
A Good Product 
A Square Deal

Why the Demand 
Keeps Up

He passed his plate 
And winked his eye, 

That’s how he got 
A fresh supply.

And they were glad 
He loved it so, 

Because it gave 
Him strength to grow.

There’s something more than fad or fancy back of the growing demand for Kellogg’s 
Toasted Corn Flakes.
No other breakfast food ever had such a continuous call.

What’s the reason?

It’s the flavor— the through-and-through goodness of the flakes. People can’t forget 
it— children never get enough of it— nobody ever tires of it.

Isn’t it a pleasure to handle such a food—to recommend it to a customer—to encour
age its sale wherever and whenever possible?

And especially so when you consider the ideal policy under which it is marketed. 
We put every retailer, great and small, on the same basis. Chain and department 
stores must buy through the jobbers. It is distributed to ALL retailers in this way. 
It is sold strictly on its merits without premiums or deals.

And it is backed by a generous and continuous advertising campaign. Do you know 
of another concern that gives YOU a squarer deal— that gives you a more popular 
food—that does more to help you help yourself than

Kellogg’s ^

TOASTED CORN FLAKES!
: f t

Toasted Corn Flake Co., Battle Creek, Mich.



Policyholders Service & Adjustment Co.,
Detroit, Michigan

A Michigan Corporation organized and conducted by merchants and manu- 
facturers located throughout the State for the purpose of giving expert aid 
to holders of Fire Insurance policies.
We audit your Policies.
Correct forms.
Report upon financial condition of your Companies.
Reduce your rate if possible.
Look after your interests if you have a loss.
We issue a contract, charges based upon amount of insurance carried, to do 
all of this expert work.
We adjust losses for property owners whether holders of contracts or not, 
for reasonable fee.
Our business is to save you Time, Worry and Money.

For information, w rite, wire or phone

Policyholders Service &  Adjustment Co.
1229-31-32 Majestic Building, Detroit, Michigan

Bell Phone Main 2598

ELECTRICAL SUPPLIES
Do You Want

NEW  DESK LIG HTS
NEW  SHADES
NEW  W INDO W  LIG HTS

Tell Us Your Wants—We Will Give You Prices

M. B. Wheeler Electric Co.
93 Pearl Street

Grand Rapids - - Mich.

HORSE-RADISH
Put up in self sealing earthenware 
jars so it will keep, .-'ells at sight. 
Packed in corrugated paper boxes, 
i dozen to the case, and sells to 
the trade at $1.40 per case. Retails 
at 15 cents per jar.
Manufactured only  by

U. S. Horse-Radish Company
Saginaw, Mich., U. S. A.

On account of the Pure Food Law 

there is a greater demand than 

ever for >  j* 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*

The W illiams Bros. Co.
M anufacturers

Picklers and Preservers Detroit, Mich.

Every Cake
1 3 S & C I  of F L E IS C H M A N N ’S
| fcaawiSS-m» | l  YELLOW L“ 1“ - YEAST JO« sell not 

only increases your profit*, but also
Y E A S T . . . .

'»Afynpuny J  gives complete satisfaction to your 

1 patrons.

The Fleischmann Co.,
of Michigan

Detroit Office, 111 W. Lamed St., Grand Rapids Office, 29 Crescent Av.
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OFFICERS
HENRY IDEMA, Pres. 
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GRAND RAPIDS 
FIRE INSURANCE AGENCY

THE McBAIN AGENCY

Grand Rapida, Mich. The Leading Agency

„Lid.
Credit Advices and Collection* 

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

M ajestic Building, D etroit

ELLIOT O. QROSVENOR
Late State Pood Commissioner

Advisory Counsel to manufacturers and 
jobbers whose interests are affected by 
the Food Laws of any state. Corre
spondence invited.
2321 rtajestic Building, Detroit, filch.

TDK HE YOUR delayed
I n f l U L  F R E I G H T  E asily  

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

Grand Rapids, Mich

FIRE AND
BURGLAR.
PROOF

S A F E S
Grand Rapids 

Safe Co.'
Tradesman Building

S P E C IA L  F E A T U R E S .
P age
2. W indow  T r im m in g .
4. News o f the  Business W o rld .
5. G rocery and Produce M arkets.
6. F u rn itu re  E xpos ition .
8. E d ito ria l.
9. Review  o f th e  Shoe M arket.

11. T a lk in g  in Stores. •
12. An Unconscious Reform er.
14. B u tte r, Eggs and P rov is ions.
15. New Y o rk  M arket.
16. Jackson ’s O p p o rtu n ity .
20. W om an ’s W o rld .
22. Stoves and H ardw are .
24. C om m ercia l T rave le rs .
26. D rugs and Chem icals.
27. D rug P rice  O urren t.
28. G rocery P rice  C urren t.
30. Special P rice  C urre n t._________

PR IV A T E  O W N E R SH IP.
Beyond any question the city of 

Grand Rapids possesses in the tem
perament and ability of Mr. Samuel 
H. Ranck one of the highest grade 
public librarians now in service in the 
United States. Wide awake, re
sourceful, energetic and resnltful as 
an executive officer, he sees broadly 
and clearly as to the scope, purpose 
and opportunities of a public library 
and the consequence is that the Grand 
Rapids Public Library is one of the 
model institutions of that character 
in this country.

But when Mr. Ranck talks of the 
“unearned increment” of the water 
powers in Michigan which are al
ready or may be hereafter developed, 
he is wading in beyond ¡his depth.

“Unearned increment” is a pleas
ing phrase because it opens the way 
for the tangles of the theorist, the 
visionist and their dreams. A water 
power, so far as the general public is 
concerned, is very uniike unoccupied 
real estate. A thrifty, careful man 
who has a little money and is will
ing to wait settles in a neighborhood, 
a village or a city and buys a tract 
of unimproved property and then re
tires serenely to enjoy 'his leisure 
while his investment increases in val
ue. Meanwhile someone buys ad
joining property, plats the same, 
puts down pavements, sewers and 
sidewalks, puts in water and gas sup
plies and then erects stores and dwell
ing houses. Then he sells the vari
ous improvements and the original 
settler in the neighborhood partici
pates in the “unearned increment.”

That is to say, the c'hap whose orig
inal funds were utterly inadequate to 
carry out the improvements made; 
the man who does nothing at all to
ward developing the improvements; 
the man who would, had it not been 
for the public spirit, the energy and 
the money of patriotic business men, 
have been satisfied to die with his 
investment worth less than it was 
originally, gets the benefit of the un
earned increment.

On the other hand, the corporation 
which exploits a water power takes 
up a thing which, in its natural state, 
is worthless, a veritable cipher. It 
creates at large expense something 
out of nothing. It dredges, blasts and

digs, it builds dams, puts in an elec
tric power plant and a factory to util
ize the power thus secured—perhaps is 
required to build a railway on which 
to bring in new material— it furnishes 
employment for hundreds of men 
and in many cases it develops an in
dustrial center which becomes per
petual. In doing all of this it de
stroys nothing, because it is absolute
ly impossible to annihilate even a sin
gle drop of the original natural re
sources, and it does not utilize a sin
gle thing that is not paid- for at its 
full value.

According to Prof. Gardner S. Wil
liams, of the University of Michigan, 
the State of Michigan possesses about 
500,000 horse power of water power. 
Not only is the State too poor to im
prove these water powers, but, under 
present constitutional provisions, she 
is not permitted to improve them. 
Such a resource is valueless to the 
State unless it is made available.

Along comes a man or a group of 
men and they buy up flowage rights; 
that is to say, they acquire, as a rule, 
large areas of land which are fre
quently so worthless that they are 
carried on the tax rolls at a merely 
nominal valuation. The farmers who 
dispose of these rights frequently se
cure exorbitant prices for the prop
erty and chuckle over the way in 
which they “socked it to the promot
ers.” Then the purchasers spend large 
sums of money putting in damis and 
generating plants and at last comes 
the perfect availability of a resource 
worth millions of dollars in the ag
gregate to the State.

Prof. Williams is eternally sound in 
his advocacy of tihe private ownership 
of water power facilities, and it is be
yond any question that such owner
ship will bring about industrial and 
ethical conditions which, should the 
State undertake the same proposi
tion, would require at least fifty years 
of effort. Private corporations pos
sess the money and they are not 
loaded down with a multitude of pur
poses. The sole aim is to produce 
large amounts of power; they per
form- this work speedily, economical
ly and well.

And what do they do with the “un
earned increment?”

Ask the farmers along the rights of 
way of these properties, the value of 
whose farms increases from 25 to 50 
per cent.

How so? The construction of dams 
creates conservation basins or artifi
cial lakes, by means of which floods 
are harnessed and held for use as 
needed. This fixture permanently 
raises what the engineers call “ the 
water plane” and thus thousands of 
acres of barren land, irrigated by wa
ter coming up from the depths of the 
earth instead of from the clouds 
above, are made forever fertile and |

valuable Wood lots are saved and 
new areas of forestry are created.

Ask the villages and cities which 
after years of innocuous desuetude 
are awakened by the fact that they 
are becoming industrial centers; ask 
the manufacturers and merchants in 
Grand Rapids as to the value to them 
of having water power electricity in 
this city, increased— as it would be by 
the construction of the proposed ship 
canal across Michigan— fully 100 per 
cent.; ask the people of Ionia, St. 
Johns, Hubbardston, Maple Rapids, 
Ashley, Brant, St. Charles, C'hesaning, 
Saginaw and Bay City how they 
would profit b y ’the presence of cheap 
power and cheap freight rates for the 
handling of the coal and salt depos
its in their neighborhoods— profits 
which would come through the con
struction of the Grand-Saginaw Val
leys Deep Waterway. And all of these 
values come to the adjacent property 
owner, not because he invests, plans, 
works, accepts risks, and all that, but 
because some man or group of men 
sizes up the possibilities, the cost and 
takes the bull by the horns and does 
things beyond* the power of the ordi
nary individual.

According to Prof. Williams’ esti
mate water power costs, undevelop
ed, from $25 to $75 per horse power. 
The earnings of this 'horse power, de
veloped, are from’$3o to $90 per horse 
power per year. To operate this 
power the cost is about one-half of 
the income, leaving 50 per cent, with 
which to cover interest, depreciation 
and profit, or from $15 to $45 per 
horse power for such purposes.

Prof. Williams also admitted that 
the greatest present needs in consid
ering the Michigan water power prob
lem are a complete topographical sur
vey and maps of the Lower Penin
sula, so that the State may know ex
actly what she possesses as to the 
flow of all rivers and streams; the 
various elevations, the watershed 
areas; the location of highways, rail
ways, bridges and dams, the charac
ter of soils and all the topographical 
facts. Then we will know what we 
have and may work intelligently to a 
State plan by which the waters may 
best be conserved and the power util
ized and by which permanent protec
tion against damages by floods may 
be secured.

This topographical survey may be 
made, under the constitution, by the 
State itself; and not until such sur
vey is made can intelligent effort to
ward possible necessary legislation be 
carried forward fairly.

No life is so short that it has no 
time for good and kindly deeds nor 
so long it can delay their doing.

He makes a poor business of life 
who lives for business alone.
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Some Suggestions in Regard to Plac
ards.

I was looking over a lot of adver
tisements the other day. Many of 
them could also be adapted to use for 
displays in show windows.

Here is one to set people to think
ing about a store’s reliability:

, All 
You

Need To Know 
About An Article 

Is To Know 
That

It Comes From Us.

Rubber Heels 
Take All the Jar 

Off 
Your

Spinal Column

A harness dealer’s window 
this placard:

Holdi
Your

Horses
With These Lines 

A
Whip

If You Need It

held

The following ought to augment 
stales for the books it is intended to 
boom1:

Don’t
Throw Your Money Away 

On
Books

That Can Not Benefit You 
In 

The

A florist’s window caused a smile 
at the old familiar lines:

“The rose is red,
The violet’s blue;

Honey's swceet 
And so are you,”

which were also once observed in a 
delicatessen shop, inspired by a spe
cial sale of the product of our little 
winged friends, the bees.

Least
But Put It 

into 
a

First-Class Encyclopedia

An entire window of shining tin
ware could have this card for a sug
gestion to the buying public:

Window Brightness 
For 
Dull 

Times
Now Sail In 

And 
See

How Well
We Can Do By You 

Here is a card that might help in 
a haberdasher’s window:

We Print a Card 
Every 

So
Often

On
Correct Garments 

For 
Men

Step in and Get One

This was seen during a fierce thun
derstorm:

Here’s a Tip 
Don’t Get Your Dip 

Wet
By the Torrents 
Buy a Rainstick 

of 
Us

In a stationer’s window I once saw 
a great pile of pens—just pens. Over 
this, suspended by dark threads from 
the ceiling, was a card reiterating the 
oft-quoted words:

The Pen 
Is Mightier 

Than
The Sword 
Be Mighty

A meat market had this as a re
minder for the next day:

Order
Your Sunday Meats 

Here
Something Extra Fine 

in
Beefsteak

and
Broilers

What more fair than what follows? 
If

Anything 
Is Unsatisfactory 

None 
So

Quick
To Exchange 

Or
Money Back

Wouldn’t this have a convincing 
sound with the public?

Listen to Jones 
Not 
The 
One

Who “Pays the Freight”
But
The
One

This for a big bunch 
heels :

Walk
o n

Kitty-Feet

of rubber Who “Delivers the Goods” 
Here’s a good word for the 

ployes behind the counter:
Both
Are

em -

Good Salesmen 
Our Windows 

and
Our Clerks

An appeal is made to the purchas
er’s pocketbook in this:

Your 
Dollars 

Are Wasted 
If

You
Don’t

Get Your Dollars’ Worth 
We 
Aim 

To Give
Dollar for Dollar Value 

This proposition to the carpenter 
ought to seem to him to be the epi
tome of fairness:

If
This
Saw

Doesn’t Do All 
You

Want It To 
Send 

It
Back

At Our Expense
A store that for some time has used 

a number of revolving cabinets for 
holding laces thus calls attention to 
the care with which these delicate 
goods are handled;:

Our 
Laces 

Don’t Get 
All Jumbled Pp 

Selections 
Made

Without Disturbing Stock 
A

Particle
Another card on the same subject 

reads like the one below:
Bright, Clean 
Merchandise 

Sells 
Better

Entire Lines 
Of

Laces
Kept in Cabinets 

Mussy Heaps of These Goods

Never Speak Well 
For 
A

Store.

It Is Our Thoughts Which Make Us.
Evansville, Ind., Jan. 13— On Jan. 

6, you published the following, “No 
man can take iniquity into his creed 
and keep it out of his character.” 
Truer words have never been written 
or spoken. And yet thousands of 
people fail for no other reason than 
they think they can take injustice, 
unrighteousness, sin and crime into 
their creed. I have often wondered 
at this. And yet, I ask, why do peo
ple do these things?

Injustice, unrighteousness, sin and 
crime seem to be everywhere. We do 
not have to go to books to find them. 
We see them written in the faces of 
people. Yes, all of your iniquity is 
planted right deep down in your 
character. You can not hide it. 
Your creed can not carry it for you. 
It does not carry it. You are loaded 
down with it yourself. Think hard 
along .this line. This 'is good for all 
of us. None of us are perfect. We 
all make mistakes. We all know 
what is right, but why don’t we lis
ten? Sin and crime, think of it. What 
is the greatest sin? The greatest sin 
is to think that our creed can save 
us in the end. There is no hope 
for us in. a creed, if we do .not be
lieve in saving our own soul. Why 

I do we foolishly believe in a creed 
that will save us in the end? There 
is no end. Time will go on forever. 
To-morrow will never come. If you 
expect your soul to live forever, why 
think about the end? Your soul has 
no use for a creed if you do not try 
to save it yourself.

If you have a bright soul (Bright 
Thoughts) your character will shine 
as bright as the heavens. What has 
your creed to do with this? Is it not 
your thoughts that make you? If 
your thoughts are right, your soul 
will live forever, and then if this is 
true, why think of the end?

Edward Miller, Jr.

A HOflE INVESTIRENT
Where you know all about the business, the management, the officers

HAS REAL ADVANTAGES
For this reason, among others, the stock of

THE CITIZENS TELEPHONE CO.
has proved popular. Its quarterly cash dividends of two per cent, have been 

paid for about ten years. Investigate the proposition.

D is p la y  —  D i s p la y  —  D is p la y
T h a t’s w hat m akes sales. Im prove the  ap
pearance of your s to re  and th e  trade  w ¡11 
come your way. L e t us te ll you why our 
cases are  superior to  o th e r cases.

Send fo r our catalog: A.

GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS, MICH.

B ruch  Factory Latke Mfg Co. Portland, Ore. 
Now York Office and Showroom, 750 Broadway 

St. Loafs (same floors as McKenna Bros Brass Co.)
Office and Showroom, 1331 Washington Ave. 

San Francisco Office and Showroom, 576 Mission St.
Under oar own management 

The Largest Show Case Plant in the World

Display Case 
No. 600
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hurried man of business with all of 
its old subtleness and balm. When oc
casionally a hurrying man passing 

shortcomings in through a doorway ahead of you 
they find in the .pauses a moment to hold it open and 

They are inclin- you nod the “thank you” that springs

Deportment Still Counts in Business.
Business men of the older school 

are disposed at the present time to 
resent some of the 
deportment which 
younger generation, 
ed to find fault with the young man 
because of his general lack of rever
ence for anything. They criticise his 
dress as loud. They see in him al
most the antithesis of the young ¡man 
as he was in their day.

Remembering all that was required 
of themselves in deportment, these 
older observers of the younger gen
eration may go a little too far in 
their criticisms of the present type of 
young business man. They may ex
aggerate a little their own early vir
tues; they may fail to recognize that 
the times and the manners of men are 
subject to change.

But it remains that for the young 
man entering business not a little of 
his chances for success may depend 
upon his deportment. There can be 
no cut and dried standard of pose 
and manner measuring up to every 
line of occupation.

At the same time there are some 
standards of deportment in every day 
business relations that may be count
ed upon as always in good taste. Al
ways the young man may be open to 
the sensing of anything incongruous 
in his manner and pose, and if he 
shall be open to such guidance, hav
ing regard for the rights and sensi
bilities of others, he is reasonably safe 
from making himself persona non 
grata with others.

Occasionally one sees the extreme 
modest type of young man in public 
places, who, in the effort to be re
gardful of his deportment, goes to 
painful extremes. Perhaps he enters 
a general office which has a general 
lobby outside a railing which is set 
aside for the general public. He may 
remove his hat on entering the door 
and stand at the railing, hat in hand, 
waiting attention from, an attendant.

In my observations the young man 
may be guilty of a faux pas costing 
him dearly if his mission to the place 
admits. Almost universally the office 
attendant is disposed to show his con
tempt of such a caller. He decides 
that such a man, seeking audience of 
some one inside, is cringingly anx
ious. In the experience of the attend
ant those persons cringingly anxious 
to get inside are persons whom he 
has found it wise to dismiss, if he 
can.

Men in business in metropolitan life 
have remarked often that a visitor 
from the country is likely to have a 
distressing loudness of speech in the 
city office. The visitor, to the extent 
that he has acquaintance and friend
ship for the city man, may startle a 
whole general office force by his ex
plosive speech and loud laugh, which 
are not to be muffled by ordinary walls 
of the private office. There may be 
nothing possible in the speech which 
could not be shouted from the house
top, but in the citizen the situation 
may be embarrassing.

In these busy, crowding times a 
little of the old fashioned courtesy 
and consideration which once ruled 
among gentle people comes to the

unthought to your lips, can’t you feel 
that mutually the two of you have ex
perienced a little something not ex
actly related to the sordid cares of 
life?

There is plenty of time, still, for 
these small observances of gentle 
breeding. Deportment, based on hon
est decency, still is at a premium in 
the world. The young man at large 
can not afford to forget the fact.

John A. Howland.

Every Credit Man Ought To Study 
Human Nature.

Evansville, Ind., Jan. 8— The three 
lined item which appeared in your 
Jan. 6 issue and which reads as fol
lows has a wonderful thought in it: 
“If you understand a man the first 
time you meet him there isn’t much 
about him to understand.” It will 
take a lifetime to understand some 
people. In fact, some people are not 
understood until they have been ex
plained by others many years after 
their natural life. Take Ralph Waldo 
Emerson. Even today there are but 
few who understand his sayings when 
they read them or hear them. Still 
all could understand him if they 
would simply do as he told them. He 
said, “There is one mind common to 
all individual men. Every mam is an 
inlet to the same and to all of the 
same.”

If our minds are an inlet to all 
there is, we ought to be able to know 
any one just as soon as we see them 
or even hear of them.

I know of a few men and women 
who can tell you the character of 
people as soon as they see them or 
get a letter from them. A man’s 
character is built up of his thoughts 
and any one who has studied the Na
ture of Human Intelligence can read 
many things which are not put on 
paper. <

In my opinion, every credit man 
ought to study human nature, he 
ought to know what the Power of 
Thought is and how it works.

The business world knows every
thing else and it ought to know these 
things, too, but I am sorry to say 
the people have run after the dollars 
so much and fast that they have real
ly forgotten themselves. People, as 
a rule, don’t even stop long enough 
to eat.

There are some people who think 
they know a man after they have 
had business dealings with him for 
years and yet they did not.

We make up our minds about peo
ple and things too quick. We should 
never let others tell us too much 
about things and people. We are in
clined to look outward for advice, 
but the true word comes from within 
our own minds.

You can not understand a man the 
first time you meet him, that is, 
know him in and out, but you can 
know enough to satisfy you as to 
what you should do if there is going 
to be a business deal on hand.

Edward Miller, Jr.

The Office Boy.
He is the butt of hard pressed 

jokesmiths and illustrators. His lot 
it is to fetch and carry. Often his 
work is that of an automaton. Some
times he is assumed to lack the most 
rud'imemary attributes of intelligence. 
Not always. Note the establishment 
of a raining class devoted to boys 
who wish to do office work. The as
sumption which underlies the work of 
this class is that the boy himself has 
ambition and is bent upon effecting 
an entrance into a life of business. 
He is first inoculated with precepts 
of obedience and loyalty. He is then 
schooled in the local geography. He 
is taught to copy letters, to do up 
parcels, to answer telephone calls, to 
manipulate a switch. Finally comes 
rudimentary book-keeping—how to 
keep a simple stamp or cash ac
count. Poor little office boy! Often 
enough his life is without enough of 
marbles, tops, baseball and flying 
kites; without enough, also, of the 
weapons which the school can give. 
Classes for his benefit, if this one 
succeeds, may well follow in many 
towns— Collier’s Weekly.

It doesn’t pay to let diseases or 
affections of the eye go unchecked, 
Mr. Horse-owner. The most valuable 
animal on your place may be render
ed next to worthless by letting a lit
tle eye trouble get to be a big trou
ble— and it’s most always the best 
animal that’s attacked. Blindness 
will knock all the profit off of an 
otherwise magnificent animal. Until 
the discovery of “Visio” horse-own

ers didn’t know how to cure eye ail
ments. But there is no excuse now—  
this simple, safe remedy is a positive 
cure for all forms, of eye troubles, no 
matter how long they may have ex
isted. It is guaranteed— if it fails in 
any case every cent of the purchase 
price will be refunded. You take no 
risk. Write to-day to Visio Remedy 
Association, Dept. C., 1933 Wabash 
Ave., Chicago, 111., for more particu
lars about this wonderful remedy.

VALENTINE 
POST CARDS

For Retail Dealers 
All kinds to sell from ic to 

25c each
Every card a quick seller 

Write for samples and prices

PERKINS NOVELTY CO.
BUXTON, IOWA

Grocers and G eneral 
Store Merchants
Can increase their profits

10 to 25 Per Cent.
On Notions, Stationery and Staple 

Sundries
Large Variety Everyday Sellers 

Send for our large catalogue—free

N. SHURE CO. 
W holesale

220-222 Madison S t., Chicago

T h e Prompt Shippers

W o r d e n  f i RQCER C o m p a n y

Grand R.apids, Mich.
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Movement of Merchants.
Plainwell— Earl I rick, baker, has j 

closed his store.
Otsego— A retail cigar store has | 

been opened by G. F. Merrill.
Woodland— Ferris & Merriam have! 

opened their new meat market.
Detroit— Edson, Moore & Co. have j 

increased their capital stock to $900,- | 
000.

Boyne City— A bazaar store has 
been opened by Ed. Kennedy, of Cad
illac.

Litchfield—C. M. Stoddard suc
ceeds A. J. Hager in the grocery 
business.

Lakeview— H. Blanding & Son are 
the promoters of another factory to 
make novelties.

Marquette— A grocery store has 
been opened by Fred Papin at 1301 
Baraga avenue.

Otsego—Gamble & Williams, cloth
ing and shoe merchants, are about to j 
dissolve partnership.

Reading— Stewart McGowan has 
sold his hardware stock to G. B. 1 
Gunnison, of Jackson.

Coats Grove— Geo. Wonderlieh, of | 
Lake Odessa, has purchased the gen- j 
era! stock of Ernest G. Smith.

Ithaca—J. F. Cihak is putting in a I 
stock of pictures and picture frames, j 
He will also continue his photograph
ic work.

Luther— Calvin & Son, who re
cently purchased the cheese factory 1 
here, contemplate converting it into 
a creamery.

Elsie— The Michigan Milk and j 
Food Products Co. has completed its 
$60,000 plant for the manufacture of 
milk flour.

Lansing— Geo. R. Babcock and W. j 
A. Je.nkins have engaged in the fruit j 
and produce business on Grand ave
nue, North.

St. Louis— Fred B. Ensley, hard
ware merchant, will soon leave for 
California, having sold his stock to 
J. H. Palmer.

Otsego— C. G. Piper is succeeded 
in the confectionery business by Ar
thur I. Shears. Mr. Piper will remain 
with the new owner.

Benton Harbor— The Puterbaugh | 
& Downing Co., which conducts a 
clothing store, has decreased its cap-1 
ital stock from $16,000 to $8,000.

Coopersville —  M. Durham“ has 
bought the hardware stock and build
ing of E. W. Howell, and will con
tinue the business at the old stand.

Traverse City— Geo. W. Miller is 
closing out his clothing stock with 
a view to retiring from trade. Mr. 
Miller will probably go on the road.

Boyne City—John Patterson, of 
Mancelona, removed his dry goods 
stock from that place to this city, 
where he will continue in business. '

Plainwell—C. S. Scott has sold his 
interest in the meat market firm of 
Honeysett & Scott to his partner, 
Reuben Honeysett, who will continue 
the business.

Alma— W. W. Pearson, of Fre
mont, will soon open a department 
store with a new stock throughout, 
having leased three floors of the 
Vermuellen block.

Saginaw— John Huebner will open 
a meat market at the corner of Court 
and Fayette streets. He formerly 
conducted a grocery and meat market 
at 906 Madison avenue.

Clare— The Citizens’ Bank of Clare, 
which has been a private institution 
since 1903, has been reorganized as 
the Citizens’ State Bank of Clare, 
with a capitalization of $20,000.

Gwinn— A new company, known as 
the Gwinn Lumber Co. will continue 
the business formerly conducted by 
the local branch of the Consolidated 
Fuel & Lumber Co., of Ishpeming.

Battle Creek— Chas. W. Centner, 
formerly of Champaign, 111., is now 
a member of the dry goods firm of 
Chas. E. Blood & Co. as a partner. Mr. 
Centner will have charge of the fur
nishings department.

Clare— In the death of Nathan 
Bicknell, at the age of 62, Clare’s last 
pioneer merchant in active business 
passes from view. When he located 
here thirty-four years ago the coun
try was a howling wilderness.

Detroit— The Peninsular Poultry & 
Egg Co. has been incorporated to 
conduct the produce business. The 
company has an authorized capital 
stock of $5,000, all of which has been 
subscribed and paid in in cash.

Allegan—Mrs. L. S. Turner jand 
Miss Florence Jewett, who formerly 
conducted a millinery business here 
under the style of Turner & Jewett, 
will remove to Grand Rapids, Feb. 1, 
where they will continue in the same 
line of business.

Plymouth— The grocery firm of 
Bogert & Co. has been succeeded by 
W. W. Murray. Mr. Murray will be 
assisted in the store by his daughter, 
Lela Murray, who was formerly em
ployed in the clothing and furnish
ings store of E. L. Riggs. <

Lansing— A corporation has been 
formed under the style of Young 
Bros. & Daley to deal in hay, grain 
and wood. The company has an auth
orized capital stock of $1,000, all of 
which has been subscribed, $11,375 
being paid in in property.

Wexford— A corporation has been 
formed under the style of the Econ
omy Mercantile Co. to deal in mer
chandise and farm products. The 
company has an authorized capital 
stock of $8,000, all of which has been 
subscribed and $4,000 paid in in cash.

Manistee—James Hanson will re
move his grocery stock from the cor
ner of First and Cypress streets to 
the corner of First and Poplar streets. 
L. N. Roussin will occupy the same 
building as Mr. Hanson with a meat 
market, which is nearly ready to 
open.

Lansing— Calvin Wolverton, broth
er of Hiram Wolverton deecased, who 
formerly conducted a bakery and con
fectionery, is here from Linesville, 
Pa. It is possible that Mr. Wolver
ton may reopen his brother’s store 
and continue the business as soon as 
the estate is settled.

Calumet—The clothing and bazaar 
firm of Arne & Ruttenberg, who have 
conducted business for several years 
past under the style of the Savings 
Bank Department Store, have dis
solved partnership. Oscar Rutten
berg has leased a store on Quincy 
street and will conduct business there.

Ishpeming— Philip Quayle succeeds 
Thomas F. Gill in the furniture and 
undertaking business. Mr. Gill will 
remain in the employ of Mr. Quayle 
as undertaker and emblamer. Mr. 
Quayle intends to put in a line of 
picture frames and also engage in 
the upholstering business to some 
extent.

Lansing—J. E. Shanholtzer, of Des 
Moines, la., and W. P. Mathews, of 
Detroit, will open a ladies’ furnish
ings store about February 15, under 
the style of the S. & M. Cloak Co., at 
225 Washington avenue, North. Both 
members of the firm will move to 
Lansing and be actively engaged in 
the store.

Menominee — Woodford & Bill, 
dealers in musical instruments, have 
merged their business into a stock 
company under the style of the 
Woodford & Bill Piano Co., with an 
authorized capital stock of $69,000, of 
which $54,000 has been subscribed, 
$2,143.66 being paid in in cash and 
$41,856.34 in property.

Cadillac— George C. Webber, who 
formerly conducted a house furnish
ing store, is a member of the new 
corporation which will conduct the 
same line of business under the style 
of the Webber-Ash worth Co., having 
an authorized capital stock of $17,000 
common and $8,000 preferred, of 
which $20,000 has been subscribed 
and paid in in cash.

Greenville—There was a wild com
motion in J. E. Van Wormer’s south- 
end grocery recently and the way the 
clerks and customers scattered was a 
caution. All this commotion was 
caused because a bunch of bananas 
fell down and from the center popped 
out a live tarantula which seemed to 
be bent on mischief. It was secured 
before it did any harm.

MoorestOAvn— L. M. Richards has 
turned back to- John F. Butcher, form-' 
erly of Mt. Pleasant but now of Vas- 
sar, all of the property in this place 
and vicinity which he purchased of 
Mr. Butcher something over a year 
ago. Mr. Butcher will stock the mill 
with logs as usual and; the lumbering 
business will be continued under some 
management not yet determined.

Detroit— Edward J. Hickey, who 
formerly conducted a clothing store, 
.has merged his business into a stock 
company under the style of the E. J.

Hickey Co., which will conduct a gen
eral merchandise business. The cor
poration has an authorized capital 
stock of $100,000, all of which has 
been subscribed!, $23,444.12 being paid 
in in cash and $76,555.88 in property.

Manufacturing Matters.
Manistee— The Noud Lumber Co. 

has increased its capital stock from 
$25,000 to $32,000.

Marshall— The New Process Steel 
Co. has increased its capital stock 
from $25,000 to $50,000.

Traverse City— John Caron, of the 
firm of J. A. Caron & Co., manufac
turers of excelsior, is dead.

Morley— The flour mills at this 
place have been purchased by B. G. 
Pettie and Wm. F. Turner, who will 
begin operations by installing a gas
oline engine.

Saginaw —  The Saginaw Cement 
Shingle Co. has been incorporated 
with an authorized capital stock of 
$3)500, all of Which has been sub
scribed, $350 being paid in in cash 
and $500 in property.

Detroit— The Wayne Chemical Co. 
has been incorporated to conduct a 
manufacturing business, with an au
thorized capital stock of $10,000, all 
of which has been subscribed and 
$1,000 paid in in cash.

Detroit— The National-Fire-Proof- 
Metal-Lath Co. has been incorporated 
to conduct a manufacturing business 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in in property.

Menominee— The Fisher & Hutch
inson Co., which manufactures boxes, 
has been dissolved, D. J. Fisher will 
conduct the business alone. Mr. 
Hutchinson will now devote his at
tention to the banking business.

Kalamazoo— B. F. Witwer, who 
formerly conducted the Witwer Bak
ing Co. here, has abandoned the bak
ery business at South Bend, Ind., 
and will take the management of the 
business of the Morton Baking Co., 
at Windsor, Ont.

Lansing— A corporation has been 
formed to conduct a manufacturing 
business under the style of the Hart
man Cream Separator Co., Which has 
an authorized capital stock of $25,- 
000, of which $16,250 has been sub
scribed and $2,500 paid in in cash.

Union City— The Peerless Portland 
Cement Co., which recently erected 
a chimney constructed entirely of 
cement with steel reinforcement, in
tends to build a storage building 5° 
x 300 feet in dimensions which will 
also be of steel and cement exclusive
ly.

Bay City— A corporation has been 
formed under the style of the Pierce, 
Nye & Rudd Co. to manufacture ma
rine and automobile gasoline engines 
and machine work. The company has 
an authorized capital stock of $5,000, 
all of which has been subscribed and 
paid in in cash.

Coldwater— The Wolverine Port
land Cement Co. has closed its plant, 
two miles west of Coldwater, for the 
season. It has just ¡completed 
an eleven months’ season, which is 
the longest they have ever had, it 
being possible to run late on account 
of the open winter and the fact that 
the lakes have been so free from ice.



January 20, 1909
M I C H I G A N  T R A D E S M A N o

5  i

GROCERY*™produce market!

The Produce Market.
Apples*— New York Spys, $5@5-5o; 

Snows, $4.50; Baldwins, $4.50; Green
ings, $4@4.25.

Bananas— $1.25 for small bunches, 
$1.75 for Jumbos and $2 for Extra 
Jumbos.

Beets— $1.50 per bbl.
Butter— The market is very firm 

at unchanged prices. There is a very 
good consumptive demand for all 
grades, botlf of solid and print, and 
the supply is about normal for the 
season. Stocks in storage are decreas
ing very fast and the market is thor
oughly healthy throughout. Fancy 
creamery is held at 3 i^ c for tubs 
and 32Hc for prints; dairy grades 
command 24@27c for No. 1 and 18% 
1 <?c for packing stock.

Cabbage— $1 per bu. or 3c per lb.
Carrots— $1.50 per bbl.
Celery— $1.50 per box of 4 doz.
Citron— 60c per doz.
Cocoanuts— $5 per bag of 90.
Cranberries'—$15 per bbl. for Bell 

and Bugle from Wisconsin.
Eggs— Fresh continue very scarce 

and the retail price is very high. All 
receipts are sold on arrival every day. 
The future, both as to supply and 
price, depends on the weather, but the 
present outlook is for continued high 
prices until the weather moderates. 
Local dealers pay 29@30c f. o. b. 
Grand Rapids, holding candled fresh 
at 32@33c and candled cold storage 
at 29@3oc.

Grape Fruit— Florida commands 
$375 for 70s and 80s and $4 for 46s, 
54s and 64s.

Grapes— Malaga command $8@9 
per keg, according to weight.

Honey— 15c per lb. for white clov
er and 12c for dark.

Lemons—Messinas are in fair de
mand at $3 and Californias are slow 
sale at $3.25.

Lettuce— Leaf, 16c per lb.; head, 
$1 per doz. and $2 per hamper.

Onions— Yellow Danvers and Red 
and Yellow Globes are in ample sup
ply at 75c per bu.

Oranges— The market is steady on 
the basis of $3 for Floridas and $2.85 
@3.10 for Navels. •

Parsley—35c per doz. bunches.
Potatoes— Local dealers are hold

ing at 70c. The market is looking 
strong.

Poultry— Paying prices: Fowls, 10 
@ nc for live and I2@i3c for dressed; 
springs, n@ i2c for live and I3@i4c 
for dressed; ducks, 9@ioc for live 
and n@ i2c for dressed; geese, 11c 
for live and 14c for dressed; turkeys, 
I3@i4c for live and I7@ i8 c for dress
ed.

Squash— ic per lb. for Hubbard.
Sweet Potatoes*—$4 per bbl. for 

kiln dried Jerseys; $1.75 per hamper.

Veal— Dealers pay s@6c for poor 
and thin; 6@7c for fair to good; 7@ 
9c for good white kidney.

New Knitting Factory in the Field.
A new corporation has been form

ed under the style of the Clark Knit
ting Co., which has an authorized 
capital stock of $25,000, of which 
$15,000 has been subscribed, as fol-
lows:
A. Edward Clark .....................$5,000
W. H. Downs ............................  5,000
James A. Storer ......................... 5,000

The officers of the company are as 
follows:

President— A. Edward Clark.
Vice-President—W. H. Downs.
Secretary and Treasurer— James A. 

Storer.
The company has leased the two 

top floors of the north factory build
ing formerly occupied by the Grand 
Rapids Felt Boot Co. It is install
ing machinery to be propelled' by 
electric power and will manufacture 
ladies’, youths’, misses’ and children’s 
union and two-piece garments. Plans 
are being made to begin operations 
about March 1. Mr. Storer will have 
charge of the office, Mr. Downs, 
formerly with the Star Knitting 
Works, will represent the company 
on the road and Mr. Clark, with the 
Star Knitting Works for twelve 
years, will personally superintend the 
factory.

The many friends of Fred J. Fer
guson, who for many years conduct
ed a grocery store at 133 South Divi
sion street and for some time past 
has been engaged in the livery busi
ness at 142 Kent street, will regret 
to learn that Mr. Ferguson has been 
in failing health for some time past 
and is at present confined to his 
home at 65 Cass avenue on account 
of his illness.

