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DO the very best | know how—the very best | can; and | mean to keep doing so to
the end. If the end brings me out right, what is said against me won’t amount to
anything. If the end brings me out wrong, ten angels swearing 1 was right would make
no difference.
Abraham Lincoln



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 forrs.

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 lasses for property owners whether holders of contracts or not,

for reasonable fee. )
Our business is to save you Time, Worry and Money.
For information, write, wire or phone

Policyholders Service & Adjustment Co.
1229-31-32 Majestic Building, Detroit, Michigan
Beil Phone Main 2598

On account of the Pure Food Law
there is a greater demand than
ever for jt o jt jk o jk

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-
qguirements of the Pure Food Laws

of every State in the Union, j* o*

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.

Every Cake

of FLEISCHMANN’S

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

patrons.

The Fleischmann Co.,

of Michigan
Detroit Office, ill W. Lamed St., Grand Rapids Office, 2Crescent Ay.

Simple
Account File

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

Charge goods, when purchased, directly on file, then your customer’s
bill is always
ready for him,
and can be
found quickly,
on account of
the special in-
dex. This saves
you looking
over severa
leaves of a day
book if not
posted, when a custormer comes in to pay an account and you are busy
waitihg on a prospective buyer. Write for quotations.

TRADESMAN COMPANY, Grand Rapids

Snow Boy keeps noving out-Profits kegpcoming in

Start your Snow Boy sales a'moving
The way theygrow will makeyourfriendssit upand take notice

Ask your jobbers

Lautz. Bros.51 Co.
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MERCHANTS AS CITIZENS.

Civic loyalty, civic pride and civic
activity—in other words, civic right-
eousness,—is ithe very best aisset
any business man in any community
can pOoSSess.

Wherever such righteousness dom-
inates the population of a communi-
ty that community is pre-eminently

prosperous, active, peaceful and
happy.
And wherever indifference to the

public welfare prevails that commu-
nity is restless, pessimistic and un-
healthy.

In the development of civic right-
eousness the public schools and high
schools are doing much and the
churches are doing much. It is from
these sources chiefly that the elevat-
ing factor receives its best impetus.

The weakness in this respect is
greatest in the rank and file of the
active and retired members of each
business community. The demands
of business are so voluminous and
so exacting that altruism is looked
upon as a joke, politics is conitemplat-
ed as a nuisance and public spirit is
accepted as a dream.

The average retail merchant in
any community can be of pre-eminent
value in the betterment of affairs in
any municipality, whether it be small
or large. And in the individual ef-
fort to promote such an improvement
donations of money or materials do
not constitute the chief force to be
exercised.

It is the bounden, sensible duty of
every retail merchant, wherever he
may be located, to so systematize his
duties and so control his resources
that he may have time to give indi-
vidual influence and effort in behalf
of the public welfare.

He must get away from his boxes,
barrels, counters and show-cases, his
desk and safe and books of account
sufficiently to keep himself accurate-
ly and fairly informed as to condi-
tions in his town, and he must go
at this work not in a spirit of captious
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criticism, not as a mere pessimist
not as a self-seeking reformer.

If possible to do so, he must elim
inate entirely the sentiment of parti
san politics and go into the cam
paign with faith that all of his fel
low citizens are his equals in hon
esty and his coworkers toward better
conditions.

This is not easy.

It is difficult to put aside selfish
ness entirely; but if, in a spirit of
fair mindedness, one can modify his
selfishness it is possible to achieve
wonderful results that shall be last
fng, and not the least of these is the
setting up of an example which shall
inspire your neighbors to do like
wise.

Do not fear taking the initiative
and, taking it, d& not expect to see
tangible results instantly.

Good things are not of spontane-
ous growth except in the case of
mushrooms, and these to be of value
must be quickly utilized.

And so, Mr. Merchant, get into
local affairs, not as a partisan but
as a high grade citizen, with faith in
and love for your town. Attend pri-
maries, do what you can for the best
men as candidates for office. When a
public enterprise of any kind is pro-
posed inform yourself thoroughly on
the proposition. Look at it broadly
and not from the narrow, individual
and usually selfish sidle. If after
such a fair and honest review you
can not support it the chances are it
is not worth your supporting.

If, on the other hand, you are in-
different or a bigot you are, uncon-
sciously perhaps, contributing seri-
ously toward the decadence of your
town and the injury of your indi-
vidual interests.

THE PASSION FOR PELF.

The passion for pelf, the struggle
to acquire material wealth, and that
by the quickest possible means, has
become the master vice of the pres-
ent age.

If men were only striving for the
means to place and maintain their
unifies in ease and comfort that goal
would soon be reached by honest in-
dustry and intelligent application to
business. But we have come to an
age in this great country of ours
where pelf is the greatest power in
our rtach, and where on its possession
rests social rank, the only aristrocra-
cy that is attainable to Americans.
No matter what may be a man’'s
origin, no matter what the degree of
h® learning and culture, or the lack
of it, let him become the possessor
of a sufficient number of millions and
he may associate with the foreign
titled classes and marry his daughters
to individuals of these classes.
The American multimillionaire is de-
barred from becoming a lord by mar

riage, and that is a great blow to his
social ambition, but his money will
give him something that otherwise
would be impossible to him.

It seem® contemptible beyond
measure that the free citizens of this
great republic should have become
so money mad that not a few will do
anything to get it, and the grief of it
all is that this despicable passion will
drive the most trusted citizens to
crime and to the destruction of all in
life that should be properly dear to
them.

The man whose goal in life is the
attainment of wealth no longer gives
the least regard to honest and unre-
mitting industry. He dream® only
of acquiring riches by bold and des-
perate means, and if he occupies a
position of honor and truslt when he
reaches a resolve to get rich, and get
it quick, he does not hesitate to be-
ray every trust in bis hands, hoping
that when he shall attain his object
he will make good all the false moves
by which he got there.

But how seldom does he reach the
grand goal for which he strives. He
sees opening before him a great gulf
of crime and disgrace which he can
ot bridge over, and he fal® into it
and is lost so far as honor and faith
can follow him. Love which follows
the beloved object into the tomb es-
ays in vain to find any light of hope
in the cell of the criminal. It is this
that makes the crime all the blacker.

THE BUSINESS OUTLOOK.

According to accounts from all
parts of the country business is stead-
ily improving. While this improve-
ment is the natural recovery from the
recent depression which followed the
panic of two years ago, it is also
based largely on the fine crop pros-
pects and the certainty which every-
body feels that the coming fall and
winter will witness the complete res-
toration of the activity that prevail-
ed prior to the financial flurry.

According to the government re-
ports the country is soon to harvesit
the greatest corn crop in its history.
In all probability the yield will reach
the 3,000,000,000-bushel mark for the
first time. This increased production
has been influenced to some extent
by the good prices of corn which
have prevailed, but in a large meas-
ure also by the increasing demand for
com and the reliability of the crop.
A big corn crop means also a liberal
production of meat, as the supply of
hogs and cattle generally bears a
reasonable proportion to the supply
of corn.

While the wheat crop will not pass
previous records, it promises to be as
large as last year, if not larger, and
probably the third in size on record.
Considering the high prices that have
long prevailed for wheat, and which

are likely to prevail for some time,
the American wheat farmer clearly
has a most encouraging outlook
ahead. Of the less important of the
grain crops good yields generally are
expected.

The South will likely harvesit fine
crops of sugar and rice this season,
as well as a good yield of corn. The
cotton yield will be cut down owing
to the boll weevil's ravages, but as
that had been expected, and in a
measure provided against by the di-
version of land to other crops, there
is every reason to look forward to
the harvest season with cheerful an-
ticipations.

Good crop's always insure active
business, hence, as the crop outlook
s so good, there is every reason to
expect active trading during the com-

i fall and winter. The sale of the
crops makes money plentiful through
the country tributary to the distribut
ing markets. All branches of busi-
ness feel the stimulating influence of
"iberal crops sold at paying prices.

THE HOME LETTERS.

Old Home Week” will soon be
here. Are you planning to celebrate
it in the fullest spirit of the day? But
whether you are or not, have you obT
served the spirit which should ac-
company this turning back home an-
nually by showing your interest
through the year?

In the rush of business we are apt
to put aside the old ties, to forget
that the folks at home have less to
think about than we. The parents
may not be able to write interesting
letters, may, in their secluded life,
have little of importance to note; but
do not for a moment think that they
are not eager for every bit of news
connected with an absent child. His
interests are theirs; his friends they
would like to have for their friends,
even although their faces ar™ un-
familiar.

Make it a part of your business to
write to them at least once a week.
Tell them about your work, your
sucesses and your failures, if circum-
stances render it prudent. They will
be interested in your plans. Aim to
make them worthy of their teaching.
The weekly communion will serve as
an inspiration to you, spurring on to
such results as would please them.

Tell them of your surroundings.
The scenery, the amusements, the im-
provements or philanthropy in which
you are interested. They may not
fully comprehend the business which
you control. Speculation in stocks
may be an enigma, but that you re-
member them is the main point.
There is nothing sadder than to raise
a child and then feel left alone in old
age. If your business means separa-
tion, there can still be a union of
kind thoughts.



TO TRAIN EMPLOYERS.

Nelson Is Thinking of Establishing
Such a School.
Written for the Tradesman.

Nelson was well dressed and wore
a diamond scarf pin and a gold watch
which had been presented him by his
employes on Christmas. He was, to
make it short, as prosperous lo iking
a man as one would be apt to meet in
a city park on a summer evening, but
he was flat broke and far from home.
He was not insolvent, understand.
He was just broke.

He had not eaten since noon, and
the park bench where he sat looked

to him like his furnished room for
the night. He had come to town to
buy goods and had unconsciously

contributed all his wealth to a pick-
pocket. As soon as he discovered his
loss, he had hastened to banks and
business houses where he was known
only to find them closed for the day.
He then sought a telegraph office and
attempted to send a message collec*,
but had been received with scornful
glances by the self-sufficient clerk.

Now, if Nelson had been wise to
the methods of the under world he
would have soaked his diamond scarf
pin and gone about his business with
a night at a theatre and a supper
after that. But Nelson had lived a
protected life, and was about as wise
to the correct thing to do in such an
emergency as a child would have
been. He learned something concern-
ing the initiative needed by the busted
man before morning.

When he sat down on the bench in
Stuyvesant park, on Second avenue,
half a dollar looked to him larger
than the Flatiron building. If he had
that much wealth he could send a
message home and have money for-
warded by wire. But, as has been
stated, he hadn't a cent, and so sat
down on the bench to wait for morn-
ing, when the business offices and
banks where he was known would
open for the trade of the day.

While he sat there thinking what
he would do to some table d' hote
bill of fare at 9:30 a. m. the next day,
he recollected that it was Saturday.
While he groaned inwardly over this
remembrance, a policeman came
along swinging a wicked looking club
and said that if Nelson didn't take a
hike for himself he'd be given a ride
in the hurry up wagon.

“l guess,” said Nelson to the police-
man, “you don’t know who | am. My
name is Nelson, and I'm—"

“Your name,” said the policeman,
who was no respecter of nicely-
groomed men who loitered on park
benches after nightfall, “will be Mudd
in about t’ree minutes if you give me
any guff! Beat it!”

Nelson didn't know what “beat it”
meant, but he took it for granted that
he would better not quarrel with the
man with a night stick and a hurry
up wagon at his back and call, so he
took a course due east toward the
East River, and sat down on another
bench, where he found a tall young
man trying to make himself look like
child’s size under the shade of the
trees. The electric lights were bright
in Stuyvesant park that night, and the
territory under the trees looked like
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black spots on a white tennis court.
The tall young man unfolded several
lengths, when Nelson sat down, and
hitched over.

“When you come here nights,” he
said, “you want to keep off Buck’s
beat, and you never want to talk back
to him. Wonder you didn’t get pinch-
ed.”

“l want you to understand,” began
Nelson, then he turned to see that he
was talking to the park bench and a
deep shadow.

The tall young man who had beer,
imitating a boy’s size was loitering off
down the walk, and the policeman
who had stuck his chin out at Nelson
was swinging along toward his bench.
Nelson was beginning to grasp the
fact that the flatty was IT right there,
and so he followed the example of
his late audience.

The policeman glared at the mer-
chant as he passed him, but made no
remarks. When Nelson turned back
toward the bench he saw that the tall
young man was again in his corner.
He stepped up to him and smred
benevolently, for Nelson had a sense
of humor tucked away somewhere
under his expansive waistcoat.

“When you came here nights,”
said the tall young man, “you want
to keep watch for the flatties and
move on when you see them coming.
They will permit a fellow to hike
about here all night, but they won't
stand for his sleeping.”

“l see,” said Nelson, sitting down
by the side of the tall young man.
“l presume the policemen have a
stand-in with the hotels. If | went
to sleep here I might beat some hotel
out of a dollar.”

“Huh!” said the other, disgusted at
the notion of spending a whole dol-
lar for a night's sleep.

Nelson had two cigars in his waist-
coat pocket, and he lit one and gave
the other to his instructor in the
ways of park policemen.

“That's the ticket,” said the pro-
fessor of park ethics, striking a
match. “They will let us stop here as
long as these cigars burn. Cigars look
prosperous. Let 'em burn slowly.”

“l guess,” said Nelson, “that you
have been here before.”

“I've worn holes in every bench in
this park,” replied the tall young man.
“I've been here on the hummer for a
month. If | ever catch up all the
sleep | haven't had in this place, the
seven sleepers will lose their record.”

Nelson leaned over to get a better
look at the tall young man. There
was something in his voice and his
manner of expression which seemed
familiar. It came to him that he had
somewhere encountered this derelict
before.

“Why don't you go to work?” he
asked.

“l might ask the same thing of
you,” replied the tall young man, nor
knowing that he was addressing the
man who was the whole thing in a

country town, “but that would be
coarse. To tell you the truth, I
don't think I'll ever get another job.

When you see me by daylight, you'll
suspect me of being the raggedest
man in trampdom.”

“What do you work at?” asked
Nelson.

“I’'m a shoe salesman,” was the re-
ply. “l had a job up here in a little
town with an old stiff named Nelson.
He was the limit. If | ever get a
look at the library reciting what coun-
try merchants don't know, I'll look
for his name on the title page. He
said that if 1'd go up and work for
him he’d fix me up all right. He did.
I'm fixed up all right to-night, ain't
1?7

Nelson’s first impulse was to nake
himself known and defend his knowl-
edge of the shoe business. He knew
now why the fellow had seemed
familiar to him. He had discharged
him a month before for various rea-
sons: First, he was not a good mixer.
He failed to make acquaintance in the
town, and so bring the gilded youth
into the store to buy shoes. Second,
he was not dressy enough. He look-
ed cheap when he went out on the
street. Third, he was only poli'e.
never cordial, with customers. Fourth
he insisted on living in a cheap board-
ing house. Fifth, he insisted on hav-
ing his salary boosted. Nelson re-
mained silent and let the tall young
man go on with his talk:

“l goes up to Pumpkin/ills to
work for this man Nelson.” he con-
tinued, “when I've been snoozing on
park benches and living on air. He
gives me $6 a week. | takes it be-
cause there’s nothing doing anywhere
else. When | gets up there he wants
me to lead the Four Hundred of the
town.  Expects me to blossom out
as a sort of Ward McAllister. |
haven't got the price, and so have to
take my meals with a kind old lady
who extracts $4 of my $6 for a bed
and three square meals a day. My
other $2 don't go very far toward
furnishing ready capital with which
to build up his trade, especially as
I've got all my good clothes in hock
down here at lIsaac Sweitzemeyer's,
on the Bowery.”

Nelson coughed and pulled vicious-
ly at his cigar.

“Don’t burn it so fast,” advised the
tall young man. “The policeman will
fire us when these weeds go out. Nel-
son advertised me as the only thing
in shoe salesmanship, right from the
metropolis,” he continued, “and the
young loidies of the burg come to the
store to get pointers on the latest in
male attire. You leave it to a young
loidy in a country town to discrimin-
ate between the heir to a great wealth
and the cheap skate with his other
shirt in hock! They gets me right,
and I'm the talk of the town. | feels
the shafts of scorn they hurl at me,
and consequently walk the back
streets when the boss expects I'm
holding an audience spellbound at the
corner cigar store. Then | asks for
more money, and the geezer fires me.
What?”

The policeman was coming again,
and the tall young man smoked im-
pudently in his direction. Nelson
thrust his thumb’s into the armholes
of his waistcoat and tried to look like
he had an automobile waiting around
the corner. The cop passed on. The
merchant was doing quite a lot of
thinking just then.
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“Yes, sir,” continued the tall young
man, “when | don't set the pace in
wardrobe on $6 per, this geezer gives
me the run. Say,” he added, bending
over to Nelson, “I think you’'re the
man I've been talking about. Pardon!
| didn't know! Anyway, | wasn't ex-
pecting to see you here. Why didn’t
you bluff that cop when he butted
in?’

“Why,” replied Nelson,
fact is—you see, I'm—"

“Oh,” said the tall young man.
“You're busted! Well!l Well! Look
here,” he added, after Nelson had ex-
plained, “you've got a spark on your
scarf. What you doing with a dia-
mond, and money coming from home,
and being chased off by a sparrow
cop? You know about as much of
life as you do about the shoe busi-
ness.”

“Why,” replied Nelson, “l can’t
sleep on the diamond, like it was a
folding bed, nor eat on it, can 1? If
you'll show me a way out of this,
I'll give you your job back and stake
you to a wardrobe that will make the
girls sit up and take notice.”

The tall young man sat back on
the park bench and laughed so loudly
that the cop came up and ordered him
off the bench.

“Come on,” he said to Nelson, then,
“I'lll show you! I've got a friend
down .here that will give us $0 on
that spark. Do | begin work to-night,
with board wages? | know of a little
eat shop down here—"

“A little eat shop!” roared Nelson.
“Take me to a place where the wait-
ers wear evening dress, where | can
get a porterhouse steak as big as a
ham! Now, can you tell me why |
didn’t think of that before?”

“Sure!” was the reply. “You have
a bad eye for values! You didn't
know what the" spark could do for
you, and you didn’t know that a first-
class shoe salesman might be in need
of salary enough to dress decently.”

“Well,” sparred Nelson, “a mer-
chant must keep enough of his re-
ceipts to meet his bills, mustn't he?
He can't pay out all his money to
clerks.”

“Cut it out!” cried the tall young
man. “Here’s lkey’s place. Throw
back your shoulders when you go in.
Flash your gold watch while he is
looking at your diamond. Don’t seem
anxious. Is that a K. P. charm on
the chain? Flash that, also. In about
ten minutes I'll give you an imitation
of a man sharing that porterhouse
with you.”

“And in about two days,” said Nel-
son, “I'll be giving you a mighty
good salary, if you keep your bloom-
ing mouth shut about this night.”

“Oh, I'll do that,” replied the tall
young man. “Glad you came along.”

And they both kept their word,
only the clerk got most of the steak
and Nelson got the laugh when he
wanted to pay less than $15 a week.

Alfred B. Tozer.

“I'm—the

You can usually tell where a man’s
scruples will break out when he car-
ries his conscience in his pocket.

Some have a hard time picking out
a car to Heaven because the lower
berths seem all to be taken.
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REAL VACATIONS.

Novel Plan Adopted By a Far-See-
ing Employer.

Old Maikem sat scowling in his ex-
clusive lair in the great Ararat office
building one Monday morning dur-
ing the apex of the heated term.
Suddenly he jabbed a button. He
snarled a few words to the brisk sec-
retary who responded. In half a min-
ute the chief clerk, Mr. Ploddon,
crept into the sanctum.

‘ Be seated, Mr. Ploddon,” snapped
out Maikem.

The chief clerk sought tihe edge of
the least pretentious chair.

“Now, see here, Mr. Ploddon,” said
the boss, “lI have noticed a sudden
letting down in the efforts of your
force in the last two weeks. A de-
cline happens every year at this time,
and may be attributed partially to the
hot weather. But the drag this sum-
mer is greater than ever. Come,
yvf?at's the matter—or can’t you trace
it?”

“The clerks seem played out after
their vacations,”, ventured Ploddon.
“They came back tired and it takes
them several days to get rest-
ed up. And while they are doing
that | hardly think that they—er—
that they are entirely at their best.”

“Sounds well,” grunted the boss.
“All right, Mr. Ploddon, | see that
you have observed the trouble among
those in your charge, and | believe
your explanation sums it up. That is

all, Mr. Ploddon.”
The chief clerk fairly slid for the
door. After he had whisked from

view, Maikem lighted a and

pondered deeply.

That same noon che boss broke his
usual routine by avoiding the circle
of business heavyweights at his fav-
orite restaurant. He secured a table
in a rear corner of a quick lunch
adjoining the Ararat. This was the
place largely patronized by the cleri-
cal battalion of Maikem, Sellum,
Inc. He arrived there ten minutes
before the sounding of the escape
signal for his employes. Through
the courtesy of the manager of the
lunchroom he had a screen . drawn
around his particular nook, shutting
his well clad bulk from general view.

Only a short time elapsed before

cigar

his expectations were satisfied. A
group of five youthful clerks from
Maikem, Sellum, Inc., hurried into

the busy place. They were assigned
to a table just outside the screened
position of the old man. This situa-
tion also had been arranged between
the boss and the obliging manager.

Two of the jaunty five had just re-
turned from their vacations. Both
were tanned, their faces, necks, hands
and forearms being of the popular
Indian hue. But in their eyes there
was nothing of rural freshness, and
they sank into their chairs with lan-
guor. The three others, whiter skin-
ned, flopped down more briskly. They
were eager to hear a promised story
of vacation adventure.

“Gee, fellows, | don't know wheth-
er | ought to eat to-day,” remarked
one of the vacation veterans. “I’ll
have to exist on water and crackers
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the rest of the week unless I make
a touch before pay day.”

“Why, are you broke, Jimmy?” en-
quired a stay-at-home.

“Broke!” exclaimed Jimmy. “lI am
down to cases all right. | tell you
what, making a fourflush to a swell
girl at a summer resort and Trilby-
izing her to believe that you are a
millionaire’s little Willie flushes a
guy’s purse and takes the lining with
it.”

“Right you are, old scout,” support-
ed the other recent vacationist. “Say,
if places on the boulevard were sell-
ing at 3 cents apiece | wouldn’t be
able to buy a photograph of a key-
hole.”

“Where did you two hike to spend
all your week-in-advance?” demanded
a pale companion. “Where was this
combination Newport and Monte
Carlo?”

“Did you ever hear of the Musky
Lake Hotel?” said Jimmy. “Why, it's
the place where all the class are go-
ing this summer. Of course, it costs
pretty steep and there’s a lot of high
toned college stews hanging out there
who set a high pace. But it’s worth
the price, ain’t it, Cal.?”

“Easy,” affirmed Cal. “Let me slip
ic to you straight, fellows, you turn a
hinge for the old Musky Lake, even
i you have to make a loan at com-
pound interest. Ee-yah, but | wish |
was asleep right now!”

“Gee, fellows,” interrupted one of
the auricular three in the midst of
one of Jimmy’s thrillers, “it’s about
time we blew for the office. We're
five minutes late now, and old Plod-
don is getting sarcastic to-day.”

“Oh, | hate to get up and recurn
to that blanked grind,” asserted Cal.,
rubbing his eyes sleepily. “But, say,
fellows, | want you to be sure to
take in the Musky Lake Hotel when
your vacation comes. I'll write a
letter to the manager. He's a fine
old scout.”

“Sure, the Musky Lake for
cried the others. Then they
hurriedly to the cash register.

Shortly after their departure the
eaves-dropping boss crept from be-
hind the screen. He left the place
with an angry tread and his furrow-
ed brow betokened some dire pur-
pose.

Two days after this educative lunch-
eon Maikem created a sensation
among his ledger crew. Just as they
were about to depart for home an
office boy circulated among the men
1 mployes and distributed carbon cop-
ies of a general commumcatiom. The
surprised toilers read as follows:

“To my office force:

“It has come to my notice that
the young men of this office are not
spending their vacation periods to
best advantage. The dissipations and
gayeties they indulge in unfit them
for proper service on their return,
thus defeating the purpose of the
firm’s generosity. | am the possessor
of a camping ground up in the Wis-
consin woods. It is away from the
inducements of the average summer
hotel, but offers splendid opportuni-
ties for beneficial roughing. 1 am go-
ing to offer the use of nty camp as
well as all equipment and hunting
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and fishing appurtenances to
employes who care to enjoy their va-
cations in that way. Further partic-
ulars will be furnished to those who
sign on the blank line at the bottom
of the sheet. Only those who have not
already enjoyed their vacations are
eligible to this offer.
G. W. Maikem.”

‘Well, what dye know
among the force of Maikem, Sellum,
Inc.

Inquisitive for particulars every
man signed. The next afternoon,
when the time for departure had pass-
ed, Maikem addressed a select assem-
blage of would-be vacationers:

“I'm tired of these Willie boy
summer vacations which seem to be
the rule here,” he proclaimed. “Of
course, it's none of my business just
how you put in your time away from
the office, but when it has an effect
on the output of work, | have reason
to step in. You young fellows go
to one of these average summer ho-
tels and think that you have been
benefited because you come back
with a deep tan. But behind that
tan are sleepy eyelids and benumbed
brains.

“Now, if you want to get out in-
to the real woods with little expense
to yourselves, where you won’'t have
to go in debt for swell clothes, and
where you can forget the sight of a
white collar for two weeks, just lei
me know it. I'm going to send some
of the factory gang up there, too, but
it won't hurt you a bit to rough ic
like a pioneer, and there will be real
beds and a phonograph. But, if you
want ‘swell dames’ and seltzer bot-
tles and all night dances, you had
better not accept. How does it strike
you?”

“Fine!” was the amalgamated
joinder.

They all signed up to meet the sin-
gle life with one exception. That was
a sturdy youth who belonged to a
national guard regiment, the annual
encampment of which offered little
opportunity for mollycoddle leisure.

On the week following the experi-
ment began. Three clerks departed
from the office and the city, wearing
old clothes and carrying only enough
white collars to withstand the cinder
ordeal en route. When their two
weeks were over they returned—with
a day to spare—in order that they
might be properly rested for Monday
morning.

Maikem made an official inspection
of the foremost vacationers after
their return.

“Look like they were hungry for
noontime already,” he chuckled, as
he surveyed their full countenances
and clear eyes. He was even chum-
my when Mr. Ploddon came in for
his morning dose of terror.

As for Cal. and Jimmy and a few
others who had enjoyed their out-
ings before the new order of things,
they eyed the venture skeptically.

“l prefer to be a gentleman dur-
ing my leisure moments,” said Cal.
to Jimmy when they heard the simple
life recital of the campers.

“Same here,”  remarked Jimmy.
“Give me the broad shaded veranda

re-

about |
that?” was the prevailing exclamation saig Jimmy.
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those among people of my own class rath-

er than the smoky shack and the
roughneck bunch in the backwoods.”
They felt justified in being real
haughty about it.
“Say, Jimmy,”

mused Cal., one

jday in a quiet moment at luncheon,

“1 wonder if Maikem'’s offer will hold

good again next summer?”

“l see no reason why it shouldn’t,”
Eugene E. Morgan.

Bait.

Many are called but most of them
turn over and go to sleep again.

The most dangerous ailment known
to mankind is the swelled head.

The fellow who thinks that his job
is unimportant usually gets just that
kind.

The fellow who belittles the suc-
cesses of others will never have any
of his own.

Necessity is the mother of inven-
tion; that is what makes beggars’
pleas so ingenious.

It is all right to set a thief to catch
a thief if you don’'t want to see either
of them again.

Man’s greatest enemy is his fear
of himself. It is all that separates
him from Heaven.

Heredity may cover the facts in
the case, but no gentleman ever in-
vokes it as an excuse.

Rules are made for people who can
not think and they are the only ones
who kick against them.—Silent Part-
ner.

Look within for happiness; troubles
wilt come without being looked for.

GRAND RAPIDS
BRUSH CO.

1 Manufacturers for 1
8 Wholesale Trade of 9

\ Solid Back 9

Hair, Cloth and
Toilet Brushes

and

Leather Back

Horse Brushes

GRAND RAPIDS BRUSH CO.
Grand Rapids

Faultless Malleable Ranges have the FIVE
ESSENTIALS: Design, Finish. Materials.
Workmanship and Durability. Write for new
catalog. “Range Reasons.”

Faeltlesi Mall. Iroa Raafe Co. St. Charles, Illiooia



Movements of Merchants.

Stanton—Jas. Stannard has opened
a bakery here.

Hopkins—A meat market has been
opened by McKinnon Bros.

Whittemore— Frank Horton has
sold his stock of groceries to James
Sparling.

Bloomingdale—Clark & Beach suc-
ceed C. W. Beach in the general store
business.

Shelby—Wylie Bros., fruit grow-
ers, are erecting a new warehouse
35x75 feet in dimensions.

Jackson — Michael Schaber will
soon open a fish and oyster market
on South Jackson street.

Three Oaks—C. Riker, formerly of
Wyocena, WLs., has purchased the
grocery stock of G. A. Parren.

Onaway— Geo. Zuldch is to be suc-
ceeded in the confectionery business
by Mrs. K J. Starks, of Gaylord.

Battle Creek—A wholesale novelty
store has been opened at 93 West
Main street by Martin, Hunt & Mar-
tin.

Detroit— Smith & Knox have open-
ed a new confectionery and cigar
and tobacco store at 2334 Woodward
avenue.

Langston—E. H. Simmons is suc-
ceeded in the general merchandise
business by Mr. Leenon, of Lake
Odessa.

Mancelona—Dalrymple Sisters have
discontinued the millinery business
here and will remove to Grand
Rapids.

Sparta—The harness stock and
tools of George Cooley will be sold
at auction, having been seized on a
chattel mortgage.

Traverse City—The clothing firm
of Kubeck & Hoyt has been dissolved.
The business will now be conducted
by Frank Kubeck.

Traverse City — George Gilbert,
formerly engaged in the tailoring
business at Elk Rapids, has removed
his stock to this place.

Parks—Albert Parks has purchas-
ed the general stock of J. A. Hart-
man, who contemplates taking up his
residence in the West.

Charlotte— A harness shop has
been opened here by W. H. Cook,
formerly engaged in the same line of
business in Eaton Rapids.

Big Rapids—S. S. Evans, of Mill-
brook, is removing his stock of goods
to this place, where he will conduct
business on North State street.

Albion'—P. B. Oakley and Mr. Fah-
rion, formerly with the Geo. Worth-
ington Co., of Cleveland, Ohio, have
purchased the stock of the Granger
Hardware Co. Mr. Granger retires
from trade on account of poor

health.
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Kalamazoo — The United Cigar
Stores Co. is making preparations to
open a store at 115 East Main street
and will soon be ready for business.

Elk Rapids—L. J. Bosley has sold
his retail stock of cigars and fixtures
to M. E. Butts and will devote his
time to the manufacturing business.

Shelby—Jerry Mikesell & Co. have
installed machinery in their factory
for the purpose of cutting off the
stem and blow ends of gooseberries.

Muskegon—The Edwards Lumber
Co. has been incorporated with an
authorized capital stock of $12,000, all
of which has been subscribed and paid
in in cash.

Boyne City—J. D. Parrish, former-
ly engaged m the grocery business
here, has purchased the grocery stock
of J. D. Garr & Co., and will con-
tinue the business.

Hastings—Fred Barnaby is suc-
ceeded in the restaurant business by
Wall Barnaby and Wall Sweet, who
will also carry a line of fruits and
cigars and tobacco.

South Boardman—Walter Emerson
has purchased the interest of his
partner, Earl Hastings, in the Hast-
ings & Emerson Manufacturing Co.,
which made canvas gloves.

Manton—L. E. Thompson has pur-
chased an interest in the general
stock of J. W. Hubbell. The busi-
ness will now be conducted under the
style of Hubbell & Thompson.

Thompsonville"E. B. Wareham &
Son, hardware dealers, have purchas-
ed from G. W. Sharp the two lots
and a brick building on the corner of
First street and Thompson avenue.

Alma—F. A. Bennett will soon oc-
cupy the building which he has been
remodeling and fitting up for a bak-
ery and hopes to be able to remove
from his present stand about July 24.

Ontonagon— Charles E. Hecox is
installing a stock of hardware, stoves
and tinware in the store which he has
leased here. He was formerly engag-
ed in the same line of trade at Sher-
man.

Bloomingdale—The firm of Ham-
mon & Davis succeeds Ferman &
Davis in the grocery business, Jas.
Rammon  having purchased the in-
teret of Lester Ferman in the old
firm.

Lansing—The store of the Don-
sereaux Dry Goods Co. has been clos-
ed, due to the fact that no suitable
person has been found to take the
management of the business since the
death of A. M. Donsereaux, and it
has been decided to close the busi-
ness through the hands of a re-
ceiver. The value of the stock is es-
timated at $65,000, the indebtedness
at about $20,000.

Detroit—The W. A. C. Miller Co.
has been incorporated to engage in
the lumber business, with an author-
ized. capital stock of $60,000, all of
which has been subscribed and paid
in in property.

Howard City—The produce firm of
Cook & Collins has been dissolved,
Arie M. Cook having purchased the
interest of his partner, J. A. Collins,
who retires from business on account
of failing health.

Ontonagon — A corporation has
been formed under the style of the
Louks Lumber Co. with an author-
ized capital stock of $10,000, of which
$5,400 has been subscribed, $1,000 be-
ing paid in in cash.

Detroit—A corporation has been
formed under the style of the W. J.
Henry Produce Co., which has an
authorized capital stock of $50,000, of
which $25,000 has been subscribed and
$5,000 paid in in cash.

Copemish—B. Wepman has sold
his dry goods and clothing stock to
Morris Bros., who will dispose of as
much of the stock as possible and
divide the remainder between their
Fife Lake and Honor stores.

Vernon—De Hart Bros, have pur-
chased the grocery and drug stock
of A. E. Holmes, who has conduct-
ed a store at this place for the past
thirty years and who retires from
trade on account of poor health.

Detroit—Peter Smith & Sons, gro-
cers at 24 Gratiot avenue, have pur-
chased a brick building, 90 by 150
feet in dimensions and five stories
high, at 128 West Larned street,
which they hope will be altered to
suit their purposes by October 1.

Climax—A. S. Lee has traded his
drug stock to Wm. A. Dunlap for a
farm near Battle Creek. Mr. Dunlap
has already come here from Battle
Creek to continue the business. Mr.
Lee has been engaged in the drug
business for about nineteen years.

Pontiac—R. F. Monroe has pur-
chased the four-story brick factory
building formerly occupied by the
National Body & Box Co., in which
he contemplates opening an automo-
bile body factory. Mr. Monroe is
now interested in the Monroe Body
Co.

Conklin—E. Davis & Son have pur-
chased the hardware stock of A. E.
Barden, to which they will add a
line of variety goods. The newcom-
ers were formerly engaged in busi-
ness in Alto and more recently on
South Division street in Grand Rap-
ids.

Jackson — The grocery business
formerly conducted under the style or
H. H. Neesley & Co. has been merged
into a corporation under the name of
the Neesley Grocery Co., with an
authorized capital stock of $6,000, all
of which has been subscribed and
paid in in property.

Houghton—The Twin City Supply
Co. has been incorporated’ to engage
in the wholesale and retail mercan-
tile business and also deal in ice and
lime, brick and other building mate-
rials, with an authorized capital stock
of $30,000, of which $15000 has been
subscribed, $10,000 being paid in an
property.

Laurium—C. W. Ryckman and J.
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H. Marnier, general merchants, have
formed a corporation under the style
of the Ryckman Store Co., and
merged their business, with an auth-
orized capital stock of $10,000, of
which $7,010 has been subscribed,
$310 being paid in in cash and $4,9to
in property.

Manufacturing Matters.
Hudson—E. R. Dodge, cigar manu-
facturer of Eaton Rapids, has remov-
ed to this place.

Holland—The Holland Shoe Co.
has increased its capital stock from
$10,000 to $185,000.

Detroit— A company has been
formed under the style of the Gris-
wold Motor & Body Co.

Lansing—The capital stock of the
Lansing Pure Ice Co. has been in-
creased from $40,000 to $50,000.

Saginaw—The Booth & Boyd Lum-
ber Co. has merged its business into
a stock company under the same
style with an authorized capital stock
of $60,000, all of which has been sub-
scribed and paid in in cash.

Pontiac—The Monroe Manufactur-
ing Co. has been incorporated to
manufacture automobiles and parts
thereof, with an authorized capital
stock of $40,000, of which $36,000 has
been subscribed, $26,000 being pair in
in cash.

Detroit—The business of the Ellis
& Ford Manufacturing Co. has been
merged into a stock company under
the same name with an authorized
capital stock of $25000, all of which
has been subscribed and paid in in
property.

Fenton.—The Fenton Canning Co.
has been incorporated with an auth-
orized capital stock of $18000 com-
mon and $2000 preferred, of which
$13)I15° has been subscribed, $450 be-
ing paid in in cash and $2600 in
property.

Holland—Owing to a heavy in-
crease in sales the German Gelatine
factory will be doubled in capacity.
An addition 80x80 feet, three stories
high, is being erected and about for-
ty additional men will be given em-
ployment.

Detroit—The Fairview Motor Co.
has been incorporated to manufacture
motors and parts thereof, with an
authorized capital stock of $300,000
common and $200,000 preferred, of
which $300,000 has been subscribed
and paid in in cash.

Detroit — Keena & Drake have
merged their business into a corpora-
tion and will manufacture furniture
and office supplies under the same
style, with an authorized capital stock
of $10,000, all of which has been sub-
scribed and paid in in cash.

Milan—A corporation has been
formed under the style of the Radiant
Boiler Co. to conduct a manufactur-
ing business with an authorized cap-
ital stock of $30,000, all of which has
been subscribed, $10,000 being paid
in in cash and $20,000 in property.

