.................... 1 12 55

8 lb s..................... 92 48
SEED S

A nise .............................. 10
C anary, Sm yrna ..........  4%
C araw ay .....................  10
Cardam om , M alabar 1 00
Celery .............................  15
H em p. R ussian  ...........  4%
Mixed B ird ..................  4
M ustard , w hite ................ 10
Poppy ............................. 9
R ape .................................. 6

8
SHOE BLACKING 

H andy  Box, large 3 dz 2 50
H andy Box, sm all ___l  25
B ixby’s Royal Polish 85 
M iller’s Crown P o lish .. 85 

SN U FF
Scotch, in b ladders ...........37
Maccaboy, in j a r s ..........35
French R appie in j a r s . . 43 

SOAP
J. S. K irk & Co. 

A m erican F am ily  . . . . 4  00 
Dusky D iam ond,50 8 oz2 80 
D usky D’nd, 100 6 oz. 3 80 
Ja p  Rose, 50 bars  . . . . 3  75
Savon Im perial .............3 50
W hite  R ussian  ...............3 50
Dome, oval b ars ...........3 50
S atinet, oval ..................2 15
Snow berry, 100 cakes 4 00 

P ro c to r & Gam ble Co.
,Len°x  ................................ 3 25
Ivory, 6 oz........... ............. 4 00
Ivory, 10 oz.......................6 75
s t a r  ...................................   25

LAUTZ BROS. & CO.
Acme, 70 b a rs  .............3 60
Acme, 30 b ars  .............4 00
Acme, 25 b ars  ...............4 00
Acme, 100 cakes .........3 50
Big M aster, 70 bars  ..2  90 
M arseilles, 100 cakes . . 5  80 
M arseilles, 100 cakes 5c 4 00 
M arseilles, 100 ck to ile t 4 00 
M arseilles, %bx to ile t 2 10 

A. B. W risley
Good Cheer .................... 4 00
Old C ountry  .................... 3 40

Soap Pow ders 
L au tz  Bros. & Co.

Snow Boy .......................4 00
Gold D ust, 24 large  . .  4 -50
Gold D ust, 100-5c .........4 00
Kirkoline, 24 41b.............. 3 80
P earline  ........................... 3 75
Soapine ............................ 4 10
B a b b itt 's  1776 .................3 75
Roseine ..............................3 59
A rm our’s ..........................3 70
W isdom  ......................... ' ’ 3 ¿0

Soap Compounds
Jo h n so n ’s F ine .............5 10
Johnson’s  XXX ...........4 25
N ine O’clock ...................3 35
R ub-N o-M ore .................3 75

Scouring
E noch M organ s  Sons. 

Sapolio, g ross lo ts . . . .  9 00 
Sapolio, ha lf g ro  lo ts 4 50 
Sapolio, single b o x e s ..2 25
Sapolio, hand  .................2 25
Scourine M anufac tu ring  Co
Scourine, 50 c ak es........ 1  80
Scourine, 100 c ak es___ 3 50

SODA
Boxes .................................. 514
Kegs, E nglish  ...................444

SPIC ES 
W hole Spices

Allspice ..............................  12
Cassia, China in m ats. 12 
Cassia, C anton . . . 16
Cassia, B a tav ia , bund. 28 
Cassia, Saigon, broken. 40 
Cassia, Saigon, in rolls 55 
Cloves, A m boyna . .. . .*  22
Cloves, Z anzibar ........  16
M ace ...................................  55
N utm egs, 75-80 ................  35
N utm egs, 105-10 ...............  25
N utm egs, 115-20 ........  20
Pepper, Singapore, blk. 15 
Pepper, Singp. w h i te . . 25
Pepper, sh o t ..................  17

P ure  Ground in Bulk
Allspice ..............................  16
Cassia, B a ta v ia  ............  28
Cassia, Saigon ..............  55
Cloves, Z anzibar ..........  24
Ginger, A frican  ............  15
Ginger, Cochin ............  18
Ginger, Ja m a ica  ..........  25
Mince ..................................  65
M ustard  .......................  18
Pepper, Singapore, blk. 17 
Pepper, Singp. w h ite .. 28
Pepper, C ayenne ..........  20
Sage .................................... 20

STARCH
Corn

K ingsford, 40 lbs. . .  7%
Muzzy, 20 l i b s ..........  -5
Muzzy, 40 l ib s .......... 4%

Gloss
K ingsford

Silver Gloss, 40 lib s . 7\
Silver Gloss, 16 3lbs. 6%
Silver Gloss, 12 61bs. 8 V*

Muzzy
48 lib  packages ...............4%
16 &lb. packages ...........4%
12 61b. packages .............5 %
50 lb. boxes ...................... 3 %

SYRUPS 
Com

B arre ls  ...................................29
H alf B a rre ls  .......................j i
201b . cans % dx. in cs 2 00 
10tb. cans % dz. in cs. 1 95 
5lb. cans 2 dz. in cs. 2 05 

2% lb. cans 2 dz. in cs. 2 00 
P ure  Cane

F air ................................ 16
Good .............................. 26
Choice ............................  25

T EA  
Ja p an

Sndried. m edium  ...........24
Sundried, choice ...........32
Sundried, fancy . . .
R egular, m e d iu m ...........24
R egular, choice .............32
R egular, fancy  ...............36
Basket-fired, medium t l  I

9
B asket-fired , choice . . 3 8  
B asket-fired , fa n cy  . . . 4 3
N ibs .................   22@ 24
S iftin gs .......................9 0 1 1

u l u
Gunpowder *

M oyune, medium ...........30
M oyune, choice .............32  .
Moyune, fa n cy  ...............40
P lngsuey, medium ___20
Pingsuey, choice .........30
Pingsuey, fa n cy  ..........4u

Young Hyson
Choice .............................. 30
F an cy ................................36

Oolong
r oriuosa, fa n cy  .............43
A m oy, m edium  .............26
Am oy, choice .................32

English B reakfast
Medium ....................  29
Choice ...................... . . .3 0
F an cy ................................49

' , India
Ceylon, choice . . .  32
F an cy  .......................... / ’ 42

t o b a c c o ........
_ Fine Cut
Cadillac ..........................
Sw eet I.oma . . .  34
H iaw atha. 51b. p a ^ ” so 
Telegram . . .  »1*

P a y  C ar ............ " .......... 33
P rairie  Rose ..........  "49
P rotection  .......... ! . 40
Sw eet B u rley  . .  ' * "  44
T ,*er .................................40
Red Cross . .  ,U_®
P alo  .................  H

B attle  A x  .......................37
A m erican  E ag le  . . '! * *  ‘.33 
Standard N av y  a**
Spear H ead, 7 oz'.”  47
Spear H ead. 1 4 % oz 44 
N obby T w ist . .  . .  55
Jolly  T a r  ............ ” ”  39
Old H on esty . . . .  ” 43

.......
P ip er H eidsick 69
Boot Jack  ............... . . . " g k
§ .onf y  Dip T w ist . . . * ’ 49 
§ laaJt Standard .............49
F o r g i46. ; ; ; ; ; ...................