A corporation has been formed un
der the style of the McIntosh & Ran- 
ney Co. to manufacture washing ma
chines and deal in automobiles. The 
company has an authorized capital 
stock of $10,000, of which $6,020 has 
been subscribed, $20 being paid in in 
cash and $6,000 in property. The of
fice of the company is at 31 Powers 
building.

Holding Back the News..
“I suppose your wife was tickled to 

death at your raise in salary?”
“ She will be.”
“ Haven’t you told her yet?”
“No; I thought I would enjoy my

self for a couple of weeks first.”

Block the windows of your heart 
with dirt and it will not be strange if 
you deny the divine light.

The Grocery Market.
Tea— Spot prices in Japans are 

holding firm for the entire list and 
there is a strong demand for all 
grades. Some heavy sales have been 
made during the last two weeks to 
Eastern jobbers and all stocks in 
first hands are being held at the ad
vanced prices, nothing being offered 
under 20c. Congous and Formosas 
show an advance of from J4@ic, the 
large shortage being primarily re
sponsible for the advance, although 
the proposed duty on tea is having a 
strong influence on the market, as it 
is thought that should an import tax 
be put upon coffee it would carry tea 
with it. Speculation is active, even 
certain coffee houses being among 
the large tea buyers. The Treasury 
Department has ordered all custom 
offices to collect a duty on fancy con
tainers of tea at the same rate as 
when imported without tea and this 
action is likely to cause an advance in 
teas packed abroad in fancy cans or 
boxes.

Coffee— The agitation over the 
proposed duty tends to keep the 
market strong. The receipts at Bra
zil still show a large increase over 
the corresponding period of last 
year, there being already over 2,000,- 
000 bags more than the season of 
1907-08. Mild coffees are steady and 
unchanged. Java is steady and Mo
cha a little easier.

Canned Goods— The tomato mar
ket is again somewhat unsettled by 
offerings from some packers at un
warranted figures. Corn continues 
very firm, but dull. Peas are without 
animation and1 a steady tone is appar
ent. It is stated that packers’ ideas 
as to prices for 1909 are on a level 
with those at which the market open
ed last year. Pumpkin and squash re
main steady. Apricots are said to be 
getting into small compass on the 
coast and the market reflects a firmer 
tone. Owing to the moderate demand 
for peaches and pears the tone of the 
market is easy. Gallon apples con
tinue firm, in spite of the fact that 
demand is of very moderate propor
tions. Strawberries and raspberries 
are not very plentiful and hold firm. 
While trade is seasonably slow the 
strong statistical position of salmon, 
with the exception of pinks, keeps 
prices on a firm basis. Domestic sar
dines are easier than for some time. 
Imported sardines are quiet but firm 
and no fresh features are presented 
in other lines of canned fish.

Syrups and Molasses— The Corn 
Products Refining Co. has made a 
change in its selling plan which has 
every appearance of being a decline 
in price. Compound syrup is un
changed and in fair demand. Sugar 
syrup is in moderate demand at rul
ing price. Molasses is firm and as to 
finer grades not very abundant, but 
prices show no change for the week.

Dried Fruits— Currants are in fair 
demand at unchanged prices. Peaches 
are dull and unchanged in price. Apri
cots are scarce and firm, but fairly 
active. Citron, dates and figs are un
changed in price and in fair de
mand. Prunes are nominally unchang
ed, but it is probable that a good 
round order would get concessions. 
The demand is light. The raisin mar

ket has become even1 more demoral
ized during the past week. Fancy 
seeded can be bought on the coast 
for 4}4c per pound and 3-crown loose 
at 2j^c. An average price for the 
latter would be 4c. This further de
cline in the face of the pending pool 
in California is clearly indicative of 
very great demoralization. The sea
son is getting on and holders proba
bly realize that present stocks must 
be gotten rid of.

Rice— Reports indicate that the de
mand the country over has been un
usually heavy and that stocks are rap
idly diminishing.

Rolled Oats— The strong tone 
which has characterized this market 
for some time still prevails. Jobbers 
predict that a higher level will be 
reached by spring.

Cheese— An advance of He has 
been made, due to increased consump
tive demand and short supply. The 
market is healthy at the advance and 
the outlook is steady to firm, this 
applying to all grades.

Provisions— The increased demand 
for everything in smoked meats, to
gether with a higher cost of hogs, has 
resulted in an advance of He in 
hams. Pure lard is firm and un
changed. Compound lard is firm at 
He up, due to the very good con
sumptive demand, as well as increased 
cost of raw material. Dried beef, 
barrel pork and canned meats are un
changed.

Fish—Cod, hake and haddock are 
selling fairly at unchanged prices. 
The need of complying with the food 
law has greatly curtailed the de
mand for hake and haddock, as com
pared with the former demand when 
it was sold for cod. Salmon is in 
fair demand at unchanged prices. Sar
dines show no special activity in any 
grade or variety, and no change in 
price. Mackerel has been very dull 
during the past week. Both Norway 
and Trish mackerel are unchanged in 
price, but both are steadily main
tained in spite of pronounced dulness.

Grand Rapids Fixtures Shown in 
Chicago.

The Grand Rapids Fixtures Co. has 
arranged with the Superior Brass & 
Fixtures Co., of Chicago, to handle 
its line of show cases in Chicago, and 
after Feb. 1, it will, in its show case 
rooms at 233, 235 East Jackson Boule
vard, show a complete line of the 
Grand Rapids Fixtures Co.’s cases 
and other store fixtures. This will, 
in addition to its other lines, give the 
Superior Brass & Fixtures Co. one of 
the most complete and up-to-date 
lines of window and store fixtures 
ever shown in Chicago, and it will be 
well worth while for any merchant 
interested in store or window fixtures 
to pay a visit to this show room be
fore purchasing.

This show room is not only show
ing a very complete line of all kinds 
of store fixtures, but is very con
veniently located for the outside buy
er, and merchants should not over
look it in visiting Chicago.

If we were half as careful of our 
foundations as we are of our furni
ture we might build more endur- 
ingly.

mailto:4@4.25
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FURNITURE EXPOSITION .

Origin and Development of a Unique 
Feature.

January is a busy month in Grand 
Rapids. So is Judy. One marks the 
opening of the spring, the other of 
the fall season in the furniture trade. 
Upon both occasions manufacturers 
at all the furniture producing centers 
and small towns send samples of their 
wares to Grand Rapids. Buyers from 
all over the country, from every state 
in the Union, from every city of im
portance in the land and from for
eign lands come here to see the goods 
displayed, the home lines and the 
sample lines alike. The home lines 
serve as the main attraction, for the 
Grand Rapids manufacturers set the 
styles and the pace in the furniture 
world. The outside lines, however, 
help to make Grand Rapids the mar
ket it has become. The Grand Rap
ids specialty is ‘high grade case goods. 
The outsiders show medium and cheap 
case work, chairs and parlor goods, 
which are produced here in limited 
quantities, and many specialties. With 
the aid of the outsiders everything in 
the nature of furniture is «shown here, 
furniture for the kitchen, the parlor, 
the dining room, the porch, the bed
room, the laundry, the library and 
the lawn, and all this in almost end
less variety, and in any desired grade 
as to price. In addition are mattress
es and pillows, hammered copper 
wares, terre cotta adornments for the 
home and carpet sweepers. Every
thing the ordinary furniture dealer 
carries in stock is offered here, even 
coffins, for the small town dealer oft
en serves also as the village under
taker. The Grand Rapids manufac
turers produce the fine goods that can 
not be found elsewhere; the outsiders 
supply the goods that are not produc
ed here and the combination makes 
Grand Rapids mighty.

When the outsiders first began 
coming here the locals were inclined 
to be resentful; to regard1 them as in
truders. This feeling has passed. The 
outsiders are now welcome. And it 
may be added the outsiders when 
they come make themselves entirely 
at home, as is proper that they 
should.

The development of Grand Rapids 
as a great furniture market is a mat
ter of only a quarter century. Many 
buyers and sellers are still coming 
here semi-annually who were in at 
the birth. And whether buyers or sell
ers they are inclined to be proud of 
the city’s growth as a market and to 
take unto themselves some of the 
credit.

The exhibit made by Berkey & 
Gay and Nelson, Matter & Co. at the 
Centennial exposition at Philadelphia 
first attracted the attention of the 
trade to Grand Rapids as a furniture 
producing point. Before the Centen
nial buyers came here occasionally. 
Charles H. Scarrett, of Scarrett, Corn- 
stock & Co., of St. Louis, was one of 
these. He bought the old round end 
spindle beds made by the Widdi- 
combs. He bought them by the car
load in the white and shipped them 
to St. Louis to be finished and then 
sold in the frontier towns. The finish ]

in those days was a simple process. It 
consisted of sousing the beds into 
vats of paint and setting them aside 
to dry.

After the Centennial buyers came 
in greater numbers and soon seasons 
were established. The local manu
facturers expecting the buyers called 
in their traveling men to show the 
goods and help entertain the visitors. 
Among the salesmen were Geo. Stod
dard, Knapp, Green, Fred Hills, Har
vey Beaseley, Chas. P. Limbert, E. J. 
Morley and M. L. Fitch. Several of 
these salesmen carried other lines. 
Morley, for instance, was with Stock- 
well '& Darragh and carried other 
lines. Limbert was with the Worden 
and also represented the Charlotte 
Manufacturing Co. and Munk & Rob
erts. Hills represented the Wm. A. 
Berkey Co. and the Marble & Shat- 
tuck Chair Co., of Cleveland. These 
salesmen sold the home goods at the 
factory and in the evening exhibited 
their side lines in photograph at the 
hotels. Hearing of the success of t'he 
Grand Rapids openings manufactur
ers at other points began sending 
their salesmen here, with photo
graphs. Ed. Colwell, now with the 
Gunn, then representing the Con- 
mersville Furniture Co., and Sam 
Steininger, then with the Muskegon 
Valley Furniture Company, now at 
the head of the Detroit Cabinet Com
pany, were among these salesmen.

In 1883 it occurred to Fred Hills 
that a photographic display was dull 
and uninteresting as compared with 
the real goods. He strongly urged 
hi® Cleveland connection, the Mar
ble & Shattuck Chair Co., to send 
samples of their goods here, as buy
ers came here to look at furniture, 
not at pictures. The company sent 
on a few samples andi they were ex
hibited in the rotunda of the Morton 
House. This was the first outside ex
hibit made in Grand Rapids.

The following season Ed. Colwell 
prevailed upon the Connensville Fur
niture Company to send a few sam
ple bedroom suits, and they were ex
hibited in a vacant Monroe street 
store. Either the same season or the 
season following Sam Steininger 
brought in samples of the Muskegon 
Valley goods, and these samples were 
also exhibited in a vacant store 
rented for a month.

In 1888 the Blodgett building was 
erected. The Phoenix Furniture Co. 
leased four floors of the south half 
of the building for their city retail 
store. Philip J. Klingman, represent
ing the Boston Chair Co., the J. Way- 
land Kimball Co., leather chairs, and 
the Charlotte Manufacturing Co., took 
the first floor of the north half, about 
6,500 square feet. Klingman and 
Chas. P. Limbert were great friends. 
Both appreciated how inconvenient 
it was for the exhibiting manufactur
ers to be dependent on empty stores 
for space. They formed a partner
ship and leased five floors of the 
north half of the Blodgett building 
for a period of years, designing to 
make this a permanent exposition 
building, exhibitors to take space ac
cording to their needs under yearly 
contracts. It was a bold undertaking 
for the young men, but they had faith

in the future of the market, and 
nerve. They pooled their own lines 
and also secured other tenants, and 
the first exposition opened with ten 
lines, which were spread around to 
fairly fill the 32,500 square feet of 
space. A year or two later the Phoe
nix gave up its retail store and Kling
man & Limbert purchased their lease, 
adding 26,000 square feet to their 
space.

The Klingman & Limbert partner
ship lasted five years, and was then 
dissolved, the partners making an 
even division of lines, assets and 
space, one taking the south half, the 
other the north half of the Blodgett 
building. Both wanted more room, 
and when the Masonic Temple was 
built Klingman leased that and Lim- 
bert took his space in the Blodgett. 
A year or two later Klingman took 
the Pythian Temple, now the Ashton, 
and then for a couple of years he ex
hibited his lines at the Michigan 
Chair factory.

In 1898 the Furniture Exhibition 
building, or the Klingman, as it is also 
called, was built by Dudley E. Wa
ters and Klingman leased the entire 
building. It covers the entire block 
on Ottawa street from Pearl to Lyon 
streets, and its six floors contain a 
total of 325,000 square feet of space. 
It was thought this would hold all 
the furniture samples that would ever 
be sent to Grand Rapids for exhibi
tion. The building rapidly filled up, 
however, and to meet the demand for 
still more room the seven story Ma-n 
ufacturers’ building was erected in 
1906, fronting 100 feet on Ionia street 
and extending clear through to Divi
sion street. This year the six story 
Furniture Exchange building, repre
senting the old Auditorium rebuilt, 
was opened to exhibitors. These four 
buildings, the Blodgett, the Klingman, 
the Manufacturers’ and the Exchange, 
have a total floor space of something 
like 675,000 square feet, or, to put it 
in another way, approximately 15J/2 
acres. And for the exposition this 
season it is all taken. To this space 
for the July opening will be added the 
126,000 square feet, or nearly 3 acres, 
in the Leonard refrigerator factory 
building at Ionia street, and the rail
road, which is being remodeled for 
the purpose. Grobheiser & Skinner, 
who own the old Swedenborgian 
church site on Lyon street, extend
ing from Ionia to Division street, are 
talking of building a ten story build
ing for exposition purposes, but it is 
doubtful if this project will material
ize, at least not immediately.

Not all this acreage is occupied by 
outside exhibitors. The smaller lo
cal manufacturers take space in the 
buildings as more advantageous than 
trying to persuade the visiting buyers 
to come to the factory show rooms. 
The larger and more important con
cerns, however, show their goods “at 
home.” The factory show rooms 
represent 350,000 square feet more of 
space, or something more than 8 
acres.

The total space used for furniture 
display purposes is approximately 24 
acres, to which the Leonard 3 acres 
will be added for next July’s opening 
of the fall season. And this space is

actually occupied. It is packed full of 
furniture of every kind and descrip
tion, with narrow aisles between the 
long rows to permit the salesmen and 
their customers to pass through. 
Some of the space reservations are 
extensive. The Maylhew Company, of 
Milwaukee, .chairs and upholstered 
goods, for instance, occupies the en
tire top floor of the Manufacturers’ 
building, nearly 20,000 square feet. 
C. H. Medicus & Son, of New York, 
high grade parlor goods, occupies the 
entire top floor of the Furniture Ex
change, about 12,000 square feet. E. 
J. Morley, representing five lines, 
takes the entire south half of the top 
floor of the Klingman, about 18,000 
square feet. The John Widdicomb 
Company, of this city, which lacks 
show space at the factory, occupies 
the entire top floor of the Blodgett 
and could use twice as much space if 
it were available.

In the exposition buildings the total 
number of lines represented is some
where between 300 and 400, and, as 
stated, everything in the nature of 
furniture is displayed, from the high
est priced to the cheapest, and with as 
wide a range in artistic merit as in 
cost. In this estimate the Grand Rap
ids factory displays are not included. 
How many individual pieces of furni-

P O S T
T O A S T I E S

The “ Suprem e H it” o f the  
Coni F lake Foods—

"T he T aste  U ngers.”
Postum Cereal Co., Ltd. Battle Creek, Mich

Dealers
Push

Holland Rusk
(Prize Toast of the World)

W hy?
F irst:— B ecause the 

goods have an estab
lished reputation for 
uniform ity of quality 
and general excellence.

Second:— B ecause the 
public know this and 
have c o n f i d e n c e  in 
them.

H andle the line that 
has ready sale.

L arge P ackage R e
tails 10 Cents.

Holland Rusk Co.
Holland, Mich.
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ture are shown can not be estimated, 
but the number runs far uip into, the 
thousands. The May hew Company 
alone has 1,200 pieces. The other 
lines run from a dozen to 500 and 
more pieces. The local lines exhibited 
in the factory show rooms run from 
1,500 to 2,500 different pieces, many 
of them in any of half a dozen differ
ent woods. No estimate has ever 
been made of the number of pieces 
shown and this interesting point will 
have to be left to the imagination.

The space in the exposition build
ings is rented on a per square foot 
basis and rentals are for a year or 
longer periods. The actual use of the 
space is only for two months in the 
year, during the semi-annual open
ings, but the rent is for the twelve 
months. The expense of making an 
exhibit may seem high, but if it did 
not pay the exhibitors would not 
come.

Twenty years ago when the expo
sition idea began, the number of 
buyers to visit the market was about 
100. They were the big men. in the 
trade. The average of the orders 
they gave ran high. The number of 
buyers in Grand Rapids this season 
will be about 1,000. Since passing 
the 500 mark there has been a mate
rial lowering in the average buying 
capacity. Many small dealers who 
used to depend entirely on. the travel
ing men now come to market as well 
as the big men in the business. They 
look upon the semi-annual visit as 
educational and the expense thereof 
as an investment which yields good 
dividends in the information and ideas 
they gain. They add to the number 
of visitors but cut down the average 
sales.

Going back to the infancy days of 
the exposition, it is interesting to 
recall that of the concerns' which 
made the first exhibit under the 
Klingman & Limbert plan in the 
Blodgett building in 1889, only two 
are still in the business. The exhibi
tors were the Boston Chair Co., of 
Boston, W e  L. Elder, of Indianapo
lis, the Hens'haw Co., of Cincinnati, 
W. T. Kimball Co., of Paris, Me., 
Munk & Roberts, of Connersville, 
Ind., Wait &  Barnes, of Sturgis, the 
Worden Furniture Co., of this city, 
Ring, Merrill & TiHotson, of Saginaw, 
the Charlotte Manufacturing Co., of 
Charlotte, and Grobheiser & Crosby, 
of Sturgis. Of these ten manufactur
ers the last two alone survive.

Among the buyers who came to 
this market at that date were Chas. 
Shearer, of the Paine Furniture Co., 
Boston; C. H. Brockway, of Wanna- 
maker’s; Fred Pullman, of Geo. C. 
Flint & Co.; Martin Lambert, of the 
Lambert Furniture Co., St. Louis; 
Chas. Scarrett, of Scarrett, Comstock 
& Co., St. Louis; Robt. Keith, of the 
Robert Keith Furniture Co., Kansas 
City; W. A. McLaughlin, now of Sie
gel, Cooper & Co., New York. Ex
cept Pullman, who died a few years 
ago, these buyers are still making 
their regular semi-annual visits to 
Grand Rapids and are always wel
comed as old friends.

Philip J. Klingman, who with Chas. 
P. Limbert originated the permanent 
furniture exposition idea, and who had

the nerve to take the big Waters 
building, collects the rent from the 
takers of space as a side line to the 
management of one of the biggest 
retail furniture stores in Michigan. 
Mr. Limbert, his old partner, is now 
a prosperous manufacturer of furni
ture and exhibits his line on the 
first floor of the Blodgett building, 
where he located twenty years ago.

Buildings Owned by Local Banks.
The Commercial Savings Bank last 

week purchased the building in which 
it is located, at Canal and Lyon 
streets, paying $35,000 for the prop
erty. The purchase w a s ' made by 
Wm. H. Anderson from the estate of 
Mary Adele Tateum, and by him 
turned over to the bank. It is the 
impression in business circles that a 
good bargain was made. No plans 
have yet been made for the remodel
ing of the building to make it more 
desirable for banking purposes and to 
afford more room, which the bank 
needs for its business . It is possi
ble the saving department, together 
with the director’ room, may be mov
ed to the basement, which is only two 
feet below the street level, while the 
first floor will be devoted entirely to 
the commercial department and exe
cutive offices.

This purchase adds another bank to 
the list of those that own and occupy 
their own “homes.” The property is 
on a corner as are the other banks’ 
properties. The National City was 
the first to be a home owner. Its 
site at Pearl street and Campau 
square was purchased many years ago, 
way back in the day of the City Na
tional and of Thos. D. Gilbert. The 
property is listed in. the bank assets 
at $50,000, which includes the furni
ture and fixtures. This valuation is 
certainly conservative enough.

The Kent was the second to buy 
its own building, at the corner of Canal 
and Lyon streets, opposite the Com
mercial Savings. When the Kent and 
State consolidated, this became a 
branch. Themain offices of the consol
idation were located at the State Bank, 
which is leased property, at Ottawa 
and Fountain streets. The old Kent 
valued its corner at $25,000 and car
ried a credit of $5,000 for furniture. 
The old State Bank valued its West 
Side branch, which it owned, at $25,- 
000, credited $24,946.10 to furniture 
and fixtures, mostly at the main of
fice. The Kent State Bank puts the 
banking house asset at $49,000 and 
furniture and fixtures at $29,500, a to
tal of $78,500, or $1,446.10 less than 
individual estimate. The property in
cludes the Kent Bank corner, the 
West Bridge and; Scribner street cor
ner and the furniture for the main 
bank and of all the branches.

The Old National occupied the 
Sweet’s Hotel building at Pearl and 
Canal streets under a ninety-nine 
year lease, but a few years ago pur
chased the property and owns it out
right. It is carried in the inventory 
at $212,604.74, which includes the fur
niture and fixtures.

The Fourth National owns what 
used to be known as the Tower block, 
at Pearl and Canal streets, opposite 
the Old. Including the furniture and 
fixtures it is listed at $125,000.

The Peoples Savings Bank has an 
equity of $35,000 in its building at 
Ionia and Monroe streets’, and will 
pay the remaining $50,000, which the 
building cost, when the mortgage 
which came with the purchase from 
Wm. Alden Smith becomes due. The 
bank has written off its furniture and 
fixtures.

The Grand Rapids National is a 
tenant instead of a 'home owner and 
carries its furniture and fixtures at 
$60,000.

The Grand Rapids Savings is also a 
tenant and has written off its furni
ture and fixtures. When the bills 
come in for the extensive remodeling 
and improvement of its • enlarged 
quarters this item may reappear.

The City Trust and Savings and 
the South Grand Rapids banks are al
so tenants and value their furniture 
and fixtures at $1,500 and $3,000 re
spectively.

Before the purchase of its present 
home the Commercial Savings owned 
its South End branch, inventoried at 
$25,000, and listed its furniture at $12,- 
522. The Fifth National valued its 
furniture at $2,000. The total of the 
two banks before tihe consolidation 
was $40,685.70, and now it is banking 
house $25,000 and furniture $7,000, a 
total of $32,000, with the recent pur
chase to be added.

The Michigan Trust Co. is a ten
ant of the Michigan Trust Building 
Company. Its furniture, fixtures and 
vaults five years ago were inventoried 
at $20,000, but this has been cut down 
year by year until now this asset is 
only $9,000 and no doubt even this 
will in time disappear.

In buying homes of their own the 
banks have had a shrewd eye for 
corner lots, and without exception 
their positions are strong strategeti- 
cally. Three of the Campau square 
corners are held by banks. At Lyon 
and Canal are two banks. At Ottawa 
and Monroe the Grand Rapids Na-. 
tional is on one corner and just off 
the opposite corner is the Kent State, 
with frontage on Ottawa and Foun
tain streets. At Ionia and Monroe are 
the Peoples and Grand Rapids Sav
ings. The City Trust and Savings 
is the only “ inside” bank. It has 
a Monroe street front, but no side 
entrance. Some day when this bank 
grows big it may buy a corner of its 
own that will command the up-town 
district. The trend of business east 
and southward some of these days 
may make an up-town comer worth 
having.

Salesmen—Men with Qrit and
“flo”— It’s Your Chance

I want a few reliable salesmen 
to canvass the retail trade. Samples 
in coat pocket. Don’t worry try
ing to revive dead lines. Get one 
with breath in it now. It’s a boom 
year for you if you connect right. 
Get wise to the “ Iowa Idea.”  
Straight commission. New and 
very profitable for both the sales
man and retailer.

(Mention this paper.)

BOSTON PIANO & MUSIC CO.
Willard P. Main, Proprietor 

Iowa City, Iowa, U. S. A.

Why Don’t You?

Be Consistent.
Why don’t you weigh your sugar 

four or five times;
Put your potatoes into the bushel 

basket,
Put them back into the pile, 
Measure them up again,
Pour them back into the pile, 
Measure them over again,
Repeat this operation two or three 

times more,
Bruise and damage them by each 

operation ?

FOOLISH! SILLY! OH. YES!

But not as much so as keeping your ac
counts in the  old way. writing each  transac
tion over and over again th ree  or four times, 
“ bruising” your business by rehandling, 
making clerical errors, being always behind, 
never ready fo r instan t settlem ent, never 
giving adequate  inform ation e ithe r to  you 
o r your custom ers, inviting jangles and 
disputes, driving profits aw ay from your 
door.

BAD BUSINESS!

FOOLISH BUSINESS!

DON’T DO IT!

P u t an AMERICAN ACCOUNT REGIS
TER on your counter. Do it all with one 
writing only; save money, tim e and repu
ta tion; establish m utual confidence be
tw een  you and your custom ers; put system  
in your business.

THE AMERICAN 

CASE AND REGISTER CO. 

Alliance, Ohio

J. A. Plank, General Agent 
Cor. Monroe and Ottawa Streets 

Grand Rapids, Mich.

Foley & Smith, 134 S. Baum St., Saginaw, Mich. 
Bell Phone 1958 J

Cut off a t  this line.

Send more particu lars about the  A m erican 
A ccount R egister and System.

Name

Town

S ta te
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TH E SE  THINGS MEAN MUCH.
A gratifying result of the present 

semi-annual Furniture Exhibition and 
Sale is the fact that in the -matter of 
attendance the event has established 
the banner record thus far of the 
greatest of Grand Rapids institutions. 
As to sales, the record is also reas
suring, even although it was confi
dently expected; because of the well- 
known fact that most of the large 
warerooms elsewhere are at present 
practically empty. The year of cau
tion and conservative buying, just 
ended, has created a demand and nat
urally that demand comes to this 
market.

Since the last exhibition and1 sale 
in July over 100,000 square feet of 
room 'has been added to the exhibi
tion space available in Grand Rapids, 
and that this increase of the grand 
total does not cover the demand is 
shown by the fact that already plans 
are completed and estimates made for 
a still further increase by over 100,- 
000 square feet, which will be made 
during the next six months.

This means more than merely a 
guarantee as to the standardization of 
high grade furniture by the furniture 
designers and artisans of Grand Rap
ids; it means more than a mere as
surance as to the constancy of the 
Grand Rapids reputation as the piv
otal furniture mart of the world.

It means that the entire industrial 
growth of our city is promoted; that 
the manufacture of wood working 
tools and machinery at this point must 
increase; that the production of spe
cialties in brass and iron must be en
larged; that o u t  imports in fabrics, in 
glass and other materials are growing 
each year. It means, also, that the 
excellent hotel facilities in Grand 
Rapids must be added to and their 
very desirable reputations must be 
maintained.

It means, briefly, that to the reputa
tion of Grand Rapids as an advan
tageous shipping point, with an abun
dance of hydro-electric power avail
able and possessing all the public 
utilities and conveniences of a me
tropolis, is added the unquestioned 
fact that she is no longer simply a 
furniture manufacturing town, but is

in reality a great and Successful cen
ter of splendidly varied industries.

And it is the city of miscellaneous 
interests that wins out in the long 
run. The city where one may ob
tain the best results in wood, paper, 
iron, brass, leather, grains, fabrics, and 
all of the miscellaneous results de
rived from such staples, does not 
carry all of its eggs in a single bas
ket and is able to successfully with
stand numerous obstacles.

Then, too, there is an indescriba
ble, almost mysterious influence de
veloped where a large variety of in
dustrial interests are centered; a sort 
of companionship and harmony made 
possible by the differences of sys
tems, practices and results that are in 
evidence. They seem to broaden the 
views of the individual, be he arti
san, superintendent or owner, and 
with this breadth comes the higher, 
better and more steadfast atmos
phere of civic righteousness.

HEMM ETER PRACTICAL JOKE.
In the old days when red. liquor 

and chasers were, as merchandise to 
be disposed of at a profit, more 
prominent in the business sense of 
John P. Hemmeter than they are at 
present, perhaps. John had quite a 
widespread reputation as an inveter
ate practical joker. And in this re
spect he was held, in various degrees, 
in esteem by the lumber jacks of the 
Saginaw Valley. John was versatile, 
ingenious and sometimes thoughtless 
in developing these jokes, but they* 
brought in business to the bar where 
he was stationed.

Evidently Mr. Hemmeter has not 
forgotten his cunning as a practical 
joker, neither has he lost his in
genuity in the matter of securing 
publicity for his vagaries, as is shown 
by his proposition to the Michigan 
Knights of the Grip. In a seemingly 
magnanimous spirit he offers to put 
up a fund of $5,000 to be known as 
the “John P. Hemmeter Charity 
Fund.”

And therein cracks out the grue
some humor of John’s sense of fun. 
The idea that the members of the 
Michigan Knights of the Grip are 
seeking charity is an offense against 
decency. And then this generous 
philanthropist proposes to retain pos
session of the five thousand dollar 
fund without providing security 
therefor and with no definite condi
tions expressed as to the disburse
ment of the fund. Here is where 
the excrutiating comedy of the thing 
comes in. While it is claimed that 
others will contribute to this fund, 
the bequest is to be known only as 
the Hemmeter fund and whatever of 
advertising value accrues comes to 
John exclusively.

It is quite clear that the Hem
meter idea is based solely upon the 
publicity theory and that there is no 
intention of permitting the project 
to stray off in other directions. As 
a practical joker, John is still par 
excellence.

When a man ends well the world 
tries to find out how he began.

If a fool is out of ¡his place any
where pn earth it is in a store.

A FIRST CLASS PROPOSITION.
At last the State of Michigan pos

sesses a strong organization, the pur
pose of which is to further the plan 
of placing State offices and clerkships 
under civil service rules. This asso
ciation, formed at Lansing last Mon
day, is called The Michigan Civil 
Service League and is officered as 
follows:

President— Ray Stannard Baker, 
East Lansing.

Vice-President— James B. Angell,
L. L. D., President of the University 
of Michigan.

Secretary— Frank M. Byam, Grand 
Rapids.

Treasurer— Charles W. Garfield, 
Grand Rapids.

These gentlemen are thoroughly 
well known and esteemed all over 
the State and they will be received 
in their new field with glad acclaim 
by all citizens who desire to see the 
setting up of a standard of merit in 
the engagement and advancement of 
State offices and clerkships, as oppos
ed to mere political patronage with 
nothing in the form of system or effi
ciency to recommend it.

Ray Stannard Baker is eminent as 
a magazine writer upon social, polit
ical and economic topics, and being 
a citizen of Michigan who has made 
a thorough study of social conditions 
not only in this State, but all over 
the country, he is peculiarly an ex
cellent choice for the presiding offi
cer of such an association. Presi
dent Angell, eminent as a scholar, 
teacher and councillor and revered all 
over the world as a broad minded 
and most potent force in the affairs 
of the world, lends tremendous influ
ence to the association.

Membership in this Civil Service 
League is open to all who are inter
ested in the movement, and applica
tions for this privilege and honor 
are already being received from all 
parts of the State. All persons who 
may consider this matter are inform
ed that at the initial meeting Mon
day the League adopted a constitu
tion which states that the object 
of the organization is to secure the 
establishment and maintenance of a 
system of appointment, promotion and 
removal in the civil service founded 
upon the principle that public office 
is a public trust, admission to which 
shall depend upon proven fitness, as
certained by examinations which, so 
far as practicable, shall be competi
tive, and that removals shall be made 
for legitimate cause only, such as dis
honesty, negligence or inefficiency, 
but not for political opinion or re
fusal to render party service.

Incidentally it may be stated that 
the League practically endorses the 
main features of the civil service bill 
providing for a civil service com
mission, introduced by Senator Mac- 
kay, of Detroit, and now before the 
Legislature of Michigan for consider
ation.

It often happens that the man who 
seems to take most interest in Heav
en has the least investment there.

You can tell what a man really is 
by what he brings out in you.

A L W A Y S R IGH TEO U SLY BUSY.
U. S. Senator Tillman may go on 

framing up replies to President 
Roosevelt’s expose as to certain land 
transactions on the Pacific coast- 
Congressman Wm. Willett, Jr., may 
concoct his gallery-searching attacks 
upon the executive head of the na
tion and Senator Foraker may per
sist in his effort to inject vitality in
to the Brownsville dead-duck affair, 
but none of these things can inter
rupt the broad vision and patriotic 
energy of Mr. Roosevelt. In spite of 
these attacks and while the daily pa
pers are throwing fits in efforts to 
unravel the Pulitzer libel suit identity, 
our President is just as busy as ever.

No man appreciates the value of 
having a comprehensive plan to work 
to more clearly than does Mr. Roose
velt, and none have a keener sense 
of the value of historic objects, as
sociations and monuments than that 
which he possesses. And so, as a 
step forward in the direction of co
ordinate effort between municipali
ties and commonwealths, President 
Roosevelt has requested the Ameri
can Institute of Architects— the most 
competent authority on such matters 
in the country— to designate the 
names of thirty men representing all 
parts of the country to compose a 
Council of the Fine Arts. This body 
will include architects, sculptors, 
painters, landscape architects and lay
men, with the Supervising Architect 
of the Treasury Department as its 
executive head. The object of this 
Council is to advise upon the char
acter and design of all public works in 
archiecture, paintings, sculpture, all 
bridges, monuments and other works 
in which the art of design forms an 
integral part; and to make sugges
tions and recommendations for the 
conservation of all historic monu
ments.

Had President Roosevelt been less 
large in the sense of civic rectitude; 
had he been more conventional in a 
political sense, such a project would 
not have entered his mind probably; 
but if it had he would have carried 
it out along well known political lines 
where political service would have 
counted for more than would practi
cal skill and excellences in the vari
ous professions.

President Roosevelt joins in the 
protest against the decision of the 
trustees of Trinity Parish—an enor
mously wealthy concern—to close the 
historic old St. John’s chapel in 
Varick street because it “does not 
pay;” he works for the conservation 
of National natural resources; he acts 
promptly and effectually on a sugges
tion by the Italian government that 
material for dwelling houses and 
American carpenters and joiners to 
superintend the construction be sent 
as a part of the relief for sufferers 
contributed by the United States.

In brief, his great big brain and 
hand are in constant touch with all 
points where good, straightforward 
and fearless American citizenship can 
be of service, and his connection with 
those tiny tempests in a teapot in the 
National Capitol building are mere 
routine incidentals, necessary, per
haps, but not especially interesting.
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Do You Prefer Men or Women Cus
tomers?

It was pretty busy times in Laster- 
ville and the proprietors, clerks and 
all hands had been overworked for 
weeks.

There was no question of hours, 
extra work or any of the material 
for labor troubles. Did you ever no
tice that in the village shoe store the 
smallest clerk seems to be as vitally 
interested in the success of the busi
ness as is the proprietor himself? I 
verily believe that except on a mian- 
of-war, or in a newspaper office, there 
is no place where the esprit de corps 
is so strong as in a village shoe store, 
and in spite of everybody more or less 
tired out, and, in spite of the fact that 
there was a good show at the Opera 
House, the attendance at the post
poned meeting of the club was large. 
Almost a full membership.

“We have to discuss this evening,” 
said Mr. Laster in opening the meet
ing, “a subject which I am sure will 
prove of considerable interest, even 
if it is not a very vital one, and that 
subject is— but I will let the chair
man of the committee break it to 
you in his own way, Mr. Rustelle.”

Mr. Rustelle— I am sorry that the 
President did not announce this sub
ject, although I make no apologies 
for it, but it is one in which we shall 
be obliged to draw the strictest veil 
of secrecy around our debate or we 
may be misunderstood and perhaps 
maligned. I-----

(Cries:) “Subject! Subject!”
Mr. Rustelle— The subject is this: 

“ Which are preferable as customers, 
from the salesman’s standpoint, men 
or women?”

Mr. Izensole— Dot’s easy. Vichef- 
fe.r has der money mit ’em.

Mr. Rustelle— Barring that.
Mr. Ball— I suppose, being the old

est, I have to begin, and, while I nev
er thought of the matter as a point 
blank question I know1 that it has al
ways been running through my mind 
in a general sort of way. I might 
answer like the man who had nine 
wives, that the one he loved best was 
the one with whom he chanced to be 
existing at the moment. I might an
swer again that it all depends. There 
are men and men, and there are wom
en and women, as customers in a shoe 
store as well as in any other posi
tion in life.

The Chairman— (sotto voce): That 
is a nice piece of language. Classify
ing “customers in a shoe store” as “a 
position in life.”

Mr. Ball— I heard you, you old pur
ist. If I should quote some of your 
language once— like the time I heard 
you say, years ago, that a certain la
dy's foot was “Simply immense in

that shoe!” oh, I see you remember 
about it— perhaps you wouldn’t be so 
critical. If you do not shut off those 
side remarks I’ll tell about the time--

The Chairman1— Order!
Mr. Ball— Oh, of course, I ’m going 

to be President of this club next year.
The Chairman:— I’ll vote for you.
Mr .Ball— Thank you kindly, sir. 

But, as I was saying, there is a great 
difference. There is no customer on 
earth that I would rather wait on 
than a poor widow with just so much 
money saved up to buy three pairs of 
shoes for her boys. If the boys are 
not spoiled boys, and too many times 
they are, and that woman wants the 
best possible value in service and 

I looks for those boys, she is the easiest 
customer in the world; the most in
clined to believe you when you tell 
the truth, the most appreciative when 
you take trouble to find just the right 
thing. Not quite so much money in 
that trade perhaps, but hour for hour, 
the day and the week through, I be
lieve that such a trade is preferable 
to that of any class of men’s trade I 
could recall.

Mr. Kip— How about widowers?
Mr. Ball— I don’t know. We al

ways turn them over to the lady 
clerks.

Mr. Ball— Now with a young wid
ow, thinking of a second, and with 
none too much money, you have a 
customer that you might just as well 
turn over to the newest, youngest, 
cheapest clerk you have.

Willie Fitem— Lord, but I’ve had 
’em turned over to me and I never 
exactly understood before.

Mr. Ball— We learn something 
every day, Willie. But, as I was say
ing, taking them all in all, class for 
class, and age for age, except for the 
single fact that the man too often 
carries the pocketbook exclusively, I 
believe the women are the more de
sirable customers from the salesman’s 
standpoint, and I’m not too certain 
they are from any other standpoint.