Detroit—The Detroit Shear Co. has
been incorporated to manufacture
shears, tools, engines, implements
and novelties, with an authorized cap-
ital stock of $30,000, of which $26,000
has been subscribed, $3,000 being pa:d
in in cash and $18000 in property.
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The Produce Market.

Bananas—75c for small bunches™
$1.25 for Jumbos and $1.75 for Extra
Jurmbos.

Beans— String and wax command
$1 per bu.

Beets—30c per doz.

Butter—The receipts have shrunk
to the extent of at least one-half,
showing the effect of the heat, and
this has greatly reduced the percent-
age of fancy butter. The make is
lighter than usual at this season,
which, with an active consumptive de-
mand for all grades, makes a firm
and healthy market. There is also
some speculative demand for butter,
and the receipts are cleaning up each
day. Present prices are about 25 per
cent, above a year ago and it seems
therefore more likely than not that
prices will not advance materially
farther. Local dealers hold factory
creamery at 26”0 for tubs and 27c
for prints. Dairy ranges from 15c
for packing stock to 19c for No. 1

Cabbage— Home grown, 80c per
doz. Louisville, $1.50 per crate.

Cantaloupes = Georgia, $1.75 per
crate. Standard California Rocky-
fords, $2.50 for 54s and $3 for 45s.

Carrots—20c per doz.

Cauliflower—$1.20 per doz.

Celery — Home groiwn, 25c per
bunch.

Cherries—Sour, $1.25 per crate;
White Sweet, $1.50 per crate; Black
Sweet, $1.75 per crate.

Cucumbers—35c per doz. for home
grown hot house.

Currants'—$1.25 per crate of 16 gts.

Eggs—The receipts of fresh are
about normal, but fully half show the
effects of the heat and are selling be-
low the regular market. The market
at this ruling is about ic higher than
a week ago. There is a good con-
sumptive demand and the general
condition is healthy throughout. Lo-
cal dealers pay 20c f. o. b., holding
case count at 2iyic and selected can-
dled at 23c.

Egg Plant—$150 per hamper.

Gooseberries—$1.25 per crate.

Green Onions— 15c for Silver Skins.

Green Peas—$l per bu. for Tele-
phones and 75c for Marrowfats.

Green Peppersi—$l per bu.

Honey— 14c per tb. for white clov-
er and 12c for dark.

Lemons—The market is still strong
Q11 the basis of $6 per box for both
Messinas and Califomias.

Lettuce—50c per bu. for leaf, 75c
per bu. for head.

Onions— Louisville, 90c per sack;
Texas Bermudas, $L per bu. for yel-
low.

Oranges— Navels are in fair de-
mand at $350(0)3.75 per box. Mediter-
ranean sweets are moving freely on
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the basis of $3(0)325. Late Valencias
command $350(0)4.

Parsley—25c per doz. bunches).

Pieplant—75c per 40 Ib. box of out-
door grown.

Potatoes—35@4oc per bu. for old;
$2-75 Per bbl. for new from Virginia
or Ohio.

Poultry—Paying prices for live are
as follows: Fowls, n@i2c; broilers,
i8@20c; ducks, g@,ioc; geese, n@
12c; turkeys, 13@14;.

Radishes— 15c per doz. bunches.

Raspberries— $i.25@i.so for black
and $1.50(0)1.75 for red.

Tomatoes— Tennessee, 90c per 4
basket crate. Home grown hot house
command 80c per 8 th. basket.

Veal'—Dealers pay 5@6c for poor
and thin; 6@7c for fair to good; 8@
9/4c for good white kidney.

Watermelons'—Georgia are moving
freely on the basis of $3 per bbl. of
8 to 10

Whortleberries'—Scarce and not ex-
tra as to quality, selling at $i.so@ i.7£
per 16 gt. crate.

The officers, stockholders and trav-
eling force of the Worden Grocer
Co. will go to Fremont Saturday to
inspect the plant of the Fremont
Canning Co. The party will be con-
veyed in a special car, which will be
attached to the regular train leaving
Grand Rapids at 7:40. The car will
be taken as a special from Fremont
to White Cloud, where it will be
attached to the regular train which
reaches Grand Rapids at 4:10 p. m.

G. J. Johnson and family leave
Thursday for New York, whence they
sail Saturday on the Vaderland for
Antwerp. They will proceed imme-
diately to Aix la Chapelle, where Mr.
Johnson will undergo a course of
treatment at the celebrated baths. Mr.
Johnson has hpsts of friends all over
the country who will join the
Tradesman in the hope that he may
return home completely cured.

Edward Frick (Judson Grocer Co.)
has gone on a trip to Seattle, Port-
land and the Coast cities generally.
He expects to be absent about six
weeks, but those who know him best
and appreciate the fidelity he has al-
ways shown to his business expect to
see him back at his desk inside of
three weeks.

W. E. Smith, formerly with N. A
Richards, druggist and grocer at
Portland, has opened a grocery store
at 983 Burton avenue, having purchas-
ed his stock of the Judson Grocer Co.

Big Rapidst-S. S. Evans has re-
moved his drug stock from Mill-
brook to this place.

The Grocery Market.

Sugar—The market is steady, but
very quiet, refiners being out of the
market for the present. Refined sugar
is unchanged and in fair summer de-
mand. No immediate change seems
likely, as the refiners’ last attempt to
advance prices was a conspicuous
failure.

Tea—The inrush of new teas from
Japan is heavy and the market is
slightly higher than a year ago.
Many lines are sold out and the re-
ceipts of medium and low grades es-
pecially are eagerly awaited. This
year’s crop is of excellent quality. All
operations of the Calcutta market are
now suspended for Indias until the
new season’s crop comes in. Ameri-
can imports of India teas have in-
creased considerably over previous

years. The Ceylon market is quite
strong and bids fair to remain higher
for quality than last year. The

American demand for these teas is
increasing.

Coffee—The market has continued
extremely dull during the past week.
Options have been very inactive at
a time when they should be just the
reverse. Actual Rio and Santos cof-
fee is unchanged and quiet. Mild
grades show no change and light de-
mand. Java and Mocha are quiet
at ruling prices.

Canned Goods— Spot tomatoes con-
tinue on a steady. basis. It is too
early to tell anything about the size
of the tomato crop, but there are
rumors afloat that conditions are
good and that prospects look very
favorable for a large crop. Corn is
very firm, with prospects for a short
pack the coming season. Pea pack-
ers are at work in .Wisconsin and
Michigan, with prospects for an aver-
age pack. In some states the pack
is understood to be very short of last
year’s pack. A good business is be-
ing done in California canned fruits
for future delivery. The trade ap-
parently realizes that future prices
are very low and are protecting them-
selves by buying liberal orders for
fall delivery. Peaches, apricots and
pears are about as low as they can
go and no change in prices in the
near future is looked for. Gallon
apples are about steady. The demand
for salmon of all kinds has been very
good the past few weeks. Red Alas-
ka and sockeye salmon are entirely
sold up in first hands, and it will be
nearly two months before new packed
goods will arrive in this market. Be-
fore that time it is believed that red
salmon will touch a pretty high
figure. In spite of the fact that th$
reduced prices named on ‘sardines a
few weeks ago were considered below
the cost of packing, another reduction
was made this week, bringing the
price down to about $2.50 per case.

Dried Fruits—Apricots on spot are
scarce and unchanged in price. Rais-
ins are weaker again, new fancy seed-
ed being quoted in some quarters at
sv2c coast, which is a decline of J~c
from the former price. Freshly seed-
ed stock for fall shipment also shows
a decline. Currants are unchanged
and moderately active on spot, but
futures are selling in a small way
at a considerable fraction above the
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spot price. Other dried fruits are
dull and unchanged. New prunes are
still selling on a 2j”c basis, but the
demand is not particularly large. Old
prunes are dull and neglected. Peach-
es are dull and unchanged.

Syrups and Molasses — Glucose
would probably have declined if corn
had not advanced 6¢c per bu. Com-
pound syrup is unchanged in price
and very dull. Sugar syrup is sell-
ing as fast as produced at ruling
prices. Molasses is unchanged and
very dull.

Cheese—The market is firm and
unchanged. The receipts are running
about the same as a year ago, and
with an active consumptive demand
the receipts clean up on arrival each
day. Present prices, however, are
above normal and will therefore prob-
ably go little, if any, higher.

Rice—The market shows continued
strength.  Receipts from primary
points are small, so that the constant
demand has still further reduced the
holdings of spot rice, the market for
which is expected to advance before
new goods are ready for market.

Rolled Oats— Manufacturers have
announced prices on oatmeal from
new crop oats for delivery August
15. These prices are about the same
as spot goods and very little higher
than the opening prices for last year.

Burnips Corners—John Post, who
has been engaged in general trade
here about three months, has sold a
half interest in his stock to Chas.
Drier and the business will hereafter
be conducted under the style of Post
Si Drier. The firm has purchased a
double team, with which it is mak-
ing two trips weekly between Bur-
nips Corners and Grand Rapids. The
distance is- twenty-five miles and is
ordinarily covered in about seven
hours.

Provisions— Smoked meats are still
firm and unchanged, with a seasona-
ble consumptive demand for the en-
tire list. It seems quite unlikely that
prices will decline in the near fu-
ture, as the hog market is still very
high. Pure and compound lard are
firm and unchanged and in excellent
consumptive demand. Dried beef is
unchanged and in fair demand. Barrel
pork shows a further advance of 50c
per barrel. Canned meats are fairly
active and in good demand.

Fish—Cod, hake and haddock are
dull and unchanged in price. Salmon
is active as usual at this season. Spot
Sockeye is still scarce and firm and
red Alaska is in the same condition.
Domestic sardines are weak and un-
settled, and the market has gone
back again to $2 for quarter oils f. o.
b. Eastport. There is very little gen-
eral buying as buyers distrust the
market. Norway mackerel has done
a little better during the week, and
in first hands the quotation should be
advanced about 50c per barrel. In
second hands there has been no quot-
able change, but the feeling is firm-
er. Irish mackerel are not figuring
to any extent, and the shore catch
up to this time has been almost a
failure. The demand for mackerel is
fair.
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WINDOWand INTERIO
N"DECORATIONS

Some Catchy Cards For Retail Mer-
chants.

A window that attracted a consider-
able amount of notice, recently, con-
tained two very goodlooking young
lady dummies seated at a small table
on which stood a large goldfish globe
containing a quantity of the finny
beauties of the Japanese fantail va-
riety.

The girls were clad in pretty white
lingerie dresses made of silk mull,
which were trimmed with a great
amount of a fine imitation Cluny
and Valenciennes lace. Both of the
gowns were made in one-piece style
and were elaborate to a degree as to
ornamentation.

Their owners were posed in a nat-
ural manner and appeared to be in-
tently watching the shining fishes
swimming round and round.

On a small stand at one side were
several piles of boxes containing the
sort of prepared foods on which these
fishes thrive. On another stand were
books devoted to the care of goldfish.
Some of these were opened up to in-
cite interest in the contents.

Along the entire front of the win-
dow and also on the other sides of
the window’ were three rows of gold-
fish footed globes of as many sizes,
the spherical surfaces just touching
each other. These were all three-
quarters filled with water, in each of
which were various sizes of fishes.
These made a beautifiil sight not
soon to be erased from memory.

Naturally a big space was requir-
ed for this exhibit and a lot of care
was necessary to be exercised in put-
ting the globes in neat condition and
keeping them so, but the proprietor
of the store felt well repaid for the
effort in the boom it gave his special
sale of goldfish, globes, fish food and
books on the subject.

A card read:

What's a Home
Without

a
Goldfish
?

We Have Them
at
All
Sizes and Prices
Similar ldea for Ice Cream.
Another dealer hit upon the same
idea for drawing attention to his ice
cream business, only he had a fash-
ionably dressed young lady sitting on
one side of a talkie and an equally
stylish young man on the other.
They were presumably sipping ice
cream soda through straws and chat-
ting cozily together.
The stand at which they so chum-
mily sat was covered with an immac- |

ulate cloth with a wide border of
Mexican drawn work. The glasses
and silver were polished to a nicety.
A hammock was swung across the
corner in the background and palms
and other porch plants lent their
grace to the scene. A handsome
Turkish rug supposedly drowned all
possible footfalls and the heavy
grass chairs gave an air of luxury to
the surroundings. Hanging baskets
and singing birds in swaying cages
gave a pleasing touch of realism.
Magazines and papers littered a carv-
ed tabouret.
The placard accompanying this
agreeable combination read:
Everything
Cool and Inviting
Inside
Step In
and
Get
a
Nice Cool Drink
or
Ice Cream

The owner of this summer drink es-

[tablishment expressed himself as dis-

tinctly satisfied with the result.
Now Time for Bathing Suits.

Bathing suits and everything else
needed for comfort for a splash in lake
or river should be pushed assiduously
by the man carrying the same. Hose,
rubber-soled canvas shoes, rubber
head coverings and Turkish towels
will all be wanted at the average
summer resort, both by individuals
and by managers who have bath-
houses and bathing togs to let.

A sign to go with these watering
place indispensables could be as fol-
lows:

Do You Love
To
Sport

In the’)Wave

Come In and Pick Out
Your
Water
Clothes
Some Catchy Cards.
The following cards might be utiliz-
ed for certain lines:
Don’t Spoil
Your
Fine
Suit
For the Want
of
a
Cheap Umbrella

Neckties
and
Other
Classy Things
for
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the
Dressy Young Fellow

A Stitch in Time
Saves
9
Be Timely
And Buy
One of These
Sewing Boxes

Look

At These

Fascinating
Foibles

All the Young Ladies

Are
Crazy

Over Them

Young Man
Don’t Be
a

Has-Been
Spruce Up

With

This

Splendid Raiment

These Foxy Gloves
for
Equestrian
Jaunts

Seek No Farther
for
Formal Dress
Everything
For
After-Candlelight
Occasions

Golfers
See Here
Shirts or Shoes
Sweaters or Gloves
We
Have Them
at
Comfortable Prices

Tiny Shoes
For
Pattering Feet

Stormy Weather
Calls
Loudly
for
Our

Rubbers and Umbrella?

Dining Events
Demand
Correct Dinner Dress

We Have Everything Proper

for
Informal Dinners
Home Dinners
Stag Dinners
Club Dinners
Charming
Cool
Cravats
for
Comely Customers

Blue for Blonds
Red for Brunettes
Which
Are
You
?

We Can Suit

July 21, 1909

Do Not Rebuke in Presence of Third
Party. *

“Knock before you come in here
please,” said the general manager sit-
ting in the privacy of his inner office.
“And now you may take the matter
back and wait until 1 send for you,
if you'll be so good.”

The general manager had been
talking to me for some time. The
door had opened suddenly and the
young man acting as private secre-
tary had stepped in, crossed the room,
laid a batch of papers on his employ-
ei's desk, and was tiptoeing out
gaetainshrdlunuuhrsha t tao ro i nn
again, when he had been called back.

There was something cutting in the
well modulated tone of voice which
the employer used. The sting of it
had been emphasized, in fact, by the
intonation. Breeding would not al-
low me to look at the young man,
but the figure which shaped itself;
in the corner of my eye as the young
man tiptoed back for the papers
showed me how keenly the speech
had stung him.

Was that speech justified?

Distinctly not! Moreover, it was an
expression indicative of a bad busi-
ness policy in the man who had risen
to the position of a general manager.
With me | only saw the man’s limita-
tions as an organizer. | should have
been a little less certain of my in-
vestment had | owned stock in his
company.

No matter how that young man
might have offended before in this
manner the reprimand was out of all
proportion to the offense, taking it
for granted that the young fellow
was at all worthy of the position
he held. And if he were unworthy of
it, why did he hold it?

Tf he was at all sensitive this re-
buke in the presence of a third per-
son hardly could have failed to sug-
gest to the young man the likeli-
hood of further talk upon the of-
fense after he had left the room. To
the extent that he felt his intrusion
was justified and to his employer’s
best interests, he had no excuse to
offer for himself. Just to that ex-
tent the reprimand, as between only
himself and his employer, would have
been hard enough; in the presence of
a stranger it was cruelty and injus-
tice.

Looking at the effect of the speech,
see how it must have fallen short of
results all around.

In the first place, | was forced
to suffer embarrassment myself in
tire private office of an acquaintance
who had welcomed me there. Up to
the time of this uncalled for speecn
I had no ghost of a reason to think
this welcome was not genuine. After
the speech, looking for reasonable
cause for the scene, | questioned a
little whether my business host in
reality had not looked upon my call
as an intrusion.

TRADE WINNERS

Pop Corn Poppers,
Peanut Roasters and
Combination Machines.

Many Styles.
Satisfaction OQaaranteed.
Send for Catalog.

KINGERY MFG. CO., 106-108 E. Pearl St.,Cincinnati,0,
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As to the young man, | have no
question of his having tried to do his
duty in coming in as he did. In the
arrangement of the office | would say
that chances were he did not know
I Was in the room. Certainly he had
not ushered me into the office; the
manager himself, stepping out for a
moment and meeting me, had, done
that.

Coming in no one could have been
more considerate in tiptoeing across
the room than was this messenger.
To me, looking back upon this phase
of the incident, | am sure that the
young man’s actions showed that he
felt he had intruded and was making
every effort to lessen its effect. There
was apology in every movement
across the floor. Literally it was not
an interruption, until the manager,
through his rebuke, made it so.

Instead of this manager’'s embar
rassing me and outraging his em
ploye as he did how much more ef-
fective it might have been for the
employer, a moment after | had gone,
if he had called his man in and ask
ed that such interruptions' cease. If
never before had he been forced to
rebuke the man he could have made
the request in the most considerate
manner; if it had occurred before, he
could have laid whatever emphasis
might have been deserved upon the
offense. The young man would have
recognized any deserved form and
degree of reprimand. His loyalty
would have been strengthened by the
fact that his employer, by wait'ng,
had saved him undue embarrassment.
Still more, he could have had a
chance to explain and offer apology.

John A. Howland.

Wireless Telegraphy Discoveries.

Wireless telegraphy has many dis-
coverers. As has been so often the
case in any branch of physics,
whether pure or applied, the name of
Lord Kelvin is associated with the
discovery. In 1853 he gave forth the
theory of oscillation. In 1863 Max-
well propounded the theory of elec-
trical waves, and in 1888 Hertz prac-
tically discovered them. Sir Oliver
Lodge was looking for the waves at
the same time, and was successful in
finding them running along wires in
the same year that Hertz discovered
them going through space. In 1890 he
was able to take a further step, devel-
oping the receiving arrangements for
the detection of these waves by
means of the principle which he de-
cided to call syntony.

At the same time another word,
coherer, was added to the language,
in 1894 he was able to give a dem-
onstration before the British asso-
ciation of signaling across space
without wires, and about the same
time he published a book.

In 1895 Admiral Popoff, of the Rus-
sian navy, and Capt. Jackson, of the
English navy, carried the idea a lit-
tle farther, and then in 1896 Mar-
coni took up the matter with great
pertinacity and marked success.

An innocent principal can not as-
sert any rights or retain any benefit
upon a contract when it is procured
by the fraud of his agent.
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Tradesman Company’s

Classified List of
Poisonous Drugs

THE LAW

H. S. Sec. 9320. Every apothecary, druggist or other person who shall sell and deliver at retail any
arsenic, corrosive sublimate, prussic acid or any other substance or liquid usually denominated poisonous
without having the word “ poison” and the true name thereof, and the name of some simple antidote if any is
known, written or printed upon a label attached to the vial, box or parcel containing the same, shall be pun-
ished by a fine not exceeding $100.

To enable druggists and country merchants to meet the requirements of
the above statute without going to the expense of putting in a large assortment of
labels, we have compiled and classified a list of drugs which are poisonous or
become so in overdoses.

They are arranged in fourteen groups, with an antidote for each group- that
is, an antidote for any of these poisons will be found in some one of these fourteen
antidotes.

This arrangement will save you money,.as it does away with the need of
the large variety of antidote labels usually necessary, as with a quantity of each of
the fourteen forms you are equipped for the entire list.

There are 113 poisonous drugs which must all be labeled as such, with the
proper antidote attached. Any label house will charge you but 14 cents for 250
labels, the smallest amount sold. Cheap enough, at a glance, but did you ever
figure it out 113 kinds at 14 cents—$15.82? With our system you get the same
results with less detail and for less than one-third the money.

By keeping the labels in a handsome oak case they never get mixed .o and
they do not curl. *

Price, complete, $4.00. Order direct or through any wholesale house.

Tradesman Compan

GRAND RAPIDS,
MICHIGAN
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ten the bill through the Senate.
How is the President going to get
a tariff bill such as he wants?
The answer to that comes volu-
minously from the one or two or
three of the conferees who have

‘leaked” as to the “executive ses-
sions” at the White House.
And this answer says that the

House will stand back of the Presi-
dent to a finish in the campaign for
the fulfillment of the revision-down-
ward-promise of the Republican plat-
form.

If no bill passes, what then?

It will be a case of statu quo for
two years and then Messrs. Aldrich,
Cannon & Co. will find themselves
confronted by a tariff bill infinitely
less to their liking than is the present

Entered at the Grand Rapids Postofflcelone, which, it is believed, will be re-

as Second Class atter.
B. A. STOWE, Editor.
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THERE WILL BE NO VETO.
Just now the members of the joint

ported by the Conference Committee

|to-morrow.

If this report is not satisfactory to
the President the gentlemen in the
south end of the capitol will get out
their hammers and produce such an

Conference Committee on the Tariff janvil chorus as shall send the re-

Bill are the guests of President Taft: jport pack to the conferees.

They visit the White House

By this

€N | means the failure to pass a satisfac-

bloc and seriatum and just what jiory bill will be placed where it be-

takes place at each meeting is not
accurately known.

It is a well-known journalistic
proverb that where two or three or
more men are gathered together in
executive session some one or more

of the group are bound to “leak’— |

unconsciously or otherwise.

And so the small army of resource-
ful and active newspaper correspon-
dents are keptextremely busy putting
two and two together and formulat-
ing forecasts in accord with the jour-
nals they represent as to what will
be the salient features of the tariff
bill, if one is passed, and as to just
what President Taft's desires are in
the matter.

For these reasons it is quite evi-
dent that but one positive fact has

been evolved: The bill that goes
through will be as the President
wants it to be or no bill will go

through. There will be no chance for
a veto.

Speaker Cannon and Senator Aid-
rich may utilize every device in their
magnificent equipment as manipula-
tors in statecraft; Senator Hale—he
of the hard, aristocratic New Eng-
land face—may appeal to the shade
of his father-in-law, the late Senator
Chandler, and Senator Lodge may
change the cut of his beard and pro-
vide a new summer suit to match the
transformation, all in behalf of New
England as against the rest of the
nation, but without avail.

President Taft has publicly declar-
ed himself in favor, with moderate
qualifications, of free hides, free iron
ore, free oil and free coal. He has
also said that he is opposed to a
compromise which shall only slightly
reduce the Senate rates upon these
articles.

In the light of this declaration by
the President, Senator Aldrich fell in-
to line and declared that he agreed
with the President, and it is openly
admitted in the Senate that this sud-
den conversion was because Mr. Aid-
rich realised that it would have been
impossible otherwise to have got-

longs—upon the distinguished shoul-
ders of the eminent gentlemen in
Senator Aldrich’s conspicuous baili-
wick.

A SEEMING EVASION.

Every mother in the land and every
sister can not but admire the sisterly
courage, determination and persist-
ence of Mrs. Rose Sutton Parker,
sister of the late Lieut. James N. Sut-
ton who, nearly two years ago, died
at the U. S. Naval Academy and who,
according to the decision of a court
of enquiry held to investigate the
case, declared that Sutton was not a
suicide.

Mrs. Parker, after two years of un-
remitting effort, succeeded in secur-
ing a rehearing of the case before a
second court of enquiry and the pro-
ceedings thus far give very strong
color indeed as to the justice of Mrs.
Parker’s contention that her brother

did not commit suicide, but was
brutally murdered.
It has been established, beyond

question, that there was a disrepu-
table fight on the night of Sutton’s
death, that Sutton and two other men
were in the mix-up and that shots
were fired, one of which caused the
lieutenant’s death. There is much in
the testimony to show that Sutton
was unpopular because he reported
classmates to the authorities for min-
or infractions of the rules of the
academy; that he was ostrasazed by
the “plebe” first year class and that
the upper class men, taking their cue
from the younger class, made Sut-
ton’s life one round of hazing; that in
his second year Sutton grew so un-
popular that it was commonly re-
ported by the naval authorities that
he "flunked.”

All this is possibly true and quite
conventional, as student life goes in
the great Government academies, the
universities and the colleges, but such
testimony comes a long way from
proving that the lieutenant was a
suicide.

A noticeable feature of the present

proceedings so far as the press re-
ports give them is a seemingly studi-
ous avoidance of all reference to the
bitter feeling which exists and which
has always existed between officers of
the Navy and officers of the Marine
Corps. Socially, the latter are of the
canaille in the eye of 'the gentlemen
of the Navy and there is no happy
medium in the situation.

True, the Marine Corps officers
wear a major portion of the gold lace
visible when a ship is in port or when
they are on shore duty; true it fre-
quently happens that in official rank
a Marine Corps officer is superior to
a regular officer of the Navy; but it
is equally true that the mental equip-
ment of an officer' of the Marine
Corps need not, necessarily, be equal
to that which is required of a naval
officer. And there you are. Sutton
was a lieutenant in the Marine Corps
and he is dead. Who killed him? Or
did he really kill himself?

RIDING A HOBBY.

You have one. Of course you have!
If not, it is high time a selection was
made. In this diay and age, every
one knows the importance of living
as much as possible in the open air.
Your hobby should take you out into
it daily. You owe this to your own
physical good; you owe it to your
family; youeowe it to.the business
which you represent.

Our best work is done ,/hen we
have something spurring us on to
pleasure or a goaf inwhich we arein-
terested. The school boy studies 50
per cent, better after ahardrunand
a spirited game of ball. “Men are
but children of a larger growth,” and
the results are similar. The business
man who can enjoy a game of golf
after business hours is putting aside
his need for drugs. If he likes the
auto, good; this will take him into
the open air If he prefers horseback
riding, better. This will not take him
on so extended a radius, but it will
give more physical exercise. Besides,
it leads to a love for the noblest an-
imal next to man. If none of the
more stirring sports attract you,
study the stones and rocks in the
vicinity; make a garden, and work it
entirely yourself, too. The chicken
fancier may not get a whole lot of
money out of his birds, but he gets
much enjoyment; and if they are
handled with the skill he devotes to
other business, they will be found rext
unprofitable.

It matters not so much what hobby
you ride as how you ride it. Inter-
est, out-door exercise and regular at-
tention to it outside of business hours
will eventually increase your business
as they improve your physical condi-
tion.

YOUR COUNTRY COUSINS.

Now, if ever, will they receive your
special attention. It is delightful, this
renewing of family ties at a season
when your family need rest; when
they wish to avoid the heated term.
But did you ever stop to consider
what it means to the country folk
upon whom you descend?

You may receive the most cordial
welcome; yet to render this annual
outing a continuous mutual pleasure
there are things to be considered on
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both sides. Help in the farm house-
hold is, as a rule, hard to obtain. This
is the time when the housewife is
especially rushed. There are harvest
hands, fruit canning and garden work
in addition to the regular routine
work. If your family can so adjust
themselves to this as not to increase
the burden they will usually be more
than welcome. Let them go prepar-
ed to help in the many light duties
which will save time to the hostess
and enable her to share the ham-
mock and new magazines after the
work is done.

Again, do not think for a moment
that because there is an abundance
of milk and eggs, fresh fruit and vege-
tables that they are as free as water;
that you should have a winter sup-
ply to pack into your trunk when the
farewells are said. These all have
a commercial value just the same as
your store commodities. They are the
sources of pin money to your hostess.
It costs to live in the country, de-
spite the popular notion to the con-
trary.

Do not forget that you are getting
many dollars’ worth of board in the
weeks you and your family linger.
Return the compliment in some way.
There are numerous ones. If they can
not leave home to make you a pro-
tiacted visit, make them presents out
of some of your goods to show in a
tangible way your appreciation of the
good things they have been lavishing
upon you during their “busy season.”

POWER OF CONCENTRATION.

A visitor in a large paper mill was
particularly impressed with the skill
of one woman in counting sheets.
She had been there twenty-five years,
always at the same post. The result
was that each finger was so perfectly
trained that with it she could pick
up one hundred sheets of paper; and
very rarely, was the assurance of the
superintendent, did she vary even a
single sheet from the regulation num-
ber. This knack, of course, gives the
key to the rapidity with which she
worked. While not all of us will
wish to so literally follow the exam-
ple of the apostle, “This-one thing |
do,” to so complete an exclusion of
all others as to render us mere ma-
chines, there is a wondrous power in
being able to concentrate our entire
attention on the thing at hand. If
there is a customer to be served it
pays to enter so completely into his
or her wants that we not only can
appreciate any special features the}’
may speak of but be able to suggest
others with which they are not fa-
miliar.

Marden says, “Not many things in-
differently, but one thing supremely,
is the demand of the hour. He who
scatters his efforts in this intense,
concentrated age can not hope to suc-
ceed.” We may be dealers in one or
many kinds of goods. But human na-
ture is the same, and it is mankind
whom we are serving. The one
thought should always be, How can |
best serve my customers? When he
tells you what he wants be in a posi-
tion to listen fully; to grasp the situa-
tion. And in doing this you are serv-
ing yourself just as surely as you
are serving your patron.
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HIS JUST DESERTS. *

A decision has recently been hand-
ed down by a Colorado judge which
deserves more than a passing notice.
Two young men, graduates of Dart-
mouth College, were charged with
making an assault with intent to Kkill
upon the manager of the Summitt
House at the top of Pike’s Peak. Late
advices are to the effect that the
young men were completely exoner-
ated in the justice court. The court
stated that the evidence tended to
show conclusively that the assault
was initiated by the complaining wit-
ness and that in his belief the defend-
ants did not exceed the bounds per-
mitted in defending themselves. The
court stated that in his opinion the
first duty of a hotel proprietor or
manager is civility and that the evi-
dence tended to bring out that in the
past the Summitt House manager had
shown a quarrelsome disposition.

It is hardly necessary to state that
the manager at Pike's Peak is not
the only person to forget that the
first duty of a manager is civility
even in the United States. The same
decision, it may be safely asserted,
can be extended so far as to include
the subordinate in that or in similar
positions, and the outcome is sugges-
tive that if the man, with his brief
authority, should fail to presérve the
dignity of his position so far as to
forget the proprieties belonging to it,
the traveling public have the privilege
to resent the incivility as the Dart-
mouth graduates did and administer
the service-renderer the thrashing
that the Pike’s Peak man richly de-
served and got.

The incident should be widely re-
ported and discussed especially at this
season of the year when so many are
abroad in the land for health and
pleasure, for just that sort of “quar-
relsome disposition” is filling too
many positions to-day where travel-
ers insulted do not care, even if they
can, to square their differences with
a fight and run the gauntlet of a court
of justice to secure the vindication
whicli ought to be theirs without ar-
rest and imprisonment.

The statement is a broad one and
an answer will not be insisted on; but
is it not true that the person at the
inside of a ticket window on the
slightest pretext is liable to return
through that window something be-
sides the ticket? Has the reader ever
lost track of a trunk or other bag-
gage and ventured to ask for informa-
tion in regard to it of the proper offi-
cial? Has any one tried conclusions
with the delivery clerk at the post of-
fice in regard to stamps, or money or-
der, or letter long over due. Has the
hotel clerk ever listened patiently to
any complaint against the house, or
ever expressed anything like regret
that the mistake of a subordinate had
happened, or ever hinted at repara-
tion for such mistake? Will any one
whose rendered bill with a glaring
blunder was presented to light, or
coal, or water office affirm on his
honor that he was civilly received,
the blunder candidly acknowledged
and the bill corrected and politely re-
turned with the hope that the error
will not be made again? Did—but
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the list of questions is already long
enough. Hardly a reader can be
found who has not had one or more
of these or similar experiences and it
is much to be feared that in most in-
stances the official appealed to has
richly deserved the walloping that the
Dartmouth boys gave to the over-
bearing station keeper at Pike’s Peak.

A single pleasing experience is re-
membered, all the more pleasing and
all the more gladly remembered be-
cause the unexpected outcome occur-
red in Grand Rapids, and is thus re-
corded:

“A lunk-headed ticket agent leisure-
ly wasted twenty minutes in looking
up the rates of the ticket-buyer ahead
of me and | missed my train and also
my sleeper and lost a valise left to be
checked. Six hours later | took the
1130 a. m. train to find on reaching
Grand Rapids that the valise was
missing, with little hope of finding
it, at least not soon. One does
not take these things calmly; at all
events | don't and the trouble at
once began. | was taken to the lead-
ing official, who rose to receive me,
asked me to be seated and kindly re-
quested me to tell him of my lost
baggage. The recital ended, he made
a few notes and asked me to call
again in the morning, when he hoped
to be able to tell me something satis-
factory of my wandering valise. |
came at the appointed hour to find
that the piece had been traced, and
shortly after | had it in my posses-
sion. It is my single instance after
years of travel where the road official,
high or low, looked or acted as if he
cared a rap what had happened to my
baggage or to me;” an exception, it
may be, that confirms the rule, but it
does show that there are railroad offi-
cials and railroad officials and that
the official who understands he® busi-
ness is not the man requiring a couple
of recently graduated college students
to teach him his place and the civility
belonging to it.

It is not to be doubted that the
positions these men hold are places
that try men’s souls; the traveling
public is familiar with the exacting,
provoking class that try them and
their name is legion, but as long as
civility is one of the exacted require-
ments the lack of such requirement
should call for the same treatment
that color blind does. At any rate
the American public by and large
will not put up with the incivility
after it reaches a certain limit and,
that reached, the college boy takes
matters into his own hand and ham-
mers “the quarrelsome disposition”
until he obtains that respect which
can be secured from it in no other
way.

A TRIFLE TOO ONE SIDED.

Almost without exception every
thirty-two page (or over) Sunday
morning paper in the land and each
one of the Saturday evening papers
coming from the various larger cities
devotes at least half a page to well-
considered, well-intended and  well-
written essays telling the average
young man things he needs to appre-
ciate and which, by heeding, may re-
sult to his advantage.

But why hammer away incessantly
at the young man when there are so
many middle-aged and older men who
need to be set straight?

It is a safe wager that there is not
an intelligent young man of, say, be-
tween 20 and 30 years of age, who
hasn't had all the homiletics handed
out to him constantly, either at home,
at school, at church or on the streets,
ever since his parents, his aunts and
uncles and his kind friends began to
realize that he was alive and certain
to amount to something—if nothing
happened.

Also there is no serious risk in be-
lieving that the average young man—
no matter what may be his tempera-
ment—will freely admit that it is
both foolish and dangerous to in-
dulge in intemperance, vice, laziness,
dishonesty, extravagance, and so on,
and so on. He knows the preach-
ments upon this subject by heart and
they bore him. He committed to
memory, when in his teens, the ven-
erable and valuable “For precept must
be upon precept, line upon line, here
a little and there a little.” And a

little later, when 20 years old or
thereabout, he strayed across the
more modern, “Example is always

more efficacious than
wondered.

He saw set up as examples of suc-
cess men whom he knew to be in-
temperate, dissolute, avaricious, penu-
rious and mere pretenders and won-
dered. Possibly even his own father
or his uncle or his friend who had
taken a deep interest in him were
known to the young man as individ-
uals in no wise entitled to the oft re-
peated and sycophantic praise be-
stowed upon them as successful men,
and he wondered.

And each time he reads one of
those Sunday morning or Saturday
evening hortatory pleadings he stops
as soon as he realizes the drift of the
thing and asks: Why not stir up the
old men once in awhile?

precept,” and

MORE WATER COMPETITION.

The advantage of sending freight
by water wherever possible is mani-
fest. Railroads can combine and put
up the rates which shippers must pay,
but on navigable waters if you do not
like to pay the price the steamship
asks you can build your own boat and
carry your own freight. That is one
of the reasons why water transporta-
tion is so cheap and why it is so much
to be desired as a regulator of freight
rates. It is a good deal nearer from
St. Louis to New York by rail than
by water, but notwithstanding, plans
are under way for the construction of
six twin screw steamers of about
10.000 tons each, to run between the
two cities. They can go to Vicks-
burg the year round and to St. Louis
nine months of the year. They claim
to have already the promise of over
500,000 tons of freight annually for
Mississippi River points.

The advantage of this enterprise
will be not only what .it can do in
the way of rates for the freight it
carries for itself, but it will put down
the railroad rate to a figure which
will be cheaper than anything which
has been previously experienced. The
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railroad rule is to put on all the tariff
the traffic will stand. In order to get
the business of transporting anything
but perishable goods it must make a
rate as low as that by boat and thus
the shippers in New York City and
all along the Mississippi River will
profit very materially. There is nec-
essarily a big business going on be-
tween the metropolis and St. Louis
which would constitute quite a profit-
able item. Though these boats go
no further there is no need for rail-
road transportation beyond the steam-
er terminal, because the cargoes can
be transferred to smaller craft which
can go m”™ny miles further up the
Mississippi. Wherever water trans-
portation comes in as a competitor it
makes freight rates decidedly lower
and brings great advantage to the
shippers, which is likewise shared by
the steamers.. This is an argument
for artificial waterways. The con-
struction of canals finds its warrant
in the lower freight rates, but if they
come as slowly as New York’s barge
canal the railroads will have a chance
to make quite a little money before
strenuous competition actually com-
mences.