G reat N a v y  ............... ^39
0 „  Sm oking
S w eet C o r e ........  34
F la t C a r ..........  ............ 00..
W arpath  ...........................«6
Bamboo, 16 oz. oc
1 x  l , 5tb..............

L * I* oz. pails . . 3 1
H oney Dew  ........  49
Gold B lock  ........... ] 49
Flagm an  ............  4«
Chips ..............   o.
K iln  Dried 21
D uke’s  M ixture .”  ”  ”  49 
D uke’s Cam eo ” 43
M yrtle N a v y  __  44
Yum  Yum , 1%  oz. . . .  ¡39

Cream  n“ '. . ln ! '. .pa.i,a ¿2
Corn Cake, 2% o z ........ 26
Corn Cake, l i b .............
p}°w  g ° y .  1%  oz....... 39
Plow  Boy, 3 % oz....... 39
Peerless, 3 % oz...............35
Peerless, 1%  oz. *5
A ir  B rake   ........ " "sr
Cant H ook ............  ”  30
C oun try Club . . . ” ” 32-34
F o re x -X X X X  ............ „Si)

I Good Indian ........  ” 25
Self Binder, 16oz. 8oz’. ’ 2 0 -2 2
S ilver Foam  ..................  24
Sw eet M arie ........... ‘.'.'.'.¿2
R oyal Sm oke . . . . . . . .  42

TW IN E
Cotton, 3 p ly ..........  20
Cotton, 4 p ly . .  .......... on
Jute, 2  p ly  .............  14
Hem p, 6 p l y .......... ; ; ; ; 13
f  lax, medium N ............24
W ool, 1 lb. bails __  8
«  „  V 'N E G A B
M alt W hite, W ine, 40  e r  9 

W hite, W in e 80  g r  12% 
P u re Cider, B  &  B . 7 . .15** 
S,Ure £.1j er’ Robinson 15 Pure Cider, S ilver ]

W I C K I N G ..........
No. 0  per g ro ss ...............39
No. 1 per gross .............. 40
No. 2  per gross .............. 50
No. 3 per gross 75

W O O D E N W A R E
B askets

Bushels ..................  1 99
Bushels, w ide band ” ’ l 25
M arket .....................  49
Splint, large  ........ .'” 3 50
°PJ nt, m edium ............3 00
Splint, sm all ..................2 75
W illow , Clothes, large 8 25 
W illow , Clothes.- meVn 7 25 
W illow. Clothes, sm all 6 25 

B radley B u tter Boxes 
21b. size. 24  In c a s e ..  72 
31b. size. 16  fn c a s e . . 68
"U - size, 12 in c a s e .. 63 

101b. size. 6 in c a s e . . 6« 
B utter Plates

S ° .  J Oval 250  in crate  35 
No. 2  Oval, 250  in crate  40 
No. 3 Oval. 250  In crate  45 
No. 5 Oval. 250  In crate 60  

C hum s
B arrel. 5  gal., e a c h __ 2 49
R r̂reJ* I f tain m at...»  5fi 
•w w i 14 mL. *w *.. 8 n

1 0

Clothes Pins
Round head, 5 gross bx 55 
Round head, c a r to n s .. 70 

Egg C rates and Fillers. 
H um pty  D um pty. 12 do*. 20
No. 1 com plete ..............  40
No. 2 com plete ............  28
Case No. 2 fillersl5sets 1 35 
Case, m edium s. 12 se ts  1 15 

Faucets
Cork, lined, 8 in ..........  70
Cork lined, 9 in ............  80
Cork lined. 10 In ............  90

Mop Sticks
l r o ja n  sp ring  ................  99
E clipse p a te n t sp r in g .. 85
No. 1 com m on ..............  80
No. 2 p at. brush holuer 85 

, c° tto n  mop heads 1 40 
Ideal No. 7 ......................  85
0 . _ F alls
2-  hoop S tan d ard  ......2 16
3-  hoop S tan d ard  ......2 35
2- wire, Cable ............2 25
3- w ire. Cable ............2 45
C edar, all red, b rass . .1  25 
Paper, E ureka  . 2 25
F i b r e ...........................' ” 2 70
„  . Toothpicks
H ardw ood 2 50

. Softwood ........ 2 75
B anquet .......................” 1 60
tdeal ..........................1 60

T raP*Mouse, wood, 2 h o le s .. 22
Mouse, wood. 4 h o le s .. 45
Mouse, wood. 6 h o les .. 70
Mouse, tin , 5 ho les_____ $5
R at, wood ......................  80
R at, sp ring  .............." 79

. Tubs
20-ni. S tandard , No. 1 8 75 
18-in. S tandard , No. 2 7 75 
16-in. S tandard , No. 3 6 75
20-in. Cable No. 1 .........9 ¿5
18-in. Cable, No. 2 . . . . 8  25
16-in. Cable No. 3 .........7 25
No. 1 f  ibre .................10 2o
No. 2 F ib re  ................  9 25
No. 3 F ibre .............." 3 25

W ash Boards
Bronze Globe ........  2 so
Hewey ........................  " l  75
Double Acme .................2 76
Single Acme .................% 25
Double Peerless .............4 26
Single P eerless ...............3 60
N o rth ern  Queen ...........3 59
Double Duplex ................3 90
Good L uca ................  2 75
U niversal .................... . . ' .3  55

W indow C leaners
\\ “ ............................ .....

,0  , Wood Bowls13 in. B u tte r  ............1 25
15 in. B u tte r  ...........2 35
1 < in. B u tte r  ........... 3 75
19 in. B u tte r  ........... 5 oo
A ssorted , 13-16-17 . . .  2 SO
A ssorted, 16-17-19 ___ 3 25

W R A PPIN G  PA PER
Common s tra w  ..............  134
F ibre  M anila, w h ite . .* 2% 
F ib re  M anila, co lo red .. 4
No. 1 M anila ................  4
C ream  M anila ..............  3
B utche r’s  M anila ........  2%
W ax B u tte r , sh o rt c ’nt. 13 
W ax B u tte r, full count 20 
W ax B u tter, rolls . . . .1 5  
„  YEAST CAKE
M agic. 3 doz.................... 1 15
Sunlight. 2 doz.............1 99
Sunlight, 1 % doz............  50
l e a s t  Foam , 3 doz........1 15
le a s t  Cream , 3 doz___1 00
Yeast Foam , 1 % do* .. 6x

FR E SH  FISH  
„ , P e r  lb.