The Chairman— Very good. Now, 
Kip.

Mr. Kip— Admitting all that Mr. 
Ball has said, I think that if I were 
establishing an exclusive shoe store 
for either men or women I would 
choose to cater exclusively to the men. 
I—

Mr. Rustelle— Beg pardon, but that 
is aside from the question. The idea 
is to consider customers in a general 
shoe store where men buy for them
selves and their wives and families 
and women for their families, them
selves and occasionally for their hus
bands as well.

Mr. Kip— Oh, well, I rather think, 
even in that case that I would vote

Fast Selling 
Shoes

really pay best. You turn your 
money oftener.

We’ve been in the business of 
manufacturing fast sellers for over 
forty years.

Our shoes are fast sellers because 
they look right, fit right and wear 
longer and better than others and 
are sold on a fair margin of profit 
at reasonable retail prices.

Among our successes are genuine 
Hard Pans, the original Oregon 
Calf line, Easagos, Rikalog High- 
cuts and Pentagon Welts.

R.indge, Kalmbach, L ogie (8b C o., Ltd. 
Grand Rapids, Mich.

You’re a Wide=Awake Shoe Man
You’re in business to make money, 

you’re looking for opportunities like

H. B. Hard Pans
Maybe you think you can “ get along 

without them” —well, we are willing to 
leave it altogether to you after you have 
seen this line—

Made to retail at a price that nine out 
of ten customers can afford to pay—

Made from our own special tannage 
stock and fine-grained, tough stock it is.

Half double or double soled shoes— 
made for men and boys that must have 
service—

Just take a postal and send in an order 
to-day for a case or two—shipped same 
day your order is received.

H. B. Hard Pan Blucher 
8 inch Top Large Eyelets

_ Carried in Stock 6-n
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Herold-Bertsch Shoe Co.
Makers of the Original 

H. B. Hard Pans

Grand Rapids, Mich.
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for the men as the nearest, on the 
average, model customers. They are 
not model shoppers, I don’t mean, for 
they very often take stuff, to save 
time, which the women could never 
be induced to touch, but from the 
salesman’s standpoint they know 
more quickly when they see that 
thing and seldom come into a shoe 
store with indefinite ideas, except, oc
casionally, when they come in for the 
purpose of buying some shoes for 
their wife’s wear. The woman is a 
natural härterer. She does not at all 
mind going into three or four stores 
and looking over everything that is 
offered before she decides what she 
will buy and very frequently does it 
all over two or three times. Now, 
you could not induce the average man 
to do that sort of thing. John Jones 
comes into my store. He wants a 
pair of shoes for himself. He knows 
that we are fair people, tolerably up- 
to-date in footwear, that we keep a 
stock of men’s shoes inventorying 
something like $7,000 and he judges 
in advance that something that we 
have will suit him. He comes in, 
looks our offers over as to price, style 
and quality, takes what he likes best 
or thinks is the most suitable at the 
money he wants to pay, planks down 
the doo-dads and goes along about 
his business, which is not buying 
shoes at all. Me for the men.

Mr. Ball (Hi.)— Me for the ladies. 
Of course you’ll say that it is be
cause I am just married and that it 
would not be becoming for me to 
argue otherwise, but such, I assure 
you, is not the case. I prefer the 
women as customers for exactly the 
reasons Mr. Kip gives against them. 
They know what they want usually 
and ask for it right on the start. If 
you haven’t it you might just as well 
hang up your shoe horn as to bother 
to show what you have. It is usually 
a failure. When a woman says she 
wants a patent leather shoe with a 
brown cloth top in button and you 
haven’t it, you might just as well say 
you haven’t and if she doesn’t enthuse 
about your ordering it for her let her 
go out and turn to the lady who is 
just coming in for something that you 
have. Of course, if you are not busy 
it does no harm to show up any nice 
things you have in stock, but usually 
you’d better let her go. It saves 
time. Now, a man comes in with no 
more idea what he wants than a 
baby. He wants a pair of shoes. Has 
not given the subject a moment’s 
thought until he happens to discover 
that his footwear looks shabby. He 
simply comes in and says “shoes.” 
And there you are. One thing he 
knows, usually, that he doesnt want 
shoes just like he had before. Occa
sionally there is an “end to end” shoe 
wearer, but ordinarily he wants some
thing different. You begin to paw 
over stock. He means to be easily 
suited, but it is all a new subject to 
him and my experience is that he will 
say, more times than the woman will 
who looks at goods, “I’ll think it 
over and come in again.” He is all 
at sea. Me for the women.

Mr. Tanner— We think a good deal 
of the men’s trade in our store and 
we have a line of customers who, if

the rest of our men customers would 
live up to them, would make me en
thusiastic for the men. But I can 
hardly say that, as general custom
ers, that is, buying for themselves and 
others, the men are as desirable as 
the women. From the general con
dition of things, the women give more 
attention to. the matter than the men 
do. A woman wih a family knows 
more about the needs of her children 
in the footwear line than the man 
does and she comes in with definite 
ideas, has the sizes (mostly she brings 
the children or persons for Whom the 
shoes are to be bought with her), and 
in general she is a customer, like a 
pupil, who has the lesson prepared. I 
like that sort best.

Mr. Cobb— I vote for the men. I 
don’t know as I can tell why.

Mr. Lutherby— There isn’t any dif
ference as between their being male 
or female. I’d rather wait on little 
Mrs. Allowance than I would on Old 
Skinner, and twisting it around, I’d 
rather wait on Judge Sound than I 
would on old Mrs. Grippenny. It’s 
all in the people and men and women 
are mostly alike.

Mr. Schumann— Wouldn’t the shoe 
store be an earthly heaven if we could 
have a trade as big as we do now or 
just a trifle larger, and all the cus
tomers were Judge Sounds and Mrs. 
Allowances? But, unfortunately, they 
are not. But taking them all in all, 
age for age, class for class and pay
ing ability for paying ability, give 
me the women every time.

The Chairman— That sounds good 
but what does it mean?

Mr. Schumann— Simply that I’d 
rather sell to a poor little girl than 
to a poor little boy, to a rich little 
girl than to a rich little boy, to a mean 
old woman than to a mean odd man, 
to a giddy young girl than to a giddy 
young man, to a—

The Chairman— We get the idea. 
Thank you, and all of you. The wom
en have as they always deserve to 
and, inasmuch as Sam Simmons told 
me yesterday that he was going to 
have his shell oyster parlor in run
ning order by to-night, I move we all 
go down there, and my friend, Mr. 
Ball, will pay for all the oysters we 
can eat, as we sit in a row in front 
of a shelf and squirt pepper sauce in
to the scheels, slide them to their 
last home and eat crackers on the 
side.

Hearing no objections it is so or
dered— Ike N. Fitem in Boot and 
Shoe Recorder.

The best work shoes 

bear the MAYER Trade Mark

The Consumers Lighting:
S ystem  is the  m odem  sys
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chants who w ant a well lighted sto re  or 
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Inverted Arc which develops 1000 candle 
pow er. Consumers Lighting Co.,
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Will You Be Ready for Business 
when Spring Opens?

Perhaps you have delayed placing your order for 
spring goods, waiting to see what the indications 
for spring trade would be.

Now the indications are right. You are going to 
have a big demand, but your sales and profits will 
be large in proportion to your ability to meet that 
demand. Do not put off placing your order any 
longer. The factories are crowded with work, 
and unless your order is placed very soon you 
may experience some trouble in getting it filled in 
time for the early spring trade.

Your farmers and mechanics will demand shoes 
that look well, fit well and wear well. You can 
best meet that demand with Rouge Rex Shoes.
They are made for that express purpose, and they 
meet the requirements. If you have handled them 
before you will, of course, want them this spring, 
but we would like your order now so as not to 
delay your shipments. If you have not handled 
them, send us an order now, and let us demon
strate to you that we are making just the shoe 
your trade has been looking for.

agent does not call, drop us a card and we 
will have him do so, or send you samples.

H!rth=Krause Co.
Shoe M anufacturers and Jobbers 
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TA LK IN G  IN STORES.

Some Clerks Too Chummy with Their 
Friends.

W ritte n  fo r th e  T radesm an .
In some succinct advice to clerks 

I not long ago saw the following:
If you can influence your friends 

to trade where you work so much, the 
better for the store; but if you sim
ply influence them to loaf there so 
much the worse for the store.”

I was all the more impressed with 
the above because I had lately suffer
ed at the hands of a clerk whom it 
might do some good to read the lines 
just quoted.

I was in a great hurry when I en
tered the store where she draws her 
pay— I had almost said, “where she 
is employed,” but that would be too 
nice a phrase to apply to such treat
ment as she extends to many of the 
customers.

If I were the only one I had ever 
heard of who had* been grievously 
neglected by this clerk I should let it 
go as a possible carelessness that was 
not often repeated, but time and time 
again have I heard others mention 
her remissness and all the cases were 
those arising from, the fact that the 
young lady in question is receiving 
far too many of her friends at the 
store. Really, according to all ac
counts, she is using the establishment 
as a sort of private reception parlor.

The day I had reason for dissat
isfaction there were two fellows and 
one girl monopolizing this clerk’s at
tention quite to the exclusion of 
every one else. As remarked I was 
in a great rush. I had only fifteen 
minutes in which to buy some goods 
at this girl’s counter, do them up in 
a box, address the package and get it 
to a certain party who was to take 
the Interurban in twenty minutes.

That girl parleyed with her cronies 
so long after my approach that finally 
I could wait no longer for her to 
stop the talkfest and had to butt in, 
as the boys say, and tell her she would 
have to wait on me, as I had to get 
the goods I should purchase off on 
the train.

The girl reluctantly started to wait 
on me. Even after I had detailed 
my situation she kept throwing words 
into her chums’ conversation, which 
went right on as though I had not 
been obliged to interrupt it.

After having to state several times 
just exactly what I wanted, I finally 
got what I called for, the bunch the 
meanwhile shooting glances at me 
which, had they been poisoned barbs, 
would surely have accomplished my 
utter annihilation.

With difficulty I got to the Inter
urban waiting place just as the car 
began to move. My friend, who had 
given up my coming, happened to be 
seated on the side next to me, and 
succeeded in having the conductor 
grab the package for her just in the 
nick o’ time. One moment more and 
it would have been too late.

I had come almost on a run, so 
that now I was obliged to step into 
the waiting room and sit down to re
cover my breath.

Of course, all that wouldn’t have 
feazed that indifferent clerk had she

known it; but just the same it incon
venienced me greatly.

That clerk really merits being re
ported to her employer for the wel
fare of his place of business. How
ever, who wants to do that? She’s al
most worse than no clerk in her de
partment, but she may have a widow
ed mother to support or a little sis
ter dependent on her pay envelope.

So I guess, after all, it is best to grin 
and bear all such delinquencies.

J. Wardell.

Make the Goods Talk.
Advertising is making the goods 

speak. It is putting a truthful, ani
mate tongue into inanimate merchan
dise.

Merchandise itself can not lie. 
Sooner or later its true character will 
develop— in its use— in the satisfac
tion it gives to the owner.

When exaggerated or false state
ments are made about goods it is a 
human tongue that talks or a human 
hand that writes; it is not the mer
chandise that speaks— therefore it is 
not advertising.

Advertising is also news'— news 
more vital to the family than nine- 
tenths of the so called news that 
goes into the newspaper.

Whoever makes the goods talk—  
whoever exhibits the true nature and 
uses of an article of commerce—who
ever correctly and interestingly tells 
the news about his merchandise— he 
is the true advertiser.— John Wana- 
maker in Dry Goods Economist.

Two Ways of Traveling.
Don’t travel on the blind baggage 

Only the Weary Willie tourist, grimy, 
fearful, hungry, perhaps with a furtive 
look in his eyes, crouches in the shad
ows waiting to flip himself aboard the 
express.

And the blind! Flattened against 
the front of the car as the train hurls 
itself forward; the wintry wind, pierc
ing him through and through; cin
ders and smoke and grime and dirt 
pouring over him, cutting his face, fill
ing his lungs, the Weary Willie has 
but one consolation: He is going for
ward.

But back in the Pullman, sleeping 
restfully, confident that all is well, 
sheltered from the cold and the wind 
and the cinders, is The Man Who 
Knows Success.

He, also, is going forward.
But how differently.

Becker, Mayer & Co.
Chicago
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“Always Our Aim”
T o make the best work gar

ments on the market.

T o 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 garments will not 
wear “ something just as 
good,” but will insist upon 
having The Ideal Brand.

W rite us for samples.

t w o
Grand Rap/ds. M/ch

On January 26th the price of Prints, Calico 

and Lawns will go up *4 cent per yard or to 
5*4  cents, except on a few colors.

Send jn your orders now to get good assort
ment.
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W holesale Dry Goods Grand Rapids, Mich.
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AN UNCONSCIOUS REFORMER.

How a Department Store Manager 
Learned His Lesson.

W ritte n  fo r th e  T rad esm an .
“I would rather my father should 

wear patched garments and be known 
as a poor man by the whole town 
than that he should say, ‘I seen,’ 
‘them things,’ ‘when I git back’ and 
a few other of the choice vulgarisms 
you indulge in habitually.”

The criticism was made with em
phasis and carried with it the flavor 
which can be developed only by the 
voice of a disgusted woman— and a 
young woman at that.

Harriet Blakely was the speaker, 
and as she stood resolutely, defiantly, 
at her place behind the counter of 
the large department store, her eyes 
snapping and her breast heaving 
strongly and regularly, it was evident 
that having delivered an ultimatum 
she was prepared to accept dismissal 
from her position serenely and sat
isfied that she had performed a duty 
by which she had long been con
fronted.

But the proprietor of the store, a 
well groomed, rather handsome man 
of perhaps 35 years of age, merely 
stared at the girl grimly as he en
twined his ^atch fob about his fin
gers for an instant and then, with a 
broad smile, as though relieved by 
some happy thought, he turned and 
walked leisurely toward the rear of 
his store.

“ I do not care even a little bit.” 
said Miss Blakely as she resumed her 
morning work of carefully examining 
the boxes* shelves and cases in her 
section to see that everything was 
ship-shape for the day’s business; 
“Mr. Hanson drives me mad a dozen 
times every day with his poor Eng
lish and his current slang,” and the 
department manager, who had stood 
near throughout the scene, suggest
ed: “ Never mind, ‘The Prince’ has 
forgotten it by this time.”

And Richard Hanson, who was in
variably referred to by all in his em
ploy as “The Prince,” had forgotten 
it; because upon reaching the eleva
tor he addressed a floorwalker with, 
“Did you have them books taken up 
to the fifth floor?”

*  *  *

By means of that intangible myste
rious system of communication com
mon to all establishments where large 
numbers of employes are engaged it 
was quite well understood by all the 
men and women whose duties were 
confined to the first floor of the Han
son Department Store that Miss Har
riet Blakely was obliged to work to 
support not only herself but to con
tribute to the care of others; that her 
father was a man of refinement and 
education but was deficient as a 
manager, as a man of business; and 
that while, by no means exhibiting a 
spirit of haughtiness or even exces
sive pride, there was that about her 
demeanor, her dress and her man
ner of speech which seemed to set 
her apart from her daily associates.

And because of this there was 
“talk” among the other clerks and at
taches of the establishment, to which 
the lady herself was wholly indiffer
ent, seemingly. Indeed* there was a

distinct spirit visible throughout the 
main floor of opposition and even dis
like for the young lady, so that when 
it was known that she had assaulted 
“The Prince” orally and openly the 
first curiosity expressed was as to the 
cause of her anger, and this was at 
once followed by expectant curiosity 
as to her inevitable dismissal.

Miss Blakely was in her place the 
following day as usual and there was 
nothing apparent that she had 
been even reprimanded; all of the 
heads of departments denying any in
formation on the subject. And, furth
er, it very quickly became noised 
about that “The Prince” had sudden
ly left the city “for New York or 
somewhere, it was not exactly known 
where.” Thus several days passed 
and with no news percolating through 
the establishment, either as to Miss 
Blakely or the proprietor of the 
store, the matter was practically for
gotten. Even the manager of the 
store professed to be in absolute ig
norance of any turmoil socially, com
mercially or financially. He was 
wholly unconcerned and during a pe
riod of two months the great depart
ment store moved along busily, sys
tematically and prosperously with 
perfect harmony evident everywhere.

“What was it that made you so 
angry?” finally asked the manager of 

1 the department in which Miss Blake- 
|ly was employed, and she replied that 
it was really foolish in her to so 
lose her temper, for after thinking 
over the case carefully she had con
cluded that “The Prince” meant no 
harm. And then it came out that in 
a conversation with her Mr. Hanson 
had merely asked for her opinion as 
to why it was that so fine and intel
lectual a man as was her father had 
been unable to succeed in becoming 
independent financially— why it was 
that he was a poor man?

“Sure,” responded the department 
manager, “he meant no harm. He 
asked the question out of the good
ness of his heart.”

“ I think so now myself,” said Miss 
Blakely as she placed a box of goods 
upon the shelf behind her, and the 
two separated with a mutual under
standing that nothing further should 
be said upon the subject.

Just three months after the day Mr. 
Hanson departed so unceremoniously 
and late in the afternoon Miss Blake
ly had left her section to go to the 
stock room with an order, and reach
ed the elevator cage just when, with 
a great roar and pressure of wind, 
mingled with shrieking voices and 
the shouts of people on the upper 
floors, one of the elevator carriages 
dropped from the fifth floor to the 
basement. Instantly there was a 
great tumult of excitement, clerks, 
customers, floorwalkers, cash girls 
and all hurrying toward the elevator. 
Not so with Miss Blakely. Her first 
move was to a telephone and to send 
in a call for ambulances. Then, as
suming the authority of a director, 
which all seemed to heed, she divert
ed and drove back the. crowd from 
before the elevator, dispatching mes
sengers to close and guard the front 
doors; others— the men— to the stair
way leading to the basement, to drive 
the crowd from going in' that direc

tion, and still others to prevail upon 
the clerks and customers to move to 
the front of the store out of the way.

Thus, when the ambulances and 
their surgeon attendants arrived, they 
found a clear field awaiting them and 
but two persons seriously injured—  
the elevator conductor and a little girl 
who had received a compound frac
ture of her left forearm. The con
ductor’s injuries were more serious 
and of an internal character. First 
aid to the injured had been provided 
and everybody was loud in their 
praise of the presence of mind and 
executive ability of Miss Blakely 
when “The Prince” appeared upon the 
scene.

* * *
A week later everybody in the es

tablishment knew that Miss Blakely 
had resigned her position, to take 
effect on the following Monday, the 
tenth anniversary of the establish
ment of the Hanson Department 
Store; and that there was to be a 
soiree dansante and a dinner on the 
carpet department floor on the even
ing of that day, given by “The 
Prince” to all of his employes, and 
that Mr. Walter K. Blakely, father of 
Miss Blakely, was to address the as
sembly briefly upon “Success in Life” 
on that occasion.

“Soiree Dansante,” observed one of 
the porters as he read over his invi
tation. “What in thunder’s that?” and 
a clerk from the dress goods depart- 

Iment explained that it was French for 
barn dance; at which the porter ex
claimed: “That’s good, but it ought 
to cover the Virginia Reel and Money 
Musk.” At this a packer from the 
crockery department added: “Yes, ’n’ 
a cake walk.” Then the dress goods 
clerk explained: “It covers the whole 
outfit and means a good time, dances 
until you can’t rest and ‘eats’ until 
you’re full.”

The anniversary celebration came 
in due time and as one of the daily 
papers said: “It was generously con
ceived and admirably carried out by 
a man who is not only a good adver
tising patron of his home town pa
pers but who appreciates the good 
will and interest of those in his em
ploy.” The two large rooms of the 
carpet department were transformed 
into a veritable banquet hall and an 
assembly room, brilliant with colors 
and artistic decorations cleverly in
terspersed with electric light effects, 
and in a balcony arranged in the up
per portion of the great archway be
tween the rooms was a full orchestra 
which provided delightful music dur
ing the banquet and for dancing. Up
on the walls were various legends, 
prominent among them being: “ Never 
say ‘git’ for the word ‘Get;’ ” “Never 
say ‘I seen;’ ” “Ladies and gentlemen 
do not use slang;” “ ‘Them things,’ 
‘them books,’ ‘them people’ are unpar
donable expressions;” “Try to use 
good English always;” “one but vul
gar people deal in slang.”

It was noticeable that Miss Blake
ly sat at the right of “The Prince,” 
who acted as toastmaster; and that 
her father sat at his left; yet it was 
still more noticeable that in his va
rious remarks as master of ceremo
nies Mr. Hanson used excellent Eng
lish and to the total exclusion of

slang. And altogether the occasion 
was, as expressed later by the so
ciety editor, “most enjoyable.”

Mr. Blakely’s remarks upon “Suc
cess in Life” were admirably free 
from cant and century old epigram- 
matics, telling plainly, frankly and in 
terms clear to the youngest mind 
present as to the mental, tempera
mental and ethical requisites for suc
cess, and he closed with: “As for ex
ample— and I speak by suggestion 
and consent of your beloved employ
er, Mr. Hanson— whenever a man or 
woman discovers that he or she is de
ficient in the use of the mother 
tongue, it' is unquestionably a step 
toward success to overcome such a 
fault as soon as possible. Any em
ploying merchant, any manager, sales
man or other person engaged in any 
capacity whatever in such an estab
lishment as the Hanson Department 
Store who uses good English and 
who does not indulge in slang is 
better and more successful in his or 
her respective sphere of activity than 
are those persons who are not in the 
habit of and possibly are not so well 
equipped for correct speech.”

Enthusiastic applause at times em
phasized Mr. Blakely’s remarks, and 
when he took his seat there was the 
heartiest outburst of all, which might 
have continued for several minutes 
had not Mr. Hanson arose and, lift
ing his hand for attention, said: “And 
now, my friends and associates, be
fore we begin our dancing and in 01- 

[ Jer to give further zest to our pleas
ures I want to make a confession.” 
Then, in an intense silence, the gen
tleman related how during his three 
months’ absence from the city he had 
been both student and pupil at the 
little farm home of Mr. Blakely, a 
mile or so beyond the limits of the 
town, for the sole purpose of im
proving his knowledge of English and 
correcting his grammar because he 
had been aroused to a knowledge of 
his failings in these directions, and 
because by that awakening he had 
been brought to a keen realization of 
the fact that such an improvement 
would be beneficial not only to his 
business but would add to his enjoy
ment of life in general. Continuing 
he said: “And as to the latter con
sideration I now take great pleasure 
in introducing to you the instigator, 
the moving spirit in bringing about 
my reform.”

Then, taking Miss Blakely’s hand 
as she arose, he said: “And, more 
than that, my friends, this lady is my 
affianced wife. To test my use of 
English I corresponded with her quite 
regularly by mail during my absence, 
and in order to inform me as to my 
errors or my progress she wrote reg
ularly to me; and we are both ready 
to admit we fully agree that it pays 
to speak correctly.”

Although the “soiree dansante” did 
not end until hours after m id n ig h t  
all employes were promptly at their 
respective posts at the usual hour 
next morning, and so far as could be 
judged by appearances at least every 
one was more alert, more courteous 
and better contented than ever be
fore in the history of the establish
ment. Charles S. Hathaway.
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Credit Accounts Posted to the Minute

100 Account National Credit File

You can do it by a simple, easy system that requires no 
set of books, and know at a glance what each credit customer 
owes you, by using a

National Credit File
A National Credit Account File is usually used in con

nection with a National Cash Register, and this combination 

gives you the best, easiest, most accurate method of handling 
credits.

The last bill always shows the total of each customer’s 

account. By keeping the original slip you insure absolute ac
curacy. There is no chance of a bill being presented to a cus
tomer twice.

You Will Always Have Satisfied Customers
by this accurate method of caring for “ Charge" items and “ Payments 

on Account’— you will also save the time and expense of an old fash
ioned system of bookkeeping.

Keep Records in Your Safe
We provide a small metal box with each Credit File so you can 

keep the records in your safe and prevent their loss by fire. This box 
takes less room than a set of books.

Let us explain how you can save time, work and money by this 
method. Proprietor’s File Used In Connection with the 

National Credit File

The National Cash Register Co.
16 No. Division St., Grand Rapids, iTich. 

79 Woodward Ave., Detroit, nich.
W RITE TO N E A R E ST OFFICE

MAIL THIS COUPON TO-DAY

THE NATIONAL CASH REGISTER COMPANY
16 No. Division S t ., Grand Rapids, Mich., 79 Woodward A ve., Detroit, Mich.

I would like to know how a National Credit File can increase my profits and do the other things you say 
it will. This does not obligate me in any way.

N am e................................................................................................................. B u sin ess.........................................................................................

S tre e t.......................... .............. ............................. C ity ......................................................................... S ta te ........................................................................

No. of C lerk s.....................................................................
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i BUTTER, EGGS PROVISIONS;

Why Armour Made Terms With Nel
son Morris.

The late Philip D. Armour was the 
acknowledged father of the modern 
packing house industry. He was a 
man of great mental and physical re
sources— big in brain, rich in vital 
power, bold in initiative and cautious 
when he should be.

Armour had two peculiar character
istics— he refused to own more land 
than he could use, believing that the 
land really belonged to all the peo
ple, and should only be appropriated

said, “To think, John, of your com
ing all the way from Boston to get 
that— also this,” then he gave him 
another with his left.

One morning at daylight, when 
Morris got to the Stock Yards, he 
found all the pens empty. Armour 
and his pig buyers had been around 
with lanterns all night hunting up 
the owners and bulling the market. 
“To think,” said Armour to Morris, 
“to think of your coming all the way 
from Bavaria hoping to get the start 
of me!”

by those who could utilize it. His Both men smiled serenely. The 
second peculiarity was that his only next w,eek whole train loads of pigs
stimulant was tea. If he had an un- -were coming to Chicago consigned
usually big problem to pass upon, he to Nelson Morris. He had sent his 
cut down his food and increased his agents out and was buying of the
tea. Tea was his tipple. It opened I farmers direct,
up his mental pores and gave him Soon after> Armour casually met 

Morris and suggested that they lunch 
together that day.

The Jew smiled assent out of his 
black beard. He had scored a point 
— Armour had come to him.

So they lunched together. The 
Jew ate very little. Both men talk
ed but said nothing. They were 
waiting. The Jew ate little, but he 
drank three cups of tea.

Armour insisted on paying the 
check, excused himself somewhat 
abruptly and hurried to his office. 
He sent for his lieutenants. They 
came quickly, and Armour said: 
“Boys, I’ve just lunched with Nel
son Morris. I think we’d better come 
to an understanding with him as to 
a few little things we shall do and a 
few we shall not do— he drinks noth
ing but tea.”— The Philistine.

cosmic consciousness.
Armour had so much personality— 

so much magnetism—that he had but 
one competitor in his business. This 
man was Nelson Morris.

Now Morris was a type of man that 
Armour had never met. Morris was 
a Jew— a Bavarian— who loved music, 
art and philosophy. Nelson Morris, 
small, black of beard, humming bars 
from Bach and quoting Schopenhaur, 
buying hogs at the Chicago Stock 
Yards and then killing these hogs for 
the gastronomical delectation of 
Christians, was a sort of all ’round 
Judaic genius.

The Mosaic Law forbids the Jews 
eating pork, but it places no ban or 
bar on their dealing in it.

Nelson Morris bought hogs at 4 a. 
m., or as soon as it was light. Ar
mour found him at it when he arrived, 
and Philip Armour was usually the 
earliest bird on the job.

Yet Armour wasn’t afraid of Mor
ris— the Jew merely perplexed him.
One day Armour said to MacDowell, 
his secretary, “I say, Mac, Nelson 
doesn’t need a guardian!”

The Jew was getting on the Ar
mour nerves—just a little.

Armour was always in friendly 
terms with his competitors— he was 
on friendly terms with everybody, 
he had no grouch and never got in 
a grump. He called everybody by 
his first name, and socially was ir
resistible. He got up close— invited 
confidence— made friends, and held 
them. There was never a man he 
wouldn’t speak to. He was above 
jealousy and beyond hate, yet, of 
course, when it came to a show down, 
he might hit awfully hard and quick, 
but he always passed out his com
mercial wallop with a smile. „

_  . . .  _  , XT M anufacturers o f th e  fam ous Brilliant Gas
When Sullivan met Corbett at New i^mpu and Climax and o th e r Gasoline Lighting 

Orleans, Gentleman Jim landed the System s.
c h a m p io n  a terr ific  jo l t  o n  th e  ja w  Write for estim ates or catalog M-T 
with his right,. smiled sweetly andJ 42 State St, . Chicago, III.

Dandelion Vegetable Butter Color
A perfec tly  P ure  V egetable  B u tte r Color, 

and one th a t  complies w ith the  pure 
food law s of every S ta te  and 

of the  U nited S ta tes . 
Manufactured by WeHs & Richardson Co. 

Burlington, Vt.

139-141 Monro« St.
Both Phonos

GRAND RAPIDS. MICH.

A  Good Investm ent

PEANUfÜÖASTERS 
and CORN POPPERS.

Gnat Variety, $8.50 to $350.0( 
EASY TERMS. 

Catalog Free. 
KINGSBYMFG. CO.,106-108 E. Pearl St.,Cincinnati,0

Brilliant Gas Lamp Co.

B e a n s  a n d C lo ver S eed
We are in the market for both. If any to offer, mail samples and we will

do our best to trade.

A L F R E D  J .  B R O W N  8 E E D  O O ..  Q R A N D  R A P I D S . M IO H .
OTTAW A A N D LO U IS  S T R E E T S

a w  j  , did you know that we have a new car of the 
finest N. Y. Cabbage you ever saw, and that 

^  ^ we are selling it cheap? A  postal card will
bring you a trial shipment to prove our statement.

The Vinkemulder Company
ORANGES, LEMONS, BANANAS, ONIONS. POTATOES, ETC.

14-16 Ottawa St. Grand Rapids, Mich.

I Want Butter, Eggs, Poultry, 
Veal and Hogs

I have i ,500 second hand egg cases for sale, all nearly new and fillers in 
good condition.

F. E. STROUP, 7 North Ionia St., Grand Rapids, Mich.

Wanted===Beans
Send us your samples and offerings.

M swcycklm r Wholesale Dealers and Shippers Beans, Seed and Potatoes
l u u s e i e y  D l U S .  Office and Warehouse Second Ave. and Railroad

Both Phones 1217 Grand Rapids, Mich.

W. C. Rea A. J. W itzig

R E A  &  W IT Z Id
PRODUCE COMMISSION

104-106 W est 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  P apers and H undreds

of Shippers.
Established 1873

Egg Cases and Egg Case Fillers
Excelsior, Cement Coated Nails, E xtra  F lats 
and extra parts for Cases, always on hand.
W e would be pleased to receive your in
quiries and believe we can please you in 
prices as well as quality.
Can make prompt shipments.

L . J . 5 M I T H  & C O .
EATON RAPIDS, fUCH.

For Potato or Bean Bags
write to ROY BAKER, Grand Rapids, Mich. 

B ags of every description, both new and second hand.
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NEW  YO R K  MARKET.

Special Features of the Grocery and 
Produce Trade.

Special C orrespondence.
New York, Jan. 15— Speculative 

coffee is humming and sales of May 
were made yesterday at 6c, thus es
tablishing a new level for Rio 7s, 
and the end is not in sight. Foreign 
advices report an advance of %c in 
Europe. There is a strong feeling 
that a duty will be levied, but there 
is also a strong feeling that it will 
not be levied. Jobbers tell of a pret
ty good demand all the week for the 
actual spot article and others say 
there is no improvement to speak of. 
At the close Rio No. 7 is worth 7J6 
@7% c in an invoice way. In store 
and afloat there are 3,674,564 bags, 
against 3,852,663 bags at the same 
time last year. Mild grades have 
been more sought after, although 
buyers and sellers seem unable to 
reach an agreement as to values, the 
sellers being very firm in their views. 
Good Cucuta is held at 10c.

In the sugar trade refiners are 
showing mighty little interest in 
raws and the market drags. Refined 
is also in limited demand and closes 
at the usual rate of 4.55c less 1 per 
cent, cash, with the 7 days’ delay; 
Federal, 30 days or a month. Buyers 
are not purchasing ahead of current 
wants, as the situation in raws is 
somewhat uncertain to their think-

grade as top is in not very abundant 
supply, nor is the demand very active 
at the closing price of 33^c. Aside 
from this, the market is abundantly 
supplied and the general situation is, 
perhaps, in favor of the seller. Ex
tras, 32@33c; held specials, 30c; ex
tras, 28@2gj4c; firsts, 26j4@27j£c; 
imitation creamery, 23@24c; Western 
factory, firsts, 2il/2@22c; process, 23 
@2 4 ^c.

Cheese is in moderate supply and 
improving demand. Stocks here are 
in few and strong hands and the 
market will be well sustained for 
the remainder of the season. Full 
cream N. Y. State, I4ji@ i5^c.

Eggs are quiet, but quotations are 
firm and with only moderate sup
plies here and on the way, the out
look is for prices certainly as high 
as at present for some little time. 
Fresh gathered extras are worth 36c; 
firsts, 33@33Y2c; seconds, 31 @3254c; 
refrigerator stock, 28^@30c.

Your faith is all folly if it does not 
lead to fair dealing.

To great hearts the sorrows of oth
ers are never small.

FLOWERS
Dealers in surrounding towns will profit 

by dealing with

W ealthy Avenue Floral Co.

New York Greenings and Baldwins 
Get our prices

M. O. BAKER & CO.
Toledo, - - . Ohio

Custom Tanning
D eer skins and all kinds of hides and skins 

tanned with hair and fur on or off.
H. DAMM & CO.,

Care E. S. K iefer’s Tannery. 
Phone Clt. 5746 Grand Rapids, Mich.

The Perfection Cheese Cutter
Cuts out your ex ac t profit from every cheese 

Adds to  appearance 
of s to re  and increases cheese trade

M anufactured only by 
The American Computing Co. 

701-705 Indiana Ave. Indianapolis« Ind.

Buckwheat
Just what the name indicates. We 
furnish the pure, strong buckwheat 
flavor. We manufacture buck
wheat by the old fashioned stone 
method, thus retaining all the 
buckwheat taste. Insist on get
ting Wizard Buckwheat Flour. 
Send us your buckwheat grain; 
we pay highest market price.

Grand Rapids Grain & Milling Co.
L. Fred Peabody, Mgr.

Grand Rapids, Michigan

B U T T E R
is our specialty. We want all the No. 1 Dairy in jars and Fresh Packing 
Stock we can get. Highest prices paid for eggs. Will give you a square 
deal. Try us. Both phones 2052.

T. H. CONDRA & CO.
Manufacturers of Renovated Butter Grand Rapids, Mich.

All Kinds of Cheese at Prices to Please
W rite or phone

ing. 891 W ealthy Ave. Grand Rapids, Mich.

Pingsuey teas are very firmly 
maintained and Formosas in first 
hands are in extremely light supply. 
While the cheaper grades are most 
asked for, the whole line shows im
provement and sellers feel much en
couraged over the outlook. Prices 
are not, perhaps quotably higher, 
but the tendency is toward a higher 
level beyond a doubt.

Rice shows little change. It is 
not unlikely that the weather has 
something to do with the situation 
and, if s-q , there seems no immediate 
prospect of an improvement. Good 
to prime centrifugal, 22@30c.

Spices are quiet. Scarcely any
thing is being done in an invoice way 
and regular orders are for small 
quantities. Prices are practically 
without change in any regard.

Buyers of molasses are taking 
small quantities, as is usually the 
case at this time of year, but the 
situation is firm and sellers are not 
at all inclined to make any conces
sion. Syrups are in light offering 
and firm.

Canned corn is said to be improv
ing day by day— and holders profess 
to see daylight, after the long night. 
Some good-sized lots have changed 
hands, however, at quotations rang
ing from 65@70c. This for Standard 
N. Y. State. For Maryland, Maine 
style, the market is rather quiet at 
something like S7l/2@6oc. Tomatoes 
move in small lots and, while the 
nominal quotation is 70c for stand
ard threes, it is said to be easier than 
it was to pick up the goods at 67J£c. 
Peas of the cheaper grades are sell
ing around 6s@7oc and buyers seem 
to hesitate about paying more. Other 
goods are practically without change. 

The supply of butter which will

W e have the price.
W e have the sort.
W e have the reputation. 

S H I P  U S  Y O U R  F U R S  
Crohon & Roden Co., Ltd.

37-39 S. Market St. Grand Rapids, Mich.

Fur Coats 
Blankets 

Robes, Etc.

Is Your Assortment 
Complete ?

We Make Prompt 
Shipments.

Ask for Catalog.

Brown & Sehler Co.
Grand Rapids, Mich.

WHOLESALE ONLY

C. D. CRITTENDEN CO.
41-43 S. Market St. Both Phones 1300. Qrand Rapids, Mich. 

W holesale Butter, E ggs and Cheese

Barlow’s Best 
Flour

Made from Choicest Michigan 
Winter Wheat

Made in a Modern Mill by Skilled 
Labor

Backed by Fifty Years’ Practical 
Experience

Judson Grocer Company
Grand Rapids, Mich.
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JACKSON’S OPPORTUN ITY.

How She Can Regain Her Former 
Position.*

In this present age of struggle and 
strife one of the gratifying facts that 
is prominent is found in the ambition 
of individuals and in the efforts of 
municipalities all over the land to
ward the betterment of the public 
welfare.

Brave indeed must be the man 
who undertakes to lay down oracu
larly the formula which is certain to 
meet conditions in every community; 
which is bound to coincide with the 
views of all men. So it happens that 
I find myself this evening in some
what the position as did the great 
big brawny iron-worker in the city 
of Gary, Indiana1—the U. S. Steel 
Co.’s ideal city— by-the-lake.

This man, accustomed as he was 
to 'handling hundred-weight masses of 
iron as so many ounces, felt when he 
found himself in Gary and in the 
service of the Steel Co. that he had 
at last secured a permanent home. 
And he resolved that, come what 
might, he would remain there and 
bring up his family in comfort and 
contentment, in spite of the lure of 
labor leaders; he would see that his 
dear wife should have some of the 
luxuries of life and that their children 
should be given an education which 
would lift them mentally and socially 
to a better lot than had been his por
tion.