A very agreeable and significant
symptom and an assurance of better
business conditions is the report of
very substantial increase in postal re-
ceipts at 50 of the largest offices. The
inpome for last June is compared with
that for June, 1908. These increases
in some cases run as high as 30 or
40 per cent.,, and the average for the
whole 50 offices included in the com-
parison is over 12 per cent. When the
post office is busy it means that busi-
ness men believe the times are better
and are working hard to get orders
and it may also indicate that they are
getting orders. Post office receipts
are a very reliable business barome-
ter. Right along with this comes the
statement that the H. C. Frick Co.
of Pittsburg offers employment to
6,000 men additional to those already
at work in its plants manufacturing
coke. The demand for this commod-
ity indicates that the mills using it
are requiring a greatly increased sup-
ply. When there is a large consump-
tion of coke the metal business is
brisk and manufacturing lively. These
facts are substantial and on them a
very considerable amount of well
founded optimism can be based.

It makes pleasant reading anyhow
to note that J. Ogden Armour de-
clares that in his opinion the next
five years will be among the most
prosperous in the history of this
country. He puts it emphatically and
certainly The last two years have not
been very brisk in most lines of busi-
ness and there is ample room for im-
provement. There are students of
political economy who have fixed up-
on 1913 as a time of great financial and
industrial distress. They base their
prediction upon history and the fact
that about once in so often there are
little depressions and once in longer
time there are larger ones. It will
be more agreeable, however, to bear
Mr. Armour’s prediction in mind and
believe that there are five fat years at
hand.
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MOST POPULAR CITIZEN.

How a Voting Contest Can Be Con-
ducted.

Wrritten for the Tradesman.

The basic idea of this broad gauged
voting contest is to use rocking
chairs, dining room tables, Morris
chairs, brass beds, stoves, sewing ma-
chines and other household furnish-
ings for advertising purposes.

The idea is to combine a premium
policy and a voting contest, thus giv-
ing the scheme a double attraction.

In carrying out this store-advertis-
ing, trade-booming, customer-winning
sales plan fully as much depends on
the details and upon the way the lit-
tle things are taken care of as upon
the main idea itself.

What This Plan Will Accomplish.

The great advertising value of this
plan is based on the fact that the
customers are benefited in the most
unusual way.

The merchant who uses the plan re-
ceives an equal benefit. This plan
will not only increase sales, but it
will enable a merchant to do more
business with his present stock and
capital.

There is no question as to who
will pay the cost of the premiums.
They pay for themselves. The profits
on the increased business make this
form of advertising the most inex-
pensive of any.

This plan_is designed, in particu-
lar, for the merchant who desires to
raise ready cash quickly. Results are
better than the quick returns from
the auction or clearance sale with-
out any of the commonplace or inju-
rious effects of sales plans that have
been worn threadbare.

The first thing any dealer wants is
new business. This plan secures it.
Besides that, it turns the stock and
brings in ready cash.

In connection with this
we furnish the merchant with de-
scriptions and prices of the most pop-
ular lines of home furnishings to be
used as premiums. We also furnish
advertising copy, and the necessary
instructions for designing the adver-
tisements necessary to exploit the
plan.

With the purchase of the goods
to be used as premiums we furnish
the merchant with voting tickets in
the denominations of 5, io, 25 and 50
cents and $1 and $5, which he gives to
his customers according to the
amount of their purchase.

The merchant is also supplied with
cuts and descriptive matter for illus-
trated circulars which he can mail to
his out-of-town customers.

In fact, in furnishing the merchant
with this sales plan he receives all
the advertising copy and suggestions
for planning his advertisements which
it will be necessary for him to use.
These are furnished absolutely free
with the order for merchandise to
be used as premiums.

Working Order of Contest.

This sales plan is a combination of
a free premium offer and a popular
citizen voting contest. The plan
provides that the merchant agrees to
give a handsome chair, brass bed or
dining room table, using each one
for a specified time, to the person

sales plan
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holding voting tickets representing
the greatest value at a given time, or
after tfhe entire number of voting
tickets have been given out.

There are two plans by which this
may be operated. One is to give
away the chair at the end of a speci-
fied period or with a certain number
of votes. Both of these plans will
be described in detail so that the mer-
chant may select whichever one will
appeal the stronger to the people in
his community.

This plan differs from most vot-
ing contests in that it provides a
list of useful household merchandise
to be used as premiums, and given
away free to those who hold voting
tickets of certain values so that at
the end of the contest any who may
have entered will win a prize accord-
ing to the value of their tickets.

The merchant first announces the
popular citizen voting contest through
circulars and newspapers, and invites
the people to come to his store to
examine the new lines of premiums
and the prize-winning article.

The merchandise which is .to be
used as premiums should be some-
thing entirely different from what
the merchant has in stock, and if he
should carry the merchandise we sug-
gest in our plan we will substitute
other articles in place of the ones
which he carries.

Because of the contest and pre-
mium features of this plan it will
create unusual interest in every trade
section.

In putting this plan into operation
the merchant will place the prizes
and the premiums in prominent plac-
es in his store and display windows.

The effect of this unusual offer will
be broad and immediate. The peo-
ple will begin to talk about the con-
test, because they will begin to won-
der who will win the prize, and a
great many people will be induced to
enter because even if they do not
win the prize they can secure a
handsome present for the voting tick-
ets they may accumulate.

The scheme may be given a rousing
start by deciding upon several of the
most popular women in the commu-
nity. These women should be ap-
proached and made familiar with the
scheme and induced to enter as tlw
starters. This is not a difficult mat
ter, because if they are popular their
friends will readily make purchases
and cast votes for those selected be-
cause of their popularity and influ-
ence.

Of course the people must not be
given the impression that the mer-
chant is working or even starting any
particular person. The proper way
to approach the starters is to suggest
to them the possibilities of securing
the prize by a little work among their
friends. Others may be started by
suggesting to some of their friends
that they are to go in and get the
prize for a certain other woman in
town.

The most important thing in this
contest is to get it started, because
once it has the spirit of enthusiasm
back of it its growth will be nat-
ural.

As soon as the first name is en-

tered in the contest it should be writ-
ten on a bulletin board placed in
front of the store or in the display
window and the name of everyone
entering the contest should be plac-
ed according to the number of votes
received, and to increase the interest
the bulletin board should be changed
often.

This kind of competition will soon
get things warmed up and then the
votes will rapidly increase.

The bulletin boards must not be
neglected for an instant. In fact, it
is a good plan if the contest is a
large one to have bulletin boards plac-
ed at the important street crossings.
This is the quickest way of spread-
ing the news, because the people,
once interested, will watch the bulle-
tin boards continually.

The merchant must do nothing to
influence the voting, either one way
or another, but he should make some
attempt to keep the leaders in the
contest near together so that more
votes will be required, which will
make it more spirited.

When the contestants run so close
together that no one has the least
idea who will win until the last day
the results in profits are a great deal
better for the merchant.

Usually the contestants will first
be ahead and then run behind, un-
less the competition becomes so
strong that the contestants begin
hoarding their votes. This is often
done by one side attempting to blind
the others and make them think there
is no need for more votes.

It can readily be seen that this
plan works directly against the mer-
chant. At the very start of the con-
test he must make a provision that
unless the votes are turned in the
day following the time they are re-
ceived they will not be counted.

All voting tickets should be stamp-
ed with the date on which they are
issued and in counting the votes turn-
ed in if they are more than two days
old they are thrown out.

Unless the merchant places this
two-day limit on the votes he will
find that the contestants will hold
them back and bring them in on tne
last day of the contest.

When the contest is carried out
along these lines the people in the
town will become so enthusiastic over
the voting that they will spend a
great deal of time soliciting for votes
and every vote means a sale for the
merchant.

Premiums will include many things
for the children, because children are
result producers in any kind of a
contest. They will not hesitate in
approaching everyone they meet in
soliciting votes for the favorite con-
testants.

The plan provides that all the pre-
miums to be used in connection with
the prizes will be of such a nature
that they will appeal to all classes
or buyers.

In carrying out this plan one of the
prizes might be a series of pictures
for decorating school rooms. In this
way the merchant can advertise to
interest the school children and
teachers, or even when he does not
use these things as prizes he can in-
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clude them in the list of premiums.

He must also consider the differ-
ence between the desires of the peo-
ple in <te town and country and
make his lists of prizes and pre-
miums include articles which will ap-
peal to not only these two classes,
but the working classes and the
aristocrats as well.

It is not compulsory that the mer-
chant follow out the plan just as out-
lined here. He may use all of it or
part, or he may broaden it by adding
lines that appeal to his particular
trade.

The extensive number of combin-
ations of this plan makes it possible
for the merchant to appeal to the
greatest number of people at the
same time. It means that not only
the prize feature but the premium as
well offer a wide range of induce-
ments for people to enter the con-
test.

This results in new and increased
business for the merchant and a quick
turning of stocks into ready cash.
This plan of giving voting tickets
with every purchase can also be used
for the purpose of collecting old ac-
counts.

It should be advertised that vot-
ing tickets will be given to people
paying on account just the same as
they are given to cash customers.

There are few articles that can be
used in so many places for advertis-
ing purposes with such far-reaching
results as the prizes and premiums
suggested in this sales plan.

In carrying out a plan of this kind
a merchant must study well the de-
tails, because the advertising value
lies particularly in taking care of the
small things. The success of any
prize contest or premium plan de-
pends a great deal on local condi-
tions.

There are some towns where con-
tests and premiums have been used
and abused. In such cases the peo-
ple are rather suspicious of any new
scheme.

Then there are towns in which con-
tests and premiums are entirely un-
known, and this means the merchant
must do considerable educational ad-
vertising.

It is only natural that some mer-
chants will think that a scheme of
this kind means a large expense. On
the face of it, it may appear as a
rather expensive method of advertis-
ing, but when it is once studied out
carefully it will quickly be seen that
in reality it costs less than the ordi-
nary run of publicity advertising.

Advertising can not be judged by the
cost, but only by the results. The
most expensive kind is that which
does not bring results, no matter how
small the cost may be.

Example of announcement for the
popular citizen voting contest:

Popular Citizen Voting Contest.

It is open to every man, woman and
child and everyone has the same
chance of winning the special prize
and receiving a just reward for the
interest in the contest.

In the first place we are going to
give away, absolutely free, this $5
solid brass bed to the person pre-
senting voting tickets showing the
largest amount of cash purchases and
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receipted bills from our store on
June i.

Besides this grand prize we will
give away hundreds of other beauti-
ful and useful premiums in exchange
for the tickets, so that even those
who do not win the first prize will
be rewarded for their work in the
contest.

This plan of awarding prizes and
giving away premiums is merely a
part of our advertising plan which
makes it possible for us to share
profits with you.

We are not asking you to pay one
cent more for the merchandise, be-
cause our policy of buying and in-
creased business pays for the arti-
cle we give away. We want you to
be sure and visit our store and ex-
amine this bed, which is on display
in our place, and see the many
premiums we offer in exchange for
voting tickets when the contest is
ended.

Be sure to read to-morrow’s papers
for particulars of this contest, which
will be described in detail in the half
page advertisement on page 4. Begin
to-morrow to save the voting tickets,
which will be given with every cash
purchase or paid up account at our
store.

This offers the greatest opportu-
nity you have ever had for saving
money. Watch for future advertise-
ments.

Example of illustrated newspaper
advertisement describing the details
of the contest premium scheme:

FREE! FREE! FREE!
(Cut of brass bed.)

We will give this $25 solid brass
bed absolutely free to the person who
brings to our store on June 1 voting
tickets showing the largest amount
of purchases. This remarkable offer
means that some one of our custom-
ers will secure this beautiful bed ab-
solutely free.

(Cut of voting ticket.)

You will receive one of these vot-
ing tickets with every purchase. On
the bottom line write the name of the
person for whom you wish to vote,
either your own name or that of a
friend who may be one of the lead-
ers in the contest.

These voting tickets must be de-
posited within forty-eight hours from
the time they are stamped or else
they will not be counted.

Besides this every article mention-
ed in the list below is to be given
away absolutely free. There are no
strings to this offer, no lottery fea-
tures nor anything that means you
are taking a chance.

We are giving these handsome
household articles to customers as a
reward for their work in booming
the contest.

This $3 rocker free to the person
presenting voting tickets represent-
ing purchases amounting to $15 or
more.

This beautiful pedestal free for vot-
ing tickets representing a purchase of
$25 or more.

This $10 Morris chair free for vot-
ing tickets representing a purchase
of $40 or more.

A handsome parlor chair exchang-
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ed for voting tickets representing a
purchase of $0 or more.

A convenient kitchen cabinet given
for voting tickets representing a
purchase of $60 or more.

An elegant sideboard given for vot-
ing tickets representing a purchase
of $90 or more.

Besides these premiums we have a
large number on display which may
be the very thing you need or want
for your home. It makes no differ-
ence whether you buy for cash or on
credit. The voting tickets given for
receipted bills and paid up accounts
apply just the same on the final
count.

We have more inducements to of-
fer now than ever before. We have
the same reasonable prices, the same
guarantee to give absolute satisfac-
tion, the same prompt service and,
above all this, the chance to win a
grand prize and secure many desirable
premiums without paying a penny ex-
tra for your merchandise.

Start in to-day to win the grand

prize. Get your friends working for
you. Put in your leisure time from
now on. Work persuasively and per-

sistently with everyone you know.
You will be surprised how many vot-
ing tickets you can secure and how
large a total will be yours at the final
wind-up of the contest.

H. Franklin Thomas.

Use of Price Tickets.

In many of the better-class stores
there is a tendency to omit the price
ticket from the window. The store’s
outward assumption that its clientele
care nothing about the amount of
their expenditures is supposed to add
“class” to the establishment, and it
probably does impress to a certain ex-
tent the snobbish parvenu who affects
a lofty disdain for such an unimpor-
tant detail of the transaction as he
professes to consider price to be.

For the retailer entirely dependent
upon public favor, it is certainly ad-
visable to please as many classes and
types of people as in his power, but
in this case, while his action may
gratify the vanity of a snob, it may
also be the means of losing much new
business.

With the elimination of the price
ticket the window ceases to be a sales
medium. It does not lose its value;
far from it, but it is not as valuable
as it might be. All classes of peo-
ple, rich or poor, are attracted by
value.

Everyone is aware that quality is
obtainable at all times. It is the
price that qualifies it and makes val-
ue. The price offers a medium of
comparison by which the purchaser
knows whether or not he is buying a
good hat!, although he is not a good
judge of the quality.

Unless there are restrictions limit-
ing his authority, one member of a
commercial firm may borrow money
for use in their business, and issue in
payment the promissory note of the
partnership without knowledge of
his associates, who will be bound by
his action. And even where there are
private limitations they can not affect
a holder who takes the note without
knowledge of them.

NEW YORK MARKET.

Special Features of the Grocery and

Produce Trade.
Special Correspondence.

New York, July 17—We are hav-
ing a drouth except on the east side
of the province that is simply knock-
ing things endways so far as some
crops are concerned, and already
peas are reported as practically “done
up.” Gardens are simply dust heaps
and a universal cry for rain is ascend-
ing—Dby airship and otherwise.

Markets are dull and dragging and
everybody who can leave is away on
a vacation. Buyers are taking lim-
ited quantities of merchandise and
neither they nor the sellers seem to
be interested in business.

Spot coffee has had a few ups and
downs during the week and at the
close is at just about the same figure
as named in a previous report. Sales
are of small lots as a general thing
and all hands seem to be waiting. In
store and afloat there are 3,373,329
bags, against 8390841 bags at the
same time last year. At the close
Rio No. 7 in an invoice way is worth
N2@7V8. Mild coffees are moving
with a little more freedom, now
that the paper war of two days be-
tween two states in the coffee re-
gion is over. Shipments, it is thought,

will be steadily forthcoming . and
more activity will prevail. Good Cu-
cuta, xojc.

Gloom, some three inches thick,

seems to hang over the refined sugar
trade, and while midsummer is usu-
ally dull, it is now “awful.” While
fruit crops generally have been good,
there seems to be no call whatever
for sugar. Of course the demand has
got to set in and it is only a ques-
tion of days when there must be no-
ticeable  improvement.  Granulated
closes at 4.70c.

Teas are fairly steady and there is
an observable improvement in the de-
mand for new crop goods. Old stock
is not neglected either, and, upon the
whole, dealers find considerable to be
thankful for. Quotations show little,
if any, change.

Would-be buyers of rice object to
the quotations and say they are too
high. Nevertheless sellers are not dis-
posed to make any concession and
at this writing the market is “be-
tween hay and grass.” Good to prime
domestic, SA@6H c.

Spices continue firm and from week
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to week ihe improvement is more
pronounced. The whole line appears
tc be doing better, but this week
more interest seems to be centered
in__cloves. Prices on the same seem
to be higher abroad than here, where
Zanzibar are quoted at io@io”c.

Molasses and syrups are quiet, and
where quotations are made they are
of a nominal character. Offerings
are light.

Strictly standard 3's, tomatoes, are
now 7j~*@7oc f. o. b. Maryland.
Buyers here say they will pay 65c—
and there you are. Lots of so-called
standards can be had for 65c, but
when the pie is opened the tomatoes
are not “up to the scratch.” The re-
sult is that sales are not consummat-
ed and the next seller is invited in.
Little interest is shown in futures
and when quotations are named 70c
seems to be about the right rate to
“talk.” Peas are in slow demand. Can-
ners up-State say the pack is practi-
cally only 40 per cent, of a good out-
put and the drouth has already
knocked the crop beyond hope of re-
covery.

Butter is firm, although the enquire
is not especially active. At the close
creamery special is quoted at 27c;
extras, 267c; imitation creamery
firsts, 22c; Westérn factory firsts,
21c; seconds, 19i°@20c;’ process, 23
@ 24C.

Cheese is firm, with New York
State full cream held at 13~@i4”c.

Eggs are firm for top grades. West-
ern extra firsts, 23@24c; firsts, 21y2@
227c.

1 Seed

Buckwheat

All varieties thoroughly
cleaned.

Let us furnish you choice seed
?s”vve would like your grain this
all.

re-

Send in your orders for Grain
and Feed of all kinds—price and
quality will please you.

Qrand Rapids Grain A Milling Co.
L Fred Peabody, Mfr.
Grand Rapida, Michigan

“We Khnow How”

You have traffic troubles.
you can not collect your freight claims

service are unsatisfactory we have a remedy.

erly classified we know how to obtain

We have traffic information and experience.

If
let us try. If your freight rates and
If your shipments are not prop-

A Proper Adjustment
We will charge you for any work that we may do for you, but we will not

overcharge you and that is what the railroads are doing every day. Corre-
spondence invited and prompt attention assured.

Ewing & Alexander

Traffic Managers

304-5 Board of Trade Building

Grand Rapids, Michigan
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been over the egg situation pretty
carefully. When in New Haven one
month ago | found the dealers there
all taking April eggs out of stor-
age and using for their best mark of
eggs. The holdings throughout New
England are very much lighter than
one year ago. This is not only true
of the eggs they hold in New Eng-
land but also New England dealers’
outside holdings. They will not car-
ry the eggs in Chicago, Kansas City
or elsewhere that they formerly car-
ried. One concern alone is short one
hundred and fifty (150) cars. Found
the output to the trade in New Eng-
land had been much larger this year
than ever before. Over in Philadel-
phia found the holdings of eggs very
short of last year. Edson Bros., who
are very close to the situation, state
the holdings there were quite some
over 100.000 cases short of one year
ago. There is big shortage at Scran-
ton. Reading, Pottstown and Pitts-
burgh. The\- are also short at Elmi-
ra. Binghamton and Buffalo. While
the Buffalo cold storage is now full
of eggs, they let some of their egg
space go to a flour concern and are
not carrying within 10,000 cases of
what they carried one year ago. The
other house there is a trifle short of
last year’'s holdings. At Cleveland
and Detroit the houses are very
short. Chicago has been short from
the beginning and will continue short
as the season for putting away is vir-
tually over. The past two weeks of
extreme hot w'eather coupled with
harvest have cut down production and
deliveries to a frightful extent, while
the dump wagon is securing more
eggs now than it has ever had in a
long time before. At the interior
houses in lowa. Missouri and Kansas
there are less eggs held this year than
any year before in the w-riter's mem-
ory. Having visited these houses
personally and talked with the peo-
ple within the past five weeks | think
I can give you more accurate infor-
mation on this perhaps than anyone
in the business. There is all kinds of
room to be had in St. Louis now
while every inch of the space was
contracted and none could be obtain-
ed during April, but the parties hav-
ing the space contracted for never fill-
ed it

At Enid, Okla.. where there are two
very nice wrarehouses, one of which
carried one hundred (100) cars last
year there is not a single case of eggs
in storage this year. Texas houses
which carried quite a volume of eggs
last year have virtually no eggs stor-
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stored there, at the same time, they
will draw' eggs from the North either
Ifresh or storage to feed their people
during the fall. This will curtail re-

Iceipts in the East just to that ex-
tent. Pacific Coast houses are short
lof eggs and with the added demand
at Seattle on account of the Fair, we
look for a good movement to the
West throughout the late summer and
Ifall.  With general conditions ex-
tremely good throughout the coun-
try, crop prospects never Dbetter,
there is no reason why California
should not draw a very large number
of winter residents and tourists this
year. This always means a good de-
mand for our products in that State.

The hatch of spring chickens
throughout the West is generally re-
jported at from 40 to 100 per cent,
larger than last year. We are inclin-
ed to think that there are more chick-
ens hatched this year than have been
hatched in the past two or three
years. A great many people have put
in incubators and it is not an un-
common thing to find farmers this
year with anyw'here from 500 to 1,000
chickens, but with all meat products
higher it is hardly probable that we
will get the farmer to sell these check-
ens to us on any lowEr level of prices
than he obtained last year, while from
a speculator’s standpoint, the supply
being taken into consideration, they
should be bought at least 25 per cent,
lower than 'one year ago. The ex-
port outlook is anything but bright,
the dealers over there having been ob-
liged to ship back large quantities of
their purchases. They will take hold
this year only providing they buy at
fully 25 per cent, lower prices than
prevailed last year." We think every-
thing possible should be done by the
trade papers and journals to influence
the buying of the summer and fall
crop of poultry at a much low'er lev-
el of prices than prevailed one year
ago.

Very fancy butter is being taken
here on the market as high as 26H
cents by brokers. Medium grade of
goods in creamery is selling at 25
cents. This is what we w'ould style
a very nice second, while the very
rank, mottled, sour, slushy poor
creameries are selling at 23 to 23"~
cents. These prices are being paid
very largely by the brokers who have
had a very slim business this year
1in both butter and eggs and who
are undoubtedly accepting goods now
that at other times they would not
think of accepting on their orders.
Packing stock is being taken by proc-

We Want Eggs

We have a good outlet for all the eggs you can
ship us. We pay the highest market price.

Burns Creamery« Co.
Qrand Rapids, Mich.

Michigan Butter
and Michigan Eggs

Are recognized as the best products of the cow and hen
that come from any section of the United States. We have
always been the leading handlers of Michigan products in the
Philadelphia market, and today are handling many of the
leading creameries in Michigan. We have room for more, and
can handle your goods to your entire satisfaction.

Many of our regular creameries are trial shippers in the
start. Get in the procession and ship your butter and eggs to
Philadelphia’s leading commission merchants.

Yours for business,
W. R. Brice & Company.
P. S.— Ask Stowe of the Tradesman about us.

Egg Cases and Egg Case Fillers

Excelsior, Cement Coated Nails, Extra Flats
and extra parts for Cases, always on hand.
We 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. SMITH & CO.

EATON RAPIDS, HICH.

Huckleberries Wanted

Also Butter, Eggs, Veal and Poultry

F. E. STROUP, 7 North lonia St., Qrand Rapids, Mich.

C. D. CRITTENDEN CO.

41-43 S. Market St.
Grand Rapids, Mich.

Wholesalers of Butter, Eggs, Cheese and Specialties

butter and eggs

eithrr'phoM”™and find~ut *x n Dr°P 3 ot Kkke
We want shipments of potatoes, onions, beans, pork and veal.

Mir. Pr«, » T=*H* FONDRA & CO.
So. lonia St. Qrand Rapids, Mich.

July 21, 1909
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ess people on the basis of cents
Chicago. Quite a number of the proc-
ess factories are operated by people
who also operate oleomargarine
plants and they have not hesitated to
pay prices for butter that might lose
them io per cent, on their purchases
in order to swell their oleo sales on
which they always have a handsome
margin of profit.  General feeling
among the trade is that butter may
net the purchaser one cent per pound
profit if everything goes well, but if
good rains continue and good pas-
turage coupled with a liberal manu-
facture of butterine, there is an op-
portunity to lose eight cents per
pound on the creamery.
H. A. Emerson.
Considers Edward Miller a Master
Mind.

El Paso, Texas, July io—I1 have
read with interest some articles in
your paper sent me by my friend, Ed-
ward Miller, Jr., of Evansville, Ind.
I call him my friend, for he is my
real friend in thought and in person.
I have also met him and consider
him an upright man, a gentleman and
a very strong man intellectually. He
is a man of great power and has a
very strong mind. He attracts atten-
tion by his personal appearance, his
talk, his thoughts, his writings; in
fact, | consider him a great man of
the world, and only wish we had
more of his kind among us.

His writings are food for the mass-
es. It makes a man think of the
great things of which he has never
thought before. | will admit his writ-
ings made me think—they changed
my ways of living altogether. It did
not change my name, but changed
me in every other way. It made me
think; it taught me what | was liv-
ing for; it opened my eyes, so that
| saw things | had never seen before,
and | am still learning. Every let-
ter our friend sends me is food for
my brain. | can not say too much,
for the understanding | have gotten
through this man Miller could not
have been procured for money, and
it is not for sale for money, but | am
distributing it accordingly for the
same price | paid for it; and all I
ask in return is that the people listen
as | learned to listen, and then | am
paid in full.

I read from your journal “Reason
Why the Soul of Man is Immortal.”
The thought in that article is great,
if the people understand. | read,
“The truth shall make you free.” Ah,
that is great—no use for me to dis-
cuss it. | could write about it, but
there is enough said. Be free, be

truthful, live in good thought and all
is yours. The article on “The Se-
cret of Right Growth”—yes, when
we have learned how to balance

things for the welfare of our life, we

are on top. Let us learn to listen,
to think, to dream of good things
only, and our life is happy. | am a

happy man most all the time. | am
an optimist and have learned to pass
the smile.

| also read an article, “What this
world needs more than anything
else.” That is a masterpiece ana
great food for the hungry. We need

Platos. We have them, but they are
afraid to talk, and when one doe
talk, we are not always ready to lis
ten. We are all too busy making a
living for wife and babies and forget
the greatest thing in .the world—to

listen. Yes, listen to the truth and
obey our thoughts.
I also have read “Power of

Thought” in your journal by Millei
and his expression gives me power
It makes people think of many things
—even if he did know it, he had long
forgotten it. |1 am glad indeed your
paper is publishing these great let-
ters, for they will benefit the world
I can not see how a great merchant
like Edward Miller can get the time
and thought to write such letters. He
must be inspired by the Great Spirit
to do good for all. From his writ-
ings, he seems to be a very learned
man—a great educated man; but |
know his education is observation of
great things and not a school educa-
tion. For that reason, | can appre-
ciate his writings still more. | have
read other things from your journal
from his pen, such as “Real Knowl-
edge,” “Find the Truth,” “What is
Life?” etc.,, and | have the highest
regard for anything coming from his
pen. | think Edward Miller is a great
man, no matter what the remainder of
the world think of him.

When | first knew him, ten years
ago, | thought he was a crank of the
first water, but | have changed my
mind now and consider him a master
mind. H. P. N. Gammel.

Bred in the Bone.

Some men are so crooked that they
could not lie straight in a six-foot-
four bed. They seem to be born
tihat way. They would sooner sell
crooked goods and make less money
than sell straight at a fair profit.
Cheating is as natural with them as
eating, and some people seem to
relish a crooked deal more than their
meals. It is a strange thing but true
that cheats rarely prosper. If they
make money their gains seem to run
through their fingers like sand. We
have in mind to-day a wholesale man
who was in business in Montreal
seme years ago, and who did a large
business, in which he cheated every-
body from the customs to the retailer
who bought from him. He and the
staff he gathered about him used to
tamper with every article they sold,
so that nothing scarcely left their
place unadulterated. He would rath-
er adulterate a puncheon of molasses
and make less out of it than sell it
pure and have over a fair margin. He
prospered for awhile, then escaped
the penitentiary by the skin of his
teeth, and today is eking out a living
in a small manufacturing business
that affords opportunity for the ex-
ercise of his ingenuity at cheating.
He has never been a success and
never will. Do a straight business, if
you have to take a bucksaw and ax
to do it—Canadian Shoe and Leath-
er Trade Journal.

Some sinners do not repent because
they fear there would not be enough

joy in heaven over the event to satis- Marine National Bank. Commercial Agents

fy them.

Grand Rapids Floral Co.

Wholesale and Retail

FLOWERS

149 Monroe Street, Orand Rapids, Mich,

Ground

Feeds

None Better

WYKES A CO.

«RAND RAPIDS

GOOD ADS—MAKE GOOD
| will write an ad. ior your business that
will ‘stick out” of your ‘paper and make a
direct appeal” to your prospective cus-
tomer. Send $100 and data for trial ad.
and watch the results.
RUDOLPH KERN, AdrertUin* =~

507 Chamber of Commerce Detroit, Mich.

roust

~COMMISSION EXCLUSIVE!L"

FooTE & JENks' COLEMAN'S T vvana)

Terpeneless

High Class

Lemon and Vanilla

L OUr T rtn,0tlOB OMer” that combats "Factory to_ Family" schemes.

Insist

dngetting Coleman s Extracts from your jobbing grocer, or'mail order direct to

FOOTE & JENKS, Jackson, Mich.

We are in the market daily for strictly fresh

Laid and Gathered Eggs

If can offer, write or telephone us

M%g ’gy Bmé\ Wholi 52

Both Phones 1217

Deallr? *

" uareh ol RPN, SRECRANDEP a0«

Grand Rapids, Mich.

€ and

The Best Market in the Country for

BUTTER

AND EGGS

Is New York Gity
Its quotations on these articles practically regulate the dairy business of the entire

United

Ship to FITCH, CORNELL & CO.,
The Great Butter and Egg House of the East.

States

10 Harrison St., New York City
Annual Sales $4,009,000.

We refer to the Editor of the Michigan Tradesman or ejther of the live banks’with whom
we have accounts in New York.

Ouir first car of

Georgia Cantaloupes

is in, also have more cars rolling. Price much lower and quality as good as

Californias.

The Vinkemulder Company

14-16 Ottawa Street

SEEDS

forSummer Planting:
der Corn, Cow Peas,
Rape, Turnip and Rutabaga.

Grand Rapids, Michigan

Millet, Fod-
Dwarf Essex

“All orders filled promptly.”

ALFRED J. BROWN 8EED OO.* GRAND RAPID8* MICH.
OTTAWA AND LOUIS STREETS

W. C. Rea

REA &

PRODUCE

104-106 West Market St.,

A. J. Witzi

WITZIO

COMMISSION
Buffalo, N. Y.

We solicit consignments of Butter, Eggs, Cheese, Live and Dressed P(lltry
Beans and Potatoes. Correct and prompt returmns.

REFERENCES

Express Companies. Trade Papers and Hundred

Establlshed 1873
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CHINA AND GLASS.

Practical Pointers on How To Ar-
range Them.

House furnishing goods sell usually
at a more or less low level of profit?;
china, glass and art wares, excepting
possibly tableware, will stand almost
any level of profit, no matter how
high, provided the goods “look the
price”—and they usually do.

If, therefore, the china and glass-
ware department does not pay, there
is something wrong somewhere, but
the probabilities are that that “some-
thing” is not the stock. To find out
what is wrong examine into the loss
by breakage, the cost of selling and
stocking the goods, the loss by car-
rying overstocks or too large a pro-
portion of slow-moving wares, the
methods used in figuring prices and
the efficiency of your sales clerks. If
you do not discover the leak by the
time you complete such an investi-
gation there still remains another ex-
planation—that the volume of sales
does not warrant the amount of cap-
ital that is invested in stock, or, in
other words, your china and glass are
not suited to your trade, and, there-
fore, do not move fast enough. If
that is your trouble, the quicker you
reduce your stock the better. Do
not invest more capital in these
goods than about one-quarter the vol-
ume of annual sales. Some of you
may do better than that; but this is
addressed to the average dealer.

One of the most important consid-
erations to the china and glass deal-
er is the location of his department.

In the case of a department store
the general consensus of opinion in
the trade seems to be that the kitch-
enware and the china department
should adjoin one another and that
china and glass should be sold in the
basement. If located on an upper
floor only high-grade china and glass
should be carried, as low-priced goods
can not stand the disadvantage of an
upstairs location.

In the case of jthe china dealer
1 wWp also carries house furnishing
goods, we believe his china and glass
should be located “up front” next to
the street door, and should have the
best light, decorations and fixtures
the store allow.. People will go to
the rear for kitchenware, and be im-
pressed with the idea that the dealer
carries high-grade goods, if they must
pass a splendid display of china and
glass on the way; but if the kitchen-
ware were “up front” they would at-
tach little importance to the china and
glass, because tinware, etc., conveys
the idea of “cheapness,” and they
would gain the impression that the
china and glass at the rear of the
store must be of poor quality and
grade.

We may add that great care must
be taken of china and glass to keep
it free from dust and grime; to take
the samples out of the straw or other
packing; to have the tables clean and
highly polished, and to make the
china and glass look choice and cost-
ly. We have seen some stores that
did not do this, much to the detriment
of the really high-class line of goods
they exhibited. The controlling idea
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should be to make every piece of
china or glass exhibited look to be
worth about twice what is asked for
it, and these goods lend themselves
readily to such treatment. This poli-
cy pays, because it makes the goods
desirable. In other words, it makes
them sell easily at high prices.

To the china and glassware dealer
something more may be said: Pri-
marily, most small stores lack space,
working capital and facilities, and the
consequence is the stock becomes
cramped, dusty and cluttered up and
eventually unsalable. If you must
cut down on expenses somewhere,
reduce your stock and buy suitable
fixtures. Your fixtures are of more
importance to you than your stock.
Maybe that sounds like a wrong state-
ment to you; if it does, just take
yourself to one side and think it over
good and hard. It may help you to
sit down and figure out which pays
better profits—a large stock of goods
you find it difficult to sell or a small
stock of goods that sells rapidly and
profitably. The fixtures do the trick.

But first consider the matter of ar-
rangement. Your store is probably
25 feet wide by 60 feet deep. Your
front entrance is flanked on both
sides with deep and narrow display
windows. This arrangement is better
than the side entrance, although
many small stores are built the lat-
ter way.

In either case the tendency is to
run display tables down the center of
the room, making an aisle on both
sides, and using wall shelving down
the length of the room. Being crowd-
ed for space the dealer is almost cer-
tain to build shelving sometimes four
feet high over his tables, shutting
off a bird’'s-eye view of the whole
stock from the front entrance, cut-
ting off the light from the wall
shelves and also making it impossi-
ble for his clerks to keep his tables
and shelves clean and free from dust.
The table shelving is a bad mistake
and should not be tolerated for a min-
ute longer than is needed to take it
down.

The small dealer should use wall
shelving. (preferably cabinets with
glass doors) wherein to show tall
pieces, art wares, etc., and he should
use small tables with mirror tops for
glassware, tables with a high polish
for the more costly grades of china,
or Mission may be used throughout
for fixtures and tables. The tables
should run about 4 by 6, 6 by 9, or
at most, 9 by 12 feet, or any other
convenient size. They should be plac-
ed crossways, with aisles between.
Prices should be plainly marked on
all goods, and the goods should also
be arranged in sections indicated by
signs, such as Table Wares, Art
Wares, Cut Glass, Table Glass, etc.

As to what fixtures to use, this
matter depends largely upon the
goods to be displayed. Costly cut

glass, high-priced china, etc., should
be given treatment in keeping with
their value. Showcases and wall cab-
inets should shelter the art wares and
the fancy china; cut glass should be
displayed on tables with mirror tops,
and on shelving with mirror backs,
electric lights being used to bring

out the prismatic colors of the cut
glass. Mahogany tables, real or imi-
tation, should be used with certain
grades of art wares and bric-a-brac,
and in general every attention paid to
details in store fixtures and furnish-
ings that the *china and glassware
may all of it be invested with an at-
mosphere of luxury, good taste and
intrinsic value. Attention to these
matters—we repeat—means that the
dealer can ask and obtain high prices
for his goods.

Too many merchants add their
profits to the cost price instead of to
the retail price of the goods. As-
suming that the factory cost of an
article is $1, the price should be
figured in this way:

Factory cost
Freight, breakage, etc................
Selling expense— maintenance of

store, wages, light, heat, in-
terest, etc. ... Mueoororiinnn 25
Actual cost .....ccoceiiiiiins $L 3B
20 per cent, profit would be.... 27
Selling price ....cccoovviinnnnne $1.62

The above example shows, in sim-
ple form, just how the price on an
article costing $1 at the factory should
be figured so that the dealer may
realize a profit of 20 per cent. We
hear every now and then of mer-
chants who, wishing to realize a prof-
it of 20 per cent, on an article bought
at $1 set the price at $1.20, forgetting
to add freight and selling expense to
the factory cost before they add their
profits. Such a mistake means event-
ual bankruptcy.

When it comes to a consideration
of the selling end of the china and
glass business, assuming that proper
attention has been given to fixtures,
furnishings and store arrangement,
we arc struck with the importance of
competent salesmanship.

We do not believe the average
salesgirl can sell china and glass
with any degree of success, except
in the case of the cheapest class of
goods. If all that is needed to say

is, “Them tumblers are six for a
quarter,” the salesgirl will do. If the
customer asks her, “What kind of

glass are they made of?” the sale is
off right there, for few salesgirls have
any conception of the difference be-
tween lead-blown glass, molded glass,
etc. True, the customer might not
pursue the subject farther, but if the

W
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salesgirl were competent to tell her
why lead-blown glass is superior to
tank glass, and then go into the sub-
ject of etched decorations, etc., illus-
trating the differences by samples
from stock, the customer would soon
find herself buying choice glasses be-
fore she knew it.