W hitefish, Jum bo  . . . .2 0
W hitefish, No. 1 .........10
T ro u t ................................ 914
H alibu t ........................  11
Ciscoes o r H errin g  . . . .  7
Bluefish ........................... ..
L ive L obster ................25
Boiled L obster .............. 25
Cod .................... .......... 10 %
H addock .............................3
Pickerel ............  ” "*10
« * “ . ........................8P erch  .............................. 3
Smoked, W hite  ............. 12%
Chinook Salm on ........ 16
(Mackerel ........................ ig
F in n an  H addie ............
Roe Shad ....................
Shad Roe, each ..........
Speckled B ass ..............  8%

H ID ES AND P E L T S 
Hides

Green No. 1 ...................  6
G reen No. 2 ................... 5
Cured No. 1 ...................  714
Cured No. 2 ................... 6%
Calfskin, green . No. 1 10 " 
Calfskin, green , No. 2 8% 
Calfskin, cured, No. 1 11 
Calfskin, cured No. 2 9%

P elts
Old Wood ..............  @ 20
L am bs ..................20@ 40..
S hearlings .............. 10@ 30

T allow
No. 1 ...................  @ 4%
No- 2 ....................  @ 3%

Wool
U nw ashed, med. . .  .@17 
U nw ashed, fine . . . .  @13

11
CON FECTIO NS 

Stick Candy P ails
S tan d ard  .........................  8
S tan d ard  H  H  ............... 8
S tan d ard  T w ist ..........  8%

Cases
Jum bo, 32 lb .................... 8
E x tra  H  11 ....................10
Boston C ream  .............. 12
Big stick , 30 lb. c a s e . . 8%

Mixed Candy
G rocers ............................ 7
Com petition ..................  7%
Special .......... '................  8%

C onserve ........................ 8
Royal ................................  8%
Ribbon ..............................10
B roken ................................ 8%
Cut L oaf ........................ 9%
L eader .............................  9
K in d erg arten  .................10%
Bon Ton Cream  .......... 10
F rench  Cream  .............. 10
S ta r  ................................... l l
H and  M ade C ream  ..17 
P rem io Cream  m ixed 14 
P a ris  Cream  Bon Bons 11

Fancy—in Paila
Gypsy H e a r ts  ................14
Coco Bon B ons . . . . . . . 1 3
Fudge S quares ............ 12
P e a n u t S quares ...........10
S ugared  P e a n u ts  ........ 13
Salted  P e a n u ts  ............ 13
S ta rlig h t K isses .......... 11
Sail B ias Goodies . . . .  13
lozenges , p lain  ...........11
uozenges, p rin ted  . . . .1 2  
C ham pion C hocolate ..13 
E clipse C hocolates .. .1 6  
E u rek a  C hocolates . . . .1 6  
Q uin te tte  Chocolates ..16 
Cham pion Gum D rops 10
Moss D rops .................... 10
Lem on Sours .................16
Im peria ls ........................11
Ita l. Cream  O pera . . . .1 2  
ita l. C ream  Bon Bons 12
Golden Waffles ..............13
Red Rose Gum D rops lu 
A uto  Bubbles .................13

Fancy—in 5tb. Boxes
Old F asiiioned M olass

es K isses, 101b. box 1 30
O range Je llies ...............50
cem uu  Sours .................. 60
Old Fasiiioned H ore-

hound drops ...............60
P ep p erm in t D rops ........ 60
C ham pion Choc. DropB 7u 
H. M. Choc. D rops . .1  10 
H . M. Choc. L t. and

D ark  No. 12 .......... 1 10
B itte r  Sw eets, a s 'td  1 26 
B rillian t Gums, Crys. 60 
A. A. L icorice D rops ..90
cozenges, p lain  .............60
Lozenges, p rin te d  . . . .6 5
Im peria ls ..........................60
M ottoes .............................65
Cream  B a r ............... . . .6 6
G. M. P ean u t B ar . . . .6 0  
H an d  M ade C r’m s . .80@9t
C ream  W afers .............65
S trin g  Rock .....................60
W in terg reen  B erries ..60 
Old T im e A ssorted  . .2  7s 
B u ste r B row n Goodies 3 50 
U p-to -d a te  A sstm t. . . . 2  75
T en S trik e  No. 1.............6 60
T en S trik e  No. 2 ...........6 00
Ten S trike, Sum m er a s 

so rtm en t .......................6 76
Scientific A ss’L ...........18 00

Pop Corn
C racker Ja c k  ...................2 25
C heckers, 5c pkg case 3 50 
Pop Corn Balls, 200a 1 16
A zulikit 100s ..................3 00
Oh My 100s ....................3 60

Cough Drops
P u tn am  M enthol ........ 1 00
S m ith  B ros............ .......... 1 26

NUTS—W hole 
Almonds, T a rrag o n a  . . . .1 7
Almonds. A vica ..............
A lm onds, C alifornia  sft.

shell ..........................
B razils .......................  12013
F ilb erts  ....................  0 1 3
Cal. No. 1 ................
W alnuts, so ft shelled 01 8  
W alnuts, M arbo t . . .  @14
Table nu ts , fancy  ..13 0 1 6
Pecans, Med.................  @lu
Pecans, ex. la rg e  . .  01 2
Pecans, Ju m bos . . . .  O U  
H ickory N u ts  p e r  bu.

Ohio new  ..............
C ocoanuts ...................
C hestnu ts, N ew  Y ork 

S tate , per b u ............
Shelled

Spanish  P e a n u ts  . . 7 0  7%
P ecan  H alves ........  0 65
W alnu t H alves . . .3 2 0 3 5  
F ilbert M eats . . . .  @2/
A licante Alm onds 06 2  
Jo rd an  A lm onds . . .  067

P eanu ts
F an cy  H . P . Suns 6%@ 7

R oasted  ..........  8 0  8%
Choice, H . P. Ju m 

bo ......................  O  8%
Choice, H. P. Ju m h " 

R oasted  ............  9 0  3%
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Special Price Current
A X L I  ORBASI

Mica, tin boxee__ 7B • 00
P an teo n  ..................56 « 00

BAKING POW DER

Rayai
lOe size 00 

l&Ifc. cans 1 t i  
Cbk. cans 1 00 

Mite cans 2 50 
14 lb cans I 76 
lia. cans 4 
Ilk. cans II 00 
61b cans SI 60

BLUING

O. P. Bluing
Dos.

Omall size, 1 dos. box..40 
Charge slss, 1 dos. box..76

CIGARS
Johnson Cigar Co.’s Brand

s. c. w.. 1.000 lots -- 31
El Portaba ... .....33
Evening Press .....32
Exemplar ....... .......32
Worden Grocer Co. brand

Bon Hur
Perfection ...................... 15
Perfection Bxtras .........16
Londres ........................... 16
Londres Grand ................16
Standard ......................... Si
Puritanos ........................||
Pans telles. Finas .......... SS
Panatellas, Bock ...........16
Jockey Club ...................|S

COCOANUT
Baker’s Brasil Shredded

70 J4n>. pkg. par ease S 00 
16 ttlb . pkg. per ease I  10 
IS B ib . pkg. per ease I  00 
10 tin» , pkg. per ease I  00

PRBBH MEATS
Bear

C arcass .................. 8 @11
H in d q u arte rs  . . .1 0  @13
Loins .................... l i  @16
Rounds ..................  8%lt>10
Chucks .................. 8 @ 9%

....................  fU fif l  •••••••••• $
porft(

Loins ....................  @ io
D ressed ................  @ 7
B oston B u tts  . . .  @ 9
Shoulders ............  @ 8V4
L oaf Lard ..........  @ 9^
Trim m ings ..........  @ 7

@10
@13

@ * \

Mutton

C arcass ................
L am bs ..................
Spring  L am bs . .

Veal
C arcass ................... 6

CLO TH ES LINES  
Sisal

60ft. 3 thread, extra.. 1 00
72ft. 3 thread, extra. .1 40
90ft. 3 thread, extra.. 1 70
60ft. 6 thread, extra..1 29
72ft. 0 thread, extra..