And so, healthy, strong, industrious 
and contented, he bought a horse, 
harness and buggy that his wife and 
children might have a healthful form 
of pleasure at their command. And 
they utilized the resource to their 
fill, enjoying every minute of each 
drive over the sandy flats of the sur
rounding country.

Presently, with the coming of snow 
and ice, it became necessary to put 
new shoes on the horse, and the iron
worker, confident that he knew how 
to shoe a horse— for was he not able 
to handle a steel billet under a steam 
hammer and had he not seen and 
handled thousands of old horse shoes 
as they came in piles to the scrap 
mill?—• carefully sized up his
horse’s hoofs, bought a set of four 
shoes at a hardware store and at a 
small forge he had rigged up in his 
little shop next to his stable he be
gan the operation. He was skilled in 
heating iron and shaping the metal 
and experienced but little awkward
ness even in paring the horse’s hoofs 
to get a perfect fit; but when it came 
to holding one hind hoof between his 
knees, holding the shoe to the hoof 
and driving nails as they should be 
driven in such cases he—well, the 
first thing he knew he was slatted 
heavily against the side of his shop 
with a leg which felt as though it 
had been broken, with a sore pair of 
shoulders and with his horse’s face 
turned toward him and seeming to 
smile in derision.

Rubbing his leg with one hand 
and his head with the other, the iron
worker looked quizzically at the ani
mal and observed: “Dog-gone you, I

♦Address delivered b y E  A. S tow e before 
public m eeting o f business men conducted  
under auspices of Jackson Council, U. Q. T.

M I C H I G A N  T R A D E S M A N
know as much about this thing as you 
do, anyhow, and more’n that, I’ll be 
dog-goned if both of us haven’t got 
a lot to learn yet!”

I feel perfectly safe in saying that 
I have been slatted against the side 
of my shop repeatedly in' my efforts 
to evolve ideas and plans in the line 
of co-operation for the general good, 
and I dare say there is not a single 
business community— not even a sin
gle business man who amounts to 
anything— that has not had similar 
experiences.

This slatting business is one of the 
penalties a man has to pay for being 
proud of and ambitious for his home 
town as a whole; and I tell you, gen
tlemen, it is quite as painful and al
most as exasperating to be misquot
ed, misjudged and misrepresented by 
a fellow citizen as it is to be kicked 
against the side of a house by a horse 
or a mule.

As I have already said, it is, per
haps, impossible to lay dowm any 
set formula for the development of a 
successful! co-operative community. 
No two cities are alike, no two men 
are alike and in no two separate lo
cations are industrial, commercial and 
financial conditions identical. Thus we 
find our problem.

But we still have one reliable peg 
left upon which to hang a theory. A 
very large majority of men, no mat
ter where they live or what may be 
their occupations, are intelligent, 
proud of and loyal to their home 
towns, and, being fair minded and 
square, are open to conviction upon 
any proposition affecting the public 
welfare. As a foil to this fact comes 
the opposite truth, that all human be
ings are more or less selfish.

Believing thoroughly in the recti
tude of these tw'O postulates I would 
suggest as the first factor in the cre
ation of a broad, strong, public spirit

of co-operation that each individual 
who engages in such an effort shall 

1 decide that he will stick to it without 
reference to whether or not he is 
chosen as a leader; that he shall hold 

I no feeling of embarrassment because 
he is unable to contribute as much 
money to the cause as some other 
man can give; that he shall resolve 
to give of his time and influence ac
cording to his actual ability so to 
bestow and, finally, to resist, to the 
last limit, all feelings of jealousy or 
resentment as to the part taken by 
other fellow citizens in the move
ment.

From the purely material stand
point of this case the chief factor is, 
of course, the power of money. And 
aill histories of co-operative move
ments demonstrate beyond cavil that 
it is the wealthy men of every com
munity who must provide the great 
bulk of this resource.

And it is not only natural but it is 
a good thing, a fair thing and a for
tunate thing that this is so. The men

A Better Case For 
Less Money.

Our Latest Design
Made with wood, 4 inch and 6 

inch Tennessee marble base.
Also fitted for cigars.

SOLD UNDER A POSITIVE 
GUARANTEE

Geo. S. Smith Store Fixture Co.
Grand Rapids, Hich.

r  ^ E xclusive Sales Agents 

for

Central and W estern Michigan

. W  'iMkhdr • 4 *

V M  'r i Fresh Goods

Alw ays in Stock

4*

Jowj/Eys PUTNAM FACTORY, National Candy Co.

RfcG U. 8. PAT. OFF. GRAND RAPIDS, MICH.

You have had calls for

HAND SAPOLIO
If you filled them, all’s well; if you 

didn’t, your rival got the order, and 

may get the customer’s entire trade.

HAND SAPOLIO 1« a »pedal toilet eoap-8upertor to any other In eountleee waye-dellcate 
enough for the baby’s skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be «old a t 10 cents per cake-

w

4
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of wealth, in spite of their riches, are 
quite as generously benefited by co
operation as are the wage earners, the 
salaried men and the smaller opera
tors in industrial and commercial en
terprises. And having wealth, it is 
their duty— and I am very glad to say 
a very large majority of our financial 
leaders generously recognize this 
duty— to give of their plenty toward 
the development of harmonious, un
selfish effort in their respective com
munities.

As I view the matter, however, it is 
an unfortunate fact that it seems to 
be a human nature characteristic in 
the development of a general public 
welfare campaign to assume that be
cause a man is very wealthy he is 
necessarily a man to be named as 
president or director or comimitee- 
man to act in such a campaign. This, 
it seems to me, is a great mistake. As 
a rule, most men of wealth are be
yond middle age. They have made 
their records as business men; they 
have been surfeited with honors at 
the hands of their neighbors; they 
feel that they are entitled to their 
leisure and, finally, they realize full 
well, in a great many instances in
deed, that their selection as leaders 
is chiefly because of the money and 
influence they will contribute to the 
cause.

Every wealthy man appreciates this 
fact as keenly as do the men who 
appoint him to such honors. And 
that such distinctions are honorable 
they also appreciate; but, as one of 
this class recently observed to me: 
“What’s the use of having a big bank 
account? Where is the need of be
ing credited with having influence? If 
they will only leave me out of the 
work I will give them more of my 
money and every bit of whatever in
fluence I may possess.”

Then, too, gentlemen, I want to tell 
you the desire on the part of men of 
wealth to be relieved from the work 
of the enterprise is not born of in
difference or laziness. The average 
man of wealth has his mind and hands 
just about as full of work as you can 
imagine. As a rule, wealthy men are 
like a certain preparation which, it is 
said, works while you sleep.

And so I say to you, give the man 
of wealth the relief from work to 
which he is entitled; and do not fear 
that you will lose has money and in
fluence thereby. He will, if favored 
in this way, give generously and 
most effectually of both money and 
influence, and he will rejoice equally 
with yourself over every step in ad
vance, every triumph won in your 
campaign. Moreover, you will find 
him, in case you are disappointed in 
any effort, in case a seeming victory 
develops only a defeat, helping 
you to begin anew. True, he may 
criticise, as he will have the right to 
do; but you will find that in almost 
every instance his comments will be 
fair, frank and valuable, without mal
ice, envy or suspicion, and with only 
the good of your cause at heart.

There is yet the other side to this 
thought: Young men should consti
tute the mainspring in every public 
welfare movement, whatever may be 
its purppsg, The young man not

only has the “gimip,” but he has his 
record to make and so is generated 
his ambition.

I am no disciple of Dr. Osier and 
do not mean to say that when a man 
has reached 6o years of age he is 
without energy, ambition or public 
spirit; neither do I desire to be un
derstood as declaring that all young 
men are wise, enthusiastic and in 
every other way capable and desira
ble. There are old men and old men, 
and young men and young men, and 
every community is capable of differ
entiating between the extremes in 
search of the happy mediums. But I 
do most sincerely believe that it is 
very wise indeed in this age to give 
the young men a chance.

This is an age when men remain 
young more years than was the case 
thirty-five or forty years ago; when 
men just turned the half century mark 
are in their prime; when men who 
are 70 years of age are still strong, 
ambitious, hopeful and active. This 
is an age whemyoung men have ed
ucational advantages along practical, 
industrial, commercial and financial 
lines which forty years ago were in
conceivable. The young man who 
to-day is graduated from a grammar 
school has a better education than 
was received in the early 70’s by the 
average chap who was graduated 
from the high school; and the 
high school graduate of to-day is 
better prepared to face a business life 
than was the average college gradu
ate of the class of 1870.

This is an age of civic revival. Men 
—young men and old men alike—have 
a clearer, broader, better conception 
as to their duties as citizens than was 
the case only a few years ago; and, 
better still, they have a stronger faith 
in the dignity and value of citizenship 
and a confidence in their own ability 
to realize such citizenship in all of 
its merit and inspiration.

I am an optimist and as such, hav
ing been invited to give you my views, 
I feel that I want to give you— 
somewhat gingerly, perhaps—a bit of 
warning: We are, all of us, sincere 
in our desire to be of value not only 
to our own neighborhood, our own 
town and our own State, but to the 
United States at large. In this, as I 
see it, we confront the danger— that is 
to say, the average citizen confronts 
the danger— of striving to spread 
over too much territory.

And so, it seemis to me, it is the 
duty of the average citizen to confine 
his public spirited efforts very largely 
indeed to his own home town. Doing 
this he will be obliged, of course, to 
take some active part in efforts af
fecting neighboring towns, the coun
ty, the State. And so the danger I 
refer to is developed. Whatever you 
do as public spirited' citizens, play 
fair with your neighbors. In this way 
only you can best serve the truly 
vital interests of your own bailiwick. 
And caution, great caution, is neces
sary in preserving this attitude be
cause of the perpetual presence of 
scores of faddists, men and' women of 
ability and sincerity also, who have 
their hobbies and ride them' at top 
speed, but more or less selfishly. They 
are the mpn apd women who play as

The Advance of Science

The new low platform 
Dayton Scale

Fifty years ago the man who said that it 
would be possible to telegraph over great dis
tances without the use of wire transmission 
would be thought crazy.

T w enty-five years ago the man who said 
that office buildings 50 stories high could be 
safely built would be consideted a dreamer.

There has been a time when springs were 
considered not sufficiently sensitive or reliable 
to be used in instruments of extreme accuracy 
or precision.

Marvelous results are now being secured 
in Wireless Telegraphy. Buildings of 50 or 
more stories have been constructed.

And springs! They are being used in the 
most delicate of scientific instruments where 
sensitiveness and precision are the prime re
quisites.

Science has constructed the balance wheel 
of a watch to control the oscillation or escape
ment with equal regularity through all changes 
of temperature.

Science has also constructed the thermostatic control for the Dayton 
Money weight Scale which acts in conjunction with the springs and keeps 
the scale in perfect balance regardless of changes of temperature or other 
climatic conditions.

5 ,0 2 5 ,2 0 0  lbs. was recently weighed in io-pound draughts on one of our 
stock spring scales. Each day as the test progressed the Chicago City Sealer 
tested it to its full capacity and placed his official seal on it. The last test was 
as perfect as the first. The weight registered represents from 30 to 40 years’ 
service.

This is proof of the accuracy and reliability of our scales. Send for 
catalog giving detailed explanation.

ä ä i  Moneyweight Scale Co.
__sssprcy

L£522L22sJ  58 State Street, Chicago

Cutting Ice With 
The Cigar Trade—
in your local field depends very 
largely upon your good judgment as 
to what brands you stock.

Look over the stock of any prosper
ous Cigar Stand and there is one 
brand that you will always see, that’s 
the Ben-Hur, and you will find that 
its sales keep up, year in and year out, 
with a constantly increasing increase.

Gustav A. Moebs & Co., Makers 
Detroit, Mich.

Worden Qrocer Co., Distributors 
Grand Rapids, Mich.

W I L L S
Making your will is often delayed.

Our blank form sent on request and 
you can have it made at once. We also 
send our pamphlet defining the laws on 
the disposition of real and personal 
property.

Executor
Agent

The Michigan Trust Co.
Grand Rapids, Mich.

Trustee
Guardian
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parlor reformers, more interested, 
perhaps, in the notoriety they them
selves attain than in the actual good 
results they achieve and who, as a 
rule, are dependent upon the cash 
donations and social influence of those 
whom they seek to convert.

I need not catalogue these fads. 
You are, all of you, well acquainted 
with them, and in all fairness we all 
agree that in spirit many of them 
have values, great values. But the 
point against which, it seems to me, 
a warning is wise is the undeniable 
fact that the faddist who seeks only 
notoriety— and there are many in the 
guild— is entitled to much less atten
tion and support than are those la
dies and gentlemen who are carrying 
forward their work for the sole sake 
of their respective causes.

A striking example of what I mean 
is afforded by Mr. Gifford Pinchot, 
the chief of our National Bureau of 
Forestry, Who, a very wealthy man 
and because he believed in and was 
willing to fight for the cause of for
estry, worked' for years without pay 
and spent hundreds of thousands of 
dollars of his own money before he 
succeeded in obtaining anything like 
the recognition he and his cause de
served. And equally striking and ad
mirable is the example afforded along 
the same lines and in similar ways 
by my own beloved fellow citizen and 
neighbor, Mr. Charles W. Garfield. 
Such men, whatever their cause, are 
certain to be sincere, wise and worthy 
of our confidence and co-operation; 
the causes of such men are.laudable 
and the inspiration of such efforts is 
the essence of genuine public spirit.

No city can afford in this present 
age of competition and perpetual de
velopment of new resources, improv
ed facilities and increased civic 
righteousness to look askant and in a 
jealous spirit toward any other city. 
Jealousy is the exact sign embodying 
covetousness, avarice and selfishness 
in one single form. If a neighboring 
city is prosperous, rejoice; because, 
looked at fairly, it is a prosperity 
which becomes contagious and epi
demic if it is treated as a desirable 
fact, no matter where it may be first 
developed. Help yourself first, of 
course. That is a law of Nature, but 
at the same time bear in mind that the 
good will, the needs and the very 
desirable co-operation of your neigh
bors are tremendously influential.

It may be that, as I have gone on 
in a general way as to individual duty 
in the diection of civic righteousness, 
you have felt that I have neglected 
the key-note query I received when I 
was invited to address you:

“ How to unite the business inter
ests of the city.”

Purposely I have reserved my views 
on this problem for the last of my 
effort because I want you to take 
them home with you. And while you 
may disagree with me, perhaps, I de
sire that you will think them over 
carefully.

It is fair, I assume, to believe that 
there is not a business man in Jack- 
son who would decline to do any
thing in his power to advance the 
social, educational and material prog
ress of his city. I

And believing this to be true, I can 
not but entertain the strongest kind 
of confidence that every citizen be
lieves in the old adage, “In union 
there is strength.”

And so I say to you, Don’t stand 
around dreaming about your loyalty 
to your city and don’t go on coddling 
the conceit that you are a believer in 
the values of united effort.

Get busy! Get together as though 
you were all partners—as you really 
are— in one of the most firmly estab
lished, one of the best located, one 
of the most prosperous and promis
ing enterprises in Michigan, Get to
gether and organize and do it with 
an unalterable determination to stick 
together no matter what happens.

Appoint a committee of your best 
men to prepare and submit an esti
mate as to the approximate expense 
of conducting and maintaining an ac
tive, energetic association in which 
every member shall be thoroughly in 
earnest and absolutely sincere. And 
in 'making up this estimate include a 
liberal item for a competent, wide 
awake secretary, who shall devote his 
entire time to keeping the members 
of the association busy with, commit
tee work and individual effort. In
clude another good liberal item for 
the purpose of carrying on investiga
tions as to available new industries 
and others for printing special re
ports, stationery, and the like, and 
then another and a generous one for 
postage. Do not ask your Secretary 
for time service. If you catch him 
looking at the clock dismiss him. Let 
him go and come as he likes and 
when he pleases, and the results will 
prove the wisdom of this advice. Have 
an association office? Certainly, and 
have it centrally located and not more 
than one flight of stairs to climb, even 
although there is an elevator.

Provide a room for public meet
ings, seating at least ioo people if 
possible, and do not be afraid to call 
public meetings. Let every member 
keep always in mind the fact that he 
IS a member and whenever any mat
ter arises in his mind which 'he be- 
ieves may be profitably handled at a 

public meeting see to it that such a 
meeting is called. When I say public 
meeting I mean that all citizens, 
whether they are members of your 
Association or not, be welcomed.

And do not be afraid of the daily 
newspapers. Give them your confi
dence and they will treat you right. 
Moreover, they will help you beyond 
measure in developing a public esti
mate of your organization and its 
work which will be favorable.

In brief, do not be afraid of any
thing; but get together frankly, fairly 
and fearlessly and have for your As
sociation’s battle cry: “We stick 
to it.”

As a guess, based on experience, I 
should say that for such an associa
tion as you have a desire to create 
you should have at least 200 business 
men who have sufficient confidence in 
each other to enlist in such a cam
paign as you hope for, and enough 
decision and determination to stick to 
it until they win out, even although 
they should see things, hear things

and feel things that do not harmon
ize with their judgments.

Differences of opinion are certain 
to develop and mistakes are certain 
to occur. It is inevitable. But, be
cause of this, no member ought to 
lose heart or temper. Whatever the 
Association does, support it even al
though for a time it goes against the 
grain. Stand by and for the Asso
ciation at every point and you will 
win; and the mistake you foresaw 
will be corrected in time. Stand by 
and for the Association so that when 
some error of judgment occurs for 
which you are responsible you may 
rely in perfect confidence upon re
ceiving the support of your associ
ates.

Do not criticise until you are abso
lutely certain as to all facts and then, 
when criticising, preserve your tem
per and make it clear that your atti
tude is wholly in the interests of the 
city and the Association.

And, another thing, I believe that 
an association having 200 members 
who will agree to pay $20 a 
year as dues will prove more efficient 
than would a membership of 400 pay
ing $10 annual dues. And in this 
connection let me urge you to avoid 
soliciting the membership of any man 
who is not perfectly well able to pay 
the annual dues. A man, to be a 
through-and-through sticker to and 
for a public welfare organization, must 
be not only public-spirited, broad
minded and in earnest, but he must 
be at least easy as to finances. The 
man for whom it is a hardship to di
vert even so small an amount as $10 
a year for the public welfare, no mat
ter how much he may desire to do 
so, should not be solicited. His good 
citizenship is his best contribution and 
is sufficient for any such cause.

No, gentlemen, you want the 
citizen who can afford to pay 
his dues and who will pay them, 
and who, paying them, will also at
tend meetings of your Board of Di
rectors that he may keep tab on what 
your Association is doing; who will 
accept position and act conscientious
ly and well as a committeeman. And 
you want the man who, if he is neith
er director, committeeman nor offi
cer, will keep his eyes, ears and mind 
wide open in behalf of the Association 
and its work.

I think it a fact that the average 
business man despises a quitter; a 

elche>r” in business. It is well 
known to every business man that hun
dreds of good business propositions 
go to the wall each year because of 
quitters; men who, when things do 
not go just exactly according to their 
views, refuse “to play” and go off in 
a corner glum, vindictive and useless.

It is so with a Board of Trade, 
Citizens Association, Commercial 
Club or whatever it may be called; 
and no man» should fail to appreciate 
that when he enlists in behalf of any 
public welfare proposition his man
hood, his patriotism and his honor 
should bind him to that organization 
or movement, through thick and thin, 
to the bitter end or the glorious 
triumph. And I want to tell you, 
gentlemen, with all the sincerity at 
my command, that I believe thor-

200 members who will stick and keep 
their faith can not fail to record' a 
triumph in whatever they undertake.

There is nothing at all the matter 
with Jackson; no matter what other 
cities are doing you have your own 
problems and you are competent to 
solve them. It goes without saying 
that such a community as this will 
be loyal to itself and its products; 
that you recognize and appreciate 
your mutual interests; that employers 
and employes will play fair for Jack- 
son and that all are truly desirous of 
doing all in their power to make a 
better city Where already there is a 
good one.

But that which you have to learn, 
which all cities have to learn, is as to 
the value of united effort free from 
individual interests, personal opinions 
and ambitions. And this effort must 
have a center around which to con
duct its operations, and this effort and 
this center must be constant, relia
ble and strong not alone for one year 
but for two,. five, ten and twenty 
years. Join hands and stick, gentle
men.

Some Swamps Should Be Preserved.
Swamp science is more profound 

than is popularly supposed. There is 
a widespread idea that swamps, pure
ly as such, are disease breeding. But 
this the swamp experts declare to be 
pure prejudice. There are swamps 
and swamps. And no non-alluvial 
swamp can be objected to on hygienic 
grounds.

The Dismal Swamp is said to be 
free from malaria. Even the dark 
water of such swamps is drinkable 
and credited with special virtues by 
some authorities. Now that it is con
ceded that malaria is spread by mos
quitoes even the muddy coastal 
swamps, always reputed “malarial,” 
have been robbed of most of their ter
rors.

Most swamps, Dr. Roland Harper 
thinks, should be preserved, because 
they are so well adapted to foresta
tion, because they protect the sources 
of streams, because they are refuges 
for wild game and rare plants, and, 
lastly, for their beauty. It has been 
stated that there is no evidence in 
literature that the beauty of natural 
scenery, even of mountains, was fully 
appreciated anywhere up to a century 
or two ago.

Even yet few people can see beauty 
in swamps and many regard them 
with aversion, but they will probably 
be appreciated more hereafter than 
they are now. Nature undefiled is 
said always to be beautiful. And 
swamps become repulsive to the na
ture lover only when they are partly 
drained or contaminated with rub
bish or sewage.

Dr. Harper thinks there is no need 
of hastening the disappearance of our 
swamps. There is more danger that 
they will disappear too soon than 
that they will interfere with health 
and progress by remaining. Too 
much interference with nature’s equi
librium is often followed by unexpect
ed disastrous consequences, and 
scarcity of timber and increase of 
floods may not be the worst results 
of the

" * * T  « V  orgamzatiw bavin« ^
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DEPENDON
trademark

Advertising 
Backed by
DEPENDON

trademark

Q U A L IT Y

DEi » ON Free Selling Helps 
give the advertising man new ideas 
for special advertisements, special 
displays in window and interior 
trims, special selling plans, prac
tical— based on experience in up- 
to-date retail stores. Ask Dept. 
160 for a copy.

For Spring and Summer 
we show over one thousand 
items in the de®  don lin e- 
each “The best at the price.”

This slogan is not merely a nice 
sounding statement. We back it 
with the goods. Item for item, line 
for line, the entire DEPENDON col-

trademark

lection will give you the best you can 
offer your customers for the price at 
which you can afford to sell 
DE^£NJ>°n  Dry Goods.

Nearly three hundred travelers 
carry DEJ^NDON samples, either 
the entire line or from special de
partments. Several of them are in 
your territory now.

If you haven’t yet convinced your
self that you can do better for your
self and for your customers by selling 
them DEPENDON Dry Goods, ask

trademark j  ’

Dept. 160 to send a representative 
to you.

JO H N  V. F A R W E L L  C O M P A N Y
Sole Distributors DEPENDON Dry Goods

Chicago the Great Central Market
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Put Yourself in the Child’s Place.
There are not many people nowa

days wiho are brutal enough to ac
tually beat their children. O ut  civili
zation is nothing to boast of as yet, 
but we have at least reached a point 
where a big six-foot man can see him
self for the coward and bully that he 
is when he strikes a little, helpless, 
two-foot child because he happens to 
be nervous or out of humor or to 
have had too much to drink the night 
before.

There is, however, another form of 
torture to which good, conscientious 
and affectionate parents subject their 
children continually; and the suffer
ing that it inflicts upon the defense
less little creatures makes even the 
rod or the knockout blow on the ear 
seem kind.

This is the habit that fathers and 
mothers fall into of making a child 
the butt of their jests and of discuss
ing its peculiarities and its faults and 
frailties before its face.

It must be remembered that a 
child’s world is a very little one, but 
what happens in it is just as impor
tant to it as the things that happen 
out in the great world to grown peo
ple.

To have the family circle shriek
ing with laughter over some blonde: 
of Janie’s is just as sore a mortifica
tion to Janie as it would be to Janie’s 
mother to know that she was a figure 
of fun to all of her acquaintances and 
to hear the cackling of their ribald 
mirth at her expense.

For Johnny to be publicly cor
rected before guests and sent from 
the room is every whit as crushing a 
shame to him as it would be to John
ny’s father to be stripped of his 
honors and position and cast out in 
disgrace from among his fellow-citi
zens.

Yet every day we see parents guil
ty of this inhumanity to their chil
dren. They do not mean to be un
kind, but they are brutal, neverthe
less; and it seems both strange and 
sad that the adult imagination is so 
dull that the grownup can not put 
himself in the child’s place occasion- 
ally and see things from the child’s 
point of view.

Take the matter of the little naked- 
legged child that you see shivering 
along the streets these cold days, 
with the purple gooseflesh standing 
up on its bare limbs. The poor, suf
fering little thing is the victim of the 
folly of some vain mother and unob
serving father.

But what do you think would hap
pen if papa’s trousers were sheared 
o ff at the knees and the November 
winds were playing around his bare 
shanks? He would have pneumonia

and rheumatism before he had gone 
two blocks; but if he survived there 
would be a change in children’s fash
ions, and many a little life would be 
saved, and many a man and woman 
prevented from acquiring in infancy 
diseases that will follow them 
through life.

Then look at the freak haircuts that 
otherwise good mothers inflict on 
their offspring! Think of the little 
boys whose early lives have been 
blighted by having to wear Fauntle- 
roy curls, and that army of infantile 
martyrs who at present are being of
fered up on the altar of Buster 
Brown!

Would any man stand for that for 
a minute? If he would only put him
self in the boy’s place, wouldn’t he 
take the youngster on a dead run to 
the nearest barber shop and lead him 
forth a normal, happy, self-respecting 
boy of the short-haired variety?

Fortunately, though, a child1 soon 
outgrows its mother’s picturesque 
strivings in hair and clothes; but un-

IVOIGT’ S  C R E SC E N T I

“Grand Rapids 
Knows How”

W hen the good housewife 

asks you, Mr. Grocer, for 

“ V o igt’s C rescent”  flour, 

she knows positively that 

“ Grand Rapids Knows 

H ow ”— that’s the reason 

she specifies “ V o i g t ’ s 

C r e s c e n t . ” She knows, 

and she wants you to know 

that she knows, and the 

fact that you are prepared 

to fill that flour order will 

prove to her that her grocer 

also “ knows how .”

How about it?

Voigt Milling Co.
Qrand Rapids, Mich.

I VOIGT’ S  C R E S C E N T  I

llOORNSYRUPi
W ITH

CANE FLAVOR

THE SYRUP OF PURITY 
AND WHOLESOMENESS

There’s a
good profit for you 
in Karo—

There’s satisfaction for 
every customer in Karo.

It is good down to the 
final drop. Unequalled 
for table use and cooking 
— fine for griddle cakes—  
dandy for candy.

on your shelves is as good as gold itself— 
doesn’t tie up your money any length of 
time, for the steady demand, induced by its 
quality and by our persistent, widespread 
advertising keeps it moving.

Develop the Karo end of your 
business— it will pay you hand

somely.
Your jobber will tell 

you all about it. CORN 
PRODUCTS 

REFINING CO.
NEW YORK.

The Mill That Mills

BIXOTA FLOUR
In the Heart of the Spring Wheat Belt

The excellent results women are daily obtaining from the use of 
Bixota Flour is creating confidence in its uniform quality.

Grocers handling the line know this—and the result is that all recom
mend Bixota.

Stock Bixota at once if you want more flour business at better profits.

Red Wing Milling Co. Red Wing, Minn.
S. A. Potter, Michigan Agent, 859 15th S t., Detroit, Mich.
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til it is old enough to fight its own 
verbal battles it is never safe from 
little weaknesses canvassed in its own 
presence as freely as if it were a stick 
or a stone and without emotion on 
the subject.

This is the more remarkable be
cause grownups are as full of feelings 
as a sensitive plant, and any one of 
them would- have heart failure at hav
ing his or her peculiarities vivisected 
while he or she helplessly looked on.

Mrs. Jones, for example, has no 
hesitation in saying to you right be
fore Mary that Mary is an ugly duck
ling, and she really does not know 
where the child got her complexion. 
Certainly not from her family, who 
are all noted for their beautiful skins! 
She does not even notice, as she 
speaks, that the child has slunk out 
of the room., ashamed and wounded, 
with her heart full of bitter rebellion 
at the fate that made her what she is.

Isn’t it strange that Mrs. Jones 
can not put herself in Mary’s place, 
and reflect what her feelings would 
be if she should overhear a group of 
acquaintances discussing what a fat, 
homely, unattractive woman that 
Mrs. Jones is, and how different she 
is from her pretty sisters?

I warrant that Mrs. Jones would 
say a few things to her critics that 
would leave blisters where the words 
hit. Yet between the sufferings of the 
child who is told to her face that she 
is ugly and the chagrin of the grown 
woman who finds out that she is not 
regarded as a living picture, the agony 
of the child is incomparably greater, 
because the grown-up has, at least, 
philosophy with which to console her
self, whereas the child has nothing but 
the gaping wound of its innocent van
ity that has been stabbed to the 
quick.

Then there is little Johnny Smith, 
who is dull and slow and always at 
the foot of his class in school, while 
his quick-witted brother Tom takes 
off all the prizes. Do you think that 
Johnny does not .mind when he hears 
his mother and father bragging to 
strangers about Tom, and complain
ing that they do not know whatever 
they are going to do with Johnny, 
who is so stupid and seems as if he 
can not learn?

Be sure that Johnny suffers just as 
much as his mother and father would 
if they heard themselves compared in
vidiously with people more brilliant 
and more talented, and if they had

their defects held up for public scorn 
and ridicule.

In all the world there is no sport 
more cruel than the baiting of a little 
child, whose very attempts to de
fend itself we call impertinence. And 
the wonder is that any parents can 
be found hard-hearted enough, or 
thoughtless enough, to engage in such 
a pastime.

Surely they would not if they ever 
put themselves in the child’s place.

Dorothy Dix.

How To Run a Railroad.
Have money— want more. Begin 

at the top— there are no room and 
small pay at the bottom. Procure a 
pair of sharp shears for clipping cou
pons; no other tools are needed. Get 
control of a bank and borrow enough 
money to buy a large chunk of stock. 
Hypothecate the stock and buy more. 
After some practice this operation can 
be carried on indefinitely, and almost 
wholly without the use of real money. 
Do not worry about the actual work 
of operating the road. This is all done 
by hirelings and has already been at
tended to. Go to Europe and have a 
good time. Some of the more con
scientious railroad owners return to 
America occasionally to order a re
duction in operating expenses and a 
raise in freight nates, but this is not 
absolutely necessary, as such matters 
can just as well be attended to by 
correspondence. Having gone through 
the motions of buying one railroad, ,it 
will be found that people will present 
others to you.— Success.

Some Things We Have Observed.
That the more a wife keeps her 

husband in hot water the less tender 
he becomes.

That the young woman with teeth 
like pearls is rarely as dumb as an 
oyster.

That no man is really as clever as 
his fiancee thinks he is.

That while a woman of 30 will 
claim she is not over 26, a woman of 
60 will say she 75.

That the way some wives break 
their husband’s iron will is by rusting 
it out with eye-water.

That while matrimony was once 
looked upon as a life journey, it now 
proves too often only an excursion 
trip.

That while Love may laugh at 
locksmiths, the milliner and the dress
maker make him feel mighty serious.

Grand Rapids Floral Co.
W holesale and R etail

FLO W ER S
149 Monroe Street, Grand Rapids, Mich.

Flour Profits
Where Do You Find 
Them, Mr. Grocer ?

O n  th at flour o f w hich yo t  
sell an  occasional sack, o r or 
the flour w hich const an tlj 
“  repeats,”  an d  fo r w h ich  there 
is an  e ver increasing d e m a n d '

is the best “ repeater”  you can 
buy. Y our customers will 
never have occasion to find 
fault with it. W hen they try 
it once they ask for it again 
because it is better for all 
around baking than any othei 
flour they can buy. Milled 
by our patent process from 
choicest Northern W heat, 
scrupulously cleaned, and 
never touched by human 
hands in its making. Write 
us for prices and terms.

BAY STATE MILLING CO .
Winona. Minnesota

LEMON & WHEELER CO.
Wholesale Distributors 

GRAND RAPIDS. MICH. K414M47nn Mir.H

BRIGHT LIGHT

B ette r light m eans b e tte r  results in e ither 
business o r home. More and b e tte r  light for 
the  least money is th e  result you ge t from  the 
Im proved Swem  Gas System . W rite  us. 
SWEM GAS MACHINE CO. W aterloo, la.

f  E X T R A C T S :  , N

Sold by all Wholesale Grocers

Jennings
Extract of Vanilla

is prepared from the choicest variety 
of carefully selected and properly 
cured vanilla beans and contains no 
coloring matter nor any of the arti
ficial or synthetic principles so often 
employed.

Jennings
Terpeneless Lemon Extract
An absolutely pure flavoring ex

tract from the fruit. The flavor of 
this extract is taken from Messina 
lemons by our own special mechan
ical process.

Jennings
Flavoring Extract Co. 

Grand Rapids, Mich.

HIGHEST IN HONORS

Baker’s Cocoa
& CHOCOLATE

50
HIGHEST 
AWARDS 

IN
EUROPE 

AND
AMERICA

A perfect food, preserves
k o e B l i  n r n l n n a a  I I I *

Walter Baker & Co., Ltd.
Established 1780 DORCHESTER, MASS.

WHEN YOU SEE THE NAME “BAKER’S”
YOU KNOW THAT IT M EANS COCOANUT

AND ONLY THE BEST
All grades guaranteed absolutely pure. No preservatives— No adulterants. 

S e r i a l  n u m b e r  2206 o n  e v e r y  p a c k a g e .
Send (or samples and circulars.

BRAZIL PREMIUM TABLE TALK

THE FRANKLIN BAKER CO. Aves‘
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Story of Steel and Discovery of 
Bessemer Process.

Fifty years ago when the increas
ing use of iron created a demand for 
a material .more durable than iron, 
and not so expensive as the laborious 
process of steel-making of that day, 
an Jrish-American named William 
Kelly found himself in a desperate 
position financially.

He was an ironmaker, and by the 
old process needed charcoal, which 
was difficult to obtain. Unless he 
could save fuel he was on the verge 
of bankruptcy.

One day he was sitting in front of 
the “finery fire,” when he suddenly 
sprang to his feet with a shout, and 
rushed to the furnace. At one edge 
he saw a white-hot spot in the yel
low mass of molten metal. The iron 
at this spot was incandescent. It was 
almost gaseous. Yet there was no 
charcoal— nothing but the steady 
blast of air.

Why didn’t the air chill the metal? 
Every iron-maker since Tubal Cain 
had believed that cold air would chill 
hot iron.

But Kelly was more than an iron- 
maker. He was a student of metal
lurgy» and he knew that carbon and 
oxygen had an affinity for each oth
er. He knew what air was and what 
iron was and like a flash the idea 
leaped into his excited brain— there is 
no need of charcoal. Air alone is 
fuel.

Like almost all great inventors, he 
was derided, though his experiments 
proved successful. He had to give 
in, he had no capital behind him. It 
was not until Bessemer took the idea 
in hand that it became a commercial 
success.

Bessemer was one of England’s 
greatest inventors, having one hun-| 
dred and twenty patents to his cred
it. He was the son of an inventor—  
a Frenchman who had been driven 
to London by a social explosion in 
Paris.

His first invention, a method of 
stamping public documents, was, sol 
he considered, stolen from him by 
the British Government. He was 
very poor at the time, and this real1

or supposed injustice made an in
delible mark upon his character. 
Henceforward he was bitterly ag
gressive in the protection of his 
rights.

Seven years after Kelly’s success 
at Eddyville, Bessemer invented the 
Bessemer process, as the result of 
a conversation with Napoleon III., 
who wanted better material for his 
cannon. The new process was per
fected by a third inventor, Robert 
Mushat, a Scotchman. He solved 
the problem of how to leave just suf
ficient carbon in the molten metal to 
harden it to the required quality of 
steel.

The method in the beginning of 
the new process was to endeavor to 
stop at exactly the right moment. 
Musha’s common sense told him that 
it would expedite matters consider
ably if all the carbon were first burnt 
out of the iron and the exact quan
tity needed put back.

Kelly made $500,000, and is little 
known; Bessemer received $10,000,- 
000, world-wide fame, and a knight
hood, while as for Mushat he lost 
his patent through failing to pay the 
necessary fees, and got nothing ex
cept a pension of $1,500 a year from 
Bessemer.

For Sale or Rent.
Modern factory building; steel and 

concrete construction; cement floors; 
excellent light and ventilation; equip
ped with elevators, sprinkler system, 
electric lights and side track. Also 
other factory buildings. Can furnish 
electric power and hot water heat at 
reasonable rates. Can also furnish 
iron and brass castings, nickel-plating, 
stamping, japanning, or general ma
chine work. Buildings suitable for any 
kind of manufacturing or storage. 
Particulars upon application. 
CHELSEA STOVE & MFG. CO., 

Chelsea, Mich.

The girl with a shapely ankle can 
always find an excuse for crossing a 
muddy street.

No man ever travels far standing 
on hie dignity.

Grand Rapids Supply Company
Valves, Fittings, Pulleys 

Hangers, Belting, Hose, Etc. 
Grand Rapids, Mich.

STEIMER & ftOORE WHIP CO.
W estfield, Mass.

N ot a branch. Build your trad e  direct. 
ORAHAM ROYS, Agent 

Pitch Court, Grand Rapids, Mich. 
Freight rates from here. Write either far catalogue. 

“ G. R. KNOWS HOW”

The Celebrated Royal Gem Lighting System
with th e  double cartridge  generato r and per
fec ted  inverted  lights. We send the lighting  
system s on 30 days' trial to responsible par
ties. Thousands in use. Royal Gem cannot 
be im itated; th e  Removable C artridges pa t
ented. Special S tr e e t  Lighting Devices. Send 
diagram  for low estim ate.

ROYAL GAS LI >HT CO.
218 E. Kinzie S t ., Chicago, Hi.

Established in 1873

Best Equipped 
Firm in the State

Steam and W ater Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The W eatherly Co.
18 Pearl St. Orand Rapids, Mich.

Used A utos
Runabouts * $80 to $350 
Touring Cars $195 to $750

I make a specialty of the sale of used 
automobiles and am the largest dealer 
in Western Michigan.
Send for my list. I can take jour 
old car in exchange.