Suppose, for example, Mrs. Newly-
wed, with a more or less limited
purse, found she had received odd
pieces of cut glass as wedding pres-
ents, and needed certain articles to
round out her collection. She would
argue that genuine cut glass was be-
yond her means, and when she came
into the china store to look around
she would have that thought in mind.

Seeing molded glass laid out on
mirror-top tables, brilliantly display-
ed by the electric lights, she would
undoubtedly be fascinated. A clever
salesman could, by a few leading
questions, draw out what she desir-
ed, and jthen, without asking her how
much she had to spend, show her
first the pieces she wished, in genuine
cut glass, at the same time stating
the cost. Then he could compare
them with the same pieces acid fin-
ished, and again with the same piec-
es made from molded blanks. He
could point out how slight are the
differences in appearance between the
grades, why there is such a great
variance in price, and by proving to
her how difficult it is for anybody
but an expert to detect the difference
between cut and well-finished mold-
ed glass, land her order for the arti-
cles she desired. She might buy the
genuine cut glass, if she could afford
it, even pinching a little elsewhere,
but if not she would certainly buy one
of the cheaper grades before she
left the store, and would return to
that salesman later on, for she would
be impressed with the idea that he
knew her needs and how to satisfy
them to the best advantage.

When it comes to chinaware the
same thing holds true. The differ-
ence between American and import-
ed tablewares in quality, decoration,
shape and finish furnishes an in-
teresting fund of selling talk, and an
argument for the purchase of high-
priced goods. We do not intend to
disparage American wares, for there
are a number of high grade lines of
American tableware on the market,
but there are also many extremely
cheap grades, known in the trade as

rocer Q dmpanv

The Prompt Shippers

Grand Rapids, Mich.
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“mud/’ and the profits on these goods
are as low as the price. The china
dealer, by drawing comparisons, can
readily sell his higher priced and
more profitable goods.

As to art wares, here enters the
element of craftsmanship. The edu-
cated salesman who knows how the
pieces are molded, something of their
composition, a great deal about how
they are decorated and fired, has a
fund of information at his com-
mand which will please the connois-
seur, entertain his customers and
lead them to value highly the goods
they buy, and also treasure and ap-
preciate them at their real value. Such
selling talk eliminates forever the
question of price. Those who love
art wares will make any kind of a
sacrifice to buy a piece of china or a
vase, or any other object they covet.
The higher the price they have to
pa;/ the more they value it; and the
better they know its history, and how
it was made, the more they long to
possess it.

Salesmanship in the china and
glass store is a valuable asset. The
proprietor should possess it, and so
should his salts assistants, the main
point being that well-paid and well-in-
formed salesmen are well worth
while, if not absolutely indispensa-
ble. to the china dealer. Knowledge
of the craft pays big dividends in the
form of higher prices and longer
profits.—-House Furnishing Review.

Mix With Your Customers.

Many men stick too closely to their
stores. They do not get out and
"mix” enough and fail to fully appre-
ciate the wants of the people of their
neighborhoods. An exchange sug-
gests that it is an excellent idea for
country dealers to attend auctions,
and that in doing so they learn what
people want and get acquainted with
the farmers of their vicinity from
whom they must seek trade. Dealers
ought in fact to make themselves
prominent at all public gatherings and
never fail to let the people know in
what business they are engaged. The
trick of making acquaintances easy
is a great acquisition, especially for
retail merchants or salesmen. It is
a gift that rightly used pays big re-
turns. There are men so constituted
that will get on a railroad train for
a fifty-mile journey who will know
all the men sitting anywhere near
them before they leave the car. You
have seen them and noted that they
are generally bubbling over with en-
thusiasm about their business. There
are others who rather icily hold
themselves aloof from their fellows
and wait for advances which seldom
come. Of course there is a limit, but
generally it is the man who is not
backward about butting in when an
opportunity offers, or who has the
ability to create an opening for him-
self, who has the biggest line of cus-
tomers. Make all the personal ac-
guaintances of a desirable nature pos-
sible. It is good advertising and
equal to money in the bank.

A Stab.
“l am afraid you would marry a
fool if he asked you.”
“Is that a proposal?”
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McLaughlin’s Coffees

Always Better at the Price

The man on the ground always gets
the first choice.

Our experienced buyers in the principal
coffee growing countries secure the
pick of the crop for our customers.

View of McLaughlin & Co.’s Rio de Janeiro Office.
Our manager is in doorway without a hat.  Coffee in wagons is our coffee being hauled to boat.

W. F. McLaughlin & Co.

Chicago Houses—82-96 So. Water St., 16-18 Michigan Ave.
Warehouses—North Pier, Chicago River
Branch Houses—Rio de Janeiro and Santos, Brazil

WRITE US FOR PRICES AND SAMPLES
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GOODWILL.

Supreme Court Holds
Transferred.

The Tradesman has secured the full
text of the Supreme Court decision in
the case of Oscar K. Buckhout vs.
Benj. F and Roy Witwer, and takes
pleasure in reproducing it as follows:

The Witwer Baking Co. is a cor-
poration doing business in Kalama-
zoo. It was organized July 18, 1906,
to take over the business of Benja-
min F. Witwer, of that place, who
had established a lucrative baking
business. Its capital stock was $100,-
000, of which Benjamin F. Witwer
subscribed for $39,000; Etta Witwer,
$1,000; Lorenzo T. Bennett, $49,000,
and Oscar K. Buckhout, the com-
plainant, $11,000. The goodwill of
said business was put in at $10,000.

On Feb. 26, 1908, Roy Witwer, a
son of Benjamin F. Witwer, acquir-
ed one hundred (100) shares of the
capital stock of said company. On
March 9, 1908, complainant purchased
from Benjamin F. Witwer, who was
authorized to and did act for Etta
Witwer and Roy Witwer, his wife and
son, respectively, all of the -capital
stock of said company owned by
them for an agreed price of $14,000.
Said Benjamin F. Witwer, with the
knowledge and assent and upon be-
half of his said wife and son as well
as himself, executed the following
writing:

B. F. Witwer, City:

I will pay you thirty-five cents on
the dollar for $40000 stock in the
Witwer Baking Co., incorporated,
which amounts to $14,000, it being
understood that the stock above re-
ferred to shall be all of the stock now
held in your name, also in the name
of Etta Witwer. Said stock shall be
endorsed by those whose names it is
now in and delivered to me free from
all encumbrances within five days
from date. In making you this of-
fer and purchasing your interest in
this company it is subject to the con-
dition that the goodwill of yourself
and family follows the purchase; al-
so that you will not directly or indi-
rectly, in any way, shape or manner,
engage in the baking business in Kal-
amazoo for a period of five years. If
you do so, and do not fulfill on your
part both in the spirit and language
of this letter, you shall forfeit me one
thousand dollars per annum, until the
end of the five years from the time
you shall not have acted in good faith
in performing the terms of this sale.

You shall resign your position as an
officer of this company at once or up-
on the delivery of stock in this com-
pany above referred to.

O. K. Buckhout.

It Can Be

Accepted by

B. F. Witwer.

The bill in this cause is filed to
specifically enforce said contract to
recover damage for an alleged breach
and to restrain further breaches of
said contract by Benj. F. and Roy
Witwer for five years.

In addition to the foregoing facts
the bill alleges that before said sale
to the complainant the defendants
were secretly arranging to enter in-
to a new business similar to that car-

MICHIGAN TRADESMAN

ried on by the Witwer Baking Co. in
competition with it, and with the de-
sign and intention of undermining it
for their own benefit and profit, con-
trary to their contract, and that in
furtherance of such design have en-
tered upon such a business, contrary
to their said contract and are now
conducting it to the injury and se-
rious damage of complainant.

The defendants demurred to said
bill and, the demurrer having been
sustained, the complainant has ap-
pealed.

Two important questions arise up-
on this record:

"i. Was the contract a violation of

Sec. 1, Act 329, Public Acts, 1905,
which provides:
“Section 1. All agreements and

contracts by which any person, co-
partnership or corporation promises
or agrees not to engage in any avo-
I cation, employment, pursuit, trade,
profession, or business, whether rea-
sonable or unreasonable, partial or
general, limited or unlimited, are
hereby declared to be against public
policy and illegal and void.”

“Sec. 6. This act shall not apply
to any contract mentioned in this nor
in restraint of trade where the only
object of the restraint imposed by the
contract is to protect the vendee or
transferee of a trade, pursuit, avoca-
tion, profession or business, of the
goodwill thereof, sold and transfer-
red for a valuable consideration in
good faith and without any intent to
create, build up, establish or main-
tain a monopoly.”

2. Does the contract by its terms
provide for stipulated damages to the
exclusion of a right to specific per-
formance?

It is contended by the appellee that
this statute expressly forbids all. con-
tracts in restraint of trade, except in
favor of a transferee of a business,
and that the corporation was the
only transference of the business here,
complainant being only a purchases
of stock, hence that he is not within
the terms of the statute.

We should have no doubt of the
validity and binding effect of this con-
tract in the absence of the statute un-
der the cases of:

Hubbard vs. Miller, 27 Mich., 15.

Beal vs. Chase, 31 Mich., 490.

Doty vs. Martin, 32 Mich., 463.

Timmerman vs. Dever, 52 Mich., 34.

Up Riv. Ice Co. vs. Denier, 114
Mich., 303.

Adama vs. Knapp, 121 Fed., 34

Davis vs. Booth Co., 131 Fed., 31

Kronschnabel vs. Smith, 87 Minn.,
230.

Bradford vs.
Tenn., 610.

All of them appear to turn upon
the common law rule. The present
case involves a statute which has
changed the common law rule and
made invalid all such contracts, with
certain exceptions, and this case must
turn on the question of its being
within the exception, and as said in
Merchants Ad. Sign Co. vs. Ster-
ling: “It is not a question whether the
holder of shares of a corporation
should be permitted to enhance their
vendability by agreeing to abstain
from carrying on business similar to

Furniture Co., 115

that of the corporation, but it is a
question whether such agreement is
not by law (i. e., statute) declared to
be void.”

The corporation succeeded to all of
the defendant Benj. Witwer's rights
in this business, after which he had
no right to the goodwill except as a
stockholder. His wife and son never
had any except as owners of stock.
At the time of complainant’'s pur-
chase of stock he was not thereby
technically made a transferee of a
trade, pursuit, avocation or business
or the goodwill thereof, but he was
made a transferee of the same so far
as a stockholder could have such in-
terest, for the defendants did make
a sale of their interest in the cor-
poration and the goodwill of them-
selves in the business, and defend-
ants promised to refrain from engag-
ing in such business upon a consid-
eration which was adequate.

Technically, the sale to the corpor-
ation did carry the good will to it,
but the stockholders who constituted
the corporation became the real own-
ers of the business and goodwill in
proportion to their shares, for they
were the owners of the artificial body
which they were permitted to erect.
That this may have been a qualified
right so far as control is concerned
may be admitted, but such as it was
they attempted to sell it to the com-
plainant, and we are of the opinion
that it was within the exception of
the statute, reasonably construed. In
this we are aware that we are at va-
riance with the view taken by the
learned court of California, and it is
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not without hesitation that we have
felt constrained to reach a different
conclusion. Counsel seek to distin-
guish that case from the present, but
we think that it can not fairly be dis-
tinguished. We can not disapprove
of the logic of that opinion if its
premises be admitted, but we think
that it may reasonably be said that a
stockholder in a corporation has such
an interest in its business and good-
will within this statute as to make a
purchaser of such interest and good-
will a transferee of the same, which
appears inconsistent with the view
taken in that case.

We are of the opinion that the pro-
vision in the contract

“If you do so and do not fulfill on
your part both in the spirit and lan-
guage of this letter you shall forfeit
to me one thousand dollars per an-
num until the end of the five years
from the time you shall not have
acted in good faith in performing
the terms of this sale.”
should be construed to provide for
a penalty, and therefore that it does
not preclude complainant from filing
a bill for specific performance. It is
within the rule stated in Daily vs.
Litchfield, 10 Michigan, 29, followed
in Powell vs. Dwyer, 149 Michigan,
M5-

The other points discussed by the
counsel do not require elaboration. It

is enough to say that we can not
sustain them upon this record.
The order is reversed with costs

and the cause is remanded for furth-
er proceedings.
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A LIVE WIRE

Tells How To Sell Goods and Wins
Out.
Wrritten for the Tradesman.

When the directors learned at the
annual meeting of the Board that the
business of the company had during
the past year increased upward of 15
per cent.,, with a correspondingly
gratifying increase in the percentage
of profit, they were ready to warm
up to almost any proposition in re-
lation to the company’s business.

And so when Jefferson Chester,
the President and General Manager,
advised a large increase of the force
of salesmen the idea was favored
unanimously.

“There’s practically no limit to the
business we may get if we go after it
and go after it right,” said Mr. Ches-
ter.

“What is involved in the phrase
‘go after it right?” may | ask, observ-
ed the heaviest stockholder in the
concern.

Thereupon Mr. Chester explained
that he wanted to put at least a thou-
sand salesmen into the field and on a
commission basis. “And the reason |
say ‘commission basis’ is because no
salesman who can make good on our
lines would consent to sell them on
any other footng,’; hs concluded.

A conference such as has been very
briefly indicated took place recently
in a large city not a thousand miles
from Grand Rapids and following an
unanimous agreement to carry out
the suggestion of the General Mana-
ger, that gentleman summoned as"
his first step toward carrying out his
plan a young man in the employ of
the company who knew the business
from A to Z, who was an exception-
ally clear and convincing talker and
whose integrity is of the highest or-
der, to his office.

Upon his arrival he told the young-
ster that all the salesmen had been
called in for a certain date and that
he wanted him to give them a talk
on salesmanship and upon the lines
of goods handled by the company.

“I'll not do it except under com-
pulsion,” said the young man. “In
the first place | would have to find
fault with some of the things we
handle and with some of the meth-
ods we have of handling them. |
couldn’t talk unless | did ti= Then,
too, you have ten or fifteen men
among your salesmen each one of
whom are old enough to be my fa-
ther; and, finally, 1 could not face
such an audience unless | had you
at my right hand to hear and criti-
cise what | would be sure to say.”

The General Manager informed the
young man that every condition he
had mentioned would be met; that he
was the man he wanted to make the
talk and that he must as an employe
of the company consent to the ar-
rangement.

Thus it happened that an audience
of thirty experienced salesmen and
including every member of the com-
pany’'s Board of Directors, with the
General Manager as presiding officer
of the meeting, listened to a talk on
Salesmanship and Our Lines by a
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man not 30 years old and employed
in the company’s general office, not
as salesman, not as advertising man-
ager and not as manager of any other
department.

And this lecture, covering an hour
and forty-five minutes, was listened to
with intense interest by all and was
repeatedly and most enthusiastically
applauded.

What did the young man say?

In concise, well arranged phrase-
ology he talked honesty and enthu-
siasm in handling the company’s
goods. “Don’t fill a customer up
with what a big company you repre-
sent; don't tell 'em that Mr. Rocker-
feller, President Taft and King Ed-
ward are stockholders; don’K swell
out on what a perfectly immense
business we are doing and that we
are going to wipe all competition off
the face of the earth; don’t jolly them
on our superior shipping faculties and
the wonders of our plant,” he re-
marked as he held up a finger for
each “don't.”

And then he pointed out two or
three practices of the company which
he classed as “mere pretenses” and
added: “Cut it all out. Remember
that you have goods you can swear
by and never get left. Sell these
goods solely on their merits or don't
sell them. If you make a sale on any
other basis you are crooked and no
salesman who is crooked can have
permanent sucr;ess’.k” .

The young man in question is now
in business for himself, handling the
very goods he can “swear by,” with
one of the best mercantile sections
in the country as his exclusive terri-
tory. And his income is probably
400 per cent, greater than it was
when he was in the employ of the
company. Indeed, his former em-
ployer tried hard to get him to stay
with the company on a large salary.
“You’'re a live wire and we want you,”
he urged.

But the young man said: “No, |
want to be independent. | want to
say what | like, when I like, on any
decent topic and a man on a salary
can't do that. And, besides, while |
may be a live wire, | may burn out,
and anyway | don't want to be
grounded by going on a salary list.”

L. F. Rand.

The Law’s Delay.

“l understand that you called on
the plaintiff, Mr. Barnes. Is that so?”
‘mestioned Lawyer Fuller, now chief
justice.

“Yes,” answered the witness.

“What did he say?” next demanded
Fuller.

The attorney for the defense jump-
ed to his feet and objected that the
conversation could not be admitted
in the evidence. A half-hour’s argu-
ment followed, and the judges retired
to their private room to consider the
point.

An hour later the judges filed into
the courtroom and announced that
Mr. Fuller might put his question.

“Well, what did the plaintiff say,
Mr. Barnes?”

“He weren't at home, sir,” came
the answer without a tremor.
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LITTERING THE LAWN.

When a Man Comes Near Being a
Christian.

Last Sunday morning in the back
yaird garden, where Sue’s little field
of seedling larkspurs stands dressed
in living blue, | stopped to admire
the show—new creations in larkspurs,
a great variety of forms within nar-
row larkspur limits, ranging in shade
from baby blue to navy blue and all
in their maiden flowering—when of a
sudden | was aware of a compan-
ion visitor in this Field of the Cloth
of Blue. It was a humming bird on
a breakfast quest. The humming
bird is a welcome guest in our gar-
den. He comes nearest to being an
old fashioned English fairy of the
Shakespeare period of any wild ani-
mal | have known. He flashes into
the garden like a little sprite of sun-
shine, heralded by his softly radiant
hum; and if you have the wit to stand
stock still and watch and listen, you
will learn a lot from him in a little
while. This small fellow wears a pea
green glistening coat, like the scale
armor of Sir Launfal, a veritable
sheath gown, glove fitting yet mod-
est. You would hardly think him a
bird as he darts in and out, in and
out, hanging in mid-air, circled about
by his filmy saint’s halo, into which
his whizzing wings have been trans-
formed; his long bill diving deep in-
to the honeyed recesses of the lark-
spurs. | watched him fully ten minutes
as he tested and tasted the blue
depths of the flowers up and down
the racemed stalks, flashing back and
forth shuttlewise, or finding his break-
fast sweets in good supply, twisting
his lithe body to get the very last
particle, until he looked not unlike a
tiny, golden green fish in action. In
his course he came and worked with-
in a few inches of my coat for so
long a time that | could have believ-
ed John Burroughs had he come and
told me that the bird did not know
me from a ferlce*pOEt.

If one is quiet in a quiet garden he
can see many things. The hose was
running very slowly on some newly
planted seedling things, so quietly
you would never have noticed its low
trickling; and yet a robin had heard
it. In these dry days, let water run
in your garden with a little advertis-
ing racket, and the birds soon read
the advertisement and come. They
come from here and there to fill their
little water pails and stay to bathe
and frolic in the refreshing wet. This
robin, without so much as asking
leave, proceeded to take his Sunday
morning bath in my presence with the
greatest abandon. Soon he was join-
ed by a younger robin of this season’s
vintage—the fact being attested by
the brown-flecked vest which he wore.
The two made merry, taking turns at
dip and flutter.

Sit down on this garden barrow and
tell me if you see any other living
thing in this flowered close. Back
in the deep shadows of those holly-
hock leaves, if you look a moment,
you may see the nose of some ani-
mal wrinkling and twitching now and
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again like the nose of an old man
in deep meditation or in silent con-
tempt. That is the cotton-tail rab-
bit that has taken up his safe abode
with us in the midst of the rush and
hustle of city life, where noisy men
and bouncing dogs and prowling cats
jdo much abound. 1 have myself sur-
prised him at times, but not to the
jpoint of wild flight. In spite of his
Inerves and his alarms he seems to
llive well by day and sleep o’ nights
las comfortably as the favored pig in
the bedded sty.*

How is it,'do you suppose, that
these feeble and timid folk—hemmed
about by a cordon of relentless foes,
shocked by rude alarms, eating their
food in the very presence of their en-
emies and sleeping on picket every
night—how is it that they can take
life’s enjoyment to the full, and live
to old age and large success? Because,
as | can well believe, in the fresh and
quiet hour of a Sabbath morning, in a
fresh and quiet garden—because the
same Hand that close about us some-
|times shuts us in for a quiet hour
keeps also in peace the little living
things of His Wgrlg taat love peace.

When a man comes home from a
strenuous day of important business,
with scant time for supper, and just
a rag of daylight left to slick up the
lawn, and finds that his boy and the
boy from the next lot, and the twins
from the back lot, and the girl from
across the street, have hauled a wag-
onload of junk on the lot with which
to play store and railroad and wireless
telegraphy and teetertotter and war,
he is a well-poised man indeed if he
can plod calmly along in the twilight
lugging back, putting up and clear-
ing away the cumbrous wreck of the
children’s small foolishness. He is a
Christian, or at least very near the
Kingdom, if he can do this without
tremendous effort at self-suppression.
And he is both a sage and a saint
if he can see and candidly admit that
the children’s play may be as impor-
tant a part of the business of the day
as is his own l’)creid-\ivinning work.

It does look like blank idiocy, we
will admit, to say that the man who
is steering a deal that promises to
sugar off twenty-seven thousand dol-
lars’ profit in six weeks is in no big-
ger business than is the little, bare-
legged urchin who is digging caves in
a sand pile with a clam shell. But the
truth of the question depends on what
we are hene on earth for. If we are
here primarily to make character, and
not to make money, the lad’s side of
the question looms up some. Count-
ed in charactermaking, maybe these
five youngsters who have so careless-
ly cluttered up my lawn while | have
been so carefully laboring down town
have done a vastly bigger day’s work
than 1. It might have been profitable
had | deliberately taken a few valua-
ble hours out of my working day to
enter into their play. Character is
made very rapidly prior to 12 years
of age.

* * *

A friend of ours who recently

heard someone say that a man ought

to chum with his boy, replied with a
laugh that his boy chummed with his
pa when he wanted some money to
low in. | am sorry for a father who
can get his hand on his boy only by
coaxing him up with an open pocket-
book. But whose fault is it? The
boy’s? Not very likely. If | were
in the habit of betting on a sure
thing, | would stake my money that
this boy’s pa thought his time was
too valuable to give in smooth, un-
broken chunks to his boy. If he gave
him any it was just a few stray
scraps—the little, narrow ravelings of
the day between late suppertime and
the boy’s early bedtime, or so much
of that as the evening paper did not
consume; or, possibly, a few broken
fragments of Sunday between the
forty-eight page Sunday paper and
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dinner or between the afterdinner
snooze and twilight. Why should a
boy so neglected care to chum with
the man who neglected him? Did he
not try to chum with his pa from the
time he could put out hands to him
or toddle up to have his little wagon
mended or beg for stories at bed-
time? And did he get the chum-
ming he hungered for? Didn’t his pa
think himself in pretty small business
“’tending baby?” And did he not feel
relieved when his boy grew old
enough to find playmates with whom
he could entertain himself without
bothering his father? Now the boy
can get along without his father very
well, thank you, if only he can get
his fist into his father’s pocket every
little while. Father has been all these
years the moneymaker for the fami-
I¥]. The boy is bright enough to see
this.

* * *

This is the way our commercial
age is cursing its children. All you
need to send a boy thus brought up
directly on the swift downhill road
is to give him an automobile and
money enough for repairs, gasoline
and extras. The boy and a little time
will do the rest. The father will wake
up when it is too late to overtake the
boy. He will find that the boy in his
first sixteen years was forming char-
acter three times as fast as father was
during the same years. Ten years
of crying over a lost boy is not
worth ten minutes of chumming with
him before he is lost. Therefore, if
chumming with your boy interferes
with your business, quit the business.

Sharpshooter in Commercial West.

Value of the Personal Letter.

Much has been said the past few
months regarding the value of the
impression created by the personal
letter.

About every establishment of long
standing receives many real and imi-
tation personal letters every day. The
progressive and busy manager knows
that the manager of the concern send-
ing out these letters wholesale has
no more time to dictate and sign
them all than he himself has to read
them all. As he himself uses some
one of the many devices for quickly
writing form letters, or, as some
would have it, personal letters, so he
knows the other man does the same;
and generally, unless the subject is
one in which he is directly interest-
ed, the imitation personal letter re-
ceives no more attention than if no
attempt had been made to make it
appear anything more than it really
is, a form letter.

Few letter writers refer to a com-
petitor’s article, unless it is absolute-
ly necessary; then they never ‘knock,”
or attempt to depreciate the other ar-
ticle. Their policy is to talk up the
strong points of their own article and
try to make the prospect forget all
else.

Experience in manufacturing and
quality of goods always makes a
strong appeal. Also the qualities of
convenience and protection, along
with a better article for less money,
are arguments which have a strong
influence.
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There is only one way to handle
competitiion, and that is to be so
thorough in the description and ex-
planation of your own article that it
will stand head and shoulders above
everything else. Invite investigation
and show what the article has done
for a customer who has had experi-
ence with other makes. But when it
comes down to a plain talk the best
possible method of meeting competi-
tion is to show the good points of
your article in comparison with the
inferior points of other makes.

The greatest difficulty in getting
a signal order from a letter is to
pull the prospect in front of the price
when he is almost persuaded and
hold him there until he realizes that
it is not a question of cost, but of
earning him a profit over and above
what it cost; make him see that the
offer is not an expense, but that the
paying investment; make him real-
ize that it isn’t the article’'s cost he
should consider, but how much it will
cost him every day he is delaying.

The correspondent who writes or-
der-getting letters shows the pros-
pect what an article is worth to him
in actual dollars; what he will make
by the investment. The idea is to
take a man’s mind from the initial
cost and convince him that if it only
saves a small amount it will pay in-
terest on the investment.

If the letter is attempting to sell
merchandise the prospective custom-
er can be shown that when the goods
are sold they have paid for them-
selves and earned a profit.

Immediately after a prospect has
satisfied himself that the price is
right, he is interested in the terms of
settlement. The easy method by
cessful order-getting letter-writers
which a certain amount may be paid
often makes a price seem more at-
tractive. It_is always important
that the method of settlement be
made very clear. A prospect always
wants to know the details about set-
tlement. A misunderstanding along
these lines shatters confidence. Suc-
invariably follow a plan of making
terms to suit the convenience of the
prospect as nearly as possible.

A great many prospects, if they be
merchants or men who buy some
article to sell, can be appealed to by
showing the profit or satisfaction to
their customers. Any *retailer real-
izes that his success depends on the
excellence of service he rtnders
customers, and more particular than
‘this, they must be perfectly satisfied
with every article he sells them. Sat-
isfaction to customers and the best
value for their money are the argu-
ments which appeal more strongly to
retailers than their own profits.

After all these arguments must
come the final climax, or clincher,
which compels immediate action, and
the surest way of securing this is to
show how delay entails a loss in eith-
er money or patronage.

There is a lot of difference between
the people who take a front row at

the feast and those who hold it in
the fight.
Self-conquest is the secret of all

great courage.
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THE LOAFER QUESTION.

How Milt Austin Succeeded in Clear-
ing the Bench.
Wrritten for the Tradesman.

A loafer isn't a bad fellow to have
around a country store—sometimes.
In times of commercial prosperity he
easily becomes an intolerable nuis-
ance, but to those who have been
there it is submitted that in the long
stretches of quiet that settle down
when the community is busy and
when trade is dull there is nothing
objectionable in having the  well
known form appear and under the in-
fluence of confirmed habit caram
against the cracker barrel, ricochet-
ing thence to the pickle firkin and
then proceeding to the waiting, empty
upturned cracker box, rehearse the
gossip of the neighborhood.

With young Austin’s idea of an up-
to-date country store, however, the
“Amen Corner” soon became an of-
fense. “In the good old summer-
time” when the loafers’ bench stood
outside, flanking the door, it soon
proved the catchall of the do-noth-
ings. At first, when there was noth-
ing doing, this condition of affairs of-
fered no particular objection, but
after the store had emerged from the
Rip Van Winkle nap, the women pa-
trons began to find fault in being ob-
liged to run the gauntlet of that
often overcrowded bench. The young
ladies especially absolutely refused to
enter the store if they had to put up
with the stares and the not always
civil remarks of the benchers, old or
young, and, finally, when the pretti-
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est girl in Meadowlands told Milt
that that was her last visit past that
benchful, the junior member of the
firm expressed his belief that the ob-
jection could and would be removed
for the sake, if for nothing else, of
having her come in and brighten
things. “Sunshine is something we
can’'t have too much of and I, for one,
confess that | like this particular
brand of condensation,” a remark, ac-
companied as it was by a carefully
wrapped box of confectionery quietly
and nonchalantly pushed across the
counter, did not result in a loss of
trade and did have everything to do
with the new necktie which for some
unexplained reason the young store-
keeper appeared at the store in every
day after dinner.

Tt soon became apparent that the
principal difficulty attending the re-
moval of loafers’ bench was to be
from the inside of the store. Wilkins
had spent too much valuable time in
polishing that same bench to have
it ruthlessly thus disposed of. He
couldn’t see why the patrons of the
store shouldn’t have their wishes and
comforts, say nothing of their wants,
catered to. That's what wide-awake
traders were doing all over the coun-
try and only the other day he was
reading how in all the big cities
chairs were furnished not only for
customers, but even for the clerks be-
hind the counters. “If we're going
to keep our customers, Milt, we've
got to use 'em well. Better be a lit-
tle slow about doing away with the
bench.”

That was the time for the protru-
sion of the pugnacious chin. It came
promptly forward and as promptly
accompanied with pointed remarks:

*“ Keep our customers!” That's just
it Give me one thing the whole
blamed benchful has bought, for the
last six weeks and | won't say a
word. You can’'t do it. They don't
buy—not a blessed one of 'em. I'll
tell you what they do do: They come
shacking in here at any old time and
make a dive for the cracker barrel
and pickles until they've made away
with more crackers and pickles than
their dirty hides are worth. That
done, out come their stinking old
pipes and after begging or borrow-
ing that nasty plug which we won’t
sell they crowd down on that old
bench and swap stories and make
left-handed remarks about the wom-
en that have to go by them to get in
here. Customers! What have Jim
Peters and Joe Hodgekins and Zeke—
the whole doggone crew—bought
here and paid for since you've been
here? I've been here close on to ayear
and they haven’t showed me the color
of their money once, and | would
not be afraid to plank down a ten
that fifteen cents will cover all you
ever sold them—I said ‘sold them'—
in all your life. Call them customers?
I guess not. Suckers, that's what
they are. Suckers, and they do more
damage to the trade in this store
than they benefit it a hundred to one.
Hear this: I'll bet you a clean five-
dollar bill that, if we split up that
old bench we shall make io per cent,
more sales the month following the
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splitup than during the month pre-
ceding it. Is it a go?”

It was or would have been if Wil-
kins hadn’t gone back on his bet,
which made his partner all the more
determined to scatter the gang and
demolish the bench.

Ten per cent, wasn't much of a
base to bet on, but Wilkins’s going
back on it led to a careful looking
into it and made the junior member
more than ever determined to follow
the thing up. In the first place the
crackers and the pickles were located
behind the counter and each covered
so as to be not easily opened. The
cheese box was fastened by a con-
trivance, easily opened only by Aus-
tin, who candidly stated to his part-
ner that Hilt Huzzy had got through
eating crackers and cheese every day
at the store’s expense. The innova-
tion was not made without remon-
strance, but when Austin, “making
no bones of it,” came out with the
remark that the store was not now
in the restaurant business but that
customers buying a dollar’'s worth of
goods were entitled to “a bite” of
crackers and cheese, remarks not at
all complimentary to the store-man-

agement found expression; but the
loafers’ bench continued to be
crowded.

Of course something had to be

done about it and Milton Austin was
the man to do it. His first impulse
was to split up the jackknife-hacked
old relic and have done with it; but
he remembered that bench and pipe
were dear to the heart of his middle-
aged partner and he forebore. Once
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he accidentally splashed the object of
his aversion with fresh paint and
there was a temporary vacancy, but
it amounted to nothing. It did sug-
gest the idea that physical discom-
fort might in the end accomplish his
purpose and did lead to recalling
some oldtime fun he had had with
the schoolmaster wherein a bent pin
and a hickory stick clung tenaciously
to his memory. It had got to be
something that would hurt and get
them laughed at, and more than all
that something that they would re-
member.

What?

For days reticence was the junior
partner’s leading characteristic. From
whatever point of view he studied
the situation the rotund shadow of
Elkanale Wilkins darkened it, and
prosperous as the financial condition
of the store was and promising as was
its future the young man could see
no reason for “kicking up a muss”
unless he could see clearly an un-
questioned success as the inevitable
outcome. Finally the chance of mak-
ing a point in the desired direction
appeared in an unexpected quarter.

Mrs. Wilkins, almost worn out by
years of constant discouragement,
came into the store for some gro-
ceries which “Elk” had forgotten to
bring over for several days in succes-
sion. In her coming she had passed
her husband and Jim Peters, the man
of men she most detested, with pipes
in full blast on the condemned bench
and Jim to be funny had given ex-
pression to personal remarks which
the woman was in no mood to coun-
tenance. In her wrath she bore down
upon Austin as if he were the one to
blame and leaning over the counter

MICHIGAN TRADESMAN

jshe said to the young man waiting
to fill her order, “If 1 had your six
feet of stature and your strength of
muscle, Milton Austin, in less than
three minutes 1'd have those two loaf-
ers sprawling on the ground and that
old bench, which has been the bane of
my life for years, shivered into kin-
dling wood.”

Two vigorous masculine hands
grasped the back edge of the counter
and a dark earnest face, brightened
by two gleaming eyes, glared with
those eyes into the equally earnest
face of the angry woman opposite
him.

“Do you mean it, Mrs. Wilkins?”

“Could | mean anything else?”

“Watch mel!”

With a bound the young fellow
went over the counter. There was a
flash through the store door and by
the time the woman had reached the
window where she could “watch,”
two swearing men were sprawling on
the ground and the hind end of the
bench disappearing around the cor-
ner of the store. An instant later an
ax was heard, accomplishing its mis-
sion of destruction and almost within
the three minute limit Milt Austin
threw into Mrs. Wilkins’'s woodbox a
big armful of kindling wood, which
the avenging ax had furnished.

“Thank heaven for that!” exclaim-
ed the woman, as if in response to a
prayer answered at last.

“Amen!” responded the junior part-
ner in a tone which implied “next”
with not a suggestion of reverence
in it

By actual measurement Austin was
six feet high in his stocking feet.
When the armful of kindling wood
crashed into the woodbox and he

straightened up, he was all of 6 feet 6,
with other dimensions proportioned.
Consequently his step was heavy
when he went into the store, where
he found Wilkins pretending to be
busy with the books and Jim Peters
with a frown on his face seated upon
an empty cracker box which he had
transformed into a seat.

That box, Jim, belongs outdoors
where you got it. | want it. Up
with you.”

O-h, | guess not,” but a vigorous
kick from Austin’s fairly developed
boot sent the box across the store
and the occupant of it to the floor
with his 'heels up and head down.

“Now, then, I've just a few things
to say to the bench gang and I'll say
it now. This store isn’'t going to be
its headquarters any longer. I've just
split the bench into kindling wood
and I've done it for good and suffi-
cient reasons. You're not any longer
going to slouch in here whenever it
suits your convenience and you're not
going to eat what crackers and pie-
ces and cheese you want at the
store’s expense. Week in and week
out, ever since I've been here, you've
kept out profitable customers who
would have come in and traded if you
hadn t kept them away by your in-
sulting looks and talk, and there isn’t
going to be any more of it .That's
all. If you have anything you want
to say, say it, only remember, Jim
Peters, if you give me any of your
back talk, I'll pound you into pulp!”

There wasn't any pulp and there
wasn’t any pounding. Like a kicked
cur Jim Peters took himself off in a
hurry. With him out of hearing Aus-
tin turned to the head of the firm,
still at the desk:

“I'm awfully sorry, partner, but you

know yourself that | had to do it
Things were growing worse and
worse. At all hours of the day they

piled in here and they were always
thickest when our best customers
wanted to come—a little while before
supper. | didn't get on to that until
the women themselves complained to
me and wanted to know if something
couldn’t be done about it. You would
not, and | didn't see how | could, a
young fellow. To-day for the first
time | saw my chance and sailed in.
Im glad | did, and if before the
week’s out we don’t find that we've
made money by it, then | miss my
guess.”

The young man’s guess turned out
all right. When Jim Peters told his
story, as of course he had to, there
was a general gathering of the com-
munity at the store for congratula-
tions. Then followed what Austin had
prophesied: the store late in the after-
noon was filled by the best people in
town; and when after a month of
trial an examination of the accounts
was made the amount was so much
more than either partner expected
that even Wilkins was forced to ex-
claim as he stared at the convincing
figures: “Well, | swan! it doesn’'t pay
to keep store with a lot of loafers
sucking the life out of ye, does it?”

Richard Malcolm Strong.

She Might Have Helped.

He—It was a frightful moment
when | received your letter telling me
of the insuperable obstacle to our
marriage. | would have shot myself,
but Thad no money to buy a revolver.

She—Dearest, if only you had let
me know.
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Annals of a Russia Calf Blucher Ox-
ford.
W ritten for the Tradesman.

I am an old shoe.

My original attractiveness is gone.

I am virtually laid on the shelf by
my owner.

| have every reason to think that
my master does not think very highly
of me any more, for during house-
cleaning time, when my owner’s wife
picked me up and critically surveying
me asked whether or not | should be
given to the Salvation Army man, my
master said: “No; they’ll do for my
trip out to Grant Lake in the sum-
mer; my hunting boots are too hot
and heavy for summer wear. Have
the girl put them on the second shelf
of the closet in the back room up-
stairs.”