Jute
60ft................................. 76
72ft................................. 00
00ft................................. 1 05
120ft..........*................... 1 50

50ft.
60ft.
70ft.

Cotton Victor .1 10 
.1 16 
.1 60

Cotton Windsor 
50ft.......................................1 SO

7$ft ! ” ” 1 " 3  00
80ft................................. 2

40ft.
60ft.
«Oft.

No.
No.

Cotton Braided
. 06 
.1 16 
1 *

Galvanized Wire 
20, each 100ft. long 1 90 
19. each 100ft. long 2 10

C O FFEE
Roasted

Dwlnell-Wright Co.’s. B’ds.

White House, lib...............
White House, 21b...............
Excelsior, M ft J, lib..........
Excelsior, M & J, 21b..........
Tip Top. M ft J, lib...........
Royal J a v a  ..............................
Royal Java and Mocha ...  
Java and Mocha Blend ...
Boston Combination ........

Distributed by Judson 
Grocer Co., Grand Rapids; 
Lee, Cady ft Smart, De
troit; Symons Bros, ft Co., 
Saginaw: Brown, Davis ft 
Warner, Jackson; Gods
on ark, Durand ft Co., Bat
tle Creek; Flelbaeh Co., 
Toledo.

Peerless Bvap’d Cream 4 90 

FISHING T A C K L E
t*  1 In..................... .. 9

1H to 2 In................... .. 7
Uè to 1 In.................. .. •
1% to 1 In.................. .. 11
2 in. .. 16
1 In. .

Cotton Linos
.. 20

No. 1, 19 foot .......... .. 6
No. 2. 16 foot ............ .. 7
No. 1, 16 foot ............ .. »
No. 4, l i  foot ............ .. 19
No. 6. 16 feet ............ .. 11
No. 9. 16 foot ............ .. 12
No. .7, 16 foot .......... .. 16
No. t. 16 foot ............ .. 11
No. 9. 16 foot ............ .. 29

Linen
Small ............................  19
Medium .........................  16
Large ...............   14

Poles
Bamboo, 14 ft., per dog. 16 
Bamboo, 19 ft., per dos. 99 
Bamboo, II ft., per dog. 99

GELATINE
Cox’s, 1 doz. Large ..1  80 
Cox’s, 1 doz. Small ..1  00 
Knox’s Sparkling, doz. 1 25 
Knox’s Sparkling, gro.14 99
N elson 's............. ..........1 19
Knox’s Acldu’d. doz....l 25
Oxford ............. ...........  eg
Plymouth Rock .......... 1 16

SAFES

Pull line of fire and burg
lar proof safes kept in 
stock by the Tradesman 
Company. Thirty-five sizes 
and styles on hand at all 
times— twice as many safes 
as are carried by any other 
bouse in the State. If you 
are unable to visit Grand 
Rc pids and inspect the 
line personally, write for 
quotations.

8OAP
Beaver Soap Co.'s Brands

100 cakes, large size..! 60
69 cakes, large size..! 16

109 cakes, small size. .1 16
69 cakes, small size. .1 96
Tradesman’s Co.’s Brand

Black Hawk, one box 2 60 
Black Hawk, five bxs 2 40 
Black Hawk, ten bxs 2 26

T A B L E  SAUCE8
Halford, large .............I  76
Halford, small ........... 2 26

Use
Tradesman

Coupon
Books

Made by 

Tradesm an C am pany  

M  f u Udi m b .

Michigan, Ohio 
And Indiana 

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. If it is a 

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
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each 

qnent eoininuous insertion. No charge less than 2Ò cents. Cash must accompany all ordefs.

BUSINESS CHANCES.

A firs t-c lass  c igar and  tobacco, pool 
room an d  b arb er shop. L ocation th e  
best in th e  c ity  of South Bend, Ind. 
R eason fo r selling, too m uch outside 
work. R e n t reasonable. G. H. T ucker, 
110, M ain St.. South  Bend. Ind. 818

S hetlands—Two young black S h e t
lands, gentle, broken, fo r sale. A ddress 
A. A. Em m el, B arneveld, W is. 817

F o r Sale—Stock of hard w are , im ple
m ents, fu rn itu re  and  un d ertak in g ; a  good 
pay ing  business; located  in a  railroad  
division tow n of 2,500 population. A d
d ress Box 71, Oliadron, Neb. 816

W anted—M en to  m ake $5 a  d ay  as 
sideline on E lg in  w atches. B uy o u t
r ig h t; be your own jobber. Send me 
cash  w ith  first o rder fo r your sam ple 
line. O ur prices, 18 size hun ting , 20 
year gold-filled case fit w ith  15 jew els, 
E lg in  m ovem ent, $9.3?; sam e case fit in
17 jew eled E lg in  fo r $10.59. Open face,
18 size, 20 y ear gold-filled case, fit w ith  
16 jew eled E lgin, $8.08; fit w ith  17 jew 
eled, $8.94; 16 S. hun ting , 20 year gold- 
filled, 15 jew eled  E lgin, $11.03; sam e, fit 
in 17 jew eled, $12.72; 16 size, open face, 
20 y ear gold-filled, 15 jew eled E lgin,
$9.43; sam e, in 17 jew eled, $11.12. 0 size
for ladies, 20 year gold-filled case, fit 
w ith  7 jew eled E lgin, $8.65. You can 
m ake $2 to $5 on every  w atch . You sell 
to  hotel c lerks and  your friends. B eau
tifu l d iam ond ring, s tud  or scarf p in roi 
$10, o iliers from  $3.50 to  $300. Solid
gold real cam eo sc a rf  pin, $1.26 to  $2.5o. 
Solid gold cuff b u ttons, $1.25 to  $2.50. 
Solid gold brooches, real cam eo, $3.50 to 
$6. Will refund  m oney a t  once on re- 
i . . .n  oi goods _ if not sa tis fac to ry . You 
a re  dealing  w ith  a  m an u fac tu re r and  
sav ing  25 to  100 p e r  cent. Send P o st- 
office order, exp ress order or d ra ft. My 
la te s t offer is a  b eau tifu l gold filled 
fancy enam eled gold inlaid chate la ine  
w atch  w ith  pin, handsom e ease, fo r $3.87 
com plete. D an I. M urray , No. 3 M aiden 
L ane, N ew  York, 151 W abash  Ave., Chi
cago; 512 R ace St., C incinnati, Ohio.