S. A. DWIGHT
1-5 Lyon S t., Grand Rapids, Mich.

Mica Axle Grease
Reduces friction to a minimum. It 
saves wear and tear of wagon and 
harness. It saves horse energy. It 
increases horse power. Put up in 
i and 3 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 y2,
1 and 5 gallon cans.

STANDARD OIL CO.
GRAND RAPIDS, MICH.

Foster,
Stevens & Co.

Wholesale

Hardware
Fire Arms 

and Ammunition

33-35-37-39-41 Louis St.

10 and 12 Monroe St.

Grand Rapids, Michigan

Fine Cold Day Sellers
Clark Foot Warmers

Lower in price than ever. Clark Heaters have a reputation for excellence. 
N?.?,astlnS in a Clark no soldered joints or screws to work loose—every part is 
solidly nvted. They fill the bill for carriage,

wagon, sleigh or automobile.
Drop us a card for new catalogue. Your jobber has this line.

Clark Coal Is Best
Costs no more than inferior grades and 
every brick carries a written guarantee 
to give at least 25% more heat than 
any other fuel on the market.
It is the one fuel that alw ays pleases.
The ideal fuel for foot warmers or self
heating sad irpns.

Chicago Flexible Shaft Company 
99 La Salle Avenue, Chicago

Y O U  N E E D  T H I S  D A T E R  IN
Your Business—We’ll Send One Free

Don’t  tru s t to memory. Don’t  burden your mind with dates. Stamp it on and h« 
the advantage of stamping date of receipt on every can of paint he handles why? No ve*7 Paint ealer win Quickly see

in stock; No uncertainty as to which colors go fast, which slow-you’il know. T k e n  Z T Z T  “  ^  ^  ^  bee“
nates. Good thing! B etter than that! To make it easy for yon we’ll send one Dater free  to each ' *’ lnV°1Ce8’memoranda and esti- 
on his business stationery and ask for it. Write today. aCh regUlar paint dealer who * *  write

TH E M A R T IN -SE N O U R  C O M P A N Y ,
Chicago Montreal
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The Value of Paint Advertising.
The Gospel of Paint, as it has 

been preached in magazine advertis
ing, has wrought wonders in this 
country. In sections where paint 
was seldom used it is now a matter 
of course. In sections where it was 
generally used in the old days the 
uses have been greatly extended. 
Paint brightens homes and lives. It 
is, in many ways, the cheapest deco
rative material. It saves property by 
preserving materials and fittings. 
The lightening of woman’s work has 
been perhaps best of all— for paint 
gives better sanitary conditions and 
saves an enormous amount of clean
ing.

In the old days a few merchants 
could supply all the paint materials 
necessary for the annual or semi
annual painting season and the field 
was limited generally to the paint 
necessary for the exterior of house 
and barns. Now, the economy and 
satisfaction in the touch of varnish 
here, mixed paint there, a little gild
ing or some enamel work in another 
place, have been so convincingly 
taught by the manufacturers of these 
various products that the field of the 
retail dealer has been greatly widen
ed. And the painter, too, though not 
always called in for the little jobs, 
still reaps the benefit because the 
people have developed a taste for 
well-kept property and he still gets 
the big jobs and more of them.

Let any reader who wishes to fol
low these details write to any of the 
big American paint houses for in
formation.

Turning Over Your Stock.
It is a recognized and indisputable 

fact that too many dealers overbuy. 
They buy more goods than they real
ly need, and at the end of the year, 
instead of being able to show a cash 
profit, their books will simply figure 
an increase in the stock ledger.

Take a dealer, for instance, who 
claims that his business for the past 
five years has netted him on an aver
age io per cent, each year. Estimate 
that his sales have been $50,000 each 
year and then ask him to show you 
a bank account for $25,000, which is 
the amount of money the business 
would earn under those conditions. 
He will tell you the money is almost 
all gone into increased stock, and this 
very fact nullifies his own argument.

It is possible to turn a retail hard
ware stock as many as four to six 
times in a year. While it may not 
be possible to turn over all your 
goods so many times a year, yet there 
are some staples which can be turn
ed over even oftener, and -this applies 
with special force to the dealer who 
is located near the maker, or near the 
manufacturer or jobber.

Modern business conditions are 
trending to a more definite training 
towards doing more business on less 
stock. The best rule is to buy freely 
of goods which you sell every day of 
the year, but sparingly of slow-sell
ing goods. The dealer with a good 
bank account at his command is al
ways able to buy for spot cash, and 
spot-cash buying often dictates better 
prices than otherwise obtainable.

You will find by careful experiment-

ing just what lines fail to net you a 
fair profit during the year. If you 
have kept a careful record of your 
sales, this will be comparatively more 
easy than if you had simply done it 
in a haphazard way. This is one rea
son why dealers should keep stock- 
card records. It enables them at any 
time to tell when and what lines are 
not paying the required percentage of 
profit, and also enables them to de
tect the quick sellers as well as the 
slow-moving items.

By keeping a stockcard record you 
not only eliminate overbuying, but 
you also check yourself from adding 
one new line after the other until your 
stock becomes a mixture of odds and 
ends which have no definite relation 
the one to the other, and which also 
have no comparative measure of val
ue.

By following this method your buy
ing simply keeps pace with your sell
ing. You may, however, get the 
reputation of being too careful, but 
it is far better to be called conserva
tive and to be able to show a nice 
bank account than it is to be called 
progressive and be hemmed around 
with a lot of unsalable merchandise.

On the other hand, it will pay you 
well to keep constantly informed, 
through your trade paper and other
wise, regarding the new specialties 
which are constantly being placed on 
the market. The dealer who is first 
in his town to display new goods, 
which possess distinctive features of 
merit, can often reap good profits in 
addition to impressing his customers 
with the fact that he is enterprising 
and up to date.— Hardware.

One reform in the currency that we 
want hurried along is the matter of 
getting your change back in a de
partment store.

Largest Exclusive Furniture Store 
in the World

W hen you're in tow n be sure and call. Illustra 
tions and prices upon application

Klingman’s Sample Furniture Co.
Qrand Rapids, Mich.

Ionia, Fountain and Division Sts. 
Opposite Morton House

We Make a Specialty of Accounts of Banks and Bankers

The; Grand Rapids National Bank
Corner Monroe and Ottawa Sts.

DUDLEY E W ATERS. Pres. F. M DAVIS. Cashier 
OHAS E. HAZELTINE V. Pres. JOHN L. BENJAMIN. Asst. Cashier 
JOHN E. PECK, V. Pres. A. T. SLAGHT. Asst. Cashier 

DIRECTORS
Chas H. Bender Geo. H. Long Chas. R. S igh 
Melvin J . Clark John Mowat Justus S. S tearns 
>amuel S. Corl J . B. Pantlind Dudley E. W aters 
Claude Hamilton Jo h n E . P eck  Wm. Widdicomb 
Chas. S. Hazeltine Chas. A. Phelps Wm. S. W inegar 
Wm. G. Herpolsheim er

W e Solicit A ccounts of Banks and Individuals

7
I H E  N A T I O N A L

CITY BANK
G R A N D  R A P I D S

W E C A N  P A Y  Y O U
3% to 3'A%

On Youi Surplus or Trust Funds If They Remain 3 Months or Longer

49 Years of Business Success 
Capital, Surplus and Profits $812,000

All Business Confidential1 k

H. J. Hartman Foundry Co.
M anufacturers of Light Gray Iron and 

General Machinery Castings, Cistern 
Tops, Sidewalk Manhole Covers, Grate 
B rs, Hitching Posts, Street and Sewer 
Castings, Etc. 270 S. Front S t., Grand 
Rapids Mich. Citizens’ Phone 5329.

A  D I V I D E N D  P A Y E R
The Holland Furnace cu ts  your fuel bill in 

half. The Holland has less joints, sm aller 
joints, is sim pler and easier to  o p e ra te  and 
m ore econom ical than  any o th e r furnace on 
the  m arket. I t  is built to  last and to  save fuel. 

W rite  us fo r catalogue and prices.
Holland Furnace Co., Holland, Mich.

A ll K in d s  o f  C ut 
F lo w e r s  in  S e a s o n

Wholesale and Retail 
ELI CROSS

25 Monroe Street Grand Rapids

Our Crackerjack No. 25

Non-binding doors and drawers, non
warping pilasters and frames. Great 
improvements for our wall cases and 
show cases.
We guarantee that it is impossible for 
a door or drawer to bind under any 
climatic condition.
Do you realize what this means in the 
wearing qualities of fixtures? 1,000 
cases in stock, all sizes and styles.

GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS, MICH.

Write for our catalog A. The Largest Show Case Plant in the World

P U R E  O I L
blacken tbe  chimneys, and saves thereby  an endless am ount o f labor. I t  never 

crusts  the  wicks, nor em its unpleasant odors, but on the  con trary  is com paratively
S m o k e le s s  a n d  O d o r le s s

Michigan Branch of the Independent 
Refining Co., Ltd., Oil City, Pa.Grand Rapids Oil Company
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Out With the Old and In With the 
New.

Saginaw, January 18—The fourth 
quarterly meeting of the old Board 
of Directors of the Michigan Knights 
of the Grip was held at Lansing, Sat
urday, Jan. 16, the full Board being 
present.

The Secretary and Treasurer both 
presented voluminous reports, show
ing the receipts during the year of 
$17,770.92 and disbursements amount
ing to $13,826.39, leaving a balance 
on hand of $3,944.53, divided among
five funds as follows:
General ................................. $ 849.21
Death b enefit.......................... 2,473.80
Employment and relief ........ 100.27
Promotion ...............................  126.00
Special charity ......................  395-25

John P. Hemmeter, of Detroit, ap
peared before the Board and proposed 
to contribute $5,000 to the relief of 
sick and indigent members during the 
next five years, the fund to be known 
as the John P. Hemmeter Charity 
Fund. None of the money is to be 
turned over to the Knights of the 
Grip. All of the money is to be re
tained in the hands of J. P. Hemime- 
ter, who will honor drafts on him, sign
ed by officers of the Association, after 
due investigation. It is proposed to 
pay $5 a week for ten weeks in cases 
of illness, or where the traveling man 
has to locate in a more congenial 
climate a gross amount of $50 will 
be paid. The matter was referred to 
a special committee, which recom
mended that it be turned over to the 
new Board for action.

President Schram then read his ex- 
augural address, as follows:

In compliance with the request of 
the members assembled in Saginaw, 
August, 1907, I submit my semi
annual report for the last five months 
of my tenure of office.

During the last six months of 1908 
thpre have been several things to con
tend with that prevented us from 
making our regular increase of mem
bership, as we usually do at this time 
of the year. In the first place, there 
were many men out of work and 
many more were working at reduced 
salaries. As for myself, I have not 
been in my usual good health and 
have had considerable sickness in my 
home, both of which have prevented 
me from doing as much as I had ex
pected to do. However, we have 
made some progress. We have paid, 
during the last year, twenty-five death 
claims, almost immediately on receipt 
of proof of death, and have quite a 
little money left, as your Treasurer’s 
report will show. I am somewhat 
disappointed with the result of our 
circulars sent to the hotels of the 
State, as very few have replied. But 
I have great confidence and expecta
tions for the result of the circular 
sent to the manufacturers and job
bers, as one man has already donated 
$5,000 to the charity fund and many 
others have indicated' their intent to 
subscribe and, no doubt, will do so.

I did not send out the circular to the 
manufacturers and jobbers until the 
first of the year, because I have been 
informed that very many firms set 
aside the first of the year a certain 
amount for charity, and at the end 
of the year this fund is mostly used 
up. So by getting our circular before 
these men early in the year, we stand 
a better show to receive some con
tributions. I expect this charity fund 
to reach the $25,000 mark before the 
end of 1909.

I want to thank each and every 
one of the members of the Board of 
Directors, as well as the Secretary 
and Treasurer, for their hearty co
operation with and support of m;e dur
ing my term of office. They have been 
ready and willing, at all times, to 
work for the best interests of our be
loved Association and I ask for my 
successor the same loyal and1 unani
mous support they have given me.

On motion of Mr. Weeks, the fol
lowing resolution was unanimously 
adopted:

Whereas— John W. Schram, the re
tiring President of this Association, 
has discharged his duties as President 
of this Association in an able and: effi
cient manner during the year 1908; 
therefore

Resolved— That the members of 
this Board, and of the Association 
through them, extend their sincere 
thanks and best wishes to our retiring 
President and that it is the hope that 
much peace and prosperity at
tend him and his good wife during 
the balance of their earthly career.

The offer of Ex-President F. N. 
Mosher to turn over to the charity 
fund the $7 due him for procuring 
seven new members for the year of 
1908 and his check for $3, making $10 
in all, was accepted with thanks.

A vote of thanks was also extended 
F. L. Day for securing a new member 
and the $2 was turned over to the 
charity fund.

The death claims of K. F. Morse 
and F. B. Evans were allowed and 
ordered paid.

The $117 left over from the promo
tion fund was transferred to the em
ployment and relief fund.

The following bills were audited
and ordered paid:
Seaman & Peters ................... $ 31.00
W. K. McIntyre ...................... 24.00
N. B. Jones ...........   6.50
M. V. Foley ..........................  7.33
A. A. W e e k s....... .....................  7.78
F. L. Day ..................................  2.98
W. D. Barnard .........................  10.16
M. C. Empey ...........................  6.16
H. P. Goppelt .........................  5.81
J. C. W ittliff.............1:......... . 7.60
J. W . Schram ...........................  6.50
M. V. Foley for stam ps...........  8.00
F. J. Kelsey & S o n ...........................70
J. C. WittlifFs sa la ry ................. 73-88
M. V. Foley’s salary ..,...........  184.70

There being no further business,'

the meeting adjourned and the new 
Board of Directors were called to
gether.

President Frost announced his 
standing committees as follows:

Finance— H. P. Goppelt, Saginaw; 
A. A. Weeks, Grand Rapids; F. L. 
Day, Jackson.

Printing— M. C. Empey, Bay City;
N. B. Jones, Detroit; W. D. Barnard, 
Manistee.

Railroads— M. S. Brown, Saginaw; 
F. L. Day, Jackson; L. M. Mills, 
Grand Rapids.

Legislative— Jno. A. Weston, Lan
sing; Frank N. Mosher, Port Huron; 
E. O. Wood, Flint.

Hotel— J. D. Robinson, Flint; A. 
S. Cowing, Kalamazoo; W. G. Tap- 
ort, Traverse City.

Bus and Baggage— Jno. C. Saun
ders, Lansing; Frank P. Burtch, De
troit; Chas. Deihl, Jackson.

Employment and Relief— M;. V. 
Foley, Saginaw; Jno. B. Kelly, De
troit; Herman Vasold, Saginaw.

Chaplain— Rev. Frank C. Ward, 
Lansing.

Sergeant at Arms— E. C. Below, 
Manistee.

The following resolution was unan
imously adopted:

Resolved— That we, the officers 
and Board of Directors of the Mich
igan Knights of the Grip, do hereby 
most emphatically denounce the at
tempt of the railroad companies of 
this State to have the Legislature 
pass a bill to allow them to charge 
one and one-half fare from passen
gers when fare is paid on trains. The 
passage of such a law will be most 
unfair and a very great inconvenience 
to the traveling public. Oftentimes 
it would be utterly impossible to pur
chase tickets before getting on trains, 
on account of the number of people 
waiting to purchase same. A great 
number of other reasons could also 
be given that would make it abso
lutely impossible to buy a ticket be
fore getting on trains and, conse
quently, people would be compelled to 
miss trains and connections that they 
desired to make.

The Legislative Committee of the 
Michigan Knights of the Grip is 
hereby instructed to use its utmost 
efforts in preventing the passage of 
this bill.

The matter of accepting the $5,000 
gift from John P. Hemmeter, of De
troit, was then taken up and discuss
ed at some length. James Hammill, 
of Lansing, opposed the acceptance 
of the gift on the ground that the 
proposition smacked too much of ad
vertising. N. B. Jones opposed the 
acceptance of the gift on the ground 
that it would entail a large amount 
of extra expense on the Association. 
President Frost was inclined to side 
with Mr. Hammill, especially as 
Hammill asserted that he would with
draw from the organization in the 
event of the gift being accepted. 
After a long and somewhat acrimon- I 
ions debate, the matter was referred I 
to a committee composed of H. P. 
Goppelt, A. A. Weeks and N. B. 
Jones, who will take the matter in 
consideration and report their con
clusion at tlhe next meeting of the 
Board.

The meeting then adjourned. The

next one will be held at the Secre
tary’s office in Saginaw, March 6,1909.

M. V. Foley, Sec’y.

The man who has never experienc
ed trouble can never appreciate joy.

For Rent
5,000 to 15,000 square feet floor 

space for light manufacturing or 
wholesale establishment. Steam 
heat, large electric elevator, auto
matic sprinkling system, low in
surance.

Adams & Hart
47-49 No Division St. Qrand Rapids, Mich.

Homelike
You will notice the differ
ence in the cooking im
mediately. There are a 
dozen other things that 
suggest the word home
like at the

Hotel. Livingston
Grand Rapids, Mich.

Care
killed a cat. Lack of human 
intelligence caused its de
mise.

Men and women can avoid 
a like fate if they

“Use the Bell”

CHILD, HULSWIT & CO.

B A N K E R S

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

S T O C K S  A N D  B O N D S

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

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

C IT IZ E N S  10B 0  B E LL 4 2 4

8 2 3  VUCHIQAN TRUST BUILDING. ' 
G R A N D  R A P ID S
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Gripsack Brigade.
James A. Bassett, who has traveled ' 

for the Michigan Drug Co. and its 1 
successors for over thirty years, died 
at his home in Ypsilanti last Mon
day. Deceased was a stockholder in 
the A. H. Webber Co., druggist at 
Cadillac.

A Negaunee correspondent writes: 
Louis Dousseron, who has been en
gaged in the painting business here 
for a year or more past, has sold out 
to William Laurice, and has accepted 
a position as traveling salesman for 
the American Tobacco Co. He will 
start on the road next Monday.

Geo. W. McKay, who has repre
sented the Lyon Factory of the Na
tional Candy Co., Chicago, in Michi
gan and Northern Indiana for the past 
two years, has abandoned this work 
and will take up his residence on his 
forty acre farm near Coopersville. Mr. 
McKay will also dispose of his home 
at 21 Calkins avenue.

Reed City Clarion: C. F. Wil
liams, who has been on the road for 
the past eight or ten years as trav
eling salesman for different candy 
companies in Grand Rapids, Kalama
zoo and Traverse City, is now travel
ing salesman for the George Zeigler 
Candy Co., of Milwaukee, Wis. He 
returned home Saturday night from 
closing a contract with that firm  and 
left for Tustin and Luther Monday.

An Ishpeming correspondent writes 
as follows: Charles Annen, who, for 
several years past, has traveled in the 
Upper Peninsula and Wisconsin for 
the Annen Candy & Biscuit Co., of 
Green Bay, is making his farewell 
trip. Harry P. Annen, his brother, 
will be his successor. Charles Annen 
is to remain in the house, looking 
after certain branches of the manu
facturing department. He is one of 
the most popular commercial men 
traveling in this section and his many 
friends will miss him.

The efforts made by the railroads 
of Michigan to secure an amendment 
to the 2 cent law, permitting con
ductors to charge 3 cents a mile 
where the traveler pays on the train, 
has fallen flat. Prominent members 
of both branches of the Legislature 
assert that the railroads are wasting 
their time in asking for such an un
reasonable measure, and those con
versant with the situation insist that 
the railroads better keep their engi
neers and conductors on their beats 
instead of sending them down to 
Lansing to lobby for a measure which 
is so manifestly unjust, unfair and un
warranted. Leading members of the 
Legislature state that if the railroads 
of Michigan sell an interchangeable 
500 mile book for $10 flat, good on all 
trains, no matter in whose hands the 
book may be, and good until used, it 
would meet the objections which the 
railroads offer that the taking up of 
cash fares requires too much of the 
conductor’s time. As a matter of fact, 
the conductor can detach a mileage 
slip about as quickly as he can take 
up and punch a ticket, and such a plan 
would do away with the necessity of 
the traveling man going to the depot 
a sufficient time in advance of train 
time to procure a ticket. As a mat
ter of fact, the traveling man, in 
pine-tenths of the cases, does not wish

to spend fiftten or twenty minutes’ ex
tra time in hanging around the de
pot. He wants to stay with his cus
tomer until the last piinute and, con
sidering the manner in which train

from behind the bar of a saloon, he 
can hardly be expected to possess 
the finer attributes of a gentleman or 
he would not have suggested that the 
fund be designated the “John P.

service has been curtailed and also i Hemmeter Charity Fund,” when it 
the manner in Which the traveling j could just as well have been called
public has been discriminated against 
in every possible manner at every 
turn of the game by the railroads, it 
is no more than fair that the Michi
gan railroads should concede the 
right of the traveling public to have 
the privilege of such a mileage book 
as this.

Lansing Republican: James J.
Frost, who was Saturday installed as 
President of the Michigan Knights 
of the Grip at a meeting of the board 
of directors in this city, has been a 
resident of Lansing for twenty-nine 
years and is one of the oldest and 
best known traveling salesmen in the

the John P. Hemmeter Fund, which 
would have relieved the recipients of 
his bounty from the humiliation of 
having the word “charity” flaunted' in 
their faces. Possibly this objection 
can be removed by a conciliatory ad
justment. As it is predicted that the 
fund will be contributed to by others 
as well and that it will ultimately 
amount to $25,000, the selfishness—- 
not to use a harsher term—of Mr. 
Hemmeter in insisting on his name 
being connected with the fund is 
clearly apparent.

So far as the position of James

drunk, and he tried to get help to aid 
him and was told that there was no 
help for that man; that even 'his wife 
and daughters had given him up. 
With the aid of a boy, the man. was 
taken home and now is honored and 
respected, being John Burns. There 
were twenty present and among these 
Gordon Z. Gage and wife, W. Merch, 
A. C. Holmes, Mrs. Williams, one 
brother from Scotland, one from Or
egon and members of the basket ball 
team from the Y. M. C. A. The meet
ing was instructive.

Wheaton Smith is now in Chicago 
with the A. F. Sheldon school, tak
ing in and giving out. We miss our 
brother in our meetings.

George A. Frieke, of Flint, expects 
to undergo an operation in Detroit 
Hospital this week. We hope our 
brother will soon be on the road 
again with health and vigor.

Gordon Z. Gage expects to move to
Hammell is concerned', it is evidently 

State. Mr. Frost came to this city j based on prejudice and jealousy, and 
in April, 1880, and has been con- any man who so far forgets himself I Indiana this week, where he can have
nected with the Clark Co. vehicle as t0 be dominated by such passions j his companion with him on some of
manufacturer, for many years. At should receive no consideration what- j his trips,
the annual convention of the Michi- ever from large hearted and broad 
gan Knights of the Grip at Manistee minded men. Mr. Hammell’9 threat 
last August, he was unanimously to withdraw from the organization 
elected President of the organization, should be permitted to be carried in-
The movement to thus honor him 
was started among his friends before 
the meeting and a canvass was car
ried on without his knowledge. Not 
until the time for the election of of
ficers came and he was placed at the 
head of the association did Mr. Frost 
become aware that he was even 
thought of in that connection. Need
less to say the honor came as a 
pleasant surprise to him, all the more 
so because of the unanimity of his 
election. Mr. Frost has been con
nected with the Michigan Knights 
of the Grip ever since the inception 
of the organization, being one of its 
charter members. He has served in 
various important committee capaci
ties and has thrice been chosen 
Treasurer of the association. When 
he first took hold of the finances of 
the organization, there was very lit
tle system or any protective provi
sions whereby the funds of the as
sociation were safe-guarded. He 
evolved the present method of con
ducting the financial affairs of the 
Knights of the Grip and it has been 
found very efficacious. The Treas
urer is obliged to attend every meet
ing of the directors which may be 
called and to have with him a cer
tified statement from the bank of de
posit, covering the sum which he 
holds in trust at the time.

to execution, because any man who 
attempts to accomplish a selfish pur
pose by holding a club over his fel- 
ows in such a manner should be 

promptly and- permanently relegated 
to the background.

Under no circumstances should the 
Committee accept the Hemmeter 
proposition, in the way in which it is 
presented, because, on the face of it, 
it bears every evidence of insincerity. 
If Mr. Hemmeter wishes to deposit 
$5,000 with some trust company and 
execute papers making $1,000 payable 
each year to the Michigan Knights of 
the Grip, to be disbursed by the offi
cers in such a manner and under such 
circumstances and conditions as he 
may designate, the proposition would 
be worthy of consideration, but to of
fer to actually make a gift and yet 
retain the money in his own posses
sion is too ridiculous and farcical to 
receive any serious consideration at 
the hands of business men of or
dinary acumen or business discern
ment.

He knows that with her 
nspiration he can sell more goods.

Aaron B. Gates.

Movements of Gideon Workers.
Detroit, Jan. 19— Flint Camp has 

elected officers for the ensuing year, 
with Brother Frise as President. 
Twelve members were present and 
an enthusiastic meeting was held,

This, every man voting to stand in his 
together with the frequent reports place round about the Camp
which are required of the official, 
keeps the members well informed and 
guards against loss.

Charity Tempered With Shrewdness 
and Selfishness.

The proposition of John P. Hern- 
meter. of Detroit, to set apart $5,000 
as a charity fund, to be disbursed 
through the kindly offices of the 
Michigan Knights of the Grip, ap
pears to be somewhat indefinite and 
unsatisfactory. This is due, perhaps, 
quite as much to Mr. Hemimeter’s 
lack of social advantages and business 
training as to any other cause. Be
ginning life under somewhat unfor
tunate circumstances and graduating

C. F. Louthain, who recently re
moved from this city to Grand Rap
ids, will have for his home address 
37 Warren avenue.

Rev. S. P. Todd, Field Secretary of 
the State for the Gideons, is engaged 
at Brighton for two weeks in giving 
Bible readings and otherwise helping 
to advance the Lord’s work in that 
village.

National President Charles M. 
Smith led the Griswold House meet
ing last Sunday evening. Subject, 
“Jesus by the Well.” M. E. White, of 
Indianapolis, was present and follow
ed up the subject with experiences 
which he had had. One was an Irish
man whom he found' in the ditch

Imlay City Business Men Active.
Imlay City, Jan. 19— At the last 

meeting of the Imlay City Business 
Men’s Association the Secretary was 
requested to write the officials of the 
Grand Trunk to find out the cause of 
the difference in freight rates, it be
ing cheaper to ship from Capac than 
from our home town; also to write 
the Bell Telephone Co. to inquire 
the cause of rates being cheaper 
from Almont than home town. The 
motion was carried to notify the 
prosecuting attorney to enforce Sun
day closing of stores, etc. The Presi
dent was appointed to get rates and 
dates for the annual summer excur
sion. Lewis Steele, Frank Raths- 
burg and Mate Bowen were appoint
ed to attend the State convention to 
be held at Bay City, Feb. 9. Twenty 
dollars was voted to W. C. Burkholder 
for expenses of doctor bill for in
juries received in the Fourth of July 
accident by explosion of fireworks. 
A meeting will be held next week to 
plan for the business men’s banquet.

Butter, Eggs, Poultry, Beans and Po
tatoes at Buffalo.

Buffalo, Jan. 20— Creamery, fresh, 
27@32c; dairy, fresh, i8@24c; poor 
to common, I4@i8c.

Eggs— Strictly fresh, candled, 3 t@ 
32c; cold storage, 29c.

Live Poultry —  Fowls, 12(0)140;
ducks, I4@i5c; geese, I2@i3c; old 
cox, 9@ioc; springs, I3@i5c; turkeys, 
[8 @ 2 0 C .

Dressed Poultry— Fowls, I3@i4c; 
springs, I4@i6c; old cox, 11c; ducks, 
i6@i8c; turkeys, 22@24c.

Beans— New Marrow, hand-picked, 
$2.40(0)2.50; medium, hand-picked, 
$2.35@2.4o; pea, hand-picked, $2.35(0) 
2.40; red kidney, hand-picked, $2.15(0) 
2.20; White kidney, hand-picked, $2.50 
@2.65.

Potatoes— 7o@7Sc per bu.
Rea & Witzig.

There is something missing in a 
man’s religion when he has to be 
shown the rule before he will do 
right,
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DRÜGS ̂ DRUGGISTS SUNDRIES

M ichigan  Board of P harm acy. 
President—W. E. Collins, Owosso. 
Secretary—J ohn D. Muir, Grand Rapids. 
Treasurer—W . A. Dohany, Detroit. 
Other M embers—E. J. Rodgers, Port 

Huron, and John J. Campbell, Pigeon.
N ext M eeting—Ann Arbor, Jan. 19, 20 

and 21, 1909.

Michigan S tate Pharm aceutical A ssocia
tion.

President—M. A. Jones, Lansing.
F irst V ice-President—J. E. W ay Jack- 

son.
Second 

Manistee.
Third V ice-President—M. M. Miller 

Milan.
Secretary—E. E. Calkins, Ann Arbor. 
Treasurer—A. B. W ay, Sparta.

V ice-President—W . R. Hall,

Formula for a Cucumber Cream.
It must be rememberedthat in many 

preparations bearing this or a similar 
name, the “cucumber” is found) on the 
label only. We give some formulas, 
however, which actually contain cu
cumber juice:
Wax, white ................................ 3 dr®.
Spermaceti .................................3 d‘rs.
Almond oil ................................. ozs.
Cucumber juice, fresh ............... 7 ozs.
Extract cucum ber......................1 oz.

Another formula is:
Veal suet ..........................  600 parts
Lard .................................... 1,000 pant s
Tincture tolu ....................  2 parts
Rose water .......................  10 parts

To the liquefied suet and1 lard add 
the tolu tincture; when nearly oool 
gradually incorporate the cucumber 
juice and rose water, previously mix
ed, stirring constantly.

The above formulas are for prepa
rations which come under me head 
of pomades, rather than creams.

Extracts of cucumber is prepared 
by cutting eight pounds of peeled cu
cumbers into thin slices and 'mace
rating for several days in ten pints 
of warm alcohol, if, after expression, 
the odor is not quite strong enough, 
a fresh quantity of cucumber is add
ed. The expressed tincture is finally 
filtered.

Dietrich gives the following formu
la for a “Milk of Cucumber:”
Borax ....................................  20 gms.
Sodium acetate .................... 20 gms.
Rose water ........................... 850 gms.
Spirit soap ...........................  25 gms.
Tincture benzoin ..................  25 gms.
Cumarin triturate ................  1 gm.
Glycerin ................................  60 gms.
Oil rose .......   2 gtt.
Spirit orris .........................  2 gtt.
Tinct. umsk .........................  3 gtt.
Oil bergamot .......................  5 gtt.

P. W. Lendower.

Methods of Attracting Trade.
If you have skating in your town, 

which, of course, you have, advertise 
hot drinks for skating parties, get the 
3roung people to drop in after the 
recreation for a hot beverage just as

you convince the public that you have 
just what they want. Don’t think be
cause you live in a -email town you 
cannot sell hot drinks, because you 
can.

Men in office buildings were sur
prised one morning to pick up from 
their desks a card which said, “Will 
you sell five cents’ worth of your 
time?” and securely fastened to the 
card was a shining nickel. The rest 
of the card merely contained an an
nouncement of some specialties for 
them, but every man read it to the 
last word. They had to read it. Hu
man nature couldn’t resist.

A Massachusetts merchant employ
ing three clerks 'has this novel plan 
of stimulating trade in dull months. 
Each clerk takes entire charge of the 
store for a week, buys the goods, ad
vertises'— in fact, d'oes everything as 
if the store were 'his own. At the 
end of the month he gives a $35 suit 
of clothes to the clerk that had made 
the most money. He had found it 
the best and most profitable plan he 
ever tried.

A druggist with a well-filled con
fectionery case, who kept his candy 
fresh by advertising, would ask of a 
promising customer: “Is there any 
one at home fond of candy?” To an 
affirmative reply he would say: “I 
will give you a sample of one of our 
special confections to take to her. 
This is particularly fine candy, pure 
and fresh.” Then he would put sev
eral pieces of the candy into a small 
cardboard box on the lid of which a 
label had been pasted, bearing a list 
of candies carried in stock, with pric
es, a blank space being left on the 
label in which to write the name of 
the candy to be sampled, with price. 
The label also read: “Confectionery 
delivered by free messenger. ’Phone 
400 D.” The box was wrapped' and 
tied to make a dainty package. A cir
cular or folder of some candy manu
facturer was often inclosed.

'tract of cinchona, 2 fluid ounces; 
sherry wine, 50 fluid ounces, (2) Re
duce to powder: Cramp bark and 
partridge berry, of each, 4 ounces; 
poplar bark, unicorn root and cassia, 
of each, 4 ounces, and beth root, 
ounces; add boiling water enough to 
cover, let stand until cold and then 
percolate with water until 5 pints of 
liquid are obtained. To the perco
late add 24 ounces of sugar, bring to 
a boil, remove from the fire, strain 
and when cold add 16 ounces of al
cohol. R. E. Johnson.

they did in summer for a soda. The 
business won’t come po you unless j of helonias, 2 fluid ounces; fluid ex-

Formula for a Women’s Vegetable 
Relief.

Compound elixir of viburnum of 
the National Formulary has been 
recommended in the treatment of 
diseases peculiar to women and it 
may answer your purpose. It. is said 
to be very useful in hysteria, dys- 
memorrhoea, irritable condition of the 
uterus and nervous disorders accom
panying these complaints. The fol
lowing have also been recommended: 
( ij Fluid extract squaw vine, 4 fluid 
ounces; fluid extract of cramp bark, 
2 fluid ounces; fluid extract of blue 
cohosh, 2 fluid ounces; fluid extract of 
damiana, 2 fluid ounces; fluid extract

Formulas for Carbolic Salve.
Try the following:

1.
Petroleum .............................16 ozs.
Yellow wax .........................  iŝ j ozs.
Camphor ............................... 1 oz.
Carbolic acid ...................... y3 oz.
Oil of sassafras ....................  30 min.

Melt the carbolic acid and while 
warm add the camphor and oil of sas
safras. Melt the wax and add to it 
the petrolatum, melting them to
gether; while cooling, but still liquid, 
add the solution of camphor in car
bolic acid, etc., and stir occasionally 
while cooling. This is an excellent 
carbolic ointment, the caustic proper
ties of the carbolic acid being neu
tralized by the camphor.

2.
Lard .......................................12
Beef suet .............................. 12
White wax ..........................  2
Gum camphor ....................  2
Carbolic acid crystals .........
Calomel ................................  2.y2

Melt the lard, suet, wax and 
phor together.

Melt the carbolic acid crystals and 
add; strain and stir well; when nearly 
cold add the calomel and mix thor
oughly; when cold fill into contain
ers. Martin Neuss.

Get the Grand Rapids Idea in Your 
Mind.

Evansville, Ind., Jan. 9— The two 
line item in your Jan. 6 issue, “Re
viewing old troubles is a sure way 
of recruiting new ones,” is a thought 
every person ought to study and 
think over every day until he has 
really learned that it is a very dan
gerous thing to review old troubles 
of the past, yes, even of yesterday, 

never let anything trouble me forI

lbs.
lbs.
lbs.
ozs.
lbs.
lbs

cam-

Providing for Puppies.
Druggists are neglecting a profita

ble line by lack of proper attention 
to the sale of dog foods and medi
cines. In England these goods form 
an important part of the “chemist’s” 
stock. Of course, England atilf leads 
in the breeding and care of dogs, but 
“man’s best friend” is rapidly grow
ing in popularity and numbers in the 
United States. This is particularly 
noticeable in the number of pet dogs 
owned by women and the devotion 
which they bestow upon their pets 
seems to indicate that the consump
tion of food and medical specialties 
for dogs might be largely increased, if 
druggists would feature the lines.

Food and medicine are combined in 
biscuits of various forms, and these 
are prepared for grown dogs and pup
pies. There are biscuits made with 
malt, malt and cod liver oil, malt and 
milk and various laxative and diges
tive combinations. There are also bis
cuits of fish, meat, meal and other- 
forms as well as those which are 
used simply as food luxuries or con
fections. Dog medicines and canine 
specialties furnish a good margin of 
profit and their manufacturers supply 
attractive advertising matter in wide
ly varying forms.

day- That is too long. In fact, 
we ought not to have any troubles. 
We make our own conditions or we 
allow them to be made for us. We 
ought to be the Master of all things 
in and around us. When we are the 
Master, there is not any trouble. I 
see that in the future Grand Rapids 
is going to “Know How.” Well, that 
is 'the point. Knew How to do every
thing about your business and you 
will not have any trouble.

The trouble many 'have is, they 
start out to do things and they know 
that they don’t know. Every man 
knows if he knows and he knows if 
he doesn’t know. My advice to all is. 
do what you know and do it well and 
leave everything else alone. If we 
all would take this advice we would 
have but little trouble.

Doing things which we know but 
little about is a dishonest act. I 
mean we will learn that we have de
ceived ourselves, and if we deceive 
ourselves we are not honest with our
selves.

There are always thoughts coming 
to us and telling us that we ought to 
do this or that and at the same time 
we know we are not able to master 
the idea. Why is this? Just because 
the thought wants action. Every 
thought wants some one to give it 
action.

Thoughts can not live without ac
tion. All of our trouble is in this 
fact. All kinds of thoughts come to 
mind® which act quick; they love to 
catch us asleep, as it were.

So if you are having trouble, the 
more you think about it the more 
the very same thoughts which caused 
the trouble will worry you. If you 
tell them to “get out” the better it 
will be for you, for you at once give 
better and bright thoughts a chance 
to come into your mdn.d. Always re
member, you can think only one 
thought A t a time.

So if you are thinking troubling 
thoughts, how can you ever expect to 
be able to think good) uplifting 
thoughts.

Get the Grand Rapids idea in your 
mind and “ Know How.”

Edward Miller, Jr.

Remedy for Poison Ivy.
Dr. Taylor says in the treatment 

of ivy poisoning cloths are wrung 
from a hot saturated solution of Ep
som salt, and applied under dry air- 
ight coverings, and repeated three 

or more times daily, according to the 
case.

You can not cheer the world with 
a smile that starts at the teeth.