I'm now sitting on the second shelf
of the closet in the back room up-
stairs, just where the girl put me.
And my mate is with me. Some-
times when the door is ajar, and the
window blind is sufficiently high, 1
can peep out through the adjacent
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window. | can look out over the al-
ley into the back yards of houses on
the next street. The view | get is
not particularly inviting, although it
might be worse. | can see one tele-
phone pole, several chimney-pots, a
few green trees and a little onion
patch. Somewhere in my owner’s
backyard there must be a honeysuc-
kle vine, for sometimes the rich fra-
grance of the white and yellow blos-
soms come floating in through the
window. The occasional song of
some joyful robin in the early morn-
ing hour compensates for those dark,
dismal days when the rain patters on
the roof and the onion patch across
the alley i's deluged.

| suppose | ought not to com-
plain—and | really want to be as op-
timistic as possible in thi s little
sketch. For a mere shoe | presume
my life has been quite as interesting
and as fruitful as a shoe might rea-
sonably expect. | have fulfilled my
mission; and, although it may sound
a trifle immodest. | will say that |
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have served my master faithfully and
well.

Of course it is more or 'less pain-
ful to a shoe to realize—as every
shoe must sooner or later—that it is
no longer the idol of its master’s
heart. It was a heart-breaking ex-
perience for me when my master laid
me aside last fall and put on a pair
of gunmetal calf shoes with mat kid
tops. It may have been sheer preju-
dice, but | had secret doubts about
the alleged goodness of those gun-
rnetal shoes the first time | laid eyes
ion them. And | have lived long
enough to see that my suspicions
were well founded. The gunmetal
shoes went wrong. The top of the
right shoe behaved badly. In cutting
the right upper the cutter got out in-
to the flank, where the leather was
light and spongy. He was either a
bad cutter or he had bad orders from
his boss. That skuffed-up top was
enough to queer the shoes, but that
wasn't all, nor was it the worst. The
shoes were built on a swing last,
whereas my master’s feet require a
straight last. I'm built on a straight
last. My master's feet had to find
room, so they crowded over the sole
of the gunmetal shoes on the outer
edges, making the box toe lopsided
and producing an ugly wrinkle on the
instep just back of the ball of his
foot. I've seen my master look at
my rivals very critically on more
than one occasion, and once | heard
him swear softly how rapidly they
were losing their original shape. It
does an honest, well-made shoe good
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to hear its owner swear softly at the
misbehavior of a rival.

My cup was filled to the brim when
I—a summer shoe practically discard-
ed, and sometimes supplanted by a
rival—was preferred to a new pair

on a memorable occasion. It was in
late October. My master was going
to march in a parade with many
prominent business and professional
men of our city. He wanted to look
well on that occasion, for he shaved
most carefully and tried on at least
half a dozen ties before he decided
which one to wear. Then he kicked
off the house slippers and sat down
in the little mahogany bedroom rock-
er to put on his shoes. My rivals and
| sat side by side in the closet. He
picked up the right gunmetal, put it
on and laced it up. Then he took up
the left and slipped it on. My heart
dropped; for somehow | seemed to
yearn to fare forth that glorious day
and feel the gratifying attrition of
concrete. My master took a turn
about the room, walked to the front
window, raised the blinds and sur-
veyed my rivals with growing dis-
approval. Then he returned to the
little mahogany rocker, sat down and
removed them—pitching them with
evident scorn into the remotest cor-
ner of the closet. Then he picked me
up—I'm built for the right foot—and
put me on. The wide, rich brown
silk laces in me at the time were
beyond reproach. My master made
a neat tie. | am personally (if a shoe
may so speak) of the opinion that few
men can make as neat a bow as my

Rouge Rex Shoes

The Shoes of Quality

High Grade
Leather

First=

Workmanship

Class

Comfort and
Long Service

These are qualifications always to be found in our line, bringing satisfaction to the con-
sumer and profit to the dealer.

Hides this past week sold for higher prices than ever before in the history of the Chicago

Stock Market, and with an increasing demand for leather in all civilized countries prices
Now is the time to order ROUGE REX SHOES.

must advance.

HIRTH-KRAUSE CO.

Grand Rapids, Michigan
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master. On this occasion he was
more than ordinarily particular. Then
he put on my mate—the faithful com-
panion of my youth, the sharer of all
my joys, the patient and willing part-

ner in all the vicissitudes of my ca-
reer.

On the way downtown my master
scopped at the shine parlor where a
yellow negro named Tom holds
forth. Tom had shined me up on
many previous occasions. And Tom
is onto his job, | can tell you. | re-
sponded to the polish and the vigor-
ous rubbing in a way that gratified
my owner; and | have every reason
to believe that he did not regret his
choice of footgear for that day’s wear.

It was a great day. The streets
were thronged with people. Bands
played everywhere, and the parade
was the largest and finest ever. |
never learned just why they were pa-
rading, but 1 was awfully glad they
were; for after five weeks of enforced
rest | longed to enjoy one strenuous,
glorious day’s wear. My ambition was
gratified for the march was a long
one—and my master weighs one hun-
dred and eighty pounds.

The best thing about that day’s ex-
perience was it enabled me to pass
the store from which my master pur-
chased me in my young days. It is a
swell store with, its immaculate plate
glass windows, its beautiful quarter-
ed oak woodwork and its leather up-
holstered chairs and settees. It is
quite the largest and finest store in
our city—and we have many fine
stores where shoes are sold. It is an
honor to any shoe to have been se-
lected by the buyer of that store. As
1 passed by | looked to see if | could
recognize any of the boys. (You see
I was once in a glass case on the
inside, well up towards the front of
the men’s department, and | came to
know many of the boys quite inti-
mately.) Oh, joy! I did my very best
to squeak with delight; for there was
the little blond-haired window trim-
mer, the most resourceful originator
of effective shoe window displays in
the Middle West; by his side stood
the short, jolly-faced stock man and
buyer—the man who took me out of
the carton when | had duly arrived
from the big, daylight factory away
back East—and | shall never forget
bow proudly he carried me into the
big boss’s office, that glorious room
where everything is so rich and splen-
did from the rich green two-tone rug
to the massive mahogany desk where
the big boss keeps his papers. | saw
rhe jolly face of the advertising man
-the man who gets India ink draw-
ings made of some of us shoes and
then has electroplates made for half-
tone cuts. And | saw fully half a
dozen of the salespeople—bright,
alert and capable young fellows. And
| can tell you it did me good all over
to have a look at the boys once again.
Some folks may not know it, but a
shoe does get wonderfully attached
to the selling force of a store, espe-
cially where the people are so sympa-
thetic and considerate as these people
are, into whose hands | fell in my
young days.

But soon | had passed on down the
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street, looking back wistfully, | do
assure you—on with the parade. We
traveled over many blocks of asphalt
street that day, and over many gran-
ite blocks. But | was not tired. |
just wanted to go on and on forever.

| seemed to feel intuitively that it
would be my last public appearance
wherein | might find occasion for
glorying. | knew that | was becom-
ing old. The soft, velvety surface
which | once possessed was gone. |
am creased and furrowed with age.
Sweatstains are my portion. The elas-
ticity of youth is but a memory. With
proper care and attention it is possi-
ble my days of usefulness might be
prolonged for a time; but observation
has taught me that an old shoe, whose
youth and beauty is as the flower of
the field, can not anticipate much care
and solicitude.

An old shoe whose life and useful-
ness are all but ended necessarily
lives largely in the past. And so as
| sit here day by day on the shelf in
the closet of the back room upstairs
my memory dwells upon the scenes
of the past. | am proud of my past. |
was a well-built shoe. When | was
put through the big daylight factory
where men’s high grade shoes are
made | came forth into the light with-
out a spot or a blemish. The fore-
man, the stock man, the man who
packs and inspects as he packs found
no fault in me. And when the big
man came in for a pair of summer
shoes last spring | could see by his
looks of approval when 'he looked me
over that | had found favor in his
eyes. It is some satisfaction to a shoe
to be able to look back over a career
as long and as serviceable as mine has
been. | have been true to my na-
ture as a shoe. | have tried to be-
have as a carefully broughtup shoe
should behave. | have given my
master no occasion for complaint, al-
though I could wish that he had been
a little more careful in keeping me
polished. He started out to tree me.
But my master is, with all his good
qualities, forgetful. As time wore on
he treed me less and less. Thus my
wrinkles deepened and the shapeli-
nss and symmetry of youth were not
continued as they might have been
had my master kept me treed.

The future is, of course, uncertain.
I do not, as | intimated above, ex-
pect much save hard wear in rough
places. Old shoes who have been
with my master on his summer trips
tel me that an outing is terrific on
the nerves of a shoe. There are
sharp-edged rocks, sand and gravel
beds, mud and briers, slosh and wa-
ter. Tf my master takes me with him
on his summer trip | shall no doubt
have a hard time of it. | shall doubt-
less be skuffed and sodden, and in the
end given to some country boy or
pitched out to moulder and decay.
With shoes and men it's the same
tragic ending—“dust to dust, ashes to
ashes, earth to earth.”

Incidentally, 1 shall enjoy the coun-
try; for I've been thither with my
master. The fleecy clouds, the wood-
sy smells, the soft lullaby music of
the little streams and the thunder-
ous roar of the big falls, the sweet,
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clear bird-notes—all these sights and
sounds and perfumes of the great
out-of-doors are worth while. They
compensate for many hours of stren-
uous service over rocks and pebble
beds and sand dunes and thick under-
brush where the clinging, thorny
briers grow in luxuriance, and—’st!
| hear my master's footsteps on the
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landing. He is coming down the back ! "M fU IL  FREIGHT Easily
hall. His hand is on the doorknob. @nd Quickly. ~We can tell you
He has his dress suit case in his hand. iow BARLOW BRO5.,

Hip! glory! he's packing his rods, his
corduroys, his minnow sien and min-
now bucket. Yes, by my heel-traps,
he’s reaching after me! I'm going
afishing with my master, and from
the tip of my inner sole to the back
of my heel-seat | thank my lucky
stars! Cid McKay.

Grand Rapids, Mich
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So Per Cent. Discount for Truth.

Berkowitz and Sternberg, traveling
salesmen, met on the train.

“T have just come from St. Louis,
where | did a tremendous business,”
said Berkowitz. “How much do you
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“Oh, about half.”
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And others don’t get up till they are called.

Now we don’t like to say that we want you
to do this or do that. The mere fact that we
want you to see our new Spring lines is no
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trade is a liberal stock of
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THE TRADE PRESS.

Influence as a Factor in the

Business World.

Speakers and writers have said that
no instrumentality in modern civili-
zation has done so much for the ad-
vancement of men and their institu-
tions as the press.

The trade press is merely a special-
ized type of the ordinary newspaper;
a development of the times.

The trade press came into exist-
ence out of the general field of the
average newspaper. As the grocery
trade evolved as a commercial factor
and as men more and more became
absorbed in the demands of their
own peculiar business, there arose a
necessity for some specialist to re-
lieve them of the task of watching
events at large. To-day the grocer is
all too commonly hemmed about by
the four walls of his own shop. As
he toils there for his individual, com-
mercial success, trade associations
and a trained trade press sitting high
in the watch-tower, are charged with
the task of observing those great
movements of men and events that
so vitally influence the success of the
individual.  Theirs is the task of
bringing a daily or weekly report,]
carefully digested for convenient
reading, to the grocer who chooses
to avail himself of its valuable aid.

Consider, then, how important is
the function of the trade press to the
trade and to every man who pursues
that trade. Starting modestly and in
a humble way, the trade press has de-
veloped just as strikingly as has the
grocer. In its service are bright men,
trained in the delicate task of not
only searching out truth, but of an-
alyzing it and placing it in its proper
position and proper influence in the
great plan of evolution, which is slow-
ly but surely developing every day.

It is not with an arrogant spirit
that the trade press sometimes feels
constrained to take issue with the
ordinary current of popular opinion,
nor any feeling of superior intellect
or aristocratic station, but rather be-
cause the trade press, occupying
position of broader vision, meeting
and studying more phases of the
guestion than can fall under the no-
tice of the busy grocer in his daily
tasks, is in a better position to read
the signs of the times.

The grocery trade questions of to-
day are so essentially technical that
no man outside the trade can, with-
out much preliminary information
and investigation, understand them
or intelligently discuss them. The
grocer has been so long misunder-
stood that the average newspaper is
prejudiced against him. The average
newspaper can see nothing in grocery
organization but a combine to raise
the price of sugar or a secret com-
pact to oppose and undermine the
pure food law. Because practical
grocers and grocery manufacturers
take issue occasionally with some of
the faddists and theorists on fine
points—the benzoate question, dating
laws,  weight-on-the-package laws,
bankruptcy law, parcels post, etc., for
instance—they are misunderstood as
opposing the public welfare. That

Its
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such judgment is totally wunjust I
need not venture an opinion, but | do
want to *say that the men of the
trade press feel it their keenest re-
sponsibility to correct such impres
sions, to place the trade right before
the public.

Not only do you owe the tradt.
press a debt of gratitude for its ef-
forts to set you right outwardly, but
for its efforts to keep you right in-
wardly. The trouble with the aver-
age grocer, | have said, is not his
ignorance, but his lack of information.
The trade press ought to—and doe™
to a very commendable degree—act
as a trade educator within.

1 Then, again, the trade press stands
as a sort of friendly counsellor. Take,
for instance, the modern trade of
merchandising. Merchandising may
be pursued along the lines of two

great general systems—competitive
and co-operative. For ages we have
been following the policy of competi-
tion, and the operation of the great
fundamental law of competition, if we
are to prosper we always must. The
moment we check it decay is inevit-
able. Any device which can control
competition is a menace, for if it
really controls, and works well when
in the hands of wise and fair-minded
men, the minute it passes under the
influence of dishonest and selfish men
it will just as surely chafe like a core
and threaten our inborn rights to
mercantile life, liberty and the pur-
suit of happiness.

| propose this statement of fact—
that the evils of the grocery trade
arise from three elementary causes:
(i) That men are not educated to the
true course of fair, and the conse-

guences of unfair, business methods.
(2) That the average merchant is
weak in the face of temptation, and
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The Advantage of Having Courteous
Clerks.

Merchants spend millions of dol-

(3) , that some men—happily a minorlars in advertising for new customers,

ity—are dishonest and greedy. These
three underly and explain all the
troubles you experience to-day and,
a return to the cardinal principles of
fair play and common honesty will
correct them.

“You may say that what | have
been saying is Utopian—that the
trade press | have been describing is
an ideal rather than a type. To an
extent | admit it, but | want to say
in that connection that it is equally
true that tflie moit influential and
leading trade papers, | believe, meas-
ure up to the ideal in their aims and
their honesty of efforts. If we sup-
port it for what it is worth, it will
present and promulgate your princi-

ples and your work for just what they
are worth.

If you starve it and treat it as you
would a cringing cur, it will have
about as much courage and worth as
that animal and no more respect.

If you want a strong, clean, cour-
ageous, vigorous trade press, make it
so. Support it with your confidence,
your co-operation, your spirit and
your money. The trade press must
have money. Its chief source of reve-
nue is advertising. Manufacturers
do not advertise for fun, though a
few weak ones do from fear of black-
mail. The advertising in a trade
paper—or any other for that matter

usually reflects its patronage. It is
for your interest to let it be good
and clean and creditable.

Ellis L. Howland.

Self-denial is self-discovery.

and then spend millions more to hire
clerks who are driving these custom-
ers away as fast as they come. Now
don’t think for a moment that we are
looking upon the dark side of things,
for we are not. It is an easy mat-
ter to get new customers to come
to a store, but it is the hardest thing
in the world to keep them coming.
The store may be most excellently
appointed. It may be favorably sit-
uated. It may keep the very best
merchandise obtainable and sell at
very reasonable prices, but unless the
clerks are courteous and obliging
the store can not succeed. It may
not fail or have to sell out but it
will not be one of those businesses
pointed out as successful.

Be courteous and obliging always.
These are the attributes that not
only win and keep customers, but
make friends as well. When a man
asks for a certain article produce
that article if you have it. If you
have something better show it also
and carefully explain why it is su-
perior to the other. If you haven’t
what is called for, suggest some other
that might be made to answer in its
place; often an offer to secure an ar-
ticle called for results in a sale of the
article on hand. Courtesy is an im-
portant attribute that the salesman
should cultivate.

Do not be afraid to show goods
and offer such suggestions as may
help him to make an intelligent se-
lection and don’'t be afraid to speak
pleasantly and frankly. Be cordial
and respectful. Remember that your
customer comes to you voluntarily to
be served and that you can not com-
pel him to come or to buy if he does
not wish to. He is a free agent He
may go to a competitor's store to
purchase if he wishes. It takes very
little to persuade some people to
change stores because the clerks have
never made friends of them. They
have met indifference and even dis-
courtesy at many stores, and until
some real salesman gets ahold of
these people they judge all stores
alike. Why is it that some custom-
ers will wait half an hour to be serv-
ed by a favorite salesman? It is be-
cause the salesman has understood
his customers; he has made friends
of them by being both courteous and
obliging.

A nervous looking man went into
a store the other day and sat for half
an hour or so, when a clerk asked him
if there was anything he could do
for him. He said there wasn't any-
thing. The clerk went away, and the
stranger sat an hour or so longer,
when the proprietor went to him and
asked him if he didn't want to be
shown anything. “No,” said the nerv-
ous little man; “l just want to sit
around. My physician has recom-
mended quiet to me, and says above,
all things | should avoid being in a
crowd. Noticing that you do not ad-
vertise in the home paper, | thought
this would be as quiet a place as |
could find, so | just dropped in for a
few hours.”
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DE? K £ON UNDERWEAR

IN YOUR UNDERWEAR DEPARTMENT

means satisfied customers, increased sales, more profits.

BECAUSE

high quality and low price combine in every garment bearing this label. The excellence
of DEPENDON UNDERWEAR is due to these facts.

Perfect Knitting J( All garments are made by experts on the best machines.
Selected Yarns Only the very best long fibre yarns are used in the making.
Non—lrritating Seams The seams are finished flat, leaving no chance of irritation to the tenderest skin.
. All garments in each size measure standard width and length, and standard length sleeves are
Standard Sizes

in every size.

Our connection with Mills where it is our plan to control the output, enables us to offer quality
garments at the lowest possible price.

There are other good makes of underwear, but @WNI>ON is the best underwear for
you. To prove our statement, send us a mail order for the numbers listed here:

Low Prices

fIFPEN B O N No. 7450—Ladies’ Full Combed Vests DEPENDON No. 8438—Men’s 14”-pound Fleeced
TRADE MARK and Pants, Bleached and Peeler colors, TRADEMARK Shirts and Drawers, colors Cadet, Silver,
sizes 4-5-6, $4.25 dozen. Sizes 7-8-9, $4.50 Jaeger and Ecru, all sizes, $4.50 dozen, less
dozen. 5% trade in case lots.
Terms—Net, 30 Days. No Discount. Terms—Net, 30 Days. No Discount.

JOHN V. FARWELL COMPANY
Sole Distributors DERENDON Dry Goods
CHICAGO, The Great Central Market



DANGEROUS BUSINESS.

Educating Employes To Adopt Graft-
ing Tactics.

“When an employer deliberately
begins to educate his employes along
the line that he doesn’t want them to
follow he wusually is cooking up a
fine large dish of trouble for himself.”

Ford had his back to me when he
spoke these words. He was filling his
pipe and to help'him on | said: “Does
he really?”

“When, for instance, an employer,
the head of a firm, that has on its pay
roll 600 young men—"

“Wait a minute, Ford,” | said, tak-
ing him by the arm and leading him
to his easy chair. “Tell the story
first. Your moralizing is awfully fine
stuff and all that sort of thing, but
your stories are listenable. That is,
one can sit through them without go-
ing to sleep. You were going to
say?”

“Well,” said Ford, “it's about the
P-ulger Iron Company. Ever hear of
the Bulger Iron Company? No?
Hardly to be expected. The Bulger
Iron Company makes useful things
like iron beams that go in buildings
and bridges, and that sort of thing,
and therefore you, being—"

Enough said,” | interrupted
“What has the Bulger Iron Com
pany done that it should have s plac
in the history of your past misdeeds?’

“Hired a clerk by the name of
But that's getting ahead of the story.
They sent me a wire asking me to
call at their office, to begin with. I’
never heard of them, and | didn't sup
pose they’d ever heard of me, so
didn't know what to make of their
summons. | went, though. When
ever you get a wire at 2 in the morn
ing, asking you to please call at
the next day, do it. There’'s a rea
son.

Mr. Ford,” said Mr. Bulger, th.
President of the company, ‘I under
stand that you are a detective.

“T am sorry, Mr. Bulger,’ said |
‘that you have been misinformed.

“‘You are not a detective?’

‘l am not. | am that sense which
the average employer is so deplora
bly short in. | am The Eyes of the
Boss.’

“‘Just what we want,’” said Bulger.
‘Whatever you call yourself, I guess
you're the man for the place. We've
been trimmed. We've been skinned
to a finish. We want to find out who
has been doing it and how and why.’

“‘Easy job,” | said. ‘First, some-
body needed the money; second,
somebody has been telling somebody
about something that you didn't want
them to know. Third, a trusted em-
ploye has been ‘on the job.’

“This Bulger wasn’'t any slouch.
He saw that | was kidding him the
way | started the interview, but he
didn’t bat an eyelid.

" ‘Wonderful,” he said. But he didn’t
mean it that way. ‘You mean that in
your past experience you've found
that that would be about the average

diagnosis?’

“l took off my hat—1 hadn't done
so before. ‘You win,” | said. ‘Now,
tell me the truth’

“Bulger flicked the ashes from his
cigar. ‘You've said it,’ he admitted.
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I guess about the way you talk. All
we want you to do is to pin it on to
somebody. | suppose that's a mere
bag-o -shells to you—if you ever go
far enough down the line to hear
musical comedy jokes—but it's been
a hard job for us. We've tried—’

And scared everybody off the
job?’

Well,” he said, ‘we haven’t done
ourselves any good, whatever else
we ve done. Listen: here are the sad
details: We don’t know the first thing
about how it happened, but the State’s
attorney is onto us.’

‘Fine admission,” | said. ‘If |
pretended to be a Sherlock Holmes
1I'd go to work and tell you just how
1 knew that that remark showed
that you trusted me.’

It does. If we didn’t, you'd nev-
er have had a look-in on this job. We
don’'t make any secret about our hav-
ing two price lists—to people that
we've got to trust. You're one of
them. One of these price lists is for
the benefit of the city. We sell the
city about $5000000 worth of iron
every year. That is, we get $5000,.-
000 for what we sell them. So you
see how you've got us by the horns—
if you can prove anything.’

Go on, | said. ‘You come near
to exciting my admiration.’

“‘The second price list is for real
customers, and is considerably lower
than the first. Somebody has tipped
the city hall off, he went on. ‘It's
a pretty little problem. Putting this
information into the hands of the city
departments sets half a dozen little
grafters after us. We don't like to
be bothered that way. If we can get
next to the naughty rascal we can

stop it. If not—’

“‘Yes?

“‘Why, we'll have to bribe two
thirds of the city council. And that

wouldn’t be a nice thing to do.’

“‘So the papers would say,’ | sug-
gested. ‘And you want me—’

To find the rascal. Sure thing.
Do you feel like it?’

“‘Very much. It looks hard. Peo-
ple who are crooked enough to fool
the city usually are crooked enough to
get away with something awfully
smooth. Why didn't you watch for
the possible leak?’

‘Maybe we didn't,” Bulger laughed.
The man who ought to be responsi-
ble for the trouble has been shadow-
ed until he couldn’t call his soul his
own. He has been shadowed before
the tip was turned loose and after-
wards. He wouldn’t have dared to do
t, and yet—and yet it looks a lot
s if he must be the man.’

“‘Who is he?

‘*‘McCaslin, our purchasing agent,’
said Bulger. ‘You see, the pur-
chasing agent is the last man in the
world who ought to be a go-between
for the selling department and the
powers that be in the city hall. That's
why we've had him on the job. In
case of trouble he naturally would
be about the last man to be suspected
of knowing anything about duplicate
selling price lists.’

‘And he’s been handling the sales
to the city?’

“‘Yes, through a certain gentleman
who happens to be purchasing agent

for the city. They have a perfect un-
derstanding between themselves. Bur-
net, the city’s man, knows that we're
getting something rich out of the
city’s business. How does he know?
Why, if we weren’t we couldn’t afford
to give him, through McCaslin, the
rich little bit that falls to his lot every
time a sale goes through. Burnet
doesn’'t ask any questions, and he
doesn’'t know about the double price
list, or, rather, he hasn't until now.
Now it appears that every two spot
around the city hall soon will know
that we're ripe to be bled. And Bur-
net is holding us up on the bluff of
keeping the thing quiet.’

“*McCaslin is—’

“‘The old, reliable, trusted employe,
of course. We know that he would-
n't do anything so awful as to be-
tray the house that has fed him a big
fat salary and rich bonuses for a
dozen years or more—as everybody
knows who employs men of his type.
Of course, if you find that he is the
boy it will be another case of shock-
ed and outraged employer, and all
Mat. To tell the truth, | haven't a
suspicion—except McCaslin—and our
own efforts, as | say, have gone for
nothing. Get on the job; the quicker
this thing is cleaned up the quicker
I'lll quit losing sleep and flesh.’

‘Who are the other possibilities
besides McCaslin?’ | asked. ‘Who else
knows of the secret price list?’

“ ‘Myself, our Vice-President, our
Secretary and Miss Laurie, our faith-
ful old “stenog.”’ he answered.

“‘Why don’t you include them with
McCaslin?’
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“‘They're safe, that's why. Why,
Inaan, this thing may get to be aw-
fully serious for us. They might get
l«after us—and we three officers would
be the real victims. It isn't likely
that any of us would put our head un-
der the knife, is it?’

“‘But there’s still Miss Laurie.

“Bulger laughed then. ‘Come and
look at her,” he said. ‘Only come and
look at her. He led the way to his
private office. Miss Laurie was there.
She was a first class example of a
withered New England spinster mix-
ing with the world of industry. She
was six feet tall, one foot wide, and
actually wore those old fashioned ring
curls that you see in the before the
war pictures. She looked out upon
the world—at least the male portion
of it—with a don’t you dare flirt with
me expression, and you took one look
at her and saw that she read Emer-
son on the car going home from
work.

“l admit that | laughed with Bul-
ger when we had left her. ‘Why," |
said, ‘did you pick the ancient party
to take your letters?’

‘Because of the double price lists.
We needed just her kind. She for-
gets that there is such a sordid thing
as the office the minute she gets out
of the door, and you couldn’t get her
to talk business after hours any more
than you could start a flirtation with-
out the formality of an introduction.
She is safe—safe and sane— Miss
Laurie is—Framingham, Mass., to the
core. No giddy young thing about
her. Been with us ten years and never
smiled once. So, you see, it looks

California
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as if McCaslin would have to be your
victim.’

“‘I'll look him up—him and Bur-
net—that’'s the city man, isn't it? I'll
see you again in a few days.’

“Naturally | didn’'t agree with Bul-
ger in picking McCaslin as the crook.
McCaslin, being shrewd enough to
handle this kind of business in a way
satisfactory to his employer, would-
n't be the type of man foolish enough
to Kill his goose of the golden eggs.
And even if he had, he couldn’t possi-
bly have been so stupidly blind as to
fancy he could continue to do busi-
ness day after day as he was doing.
Still, 1 looked him up and won his
confidence—in order to come into
contact with Burnet.

“They met in the back room of a
saloon and | gob a surprise. They
were the most distant pair of con-
spirators 1'd ever bumped up against.
McCaslin acted as if he had about
as much use for Burnet as a burglar,
and Burnet took his sip with a sneer
on his face that showed he didn’'t care
what McCaslin thought or did about
him, he, Burnet, was in the right.

“There was a tangle there, all right,
and | gave McCaslin the cold shoul-
der and began to devote myself to
Burnet exclusively. It was not hard
to work a stand-in with him. When
he heard that | represented the Mo-
1 nongahela Iron Company—rivals  of
Bulger's—he opened up his ears and
was willing to listen. 1 gave him the
impression that | had a proposition to
make that would make it worth his
while to be nice to me, and we hung
around together for several days, |
pretending that | was scary of com-
ing out with my scheme, and he un-
willing to make a break and ask me
just what the game was.

“He was just the kind of a grafter
that can be worked that way—the
kind that is willing to listen and nev-
er speaks up until he says, ‘Gimme
the coin.’

“Well, to cut things short, | got
this much out of him in those days:
He knew all about the secret work-
ings of the Bulger price scheme, he
knew just how much they boosted the
price on the unsuspecting taxpayer,
knew even where the books were kept
—and his graft on this one item of
iron amounted to $20000 a year.

“‘Twenty thousand a year isn't a
marker to us when we go after any-
thing,’” | said, accenting the ‘us.’ That
brought him a little nearer to me, you
know, but what I've told you is all
that he'd loosen up.

“Well, I knew now that he was
more than thick with somebody in the
Bulger office—somebody who knew
all about everything—and it was not
McCaslin. But that was all. | wasted
a week trying to get next to the con-
necting wire, and | was about to quit
him and start work on the people in
the Bulger office when patience fin-
ally had its reward.

“We were eating lunch together,
and Burnet was reading the bill of
fare. ‘New England boiled dinner,
he read. ‘I wonder what they're like
here. 1'd give several cents for areal
New England dinner—like | used to
.get back there when Iwas a boy.’

“‘What?' | «aid. ‘You weren't rais-
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ed in New England, too, were you?’

“‘Wasn't 1?" he said. ‘Were you?’

“‘Well, | should say so. Framing-
ham, Mass., is my old—’

“‘What!” he vyelled ‘You trom

Framingham, too? Why, that's my—i
Then he shut up like an angry clam. |
went on fair and easy, telling all the
lies | could think of about Framing-
ham and my fictitious boyhood there,
and then led the conversation back to
Chicago, to get Burnet's nerves easy
after the break he’d made.

“When | left him after luncheon
I went straight to a 'phone and call-
ed up Bulger and told him | would
not report fof several days. ‘Where
are you going?’ he said. ‘Out of
town,” | answered. And | went—to
Framingham, Mass. And there—
there | found that little Georgie Bur-
net and Grace Laurie had been sweet-
hearts in their youthful days, that
they had gone out in the world to-
gether, and that they were ‘some-
where out West—probably married
and raising a family by this tiriie.
You remember Bulger had said she
was ‘Framingham transplanted.’

“l came back to Chicago and the
Bulger office as fast as trains would
take me. Bulger was dictating to
Miss Laurie when | came into his
private office.

“‘Where have you been? he said.

“‘To Framingham, Mass,’ | said,
looking at Miss Laurie.
“She never batted an eyelid, just

sat there tapping her notebook wait-
ing for Bulger to resume his dicta-
tion.

“‘Framingham?’ said Bulger. ‘What
for?’

“‘To find out who gives Burnet
your dearly beloved secrets.’

“‘What? Mhat?’

“‘Miss Laurie,” | said, ‘won’'t you

spare me the trouble of telling Mr.
Bulger about your connections with
Mr. Burnet—little George Burnet that
you used to go to parties with back
in Framingham?’

“Bulger fell back in his chair. ‘Good
God!" he gasped. ‘What are you say-
ing Ford? Is—is that right?’

“‘Isn’t it, Miss Laurie?’ | asked.

“‘Quite right,” said the woman,
calmly. ‘Mr. Burnet and | have been
married for the last three years.’

“Bulger was plucking at his collar
by this time. ‘Then it's you—you
who have—’

“‘l have enabled Mr. Burnet, and
therefore myself, to share in the ex-
tra profits which accrue to you
through your dealings with the city
on the fraudulent price basis, yes.
She got up. ‘There was no reason
why you alone should benefit from
your—your business policy, Mr. Bul-
ger, so long as you educated some
one else up to your—your standard.
If you have no objections, | will go
now. Mr. Burnet is waiting for me.
We are going back to Framingham to
live. Thank you, Mr. Bulger, for giv-
ing us the opportunity to become in-
dependent. And thank you, too, Mr.
Ford.’

“‘For what?’ | said.

“‘For scrutinizing me go closely at
our first meeting that | knew you
were a shrewd detective, and that it

was time for Mr. Burnet and myself
to—to retire. Good-by.’

“And I'll be hanged if she didn't
walk out of the room without either
of us being able to say a word.

“Bulger lighted a cigar, took two
puffs at it, and threw it away.

“‘Well, anyway, you stopped the
leak,” he said, after awhile.

“‘Wasn't she a peach? said I.

“‘Yes, admitted Bulger, sorrowful-
ly; ‘you see, we'd—we had educated
her pretty well.” * James Kells.
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SUCCESSFUL ADVERTISING.

Interesting History Back of Every
Campaign.
Written for the Tradesman.
One evening a man and his wife
were sitting alone in their home
looking over their weekly magazine.

“l notice that some one has been
clipping coupons from the advertis-
ing pages of this magazine,” laughed
the husband.

“You certainly can not blame me
for wanting to save money, can
you?” answered his wife.

“Well, how much did you save this
time, anyw'ay?” he questioned.

“Oh,” she answered, “l got a
cent tube of dye for io cents
Briggs’ store.”

“There is certainly a wonderful
piece of machinery back of some
of these advertisements,” remarked
the man turning over the advertising
pages slowly.

“l can not understand how there
could be anything wonderful back of
an insignificant little advertisement,”
replied the woman.

The man turned back to the page
from which the coupon had been clip-
ped. “Of course this little advertise-
ment which prompted you to go to a
certain store and ask for a dye by a
certain name may appear very com-
monplace, yet nevertheless there is a
most interesting history back of it
The thing that induced you to clip
the coupon and try a tube of that dye
is only a small part of the well-oiled
advertising machinery that caused
thousands of women in all parts of
the country to do the very same thing
at the same time.”

And the man was right. His wife,
like the average magazine reader, had
no way of knowing of the colossal
campaign back of the small magazine
advertisement; of the brains neces-
sary to carry out the plan, and of the
pluck and conviction of certain men
to put every detail into execution; of
the immense sums of money required
to spread the message throughout the
nation, and of the tireless energy of
the advertiser in drawing consumers,
retailers, wholesalers and jobbers all
into line by the same string.

The women who clipped the coupon
from the advertisement and present-
ed it to their dealers did not realize
what an important part they were
playing in moving the most delicate
and far-reaching piece of machinery
of the present age. Bagk of this
small coupon advertisement was a
selling plan with a working mechan-
ism that moved like a great, power-
ful piece of well-oiled machinery.

In planning this selling campaign
for the successful introduction of an
entirely new dye there were a vast
number of small details which the
manufacturer of the dye had to con-
sider and weigh carefully. To estab-
lish a market and stimulate the sale
of this new product meant that the
manufacturer had to distribute his
dye through the trade channel offer-
ing the least resistance. It develop-
ed that the only way was to send it
first through the jobber to the deal-
er, and then on to the consumer.

But from the fact that the woman

IS
at

went to her dealer and asked for thej
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dye shows plainly that some new
force was applied to the channel of
distribution. In considering a selling
campaign the manufacturer of the
dye had adopted a method of pull-
ing his product through the dealer
and jobber instead of the old plan of
letting his product drift through the
channel of its own accord.

In order to apply this new force it
required a definite advertising cam-
paign, built upon the known princi-
ples of salesmanship, which, when
presented to the public through the
right mediums, would bring estimat-
ed results.

The foundation upon which the ma-
chinery of this colossal campaign
was built consisted of a specific sales
plan in which there was a known pos-
sibility of arousing interest and creat-
ing desire among the women to buy
this particular dye, and at the same
time to get the best attention and co-
operation of dealers and jobbers.

When the manufacturer had his dye
already to place upon the market he
spent considerable time looking for
the best method of advertising his
product, a plan which would accom-
plish his purpose quickly and at the
least possible expense, but even be-
fore he could think of advertising it
the first essential was to select a
name—a name which in its originali-

ty and conception would actually
stick in the minds of the public.

His one idea was to select a name
or a trade-mark that would catch the
popular fancy quickly, and easily be-
come a familiar phrase. He knew it
was only natural for people to re-
member some unusual combination of
letters which had some definite mean-
ing concerning the use or make of
the product.

The name he selected carried with
it a meaning that would inspire con-
fidence and strengthen any argument
offered in defense of the dye. The
name he had decided to spend thou-
sands of dollars upon seemed to have
wonderful  advertising possibilities,
and he saw no reason why his dye,
for the very reason that it had a
clever name, should not become a
standard with the nation’s house-
wives.

With the name selected, the next
piece of machinery the manufacturer
had to consider was to determine the
mediums and space necessary to ac-
complish his purpose. At this point
the principles underlying the main
selling plan were brought .into ac-
tion. This step meant the selecting of
magazines to carry the message di-
rect to the women in the homes, be-
cause the success of this campaign
called for a plan which would cre-

What
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ate sales in the homes for the direct
benefit of the dealer.

After a list of mediums with an
established circulation had been se-
lected for laying the foundation for
starting the machinery in motion, the
next step was to decide upon the
amount of space to be used.

In planning this detail of the cam-
paign the manufacturer decided to
use a large enough space to attract
the attention of all women who might
be interested; a size of space the ap-
pearance of which would impress up-
on the readers in the most forcible
and comprehensive way the particu-
lar merits of this dye.

The next important part of this
great piece of machinery which was
to move the new brand of dye was
the scheme which actually induced
women to clip the coupon and take ic
to the dealers.

The plan of inducement was to of-
fer a full sized tube of dye on the
payment of io cents with the clipped
coupon at the local dealer’'s. The plan
provided that the coupon printed in
the advertisement must be present-
ed to the dealer, otherwise the full
price of 15 cents would be paid.
Where it was not possible to pur-
chase of a dealer the advertisement
provided that a full sized tube would
be sent direct for 10 cents, and the
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coupon provided the consumer men-
tioned the name of a dealer.

This plan gave the manufacturer an
opportunity to increase his list of
good dealers, and when the name was
received he immediately took up ne-
gotiations with the dealer whose
name had been sent.