________________________815
F o r Sale—Store house and  lo t w ith  

barns, stock  of groceries an d  school su p 
plies. Also house and  four lots, tw o 
barns, etc. R eason fo r selling, old age. 
A ddress L. Box 344, M ontague, Mich.
____________________________  814

F o r Sale—A b rig h t new  h ard w are  stock 
invoicing abo u t $3,500, located  in one of 
th e  best tow ns in eas te rn  South  D ako ta , 
population  abo u t 700. S ta te  school for 
the  blind located  a t  th is  point. Ad- 
d ress  F . H . Greene, G ary, S. D. 813

F or R e n t—D esirable location fo r g ro 
cery  o r genera l store . A ddress Box 281, 
Postv ille, Iowa._______  811

F o r Sale—Stock h ard w are  and  im ple
m ents, invoicing $10,000; good live tow n, 
no opposition; n e t earn ings la s t  year 
over $3,000; will sell o r re n t  p roperty . 
T u rp in  & T urp in , Crocker. Mo. 810

F o r Sale—E dison m oving p ic tu re  m a 
chine and graphophone, a lm o st new. Big 
m oney in th e  business. A ddress J . W. 
Com stock, C onstan tine, Mich._____  821

F o r Sale Or E xchange—F o r a  stock  of 
goods o r cash, 640 acres of unim proved 
land in C lare Co., M ichigan, 3 m iles 
from  tow n on R. R. P rice  $5 per acre. 
A ddress L. F . Leonard , F arw ell, Mich.

________________________ 823
F o r E xchange—F ine m odern, steam - 

heated , th re e -s to ry  b rick  business block, 
well ren ted ; also o th er im proved p rop 
erty , an d  som e cash, fo r stocks of m er
chandise, invoicing $10,000 to  $50,000. 
A ddress Box 56, M arion, Ind. 820

F o r Sale—H otel and  re s ta u ra n t a t  
Conde, doing good business. W ill sell 
cheap  if tak en  soon. A ddress J. O. D eck- 
er, Conde. S. D.___________  809

N otice— Will p ay  spo t cash  fo r shoe or 
d ry  goods stock. 81 C lairm ount Ave., 
D etro it. Mich. _____________  807

F o r Sale—W ell established, u p -to -d a te  
stock  genera l m erchandise in prosperous 
N orth  D ako ta  tow n. Crops look finest 
for years. S tock ab o u t $6,000, s to re  
build ing  $2,000, dw elling $1,500; liberal 
term s. P a r tic u la rs  add ress M. O. M ad- 
son, M entor. Minn.__________________803

T he K ing  is an  a u to  tire  th a t  h as 
nev er ye t been punctured , an d  som e of 
them  have been ridden 10,000 m iles; will 
ou tw ear tw o rub b er tire s  a n d  th en  some. 
L iberal com m ission to  good salesm en. 
K ing  L ea th e r  T ire  Co., R acine, W is.

800

Send us a t  once your old silk  fob 
ribbon, th is  notice and  30 cents. W e will 
re tu rn  to  you postpaid  a  sam ple genuine 
Morocco lea th e r  w atch  fob, pa ten ted . 
Can be a tta c h e d  w ithou t glue or sewing. 
T he B oston P ocket Book Com pany, 64 
W arren  St., Boston, M ass. Offer not 
good a f te r  A ugust 1, 1908. 799

F o r Sale—T rap  drum m ers outfit, a l
m ost new.. Com plete w ith  bells, only $46. 
A bargain . A ddress H. T. A lum baugh, 
Carlisle, Ind. 796

F o r Sale—N ew  clean stap le  stock  of 
d ry  goods, c lo th ing  and  shoes: Located 
in a  boom ing tow n of N orth ern  M ichi
gan. S tock invoices abou t $4,000. A d
d ress No. 795, care  T radesm an. 795

W anted—T ailo r to  locate in com m un
ity  of 3,000 to  4,000 people. A ddress 
B oard of T rade, M ontague, Mich. 804

F o r R ent—One storeroom  16x50 feet, 
w ith  elevator runn ing  from  cellar to  sec
ond floor, or w areroom  25x25 feet, in 
cluding tw o room s, b a th  room  and  toilet. 
L ighted  by electric ligh ts and  gas. 1 
fu rn ish  steam  heat. Only a  little  h a rd 
w are can  be obtained. Y esterday I had  
to go to  A llentow n, P a . fo r a  lock. 
M auch C hunk h as  population of abou t 
10,000, s itu a ted  n ea r  Lehighton, W eiss- 
port, N esquehoning, L ansford  and  Sum 
m it H ill. Come quick. J . M. A rndt, 
M auch Chunk, Pa. 792

F o r Sale—P riv a te  car, com pletely fu r 
nished, linen and  silver. A ddress H u n t
er, 2711 B roadw ay, New York City,

791
N ea t pencil holder, c ig ar cu tte r, com 

pass, m anicure, (over 20 uses). Dozen 
75c. M ulticlip, McMechen, W . Va. 790

F o r Sale—A str ic tly  m odern u p -to -d a te  
shoe and  fu rn ish ing  goods business In 
good hustlin g  tow n of 500 people. B usi
ness estab lished  1871. Stock inven tories 
$3,700, an n u a l sa les $10,000 to  $12,000, 
90% cash. Own build ing  and  will sell 
o r lease sam e. I t  will pay  you to  in 
vestiga te  th is. No trad es  considered, 
cash  only. R eason fo r selling, o th er 
business. A ddress Lock Box 27, Galien, 
Mich. 808

M ichigan la th , w hite  and  p lain  m aple, 
elm, b irch  and  beech lum ber and  c r a t
ing cull, also  A rk an sas yellow pine. J. 
S. Goldie. Cadillac. Mich. 772

Cold sto rage  o r produce m an. I have 
a  splendid location for produce building 
in b est produce city  in M ichigan, 20,000 
in h ab itan ts . N o cold s to rag e  in city. 
S ite ad jacen t to four ra ilroads and 
steam b o at dock. I will build an y  k ind 
of a  building to  su it a  reliable ren te r. 
L ong lease given. B e rt W ilhelm , E a s t 
Jo rdan , Mich. 785

A bakery  and  oven com plete. In  first- 
class condition w ith  gasoline engine and  
boiler and  o th er m iscellaneous a rtic les  
connected therew ith . Also cou n te r and  
show cases, scales, ice cream  can s and  
tubs; one beau tifu l m arble  soda foun ta in  
good a s  new  for one-half of cost price; 
one pean u t ro astin g  m achine; one deliv
ery  horse; severa l bakery  w agons p.nd 
sleighs; one m oving p ic tu re  m achine 
(used b u t a  sh o rt tim e and  good a s 
new ); opera ch a irs  and  o th er a r tic les  too 
num erous to  m ention. J . Roch M agnan, 
T rustee , W . S tubbs & Sons, M anistee, 
Mich. 782

C ash an d  rea l e s ta te  to  exchange for 
stock  of m erchandise. G roceries p re 
ferred . A ddress C. T. D augherty , R. D. 
2, C harlo tte , Mich. 769

$25 CASH PAID
to  anyone g iving me information about a  shoe 
sto re  or shoe stock th a t can be bought cheap 
for cash. Will invest from $1,000 to  $5,000.

P . L FEYREISEN & CO.
12 and 14 S ta te  S t. Chicago.

F o r Sale—1,600 acres of land  covered 
w ith  g reen tim b er in M issaukee Co., 
Mich. L and is level and  fertile. A d
d ress No. 768, ca re  M ichigan T radesm an.