Preserving Chloroform.
The United States Pharmacopoeia 

directs chloroform to be kept in glass 
stoppered bottles. This is not cor
rect, as glass stoppers are not air
tight. The evaporation with cork 
ptoppp/s is much less.
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WHOLESALE DRUG PRICE CURRENT
Acldum

A ceticum  ............. 6® 8
Benzoicum . G e r . . 70® 75
B oracie ................. @ 12
Carbolicum  .......... 16® 23
C itricum  ............... 50® 55
H ydroch lo r ......... 3® b
N itrocum  ............. 8® 10
O xalicum  ............. 14® 15
P hosphorium , dii. 0 15
Salicylicum  ......... 44® 41
Sulphuricum  ----- 1%@ 5
T ann icum  ............. 75® 85
T a rta r icu m  ........ 38® 40

A m m onia
Aqua, 18 deg. . . . 4® 6
Aqua, 20 deg. . . 6® 8
C arbonas  ............. 13® 15
C hloridum  ........... 12® 14

Aniline
B lack  .....................2 00@2 26
B row n ...................  80@1 00
Red ........................... 45® 60
Yellow ....................2 50@3 00

B accae
O ubebae ...............  28@ 30
J u n lp e ru s  ...........-. 10@ 12
X an thoxy lum  . . .  30® 35

Baisam um
G opalba . ...............  66® 76
P eru  ........................2 76@2 85
T erab ln , C an ad a  75® 80
T o lu tan  .............  40® 45

Cortex
A btes, C anad ian . 18
C asslae  .................  20
C inchona F la v a ..  18
B uonym us a t r o . . 60
M yrlca  C e r ife ra . . 20
P ru n u s  V irg in l ..  15
Q ulllaia, g T ’ d .  . .  15
S a s s a f r a s . . .p o  25 24
U lm us  ......... 20

Extractum
G lycyrrh lza , G la ..  24® 30 
G lycyrrh lza , p o . .  28® 30 
H aem a to x  ............  11®
H aem atox , I s  . .  13®
H aem atox , % s • • 14®
H aem ato x , %s 

F e rru
C arb o n ate  P rec lp .
C itra te  a n d  Q ulna 
CJifcrate S o lu b le .. 
F e rro cy an ld u m  S 
Solut. C hloride . .
Su lphate , com ’l . .
S u lphate , com ’l, by 

bbl. p e r  cw t. . .
S u lphate , p u re  . ■

Flora
A rn ica  .................
A n th em ls  ..........
M a tr ic a r ia  ........

Folia
B arosm a ............... 45® 50
C assia  A cutlfol,

T lnnevelly  . . . .
C assia, A cu tlfo l.. .
Sa lv ia  officinalis,

%s an d  H a . . .
U va U rs l .............

Q um m l 
A cacia , 1 s t pkd.
A cacia, 2nd pkd.
A cacia, 3 rd  pkd.
A cacia , s if ted  s ts .
A cacia, po

16® 17

15
2 00 

55 
40 
15 
2

70 
7

20® 25 
50® 60 
30® 35

15® 20 
25® 30

18®

@ 65
®  45 
@ 35 

18 
66

® 13 
@ 14 
® 16 

65 
40 ®1 0060®

Aloe. B a rb  ...........  22® 25
Aloe, C ape ......... @ 25
Aloe, S oco trl . . . .  @ 45
A m m oniac ........... 55® 60
A safo e tid a  ........... 35® 40
B enzoinum  ........... 50® 55
C atechu , I s  .
C atechu , % s 
C atechu , *4s .
C pm phorae .
M upnorbium  
G albanum  . . .
G am boge . . . , p o . . l  25@1 3b 
G a u d ac u m  po 35 @ 3 5
K ino .........po 45c @ 4b
M astic  ................... @ 75
M y rrh  . . .  .p o  50 @ 45
Opium  ....................4 60@4 70
Shellac  ...................  46® 5b
Shellac, b leached  60® 65
T ra g a c a n th  ......... 70@1 00

H erba
A b sin th iu m  ......... 45®
E u p a to riu m  oz pk  
L obelia . . .  oz pk  
M ajo rium  oz. pk  
M en tra  P ip . oz pk  
M en tra  V er. oz pk
R ue ............ oz pk
T a n a c e tu m . .V . .
T h y m u s  V ..o z  pk  

M agnesia
C alcined, P a t. . .  55® 
C arb o n ate , P a t .  18® 
C arb o n ate , K -M . 18®
C arb o n ate  ............  18® 20

Oleum
A b sin th iu m  ........ 4 90@5 00
A m ygdalae Dulc. 75® 85 

. A m ygdalae, A m a 8 0008  2b
A nisl ..................... 1 75® 1 86
A u ra n ti C ortex  4 00 @4 25
B ergam li .............. 8 50@9 00
C ajip u ti ................. 85®
C aryophilli ..........1 1001 20
C edar ..................... 60® 90
C henopadii .......... 3 75@4 00
C lnnam onl .......... 1 75® 1 8B
C itrone lia  . . . . . . .  50© 60
p o n lu m  M as ___  80® 90

C opaiba ................ l  75® l 85
Cubebae .............. 2 15@2 25
E rlge ron  ..............2 35@2 60
E vech th lto s  ........ 1 00@1 10
G au ltheria  .......... 2 50@4 00
G eranium  . . . .o z .  75
Gossippli Sem gal 70® 75
H edeom a ............ 3 00@3 60
Ju n íp e ra  ..............  40@1 20
L avendula  ..........  90@3 60
Lim ons ................ 2 00® 2 25
M entha P ip e r ..1  75®1 90
M enta V erid ___3 00®3 50
M orrhuae, gal. .1 60@1 85
M yrlcla ................ 3 00@3 60
Olive ......................1 00@3 00
P icls L iquida . . .  10® 12 
Plcls L iquida gal. @ 40
Rie'ina .................... 94@1 00
R osae oz..................6 50@7 00
R osm arin l ............  @1 00
S abina ................... 9001 00
S an ta l ................... @4 50
S assa fra s  ............  85® 90
Slnapls. ess. oz .. ® 65
Succlni ..................  40® 45
T hym e ................... 40® 60
Thym e, o p t...........  @1 60
T heobrom as . . . .  15® 20 
Tiglil ..................... 1 1 0 0 1 2 0

Potassium
B i-C arb  ................  15® 18
B ich rom ate  ......... 13® 15
Brom ide ................  25® 30
C arb  ......................  12® 15
C hlora te  ....po. 12® 14
C yanide ...............  30® 40
Iodide .................... 2 50®2 60
P o ta ssa . B ita r t  p r  30® 32 
P o ta s s  N ltra s  o p t 7® 10
P o ta ss  N ltra s  . . .  6® 8
P ru ss la te  .............. 23® 26
Su lphate  po . . . .  15® 18

R adix
Aconitum  ............  20® 25
A lthae ....................  30® 25
A nchusa ..............  10® 12
Arum po ..............  ® 25
C alam us ..............  20® 40
G entiana po 15 .. 12® 15
O lvobrrh iza  nv  15 16® 18
Hellebore. A lba 12® 15 
H y d ra stis . C anada  ®2 50 
H y d rastis . Can. po ®2 60
Inu la , po ............  18® 22
Ipecac, po .............2 00®2 10
Ir is  p lox ..............  35® 40
Talapa. p r ...............  25® 80
M aran ta . H s  . . .  ® 85
Podophyllum  po 15® 18
R hel .'....................  75®1 00
P hel, c u t .............1 00®1 25
Rhel. p v .................. 75®1 00
Sansm lnari. no 18 ® 15 
Scillae, po 45 . . .  20® 25
S enega ................... 85® 90
S em e n ta rla  ........  50® 55
Sm llax. M  ............  ® 25
Sm llax. offi’s  H . . ®  48
Splgella  ................. 1 45®1 60
S ym plocarpus . . .  ®  25
V alerian a  E ng . ® 25 
V a leriana. G e r.. .  15® 20
z in g ib e r  a  ............... 12® 16
Z ing iber J ..........  25® 28

Sem en 
A nisum  po 20 .
Anlum (g rave l’s)
B ird. I s  ...............
C annab is  S a tiv a
C ardam on ..........
C arul po 15 . . . .  
C henopodlum
C ortandrum  ......... 12®
Cvdonlum  ............
fS lpterlx  O dorate
Foenlciilnm  .........
Foenugreek . po...
L in t .........................
Llnl. grd . bbl. 2% 8®
L obelia ..................  75®
P b a r la r ls  C an a’n
R ap a  ......................  5®
S lnapls A loa .
S lnapls N ig ra

S n lrltu s
F rum en tl W . D. 2 00®2 50
F ru m en tl ............. 1 25®1 50
Tunlperis Co. . . . 1  7508  50 
Tuniperis Co O T  1 65®2 00 
R accbam m  N  E  1 90®2 10 
Sn t V lnl Galli . .1 7506  60
Vlnl Alba .............1 2502  00
Vlnl O porto .........1 25@2 00

Sponges
E x tra  yellow  sheeps’ 

wool c a rriag e  @1 25
F lo rid a  sheeps’ wool

c a rr ia g e  ...........3 00@3 50
G rass  sheeps’ wool.

c a rria g e  ............. @1 25
H ard , s la te  u s e . . @1 00
N assau  sh eep s’ wool

c a rria g e  ............. 3 50@3 75
V elvet e x tra  sheeps’

Scillae ..........
Scillae Co. . 
T o lu tan  . . . .  
P ru n u s  v irg  
Z ing iber . . . ,

T in c tu res
Aloes .....................
Aloes & M y rrh .. 
A nconitum  N lap'sF  
A nconitum  N ap 'sR
A rn ica  ...................
A safoetida  ...........
A trope B elladonna 
A u ran ti C o r te x ..
B arosm a ...............
B enzoin ................
B enzoin Co............
C an th arid es  ........
C apsicum  .............
C ardam on ...........

C ardam on Co. . .  
C assia  A cutlfol 
C assia  A cutlfol Co
C asto r ...................
C atechu  .................
C inchona .............
C inchona Co. . . .
Colum bia .............
C ubebae ...............
D ig ita lis  ...............
E rg o t .....................
F e rr i C hloridum
G entian  ................
G en tian  Co.............
G uiaca ...................
G uiaca am m o n . .  
H yoscyam us . . . .
Iodine ....................
Iodine, colorless
K ino .......................
L obelia ..................
M yrrh  ....................
N ux  V om ica . . . .
Opil ........................
Opil, cam phora ted  
Opil, deodorized
Q uassia  ................
R h a tan y  ...............
Rhel .......................
¡Sanguinaria . . . .
S e rp en ta ria  ........
S trom onlum  ........
T o lu tan  ................
V alerian  ...............
V era tru m  V eride 
Zingiber ................

@ 50 
@ 60 
®  50 
@ 50 
@ 50

L upulin  . . . . . . . . .  @ 40
L ycopodium  . . . .  70® 75
M acis ...................-. 65® 70
M agnesia, S u lp h ...  3® 5
M agnesia. Sulph. bbl @1% 
M annia  S. F . . . .  60® 70
M enthol ........... 2 6 5 0  2 85
M orphia, SP& W  2 90@3 15
M orphia, SNYQ 2 90@3 15
M orphia, M ai. . .2  90®3 15
M oschus C a n to n ..  @ 40 
M yristica, No. 1. 25® 
N ux V om ica po 15 @ 10
Os Sepia  .................. 35® 40
P epsin  Saac, H  &

P  D Co ............. @1 00
P ic is  Liq N  N  %

gal doz .............
„  P lc ls  L iq  q ts  . . .
§01 P ic is  Liq. p in ts . .
60 p il H y d ra rg  po 80
60
76
50
75
76 
60 
50

1 00 
50 
50 
60 
50 
50 
50 
50 
35 
50 
60 
60 
60 
50 
75 
75 
60 
60 
60 
60

1 251 00
2 00 

60 
50 
60 
60 
60 
60 
60 
50 
50 
60

P ip e r A lba po 35 
P ip e r N ig ra  po 22 
P ix  B urgum  
P lum bi A cet 
P u lv is  Ip ’Cet Opil 1 30@1 50 
P y ren th ru m , t a z .  H  

& P  D Co. doz.

@2 00 
@1 00 
@ 60 
@ 60 
@ 80 
@ 18 
@ 8 12® 15

® 75
P y ren th ru m , pv. 8 9 0 IK
Q uassiae  .............. 8® 10
Q uina, N. Y........... .17® 27
Q ulna, S G er ___ .17® 27
Q uina, S P  *  W . .17® 27

R ub ia  T ln c to ru m  12® 14
S accharum  L a ’s  18® 20
S alacin  .................4 60®4 76
S angu is  D rac ’s  40® 60
Sapo, G ................. @ 15
Sapo, M ............... 10® 12
Sapo. W  ............... 13H ®  16
Seidlitz  M ix tu re  20® 22
S lnap ls  ..................
S inapis, o p t...........
Snuff, M accaboy,

DeVoes .............
Snuff, STi DeVo’s 
Soda, B o ras  . .
Soda, B oras, po .
Soda e t  P o t’s  T a r t  25®
Soda, C arb  ........... 1H@
Soda, B l-C arb  . .  3® 6
Soda, A sh  ., ........ 3%@ 4
Soda, S u lphas . .  @ 2
Spts. Cologne . . .  ®2 60
Spts, E th e r  Co. 50® 55 
Spts. M yrcia . . . .  @2 50
Spts. V ini R ec t bbl @ 
Spts. V i'i R ec t H  b  @ 
Spts. V i’i R ’t  10 gl @ 
Spts, V i’i R ’t  5 g l ® 
S trychn ia . C rys’l 1 10 
S u lphu r Subl . . . .2 % _  
S ulphur, Roll . . . .2 H @  3%
T am arin d s  ............. 8® 10
T ereb en th  V enice 28 
T h eb rro m ae  ...........5W

18 
@ 35

@ 51 
@ 51 6®  10 6®  10 

28 
2

1 84 
4

V an illa  ..................9 00®
Zlnci Su lph  . . .  7®  8

Oils
bbL gal.

L ard , e x tra  ........ 85® 90
L ard , No. 1 .......  60® 66
Linseed, p u re  ra w  42® 45 
L inseed, boiled ...4 3 ®  46 
N e a t’s-foo t, w  s t r  65® 70 
Spts. T u rp en tin e  . .M ark e t 
W hale, w in te r  . .  70® 70 

P a in ts  bbl. L.
G reen, P a r is  ....2 9 H @ 3 3 H  
G reen, P e n in su la r  13® 16
Lead, red  . .  .......... 7H@ 8
Lead, w h ite  .......  7H@ 8
O chre, yel B er . .1% 2 
O chre, yel m a rs  1% 2 @4 
P u tty , com m er’l 2)4 2%®3 
P u tty , s tr ic tly  p r  2% 2% @3 
Red V enetian  ..1 %  2 @3 
S h ak e r P rep ’d  . .1  2501  35 
V erm ilion, E ng . 75® 80 
V erm ilion P r im e

A m erican  ......... 13® 16
W h itin g  Gilders* @ 95 
W h it’g  P a r is  A m ’r  @1 25 
W h it’g  P a r is  E ng .

cliff .....................  @1 40
W hiting , w h ite  S’n  @ 90 

V arn ishes
30 E x t r a  T u rp  ___ 1 6001  70
56 No. 1 T u rp  C oach l 10@1 20

® 1«
13® 15

4® 6
7® 8

70® 90
1R® 18
25® 30
12® 14
7501 on
0002 25

® 18
7® 9
4® 8
3® 6

75® 80
9® 10
5® 6
8® 10
9® 10

wool c a rri age @2 00
Yellow R eef, fo r

s la te  u se  ........ @1 46
Syrups

A cacia ................... ® 50
A u ran ti C ortex  . . ® 50
F e rr i Iod  ............. 0 50
Ipecac  ..................... ® 60
R hel A rom  ......... @ 50
Sm llax  Offl’z . . . . 50® 60
S enega  .................. o 6®

@ 20 
@ 22 
® 16 
@4 26

M iscellaneous 
A ether, Sp ts N it 3f 30® 86 
A ether, S p ts  N it 4f 34® 38 
A lum en, g rd  po 7 3® 4
A nna tto  . . . .  ........  40® 60
A ntim oni, po . . . .  4® 5
A ntim on! e t  po T  40® 60
A ntifebrin  ............  @ 20
A ntipyrin  ............  @ 25
A rgen ti N ltra s  oz @ 63
A rsenicum  ........... 10® 12
Balm  Gilead buds 60® 65 
B ism uth  S N  — 1 65 @1 85 
Calcium  Chlor, Is  @ 9  
Calcium  Chlor, % s @ 10
C alcium  Chlor, %s @ 12 
Cfentharides, R us. ® 90 
C apsici F ru c ’s  a f 
Capsici F ru c ’s po 
C ap’l F ru c ’s B po 
C arm ine, No. 40
C arphyllus ........... 20® 22
C assia  r  ru c tu s  . .  @ 3 5
C ataceum  ............. @ 35
C en tra ria  ............. @ 10
C era A lba ..........  60® 65
C era F la v a  ........  40® 42
Crocus ................... 30® 35
C hloroform  ........  34® 541
C hloral H yd C rss 1 35@1 60, 
Chlor o’m  Squibbs @ 90;
C hondrus ............. 2Q@ 25
Cinchonid’e  G erm  38® 48 
C inchonidine P -W  38® 48
Cocaine .................2 80 @3 001
Corks lis t, less  75%
C reosotum  ........ •. @ 45 j
C re ta  ........ bbl. 76 @ 2
C re ta , p rep ............  @ 5
C re ta , p rec ip  . . .  9® 11
C re ta , R u b ra  . . . .  @ s
C udbear ................  @ 24
C upri Sulph  ......... 8® 10
D ex trine  ............... 7®  10
E m ery , all N o s ...  @ 8
E m ery , po  ........... @ 6
E r g o t a .........po 65 60® 65
E th e r  Sulph  . . . .
F lak e  W h ite  . . . .
G aila  .......................
G am bler ...............
G elatin , C o o p er ..
G elatin , F r e n c h . .
G lassw are, fit boo 75%
L ess  th a n  box 70%
Glue, b ro w n  . . . .  11®
Glue, w h ite  ......... 15®
G lycerina ............... 18®
G ran a  P a ra d is l @
H um ulus  ..............  35®
H ydrfcrg A m m an 
H y d ra rg  C h . . M t 
H y d ra rg  Ch Cor.
H y d ra rg  O x R u ’m  
H y d ra rg  U ngue’m  50j 
H y d ra rg y ru m  . . .  i_ 
Ich thyobolla , Am . 9 0 0 1  04
Ind igo  ...................  7 6 0 1  00

I Iodine, R esub l . .8  8503  90

35® 40 
12® 15 

@ 80 
8® 9

@ 60 
35® 60

18
25 
24
26 
60

@1 IS
® >1 
@ 87 
@ 97 

60 
75

dquor A rsen  e t  
H y d ra rg  I o d ... «  ' 25

Grand Rapids 
Stationery Co.
Valentines, Hammocks 

and
Sporting Goods

134-136 E. Fulton St.
Leonard Bldg.

Grand Rapids, Mich.

G. J. Johnson Cigar Co.
S. C. W . El Portana 

Evening Press Exemplar
These Be Our Leaders

CASH  C A R R IE R S
That Will Save You Money 

In Cost and Operation
Store Fixtures and Equipment for Merchants 

in Every Line. Write Us.

Y O U Should send us your 
name immediately to 

be placed on our list for Xmas cat
alogue of post cards and booklets. 

Suhling Company, 100 Lake St., Chicago

1909
Hazeltine & Perkins 

Drug Co.
Grand Rapids, Mich.

_  jobbers ofDrugs
Chemicals

Patent Medicines
Druggists’ Sundries 

Stationery
Hammocks and Sporting Goods

Orders solicited with prompt service and accuracy assured.

P. S — Our Sundry Salesm en will call in a few days 
with a full line of samples. Please preserve for them your 
list of wants.



J a n u a ry  20, 1909
28 M I C H I G A N  T R A D E S M A N

GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing 

and are intended to be correct at time of going to press. Prices, however, ar  ̂
Liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED

Index to Markets
By Columns

Col
A

Ammonia ...........................  1
Axle Grease ..................... 1

B
Baked Beans  
B ath B rick .
B luing .............
Broom s ...........
B ru sh es ..........
B utter Color

Candles ................................ 1
Canned Goods ................. 1
Carbon Oils .....................  2
Catsup ................................. 2
Cereals .................................  2
Cheese .................................  2
CSiewlng Gum .................  2
Chicory .................................. 2
Chocolate .............................. 2
Clothes L ines .................
Cocoa ......................................   2
Cocoanut .............................. 2
Cocoa Shells .......................  2
Coffee ....................................  2
C onfections ..........................11
Crackers .......................    2
Cream T artar ...................  4

O
Dried Fruits .................   4

F
Farinaceous Goods . . . .  6
Feed ........................................  4
Fish and O ysters ............. 10
Fishing Tackle ...............
Flavoring E xtracts . . . .  6
Flour ......................................  6
Fresh M eats ...................

A R C TIC  A M M O N IA
Doz.

12 oz. ovals 2 doz. b o x . .75 
A X L E  GREASE  

F ra z e r ’s
lib . wood boxes, 4 doz. 8 00 
l ib . tin  boxes. 3 doz. 2 35 
3%Ib. tin  boxes, 2 doz. 4 25 
101b. pails, p e r d o z . . . 6 00 
151b. pails, p e r d o z . . . . 7 20 
251b. pails , p e r d o z . . . 12 00 

B A K E D  B EAN S
l ib .  can , p e r d o z ........... 90
21b. can , p e r d o z .........1 40
31b. can , p e r  d o z ........ 1 80

B A T H  B R IC K
A m erican  ........................  76
E n g lish  .............................  85

B L U IN G
A rctic

6 oz. ovals 3 doz. box 3 40 
16 oz. round  2 doz. box 75 

Sawyer’s Pepper Box
P e r  Gross. 

No. 3, 3 doz. wood bxs 4 00 
No. 5, 3 doz. w ood bxs 7 00 

BROOMS
No. 1 C arpet, 4 sew
No. 2 C arpet, 4 sew
No. 3 C arpet, 3 sew
No. 4 C arpet, 3 sew
P a r lo r  Gem .............
Com m on W h isk  ...........  90
F an cy  W h isk  ..............1 25
W arehouse  ................... 3 00

B R U S H E S  
Scrub

Solid B ack  8 in ..
Solid B ack. 11 in  
P o in ted  E n d s  . . .

Stove

Cove,
Cove,
Cove,

.85® 95

.2 75 

.2 40 

.2 25 

.2 10 

.2 40

Gelatine . . ,  
G ra in  B ag s 
G ra in s

Hides and P elts  .............10

Jelly

Licorice
M

M atches .............................  6
M eat E xtracts .................  8
M ince M eat .....................  6
M olasses .............................  6
M ustard .............................  6

N
N u ts  ...................................... 11

Olives ...................................  •
P

P ipes ................................    6
P ick les .................................  •
P lay in g  C ards .................
P o ta sh  .................................  C
Provisions .........................  6

Rice
8

Salad D ressing ............. 7
Saljeratus ...........................  7
Sal Soda 
Salt . . . .
Salt F ish  
Seeds . . .
Shoe B lacking .................  7
Snuff .................................... 8
Soap .
Soda .
Soups 
Spices 
Starch
Syrups .................................. 8

T ea .......................................
Tobacco ...............................  0
T w ine .................................. 0

V
V inegar ...............................  9

W
W ickln g .............................. t
W ooden w are  
W rapping Paper

Teait dake I«

No.
No.
No.

No.
No.
No.
No.

Shoe

. 90 

.1 25 

.1 75

B U T T E R  COLOR 
W ., R. & Co.’s 25c size 2 00 
W ., R. & Co.’s 50c size 4 00 

C A N D L ES
Paraffine, 6s ...................... 10
P araffine, 12s ...................10
W ick ing  ............................. 20

CA N N ED  GOODS 
Apples

3tb. S ta n d a rd s  . .  @1 00
G allon ...................2 40@2 50

B lackberries
21b..........................  1 25 @1 75
S ta n d a rd s  gallons @5 60

B eans
B aked  .......................85@1 30
R ed K idney  .......... 85@ 95
S tr in g  ....................... 70@1 15
W ax  ...........................75@1 25

B lueberries
S ta n d a rd  ................. 1 35
G allpn ....................... 6 25

Brook T ro u t
2Tb. cans, spiced .........1 90

C lam s
L ittle  N eck, lib . 1 00@1 25
L ittle  N eck, 21b. @1 50

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  ..
W h ite  ....................

Corn
F a ir  ....................... 75 @ 85
Good -...................... 1 00@1 10
F an cy  .....................  l  45

F rench  P eas
S u r E x tra  F ine  ............... 22
E x tra  F in e  ......................... 19
F in e  .....................................  IB
M oyen .................................  l l

G ooseberries
S tan d a rd  ...................

H om iny
S tan d a rd  ...................

L obste r
% !b..............................
1 lb ...............................
P icn ic  T ails  ................... 2 75

M ackerel
M usta rd , 1Tb...................... 1 80
M usta rd , 2Tb...................... 2 80
Soused, l% Tb...................... 1 80
Soused, 2!b........................ 2 75
T om ato , 1Tb..........................1 50
T om ato , 21b..........................2 80

M ushroom s
H o te ls  ...........................@ 24
Pultons ................... 6  29

@1 40 
@1 40

1 75 

85

2 25 
4 25

O ysters
l i b ...............
21b ................1 60@1 85
lib .  Oval . .  @1 20 

Plum s
P lu m s .................1 00@2 50

P eas
M arrow fa t ........... 90@1 25
E arly  Ju n e  ......... 95@1 25
E a rly  J u n e  S ifted  1 15@1 80 

P eaches
P le  •••,................... 90@1 26
No. 10 size can  p ie  @3 00 

P ineapp le
G ra ted  ............... .1  85@2 50
Sliced ..............  95@2 40

Pum pkin
P a Î5, ........................  85
F a n c y  .....................  1 OO
Gallon ....................  2 50

R aspberries
S ta n d a rd  ............... @

Salm on
Col’a  R iver, ta ils  1 95@2 00 
Col’a  R iver, fla ts  2 25@2 75
Red A lask a  ___ 1 35@1 50
P ink A lask a  ........... 90@1 00

S ard ines
D om estic, % s . .  .3%@ 4
D om estic, % s ......... @ 5
D om estic, M u st’d  6%@ 9 
C aliforn ia , % s . .1 1  @14 
C aliforn ia , % s ..1 7  @24
F ren ch , % s ........... 7 @14
F ren ch , % s ......... 18 @28

S hrim ps
S ta n d a rd  ...............1 20@1 40

S ucco tash
F a ir  ........................  85
Good .......................  1 09
F a n c y  .....................1 25@1 40

S traw b e rr ie s
S ta n d a rd  ..................
F an cy  .........................

T om atoes
Good ......................  @1 10
F a ir  .......................  95@l 00
F an cy  ....................  @1 40
G allons ...................  @2 75

CARBON OILS 
B arre ls

P e rfec tio n  ............
W a te r  W h ite  . . .
D. S. G asoline . .
G as M achine . . . .
Deodor’d  N a p ’a
C ylinder ............... 29
E n g in e  .................. 16   
B lack, w in te r  . ...8% @ 10 

C E R E A L S 
B reak fas t Foods 

B ordeau  F lakes, 36 l ib . 2 50 
C ream  of W h ea t 36 21b 4 50 
E gg-O -See, 36 p k g s .. .2  85 
Excello  F lakes, 36 lb. 4 60 
Excello, la rg e  pkgs. . .  4 60
Force, 36 21b...................4 50
G rape  N u ts , 2 doz. . . . 2  70 
M alta  C eres, 24 l i b . . . 2 40
M alta  V ita , 36 l i b ........ 2 85
M apl-F lake, 36 l i b . . . . 4 05 
P illsb u ry ’s V itos, 3 dz. 4 25 
R alston  H e a lth  Food

36 21b................................ 4 60
S un ligh t F lakes, 36 l ib  2 85 
Sun ligh t F lakes, 20 l ib  4 00
Vigor, 36 p k g s .................2 76
V oigt C ream  F lak es  . .4  50
Zest, 20 2Tb........................4 10
Zest, 36 sm all pkgs. . .2  75 

Rolled O ats 
Rolled A vena, bbls. ..6  35 
S teel C ut, 100 lb. sks. 3 25
M onarch, bb l......................6 10
M onarch, 90 lb. sack s  2 90 
Q uaker, 18 R egu lar . .1  50 
Q uaker, 20 F am ily  . . .4  60 

C racked W h ea t
Bulk ...................................  3%
24 2 lb. packages  . . . . . 3  50 

CA TSU P
Colum bia, 25 p ts ............4 15
S n ider’s  p in ts  ............... 2 25
S n ider’s  % p in ts  ...........1 35

@ 10%
@10
@13%
@24
@ 12%
@34%
@22

C H EW IN G  GUM 
A m erican  F la g  S pruce  56
B eem an’s P epsin  ........... 55
A dam s P epsin  ............... 65
B est P epsin  ................... 45
B est P epsin , 5 b oxes . . 2 00
B lack J a c k  .....................  55
L a rg e s t Gum M ade . .  66
Sen Sen ...........................  55
Sen Sen B re a th  P e r ’f  1 00
L ong Tom  .......................  55
Y u catan  ...........................  55
H op to  i t  .........................  66
S p ea rm in t .......................  55

CHICORY
B ulk  .....................................  5
R ed .......................................  7
E ag le  .............................. ! 5
F ra n c k ’s  ............................  7
Schener’s  ...........................  g

CHOCOLATE 
W alte r  B aker & Co.’s '

G erm an Sw eet ............... 24
Prem ium  ..................   35»
C aracas  ...........................  37

W alte r M. Lowney Co.
P rem ium , % s ...............  32
P rem ium , % s .............. 32

COCOA
B ak e r’s ....................  39
C leveland ....................  41
Colonial, %s ................. 35
Colonial, % s ................  33
E pps .................................  42
H uyler ...............................  45
Low ney. % s ................... 36
Low ney, %s ................... 36
Low ney, %s .............. 36
Low ney, Is  .....................  40
V an H ou ten , % s .........  12
V an H outen , %s ......... 20
V an H outen , % s .........  40
Van H outen , I s  .......... 72
W ebb ...............................  35
W ilbur, % s .............  39
W ilbur, %s .............  40

COCOANUT
D un h am ’s %s & %s 26%
D un h am ’s  %s .............. 27
D un h am ’s %s ................ 28
Bulk .................................. 12

C O F F E E  
Rio

Com m on ...................10@13%

F an cy  ................................. 20
S an tos

Com m on ................... 12@13%
F a ir  ....................................14%
Choice ............................... 16%
F an cy  .................................19
P ea b erry  ..........................

M aracaibo
F a ir  ................................... 16
Choice ...............................19

M exican
Choice ................................16%
F an cy  ............................... 19 73

G uatem ala
Choice ................................ 15

J a v a
A frican  ..............................12
F an cy  A frican  .............. 17
O. G..................................... 25
P. G...................................... 31

Mocha
A rab ian  .............................21

P ackage
New Y ork B asis

A rbuckle ......................... 16 00
D ilw orth  ..........................14 75
Je rse y  ................................15 00
Lion ..................................14 50

M cL aughlin’s XXXX 
M cL augh lin 's  X X X X  sold 

to  re ta ile rs  only. M ail all 
o rde rs  d irec t to  W . F. 
M cL aughlin  & Co., C h ica
go.

E x tra c t
H olland, % g ro  boxes 95
Felix , % g ro ss  ............... 1 15
H um m el’s foil. % gro. 85 
H um m el’s tin , % gro. 1 43 

CRA CK ERS.
N atio n a l B iscu it C om pany 

B rand  
B u tte r

Seym our, R ound .........6
N. B. C., S quare  ........... 6

Soda
N. B. C Soda ............... 6
Select Soda ................... 8
S ara to g a  F lak es  ..........13
Z ep h y re tte  ...................... 13

Fam ily Cookie ............. 8
F an cy  G inger W afe r 12 
F ig  C ake A sso rted  . .  12 
F ru it  N u t M ixed . . .  16 
f r o s te d  C ream  . . . .  2
^ « ¿ e d  H oney  C ake ..12  
F lu ted  C ocoanut B a r  10
G inger G em s ............. o
G inger Gem s, Iced ..."." 9 
G rah am  C rack ers  . 8
G inger N u ts  ............. ‘ *ia
G inger S naps N. B.’ c." 7 
G inger S naps S quare  8 
H ippodrom e B a r in  
H oney  C ake, N. B. "c!" 12 
H onev F ingers. As Ice 1’’
H oney  Ju m b les  ............. 12
H oney  Jum bles, Iced  12
H oney F lak e  ___  19 ll
H ousehold  Cookies ".*." 8 
g “ “ ®*0“  c °ok ies Iced 8 Iced H oney  C rum pets  10
Im peria l ........... »
Je rse y  L unch  . ............... s
K ream  K lips . . .  ........ 2n
Lem  Yem ..............! ! " " " ll
Lem on Gem s ................. in
r f m on B iscu it Square" 8 L em on W afe r . . .  i?
L em ona ................. jj
^OF C abin C ake ........... 10
L u s ita n ia  M ixed . .  11
M ary  A nn ..................."  »
M arshm allow  W aln u ts  16M arin er ___  i j
M olasses C a k e s ' "  a 
M olasses C akes, Iced”

D R IE D  F R U IT S
S undrled  .A pp,es 
E v a p o ra ted  ^

C alifo rn iaA.PrlCOt8

C orsican  ...V?*” ,
. ,  C u rra n ts  Im p d 1 ib. pkg. 

Im ported  bulk

8%@12

@17

8%@ 8% 
8 @ 8%

. . .1 3

...1 3

C H E E S E
Acme ......................
E lsie  .......................
Gem .....................
J e r se y  ...................
W arn er’s ..............
R iverside ..............
S pringdale  .........
B rick .......................
L eiden ...................
L im b u rg e r ...........
P in eap p le  .............40
Sap Sago ...............
Sw iss, dom estic . .

@15@12
@15%
@15%
@16
@15
@14%
@16
@15
@16
@60
@22
@19

O yster
N. B. C., Round ........... 6
Gem .......................................6
F a u s t, Shell ...................7%

Sw eet Goods.
A nim als .............................10
A tlan tic , A sso rted  . . . .1 0
B rittle  ............................... 11
C adet .................................  8
C artw heels  ......................... s
C assia  Cookie ................. 9
C avalie r C ake ...............14
C u rra n t F ru it  B iscu it 10
C racknels  .........................16
Coffee Cake, pi. o r Iced 10 
C ocoanut T affy  B ar . .  12
C ocoanut B a r  ............... 10
C ocoanut Bon Bons ..16
C ocoanut D rops ........... 12
C ocoanut H oney  C ake 12 
C ocoanut H on. F in g e rs  12 
C ocoanut H o n 'Ju m b le s  12 
C ocoanut M acaroons ..18
D andelion  ......................... 10
D inner B iscu it ............. 20
D inner P a ll C ake . . . .1 0  
D ixie Sugar Cookie . .  9 
Family Snaps ........... I

M ohican 7. ’ Iced J
N abob Ju m b le  14
N ew ton  ...................... "  * i  «
O atm eal C rack ers  &
O range  Gem s ........... "  3
Oval S u g a r C akes . . . .  8 
Oval S u g ar C akes A st. 9 
P en n y  Cakes, A ssorted  8
P icn ic  M ixed ........... 11 u
P retze ls , H and  M d ! ."  8™ 
P re tze le tte s . H an d  Md. 8 
P re tze le tte s , M ac. Md. 7%
R aisin  Cookies ............. 8
R av en a  Ju m b les  . . . .  "12 
R evere, A sso rted  . 14
R ube ...................................* 8
Scalloped Gem s ........... 10
Scotch Cookies ............. 10
Snow C ream s ............... J6
Spiced H oney  N u ts  . . . ! l 2
S u g ar F in g ers  ......... 12
S ugar G em s ..................   8
S u ltan a  F ru it  B iscu it 16 
Sunyside Ju m b les  . . . .1 0
Spiced G ingers ............... 9
Spiced G ingers Iced  ..10
S u g ar C akes ............... 8
S u g ar Cakes, Iced . . . !  9 
S u g ar S quares, la rg e  or

sm all .............................  8
Superba ...............................3
Sponge L ady  F in g e rs  25
S u g ar C rim p ....................3
Sylvan Cookie ............... 12
V anilla W afe rs  ............. 16
V ictors ............................. 12
W averly  ..............................8
Z an z ib a r ...................... ." .1 0

ln -e r  Seal Goods 
. Pe r  doz.

A lbert B iscu it ...............1 00
A nim als ...........................1 00
B aronet B u tte r  T h  B is 1 00 
B u tte r  T h in  B iscu it . .1  00
B u tte r  W afers  .............l  00
Cheese S andw ich .........1 00
C hocolate W afe rs  ___ 1 00
C ocoanut D a in tie s  . . . . 1  00
F a u s t O y ster ................. l  00
F ig  N ew ton  ....................l  00
F iv e  O’clock T e a  . . . . 1  00
F ro ta n a  .............................1 00
G inger Snaps, N . B. C. 1 00 
G raham  C rack ers  . . .  ,1  00
Lem on Snap ................. 50
London C ream  B iscu it 1 00 
O atm eal C rack ers  . . . .  1 00
O y ste re tte s  .....................  50
Old T im e S u g a r Cook. 1 00 
P re tze le tte s , H d. Md. . .1  00
R oyal T o as t ....................1 00
S a ltin e  ...............................1 00
S a ra to g a  F lak es  . . . . . ”l  50 
Social T ea  B iscu it . . . .  1 00
Soda, N. B. C....................1 00
Soda, Select ....................1 00
S u ltan a  F ru it  B iscu it 1 50
U needa B iscu it ............. 50
U needa  J in je r  W ay fe r 1 00 
U needa L u n ch  B iscu it 50
V anilla  W afe rs  ........... 1 00
W a te r  T h in  ................... l  00
Zu Zu G inger S naps  50 
Z w ieback ..........................l  00
In Special T in P ackages . 