The special coupon offer was in-
corporated into the plan so that every
possible user of dyes might know the
true worth of this dye by actual test
and that by making sales for the deal-
er his enthusiasm would be aroused
to the point of co-operation.

The results of this sales plan de-
veloped the fact that every woman in-
terested in dyeing clothes found the
method of redeeming the coupon at
her dealer’s the way of least resist-
ance. It conformed to her every-
day way of buying. Those who were
induced to buy the dye at the reduced
price with the coupon obtained
enough dye to color one garment,
and the manufacturer knew if he
could secure one trial for his dye
that the woman would be so pleas-
ed with the results obtained from
the io cent investment that she would
go to her dealer regularly thereafter
and become a permanent customer.

The main idea of the advertising
copy was to either bring the cus-
tomer to the dealer or to secure an
enquiry from the consumer which
would in turn bring about profitable
connections with the new dealers.

But before the machinery of the
magazine advertising to the consumer
was set in motion another part of the
machinery had to be started. This
was necessary in order that the mag-
azine advertising machinery might
run more smoothly and not break
down when the full current of the
campaign was turned on.

The machinery that had to be
started first was that of getting the
dealer into line. The manufacturer
of the dye knew that the average
merchant was only interested in arti-
cles which sold quietly, easily and at
the same time gave him a good profit.

Knowing the desires and the pecu-
liarities of the trade this manufacturer
went a step farther than that of mere-
ly creating a demand upon the deal-
er by inducement offers to the con-
sumer. He offered even the dealers
an extra inducement over and above
the regular profit for their co-opera-
tion. He had studied market condi-
tions well, and he knew that the suc-
cess of his campaign depended al-
most entirely on securing the deal-
er's assistance. He knew the deal-
er's shelves were filled with other
dyes, consequently the dealer must
be given some good reason for speci-
fying his dyes, otherwise he would
not do so. He knew that the deal-
er’s persistent efforts to help the sale
of his dyes would be a most valua-
ble asset to his business. He knew
that the dealer’s showcases and win-
dow spaces were worth hundreds of
dollars to him, and he saw a way of
getting them for almost nothing if he
could get the dealers working under
his suggestions. He knew that the
dealer controlled the local interest
in dyes, that the dealer would with
a word make or lose a sale for him.
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He realized that the dealer's recom-
mendation was valuable advertising.

With all these facts firmly estab-
lished in his mind his plan centered
on a method of inducing dealers to
boom the sale of his dyes. So he
started the machinery in motion by
firing his heaviest shots into the deal-
er, and this part working smoothly
it was only natural that the wheels
reaching the consumer turned in per-
fect harmony with the others.

He secured the dealer's co-opera-
tion by offering $500 prize money to
be distributed among the merchants
for the largest total amount of sales
during certain months of the year.
The distribution of the prize money
was so well planned that there were
enough chances for every dealer to
be induced to go in for it. The manu-
facturer presented this prize contest
so that the dealer readily took advan-
tage of the prize offer. He was sell-
ing these dyes anyway, and it did not
cost him anything to get busy and
make as many sales as he could.

The manufacturer took care that
the plan did not necessitate any ex-
tra work on the part of tlhe dealer.
He planned it so that it was just an-
other case of following the line of
least resistance.

Every dealer was made perfectly
familiar with the selling contest
through advance letters with return
postals and by means of large fold-
ers and mailing cards which, with
their startling headlines, stirred the
dealers up to immediate activity in
pushing these dyes.

Just as soon as he had aroused the
dealers’ interest, which was known
by an acknowledgment of the ad-
vance letter, the manufacturer began
suggesting a selling campaign to each
dealer which was carried out when
the dealer saw there was money in
it for him.

Before the manufacturer could ap-
pear before the consumer with his
coupon offer, it was necessary for
him to conduct an educational cam-
paign to the dealer. He had tlo
make suggestions on window dis-
plays for exhibiting his dye, sugges-
tions for local advertisements and
how to hand out the circulars call-
ing attention to the magazine coupon
which was soon to appear.

The dealer had to be told plainly
and clearly why many thousand dol-
lars were being spent in the maga-
zines exploiting this new dye, but as
soon as he was made to realize that
the thousands of women who were
to be sent into his store to purchase
dyes were possible buyers of every
article he handled he did not hesi-
tate in agreeing to lend a helping
hand to the scheme.

With the retailer once in line the
manufacturer had next to make the
jobber familiar with the campaign
to both consumer and retailer. He
had to make it plain to the jobber
that he did not wish to sell direct,
but that the magazine plan assured
that every customer would be sent
to the dealer, and that the dealer
would in turn be referred to the job-
ber.

In starting the trade machinery in-
to motion it was necessary to go to
the jobber at the same time the re-
tailer was being approached, because
the plan was to stock up the jobber
so that when the people started to
clip the coupons there would be no
delays in furnishing the retailers
with the new dye.

The manufacturer found his work
with the jobber in many instances
more difficult than that with the re-
tailer because the jobber wanted to
see the demand first, but when he
was once supplied with copies of the
magazine advertisements which would

»
make the consumers buy, and the
contests which would enthuse the

retailers, he did not hesitate about
getting ready for the coming de-,
mand.

In order to get this trade machin-
ery working smoothly the manufac-
turer had to use the strongest ar-
guments possible to show both job-
ber and retailer that his plan was
to increase their trade, bring new
people into their store and to turn
not only their stock of dye quickly
but other lines as well.

These are only a few of the many
parts of the big advertising machine
that persuaded a housewife to clip
the coupon and present it to her
dealer. She could not realize the
immense forces that were constantly
working back of the coupon, nor had
she any way of knowing that the
marketing of a simple dye was a co-
lossal proposition. C. L. Pancoast.

There are no innocent bystanders
when an injustice is being done.

When your cases bear the above
mark you have a good case—a de-
pendable one. Would you like to
know more about this kind? Write

WILMARTH SHOW CASE CO.
936 Jeiieraon Ave.
GRAND RAPIDS, MICH

PROGRESSIVE DEALERS foresee that
certain articles can be depended

on as sellers.

Fads in many lines may

come and go, but SAPOLIO goes on

steadily. That is why you should stock

HIND SAPOLIO

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate
enough for the baby’s skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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Securing a Profit on All Hardware
Sales.

Is it as hard to make money now
as in September, 1907, during the pan-
ic? Let us think about the place, the
location. How is your city located?
How is your place surrounded; are
you talking up your business and ad-
vertising your business, or are you
just sleeping on your rights? Are you
exercising your best influence over
your customers? Make your store
the center of the city. How near the
front door do your clerks stand? Do
you ever stop to think the greatest
number of sales made are made be-
tween the front door and the first ten
or fifteen feet? Did you ever walk
into a store and have a man meet
you and ask you what you want and
how you are getting along, and what
he can show you?

Your store will be just what you
make it. Have you got it where it
will be convenient for people to call
in and see what you have got? Have
you got a nice stock of goods and do
you keep them in nice order? Do you
expect to follow the hardware busi-
ness the rest of your life? If so, |
would say, direct your attention
strictly to hardware. Don't carry
furniture with hardware; let the furni-
ture man handle the furniture and
you handle the hardware. Be honest,
expect honesty and cultivate confi-
dence. | might have said first, be so-
ber; but we have learned that lesson
long ago, that to do business a man
must be sober. The time has come
when the business man must be so-
ber at all times, and honest at all
times, if he expects to succeed in
business.

Be a successful buyer. A man who
has good judgment doesn’t wait un-
til a salesman calls and then looks
over his stock to see what he wants
to order; he knows before; he will
have a list of the things he wants.
If he waits until the salesman calls
he is liable to over-buy or buy some-
thing he does not need. Houses send
out good men to sell you goods; it
is their duty to sell you and it is
your duty to buy from them. | heard
a gentleman say yesterday that he
considered ilf a compliment for a
traveling man to call on him in his
office. It shows that he is interested;
he wants you to succeed in order to
help him succeed.

What about that little postscript
you send out to a man who is behind
with his account, a little postscript
at the bottom of the dun? You have
all seen them; do you all know how
they cut? Does that postscript help
vour collection any? If you have got

MICHIGAN

who is not as prompt as you think he
should be, don’'t send him those little
sharp cuts; if you do, you will lose
a friend. If it is necessary to remind
him of his neglect, do so in a kind,
courteous way.

Ten days ago it was my pleasure
to pass through the Carnegie Library
in Pittsburg, and looking at the great
volumes, the fine arts, the many cu-
rios, | said, “Is this the monument of
Andrew Carnegie?” And the answer
came back, “No,” most emphatically.
Where is his living monument? Look
upon all your iron structures and rail-
ings you see in America and see the
name of Andrew Carnegie. Those are
his living monuments. Study his ca-
reer, his industry, his ability; see
the success he has attained. Where is
the man that could not be indepen-
dent? You must never let your busi-
ness push you, but you must push
your business.

| have in my office a stenographer
and in corresponding with a man |
never dictate her the second letter. 1
give her the letter and ask her to an-
swer it, for | want her own personali-
ty in that letter because she herself
feels that she is a part of that office
and her position in that office de-
pends upon that correspondence. And
that is what we must all do; we must
put our personality into our work.

Make your clerks your best friends,
your customers next, and you will
succeed. When a clerk comes to you
and says, “l want my salary raised, |
want more money, | have been .with
you a long time and served you faith-
fully,” ask him if he is going to make
you more money next year than this,
will you be a greater profit to me next
year than you are this? It does not
matter how long a clerk has been
with you, that makes no difference in
the salary; it is what he has done
and what he will do for you.

Whenever a customer buys an arti-
cle and brings it back let him ex-
change it for something else, or if he
doesn’t want to do that, give him his
money back. Do not get angry with
him, but treat him just as courteously
as when he was first buying. By this
kind of treatment you can make your
customer your friend for all time.

J. Bailey Gordon.

Church Advertising.

Pastor—1 was so sorry for your
wife during the sermon this morning,
Doctor. She had such a dreadful fit
of coughing that the eyes of the
whole congregation were fixed upon
her.

Doctor—Don’t be unduly alarmed.
She was wearing her new hat for the

a customer living out in the country jfirst time.
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STEIMER & MOORE WHIP CO.
WESTFIELD, MASS.
Manufacturer* of Qood Whips

Try our No. 61 in 6 ft. onI%/. It’s like whale-

boné. Trim, will not lop when wet. You can

not break the top if you whip the wagon

wheel. Just wears out.” Retails at 50 cents.
Write for dozen or gross prices.

ORAHAM ROYS. Agt., Grand Rapids. Mich.

“Sun=Beam” Brand

When you buy

Horse Collars

See that they
Have the “ Sun-Beam” label
“ They are made to wear”

M’F’D ONLY BY

Brown & Sehler Co.
Grand Rapids, Mich.
WHOLESALE ONLY

FOSTER, STEVENS & CO.

Exclusive Agents for Michigan.

5¢C
Car
Fare
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H. J. Hartman Foundry Co.

Manufacturers of Li%ht Gray lron and
General .Machiner astings, Cistern
Tops, Sidewalk anhole Covers, Grate
B rs, Hitching Posts, Street and Sewer
Castings, Etc. 270 S. Front St., Grand
Rapids, Mich. Citizens’ Phone 5329.

West Michigan Machine &
Tool Co., Ltd.
Grand Rapids, Mich.

Foot of Lyon St.
Specialists in
Punches, Dies
Press and Novelty Work
Automobile Machine Work
General Repairing

Established In 1873

Best Equipped
Firm in the State

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

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

Grand Rapids, Mich.
Write for Catalog.

When in our town don’t forget to sample the

RAMONA

Besides NORTH PARK has an exquisitely
cool Ballroom and JOHN BALL PARK was de-

delights.

signed as a “rest cure.”
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Methods of Keeping the Sheriff
Away.

Tne average retailer has no idea
that his business will be a failure, and
he usually looks on the other fellow
as the one who will first find relief
through bankruptcy proceedings. It is
almost a sinecure that when a man
begins to think that his own business
is absolutely impregnable, then it is
time for him to look out for pitfalls.
In the advertising game it is a well
known fact that although a large
amount of money may have been
spent in marketing any certain arti-
cle, the only method of keeping it
constantly in demand is to keep ad-
vertising it. We might cite hundreds
of articles in daily use which would
drop out of existence were it not for
the continued advertising campaigns.
It is not that the article itself loses
any merit, but rather that the public
loses interest and finds enjoyment in
new advertising jingles and newly
advertised brands.

And so it is with a retail business;
there must be a constant effort to
keep your store and your goods be-
fore the public. 1 do not mean by
this that one must necessarily adver-
tise them, but this method has been
found very successful and no doubt
there are thousands of merchants
who owe their present success to ad-
vertising. Again, it is not always
newspaper advertising that does the
work. Personally, | believe this is
a first class manner of advertising a
retail business whether it be in a
daily or weekly publication, but there
are thousands of other methods one
may use, as varied and complex as
the Chinese alphabet. One dealer
may use bill boards and another sou-
venirs. Still another may use thea-
ter curtains and a fourth a church
programme. It is not our purpose
to state at this time which of these
methods is the most successful, for
if we did we should bring up a con-
siderable discussion at once, but the
main idea we wish to convey is that
it is absolutely necessary for a mer-
chant to advertise in some manner in
order to be successful.

The matter of store location is al-
so a vital one. Too many dealers are
inclined to look at the rent figures
instead of “how many goods can be
moved,” and to many this latter idea
does not occur at all. To a young
man without experience it seems an
easy thing for one to open a store
and wait on the trade. The idea nev-
er comes to him that possibly the
trade may not come in to be waited
on. At the outset of a business ca-
reer one’s friends are a mighty poor
standby, and the public must support
any new store. This is a cruel truth
that each beginner has to learn soon-
er or later, but it is a fact. Not un-
til one has made a success with
strangers do the friends come around
and shower their congratulations on
you.

The average retailer is mighty
weak on facts concerning his own
business and has absolutely no appre-
ciation of system or detail. Either of
these terms bring up before his mind
an endless amount of drudgery and
needless expense, when as a matter of
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fact they are only that way when a
person makes them so. To the aver-
age man system is a succession of
complex and expensive card index
systems and numerous books of refer-
ence as to prices. This is an erron-
eous idea because the true value of a
system consists in its being a help
instead of a hindrance. We will ad-
mit that much of the expert installa-
tions in many stores and factories are
mysteriously “system” and pass for
that, but that does not make them so.
A system is an arrangement of any-
thing so as to economize one’s time
and enable one to get the maximum
result out of a given effort.

For example, it is not always pos-
sible to remember the cost price on
all goods in your store, nor is it al-
ways possible to tell at a glance just
how many pair were bought of a cer-
tain style of shoe. There is, then, a
decided need for some kind of a writ-
ten reminder which shall give these
facts at a glance. Some stores go
very much farther than this and gath-
er a lot of detail which is a laborious
compilation of facts which have no
particular bearing on the matter and
which require a vast army of assist—
is an erroneous use of the term sys-
tem.

All of these things together bring
us to a certain definite need which is
sadly lacking among retailers. That
need is a definite selling cost figure
which shall regulate future purchas-
es and sales. It is a safe assertion to
make that not one dealer out of one
hundred can tell you just what per
cent, his selling cost figures. Now
this is business suicide to be ignor-
ant on this point and | may safely
say that the sheriff will call on you
sooner rather than later, unless you
pay some attention to this matter.
You can not regulate your selling
price unless you know what you must
add to the merchandise cost to ob-
tain a fair profit. This idea of buying'
for a certain figure and selling for
another certain figure may be all
right, but it does not work out. Many
dealers get around to the end of the
year and can not find out where the
profit is that they profess to have on
paper. Their figures are all right, but
their plan is wrong. They have not
established a “selling cost” and there-
fore they have made false impressions
in their own mind regarding their
profits.

The “family” cash drawer is a fa-
miliar figure in the minds of most
traveling salesmen. The wife, the
husband, the daughter and son mak-
ing of it a common pocketbook, get
their accounts all mixed up and at the
end of the day it is pretty hard for
a dealer to tell how much belongs to
the business. No accounting is made
of these withdrawals and if a cash
register is used it is quite likely that
there is considerable trouble to make
it balance up in spite of the claims
of these companies that you can't
beat them. You can beat them unless
you adopt some kind of a system.
Dealers should place themselves on
a definite salary basis and then take
any extra profits at tihe end of the
year.

There is a tendency toward great-

er light on retail methods among
the merchandising fraternity and it is
warmly welcomed. The trade press
in general are severely censured for
publishing articles which deplore a
general lack of system in our retail
stores, but the need is pressing and
the benefits to be had are great. As
exponents of a higher plane of retail-
ing we ask you to study your own
business for weaknesses. Don’'t cry
out against the department stores and
meanwhile lie idly by waiting for
them to go after what little business
you have remaining. The only way
to keep what you now have is to go
after it hard and keep after it. When
you do this you will develop a need
for a real system that will help do
this.—Shoe Trade Journal.

Sl

The Maxwell
Runabout

At $550

is only one of the famous Maxwell
line—2 cylinders under hood shaft
drive, four full elliptic springs. It
will go anywhere and costs but
little to own and operate. Drop
in and see us when you come to
Grand Rapids.

ADAMS < HART
47-49 No. Division St.

Opportunity

waits for no man, and knocks but once at
any door. Have you beard the knock™
You must keep abreast with the times—
in advance would be better.

Your world is your. business—your store
the factory wherein is achieved success or
failure. odern machinery for making
sales—greater profits. Let us tell you.

QRAND RAPIDS SHOW CASE Q0.
Qrand Rapids, Mich.

We Make a Specialty of Accounts of Banks and Bankers

The Grand Rapids National Bank

Corner Monroe and Ottawa Sts.

DUDLEY E WATERS. Pres. F. M DAVIS. Cashier i
CHAS. 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. Lon Chas. R. Sligh
Melvin J. Clark John Mow_atg Justus S. Stgearns
Samuel S. Corl J. B. Pantlind Dudley E. Waters
Claude Hamilton John E. Peck Wm. Widdicomb
Chas. S. Hazeltine Chas. A. Phelps Wm. S. Winegar

Wm. G. HerpoLsheimer

We Solicit Accounts of Banks and Individuals

F. Letellier

& Co.

Grand Rapids, Michigan

Manufacture to Order

Hardwood Doors, Special Mantels
Stairs, Cabinets
Cases and Fine Interior Finish

For the Home, Store and Office

High grade work that will be a satisfaction in years to come

Estimates Furnished

A HOHE

Correspondence Solicited

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.
paid for about ten years.

Its quarterly cash dividends of two per cent, have been
Investigate the proposition.
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WHY MEN FAIL.

They Do Not Employ Enough Con-
centration.

Evansville, Ind., July 20— Thou-
sands of men fail in business and
thousands of them get very much dis-
couraged and never know the reason
why.

The reason is they have all failed
to learn that thought concentration is
necessary. We can not learn too
much about the power of thought
back of every scheme. Every line
of business and everything else has
its own family of thought. It seems
to me as if | can not say this too oft-
en. Everybody would be more suc-
cessful if they would make up their
minds as to what they wanted to do
and stick to it

To be a successful retail merchant
a man must concentrate his mind on
that line of business and stick to it
| know that there is a family of
thought controlling the retail busi-
ness all over this country and it is
within itself progressing very fast
and the man that fails to concen-
trate his mind on these thoughts is
standing still.

| fully believe that every mind can
attract the best thoughts in the uni-
verse, but he can never get the best
if he does not first realize that he
must concentrate his thinking pow-
ers on the line of business that he
wishes to succeed in.

It is a very easy matter for some
persons to tell others why they have
failed in business or anything else.

All people are created and devel-
oped differently, yet most every one
is trying to do things just as they
have seen others do them, and here
is the secret. We can never hope
to be successful if we are going to
try to do things as we have seen oth-
ers do them.

We must not forget that our God
is a jealous God. In other words,
there is a natural, spontaneous line
of intelligence that will control us
successfully if we will not run off
with the gods of other peope.

Why is it that we feel condemned
so often? Why is it that we feel as
if we ought to cultivate faith? The
only real condemnation we feel is
that which we know within our own
experience. We are condemned for
not listening to ourselves and for not
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anything else. We don't pay much
attention to what other people call
sin, but we do think a great deal
about the sins we commit against
our own intelligence.

Concentration is a wonderful pow-
er. Young men and women ought to
study this for themselves. There is
no school where you can learn it oth-
er than within your own mind. | do
not know very much about this won-
derful power we are talking about
only so far as what it has done for
me, and for me to try to teach you
how to acquire it is impossible. The
only thing | can say is, “Seek and ye
shall find.”

While concentration has much to
do with a man’s business, it is a part
of all that man does. It is impossi-
ble to attain anything, to reach any
height, to learn or to progress in any
manner without concentration. There
are no courses of study and there are
no books to be had and no man can
write an article or give a lecture on
how to concentrate the mind of any
man. The only power there is is
God.

This will put you to thinking and
you may ask, “What is God?” Your
God is that spontaneous line of in-
telligence that wants to make you a
successful man, and no other man’s
god can do the work. If this looks
good to you and you can have just
a little faith in this idea, Hoes it not
seem reasonable that you can not
learn how to concentrate your mind
by going to school or reading books?
You are reading this and seemingly
getting instructions', but they will
never do you any good if you do not
listen to your own intelligence.

Stop looking with your eyes. Close
your eyes to the world and depend
on your own spontaneous intelligence
and you will move the mountains of
fear and worry out of your mind.

Try to remember that your God is
a very jealous God. You have heard
of other gods being jealous and you
have often wondered what it meant.
Go off to yourself and think this mat-
ter over. Talk tp your own intelli-
gence and | am sure that you will
hear something of interest. Don't try
to remember anything you have read
from my pen or any other man’s, but
try to concentrate your mind on
things you have heard within your
lown mind and have seen with your

having faith in ourselves more than ksoul’s eye.

The trouble with most people is
they have been and are yet too sel-
fish. They want other people to lis-
ten to their God. They think that if
everybody would listen to them this
world would be a Heaven or they
would go to Heaven after this so-
called death.

| am inclined to believe every word
Jesus Christ had to say in regard to
our having faith in our Father with-
in, but if we are going to run off with
the gods Jesus opposed | think we
will continue to have failures of all
kinds.

If it is true that each of us must
live our own lives, then it stands to
reason that we must listen to the
creative force within our own bodies.

The mind must be clear before it
can be concentrated on anything or
in any way. The clearest mind is
that which dwells in the healthiest
body. If our bodies are weak our
mental energy is weak. Where the
physical forces are pretty well used
up the nerve energy of the mind can
not receive the magnetic power of
concentration. We must take good
care of our health and get plenty of
sleep.

Concentration must be accomplish-
ed without physical exhaustion. The
flow of intellect must be so gentle
that it will not move us in any oth-
er way but an easy and passive state.

Thousands of people fail on ac-
count of their rushing and over-
working the mind, and the finst

thought they receive after such ac-
tion is a stimulant of some kind. They
fill themselves up with alcohol or
something else and this is the first
step of driving their God away from
them, for it is impossible to attract
good and progressive thoughts with
a mind filled full of a stimulant of

any kind. Yet I know of some
mighty strong minds that use stimu-
lants all the time.

There is no monopoly of wisdom.
It is free. Again | repeat, no man
knows the truth better than himself.
And if | can do something to get the
people to stop looking for the truth
outside of themselves and can get
them to have faith in themselves I
will be happy in the thought that |
have done my duty.

“Ye shall do greater things than |
have done.” This means every man,
woman and child can do greater
things than have been done, and |
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for one want to try to make humani-
ty believe this.

Let us stop picking the locks of
other people’s mind and go along the
line of our own business. Let us
have a doctrine of our own. The
soul of man is true to itself. Listen
to your own soul.

Edward Miller, Jr.

Darling Little Willie.

Little Willie was missed by his
mother one day for some time, and
when he reappeared she asked:

“Where have you been, my pet?”

“Playing postman,” replied her
“pet.” “I gave a letter to all the hous-
es in our road. Real letters, too.”

“Where on earth did vyou
them?” questioned his mother,
amusement.

“They were those old ones in your
wardrobe drawer, tied up with rib-
bon,” was the innocent reply.

get
in

No Recommendation.

“Mary, after the week is out I shall
not need your services,” the boarding-
house keeper told her cook; “your
cooking doesn’t suit me.”

“But the boarders seem to like it,
ma’am!”

“Yes. That's why | must get an-
other cook.”

HIGHEST IN HONORS

Baker's Cocoa
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HOMER GARLAND

Still Lives To Enjoy a Green Old
Age.
Wrritten for the Tradesman.

“No use coming here; everything is
overdone.”

Such was the greeting everywhere
to Homer Garland’s suggestion of
entering business in different towns
in the lumber country. The time was
in the late sixties, when the effects
of the great civil strife which had
shaken the nation to its center had
not yet departed.

Strong feeling still existed between
the sections, and politics were at a
white heat. Homer was but a green
country lad from the rock-bound
State of Maine. He was not a genuine
Yankee, his parents having settled in
the Pine Tree State from the Ger-
man Fatherland.

Homer Garland was turned 21
when he set his stakes, make or break,
in one of Michigan’s thriving lum-
ber settlements. He met up with
Andy Schneider, another German by
descent, who was in the cigar and to-
bacco business.

“Every building seems to be occu-
pied,” said Garland, “and | haven't
money enough to put up even ashack
of slabs.”

“How much have you?” questioned
his new friend, the cigar man.

“A little less than a hundred dol-
lars.”

“My sakes to goodness!” exclaimed
the other, “what can you do with so
little? Let me tell you something, my
boy.”

“Yes?”
merchant.

“You get a job in the mill, work
one year, save your money, then you
will have enough to set up a peanut
stand. Why, a hundred dollars won't
more than buy a respectable show-
case, let alone a stock of goods.”

Another wet blanket for the Maine
youth. It did not dampen his ardor,
however.

“l am going to set up shop right
in this town, Schneider, and | ain’t
going to work in the mill either.’

“You don't tell me,” and Schneider
whistled.

“I've been looking through your
little store,” continued Garland, “and
| find that you have more room than
you nfed. You let me have one side
or perhaps a small corner, and 11
do the rest.”

“What you goin’ to sell?”

“l shall sell books and papers-
start a news depot.”

“Ho, ho!” chuckled Schneider. “The
idea of setting up a book store in the
woods! Why, the lumber fellows do
not read. Better start a one-hoss sa
loon.”

“Not much. Nine out of ten of the
woods fellows will read when books
and papers are brought to their no

assented the prospective

tice. | shall put in a lot of dime nov
els, story papers, and the like, b
sides selling stationery.  Almost

every man in the woods has a sweet
heart or a relative to whom he writes
there isn't any news store in town
and there’s good wages in it for me
I'll show you, Schneider.”

And he did. The cigar man gave
uo half of one side of his small room
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to his new friend, thinking that it
might be the means of attracting new
customers to himself. He charged
merely a nominal -rent, and Homer
Garland entered upon his business ca-
reer.

The young man’s insight into hu-
man nature was correct. His little
business prospered from the start.
Dime novels sold like hot cakes at a
festival. The homesick, hungry men
«f the shanties dropped many dimes
and quarters into the till of the young
man from Way Down East.

Prices did not count. Dime novels
sold readily for fifteen cents the num-
ber, story papers for ten cents and
everything in the stationery line in
proportion. You must remember that
this was in the good old Greenback
ays, when everything was at top
otch prices and business in all lines
boomed like a green bay tree. The
town was a hard one, filled with sa-
loons, low doggeries at that. Homer
cpt his head where other less stal-
wart-minded lads went to the bad.

Thé little store on the sawdust
prospered. Even Schneider was sur-
prised and pleased at the outcome.

“You're the smartest youngster
ever come to the woods,” declared the
tobacconist at the end of the first
-car of sharing his store with an-
other. “You make my business grow;

1 not charge you a cent of rent for
next year.”

“l1 know you won't, Andy,” laugh-

gly returned the bookseller.

“How do you know?”

“Simply because | am not going to
stop another year with you.”

“What!” exclaimed the tobacco man
nth uplifted hands. “You do not like
ie? Why, you have made a lot of
money—"

“Just a moment,” broke in the oth-
er. “l have done well, Andy, better
than | expected. | have almost a
thousand dollars; pretty fair for the
tart | had, eh, Andy?”

“Bless my soul, yes,”
tobacconist. “And with
ain't yet satisfied?”

“No, since there is a chance for
doing better. You are on the saw-
dust here, Andy. The town is grow-
ing away from you, up on the hill
and away to the west; | am going
to follow the town. There've a lot of
new people come in during the year;
a better class, you may say, that
don’'t patronize the sawdust district;
T am going after them. 1 have leas-
ed a store on the hill.”

“l see,” and Schneider’s face drop-
ped. “My goodness me, but the rent
up there, boy, the rent will eat you
up!”

“Yes, the rent is high, but it is
worth it. | notice the trend of trade
and must not be caught napping. You
have been a good friend to me, An-
dy, and | wish you well.”

The two parted in good fellow-
ship. Garland moved to the hill re-
gion, into a more spacious store, oc-
cupying one side, a music dealer hav-
ing the other. And now Garland
branched out. Another news man en-
tered business, but our friend had the
start and he was careful not to lose
it He was a good advertiser, ge-

piai to everybody, got the top pnee

agreed the
that you

for his goods and per consequence
continued to prosper.

Sawdust City grew by leaps and
bounds.

Homer Garland kept pace with
this growth, never faltering in his
adhesion to methods that brought the
trade.

Small settlements sprang up along
the river to the northward; these
were prosperous little burgs and had
pioneer merchants who bought large-
ly at Sawdust City. Garland saw
again his opportunity. He met many
of the up-country dealers, interest-
ed them in his line of goods and sold
many small bills at a fair profit,
while at the same time giving his
merchant customers ample satisfac-
tion.

The days of Greenback prosperity
waned; panic swept the land and
many seemingly prosperous mer-
chants were whirled into the abyss
of ruin.

Not so with Homer Garland. He
scented the disaster from afar, cut
his sails accordingly and weathered
the blast. When other less fortu-
nate dealers were bemoaning the hard
times Garland came up smilingly and
continued to do business at the old
stand.

He meddled very little in politics
although he did his full share toward
the upbuilding of his town, holding
down several city positions which
were more honorable than financial-
ly desirable.

During this time Garland married,
reared an interesting family of girls
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and boys, has one of his sons with
him in his enlarged business.

Not many years ago he erected a
handsome block of brick and stone

the best part of the city. The
one time news vender of the saw-
dust shop is now the wealthy gentle-
man of the avenue, respected and
honored by all, a worthy example for
the rising generation.

Through every phase of his busi-
ness life Homer Garland has been
true to his ideal of a business man—
strictly honest, yet keen to take ad-
vantage of the commercial situation,
fully alive to his every business in-
terest, while at the same time giving
to the world, his family and himself
a square deal.

Meantime some reader may enquire
after the fate of Schneider, the tobac-
conist.

Garland never lost sight of his
early day friend. The two often met
and consulted about business affairs.
It may be that the tobacco man heed-
ed the advice kindly given by his
former tenant.

At any rate Schneider was grad-
uated from the sawdust to the hill
and made himself conspicuous by the
excellent quality of his cigars. He did
not acquire the fortune that fell to
his friend, yet he got together a con-
siderable property, and spent his
last days in comparative ease and
comfort, passing to the Beyond sev-
eral years ago.

Homer Garland still lives to enjoy
in a green old age the competency
he won through business integrity
and right living. J. M. Merrill.
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THE BUSY BEE.

He Is a Perfect Example of State
Socialism.

That a beehive is “a perfect exam-
ple of the equalitarian product of
state socialism” is the opinion of
Prof. Gaston Bonnier, of the Univer-
sity of Paris. Professor Bonnier’s
anecdotes of bees and accounts of ex-
periments that he himself has tried
on them, are interesting, but not as
original as the conclusion that he
states in his closing paragraphs. Pro-
fessor Bonnier's study of socialism
among bees leads him to hope that
the system will not be adopted wide-
Iv in human society. He says:

"'me. Isolated bee is without indi-
viduality. It is only the colony as a
whole which possesses any individ-
uality. All the bees of a hive, all the
workers, perform the same task, be-
cause they obey a collective order.
But the hives themselves differ from
one another. 1 might give many ex-
amples of this, but | will confine my-
self to one. It may happen in a bad
season that you will notice that all
the hives of an apiary are, with one
single exception, inactive. At this one
hive you will see the workers flying
in and out, ‘as busy as a bee.’ The
reason is that the searchers of this
hive have been so keen-sighted or so
lucky as to discover, perhaps two or
three miles away, a field of blooming
colza, which the searchers of the oth-
er hives had overlooked.

“We may liken a bee colony to a
sort of mammal whose constituent
elements are being constantly re-
newed, which preserves its general
form and its own individuality. It
resembles a human being with a
slow-moving brain, for we have seen
that the Ruling Committee requires
considerable time before a decision is
made and carried out. Again, the in-
dividual bee does not reproduce it-
self. What is reproduced is the in-
dividual formed by the whole colony,
and this act is called swarming.

“Swarming among bees is general-
ly due to the hive becoming too small
for the increased population, and it
occurs as a rule at the end of spring,
when it is too warm for so many
bees to live under the same roof. The
hive selects a new queen; and the old
one—not the new one, as has often
been supposd—prepares to go forth
to found a new hive with the surplus
population.  Before their departure
special searchers are sent out to
hunt everywhere in the neighborhood
for some old chimney, some crack be-
tween blinds, or a hospitable hollow
trunk, where the new hive may be
formed. It most often happens that
no such shelter can be discovered. But
they must go forth, nevertheless, for
they are in reality driven from the old
home. But those who stay behind are
not too cruel and selfish, for each
emigrant is provided with a good
store of honey from the common
stock. In case no suitable spot has
been found for the new hive the bees
swarm on a branch of a tree and
then move on from branch to branch,
the number growing smaller and
smaller until it quite melts away.
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If this first swarming has not suf-
ficiently relieved the hive a second
one may take place. You can easily
know in advance if this has been de-
termined upon by the council; for, if
another swarm is to be formed, the
young queens who are still in their
cells are not killed, and, to know
whether this is so or not, you must
listen in the evening to what is go-
ing on within the hive. The young
newly born mother utters a peculiar
chant—tih-tih-tih; while the queens
still shut up in their cells reply, ko-
nah-konah-konah. If you hear these
sounds you may be sure that a fresh
swarm is about to quit the parent
hive.

“An objection might be raised to
this idea of bees being associative. It
might be said that a hive is not a so-
ciety, but a family, since the bees of
the same hive are sisters. But this
objection can be easily refuted. Thus,
we have seen above that during the
height of the honey season some bees
mistake another hive for their own
and are well received by the hive in-
to which they have strayed. Again,
the experiment of changing the queen
of a colony has shown that this may
be done several times. You may put
in a hive of Italian bees a Carniolan
queen, or vice versa; and yet the so-
ciety formed in this way by bees of
different origin will go on creating,
working and planning just as well as
it would if none of these changes had
been made in it

“A beehive, therefore, is a perfect
example of the equalitarian product
of state socialism, where is neither
love nor self-devotion, neither pity
nor charity; where everything is sac-
rificed to society and its welfare
through ceaseless labor; where there
is no government; no rules; where
there is discipline without subordina-
tion. Tt is the realization of ideal
coMecliivism.  Motor-cars and  bal-
loons may some day, perhaps, bring
about the universal association of
men. But if humanity is to be kept
on earth only by the sacrifice of all
individuality, as among the bees, by
the sacrifice of every joy and every
virtue, | should not be surprised if,
some fine morning, the fancy should
seize man to swarm to another
planet!”

Folly of Seeking an Easy Job.

“l never taught my boys to hunt
an easy job,” said the old man who
has started four sons in the worka-
day world, where they are doing well.
The man who starts out to make a
living with the idea that he won't
work at anything but an easy job is
very likely to end his search for the
position that is a sinecure by taking
tc the railroad ties and wearing
corns on his knuckles with rapping
at kitchen doors in search for a sand-
wich.

There are easy jobs in the world,
but there are not nearly enough of
them to go around. And the easy
jobs are all filled, filled by men who
either did not start on a special
search for them, or else by men who
have fallen into the good things be-
cause of some reason why the dis-

penser of easy jobs should favor a
particular candidate.

And yet there are men who are
continually out of a position just be-
cause they are always looking for an
easy job. They want work, they will
tell you, but they are particular to
designate just the kind of work they
must have, just the number of hours
they will work, just the particular
tasks to the accomplishment of which
they will bend their energies.

It is a strange thing that in al-
most every family, where there are
several children, there is pretty sure
to be one who is of the easy-job-
hunting-class. He is always very par-
ticular about the kind of work he will
do. He is willing to work—oh, yes.
But he is not willing to work at any
old thing that offers itself for his
consideration. He finds fault with
this position and finds fault with that.
Patiently and repeatedly his family
install him in positions, but he is con-
stantly “losing his job,” he is al-
ways out of work.

The man who is hunting 'an easy
job is a dead weight on those who
have to support him. He is a mill-
stone about the necks of the workers
of a community. A drone in a hive
of workers is just as much of a help-
less incubus which these workers
must support. There is only one
way to force the man who is always
hunting ah easy job to go to work,
and that is to take from him his
source of supply. Absolutely refuse
to give him anything, and he will be
either forced to support himself, or
else turn tramp and live upon the
charity of the public. He won't starve;
vou need not fear that. For in most
men, however, there is some latent
spark of manhood, which, when they
are brought to the test, blazes up in
the desire to earn an honest liveli-
hood, to be a man among men, in-
stead of a mere dependent upon oth-
ers. And the man in whom that spark
of energy and ability is lacking is
not fit to be anything better than a
tramp.

The Traveling Salesman: Is He Ab-
solute Necessity?