768
F o r Sale—I have a p o ta to  cellar and  

a  w arehouse fo r hand ling  g ra in  a t  Gow- 
en, Mich. Also a  p o ta to  cellar a t  Coral 
and  a  po ta to  cellar a t  L akeview  an d  a  
good business w orked up  w hich I would 
like to  sell in  a  bunch. A nyone w ishing 
to  buy, will give them  a  good deal. W. 
J. Dodge, Gowen, Mich. 773

F o r Sale—A1 d rug  stock  and  fixtures 
in college tow n of 1,000. Very liberal 
proposition for quick sale. E stab lished  
35 y ears and  is a  paying business. In 
vestiga te . Chas. H . Mead, M. D., Olivet, 
Mich. 794

To R en t—M odern shoe sto re , 17%x60 
feet, steel ceiling, oak shelving, b a se 
m ent. L ieberm ann  & B aird , St. Clair, 
Mich. 763

F o r Sale—D rug stock in c ity  6f 5,000 
S outhw estern  M ichigan. Local option 
county. Will invoice about $3,000, includ
ing T w en tie th  C en tu ry  soda fountain . 
O ne-half down, balance easy  term s. R ent 
of building, $30 per m onth. A ddress 
D rug Store, C a rrie r 2, G rand R apids, 
Mich. 723

Q. B. JOHNS & CO.
Merchandise, Real Estate, Jewelry 

AUCTIONEERS
GRAND LEDGE, MICH.

We receive stocks or parts of stocks of mer 
chandise on consignment on commission. W rite 
for term s and references. W e buy stocks

Yours m ost cordially, G. B. J o h n s  & C o

W anted—Stock general m erchandise, 
shoes o r clothing. A ddress R. E. T hom p
son, G alesburg, ill. 797

F or Sale—One 200 book M cCaskey a c 
count reg ister, cheap. A ddress No. 648, 
care  M ichigan T radesm an. 548

H ardw are , fu rn itu re  and  undertak ing  
■a best M ichigan town. S tock well a s 
so rted  and  new. A w inner. O wner 
m u st sell. O ther business. A ddress No. 
o87, ca re  T radesm an. 587

W anted—B est p rices paid  fo r coffee 
sacks, flour sacks, su g a r sacks, etc. A d
d ress W illiajn R oss & Co., 67 S. W ater 
St., Chicago, 111. 719

F o r Sale—D rug  sto re  in S outhern  
M ichigan, tow n 1,500. Invoices $3,000. 
A ddress No. 703, care  T rad esm an. 703

If  you w an t to  sell your shoe business 
for spo t cash, ad d ress No. 676, care  
T radesm an. 676

F o r Sale—One D ayton com puting  scale, 
alm ost new. Cheap. Ju dson  G rocer Co., 
G rand R apids, Mich. 617

Tobacco h ab it cured or no cost. A d
d ress N i-K o A ssn., W ich ita , K an. 729

F o r Sale—Stock of groceries, boots, 
shoes, rubber goods, notions an d  garden  
seeds. L ocated  in  th e  best f ru it  belt In 
M ichigan. Invoicing $3,600. If tak en  be
fore A pril 1st, will sell a t  ra re  bargain . 
M ust sell on account of o th e r  business. 
Geo. T ucker. Fennville. Mich.______ 638

F o r Sale o r E xchange—Sm all hotel; 
fo rty  room s, m ostly  fu rn ished ; will sell 
o r exchange fo r farm . E nqu ire  W inegar 
F u rn itu re  Co., D ivision and  C herry  Sts., 
G rand R apids, Mich._______________ 685

F o r Sale—An u p -to -d a te  g rocery  and  
m eat m a rk e t in a  lively tow n of 5,000. 
A nnual sa les over $60,000. S tock will 
invoice abou t $1,500. H ave been in busi
ness 28 y ears an d  w an t to  re tire . W ill 
only consider cash  deal. A ddress J .  W. 
B., 116 South  F ro n t St., D ow agiac, Mich.

671
To Buy—D ry Goods. E x -m erch an t de

sires  correspondence w ith  p a r ty  doing 
profitable business. L ive tow n 3,000 u p 
w ards. O w ner w ishes to  re tire . Stock 
$5,000 to  $10,000. M ention size store , 
show -w indow s, case, sales, expenses. 
W ill be in M ichigan in Ju ly . A ddress No. 
697, care  T radesm an.________________697

C ash for your business or reai estate . 
No m a tte r  w here located. If you w ant 
to buy or sell add ress F ra n k  P. Cleve
land, 1261 A dam s E xpress Bldg., Chi
cago. OI. _____________>61

H ELP  W ANTED.
W anted—A good sa lesm an  com petent 

to  buy and  sell d ry  goods, clothing, 
shoes, etc. Send references from  la s t 
em ployers and  s ta te  w ages w anted. J. 
A. S h a ttu ck  & Co., N ew berry, Mich. 
______________________________________812

W anted  — Salesm en w ith  established 
trad e  to  ca rry  firs t-c lass line of broom s 
on com m ission. C entral Broom Com-
pany, Jefferson City, Mo.__________ 819

Salesm an W an ted—To sell enam eled 
w are on com m ission basis. S ta te  te r r i 
to ry  you a re  covering and  line you are  
handling . P ittsb u rg  S tam ping  Co., P i t t s 
burg , P a . 695

______ SITUATIONS W ANTED._____
S ituation  W an ted —Young m an, agp 33, 

now em ployed in Southern  Ind ian a  de
sires to  locate  in som e good _ M ichigan 
c ity  a f te r  A ugust 1. Do no t d rink , 
sm oke, use drugs or gam ble. Membei 
of M asons. Am single. Sole support of 
a  widowed m other; no t a fra id  to  work. 
D esire a  p erm anen t place. Can fu rn ish  
references and  bond. H ave had  experi
ence a s  clerk  and  m anager in g e n ts ’ f u r 
n ishings, sta tionery , book and  wall paper 
lines. Am com petent to  a c t a s  m anager, 
do office o r any  clerical work. S tores 
open on Sundays need no t answ er. S ta te  
sa la ry  and  particu la rs . A ddress Indl- 
ana , care  M ichigan T rad esm an. 822

W anted—P osition  by m arried  m an, 
aged 40, w ith  general sto re  experience. 
N orthern  M ichigan p referred . A ddress 
No. 797, care  T radesm an. 797

W ant Ads, continued on n ex t page.

Here Is a
Pointer

Your advertisement, 

if placed on this page, 

would be seen and read

by eight thousand of 

the post progressive 

merchants in Michigan, 

Ohio and Indiana. We 

have testimonial let

ters from thousands of 

p e o p l e  who h a v e  

bought, sold or ex

changed properties as 

the direct result of ad

vertising in this paper.



48 M I C H I G A N  T R A D E S M A N
A COMMENDABLE RULING.
In the inanely superlative and the 

equally inanely extravagant vernacu 
lar of High School English the Chi
cago School Board at its last meet
ing “went and passed a horrid old 
rule that after the first of next Sep
tember all the pupils going to the 
High Schools of Chicago who are 
members of any secret society will 
be suspended— the nasty, horrid, 
mean old thing!”— the “thing” and 
the adjectives agreeing with it, mean
ing without doubt the Chicago School 
Board.

With no desire to find fault with 
the “vernacular” or the spirit that 
prompted it, it is submitted that the 
action of the School Board, if taken 
years ago, would have been most 
timely, and that even at this late 
day the delay only strengthens the 
long increasing idea that “such or 
ganizations are so subversive of dis 
dpline and so injurious to scholar 
ship as to require further restrictive 
action by the Board.”