P e r  doz.
F estin o  ...........................  2 50
N abisco  .........................  2 59
N abisco  .........................  1 00
C ham paigne  W afe r . .  2 50

P e r  tin  in  bulk.
S orbetto  ......................... j  ¿0
N abisco  .........................  1 75
F estin o  ........................... i  50
B en t’s W a te r  C rackers  1 40

H olland Rusk
¿6 packages ................... 2 90
40 packages  ................... 3 29
60 packages  ................... 4 75

CREAM  T A R T A R  
B arre ls  o r d ru m s ...........29
Boxes
S quare  can s  7 ." .7 .7 .........‘<2
Fancy caddie« ..... " “ J!

bulk
t Peel
Lem on A m erican  
O range A m erican  

„R a is in s  C luster, 5 crow n 
i oose M usca tels  2 c r  
Loose M uscatels  3 c"r 
V °°sTe M usca tels  4 c r Vy 

MCal!fornd| 1 S >‘ 7^@ 8%
100 1?«,l fV a  P ru n es  
100 i f ?  ^n> . b o x e s ..®  4

.2 25

90-100 
80- 90 
70- 80 
60- 70 
50- 60 
40- 50 
30- 40

251b.
251b.
251b.
251b.
251b.
25Tb.
251b.

24 1 
Bulk,

b o x e s ..®  4% 
b o x e s ..®  5% 
b o x e s ..®  6% 
b o x e s ..®  7% 
bo x es..@  73/ 

v- V.TV b o x e s ..®  8% ¿sit), b o x e s ..®  9^  
j* .c_ J ? s s  in  601b. /»gLn
FA RIN A CEO U S G O ^D S

Dried L im a anS 5U
Med. H an d  P k ’d ........
B row n H olland . . . .  Z 75

„  F a rin a
m. p ackages  ___ 1 5«
P er lb s ...........50

£ 5 .".3 : i S

fSsssg’ i .- iL 'a r - gIm ported . 25 lb. h S " ,  SS
CommoiTef.r  B ar,ey  "
C heste r . .    5
E m pire  ...........................  5o ' ............... 3 65^ _ __ Peas
Green, W isconsin, buScotch bi ; 2 „

" e - .....................  04
E a s t In d ia  .
G erm an, sacks  . ...........r
G erm an, broken  ¿kg"‘ "
~  .  T&pfoca
P ea r? ’ iVn° sack «-- 
P f o r l

V FootNG* E X T RACTS Foote &. J en k s  
Colem an B rand  

Lem on
o T erpeneiess

* o . s Bssas
No- |  H ltr Ia C t a ,  . . . . .

Ki SS  S S gJax o n  B rand  
, „  . V anilla

oz 1 JfIeasure . . . 2  10 F l1“ .M e asu re  . . . .4  no 
oz. Fu ll M easu re . . . . 8 00 

„  . Lem on
oz. Fu ll M e a s u r e ___ 1 25

S ’ 1,1 M easure  . .  .'2 40 
oz. Fu ll M e a s u re .. .  4 50 
Jen n in g s  D. C. B rand  

T erpeneless E x t. Lem on

6
6
7%

. 75 

.1 75 

.3 00

---- 1 20

No. 2 
No. 4 
No. 6 
T a p e r

P anel 75P an e l .......... '  *"' j  so
EaneJ ........... .'2 on* 3.nel , , ,  1 jra

oz. Full M easure  . ! ’i  25 
oz. Fu ll M easure  . . . '2  00 
Jen n in g s  D. c .  Brand 

E x t ra c t  V anilla

2 P an e l .........
XT 4 P an e l ............ i " ' *  m
No. 6 P an e l  ...........|  ?S
T a p e r  P ane! ........ 11"  2 00

oz. Fu ll Measure . !! [ 90 
oz. Fu ll Measure . . . 1  80

PhU M e a s u r e ___ 3 50
No. 2 A sso rted  F lav o rs  1 00 
. „  G R A IN  b a g s  
A m oskeag, 100 In b a le  19 
A m oskeag, le ss  th a n  bl 19% 

G R A IN  A N D  F LO U R  
KT XT W heat
New No. 1 W h ite  .........1 00
New No. 2 R ed  . . . . ” .1  00 

W in te r W heat Flour 
Local Brands 

P a te n ts 5 50Second P a t e n t s ' * 5 55
S tra ig h t ................  r  l ì
Second .S tra ig h t ..."” 4 75

.......................................................  A  (If)

ro ^ . ^ a r r ?ls* M c p e rb a rre l add itiona l. 
W orden G rocer Co. 
Q uaker, p a p e r  . . .  
Q uaker, c lo th  . . .

Brand  
. . .4  80 
. .5 00

n  1 ,  W ykes A  Co.
E clipse .................• c «in
t$a” 8as H ard  W heat Flour 
F anchon , % s c lo th  . . .6  00 

Judson Grocer Co 
Grand Rapids G rain  &

Co- Brands. 
G raham  aSSOrted .........4 75

Kye .................... 4 76
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Spring  W h ea t F lour 

Roy B a k e r’s  B ran d  
Golden H o rn , fam ily  5 85 
Golden H o rn , b a k e rs  5 75
U uluth Im p e ria l ..........5 95
W isconsin R ye  .............. 4 40
Judson  G rocer Co.’s  B ran d
C eresota , % s ...............6 60
C eresota, % s .................6 50
C eresota, % s .................6 40
Lem on & W h ee le r’s B ran d
W ingold, % s .................6 10
W ingold, % s ...................6 00
W ingold, % s .................5 90
YVorden G rocer Co.’s  B rand
Laurel, % s c lo th  ........6 90
Laurel, 14 s  c lo th  ........6 10
Laurel, % s& % s c lo th  6 00
Laurel, % s c lo th  ......... 6 00
Voigt M illing Co.’s  B ran d
Voigt’s C rescen t ........... 5
Voigt’s  F lo u ro ig t 

(w hole w h e a t flour) 5 35 
Voigt’s  H yg ien ic
V oigt's R oyal ................. 5 85

G raham  .....................  4 80
W ykes & Co.

Sleepy E ye, % s c lo th . .6 10 
Sleepy E ye, 14s c lo th . .6 10 
Sleepy Eye, % s c lo th . .6 00 
Sleepy Eye, % s p a p e r . .6 00 
Sleepy E ye, 14s p a p e r . .6 00 

Meal
Bolted ...............................  4 00
Golden G ra n u la ted  . . .  4 10 
St. C ar F eed  screened  27 50 
No. 1 C orn a n d  O a ts  27 50
Corn, c rack ed  ............. 26 00
Corn M eal, co arse  . . .  26 00 
W in te r W h ea t B r a n . .24 50
M iddlings ........................26 50
Buffalo G lu ten  F eed  31 00 

D airy  Feeds 
W y k es & Co.

O P  L inseed  M eal . . .  33 00
C ottonseed  M eal ......... 30 00
G luten F eed  ................... 30 00
M alt S p ro u ts  .................25 00
B rew ers’ G ra in s  ......... 28 00
H am m ond  D a iry  F eed  25 00 

O ats
M ichigan ca r lo ts  ............... 52
Less th a n  ca r lo ts  ............. 54

Corn
New .................................... 67

H ay
No. 1 tim o th y  ca rlo ts  10 00 
No. 1 tim o th y  to n  lo ts  11 00 

H E R B S
Sage .................................... 15
H ops .................................... la
L au re l L eaves  ...............  15
S enna L eaves  .................  25

H O RSE RADISH
P e r  doz.................................  90

JE L L Y  
5 lb . pails , p e r  d o z . .2 25 

15 lb. pa ils , p e r  pa il . .  55 
30 lb. pa ils , p e r  pa il . .  98

LICO RICE
P u re  .................................... 30
C alab ria  .............................  25
Sicily .................................... 14
R oot ...................................... 11

M ATCHES 
C. D. C ritten d en  Co. 

N oiseless T ip  . . . 4  50@4 75 
M OLASSES 

N ew  O rleans
F an cy  O pen K e tt le ......... 40
Choice ...............................  35
Good ...................................  22
v a i r  .....................................  20

H a lf b a rre ls  2c e x tra  
M INCE M EAT

P e r case  ..........................2 90
M USTARD

% lb., 6 lb . box ............. 18
O LIV E S

Bulk, 1 gal. kegs 1 20@1 40 
Bulk, 2 gal. kegs 1 104*) 1 30 
B ulk, 5 gal. kegs  1 00 @1 20
M anznilla , 3 oz................. 75
Q ueen, 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, N o. 216 p e r  box 1 25 
Clay, T . D„ fu ll co u n t 60
Cob .................................... 90

P IC K L E S
M edium

B arre ls , 1,200 coun t . .  6 00 
H alf bbls., 600 co u n t 3 50 

Sm all
H alf bbls, 1,200 coun t 4 50 

PLA YIN G  CARDS 
No. 90 S team b o a t . . . .  85
No. 15, R iva l a sso rted  1 25 
No. 20 R over, en am 'd  1 50
No. 572, Snecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808 B icycle ........... 2 00
No. 632 T o u rn ’t  w h is t 2 25 

POTASH 
48 can s  in  case

B a b b itt’s  ..........................4 00
PRO V ISIO NS 
B arreled  P o rk

M ess .............................  16 50
C lear B ack  ..................21 00
S hort C u t .....................18 00
S h o rt C u t C lear ___ 18 00
Bean .............................  17 00
B risket, C lear ............. 20 00
P ig  .................................  24 00
C lear F am ily  .............17 00

D ry S a lt M eats
S. P . B ellies ...................11
B ellies ...........................
E x tra  S h o rts  C lear ..11%

Lard
‘ “ re in  tie rces ............n %
80 lb. tu b s  . . . .a d v a n c e  
60 tt>. tu b s . . .  .advance  %
oo lb. t in s ........ advance  %
20 lb. p a i l s . . .  .advance  % 

Smoked Meats 
H am s, 12 lb. av erag e . .11% 
H am s, 14 lb. av erag e , . 11% 
H am s, 16 lb. a v e r a g e . .11% 
H am s, 18 lb. a v e rag e . .  11 %
Skinned H am s ............. 12%
H am , d ried  beef se ts  21
C aliio rn ia  H am s ...........7%
P icn ic  Boiled H am s . .  14
Boiled H am s ................. 19
B erlin  H am , p ressed  . .  9
M inced H am  ................  9
«aeon  . . .  ..........  12%@15
10 lb. p a ils -----advance  %
6 lb. p a ils . . . .  advance  1 
8 lb. p a i l s . . .  .advance  1 

Sausages
Bologna ......................... 4
L iv er ................................. 7
F ra n k fo rt ............................9
P o rk  ............................... 9
Veal .......................................7
T ongue .......................| . ’ 7
H eadcheese ..................... 7

Beef
E x tra  M ess .....................
Boneless ..................... . .15 00
R um u, new  .............. . . l a 50

P ig ’s F ee t
% bbls............. : ........... . . . 1 00
% bbls., 40 lb s ..........
% bbls...........................

. .  . 1 80

. . .3 80
1 bbl............................. .. .8 00

T ripe
K its , 15 lb s ................. 80
7 bbls. 40 lb s .......... . . . 1 60
% bbls., 80 lb s ........ . . .3 00

C asings
H o g s , p er id .............. 30
Beef, rounds, s e t . . 2a
Beef, m iddles, s e t  . . 70
oheep, p e r bundle . 90

Uncolored B u tte rine
Solid d a iry  ........ 10 @12
C ountry  Rolls . .10%@16% 

C anned M eats
Corned oeef, 2 lb ........ 2 50
Corned beef, 1 lb .......... 1 60
R o ast beef, 2 lb .............2 50
R oast beef, 1 lb .............. 1 50
P o tted  ham  %s ............. 45
P o tted  ham , % s ........... 85
Deviled ham , %s ......... 45
D eviled ham , %s 35
P o tted  tongue, %s . . . .  45
P o tted  tongue, %s . . . .  85

RICE
F an cy  ..................... 7 @ 7%
J a p a n  ..................... 5%@ 6%
B roken ................

SALAD DRESSING
Colum bia, % p in t ......... 2 25
Colum bia, 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 35 
S n ider’s sm all, 2 doz. 1 35 

SA LERA TU S 
P acked  60 tbs. in  box.

A rm  a n d  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 ranu lated , 100 tbs cs. 1 00
Lum p, bbls........................  80
Lum p, 145 lb. kegs . . . .  95

SALT
Common G rades

100 3 lb. sack s  ............. 2 25
60 5 lb. sacks  ............... 2 15
28 10% lb. sacks  ___ 2 05
56 lb. sack s  ................... 32
28 lb. sacks ................. 17

W arsaw
5b lb. d a iry  in  d riu  bags 40 
28 lb. d a iry  in d rill bags 20 

Solar Rock
56 lb. sacks  ................... 24

Common
G ranula ted , fine ............. 80
M edium , fine ................. 85

SALT FISH 
Cod

L arge  whole . . . .  @ 7
Sm all w hole . . . .  @ 6%
S trip s  o r b ricks  ..7%@ 10%
Pollock ..............  @ 5

H alibu t
S tr ip s  ............................... 13
C hunks ........................... 13

H olland H erring  
Pollock ..................  @ 4

8

85 

, .37

W hite H p. bbls. 8 50@9 50
W hite Hp. %bls. 4 50@5 25
W hite H oop m chs. 60@ 75
N orw egian  ........
Round, x00 lbs. .......... 3 75
Round 40 lbs. . .......... 1 90
Scaled 13

T ro u t
No. 1, 100 tb s . . ...........7 50
No. 1, 40 tbs. . . . ...........3 25
No. 1, 10 lbs. . 90
No. 1, 8 lbs. . . . 75

M ackerel
M ess, 100 lbs. . . .........15 00
M ess, 40 lbs. . . . .........6 20
M ess, 10 lbs. . . . ........  1 65
Mess, 8 lb s .......... ........  1 35
No. i , 100 lbs. . .........14 00
No. 1, 40 lbs. . . .........5 80
No. 1, 10 tbs. . .........1 65
No. 1, 8 lbs. . . . .........1 35

10 lb s ..................... 1 12 55
8 tb s .....................  92 48

SE ED S
A nise ...............................  10
C anary , S m yrna  ........... 4%
C araw ay  ...................... 10
C ardam om , M alabar 1 00
Celery ..............................  15
H em p. R ussian  ............  4%
M ixed B ird ....................  4
M ustard , w hite  .................10
Poppy ............................... y
Ha pc . . .  . a

SH O E BLACKING 
H andy  Box, la rge  3 dz 2 50 
H andy  Box, sm all . . . . 1  25 
B ixby’s Royal Po lish  85 
M iller’s  C row n P o lish .. 

SN U FF
Scotch, in  b ladders ..........._.
M accaboy, in  j a r s . ........ 35
F rench  R appie  in j a r s . . 43 

SOAP
J . S. K irk  & Co. 

A m erican F am ily  . . . . 4  00 
D usky D iam ond,50 8oz.2 80 
D usky D ’nd, 100 6 oz. 3 80 
Jap  Rose, 50 b a rs  . . . . 3  75
Savon Im peria l ........... 3 50
W hite  R ussian  .............3 50
Dome, oval b a rs  .......... 3 50
S a tine t, oval ................. 2 15
Snow berry, 100 cakes 4 00 

P ro c to r & G am ble Co.
L enox  ............................... 3 25
Ivory , 6 oz......................... 4 09
Ivory, 10 oz........................6 76
S ta r  ................................... 3 25

L au tz  B ros. & Co.
Acme, 70 b a rs  ...............
Acme, 30 b a rs  .............4 00
Acme. 25 b a rs  ...............4 00
Acme, 100 cakes  .........3 25
Big M aster, 70 b a rs  . .2  80 
M arseilles, 100 cakes . .5  80 
M arseilles, 100 cakes 6c 4 00 
M arseilles, 100 ck toil. 4 00 
M arseilles, % bx to ile t 2 10 

A. B. W risley
Good C heer ..................... 4 00
Old C ountry  ................... 3 40

Soap Pow ders 
L au tz  B ros. & Co.

Snow Boy ....................... 4 00
Gold D ust, 24 la rge  . .4 50 
Gold D ust, 100-5c . . . . 4  00
K irkoline, 24 41b............3 80
P e a rlin e  ........................... 3 75
Soapine ............................. 4 10
B ab b itt’s  1776 ............... 3 75
Roseine ............................. 3 50
A rm o u r’s  ......................... 3 70 i
W isdom  ............................3 80

Soap Com pounds
Jo h n so n 's  F ine  ...........5 10
Jo h n so n ’s X X X  ........... 4 25
N ine O’clock ............. . . 3  36!
R ub-N o-M ore ................. 3 75

Scouring
E noch M organ’s  Sons. 

Sapolio. gross lo ts . . . . 9  00 
Sapolio, ha lf gro. lo ts 4 50 
Sapolio, single boxes. .2 25
Sapolio, h and  ............... 2 25
Scourine M an u fac tu ring  Co 
Scourine, 50 cakes . . . . 1  80 
Scourine, 100 cakes . .3 50 

SODA
Boxes ..........  ........................ 6%
K egs, E nglish  ..................4%

SPIC ES 
W hole Spices

P u re  Cane
F a i r  ....................................16
Good ................................... 20
Choice ............................... 25

TEA
Jap a n

Sundried, m edium  . . . .2 4
Sundried, choice ........... 32
Sundried, fancy  .......... 3s
R egular,! m edium  ........24
R egular, choice ........... 32
R egular, fan cy  ............ 36
B asket-fired , m edium  31 
B asket-fired , choice ..38  
B aske t-fired , fancy  ..43
N*bf ........................... 22@24
Siftings ..................... 9@ n
F a n n in g s  ................. 12@14

G unpow der
M oyune, m edium  ........30
M oyune, choice ............. 32
M oyune, fancy  ............... 40
P ingsuey, m edium  . . . .3 0
P ingsuey , choice .........30
Pingsuey , fancy  .......... 40

Young Hyson
Choice ............................... 30
F an cy  ................................ .. ’

Oolong
Form osa, fancy .......... 42
Amoy, m edium  ............. 25
Amoy, choice .................32

English B reak fas t
M edium  .............................20
Choice ............................,"‘30
Fancy ................................40
_  , India
Ceylon, choice ............. 32
Fancy  ............................. 43

TOBACCO 
F ine C ut

C adillac ............................. 64
Sw eet lo m a  ................... 34
H iaw ath a , 51b. p a ils ..  55
le le g ra m  ...........................

P a y  C ar ............................. 33
P ra ir ie  R ose ................. 49
P ro tec tio n  ..................... 40
Sw eet B urley  ................ '41
T iger ................................... ..
„  Plug
Red C ross ......................... 31

.35

Allspice 10
C assia, C hina in  m ats . 12
C assia, C anton . . 16
C assia, B atav ia , bund. 28
Cassia, Saigon, broken. 45
Cassia, Saigon, in  rolls 55
Cloves, A m boyna ......... 22
Cloves, Z anz iba r ........ 16
M ace 66
N utm egs, 75-80 ............. 85
N utm egs, 105-10 ........... 26
N utm egs, 115-20 ........ 20
Pepper, S ingapore, blk. 15
Pepper, Singp. w h ite . . 25
Pepper, sh o t ................... 17

Pure Ground In Bulk
Allspice 14
C assia, B a tav ia  ............. 28
Cassia, Saigon ............... 55
Cloves, Z anz iba r ........... 24
Ginger, A frican  ............. 15
Ginger, Cochin ............ 18
Ginger, Jam aica ........... 25
Maice 65
M u sta rd  ............................ 18
Pepper, S ingapore , blk. 17
Pepper, Singp. w h ite .. 28
Pepper, C ayenne ........... 20
Sage . . 20

STA R CH
Corn

K ingsford , 40 Tbs. . .  7%
M uzzy, 20 l i b s ............. 5%
M uzzy, 40 l ib s ..............  5

Gloss 
K ingsfo rd

S ilver G loss, 40 lib s . 7%
Silver G loss, 16 3tbs. 6%
Silver Gloss, 12 6Ibs. 8%

M uzzy
48 l ib .  p ackages  ......... 5
16 51b. p ack ag es  ......... 4%
12 61b. p ack ag es  ......... 6
501b. boxes ................... 4

SYR U PS  
Corn

B arre ls  ..............................  31
H alf b a rre ls  .......................33

W hitefish  20Tb. c an s  % dz. in cs. 2 10
No. 1, No. 2 F am  101b. c an s  % dz. in  cs. 1 95

100 lb s ......................9 75 3 60 51b. c an s  2 dz. In  cz. 3 10
60 Tbs......................5 26 1 99 2%lb. cans 2 dz. in  os. 2 U

P alo  ...........................
H i a w a t h a ............   41
K y l o ............................  i s
B a ttle  Ax ....................... 37
A m erican  E ag le  ............¡33
S tan d a rd  N avy  ............. 37
S pear H ead , 7 oz......... . '  47
g p ear H ead . 14% oz. 44
N obby T w is t ................... 55
Jo lly  T a r  ........................... 39
Old H o n esty  .................... ’ 43

.................................. 34J. 1 .................................. 33
P ip e r H eidsick  . '. ’.*.‘.'. .69
Boot J a c k  ................. g6
H oney D ip T w is t _.'40
B lack S tan d a rd  ........... 40
C adillac ....................  40
F o r g e ............................ ! ! . '34 -
N ickel T w is t ................... 52
Mill ...................................... ..
G rea t N avy  ..............!!!36

Sm oking
Sw eet C o r e ............... 34
F la t C a r ........................   ‘32- ■
W arp ath  ....................... '26
Bam boo, 16 oz............ 25
I X L, 51b........................... 27
I X L, 16 oz. palls  ..31
H oney Dew ................... 40
Gold Block ..................... 40
F lag m an  ................. “ 40
c h ip s  .............................. ; ; 33
Kiln D ried ..................... 21
D uke’s  M ixture  . . . ”  i 40
D uke’s Cam eo ............... 43
M yrtle  N avy  ............  44
Yum Yum. 1 % oz..........39
Yum. Yum, lib . pails  40
C ream  ................... 33
Corn Cake, 2% o z ' . ' . 26
Corn Cake, l ib ................ 22
Plow  Boy. 1 % oz..........39
Plow  Boy, 3% oz..........39
Peerless. 3% oz . 35
P eerless , 1 % oz............ '.'.39
A ir B rake  ..................... 36
C an t H ook ............... 30
C oun try  C lub ............ 32-34
F orex-X X X X  ................. 30
Good In d ian  ................... 25
Self B inder, 16oz. 8oz. 20-22
S ilver F oam  ......................24
Sw eet M arie ..................[32
R oyal Sm oke . . .  ’ 42 

T W IN E
C otton , 3 p ly  ................. 20
C otton , 4 p l y ....................20

Ju te , 2 p ly  ........................14
H em p, 6 p ly  ....................13
Flax , m edium  N  ........... 24
Wool, 1 lb. ba ils  ..............8

VIN EG A R
M alt W hite , W ine, 40 g r  9 
M alt W hite , W ine  80gr 11%
P u re  C ider, B  & B ........ 15
P u re  C ider, R obinson 13% 
P u re  C ider, S ilver . . . .1 5  

W ICK IN G
No. 0 p e r g ro ss  .............30
No. 1 p e r g ro ss  .............40
No. 2 p e r g ro ss  ............. 50
No. 3 p e r g ro ss  .............75

W O O D E N W A R E
B askets

B ushels ..............................1 10
B ushels, w ide band  . . . 1  25
M ark e t ...............................  40
Splin t, la rg e  ................... 3 50
Splin t, m edium  ........... 3 00
S plin t, sm all ................... 2 75
W illow , C lothes, la rg e  8 25 
W illow , C lothes, m e’m  7 25 
W illow , C lothes, sm all 6 25

1 0 11
B radley B u tte r Boxes 

21b. size, 24 in  c a s e ..  72 
31b. size, 16 in  c a s e . . 68
5ib. size, 12 in  c a s e ..  63 

101b. size, 6 in  c a s e . . 60 
b u t te r  P la te s

No. 1 u v a i, 250 in  c ra te  35
No. 2 Uvai, 2a0 in  c ra te  4U
No. 3 u v a i, 2a0 in  c ra te  4a
No. a Uvai, 250 in  c ra te  bo

C hurns
B arrel, 5 gai., each  . .  2 40 
B arre l, to  gal., e a c h . .2 as 

C lotnes P in s
R ound head, a g ro ss  bx  55 
rtound  head, c a r to n s  . .  70

Egg C ra te s  and  F illers 
H u m p ty  D um pty , 12 dz*. 20
No. 1 com plete ............... 40
No. 2 c o m p le te ............... 28
Case N o .2 h lle rs l5 se ts  1 35 
Case, m edium s, 12 se ts  1 15 

F au ce ts
Cork, lineu, 8 in ............. 70
Cork lined, 9 in ............... 80
C ork lined, i0  in ............. 90

Mop S ticks
T ro jan  sp rin g  ............... 90
E clipse  p a te n t sp rin g  85
No. 1 com m on ............... 00
No. 2 p a l. o ru sh  ho lder 8a 
12lb. co tton  m op h eads  1 40
idea l No. 7 ....................... 85

P ails
2 - hoop S ta n d a rd  .2 15
3- hoop S ta n d a rd  .2 35
2- w ire, Cable .2 25
3-  w ire. Cable .2 45
C edar, a ll red, b ra ss  . .1 25
P ap e r, E u re k a  ............... 2 25
F ib re  ...............................  2 70

T oothplcks
H ardw ood  ....................... 2 50
Softw ood ......................... 2 76
B an q u e t ...........................  1 50
Idea l ................................. 1 60

T rap s
M ouse, wood, 2 h o le s ..  22 
M ouse, wood, 4 h o le s ..  45 
M ouse, wood, 6 h o le s ..  70 
M ouse, tin , 6 holes . . . .  6a
xtat, wood .......................  so
R at, sp rin g  ....................... 75

T ubs
20-in . S tan d ard , No. 1 8 75 
18-iu. S tan d ard , No. 2 7 7a 
16-iu. s ta n d a rd , No. 3 6 7a 
20-in . Cable, No. 1 . . . . 9  25 
I 8-111. Cable, No. 2 . . . .8  2a 
16-in . uab ie , No. 3 . . . . 7  25
No. 1 F ib re  ................. 10 2a
No. 2 F ib re  ..................... 9 2a
No. 3 F ib re  ..................... 8 2a

W ashboards
B ronze Globe ................. 2 50
D ewey .............................  1 75
ro u b le  A cm e ................. 2 75
s in g le  A cm e ................... 2 2a
D ouble P ee rle ss  ........... 4 25
s in g le  P ee rle ss  ............. 3 60
‘N orthern Queen ........... 3 5o
Double D uplex ............. 3 ou
Good L uck  ....................... 2 75
U n iv e r s a l ......................... 3 65

W indow  C leaners
12 in ........................................ 1 65
14 in ....................................... 1 85
16 in ....................................... 2 30

Wood Bowls
13 in . B u tte r  .................1 25
15 in. B u tte r  .................2 25
1< in. B u tte r  ................. 3 7a
19 in. B u tte r  .................5 00
A ssorted , 13-15-17 . . . . 2  30 
A ssorted , 15-17-19 . . . . 3  25

W RA PPIN G  P A P E R
Com m on s tra w  ............. 1%
F ib re  M anila, w h ite ..  2% 
F ib re  M anila, colored ..4
No. 1 M anila  ..................... 4
C ream  M an ila  ................. 3
B u tc h e r’s  M a n i l a ............. 2%
W ax  B u tte r, sh o rt c ’n t  13 
W ax B u tte r, fu ll coun t 20
W ax B u tte r , ro lls  ......... 19

Y EA ST CAKE
M agic, 3 doz......................1 15
S unligh t, 3 doz................. 1 00
Sunligh t, 1% doz...........  50
r e a s t  Foam , 3 d oz .. . .1  15 
Y east C ream , 3 d o z . . . l  00 
Y east F oam , 1% d o z ..  58 

FR E S H  FISH
P e r  lb

W hitefish , Ju m b o  ___ 18
W hitefish , No. 1 . . . . . . 1 4
T ro u t ...............................  11
H alibu t ...........................  11%
H e rrin g  ...........................  7
B luefish ................   16
Live L o b s te r ................. 30
Boiled L o b s te r ...............30
Cod .................................  10%
H addock  .........................  s
P ickerel .........................  12%
P ik e  .................................. 8
P erch  ...............................  6%
Sm oked, W h ite  ............13
C hinook Salm on ........... 16
M ackerel .......................  25
F in n a n  H addie  ............. 12%
Roe S had  .......................
S had  Roe, each  ...........
Speckled B ass  ............... 9

H ID E S AND P E L T S  
H ides

G reen No. 1 ................... 9
G reen No. 2 ................. 8
C ured No. 1 ................. 10%
C ured No. 2 .................  9%
C alfskin, g reen , No. 1 12 
C alfskin, g reen , No. 2 10% 
C alfsk in  cured , No. 1 13 
C alfskin, cured , No. 2 11%

@ 40@ 
35 @

@ 5 
@ 4

P e lts
Old W ool .............
L am bs ...................
S hearlings  ...........

T allow
No. 1 .....................
No. 2 .....................

Wool
u  n  w ashed, m ed...........@17
U nw ashed, fine .........@13

CO N FEC TIO N S 
a* SB ck C andy P a ils
S ta n d a rd  H  H  .............g
S ta n d a rd  T w is t ...........g ,
t .   C asesJum bo, 32 lb ........................g
E x t r a  H  H  . . . . . . . . . . . 1 0
B oston C ream  ...............12
B ig s tick , 30 lb. case  8%

Mixed C andy
G rocers ....................   7
C om petition  ....................... 714
Special ...........................  g2
C onserve . . .  " a7*
R oyal ..................* * ------i?
R ibbon ...............’. " m
B roken  ................................. uj.
C ut L oaf . . . . . . . . .  u i .
L ead er ..................  J 7*
K in d e rg a rten  ion ,
Bon T on C ream  ........... 9^
i) ren ch  C ream  ..............111
S ta r  .................................
H an d  M ade C ream  . .  17 
P rem io  C ream  m ixed 14 
P a r is  C ream  Bon R ons 10 

Fancy—In Pails
Gypsy H e a r ts  ............... 14
Coco Bon R ons ..........” 14
Pudge  S q u ares  ............'13
P e a n u t S quares  .........] j
¡sugared P e a n u ts  ......... 12
S ajted  P e a n u ts  ............. 12
S ta rlig h t K isses  ........., n
S an  B ias Goodies . . . .  13
Dozenges, p la in  ...........19
Lozenges, p rin ted  ___ 12
C ham pion C hocolate . . 12%
E clipse  C hocolates . . .  14 
E u rek a  C hocolates . .  ,16 
Q u in te tte  C hocolates ..16  
c h am p io n  Gum  D rops 3
M oss D rops ...........
Demon S ours ..................10
Im peria ls  .......................  xi
n a l .  C ream  O pera  . . . .1 2  
i ta i.  C ream  Bon R ons 12
Golden W aflles .............13
R ed R ose Gum  D rops 10
A uto B ubbles ............... 13

F ancy—in 51b. Boxes 
Old F ash io n ed  M oias- 

es K isses, lu ib . bx  1 30
O range Jellies  ...........  50
Dem on S ours ............. 60
o ld  F ash io n ed  H ore-

hound  d ro p s  .............  60
P e p p e rm in t D rops . 60 
C ham pion Choc. D rps  70 
H. M. Choc. D rops 1 10 
H . M. Choc. L t. an d

D a rk  No. 12 ..............1
B itte r  Sw eets, a s 'td .  1 2a
B rillian t G um s, C rys. 60 
A. A. L icorice  D ro p s . . 90
Dozenges, p la in  .............60..
Lozenges, p r in ted  . . . .6 5
Im p eria ls  ........................  60
M ottoes ..........................  65
C ream  B a r ...................  60
G. M. P e a n u t B a r  . .  60
H an d  M ade C rm s 80@90
C ream  W afers ...........  65
S tr in g  R ock .................  60
W in terg reen  B errie s  60
Oiu T im e A sso rted  2 75 
B uster B row n Good 3 50 
U p -to -d a te  A ss tm ’t  3 75 
T en  S tr ik e  No. 1 ..6  50 
T en  S tr ik e  No. 2 . .  6 00 
T en  S trike , S um m er a s 

s o rtm e n t ............... 6 75
Scientific  A ss’t ........... 18 00

Pop Corn
C rack e r J a c k  ............. 3 26
C heckers, 5c pkg. cs 3 50 
P op  C orn B alls 200s 1 35
A zulik it 100s ............. 3 26
Oh M y 100s ................. 3 50

Cough Drops 
P u tn a m  M entho l . . . 1  00
S m ith  B ros....................1 25

N U TS—W hole 
A lm onds, T a rra g o n a  16

I A lm onds, D rak e  ........... 15
A lm onds, C alifo rn ia  sfL

shell ...............................
B razils ................... 12@13 ’
F ilb e rts  ...................  12 @13
Cal. No. 1 ...................
W alnu ts, so ft shell 15@16 
W alnu ts, M arb o t . . .  @13
T able  n u ts , fan cy  13@13%
P ecans. M ed....... @13
P ecans, ex. la rg e  . .  @14
P ecans , Ju m b o s . .  @16
H ickory  N u ts  p e r bu.

Ohio new  ...................
C ocoanuts  .......................
C h es tn u ts , N ew  Y ork

S ta te , p e r bu ...............
Shelled

S pan ish  P e a n u ts  7 @ 7 %  
P ecan  H alves . . . .  @55
W aln u t H a lv es  ...30@ 35
F ilb e rt M eats  __  @27
A lican te  A lm onds . @42 
J o rd a n  A lm onds . .  @47

P e a n u ts
F ancy  H . P . S uns 5%@ 6%

R oasted  ........... 6%@ 7%
Choice, H . P . J u m 

bo .......................... @ 7%
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Special Price Current
A X L E  GREASE

Mica, tin  boxes ..7 5  9 00 
Paragon ................. 55 6 00

B A K IN G  P O W D E R

Royal
10c s ize  90 

%Ib. cans 1 85 
6oz. cans 1 90 

%Ib. cans 2 50 
tt lb . cans 8 75 
lib . cans 4 80 

l3R>. cans IS 00 
51b. cans 21 50

B L U IN G

C. P. Bluing
Doz.

Sm all size, 1 doz. b o x . .40 
Large size, 1 doz. b o x . .76 

CIGARS

Johnson Cigar Co.’s  Brand

S. C. W ., 1,000 lots ___ 81
El Portana ..........................83
E ven ing Press ................... 82
Exem plar ..............................82

Worden Grocer Co. brand 
Ben H ur

Perfection ..............................35
Perfection E xtras ........... 35
Londres ..................................35
Londres Grand ................. 35
Standard ................................35
Purltanos ..............................85
Panatellas, F inas ............. 85
Panatellas, Bock ............. 86
Jockey Club ....................... 35

COCOANUT
Baker’s  Brazil Shredded

Mutton
C arcass  .................  @ 9
L am bs ...................  @10
Spring Lam bs . .  @10

Carcass
Veal

6

C L O T H E S  L IN E S  
Sisal

«0ft. 3 thread, e x tr a ..1 00
72ft. 3 thread, e x tr a ..1 40
90ft. 3 thread, e x tr a ..1 70
60ft. 6 thread, e x tr a ..1 29
72ft.• 6 thread, e x tra ..

Jute
60ft.........................................  75
72ft..........................................  go
90ft........................................... 1 05
120f t .......................  1 50

Cotton Victor
50ft........................................... 1 10
60ft........................................... l  35
70ft.......................................... 1 SO

SA FES

50ft.
60ft.
!70ft.
80ft.

Cotton Windsor
.1  30 
.1 44 
.1 80 
.2 00

Cotton Braided
40ft............................... 9b
60ft............ ............................ 1 35
60ft........................................1 65

Galvanized W ire 
No. 20, each 100ft. long 1 90 
No. 19. each 100ft. long 2 10

COFFEE  
Roasted 

D w inell-W right Co.’s B ’ds.

70 %Ib. pkg. per case  2 60 
35 %Ib. pkg. per case  2 60 
38 %lt>. pkg. per case 2 60 
18 %Ib. pkg. per case 2 60

FRESH  MEATS 
Beef

Carcass ........... . . . . 5  @ 9%
H indquarters . . . . 6  @10
Loins ........................9 @14
Rounds ....................6 @ 8%
Chucks ............. . . . 6  @ 7 %
Plates , .....................  @ 4V4
Livers .......... @ 6

Pork
Loins • .................
D ressed  .............
Boston B u tts  .
Shoulders .........
Leaf J a n I  . . . . .
Trimmings . . . .

@11% 
@  8 
@ 9% 
@ 8% 
@11% 
«  » I

W hite H ouse, l ib .....................
W hite H ouse, 21b..................
Excelsior, M & J, l ib ..........
Excelsior, M & J, 21b...........
Tip Top, M & J, l ib ...........
Royal Java ....................
R oyal Java and M o c h a .. ..  
Java and M ocha B le n d . . . .
Boston Com bination ...........

D istributed by Judson  
Grocer Co., Grand Rapids. 
Lee, Cady & Sm art, D e
troit; Sym ons Bros. & Co., 
Saginaw ; Brown, D avis & 
W arner. Jackson; Gods-

Full line of fire and burg
lar proof sa fes  kept In 
stock  by th e Tradesm an  
Company. T hirty-five sizes  
and sty les on hand at all 
tim es—tw ice as m any safes  
as are carried by any other  
house in the State. If you 
are unable to v isit Grand 
Rapids and inspect the  
line personally, write for 
quotations.