“Away out West the other day,”
said the traveling salesman, “lI met
a fellow in the hotel lobby who
wanted to buy somebody a drink. He
wes tickled to death about some-
thing. Curious to know what it was |
let him buy a drink for me, at which
he explained that he, too, was a trav-
eling salesman and that day had made
his first sale in six months—a church
organ costing about $4,000.

| expressed just a little surprise—
that a total of $4,000 sales in six
months didn’t look particularly big to
me when he broke in with the state-
ment that only three to four such
sales a year were expected of him
by his house. Salary, traveling ex-
penses, and commissions for twelve
months, with a total of only $12,000
to $16,000 annual sales!

“° h>yes,” he admitted, instantly,
‘it costs the house more to sell an
organ than it costs to build it."”

It was this incident related by the
traveling man which resulted in can-
vassing the question of the traveling
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salesman at large; his position as to
permanency in the commercial world;
whether he may be in course of elim-
ination or in the evolution of modern
business he may be accepted as at
least a necessary evil.

In this case of the church which
bought the $4,000 organ, for example,
one may get the view of the purchas-
er. Probably the church treasurer
never has thought for a moment
about the money the church paid the
manufacturing house, merely for the
privilege of buying that particular or-
gan from that particular salesman.
But the church paid that bill—paid
$4,000 for an instrument which, if the
sales cost might have been eliminat-
ed, probably could have been bought
for $2500 easily.

Here, then, before the beginning
of negotiations, was a church away
cut West which wanted to buy a
pipe organ. Away back East was
a manufactory which had just the
kind of organ that church would like
to buy. Years ago the manufactory
had discovered to its satisfaction that
a church out West wouldn’t come
under those circumstances to the
manufactory back East. Probably for
ten years or more the manufactory
had salesmen stopping two or three
times a year in this particular section
of this particular church, looking for
sales which they couldn’'t and didn’t
make. But out of this experience the
manufactory had learned that a good
salesman ought to sell three or four
of these organs, year after year, and,
figuring the sales cost into the manu-
facturing and shipping cost, the house
had discovered that it could sell an
instrument costing $2500 to manufac-
ture, for a net $4,000.

If the Treasurer of that particular
church chances to see and recognize
this little story of their $4,000 organ
is he going to feel a little sore
about it.

It was along the line
thought that | have been seeking
some information of men who are
past masters in the problem and the
art of salesmanship. | have found
some differences of opinion, some
contradictions, but after all it ap-
pears that t/he ultimate consumer)
must look forward to paying his sales
costs for a long time to come.

Salesmanship in general is a broad
term. It may range in detail from
the establishing of a huge stamp mill
and smelter-plant, costing hundreds
of thousands of dollars, down to sell-

of this

ing a country dry goods merchant
$150 worth of general merchandise.
But regardless of the commodity

sold, the part of the salesman re-
mains virtually the same—that of ad-
visory counsel to the buyer who can
command confidence of the potential
buyer to buy the particular goods
which the salesman represents.

Here is a typical situation describ-
ed for me by a past master in the art
of salesmanship. In its interpreta-
tion one may get the highest defini-
tion of the salesman and his part in
the passing of a commodity from the
manufacturer to the ultimate con-
sumer.

“l was selling a line of millinery,”
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he said. “Before I met Jones, of
Jonesville, by appointment in the
sample rooms of the Jones house |
had spent an hour running through
my samples, laying out perhaps a
dozen styles from all the others on
a separate table.

“l knew Jones and | knew Jones’
trade. | was representing a house
which couldn’t have afforded to sell
Jones $5,000'worth of hats, knowing
that he would be stuck with them.
I'd rather have refused to sell him a
dollar’s worth on any account. Jones
had reason to know this, too. There-
fore when Jones came in and | di-
rected him to the special table con-
taining the goods that 1'd selected for
him, he took notice at once.

“‘There’s the stuff for you,” | said,

confidently. ‘Don’'t accuse me of a
swelled head, either. The fact is |
know more about this thing than you
do. Lord knows, | ought to; I've
been six months in Paris and in the
home factory three months, just be-
fore starting out on the road. You
don't think |1 wantlto stick you, do
you? Then if you want some of the
knowledge that I've been nine months
in getting, here it is.’
e “Well, don’'t you think | could sell
hats on that basis? Here and there
would be a shape that Jones would
take off the table as something that
he had tried out before and wouldn’t
go, but in the main | sold Jones the
hats | thought he ought to buy to
the best interests of both of us. | was
assuming some of the responsibilities
of Jone’s business for the coming
season, but that was what | was paid
for. | wouldn't have been a sales-
man if | couldn’'t have done it. In
making a choice for him an hour be-
fore he came to the sample room |
prepared to assume certain responsi-
bilities in his coming season’s busi-
ness. But | kept within the line of
honest dealing.

“‘Don’t load up to the ceiling,” |
would advise. ‘I'm coming back this
way in about four or five weeks. Take
a dozen of these—two dozen of those
—five or ten of these. You’'ll know
more about what | know when | come
back the next time.

“Don’t you appreciate the part the
real salesman plays in the business
of the country when he assumes as
much as this and makes good on his
knowledge? Most business men do
not know exactly what they want.
Not knowing, they like to confer with
some one who has some ideas that
they can accept in good faith. The
salesman who is a salesman must
have these ideas, he must make good
on them, and, having made good, he
has that buyer’s confidence until he
betrays it willfully.”

Literally a salesman for a house ap-
pearing before a customer is the
house itself and something more. His
powers for good and for bad are lim-
itless, according to the man himself.
One crooked salesman in a week may
so queer the reputation of a house
through a territory that not five years
of efficient service bv a successor can
recover its old prestige. Yet that
house which has fiftv salesmen over
«its territory is open to fifty individual,

MIOHIGAK TRADESMAN

personal interpretations by its custom-
ers. Next to the house’s stoc.., open
accounts, and plant, this sales terri-
tory is its most valuable asset, but
it is forced to give over that terri-
tory to fifty individual men any one
of whom has power to ruin, almost as
much through ignorance as through
intent.

It is recognition of the value of
sales territory to the industrial and
commercial world which in the last
decade has developed the sales mana-
ger. In the beginning this sales man-
ager in embryo was the individual in
the house to whom traveling sales-
men reported matters that seemed to
them to need reporting; he was the
head of the sales department to whom
the dissatisfied customer was allowed
to kick. But as salesmanship has de-
veloped arid as competition in terri-
tory has grown, the progressive house
lias had forced upon it the necessity
of a staff of salesmen which shall rep-
resent the house.

“We've got to train these men,”
decided the wise management. “If
we are more and more to delegate to
the salesman everything the house
is, it is up to us to know everything
we can about that traveling delegate
and have him know everything about
us.”

Which established the sales mana-
ger as the supreme ruler of the des-
tiny of a business. Having on the
face of things the powers of a czar,
he had to assume the role of a tact-
ful, diplomatic arbitrator and direct-
or. He had to stand by his sales-
men who proved worthy, while he had
to satisfy the customer who might
have felt himself aggrieved and
wronged. Salesman himself he had
to have the power of imparting sales
methods to competent men, willing
and able to learn. He sought out a
man’s weak points and showed him
wherein he was lacking. In a word,
he was a maker of salesmen.

It was in the larger, more progres-
sive houses that the sales manager
developed. This fact put the larger
number of individuals under his direc-
tion and gave him the larger task of
molding widely differing natures to
his ends. One, two or three of these
individuals inevitably must be of a
character to overshadow all the other
ninety-nine, ninety-eight, or ninety-
seven of the ioo salesmen, but at the
same time that one hundredth poor-
est man in the list must be good
enough to represent the house. Do
you see the task?

Necessarily this has increased the
cost of salesmanship. Years ago the
mail order house evolved doing away
with the whole question of salesman-
ship in its particular field. Later one
or more great jobbing houses, ques-
tioning the necessity of the traveling
salesman in reaching sales territory,
adopted the catalogue idea and have
pushed it. They have had their meas-
ure of success. Are they finally to
displace the traveling salesman?

| asked this question of a man who
ought to know. His answer was
crisp and decisively in the negative

“Never.” he said, “so long as hu-

man nature is constructed as it
now.”

There are at least two points in
support of this opinion. In the first
place, the potential customer who is
not quite sure of what he wants may
have his catalogued lists before him,
when the personal representative of

is

a competing house steps in. The
catalogue can’'t answer questions,
while the salesman can. Not only

this, but the personal salesman, ac-
cordingly as he is equipped for sell-
ing, can talk down points in the cata-
logue which the potential buyer may
have accepted.

But, again, expensive as the per-
sonal salesman may be to a house, it
has been questioned if the catalogue
and its train of postoffice correspon-
dence is any cheaper. Where the cat-
alogue house has its own printing and
binding plant it costs money to put
out a catalogue, and when postage
stamps are affixed other dollars pile
up rapidly.

“But more than this,” said an au-
thority, “anything which might result
in destroying the idea of personal
salesmanship in favor of the cata-
logue must promise in a few years
to concentrate the business of the
whole country in the hands of a few
great houses. There are no numer-
ous small mail order houses scatter-
ed all over the country; two or tlhree
great corporations have swallowed
the whole field of the direct consum-
er. It is the continuance of the per-
sonal sales representative which must
keep room for the scores of institu-
tions that are in existence and in
healthful competition. To me, speak-
ing from some limited experience
with the catalogue idea, | believe that
the cheapest, best and altogether the
most satisfactory publicity for the
business house is found in the idea of
personal representation under a com-
petent sales manager big enough for
his job.” Irwin Ellis.

A report published in the papers
the other day told how a telephone
nost in Brooklyn was struck by light-
ning and set on fire. A bystander
who undertook to throw water on

to put out the flames was instant-

killed. A current of electricity ran
through the water, which is an ex-
cellent conductor, and occasioned
the fatality. This is only another in-
stance to show that however harml-
ess they may appear, poles carrying
wires are always more or less dan-
gerous. The fact that they are tele-
phone or telegraph poles supposed to
be harmless does not make much dif-
ference. A dead wire may be made
alive in an instant. Too much pub-

SB

licity can not be given to accidents
of this character, because it is very
important to impress people with the
danger that lurks in these localities.
It is never safe to touch any wire,
both ends of which are not in plain
sight and just as well to give it a
wide berth even at that. Telephone
and telegraph poles in a thunderstorm
are good things to leave alone, for
electricity although a very useful
servant is dangerous and deadly when
let loose.

Jealousy is a game that two
play at—and neither win.

The only way to save seed is to
sow it.

BUICKS LEAD
CARS $1,000 AND UP

BUICK MOTOR COMPANY
Louis and Ottawa Sts. Grand Rapids Branch

Post Toasties

Any time, anywhere, a
delightful food—
“The Taste Lingers.”

Poctuon Cereal Co., Ltd.
Battle Creek, Mich.

H. LEONARD & SONS

Wholesalers and Manufacturers’ Agents

Crockery, Glassware, China
Gasoline Stoves, Refrigerators
Fancy Goods and Toys

GRAND RAPIDS, MICHIGAN

139 141 Monro«<* St
Roth Phoafts
GKAND 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 Ib. tin boxes, io, 15 and 35
Ib. buckets and kegs, half barrels
and barrels.

Hand Separator Ol

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

STANDARD OIL CO.
ORANO RAPIDS, MICH,

For Many Purposes
WOOD ENGRAVINGS

are better and cheaper than wash drawing halftones

or any other method of illustration.

Ask about it.

Tradesman Company

Engravers by all Processes

Grand Rapids, Mich.
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PERIOD FURNITURE

Growing Demand That It Be True To
Type.

Before the vogue of period furni-

ture the high, grade manufacturer

prided himself on the originality of

his designs. He laid special stress
on producing something the like of
which could not be found anywhere
else. The boast of the present day
manufacturer is on his skill in catch-
ing the spirit of the ancient masters
of the furnituremaking art or on the
exactitude of his reproduction even to
minor details. The “original” designs
were not without artistic merit even
to eyes trained to period goods, but
their weak point was the lack of
standards. Each designer was a law
unto himself. Whether his produc-
tions met with popular favor de-
pended on popular fancy and popular
fancy was often fickle, and goods in
demand one season might be passed
by unnoticed the next. But with pe-
riod furniture there are standards,
and the standards are high. Whatever
period may be affected, whether Eliz-
abethan or Louis XV., Sheraton,
Chippendale or Colonial, the manu-
facturer must know the rules and
conform to them or his success will
fall short. He can not put bandy
legs on an Early English nor a
square back on a Louis XVI. and win
out. He can not put Elizabethan pat-
terns in mahogany nor a Chippendale
or a Sheraton in oak and expect to
gain applause. He must abide by
the rules, and by so abiding he may
be confident that his goods will ap-
peal to good trade and to a fair
share of popular favor.

The rules of furniture art are be-
coming better known every year and
the demand is growing steadily
stronger that the furniture be cor-
rect to type. Foreign travel is help-
ing to cultivate the taste of the peo-
ple. Thousands go to Europe every
season, visit the art galleries and mu-
seums and come home with higher
ideals. Magazines and the newspa-
pers are teaching those who furnish
homes how to do it as it should be
done. The manufacturers them-
selves are engaged in this education-
al work. Berkey & Gay have issued
several booklets, finely illustrated,
descriptive of the different periods.
The Grand Rapids Furniture Com-
pany has a quaint little booklet tell-
ing about Early English furniture
with much interesting historical data.
The Chas. P. Limbert Company has
a booklet on Dutch and Art Craft
furniture descriptive and historical.
Several other manufacturers have is-
sued similar matter. All this is on
the line of advertising, but it is edu-
cational advertising, artistically ar-
ranged, illustrated and printed, and
is intended to influence public taste.
The most pretentious of this kind of
publicity is the brochure issued by
the Widdicomb Furniture Company,
giving the history of mahogany as
a cabinet wood. This history was
prepared by Wm. Widdicomb, and is
regarded as so authoritative that li-
braries, technical schools and mu-
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ed for copies. Mr. Widdicomb is
now preparing a history of Circassian
walnut, which will be published in
similar form.

Much Circassian walnut is seen in
the high grade goods this season, and
cheapened in various ways it is also
found in some of the medium lines.
Some of the manufacturers put Cir-
cassian into almost any pattern, us-
ing it indiscriminately with mahog-
any and giving the buyer his choice.
Wm. Widdicomb, with a fine sense of
the proprieties of wood to design, uses
the Circassian in Louis XV. and
Louis XVI. styles only. It is in
these patterns that the beautiful fig-
ure of the wood shows to best advan-
tage. The furnituremakers of those
periods used walnut to a considera-
ble extent and made their designs to
conform with the material. In the
same manner Sheraton and Chippen-
dale worked mostly in mahogany and
patterns in these styles are best in
mahogany. The Early English work-
ers used oak, and furniture in these
styles loses much of its beauty if itis
shown in any other material. One of
the local manufacturers, ignoring the
niceties of the art, has brought out a
Sheraton this season in Circassian,
with an effect that is unique rather
than artistic. Another has some
Early English patterns in solid ma-
hogany, Avith results that are almost
conspicuously out of harmony. In
period furniture the material used
is almost as important as the design
if the verity of the type is to be
preserved.

Those familiar with furniture his-
tory will observe many little incon-
sistencies and incongruities in the
modern product, jwhich, however, do
not necessarily offend the sensibili-
ties. Colonial suits are occasionally
seen with bevel plate mirrors, al-
though not often in the high grade
goods. The Colonials did not have
bevel plates and if Colonial furniture
is true to type it will be with a plain
glass. Rocking chairs are often seen
in the various English and French
styles, but the rocker is an Ameri-
can invention solely and exclusively
and was not known to the masters
whose work serves modern artisans
as models. Objecting to a dainty
Chippendale or Louis XV. rocker be-
cause the ancients did. not 'have rock-
ers is drawing the line pretty close,
however, for the same objection could
be raised to the modern extension ta-
ble, the modern sideboard and various
other articles of every day modern
use. If the lines, the decorations and
the treatment be true to the type af-
fected™, instead of finding fault with
the historic inconsistency we should
sympathize with the ancients that
tihey did not know the solid comfort
which a good rocker contains.

A help to the long life of the so-
called Mission or Art Craft furniture
is the growing favor in which hous-
es of the bungalow type are held.
Bungalows are springing up all over
the land, in cities, in the suburbs, on
the farms and by the water side.

seums all over the country have ask- lyjission furniture is especially appro-
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ELLIOT O. GROSVENOR

Lats State Pood Commissioner

Becker, Mayer & Co.

Advisory Counsel to menufacturers and Chicago
jobbers whose interests are affected by LITTLE FELLOWS’
the Food Laws of any state. Corre- AND

spondence invited.

2321 ilajestlc Building, Detroit, nich. YOUNG MEN’S CLOTHES

For Dealers in

HIDES AND PELTS
Look to
Crohon & Roden Co., Ltd. Tanners
37 S. Market St. Orand Rapids, Mich.
Ship us your Hides to be made into Robes
Prices Satisfactory

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

General Investment Co.
Stocks, Bonds, Real Estate and

Loans
Citz. 5275. 2256 Houserman Bide.
GRAND RAPIDS

Cori, Knott & Co., Ltd.
20, 2, 24, 26 N. Division St.
Grand Rapids, Midi.

We have for immediate delivery the following:

Missen’— Fine rib, sizes 5 to 9)2, one dozen each size in
box, price per round #1.25.

Women’s— Plain, elastic hem top, sizes to 9, half

dozen each size in box, price 0h.25.

Men’s “Shaw Knit,” sizes gi4 to 11, half dozen each
size in box, price £2.25.

Ask our salesmen or write to us.

Grand Rapids Dry Goods Co.
Exclusively Wholesale Grand Raplds> Mich.

It Will Pay You

to look at our line of hair ornaments.  Just received a
new assortment of Barrettes in shell-amber-jet and

fancies, the large shapes which are the popular sellers
at present, 10, 15 and 25c retailers.

Also a large assortment of plain and fancy back
combs, hair pins all kinds, one of the newest ones
come i dozen in fancy baskets to retail at 25c.

P. STEKETER (8b SONS
W holesale Dry Goods Grand Rapids. Mich.

N. B.—During the Summer months we close Saturday P. M.
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priate in houses of this character, and
it may be predicted that as long as
bungalows are built Mission furniture
will be in demand. The Early Eng-
lish styles are also well adapted to
the bungalow, but the dainty French

and later English patterns would
hardly harmonize with the general
effect. There is a growing tendency
to make the interior furnishings tally
with the external designs. If the
house is Colonial then the furniture
shouldi be Colonial, at least to a pre-
dominating degree. There may be
rooms in other periods, but the first
and strongest impression upon enter-
ing should be in harmony with the
style of the house.

When the wealthy Englishman
furnishes or refurnishes his house he
goes at it systematically, guessing at
nothing and taking no chances. The
furnisher makes a wash drawing in
colors of each room. This drawing
shows the kind of furniture to be
provided, the color effects and pat-
tern of the carpet and wall decora-
tion, and even the draperies and light
fixtures are shown. With these
drawings before him the house own-
er knows in advance how each room
will look, and if there is anything he
wants changed he can do it when
making changes does not cost any-
thing. Some of the big London hous-
es have thirty and forty draftsmen
working under a master designer,
making pictures of the rooms to be
furnished. This custom is being in-
troduced to some extent in the big
city stores. It is a sort of regard-
less of expense method, but when
many thousands of dollars are to be
spent in furnishing a house it may
be real economy as a safeguard
against costly mistakes. In Wana-
maker’s big store in New York is
a house of many rooms and each
room is differently treated and made
complete in itself as to finish, wall
decorations, draperies and furniture.
There are a dozen or more bedrooms,
several diningrooms, halls, living-
rooms, dens, libraries and reception-
rooms, and each is designed as a per-
fect type of some period. The man
with a house to furnish can get ideas
as well as furniture in his visit to the
Wanamaker store, and at the same
time can receive a liberal education
in what is correct. He will make his
furniture reasonably harmonious in-
stead of filling up his home with a
miscellaneous assortment. The Grand
Rapids manufacturers who have am-
ple show room space follow the
same idea. Their floors are divided
by partitions into many little rooms
and in each room is displayed a suit
of one pattern and no more. The
same suit may be shown in two or
more different woods, but care is
taken not to mix styles or periods.
The buyers can make their selections
much more intelligently in this way
than where the furniture is ar-
ranged in long rows, filling the entire
floor.

It can not be said that the fine fur-
niture of to-day is cheap. The man
who has a new house to furnish in
up-to-date goods had better have a
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good sized bank account back of
him. But there may be some conso-
lation in the thought that fine furni-
ture now is cheaper than it probably
will be a few years hence. The ten-
dency of prices is upward, and this
is true not because manufacturers and
dealers are demanding wider margins
of profit nor even on account of wage
schedules in the factory, although the
latter does make a difference. It is be-
cause the raw materials are becoming
scarcer and cost more. Oak has gone
up 50 to 100 per cent, in recent years
iand some grades are almost unattain-
able. Maple and birch, used for the
cheaper furniture, have increased very
materially in price. Mahogany is the
only wood that has not scored a sharp
advance to the manufacturer. San
Domingo mahogany, esteemed as the
finest quality in the world, has be-
come almost exhausted and is now
costly, but the Mexican, Central
American and African mahogany are
still in abundant supply and the prices
now are not greatly different from the
prices of ten years ago. The mahog-
any lumbermen have been complain-
ing for several years that profit in
their business has been lacking. Some
day they will get together and then
up will go the prices of mahogany
lumber and mahogany furniture prices
will go up to correspond. This time
it may be predicted will not be far
off, and those who want a few nice
pieces of furniture to hand down as
heirlooms had better get them now.

Enormous quantities of mahogany
are used in Grand Rapids annually.
Except in the Early English designs,
which call for oak, and such Circas-
sian as may be used, it is practically
the only wood used now in the high
grade goods. Some of the manufac-
turers use it almost exclusively and
to a large degree they use solid ma-
hogany instead of veneer. No esti-
mate has been made of the quantity
of mahogany consumed here each
year, but it is certain the total would
represent a good sized forest. Ma-
hogany does not grow in forests like
pine or maple or oak, however. The
trees are widely scattered and must
be sought for over a broad range of
country. A tree when found repre-
sents the growth of three to five cen-
turies or more. Nothing is being
done to renew the generation. Some
day a shortage in the supply of ma-
hogany will be noticed, and the next
some day will find none to be pro-
cured except at prices that will make
it prohibitive for ordinary use. The
manufacturers are not worrying over
the shortage of the future. They are
too busy converting what they have
at hand into fine furniture to think of
to-morrow, and besides they are pret-
ty confident that when mahogany
ceases to be something else equally
as good will be found to take its
place—or, if not as good, something
that the people are obliged to have
furniture will buy as readily.

F. Hirsch, of Vienna, Austria, has
been one of the foreign buyers in the
market this season. The scarcity of
wood for medium and cheap grade
furniture is felt in Europe, and the

»
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Greyhoun

Tennis Shoes

Are universal favorites. They are not only stylish in
appearance, but have the fit and wearing qualities
necessary for the best service.

GREYHOUND OXFORD
in White, Brownjor Black

We also have Greyhound Tennis Shoes in Blucher
Oxford and Balmoral Shape in white, brown or black.

These shoes have been on the market for several years
and the demand for them is so great that a separate
factory has had to be constructed for their manufacture.

No shoe stock is complete without a full line of this
shoe. It is the best seller on the market and is a
BUSINESS BRINGER and TRADE PULLER.

Grand Rapids Shoe and Rubber Co., Inc.
Grand Rapids, Mich.
State Agents for HOOD RUBBER COMPANY, Boston

«

The Original
Hard Pan
Shoe

is the one that gives that particular dry-foot, long-wear
service in wet weather that the out-door worker pays his
money for.
He demands a good
deal from his shoe
leather. But if he
sees our trade mark
he knows he is going
to get just what he
wants and also all
the foot comfort
there is thrown in for
good measure.
This Original and
Genuine Hard Pan
Shoe is made and
sold only by

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.
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deficiency is met by using white wood
and painting or enameling it black to
give it an ebony effect. This coun-
try has not yet reached that stage,
but we may come to it in time. Mr.
Hirsch was greatly interested in what
he heard about American red gum
as a cheap wood for furniture, and
carefully inspected several lines on
which gum is shown, both in its nat-
ural color and with fancy finishes.

There have been several foreign
buyers in the market, including repre-
sentatives from England, Austria,
Russia, Argentine Republic, Mexico
and Canada. The Mexican buyer plac-
ed orders with a fair degree of liber-
ality. The others did a lot of looking
around but were sparing with their
orders. The buyers from Europe and
the Argentine were chiefly interested
in the cheaper and medium grades, in
which the American manufacturers
with cheaper materials and more
highly organized factories are much
superior. When it comes to the
high grade goods the Europeans are
well content with their own product
as the cheaper labor is to their ad-
vantage. The Canadian buyers come
here every season, a score or more
of them, but they buy little more
than samples of what strikes their
fancy. The Canadian government lev-
ies a lusty tariff on furniture from
this side of the line. The Canadians
take their samples home and have
the goods reproduced in the Cana-
dian factories. The manufacturers
here do not object very seriously to
the plan as they are protected by the
tariff against Canadian competition in
the home market.

The Results.

“Speaking about speeches,” said the
man on the rear platform of the car,
“but I want to tell you that it will
be a long time before anyone beats
the speech La Follette got off in the
Senate. It was surely a crackerjack.”

“It was on the tariff, | believe?”
queried one of the others.

“Yes, on the tariff.”

“And he roasted New England?”

“He did that. Yes, sir; peeled the
hide right off'n her.”

“His speech lasted three days, if
remember right?”

“Yes.”

“And they held a special night ses-
sion to help him wind up?”

“Yes.”

“And he had dishes of milk and
tea on the desk to sustain him when
he grew faint?”

‘It was so stated.
great speech.”

“But after three days he
got through with it?”

“Certainly.”

“And—and what happened? Did
he carry any particular point? Did he
change any issue?”

“Why, no; not that | know of,” re-
plied the man who had started the
discussion.

“Then, what was the use of his
three-day speech?”

“Um! Well, | think it helped out
the June rainfall.”

Oh, it was a

finally

The only powers that know enjoy-
ment are those that find employment.

MICHIGAN TRADESMAN

FIFTEENTH CENVENTION.

Programme for Hardware Meeting at
Saginaw.
Tuesday Evening.

The Saginaw Association has ar-
ranged for the reception of members
and an organ recital in the Audito-
rium.

Wednesday Morning.

The exhibits will be officially open-
ed to the delegates and suitable cere-
monies will be held at that time.

The Secretary’s office, in the ladies’
parlor at the Auditorium, will be open
all the morning for the receiving of
dues, enrollment of new and old mem-
bers, distribution of badges, etc.

A meeting of the Executive Com-
mittee will be held in Committee
Room A at the Auditorium.

Wednesday Afternoon.
(Open Session.)

Meeting called to order in the con-
vention hall at the Auditorium.

Song— America—to be sung by the
delegates, led by the Hardware Quar-
tette— Gust Deneger, Aug. Jochen, E.
Bernhardt and Walter Foehl; Theo.
Huss, director.

Address of welcome to the city—
Mayor G. W. Stewart, M. D.

Address of welcome on behalf of
the business interests of Saginaw—W.
S. Linton, President Saginaw Board
of Trade.

Response— President P. A. Wright,
on behalf of active members, and by
Frank H. Conant, Detroit, on behalf
of associate members.

Appointment of Committees on
Credentials, Constitution and By-
laws, Resolutions, Auditing and Nom-
inations.

Reading of the minutes of the last
regular meeting. Reception of com-
munications.

Annual address of President Porter
A. Wright.

Annual report of Secretary Arthur
J Scott.

Annual report of Treasurer
Moore.

Wm.

Address—Nails and Tax—F. M.
Witbeck, Millburg.

Discussion on above paper.

Address—Cui Bono—W. P. Bo-

gardus, Mt. Vernon, Ohio.

Mutual Fire Insurance—Talks by
the representatives of the various
hardware mutual companies.

Question box.

Adjournment.

Wednesday Evening.

Trolley ride and entertainment at
Riverside Park.

Thursday Morning.

The exhibits will be open to the
delegates from 8 a m. to 1:30 p. m.
Members will find it profitable to
spend as much time as possible fa-
miliarizing themselves with the goods
that will be on display.

Thursday Afternoon.
(Open Session.)

Meeting called to order by the
President and opened by songs led
by the Hardware Quartette.

Report of Auditing Committee and
preliminary report of Credential
Committee.

Report of the tenth annual con-
vention of the National Retail Hard-
ware Association—Chas. A. Ireland
lonia.

An Hour with the Traveling Men—
Discussion to be led by W. B. Wood,
of Detroit.

Remarks by members.

Paper—The Cash System and Its
Merits—Henry Stadt, Grand Rapids.

Discussion.

Addresses— Visiting representatives
of the National Hardware Manufac-
turers’ Association, the  National
Hardware Association and the dele-
gates from other state retail asso-
ciations.

Address — Salesmanship — Edward
F. Trefz, of the Sheldon School of
Scientific Salesmanship.

Question box.

Adjournment.

Thursday Evening.

Lunch at Arbeiter Hall.

Friday Morning.

Exhibits will be open all the morn-
ing from 8 to 1:30, and this-is the
time to place your orders for goods
if you have not already done so.

Friday Afternoon.
(Closed Session.)

M

Meeting called to order by the
President.
Address—'What the National Is

Doing—Chas. H. Williams, Streator,
11, President the National Retail
Hardware Association.

Report of Committee on Creden-
tials.

Report of Committee on Constitu-
tion and By-laws.

Report of Committee on Legisla-

tion—J. H. Whitney, of Merrill,
Chairman.

Consideration of committee re-
ports.

Unfinished and new business.

(Special order of business) Report
of Committee on Nominations.

Election of officers.

Selection of next place of meeting.

Question box.

Good of the order.

Adjournment.

A good complexion does not come
out of the rouge box. It comes out
of God’s fresh air, plenty of work to
do, a cheerful disposition and a care-
fully prescribed diet.

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color,
and one that complies with the pure
food laws of every State and
of the United States.
Maautactared by Wells & Richardson Co.

rlington, V.

Baker’'s Ovens,

and bake shop appliances of
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Hart Brand Canned Hoods

Packed by
W. R. Roach & Co., Hart, Mich.

ichigan People Want Michigan Products

All Kinds of Cut

Flowers in Season
Wholesale and Retail

ELI CROSS
25 Monroe Street Grand Rapids

Grand Rapids Supply Co.
Jobbere

Steam, Well and Plumbing
Supplies

48-50-52-54-56»58>60'62 Ellsworth Ave.

Mill,

Brilliant Oas Lamp Co.

Manufacturers of the famous
Brilliant Oas Lamps and Climax

and other Gasoline Lighting

Systems. Write for estimates
or catalog M-T.
42 State St. Chicago, III.

Ideal Shirts

We wish to call your atten-
tion to our liae of work shirts,
which is most complete, in-
cluding

Chambrays
Drills

Sateens
Silkeline
Percales
Bedford Cords
Madras
Pajama Cloth

These goods are all selected
in the very latest coloring,
including

Plain Black
Two-tone Effects
Black and White Sets
Regimental Khaki
Cream

Champagne

Gray

W hite

Write us for samples.

Dough Mixers

all kinds on easy terms.

ROY BAKER, Wm Aldeu Smith Bldg., Grand Rapids, Mich.

gasoUne lamps for Ilghtlng your home you were to

CHAMPION 70 T

Pure Pennsylvania Gasoline.

" correct the old fogy idea that Gasoline is Gasoline.

Grand Rapids QOil Company

Also best and cheapest for engines and automobiles,

“ system ior your store or investee

Id to get "The Best Gasoline. W@ Rave it

O 72 GRAVITY

ASK Us It will

Mlch an Branch of the Independent

efining Co., Ltd., Oil City! Pa.
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MA AND BUB.

How Mary Sized Up Will and Said
“No.”
Wrritten for the Tradesman.
Down in old Virginia they refer to
a clerk in a retail store as, for exam-
ple, “Know Joe White? Should think

I do; he's been ‘standing’ in the
Fairfax store for more'n twenty
years.”

Up in New England it is: “Yes,
he’s a salesman in Carter’'s store an’
has been nigh onto twenty years,” and
all over the land it is much too com-
mon to sneeringly observe, “Yes, he's
nothing but a clerk in a store.”

There are clerks and clerks. There
is the clerk who is constitutionally
tired and if he can succeed in hold-
ing down a clerkship at $io or $15
a week the height of his ambition is
reached; then there is the clerk who
has, or thinks he has, his own cus-
tomers, people who wouldn’t trade at
the store were it not for him, and is
obsessed with inordinate pride in his
faith; so much so, indeed, that were
he busy and a fellow clerk should
offer to wait on one of his custom-
ers there would be trouble.

There are slow and slovenly clerks
and there are wide-awake, spick and
span clerks; clerks who should fol-
low other callings and clerks who
were born for the vocation.

Taking them by-and-wide the mem-
bers of the fraternity of retail clerks
are young men who are thus engag-
ed merely as a means to an end—to
learn how to handle goods and sell
them, how to meet customers and
please them, that by and by they may
become merchants on their own ac-
count.

And for this reason and because of
such ambition the profession as a
whole will stack up favorably with
any other.

It is an occupation calling for
courtesy, neatness, activity, accuracy
and diplomacy. There is no great
difference between the retail sales-
men and those who travel. Mem-
bers of each branch of the business
succeed or fail in exact ratio to their
ability to meet customers and sell
them what they want—and occasion-
ally to sell them what the salesmen
think they want.

The traveler covers from one to
five or six different towns each day,
meeting from two or three to a score
or more of customers. The one who
is a fixture at a given point meets
from fifty to 500 customers, a ma-
jority of whom he does not know,
each day.

Fortunately for the travelers the
jobbing houses are able to pay bet-
ter wages than the retailer can af-
ford to give.

And so the thoughtless, silly and
often cruel sarcasm dispensed as to
retail clerks, men employed in a dry
goods store particularly, should be
stopped. If a man finds he is ex-
ceptionally well fitted to sell dress
goods or calicoes or cotton cloth he
is wise to make the most of that fac-
ulty, and more often than otherwise
he is the physical, intellectual and
moral superior of those chaps who
sneer at him in the delusion that it
is a funny thing to do.
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Once upon a time a very swell
young man from a large Eastern
city—a Freshman in a noted univer-
sity and literally a fresby—visited a
city in Southern Michigan. It was
well understood by those whose
guest he was that he aspired to the
hand of their daughter and he was
looked upon with favor by the pa-
rents. On one of the afternoon
scrolls through the single business
street of the place the young lady
entered a leading store, accompan-
ied by the young man, and was wait-
ed upon by a gentleman, a clerk she
had known for years and a man who
stood high in the estimation of chc
townspeople.

As the young lady ajd her escort
were about to leave the store the
man from the East observed: “You
must have known ‘Sissy ' a long
time,” and the girl bidding the clerk—
who had overheard the slur—a more
than commonly courteous good after-
noon, replied to her escort: “Come
along, Bub, and carry ma's bun-
dles.”

The episode was not again refer-
red to nor heard of at home until the
next day when the young man sudden-
ly decided to go home and with almost
boorish rudeness, barely thanking his
hosts for their entertainment, de-
parted.

The parents were curious and aft-
er the young man had gone the fa-
ther asked: “Mary, what's happened
to William?”

The daughter explained that he had
asked her to become his wife and
that she had declined the honor.

“Why, Mary,” ejaculated mamma,
‘1 thought you were rather fond of
will.”

“1 liked him very well until he
showed his real colors,” said Mary,
and then she told of the incident in
the store down town.

Pa and ma listened to the re-
cital in silence and there was a brief
pause after she had concluded. Then
pa jumped up and catching the girl
in his arms exclaimed: “Mary, you
aie all right and we've all had a
fortunate escape.”

And to-day, down in the Michigan
town, there is a dignified, white hair-
ed, fine old gentleman who is in
business for himself and very pros-
perous, and who, whenever he meets
Mary, now the handsome young
mother of a boy and a girl, 10 and
12 years old, respectively, invaria-
bly greets her as “ma” and asks,
Whatever! did really become of
*Bub?”’

And “ma” usually replies: “The
ast | heard of him, about two years
ago, he was night clerk in a sailors’
boarding house over in Williams-
burg.” Charles S. Hathaway.

The unexplained presence on a pub-i
lie highway of a team of runaway I
horses harnessed to a wagon, unat-
tended by the owner or other person,
raises a presumption of negligence on(
the part of the owner, and, if they
collide with another vehicle on the
street because they were not under
proper control, the owner will be lia-
ble for damages resulting therefrom.

Only lazy men believe in luck.

Tans
For
(Uartn
Oleatber

Nothing is more appreciated on a hot
day than a substantial fan. Especially
is this true of country customers who
come to town without providing them-
selves with this necessary adjunct to
comfort. We have a large line of these
goods in fancy shapes and unique de-
signs, which we furnish printed and
handled as follows:

100 s 300
200 4 50
300 575
400 700
500 8 00
1000 1500

We can fill your order on five hours
notice, if necessary, but don’t ask us to
fill an order on such short notice if you
can avoid it.

tradesman
Company

Brand Rapids, Itticb.
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SUCCESSFUL SALESMEN.

Peter Dykema, Representing Lemon
& Wheeler Company.

Earnestness and sincerity may
justly be designated as two of the
highest attributes with which a man
can be accredited. At every turn in
life indolence and frivolity offer their
seductive allurements. Great strength
of character is required to overcome
the natural desire to engage in triv-
ial occupations and fritter away valu-
able time in selfish indulgences which
may result in the impairment of men-
tal and physical vigor. Men who ac-
complish anything worthy of notice
and approval, who evolve new ideas
or invent ways of applying old ones

with success, are those who have a
definite purpose in life. Control of
self and complete submission to the
dictates of reason are essentials to
steadfast continuance toward a wor-
thy goal.