It should be borne in mind, how 
ever, that the evils complained of are 
not necessarily due to the secret so 
ciety, as such, but to the misuse of 
it. The ego that controls thi 
pen has sung the praises of “the 
scroll and star” too long and was too 
much benefited by the old Greek let 
ter society to deny those benefit: 
now; but the fact is the Greek lettei 
fraternities, college-born, were in 
tended for college students at a time 
when men, maturity, were students, 
ready to take up the responsibilities 
as well as the duties of manhood 
They were away from home, its ties 
and its restraints, and the fraternity 
then stepped in to supply a need 
Then, as now, there were societies 
and societies; but the Societies, then 
as now, never hesitated when neces
sary to use the restraining hand, and 
more than one alumnus as he looks 
back over the intervening years will 
bless the letters of the Greek alpha
bet which stand to-day as the name 
of his college home.

All this, however, has nothing to 
do with High School children, any 
more than the studies that make up 
the college course have to do with 
them. It may not be the proper 
statement to repeat; but it has more 
than once been said that too many 
High Schools are filled with pupils 
that “skim through” the grades and 
by “influence” of parent #or Board 
member or teacher are sent out into 
the world with a diploma that they 
have not earned because they lacked 
the brains to earn one. Into the 
hands of such brains the High School 
fraternity has been entrusted and the 
result is such as ¡might have been an
ticipated. Livy is not the first Latin 
classic read by the student, because 
he is not then ready for it; the calcu
lus does not follow the multiplica
tion for the same good reason, and 
the college fraternity in a High 
school, be it in Chicago or in Bung- 
town, could be, as it has proven to 
be, only the unmitigated evil, which 
Chicago has wisely concluded to sup
press.

After all it becomes a question of 
considerable moment what business a 
school board anywhere has with such

matters If a gang of High School 
louts of both sexes, up-to-date in 
everything in school life except 
learning and discipline, want to “as
sume a virtue when they have it not” 
by aping the college and all that per
tains thereto, it seems hardly neces
sary for the Board of Education to 
“butt in” and settle a question which 
(belongs peculiarly and exclusively 
to the home. Because lout John and 
loutess Mary Jane, with lessons all 
unlearned, want to “buck” against 
the rules and “make it hot” for the 
teachers, why should the Board in 
loco parentis step in and so take 
from the parent the right and privi
lege belonging only to him of set
tling the question? Let us be candid 
and answer frankly, because we, pa
rents as we are, are not masters in 
our own homes and never have been, 
and in our helplessness we appeal to 
the Board who understands the sit
uation to exercise the authority 
which we simply can not!

There we have it; and simply be
cause the father and the mother, who 
have not the requisite will power, 
have to call in a branch of the city 
government to settle their home mat
ters for them-

“ 'Tis true, ’tis pity and pity ’tis, 
’tis true!” but the home that depends 
upon outside parties for its discipline 
is not the nursery of good citizen
ship, be the nationality what it may.

Mr. Charles Garfield the other day 
in an admirable address at one of the 
city schools could not commend th 
language and the manners of the chil
dren of this day and generation. 
Every reader, as he read, nodded as
sent. To a man the community 
agrees with him, and to a man that 
same community wishes “that Caesar 
had his eyes,” and that every parent 
in that community would rely no 
longer upon the teacher for the good 
English and the good manners of 
their boys and girls, nor upon the 
Board of education for their own 
home discipline; but, following the 
old decree, “line upon line, precept 
upon precept, here a little and there 
a little,” take these things into their 
own hands and so in good time pro
vide the real men and the real wom
en which the world is not only want
ing but, like Diagones, with lantern 
in hand, is looking for even now.

CARE OF GOODS.
A  sale which is simply an ex

change of goods for cash or its equiva- 
ent may or may not be a good piece 

of business. If it brings satisfaction, 
good; but unless it brings the full 
worth of the article to the purchaser 
it is not a complete business suc
cess.

So often when there are com
plaints that this article was shoddy 
or that was defective the real fault 
in the matter may be traced to quite 
another source. The dealer who not 
only tries to furnish a good article 
but tries to have it properly used and 
cared for is the one who will in the 
nd hold the trade.

Come here and I will tell you 
how to plant them,” was the imper
ative word' of a German florist re
cently to a purchaser of tomato 
plants. ‘Dig a deep hole and plant

up to here,” she explained, measuring 
on the stem fully three inches above 
the top of the pot from which she 
had just removed them. She had 
possibly learned through former' ex
perience that many do not know how 
to plant them properly, and proposed 
to eliminate future complaints by ex
plicit directions.

There is scarcely an object sold 
which every customer understand 
fully. It is up to the seller to sup 
plement his knowledge with softie 
special information not generallj1 
known except to the specialist. Every 
housewife knows that there is a way 
of using a broom so that its life may 
be prolonged or curtailed for weeks 
yet not every one knows the kinks 
If the salesman can make some new 
suggestion which is helpful she will 
give him credit for a better broom a 
well as an interest in the welfare of 
his customers.

Comparatively few understand th 
ways of selecting and keeping shoe 
to get the most wear. It is not good 
policy to sell a misfit or a pair of 
rubbers a size too small simply be 
cause you have nothing nearer right 
Better tell the customer frankly thai 
this will not give satisfaction, even 
if you do know that he will buy of 
your rival across the street. He is 
sharp enough to respect you for your 
frankness and he will be back next 
time with increased confidence.

Probably there is no greater leak 
on the farm than the neglect of farm 
tools when not in use. A reform, 
even if only in the shape of a sug
gestion, must be given cautiously to 
avoid offense; yet the chance is 
there. A special emphasis might be 
given to the quality of paint used, 
or to the necessity of keeping it well 
painted, adding, parenthetically, that, 
of course, this is not proof against 
the check incidental to exposure to 
wind and sun.

Suggest to the buyer that honey 
will become thin if placed in the cel
lar; that crackers which have gather
ed dampness may be rendered crisp 
and fresh by placing them in the oven 
a few minutes before using; that it 
is important to keep the kerosene can 
covered as air will cause it to dete
riorate in quality as well as to evap
orate. Keep your eyes open to help 
your customers in every way possi
ble, but avoid seeming over-officious.

decide what line of goods you want 
to push. May be you have a lot of 
white dress goods which will soon 
be a drug on your hands. Suppose 
/ou make a special sale of white 
waists, announcing it through the lo- 
'al papers. Cut prices down to make 
them attractive. The profits from 
increased sales will be much more 
than carrying them over to another 
year.

Whatever you push get it on dis
play in good shape, draping well with 
national colors in flags or bunting. 
Have prices plainly marked and an 
abundance of clerks so that visitors 
will not feel they are cutting short 
their holiday in trying to combine 
with it a little trading.

HALF-HEARTEDNESS.
Indifference on the part of the 

salesman is almost as much resent
ed by the customer as direct insult. 
He does not enjoy being treated as 
though his presence was unwelcome. 
Even the haughtiness which says 
there is a chasm not to be bridged 
between us, if there is present a will
ingness to be patronizing, is better 
than the studied disinclination to 
serve.