SOAP
Beaver Soap Co.’s  Brands

100 cakes, .arge size . .6 50
50 cakes, large s iz e . .3 25

100 cakes, sm all s ize . .8 85
50 cakes, sm all s i z e . . l  95
Tradesm an’s Co.’s  Brand

tie Creek; Fielbach Co..
Toledo.
Peerless Evap’d Cream 4 00

FISHING TACKLE
% to 1 In......................... . . .  6
1% to 2 In....................... . . .  7
1% to 2 in ....................... . . .  9
1% to 2 in ....................... . ..1 1
2 in ...................................... . ..1 6
3 in ...................................... ..30

Cotton Lines
No. 1, 10 feet ............... . .  5
No. 2, 15 fee t ............... . . .  7
No. 3, 15 feet ............. . . .  9
No. 4, 15 feet .............. . . .1 0
No. 5, 15 feet ............. . ..1 1
No. 6, 15 feet .............. . . . I S
No. 7, 15 f e e t ................. . ..1 5
No. 8, 15 feet ............. . ..1 8
No. 9, 15 fee t .............. . ..2 0

Linen Lines
Small ............................... . ..3 0
Medium ......................... ...36
Large ............................... . . .3 4

Poles
Bamboo, 14 ft., per doz. 55
Bamboo, 16 ft., per doz. 60
Bamboo, 18 ft., per doz. 80

GELATINE
Cox’s, 1 doz. Large . .1 SO
Cox’s, 1 doz. Sm all . .1 00
K nox’s  Sparkling, doz. 1 25
K nox’s  Sparkling, gr. 14 09
N elson ’s  ....................... .. .1 60
K nox’s  A cidu’d. doz.|. .1  25
Oxford ............................. . 75
Plym outh Rock .............1 21

Black H awk, one box 2 50 
Black Hawk, five bxs 2 40 
Black H awk, ten bxs 2 25 

T A B L E  SAUCES
Halford, large .............. 3 75
Halford, sm all ...............2 25

Use

Tradesman

Coupon

Books

Made by

T n iu m u  Company

Lowest
Our catalogue is “ the 

w orld’s lowest m arket” 

because we are the 

largest buyers of general 

merchandise in America.

And because our com

paratively inexpensive 

method of s e l l i n g ,  

through a catalogue, re

duces costs.

W e sell to merchants 
only.

A sk for current cata

logue.

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

H. LEONARD & SONS
Wholesalers and Manufacturers’ Agents

Crockery, Glassware, China 
Gasoline S toves, Refrigerators 

Fancy Goods and Toys
GRAND RAPIDS, MICHIGAN

Jennings 
Condensed Pearl 

Bluing
The Liquid Bluing that 

will not freeze

The grocer finds 
it easy and 
profitable to sell 
C. P. Bluing

4 ounce size  
10 cents

Sold by all 
Wholesale 
Grocers

See Special 
Price Current

Jennings Flavoring Extract Co.
Grand Rapids

The Mitchell “30”
The Greatest $1,500 Car Yet Shown

1909 Mitchell Touring Car, 30 H. P., Model K
Compare the specifications with other cars around the $1,500 price— 

any car.
Motor 4% X4y2—30 H. P.
Transmission, Selective Type—3 Speed.
Wheels—32 x 4.
Wheel base— 105 inches.

. . .  . Color French gray with red running gear and red upholstering or 
Mitchell blue with black upholstering.

Body—-Metal. Tonneau roomy, seats 3 comfortably and is detachable; 
options in place of tonneau are surry body, runabout deck or single rumble seat.

Ignition—Battery and $150 splitdorf magneto.
In addition to the Model K Touring Car there are a $1,000 Mitchell 

Runabout and a 40 H. P. seven passenger Touring Car at $2,000.
Over $11,000,000 of Mitchell cars have been made and sold in the lastseven years. Ask for catalogue.

The Mitchell Agency, Grand Rapids
At the Adams & Hart Garage 47-49 No. Division St.
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Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each 

subsequent continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

■ UEINBSS CHANCES.

F o r Sale—Up-to-date feed mill. Good loca
tion, doing good business. Good point for cus
tom  w ork and sale of feed. Will sacrifice* 
price on account of poor health. Will K itron 
Route No. 3, B enton Harbor, Mich. 241

H a rd w are  c lerk , n in e  y ears  experience, 
w a n ts  position . A ge 26. M arried . R ef
erences fu rn ish ed . A ddress No. 283 care  
T rad sm an .______________  ’ 283

F o r Sale—T he b e s t p ay ing  g en eral m e r
ch and ise  b u sin ess  in  E a s te rn  M ontana 
W ill sell s to ck  a n d  fix tu res an d  lease  
p ro p e rty  o r  sell o u trig h t. S tock  w ill in 
voice ab o u t 16,000. H e re  is  a  chance to  
s tep  in to  a  n in e  y e a r  e s tab lish m en t on 
s tr ic tly  c ash  system . P opu la tion  450. 
R eason  fo r  selling  out, on acco u n t of 
poor h ea lth . W rite  o r call Sam  G reen- 
b la tt. F rom berg , M ont,_________ 291

F o r  Sale—D ru g  s to ck  in  good in land  
tow n. P ro sp ec ts  fo r  ra ilro ad  J>y p . m . 
R ailw ay  Co., good. Sales $70 to  $80 
w eekly. W ill an sw e r all correspondence 
in  deta il. Invoice  ab o u t $3,500, w ith  
bu ild ing  an d  tw o  lo ts . A ddress No. 290 
ca re  T rad esm an . 290

If  you w ish  to  buy a n  u p -to -d a te  s tock  
of h a rd w a re  fo r a  sm all am o u n t of m on
ey , ad d re ss  H a rd w are , care  M ichigan 
T rad esm an . 289

F o r Sale—$10,000 s tock  g en eral m e r
chand ise , loca ted  in  p rosperous tow n 500 
S o u th e rn  M ichigan. T h riv in g  business 
w hich  can  be increased . Splendid oppor
tu n ity  fo r a c tiv e  m erch an t. O w ner w ish 
es to  re tire  on acco u n t of o th e r business. 
A ddress N o, 288, ca re  T radesm an . 288 

M ake $100 to  $150 p e r m on th  on  th e  
side w ork ing  h o n est schem es. T he Book 
of Schem es w ill p u t you wise. Gives 
te s ted  p lan s  fo r m oney-m ak ing  anyw here. 
M ail o rder, agency, office, m an u fac tu rin g  
an d  m an y  o th e r  schem es. N ever before 
in  p rin t . F a r  su p erio r to  a n y  o th e r book. 
In te re s tin g  booklet free  te lls  a ll abou t 
it. G et i t  to -d ay . W m . M. S iste r, P u b -
lisher, L acon ia , N . H ._____  287

Sm all s to ck  of d ru g s  an d  g roceries  in 
v illage 500, n o rth  of G rand  R apids, only 
d ru g  s to re  in  tow n. D rugs  sold s ep a ra te 
ly  if desired . B uild ing  fo r sa le  o r ren t. 
A ddress No. 286, c a re  T radesm an . 286 

W an ted —S tocks to  sell o r trade . L is t 
w ith  u s fo r qu ick  re su lts . W e have fine 
fa rm s  fo r  g en rea l s to res. K in n ea r & 
M cCauley, M arion , Ind . 285

F o r Sale—Im proved  fru it,  vegetab le  
an d  ch icken  12 a c res  in  K e ith b u rg  on 
M ississippi. Geo. W . Dick, K eithsburg ,
H I - ________________________ 284

$4,000 cash  will buy a n  u p -to -d a te  
lad ies’ ta ilo red  g a rm e n t an d  fu rn ish in g s  
a n d  m illinery  d e p artm en t. B est location 
in  b e st 6,000 popu la tion  c ity  in C en tra l 
M ichigan. In v en to ry  over $5,000. R ea 
son fo r selling, fa iling  health . A ddress
No. 275, c a re  T rad esm an .____________ 275

F o r Sale—A  drug , book an d  s ta tio n e ry  
s to ck  in  one of th e  p re tt ie s t  c ities  in 
S o u th w es tern  M ichigan. W ill invoice 
a b o u t $3,500 to  $3,800. F in e  fix tu res, 
soda fo u n ta in  an d  a  good location  in  th e  
c ity . Good reaso n s  fo r selling. A ddress 
No. 273, c a re  T ra d esm an.____________ 273_

D ru g  s to re  fo r  sale, s tra ig h t p rescrip 
tio n  d ru g  s to re , invoicing  ab o u t $3,500. 
L o ca ted  in  h e a lth  a n d  sum m er resort. 
B usiness good. B est of reaso n s  fo r sell
ing. C ash  only  considered . P . O. box 
432, E u re k a  S prings, A rk , ______ 272

F o r  R en t—Tw o s to re s  in  new  m odem  
fire p roof building, s team  heated . B est 
loca tion  in  a  good tow n. E . A. B urton , 
H astin g s , M ich._____________________ 271

F o r  Sale—One No. 3 Gem C ity  ace ty lene  
lig h tin g  p lan t, su itab le  fo r s to re , ha ll 
o r residence. W ill L am b, C onstan tine , 
M ich.________________________________ 270_

F o r  Sale—U p -to -d a te  s to re , consis ting  
of d ry  goods, shoes, groceries, etc. Only 
one o th e r  h an d lin g  d ry  goods an d  shoes 
in  tow n  of 600 population . B est location. 
D oing a  cash  business. A ddress R obert
A dam son, N o rth  A dam s, M ich.____267

W an ted —T o hand le  o u tp u t of fac to ry . 
M ach inery  p referred . Good o p p ortun ity  
fo r m a n u fa c tu re r  w ith  m erito rio u s  a r 
tic le  b u t w ith o u t th e  necessa ry  m ean s o r 
experience  to  m a rk e t it. A ddress X ,
ca re  M ichigan T radesm an .__________ 266

F o r Sale—One of th e  n icest, finely 
equipped d ru g  a n d  g rocery  s to res  in  
S o u th e rn  M ichigan. W e w ill be ab le  to  
show  a n  a ttra c tiv e  proposition  to  a  quick 
p u rch ase r. E leg an t fix tu res, n ice fre sh  
stock , reasonab le  re n t of building. L o 
ca tio n  th e  b e s t in  th e  coun ty  s e a t of 
V an  B uren  C ounty. D ecker & B ailey,
P aw  P aw , M ich.__________________  278

W an ted —To buy  s to ck  shoes, c lo th in g  
o r g en era l s tock , quick . A ddress L ock 
Box 76, Shepherd , M ich. 263

F o r Sale—T im ber lan d s  on V oncouver 
island  and m ain land  in  B. C.; a lso  in  
W ash ing ton  and  Oregon. C orrespond
ence w ith  bona fide in v esto rs  solicited. 
T. R. F rench , Tocam o, W ash . 282

F o r Sale—A dry  goods s tock  in  Cold- 
w a ter, Mich. F ine  opening  fo r d ry  
goods business. B est location  in  c ity  
of 7,000. Sm all s tock , can  do good 
business. T he ow ner w an ts  to  re tire  on 
accoun t of h is age. A ddress C. E . W ise, 
A gent. C oldw ater, Mich.____________ 280

F o r Sale—Only exclusive s tock  of c lo th 
ing; and  g e n ts ’ fu rn ish ings , invoicing  
$4,500, in  M ichigan tow n of 1,500 popu
la tion . B rick  block, good location . Good 
fa rm in g  coun try . Good reason  fo r se ll
ing. A ddress No. 279, c a re  M ichigan 
T rad esm an. 279

F o r Sale o r E xchange—$10,000 stock  
d ry  goods, no tions and  fix tures. Good 
tow n and  coun try , 2a m iles from  D etro it. 
Sell cheap on easy  pay m en ts  o r exchange 
for im proved rea l e s ta te  if free  a n d  clear, 
on basis  of cash  values. A ddress No. 
258, care  T rad esm an. . j 8

F o r Sale—A t less th a n  h a lf price, a  
b an k er’s  safe, b u rg la r proof c h es t an d  
double tim e iock. A lso te lle rs’ coun ter 
desk. A ddress No. 259, care  M ichigan 
T radesm an .__________________________ 259

$300 to  $500 m ade p e r m on th ; th e  m ost 
needful m ach ine in  th e  w orld; sells re a d 
ily; ag en ts  w an ted ; m u s t h av e  m oney. 
W rite  C. C. Johnson , B eatrice , Neb.

256
F o r Sale—B az a a r «stock in  good fac to ry  

tow n of 6,000 population . D oing good 
business. S tock will invoice a b o u t $3,000. 
R ent, $50 p e r m onth . O r will sell bu ild 
ing. Good reason  fo r selling. A ddress 
E. B„ care  M ichigan T radesm an . 255

W anted—To buy, for spot cash, shoe stock, 
inventorying from  $3,000 to  $8,000. P rice  must 
be cheap. Address Quick Business, care  
Tradesman.___________________________ 187

W an ted —To buy, cheap fo r cash , 
stocks of d ry  goods, c lo thing, shoes an d  
m en’s fu rn ish ings . H . K aufer, M ilw au
kee, W is. 250

W an ted —W ill exchange good lands in 
N eb ra sk a  an d  D ako ta  and  cash  fo r  m e r
chand ise . L. W . Newell, Redfield, S. D.

244
A. F . M ecum  & Co., m erchand ise  a u c 

tioneers , M acom b, 111. S tocks closed a n y 
w here  in  th e  U nited  S ta tes . T erm s re a 
sonable. W rite  u s fo r te rm s  an d  plans.

239

W H A T  S H O E S
are  there  on your shelves th a t don’t  move and 
are  an eyesore to  you?

I ’m the  man who’ll tak e  ’em off your hands 
and will pay you the  top  spot cash price 
for them —and, by the  way, don’t forget th a t 
I  buy anything any man w ants money for. 

W rite  PAUL FEYREISEN
12 S ta te  S t., Chicago

Im p o rta n t N otice—T he M arshall B lack- 
s tone  Co., law  an d  collections. D raw er 
H , C um berland, W is. Collections. W e 
g u a ran tee  to  collect you r overdue a c 
counts  o r m ake  no charge. W e advance  
all legal costs, etc., an d  m ake  no ch arg e  
unless successful. O ur new  m ethod  is 
m ost effective, dip lom atic , a n d  will r e 
ta in  good will of you r custom ers. T erm s 
and  p a rtic u la rs  free.________________ 175

Stores, business  p laces an d  rea l e s ta te  
bought, sold and  exchanged. N o m a tte r  
w here located , if you w a n t to  g e t in  or 
o u t of business, ad d re ss  F ra n k  P . C leve
land, 1261 A dam s E x p ress  B uild ing , Chi- 
cago. 111._____________________________ 125

A K alam azoo, M ich., m e rc h a n t w an ts  
to  sell h is  su b u rb an  s to re , g roceries  and  
m eats. T h is  s to re  is  doing a  bu sin ess  of 
$50,000 p e r  y e a r  an d  h is  reason  fo r se ll
ing  is, th a t  h is  in c rea sin g  bu sin ess  re 
qu ires  h im  to  ta k e  h is  m a n a g e r  in to  h is  
pw n s to re  in  th e  c ity . T h is  s to re  is  m a k 
in g  m oney a n d  is  a  good chance  fo r a  
good m an  to  s tep  in to  a n  e stab lish ed  
business. T he  re n t  is  $35 p e r m onth . 
K alam azoo is a  c ity  of 40,000 population  
a n d  a  good p lace to  live  in. T h e  s to re  
is  w ell loca ted  In a  good residence d is 
t r i c t  a n d  w ill a lw ay s com m and a  good 
trad e . A ddress No. 190, c a re  M ichigan 
T radesm an ._________________  190

F o r  Sale—H a rd w are  a n d  fu rn itu re  
b u sin ess  an d  bu ild ing  in  a  live  M cH enry  
Co. tow n  in th e  h e a r t  of th e  d a iry  d is 
t r i c t ;  n ice business. Good tra d e ; a  ra re  
chance . A ddress J .  W . G ilbert, U nion, 
TL____________________________________ 243

F o r R en t—L arg e  sto re ro o m  in  a  good
to w n ; fine o p p o rtu n ity  fo r  a  s to re . H. 
C. Horr, F ra n k fo rt, K an . 254

E. E. Ropes, Deland, F ia .; lo ts  from  
$10, pam phlets, 10 cen ts. 261

F o r Sale—N ice stock  of g roceries  in 
firs t-c la s s  shape. Good steady trade. 
B est of reasons  fo r selling. A ddress No. 
236. care  M ichigan T rad esm an . 236

G. E. Breckenridge Auction Co. 
Merchandise Auctioneers and Sales Managers 

Edinburg, 111.
Our system  will close out stocks 'any  where. 

Y ears of experience and re ferences from sev
eral states . Booklets free . Second sale d a ted  
fo r Stafford, Kan.

W rite us your wants.

F o r  Sale—D eeded lan d  and  re lin q u ish 
m en ts  n e a r  F o r t  P ie rre . A ddress M elvin 
Young, F o r t  P ie rre , S. D. 212

C ash buyer an d  jobber. All k inds  of 
m erchand ise , b a n k ru p t s tocks, etc. No 
s tock  too la rg e  o r too  sm all. H aro ld  
G oldstrom , B ay  C ity, M ich. 206

F irs t-c la s s  d ressm ak e r w an ted . A d
dress  P . O. L ock Box 86, M ancelona, 
Mich.___________ ____ ________________ 205

U p -to -d a te  g roce ry  s to re  an d  fix tu res 
for sale  in  P e toskey . Good trad e . B a r 
ga in  if ta k e n  soon. M ust m ake  change. 
A ddress No. 198, care  M ichigan T rad es
m an. 198

For Sale—Furniture and china busi
ness, th e  only furniture business in  busy 
tow n of 5,000 in h a b itan ts . Good fa c to r
ies, good fa rm in g  coun try . Good rea
sons fo r seling. A ddress P . O. Box 86, 
G reenville, M ich. 868

F o r Sale—One 200 book M cC askey a c 
coun t reg is te r, cheap. A ddress No. 548, 
c a re  M ichigan T radesm an . 548

Ci. B . J O H N S  &  C O .
GRAND LEDGE, MICH. 

Merchandise Brokers and Leading Salesmen 
and Auctioneers of Michigan

W e give you a co n trac t th a t p ro tec ts  you 
against our selling your s tock  a t  auction for 
less money than tne  price agreed  upon.

We can  trade your stocks of merchandise 
fo r farm s and o th e r desirable incom e prop
erty . W rite us.

W an ted —F e a th e rs . W e pay  cash  fo r 
tu rkey , ch icken, geese  an d  duck  fea th e rs . 
P re fe r  d ry-p icked . L a rg e  o r sm all sh ip 
m en ts. I t ’s  cheap er to  sh ip  v ia  fre ig h t 
in  s ix  foo t sacks. A ddress T h ree  “B ” 
D u ster Co., B uch an an , M ich. 71

___________S I T U A T I O N S  W A N T E D . ___________

W anted—P osition  by experienced h a rd -  
w arem an . U n d e rstan d s  g en eral m e r
chand ise , H ig h e s t recom m endations. 
A ddress L ock Box 8, B ea r L ake, M ich. 
_ _____________________________________ 274

S itu a tio n —A s c le rk  in  g en era l s to re  by 
one experienced in  a  g en eral s to re . A 
C h ris tian . Good recom m endations. A d
d ress  Jo h n  G raybill, C larksbu rg , 111. 257

H E L P  W A N T E D .
W an ted —E xperienced  g love sale sm an  

W rite  a t  once, s ta t in g  experience, te rm s  
etc., to  S. A. Jam e s  & Co., D e tro it 
M ich. 281

W an ted—R eg iste red  p h a rm a c is t to  ta k e  
ch arg e  of d ru g  d ep artm en t. M ust be 
s teady . Send re ferences. N elson A b
b o tt, M oorestow n, M ich. 276

W an ted —A young  m an  of good h a b its  
an d  w ith  som e experience, fo r g en era l 
office w ork  fo r a  la rg e  lum ber com pany. 
M ust h av e  good re fe rence  a n d  be up - 
to -d a te . A good place fo r  th e  r ig h t m an . 
A ddress L um ber, c a re  T rad esm an . 268

W an ted —C lerk fo r  g en era l s to re . M ust 
be sober a n d  in d u s trio u s  a n d  h av e  som e 
prev ious experience. R eferences  r e 
quired . A ddress S to re, c a re  T rad esm an .

242
W an ted —-Men to  m ake  from  $10 to  $50 

p e r  day. M erchandise  au c tio n ee rs  m ake  
th is  am o u n t. Jo n es  N a t’l School of A uc
tioneering , 1213-1215 W ash in g to n  B lvd., 
C hicago, h a s  g ra d u a te s  th a t  now  ra n k  
am ong  A m erica ’s lead in g  m erch an d ise  
a n d  jew elry  au c tio n ee rs . Col. A. W . 
T hom as, A m erica ’s  lead ing  m erchand ise  
au ctio n ee r, h a s  com plete ch arg e  of th e  
in s tru c tio n s  in  th is  d e p a rtm en t. T erm  
opens F eb . 15. W e also  fu rn ish  a u c 
tio n ee rs  to  co nduct all c la sses  of auction  
sales. F o r  free  c ata logue  w rite  C arey  
M. Jo n es , P res ., 1213 W ash in g to n  Blvd., 
C hicago. 269
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Here Is a 
Pointer

Your advertisement, 

if placed on this page, 

would be seen and read 

by eight thousand of 

the most progressive 

merchants in Michigan, 

Ohio and Indiana. We 

have testimonial let

ters from thousands of 

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.
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PARCELS POST.

Activity of Catalogue Houses 
Through the Granges.

Washington, D. Cl, Jan. 19— Official 
Washington is gradually losing inter
est in the many controversies between 
President Roostevelt and Congress. 
Members who have not been annoy
ed by the utterances of the President 
are settling down again into the reg
ular routine of their duties and the 
congressional mill is beginning to 
turn out its grist. So far as legis
lation is concerned there is nothing 
new to write about.

I spoke to a member of Congress 
who represents a rural district the 
other day and in answer to my query 
as to whether there would ever be 
a parcels post established he replied 
as follows:

“I can not say definitely that the 
measure will never become a law; but 
this is certain: I don’t look for a 
parcels post for many, many months 
and, if the agitation against it con
tinues, it may be two or three years 
before we have one, if we have one 
then. My district is largely a farming 
district. My constituents believe in 
supporting home industries and do 
not believe in patronizing mail order 
houses when they can get the same 
goods and get them as cheap else
where. It would be unfair to give 
the large mail order houses the right 
to use the mails to suppress the small 
dealer. Such a system would ulti
mately bring about the failure of 
many a retailer and would also force 
the jobber and traveling salesman 
out of work. I shall vote against 
the parcels post measure.”

I might add that petitions favoring 
the establishment of such a system, 
however, have been coming in within 
the past few weeks from the farmers’ 
granges throughout the country. They 
are all forwarded to their members, 
and a significant feature is that all 
of these petitions are patterned after 
the same original. This can mean but 
one thing—that misrepresentations 
have been made to the rural mer
chants and farmers who are forward
ing them. Can it be that a systemat
ic effort is being made by the cata
logue houses to overcome the great 
opposition against their pet scheme? 
Obviously they would not forsake 
such a measure when it would so 
benefit them. So, if any of you have 
not signed petitions against the par
cels post you had better get to it at. 
once. Delays are dangerous, so the 
copy books teach. As a result of 
prevalent use of “spots” and “rots” 
by bakers in several of the states the 
Government pure food officials intend 
to keep an eye out for violators of 
the interstate commerce ruling gov
erning the shipment of goods under 
their ban from one state to another.

Five cans of “spots” were seized 
last week in Philadelphia by the State 
pure food officers. Twenty hours of 
Sherlock Holmes work on the part of 
State Agent H. P. Cassidy resulted 
in the arrest of one Abe Samuelfsky, 
who is alleged to have made arrange
ments with the Excelsior Baking Co. 
to deliver them the “spots.” Cassidy 
seized the cans when the wagon drew 
up in front of the establishment. I

asked Mr. Linton, Chief Clerk of the 
Bureau of Chemistry, what steps the 
Department intended to take regard
ing shipment of rotten eggs from one 
state to another, it having been alleg
ed that several large packing houses 
had shipped crates of such eggs.

“Of course,” said Mr. Linton, “we 
can take no action when the eggs 
are shipped from one part of the state 
to another, but if rotten eggs are 
shipped from one state into another, 
then, if the concern is caught so vio
lating the law, the Government will 
take action. We had such a case 
some time ago out West.”

I understand that the Government 
agents are on the lookout for decayed 
eggs, the use of which by baking con
cerns is said to be growing. State 
Food Commissioners have been ac
tive in this direction and, with the 
aid of the Government, ought to be 
able to stop this work. Heads of 
baking establishments say that the 
eggs they use are only eggs which 
would not present a nice appearance 
when cooked, but which really are not 
at all harmful when' used in cakes, 
bread, etc. Still it is not advisable 
for dealers who speculate in “spots” j 
and “rots” to advertise the fact.

Dr. Wiley is going to try a series 
of experiments for the purpose of as
certaining a way in which oysters 
culled from distant beds can be 
shipped to far off points without 
losing their flavor or becoming 
bloated from water. Shippers of 
oysters have announced that they will 
co-operate with the head' of the Bu
reau of Chemistry. It is to their ben
efit to do so, for the successful term
ination of these experiments would 
boom the oyster market immensely. 
Nearly every one relishes this bi
valve. The old Romans, who were 
wise in their time and generation, ap
preciated to the utmost this luscious 
tidbit. We Americans are not a whit 
behind them. Anent this new work 
the doctor says: “There are two 
ways of shipping opened oysters at 
present. One is to ship them on ice 
and the other is to ship them in a 
sort of ice cream freezer, this patent 
bucket costing the shipper 13 to 15 
cents extra a bucketful. The principal 
complaint against shipping on ice is 
that the oyster absorbs water and is 
bleached out.”

Wiley says his tests will determine 
whether or not it is possible to ship 
opened oysters so they will reach the 
consumer in as good condition and 
with as fine flavor as oysters shipped 
in the shell.

The Ways and Means Committee 
is getting badly “balled up” by the 
friends of a protective tariff on coffee. 
The resident commissioners from 
Porto Rico, the Phillipines and Ha
waii are all giving facts and figures 
to show why the coffee industry of 
their respective islands should be pro
tected. One book of statistics, pre
pared by Abraham Lincoln Louisson, 
says: “The coffee industry, above all 
others, can settle Hawaii with a large 
white population, can create a com
monwealth of home builders upon the 
soil, so that the United States, in 
making of Hawaii the Malta of the 
Pacific, may secure a yeomanry to 
man her fortifications and guard her

outposts and defences in perilous 
times.” That appeals to the patriot
ism of the members here, especially 
those who believe that in times of 
peace it is best to prepare for war. 
So be it. Frank W. Lawson.

until 1917— let’s see, you’ll be 59 
years old by that time—and then I 
want you to come back and take hold 
again.”

Dee-lighted,” will be the reply.

FORTY-TW O D AYS MORE.
Six weeks from to-morrow Theo

dore Roosevelt will deliver his exaugu- 
ral address, give his good! wishes to ¡his 
eminent successor and retire to pri
vate life.

After that date he will have no au
thority to “call” the House or in any 
way embarrass the more ponderous 
opposite end of the Capitol; he may 
not, as a matter of jurisdiction', call 
for books and papers from anyone, 
and he will be unable to set horse
back-riding examples for the digni
fied, exclusive and ease-loving mem
bers of the Army and Navy Club; 
that is to say, examples which will 
have any weight with those gentle
men.

And what will the retirement to 
private life by Mr. Roosevelt signify?

So far as the distinguished gentle
man is himself concerned, it means 
that he has enjoyed every minute of 
:his strenuous incumbency of the 
Presidential office and proposes to go 
on having a good time, but along dif
ferent lines. Whatever may be the 
ill will harbored against his official 
capacity, it will disappear in the de
velopment of Theodore Roosevelt, 
citizen; and whatever of admiration 
and confidence has been generated by 
his record as President, it will become 
much intensified with every review of 
that record.

Will the world consent to permit 
Theodore Roosevelt to retire to a life 
that is truly private?

Theodore has said1 that he is going 
to force such a result; that he has 
much on his mind that be wishes to 
discuss all by himself and settle for 
himself; that he needs, beside a play 
spell, a chance to get back to his nor
mal and physical activity and an op
portunity to do things unofficially.

Now comes the news that numer
ous “occasions” are being quietly con
sidered by European governments, 
both national and civic, contingent 
upon the possibility of a hurried tour 
through the continent after his Afri
can hunting expedition; that all sorts 
of “special correspondent” plans are 
being devised by great daily papers 
to keep >tab on the huntsman and his 
party during that expedition; that spe
cial and urgent invitations for him to 
become the guest of the Czar, Emper
or Wilhelm and the President of 
France have already been received.

Just what may be his replies may 
not be known; but after attending to 
the formalities and proud pleasures of 
extending a welcome to the returning 
globe-circling American fleet next 
month; after winding up his official 
relations at Washington and after at
tending various postpresidential re
ceptions in New York and elsewhere, 
Mr. Roosevelt will be in a frame of 
mind, probably, to remark: “Gentle
men, please give me a bit of time for 
myself. I’ll see you later.”

And Judge Taft may, perhaps, ob
serve: “All right, Teddy, I’ll hold this 
thing down to the best of my ability

IN D E X  TO  A D V E R T IS E M E N T S .
A dam s & H a r t  .........................
A m erican  C ase & R eg is te r Co.”
A m erican  C om pu ting  Co...............
F ran k lin  B ak e r Co.........................
W a lte r  B ak e r & Co................... "
B a t t je s  F u e l Co.................................J
B ay  S ta te  M illing  Co...............
G. E . B recken ridge  A uction  Co.
B u tle r B ro s ........................................
B oston  P ian o  & M usic Co. ’ .’ .'.'.’ . 
R oy B ak e r .......................................
M. O. B ak e r & Co...................
B ecker, M ayer & Co........................ ]
A. J . B row n Seed Co........................[
B rillian t G as L ig h t Co...................
B row n & S eh ler Co............................
B arlow  B ro s ........................................
C hicago F lex ib le  S h a ft Co. . . . . . .
Child, H u lsw it & Co..........................
Corn P ro d u c ts  R efin ing  Co. . . I
Eli C ross .............................................
C u rtis -L eg e r F ix tu re  Co. . . . . . . . .
C om m ercial C red it Co......................
C itizens T elephone Co.....................|
C onsum ers L ig h tin g  Co.................
Corl, K n o tt & Co..............................
C rohon & R oden Co. .................. ”
T. H . C ondra  & Co...........................
C. D. C ritten d en  Co.........................
H . D ahm  & Co...................................
S. A. D w igh t ............................. ..... .
Jo h n  V. F a rw e ll Co..........................
F oo ts  & J e n k s  ............................. ..
F o ste r, S tevens & Co........................
P au l F ey re isen  .................................
G. R. F lo ra l Co...................................
G. R. Supply  Co................................. ..
G. R. N a tio n a l B an k  .......................
G. R. Oil Co..........................................
G. R. S ta tio n e ry  Co...........................
G. R. F ire  In su ra n c e  A gency . . .
G. R. Safe Co........ ..7.........
G. R. Show C ase Co.........................
G. R. Shoe & R u b b er Co.............
G. R. D ry  Goods Co...........................
E llio t O. G rosvenor .......................
G. R. G ra in  & M illing Co................
H . J . H a r tm a n  F o u n d ry  Co...........
H aze ltin e  & P e rk in s  D ru g  Co. .
H olland  F u rn ac e  Co...........................
H olland  R usk  Co................................
H ero ld -B e rtseh  Shoe Co.................
H ir th -K ra u se  Co..................................
Ideal C llo th ing  Co..............................
J en n in g s  F lav o rin g  E x t r a c t  Co. 
G. B. Jo h n s  & Co...............................
G. J . Jo h n so n  C ig a r C o .- .............
Jen n in g s  F lav o rin g  E x t r a c t  Co.
Judson  G rocer Co..............................
K lingm an  F u rn itu re  Co...................
K en t S ta te  B an k  .............................
K ingery  Mfg. Co.................................
H . L eonard  & Sons .........................
H o te l L iv ingston  .............................
M ar tin -S e n o u r Co..............................
M itchell A gency .................................
M ichigan S ta te  T elephone Co. .
M ichigan T ru s t  Co.............................
G u stav  A. M oebs & Co.....................
M oneyw eight Scale Co......................
M ayer Boot & Shoe Co.....................
M oseley B ros..........................................
N a tio n a l C ity  B an k  .........................
Old N a tio n a l B an k  ...........................
N a tio n a l C ash  R eg is te r Co.............
P u tn a m  F a c to ry  N a t. C andy  Co.
P e rk in s  N ovelty  Co...........................
P o s tu m  C ereal Co..............................
Red W in g  M illing Co.......................
R oyal G as L ig h t Co...........................
R ea & W itz ig  ...................................
R indge, K alm bach , Logie & Co.
Sapolio ........................................... .......
S ta n d a rd  Oil Co..................................
S te im er & M oore W hip  Co............
Suh ling  C om pany  .............................
Sw em  G as M achine Co.....................
N. S hu re  Co.............................. ...........
Geo. S. S m ith  S to re  F ix tu re  Co.
F . E . S troup  .......................................
L. J . S m ith  & Co.................................
H en ry  S m ith  .......................................
P. S teke tee  & Sons .........................
T h u m b  F ly p ap e r Co...........................
V oigt M illing Co..................................
V inkem ulder C om pany  ...................
W orden  G rocer Co.............................
W ells & R ich ard so n  Co....................
W ea lth y  A venue F lo ra l Co.............
W ykes & Co...........................................
T he W ea th e rly  Co.............................
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_________ B U S IN E S S  C H A N C E S ._________
F o r  Sale—A t 65c on th e  dollar, if  ta k e n  

a t  once, good s to ck  of d ry  goods, n o 
tio n s  an d  som e c lo th ing . In v en to rie s  
$3,000. A ddress No. 292, c a re  T radesm an .
______ ___ _______________ ____________ 292

A n experienced  m a n  w ith  c ap ita l can  
secu re  good position  an d  in te re s t in  e s 
tab lish ed  b an k  a n d  fix tu re  com pany. Box
363, B loom ington, 111. _______ 293_

S e a ttle -A la sk a  W o rld ’s  E xposition— 
S um m er 1909. F o r  bu sin ess  location  on 
g round  floor, ad d re ss  w ith  s tam p , Box
1467, Sea ttle , W ash ._______________  296

F o r  S a le -D ru g  stock , b e s t open ing  in 
s ta te . W ill a ccep t 10 p e r  cen t, less  
th a n  cash  w holesale  p rice. Invoices 
ab o u t $3,000. T ow n 2,000. A ddress No.
301, S yracuse, Ind.__________________ 295

F o r Sale—An u p -to -d a te  s to ck  g en era l 
m erchand ise , s tr ic tly  c ash  tra d e . Lo- 
F8,4« ,  >.n one th e  b e s t fa rm e r tow ns 
In M ichigan. Invo ices $8,000. C an be 
reduced C ash only. A ddress No. 294, 
c a re  M ichigan T rad esm an . 294



YO U  OUGHT TO KNOW  that all Cocca made by the Dutch method is 
treated with a strong alkali to make it darker in color, and more soluble 
(temporarily) in water and to give it a soapy character. But the free alkali 
is not good for the stomach. Lowney’s Cocoa is simply ground to the 
fineness of flour without treatment and has the natural delicious flavor of 
the choicest cocoa beans unimpaired. It is wholesome and strengthening. 
The same is true of Lowney’s Premium Chocolate for cooking.

The WALTER M. LOWNEY COMPANY, 447 Commercial St., Boston, Mass.

75%

Dividends
And yet you hesitate, saying— “Go thy way, and when 
I have a more convenient season I will call on thee.” 

But you never call, simply go on paying $100 
to $200 per year to light your store when $20 to $25 
will do it.

Can you make money easier? Will you continue to 
sleep or will you, for a saving of 75 per cent., take the 
trouble to ask us how it is done and how much of an 
investment it will require to earn this wonderful

dividend?

A  card will bring the 
answer.

ID E A L

L IG H T  &  F U E L  C O .

Reed City, Mich.

Here’s a Dandy 
Narrow Frame Case

It’s our No. 463.

It’s specially made to fill the demand 
for a narrow frame case, and if it’s a 
narrow frame case you want— get this 
one. You won’t be disappointed.

This case differs from many of the so- 
called narrow frame cases because the 
top frame and corner posts are actually 
narrow, the top frame being only 1 
inch in width at the front and ends 
of the case.

Another point: This case is a

t m i. Q a s e  w it h  a  C o n s c ie n c e

Our cases are proving so popular and 
have so many imitators that we have 
determined to give them a distinctive 
name— a trade mark that will protect 
both you and us.

Mark it down. When you try a Wil- 
marth case with a conscience you 
have something good, reliable, long 
lasting. 1,500 cases, all styles, con
stantly on hand for immediate ship
ment. If you haven’t our catalog it’s 
time you had it. Write today.

Grand Rapids Fixtures Co.
936 Jefferson Ave. Grand Rapids, Mich.



Sales 
Bigger 
Every 
Year

And the Moral of it is: “ Because the 
coffee is A L L  RIGHT.’ ’ It must be a 
mighty satisfaction for a manufacturer to 
be able to honestly and truthfully draw 
such a moral from existing conditions of 
prosperity as do our friends, Dwinell- 
Wright Co., of Boston and Chicago. 
Let the good work go on ad infinitum, 
and may the few dealers who are not now 
selling “ White House’ ’ Coffee- come 
right into the fold of companionship with 
this superb blend which makes “ easy 
money’ ’ far the thousands of grocers 
handling it.

Distributed at Wholesale by

Judson Grocer Company
Grand Rapids, Micb.

Imitation Is An Acknowledgment 
Of The Superiority Of The 

Article Imitated
The M cCASKEY REGISTER COM PANY is the pioneer in 
the account Register business.

The M cCASKEY REGISTER total forwarding system is ac
knowledged by expert accountants, auditors and up-to-date 
merchants in all lines of business as being the most complete- 
method of handling accounts ever devised.

The success of the M cCASKEY SYSTEM has led others to 
place imitations on the market which they (like the quack doctor) 
will say are as good as the M cCASKEY.

Don’t be deceived. Imitations are often infringements. 
Infringements are often very expensive.

Get the original M cCASKEY REGISTER SYSTEM and you 
get the best there is in simplified credit accounting systems.

For further information drop a postal card to

THE McCASKEY REGISTER CO.
A ll i a n c e ,  O h io

Mfrs. of the Famous Multiplex, Duplicate and Triplicate Pads, 
also the different styles of Single Carbon Pads.

Grand Rapids Office, 41 No. Ionia St.
Agencies in all Principal Cities

A Medium Sized Rat
And a Small Box of Matches

can cause you a lot of trouble. Suppose your store 
should burn to-night and your books containing

$5,000 Worth of Accounts
be destroyed. You say, “ Oh, I could get my books 
out rll right.” Perhaps so. Plenty of other people under 
the same circumstances have failed to do so, however.

W hat You Need Is a 
Good Safe

Don’t delay, Mr. Business Man. We need you.
You need us because we can furnish you with the safe you need and save you money.

Grand Rapids Safe Co. T r a d e s m a n  B u i l d i n g

Grand Rapids, Mich.