This is nowhere more apparent or 
more keenly felt than by the rural 
dweller in the large city store. He 
passes along the aisle in bewilder
ment, expecting one of the unem
ployed clerks to cheerfully volunteer 
assistance. But each seems resolv
ed to let some one else do it. And 
possibly he concludes he has mistak
en the place and passes on in si
lence. Certain it is he does not re
turn.

Even the most shrewd salesman 
sometimes underrates the prospective 
buyer and allows a good sale to slip 
past, but this is a small eilil in 
comparison with the good will which 
is lost. Unwillingness to serve, or 
the least indication of it, is resented. 
Manifest lack of interest is sure to 
reflect upon the business and upon 
fou directly whether you are proprie
tor or clerk. Enthusiasm, earnest
ness and personal interest will win 
over a multitude of shortcomings. 
”-et your customer know that you are 
glad he came and glad to serve him. 
Even if he does not find what he 
wants this time he will be ten times 
more likely to come again.

FOURTH OF JULY WINDOW.
It may be a bit tiresome to dress 

the windows for every holiday, yet 
work is a part of success, and the 
holidays are just the time to get in 
a tip-top advertisement for your 
stock. Every one expects a new 
window. If you show it, they are 
ready to admire. If you do not, they 
conclude you are asleep or out of 
business.

If you handle fireworks put them 
all together in your front window in 
as attractive a form as possible. If 
you have some novelty attach a card 
to tell what it is and what it will 
do, not forgetting to state the price. 
And if there are some which are a 
bit dangerous for the small boy show 
him how to keep out of harm’s way.

The town will have numerous vis
itors. Look over your stock and

There never yet was a milliner 
who could do much toward your 
heavenly equipment.

BUSINESS CHANCES.
F o r Sale—Stock of g roceries in good 

coun try  tow n. A nnual business $15,000. 
Splendid opportun ity . M usselm an Gro- 
c-er C<».. G rand Rapids, Mich. 828

A well qualified physic ian  and  su r-  
geon w ishes to  h ea r  of good location. 
A ddress No. 824, care  T radesm an. 824
, F oL , Sale~~D ruS stock  in D etro it, do- 
ing  $12,000 business on a  $2,000 invest- 
m ent. A m oneym aker an d  a  chance  no t 
offered often. A ddress M artin  Im p o rtin g  
Co., D etro it, Mich._______________ 827

B est d ra ined  c ran b e rry  land  fo r sale, 
from  $50 to  $100 p e r  acre . Write! fo r 
free inform ation . Room 1211 Chambe» 
of Com m erce, A storia , Oregon. 825

R eta ile rs—W e can  help you convert a 
big p a r t of your stock  in to  m oney q u ick 
ly and  sa tis fac to rily  no m a tte r  w h a t your 
local business conditions are . O riginal 
and  unique ideas m ake our Special Sales 
a ttra c tiv e  and productive. W rite  fo r p a r-, 
ticu lars. S ta te  app rox im ate  size of 
stock. R eferences: B rad stree ts , D un and  
m erch an ts  everyw here. A ddress H. L. 
Gilm ore & Co., Syracuse, N. Y. 826



Wrap Up the Penny
It is poor business to give away a part of your profits to each customer if they do not know you 

are doing so.
If you give 52 cents worth of coffee for 50 cents without your customer knowing it you lose two 

cents and receive no benefit from your generosity. Remember it is your loss.
Better sell 50 cents worth for 48 cents, or put the two pennies in the package where they will be 

seen and thus
ADVERTISE YOUR BUSINESS

The best and safest way to secure trade and hold it is to use such methods as will promote 
absolute confidence. Impress upon your customers the fact that you are trying to be fair and square 
with them. The surest way to show this is to use

DAYTON MONEYWEIGHT SCALES
There is nothing on the market today which will bring as large and as sure returns on the money 

invested as our latest improved scales.
Eighteen years of experience and development places us in a position to equip the merchant with 

scales which produce the desired results in the quickest and surest way. Let us prove it.
It is no credit to be the last to investigate, therefore send in the attached coupon or your name 

and address by return mail.
The new low platform 
No. 140 Dayton Scale

Money weight Scale Co„ D ate ....................................................
58 S ta te  St., Chicago.

N ext time one of your men is around this way. I  would be glad to 
have your No. 140 Scale explained to  me.

This does no t place me under obligation to  purchase.
Name ....... .......... ............„...............................

S tre e t  and No........................... .......................Town.

Business............................................... S ta te  ............

5£9 Money weight Scale Co.
. 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 

familiarly known as

HCRRING-HAU MARVOt S&fE CQ. Hall’s Safe
Made by the

Herring-Hall-Marvin Safe Co. and ranging in price

$ 3 0  C î n ,
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.



It Is 
Easy

To Please 
The 

Easy
To Please

But the McCASKEY will PLEASE the HARD TO PLEASE.
It is the most COMPLETE, SIMPLE, QUICK, ACCURATE, ECON- j 
OMICAL and PRACTICAL Accounting System ever invented.
Nothing complicated. So simple and easy that any school boy of average 
intelligence can operate it.
Its construction is scientifically and mechanically correct.
It not only takes care of the accounts between YOU and YOUR CUS
TOMERS but between YOU and the PEOPLE YOU BUY GOODS OF.
NO COPYING OR POSTING—NO NIGHT W ORK—NO DIS- 1 
PUTED ACCO U N TS-N O  FORGETTING TO CHARGE GOODS 
- N O  FORGETTING TO MAKE PROPER ENTRY OF CREDITS.
It shows the clerks who to trust and who not to trust.
It puts you in complete touch with EVERY detail of the business. YOU 
hold the lines and drive the business and know where you are at all times.'
NO TROUBLE—NO W O R R Y -N O  CONFUSION.
DON’T BE LED. Take the lines and DO TH EDRIVIN G YOURSELF. . 
A 64-page Descriptive Catalog FREE for the asking.

THE McCASKEY REGISTER CO.
27 Rush St., Alliance, Ohio

Mfrs. of the Famous Multiplex Duplicate and Triplicate Pads; also 
End Carbon, Side Carbon and Folded Pads.

Agencies in all Principal Cities. *

“ It’s A ll in the 
Shreds”

The original and only “hard times” food is

Shredded Wheat
because it restores confidence and is the only substitute 
for heavy meats and other expensive foods, furnishing 
more real nutriment with less tax upon the digestion 
and the pocket-book.

It is a “good times” food for the grocer because it 
yields a good profit all the year round -  in good times 
and bad times. The cleanest, purest, most nutritious 
cereal food made in the world. Tell your customers 
about it.

The Shredded Wheat Company, Niagara Falls, N. Y.
Formerly The Natural Food Company

We Light
The Store

500 Candle Power at 
l4cPer Hour Cost

1,500 Michigan merchants testify that the IDEAL, JR., gives a better and 
brighter light and that always makes a store more attractive. This invariably 
means increased business to the dealer.
Guaranteed to be absolutely safe—never an explosion—never a fire—no 
smoke—no soot—occupies small space. Write for Catalog and Prices.

IDEAL LIGHT & FUEL CO.
REED CITY, MICH.

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