At the outset of the career of the
individual who would build for suc-
cess, concentrated singleness of pur-
pose and absolute devotion to the
great central idea toward which he
is working must govern his every in-
clination if he would hope to reach
an eminence which will afford him a
broader and more comprehensive
view of the possibilities of further at-
tainment. From this vantage point,
once gained, he may command a bet-
ter knowledge of the most commenda-
ble course to pursue in his endeavor
to advance himself and aid in the
progress of world affairs.

Great undertakings are carried out
from mixed motives. Society is so
constituted and regulated that per-
sonal interest necessarily is one of
the prime considerations in almost
every phase of human activity. The
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great line of demarcation between
this and other generations is that the
present is preaching the practical gos-
pel of co-operation. The history of
the past shows spasmodic efforts
along this line upon those occasions
when circumstances have forced the

was the third child in a family of
fourteen and attended the public
school, being graduated in jthe book-
keeping course. When he was 14
years old he began working in the tub
factory at 40 cents a day, where he
remained four months without a raise
of wages. He then went to Vogel
Center and clerked in the general
store of Hulst & Hamming for one
year, at the end of which time he
returned to Holland and entered the
employ of John Duursema, in whose
general store he worked for six
months. He then returned to the tub
factory, where he ran a bottom lathe
for three years, at the expiration of
which time he was employed for one
year by John Duursema, at Fremont,
which place he left to enter the em-
ploy of D. A. Boelkins, of Muskegon.

THE TRAVELING MAN.
Could | pour out the nectar the gods only can,

I would fill up my glass to

the brim

And drink the success of the Traveling Man,
And the house represented by him;
And could | but tincture the glorious draught

With his smiles, as | drank

to him then,

And the jokes he has told and the laughs he has laughed,
I would fill up the goblet again—

And drink to the sweetheart who gave him good-bye
With a tenderness thrilling him this

Very hour, as he thinks of the tear in her eye
That salted the sweet of her Kiss;

To her truest of hearts and her fairest of hands
I would drink, with all serious prayers,

Since the heart she must trust is a Traveling Man'’s,

And as warm as the ulster

he wears.

I would drink to the wife, with the babe on her knee,
Who awaits his returning in vain—

Who breaks his brave letters
And reads them again and

so tremulously
again!

And I'd drink to the feeble old mother who sits
At the warm fireside of her son

And murmurs and weeps o’er the stocking she knits,
As she thinks of the wandering one.

I would drink a long life and a health to the friends
Who have met him with smiles and with cheer—
To the generous hand that the landlord extends
To the wayfarer journeying here;
And 1 pledge, when he turns from this earthly abode
And pays the last fare that he can,
Mine Host of the Inn at the End of the Road
Will welcome the-Traveling Man!

individual to acknowledge his inabili-
ty to cope with a situation, but to-
day unity of effort is the rule rather
than the exception. This state of af-
fairs has been brought about by the
example of a few leaders who have
taken an active part in the settle-
ment of those questions with the out-
come of which they may have had
a personal interest. They have be-
stirred themselves on their own ac-
Icount and for the benefit of others,
and not alone have they contributed
of their time, money and influence
but they have aroused others to en-
roll themselves in the movement for
their common welfare.

Peter. Dykema was born in Hol-
land March 23, 1867, where his fa-
ther conducted a grist mill and saw-
mill business from 1870 to 1884. He

James Whitcomb Riley.

After serving this employer for two
years he returned to Fremont, where
he entered the store of Darling &
Smith. He remained with these peo-
ple eight years, when he engaged in
business for himself in the same
town, selling an interest to F. E. Holt
three months later. The business was
then conducted under the style of
Dykema & Holt for two months,
when Mr. Dykema sold his interest
to Mr. Holt and went back to Dar-
ling & Smith for one year. Then (in
~8%9) he engaged to represent the
Lemon & Wheeler Company in the
Holland colony and along the Lake
Shore from Hartford to Hart, which
territory he still retains, seeing his
trade every two weeks.

Mr. Dykema was married to Miss
Maude A. Stone, of Fremont, July
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12, 1892. They have two boys, aged
16 and 14, respectively, and live in
their own home at 644 South Lafay-
ette street. Mr. Dykema is a stock-
holder in the Lemon ‘& Wheeler Com-
pany and is a member of the West-
ern Commercial Travelers’ Associa-
tion and the Woodmen.

He attributes his success to hard
work and persévérance. He is not
ostentatious in his methods, nor does
he seek publicity, believing that re-
sults accomplished have a voice suf-
ficiently loud to be heard.

Unbelievable.

“Gosh, | guess those city folks
meant what they said when they told
us that! they came up here to get a
good rest.”

“They're taking it easy, eh?”

“Taking it easy. | should say they
are. Would you believe it, not a one
of 'em has got out of bed before 6
o’clock any morning since they've
been here.”

It is difficult to convince a woman
that gambling is wrong as long as her
husband keeps ahead of the game.

Deceit usually has a good start in
the man who boasts of his diplomacy.

AT LAST!

THIS IS IT-
The Willis Pipe

IHHtHMtttHI -

f fou pull out tlie pan to clean it.

The pan is also the bottom
pf the bowl.
An entirely'new idea.
By Mail, "'50 Ceuta.

SJ.DEMARES5T.
93. Water street, N.Y.City.

Hotel Cody

Grand Rapids, Mich.
W. P. COX, Mr.

_ Many improvements have been made
in this popular hotel. Hot and oold
water have been putin all the rooms.

Twenty new rooms have been added,
many with private bath.

The lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—$2.00,
*2.50and $3.00. American plan.

All meals 50c.

Good
Sunday Reading

We recommend that you
read our Sunday dinner
menu card next Sunday.
It makes excellent Sun-
dayreading. Dinner 5:30.

Hotel Livingston
Grand Rapids
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GONE BEYOND.

Death of E. A. Foster, the Well-
Known Shoe Salesman.
Ernest A. Foster, ,the well-known
shoe 'salesman, died recently at Los
Angeles, Cal., after an illness of sev-
eral months. Mr. Foster was well
known in this city, having lived here
several years prior to h® removal to
Traverse City, where he resided for
about eight years. He left for the
west last fall after a summer spent
at his cottage on an island in Silver
Lake near Traverse City. He is sur-
vived by his wife, who is a daughter
of Capt H. O. Rose, of Petoskey.

Biographical.

Ernest A. Foster was born in 1866
at Buckfield, Me., his antecedents be-
ing Yankee on both sides. When io
years of age his parents removed to
Auburn, Me., where he attended the
high school until 18 years of age,
graduating on the English course.
He then entered the employ of his
father, who was running a shoe fac-
tory at that place, . devoting three
years to a mastery of the trade in all
its branches. At the expiration of his
apprenticeship he was made superin-
tendent of the factory, which position
he resigned a year later to take the
superintendency of F. A. Harlow’s
factory at the same place, which po-
sition he filled for'a year. He then
went on the road for a Buffalo leath-
er house, covering the large trade of
the entire country. Four years later
he entered the employ of a New York
leather house in the same capacity
with the same territory. Two years
later he engaged with and took the
superintendency of a new shoe fac-
tory at Caracas, Venezuela, started by
Paul & Co. When this factory was
first established it was so much of
an innovation over the hand work
then in vogue that the natives threat-
ened to destroy the machinery. The
threat was not carried into execution
and the factory was opened under
what amounted to government aus-
pices, President Anduazo Polacao
and his entire cabinet gracing the af-
fair with their presence. Mr. Foster
enjoyed his stay in Venezuela very
much, principally because of the op-
portunities for enjoyment in the fish-
ing and hunting line. He shot
crocodiles on the Caribbean Sea and
birds of paradise in the Andes Moun-
tains. He was compelled to learn to
speak the Spanish language because
all of his employes were Spaniards,
except the dozen which he took with
him from New England. He enjoyed
the climate, but soon tired of the
diet and the lack of congenial society
and handed in his resignation two
years after the factory was started.
On returning to this country, he
learned that an old friend was about
to embark in the shoe business at
Detroit under the style of the C. E.
Smith Shoe Co. and he sought an al-
liance with that house, traveling first
in Minnesota. On the death of Wil-
liam Boughton, he was transferred to
Western Michigan. He carried the
trade of that territory until the house
retired from business, when he en-
gaged to cover Northern Michigan
territory for a Norfolk shoe house.

Mr. Foster married twice. As said,
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his last wife is a daughter of Hon. H.
O. Rose, of Petoskey. She survives
him.  He had one child by his first
wife, a boy, who at last accounts was
sojourning in Paris. He was not
much of a “jiner,” having affiliated
with but one organization, in which
he afterward permitted h® member-
ship to lapse.

Mr. Foster attributed hi/s success
to the fact that he understood his
business, inasmuch as he gave ten
years of his life to the manufacture
of shoes and thoroughly mastered
every part of the business. He as-

serted that he had never intentionally
deceived a merchant and that, when
he once got hold of a customer, he
was usually able to retain him in-
definitely. He was of a philosophic
turn of mind, believing that the man
who is contented with what he has—
no matter what his condition in life
may be—is happier than the man who
has a million and wants another mil-
lion to go with it

Doings In Other Live Cities.
Written for the Tradesman.

The Commercial Club of Topeka,
Kas., has secured from the Santa Fe
Railway stopover privileges of io
days in that city on all through tick-
ets.

Cincinnati will open a continuation
school next month for the apprentices
of the various machine shops of that
city. The Board of Education will sup-
ply the instructor, while the pro-
prietors of the various shops will pay
the wages of the boys attending the
classes. The apprentices are divided
into six groups, each one of which at-
tends school one day in the week. If
they do not attend their wages are
withheld, hence the education is in a
way compulsory. Cincinnati has tak-
en the lead of all other cities in this
country in a step which, it is believed,
will go far towards solving the .in-
dustrial problem in manufacturing
centers.

Kalamazoo has secured the annual
meeting of the State Horticultural
Society, which will be held. Dec. 7,
8 and 9 and is expected to draw over
1,000 fruit growers.

The automobile line opened this
summer between South Haven and
Allegan has proved a paying venture.
The average time between the two
cities is three and a half hours and

the two cars always arrive loaded at
the terminals.

Kansas City, Kas., at special elec-
tion, adopted the commission plan of
government, which will go into effect
next April.

Milwaukee has opened a new nata-
torium on the North Side, which will
take care of 726 persons in 90 min-
utes, allowing each person 15 minutes
to dress and 30 minutes in the water.
The swimming tank is 30x72 feet in
dimensions. No one will be permit-
ted to enter the tank until after tak-
ing a shower bath. There are twenty-
six showers, of which six were de-
signed especially for women. Some
of the shower baths will be run at a
temperature high enough to take the
grime off a coal heaver or the dirt-
iest street gamin, and there will be
cooler showers so the bather can cool
off gradually before entering the
swimming pool. The forty-eight
dressing rooms are located on the
second floor.

Washington hopes to secure a mod-
el fish market, with modern, sanitary
buildings, to replace the present fish
wharf. The District Wharf Commis-
sion will ask Congress to appropriate
money for this purpose.

Kansas City will vote on a proposi-
tion to issue for the erection
of a fine arts building. It is pro-
posed to make this municipally con-
trolled art museum an educational
center, with courses of study open to
rich and poor, and to provide a place
for the country boy visitor other than
cheap shows and low resorts.

Wm. R. Moore, of Memphis, has
left an estate of over half a million
dollars to be used in establishing a
school of technology in that city.

Topeka will try the plan of con-
ducting a “Made in Topeka” exhibit
in the rooms of the Commercial Club.
Each local manufacturer is invited to
display his product for a week, pro-
viding a man or two to explain all
details to visitors and to distribute
literature. The idea is first of all to
give the home people a chance to see
what is made in their city. Visitors
from outside will be brought to the
club rooms for lunch and for a view
of Topeka-made good®.

Philadelphia’s furniture exposition
opened July 12 at the second regi-
ment armory and will continue for
three weeks. According to local
paper® 3,000 pieces are being shown,
the work of 300 manufacturers.

Toledo will entertain the American
Fisheries Society July 27, 28 and 29.

Dubuque, lowa, has been made one
of the ten-day stopover points on the
Chicago Great Western, beginning
August 1.

Springfield, 111, has been favored
with similar stopover privileges by
the lllinois Central and the Clover
Leaf system®.

Mayor Bennett insists that Lansing
shall be cleaner, as well as “larger,
lovelier and livelier,” and he is get-
ting after the smoking chimneys.

“No loafing” fe the edict that has
been issued by the chief of police of
Louisville, Ky. The police depart-
ment will work in conjunction with
the State Board of Agriculture in sup-
plying jobs for the jobless and if
work is not accepted by loafers the
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police will undertake to make them
accept it. The names and addresses
of all men and boys over 16 years
without visible mean® of support are
being secured.

Thirty-one of the leading furniture
and stove manufacturers of Evans-
ville, Ind., are making an exhibit in
that city.

Ten of the grocers of Aurora, 111,
have joined in a oo-operative move-
ment and will bake their own bread
at a central plant and say that they
can save nearly 2 cents a loaf there-
by. Other grocers are expected to
join the movement.

The city of Erie, Pa., will under-
take to make the railroads bear the
entire expense of eliminating grade
crossings, basing this action on a re-
cent decision of the Supreme Court
of the United States.

Sioux City, lowa, ihas completed an
$80,000 auditorium. It was built
through popular subscription and will
seat 3,500.

Rather than pay 32 cents a gallon
for milk, with a rebate of 1 cent for
each quart bottle, the retail grocers
of Cincinnati at a recent meeting ap-
pointed a committee to report on a
plan of forming a new dealers’ co-
operative dairy company or of buy-
ing a controlling stock in one of the
existing companies.

Almond Griffen.

Cedar Springs Liberal: The G. R.
& 1. will not run any excursions thus
year because its regular passenger
traffic is so enormous that it takes
every bit of equipment to handle it.
Yet last year the G. R. & |I. refused
to make any holiday rate because the
two cent law had cut so heavily in-
to its revenues that it could not of-
fer any special rates, and felt itself
obliged to drop out night operators
to help make up the loss. The pub-
lic is gullible enough at times, but
the above conditions will cause a
smile of derision, and won’t diminish
the prevalent public opinion that the
G. R. & I. is not “playing square” with
its patrons. In this connection it is
not out of place to call attention to
the fact that the above road has furth-
er “held up” the public since the two
cent law went into effect by a sharp
increase in freight rates. It is not a
matter of wonderment that the pub-
lic is so unfriendly to the roads un-
der such conditions, and it will be
surprising if this public attitude does
not result in further legislation that
will contain more severe reprisals
than have yet been laid upon them.

A Traverse City correspondent
writes: A meeting of the United
Commercial Travelers will be held
Friday evening for the purpose of
selecting a place for the annual pic-
nic, which is to be held on August 14.
Invitations have been received from
Pennington & Fisher, of Interlochen,
for them to go there, and they have
also received word that Alden would
be glad to entertain them, and it is
up to the boys now to decide where
they will go for their annual big
time. Last year’s picnic was held at
Fouch, but it is the desire of those
interested to change the location of
the next one.
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Michigan Board of Pharmacy.
President—W. E. Collins, Owosso.
Secretary—John D. Muir. Grand Rapids.
Treasurer—W. A. Dohany, Detroit.
Other Members—Edw. J. Rodgers Port

Huron, and John J. Campbell, Pigeon.
Michigan State Phtarmaceutical Associa-
on.

OnPresident—Edw. J. Rodgers, Port Hur-
0ﬁirst Vice-President—J. E. Way Jack-
Hall

Miller

Second Vice-President—W. R.
Manistee.
Third Vice-President—M. M.

Milan.
Secretary—E. E. Calkins, Ann Arbor.
Pontiac.

Treasurer—W illis Leisenring,
Belladonna Culture in the United
States.

The U. S. Department of Agricul-
ture is not alone in its endeavor to
make this country independent of for-
eign sources of vegetable drugs. John-
son & Johnson, the great plaster firm
of New Brunswick, N. J., which year-
'y consumes immense quantities of
belladonna, has been experimenting
for a number of years with a view to
cultivating the plant and securing its

supplies nearer home.

Mr. F. B. Kilmer, in charge of the
scientific department of the firm, in
reference to a question concerning
the success of the enterprise, writes:

“1 have personally experimented up-
on the growing of a few isolated bel-
ladonna plants for a number of years.
Last year for the purpose of study-
ing the plant itself in various stages
of growth, as well as to determine the
fact as to whether belladonna could
be grown on a commercial scale, we
utilized the Belleview Farms, which
are opposite our laboratory, for the
purpose, putting out enough plants
to make a working batch. We made
careful assays of the plant, from the
early stages of growth to their final
withering, and shall later on publish
these results for the benefit of sci-

ence. We are doing the same thing
over this year on a much larger
scale.

“It may interest you to know that
just before the plant is coming to
flower, the following is shown as the
total alkajoidal assay:

Leaves ... 0.53 per cent.
NOOL e 043 per cent.
S*em e 043 per cent.

“We shallputout probably 150,000

to 250,000 plants this year. In fact,
part of the field is now planted. We
are closely following the work in our
laboratory, making assays of the
plants as they advance through the
various stages., A singular thing
about it is that our alkaloidal results
are much higher than any of the re-
ported results of the assay of one
year plants.

“The horticultural problem has yet
to be solved to some extent. For in-
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severe winter, but whether they would
stand an ordinary winter remains yet
to be demonstrated. This is an im-
portant feature in its commercial
propagation.

“We are still in the dark as to the
commercial feature of the problem,
but have obtained considerable im-
portant information in reference to
the plant itself and the development
of the alkaloid in the same, which we
shall publish when our two years’ se-
ries of experiments are completed.”

To a reporter Mr. Kilmer said:

“The first seedlings were develop-
ed last year, under glass, and the
plants grew to a height of some three
feet, and it proved in its development
superior in every way to the foreign
product. Belladonna has never been
grown in this country before, and last
year it was only cultivated as an ex-
periment.

Many of the last year’'s plasters
were made from the local product
for the first time, and this year we
expect to realize large results from
the increased acreage that we are now
placing under cultivation. Some four-
teen acres of ground are at presenl
being used for the development of the
plant. We have used nothing here-
tofore but pure manure fertilizer and

this year lime is also being em-
ployed.”
“The seed is sown in February,”

said the gardener in charge, “in the
conservatory and the plants mature
late in September, requiring eight
months in its cultivation. The slips
are taken from the conservatory in
May and placed in the ground for
development.

“The plant requires much care and
if rain should fail to fall in sufficienl
quantity, moisture must be supplied
by artificial means.”

Effervescent Sodium Phosphate.

The National Formulary gives a
number of formulas from which you
should be able to select one to your
liking. However, the following is a
formula recommended by Prof. E.
Fullerton Cook in a paper read be-
fore the Pennsylvania Pharmaceutical
Association in 1903:

Sodium  phosphate,
crystals, 500 grams.

Sodium bicarbonate, dried and pow-
dered, 477 grams.

Tartaric acid, dried and powdered,
252 grams.

Citric acid, uneffloresced
162 grams.

Dry the sodium phosphate on a
wa*er-bath until it ceases to lose
weight; after powdering the dried salt,
mix it intimately with the citric and

uneffloresced

crystals,

stance, none of our plants stood the jiartaric acids, then thoroughly incor-

porate the sodium bicarbonate. The
mixed powders are now ready for
granulation. They are placed on a
glass plate which has been previously
heated in an oven to 200 deg. Fahren-
heit and placed in the oven for about
one minute. When the oven is open-
ed the whole mass will be found uni-
formly moist and ready to pass
through a suitable sieve, the best kind
and size being a tinned No. 6. The
moist granular powder may then be
placed upon the top of the oven,
where the heat is quite sufficient to
thoroughly dry the granules. About a
half pound of the powder is dried on
the glass plate at a time. The use
of sugar as an addition to these salts
is deprecated by the author, on the
ground that the slight improvement
in taste, which is sometimes question-
ed, does not offset the likelihood of
darkening, which is apt to occur when
the salt is being heated, or the change
in color after it has been made sev-
eral months.

The Drug Market.

Opium—Is steady.

Morphine—Is unchanged.

Quinine—Is firm but unchanged.

Cocaine—Is very firm and tending
higher on account of the prospective
duty.

Glycerine—Is very firm and tending
higher.

Canada Balsam Fir—Is
supply and is tending lower.

Oil Sweet Almond»—Has advanced.

Gum Asafoetida—Is very firm at
the late advance, with no prospects
for lower level.

in better

Liquor
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Soothing Syrup.

The following has been recom-
mended:
Potassium bromide ............... 120 grs
Sodium bicarbonate ............... 240 grs
Aromatic spirit ammonia ........ 4 drs.
Concentrated anise water .......... 1 oz.
Concentrated cinnamonwater 1 oz.
Solution cochineal ............... sufficient

Strong tincture ginger

Water

Syrup, sufficient to make
Dose—y2 to 2 fluid drams.

Charcoal Pencils for Cutting Glass.
These are made as follows:
Wood charcoal
Potassium nitrate
Benzoin
Powd. tragacanth
Make into a paste with water, roll
quickly into pencils, and dry thor-
oughly. To cut glass with the pen
cil, start a crack in the glass with a
file, and lead it in the desired direc-
tion with the incandescent tip of the
pencil.

Florida Water.

Oil lavender

Oil bergamot ..

Oil orange .....

Oil neroli .....

Oil €assia ..coovveevveeeiieecciec e
Oil caraway

Oil spearmint .

Tr. benzoin ......ccccceviveeiieeeinee

Alcohol ...

Water oo

There is no such a possibility as
finding righteousness for yourself
while ignoring the rights of others.

Register

System

For Use In
Local Option Counties

manufacture complete Liquor Registers
for use in local option counties, prepared
by our attorney to conform to the State law.
Each book contains 400 sheets— 200 originals and

200 duplicates.
affidavits.

Price $2.50, including 50 blank

Send in your orders early to avoid the rush.

Tradesman Company
Grand Rapids, Mich.
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LE DRUG PRICE CURRENT
Copaiba - 7101 <6 sclllae .*...., © 60
Cubebae 2 25@2 35 Sdllae Co. © 66
Erigeron 2 8502 50 Tolutan . © D
Evechthitos 1 00@1 10 Prunus Vlrg S %6
gaultherla . Zingiber 66
eranium .. i
Gossippll sem’ gal 700 73 Ajoes . oiuTeS
edeoma . 002 78 Aloes i,
junlpera 4001 20 ﬁ\\k\ivessonﬁumM yI\Grah”sF
Lavendula 9003 60 plwsonitum “Nap sk
LImons 11501 20 A'fnica p
Mentha  Pip 1 7501 90 ‘Asafoetida ...
Menta Verld ...2 8003 00 Atrope Belladonna
Morrhuae, gal. .1 A ptl Cort
Myrlda .S 888& % B;rroasnma ortex..
Olive .. +1.00(93 00 Beonzoin b
Plcis Liquids. " Benzoin O
Plots Liquids gal 4% Cantharldes
Rlic'lna 9401 Capsicum
Féosae ?Zl Q) Cardamon
Sapimarin Cardamon Co, .
2ona Cassia Acutifol
Sasns;fras a5 4 Cassia A jutlfol Co
Slnapis. ess. o0z.. 8 % g:tsetcohru
Succlnl 400 46 Cinchona
Thyme 400 60 Cinchona Co.
Thyme, opt..... 01 60 Columbia
Theobromas ... 150 20 Cubebae
TIghil e 1 1001 20 Digitalis
Bi.Carb Potassium 160 got
i-Car .
Bichromate Gentian
grotr)nlde
arb .. d -
Guinea am.iioti..
8;‘;2{3? 40 HyoscyatriUB
Todlde ... llogme
Potassa. Bitart pr 300 32 lodine,
Potass Nltras opt 70 10
Potass Nltras 60 S
Prusslate . 230 2*
Sulphate po . 150 18 D
Radix I
Aconltum . 21 Opil, deodorized
Althae Quassia ...
Anchusa 12 Rhatany
Arum po . 85 Rhel ...
Calamus .. . 0 46 Oangulnarla
Gentlana po 15.. 120 15 Serpentsri
Olychrrhiza pv 15 160 18 Stromonium
Hellebore, Alba 120 15 Tolutan
Hydrastis. Canada ~ 02 10 Valerian
Hydrastis, Can. po 02 60 Veratrum Verld»
Tnula, po .. .1 Zingiber
:II'_;r)IeScapclo)Eo Miscellaneous
Tniapa. pr.. Aether, Spts Nit Sf SO
Maranta. lie 0 ﬁlether, Sptz Nit 47f 8‘5‘
umen, tr o
Podophyllum po 160 18 ANy b p 40
Rhel Antlmonl,
Rhel N Antlmonl et po T 40
Sanguinari. po 18 O 15 A”“fEbflm ------------
Sdllae. po 45 200 26 Antipyrlr
Senega ... 50 90 Argent! Nitras oz
Serpentaria . 15 érsemcum ........... 10
Smllax, M ) O gs Balm GUead buds 60
Smllax. offl’s H . O 48 glslrr:urt# CShINr I--l 65
Splgella ..o -1 4501 66 gaclum Ghler, 15,
Symplocarpus ... 0O 25 Calci Chior’ 0/"
yaleriana Eng. 90 % C%ﬁltlrj\ranrldes Ruat
Valeriana. Ger... 150 20 ’ .
Capsid .'rue's af
Zlngiher a 120 16 Capsid Fru05 po
Zingiber J ... 250 28 Cap’i Fruc’s B po
Semen Carmine, Nj.
Anlsum po 0O 16 Carphyllus ........... 30/ 1
Apium (gravels) ISO 15 Cassia  ructus
Bird. Is ... I 40 6 Cataci’'m
Cannabis Sativa 70 8 Centrarla
Cardamon . 700 90 Cera Alba
Carul po 15 150 18 Cera Flava
Chenopodlum 250 S0 Crocus ...
Corlandrum 120 14 Chloroform . 84
Cydonlum 7501 on Chloral Hyd Crss 1 20@1 45
Dipterlx Odorate 2 5002 75 Chloro'm “Sqgniots  t
Foenlculum ... O 18 Chondrus ..... ZQ
Foenugreek. po.. 70 9 Clnchonld’s Germ SS
Lini .. 40 6 Cinchonidlne P-W S8<
Lini. 20 SO 6 Cocaine ... 380
L(I)blelig _0 750 80 gorks {ist, less 76%
Pharlarls 90 10 reosotum ...
RAPA  coveeoreevieriinenns 50 6 Creta ... bbl. 76 i
Sinapis Alk>a . 80 16 Creta, prep...
Sinapis Nigra 90 16 Creta, precip ... 9
Creta. Rubra
. Splrltus Cudbear
Frumenti W. D. 2 0602 66 Cuprl Su |
Frumenti .......1 2501 60 Dextrine 7
Tunlperls Co. — 17508 56 Emery, all
Tunlperis Co O T 1 6502 60 Emery, po ... Q
Saccharum N IS 19002 10 Ergota ... po 60©
hit Vini Galli ..1 7506 50 Either Sulpb .... 350
\7inl1 Alha .. ..1 2502 00 Flake White ___ 120
Vini Oporto ..1 25@2 06 %a”abl S((%
Sponges Ggllnf;tiner Coo '
, per.. ©
Ixtra yellow sheeps* Gelatin, French.. 850

wool “carriage ©1 8
lurida sheeps* wool

carriage 00®8 50

.....30
irass_sheeps’ wool,
carriage ....... 185
fard, slate use.. ©1 60
Nassau sheeps' wool
carriage ... 3 60®3 75
wool carriage ©2 66

Yellow Reef, for

slate use ... ©1 46
Syrups

Acacia . 50

Aurantl C b 50

I_:l_errl lod 0 88

ecac ..

R?let Aro 50

Smillax Ofll’s 60® 00

Senega © it

Glassware, fit boo 76%
Less than box 70%

Glue, brown .... 110
Glue, white 15©
Glycerma .. 200
Grana Paradlsl ©
Humulus ... S50
Hydro ammofl

Hydrarg Ch..Mt
Hydrarg Ch Cor.
Hydrarg Ox Ru'm
Hydrarg Ungus’m
¥Idrar yrum ...
Ic tbyobolla. Am.
ndigo ..
Iodme
lodoform
Liquor Arsen et
Hydrarg lod. ©
Llg "Potass Arslnlt 100

Complete Line of

Books, Box Paper

Hand Bags

Suitable for

Commencement

EXxercises

GRAND RAPIDS
STATIONERY 0.

ORANO RAPIDS, MICHIGAN

Lupulin s © 40 Rubia Tinctorum 12® 14 Vanilla 9 00®10 00
Lycopodium 70® 75 saccharum La’s 18® 20 Zincl Sulph .. 7® 10
Mads . 65®@ 70 Salacin .. 4 50@4 75 Oils

Magnesia, 5U|ph 3® 6 Sanguis Dirac’s 40® 50 bbl. gal
Magnesia, Sulph bbl ® 1% Sapo, G ® 15 I[arg ,%‘Xt"al ------- gg% X
Mannia S. F 60® 70 Sapo, M 12 Lar d, 0. %6
Menthol '3 00@3 25 Sap 16 insee ure raw ;
Morphia, § 2 90@3 1 57 Linseed, boiled .. 57® 60
Morphia, SNYQ 2 90%3 15 18 Neat’s- foot, w str 65@ 70
Morphia, Mai. ~..2 9003 15 30 Spts. Turpentlne ..Market
Moschus Canton ® 10 v, Whale, winter ...,70® 76
Myristica, No. 1 25@ De V0€S ... g 51 Paints bbL L
Nux_Vomica po 15 ® 10 Snuff Sh DeVo’s 51 Green, Paris ... 21® 26
Os Sepia .. .35® 40 Soda, BOras ... 6® 10 Green, Penlnsular

Pepsin Saa Soda, Boras, po.. 6@ 10 Lead, red

D @1 00 Soda et Pot’s Tart 250 28 Lead, white

Flds Llg N Soda, 1%@ Ochre, yel Ber 1% 2

gal. duz... ®2 00 Soda, Ochre, yel Mars 1% 2
Picls l.iq qts .... 1 00 Soda, Putty, commerT 2% 2%<
Plcis Llg pints .. % 60 Soda, Putty, strict pr 2% 2%%3
Pil Hydrarg po 80 © 1 Spts Red Venetlar] 1%
Piper "Alba po 35 © 80 Spts Shaker Prepd ..1 25®1 35
Piper_Nigra po 22 0 13 Spts Vermillion, Eng. 75© 80
Pix Burgum ... Spts Vermillion Prime
Plumb! Acet . 15 Spts American .. 13®@ 15
Pulvis Ip’cet Opll 1 30@1 50 Spts W hiting Gilders’ ® 95
Pyrenthrum, bxs. H Spts. Vi'i W hit’g Paris Am’r @1 25

& P D Co doz. g 75 Str chnia, Crysl 1 10 1 30 Whit'g Paris Eng.
Pyrenthrum, pv. 20@ 25 Sulphur Subi’ __ 2% |ff gl 40
QUAsSiae ... 8® 10 Sulphur % w n

uina, N.Y. _ 17® 27 Tamarinds

uina, S.Ger.. . 7@ 27 TF‘lre enth V @ 170
Quina, SP & W 17® 27 ~he rromae’\’\’\48 NG Turp Coachl 10©1 20

Tradesman

V.om pairy
Eng’'rave rs

xsxsnd Printers
GrandRapids, Mich.

A New Departure

We are agents for the

W alrus
Soda Fountains

And All the Necessary Apparatus

We are prepared to show cuts of styles
and furnish prices that are right for
the goods furnished, i*

Please talk with our travelers or write
us direct for particulars and general

information,

j*

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.



44 MICHIGAN TRADESMAN July 21, 1909
GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mailing, Amercl:cl—;EWFII’:\G gUrl\u/Ice 55 Fancy Ginger Wafer 12 DRIED FRUIT*
and are intended to be correct at time of going to press. Prices, however, are Beeman’s pepsg.n pruce 55 Fig Cake Assorted .12 o 404 5_’39'“ 7
liable to change at any time, and country merchants will have their orders filled at éggtm%e';‘;ﬁf'“ - 58 E’OS:eg Hcream R 128 Evaporated . © %
market prices at date of purchase. rosted Honey Gake .. - Apricots

P P BEst Popsin. 6 D0xes. 200 £iyreq Cocoanut Bar 10  California Citrony” 10@12
Largest Gum Made .. 56 Ginger Gems ... 8  Corsican ... ©17
i ADVANCED DECLINED Sen” Sen e e 66 Ginger Gems, lced__ 9
lF_’|r|(<§\eisisions Fresh Fish E%% Sgl_nomBreath Pert 1 gg Graham Crackers g |mpd 1 Ib ﬁkg o8
3 . [+
Spring Wheat Flour Yucgatan ) 58 Ginger NULS oo 10 Imported bul © 7%
'gOP t0_'tt gg Ginger Snaps N. B, C. 7 Lemon Amerlcan ......... 13
pearmmCHICORY Ginger Snaps Square g Orange Arg%rl's‘:gg """ 18
Bulk g Hippodrome Bar .. 10 Cluster, 5 crown .. 176
EEd| g Honey Cake, N. B. C. 12 toose I\l)llluscattells g cr. %
agle i ose Muscatels 3 cr. 6
I d t M k Frgnck’ 7 :g:g FJIunrgf)rlse’s As. lce 1122 Loose Muscgtelsl,b4 cr. 6%
Schener’s .. .o 8 Poney JUMDIES e L. M. Seeded 1 6%0 J
naex to arkets CHOCOLATE Honey Jumbles, Iced 12 10012CSaIIIfJ)trbnlangru_ne)S
By Columns ARCTIC AMMONIA W alter Baker A Co.’s Honey Flake 12% “90.100 26ib. box— (
Dos. Zwre. ||b Oysters 860 6 german Sweet . %‘51 Hongy Lassies .io o
18 os. ovals 2 dos. box. 78 ove, 21b.. 00000 16001 & comlum : Household Cookies ... 8
Col =° AV E ApeacpE 19 KOVE, LD Caracas .. . 31
AX'—FE GREASE Cove, |'b Oval .. @1t ~'walter M Lowney ‘Co._ Household Cookies Iced 8
Ammonia lib. d brazeri d 08 * Plums _ Premium, %s 32 1ced Honey Crumpets 10
Axle Greaae . fib. ‘tin bogt)e(seSS dos. E1§35 Phron ... é'éé"l 00Q2 €0 premium, 32 Imperial -- — . boxes..© 8%
3%Ib. tin boxes, 2 doz. 4 26 Marrowfat ______ 90 1 25 ’ %e less in 60ib. eas—
B 101b. pails, per doz...6 00 Early June ... PN 3 Jersey Lunch FARINACEOUS GOODS
Baked Beans 15R>. pails, per doz....7 20 Early J Sft d 115@]_&) ; o Kream Klips
Bath Brick . 251b. | d 12 00 arly une e Colonial, %s 36 Laddie ...
als er 0s. peaches Colonial, %s 33 Dried lea
Bluing o ; AK BEANS ciees 90 Epps ... 42 tgmgﬂ S?srgan Square g Med. Hand Pkid
Erusﬂes R Izlfb %%T{ p;gr dgf,s 1 4?8 ﬁlo 10 siz€ "can pie 8% ﬁs Huyler e 45 Lemon Fruit Squgre 129 Brown Holland -
Butter Color 3R> can. per dos 18 _ . Plneapple thﬂg 4’;2 SS tgmgﬂawaf” 68 % 1 Ib. packs<<— ....160
Candios AmeriEATH BRICK gJegd -1 8602 Cowney. 96 % Wary Ani 8 Bulk, per 100mI"k1);1 .......... f 50
.............................. f - owney, Is
Canned Goods ™ : English 86 £air & Van Houten, %s 12 Mg{g?ggg”g‘g’ke‘@’a'"“‘s t16 Elake, 60 lb. sack ....| 00
((Z:a;bon QOils . Good 0 \\;an lI_—iiouten, ‘Z//os 318 Molasses Cakes, " 9 EearI %(0)8 IltlJ) —cllz i gg
atsu Fanc an Houten, %s ear —c
Cereals 8672, Ovalng £95: 0%, S 42 Gallon 56 Van Houten! s 2 Newton ST i3 Macdaronl and “verini— I

€€SE ... ; ebb Oatmeal Cr 8 omestic, 1 ox.. 00
Chewing Gum Sawyer’s Pepper Box aspberries Wilbur, " %s 39 Imported. 25 Ib. box..2 60
Spieeny 53ty ol Gty Sendn TR o QR B o R SR ] It g 7
Clothes Lines No. 5, 8 dos. wood bxs 7 08 Col’a River, tails 1 9502 90 COCOANUT Peanit Gems ... 9 Chester ... * 9 99

Dunham’ %s & %s 26% Pretzels, Hand Md.... 8 '
Sawyer Crystal Bag Col’a River, flats 2 2502 76 .

Cocoa ... Dunham’s %S 27 Pretzelettes, Hand Md. 8 Empire w 595
Cocoanut BIU TBROSMS 4 00 'F:’QedkA?laﬁka - 1985@;)_1 (Hﬁ Dunham’s %s Pretzelettes, Mac. Md. 7% Peas
Gocoa Shells No. 1 Carpef, 4 sew .2 76 assarc'i'.h"“ g Bulk .. Raisin  COOKIeS ..oooeere. s Oreen, Wlsc%nsm M1
Confectidiis’ 4" No- 2 Carpet, 4 sew .2 40 pomesic, a%'s,efg%@o 4 COFFEE Revere, Assorted 14 Zanyeoteh, bu, 8
rackers ... - Domestic, %I ..... 5 h Sago

Cream Tartar 'g‘grlércégﬁt 8 sew % 10 pomesticn Mus.  6%@ 9 E;’{?m?’? o Eggfobéa"' East India kg

erman, sacks

40 Calfomla, %g 11Ll7 14 Choice Scotch Cookies

Common W hisk .00 '
Dried Fruits ... . Fancy Whisk 126 g%ﬁgﬁma@s%o 7 8%2" Fancy Snow Creams German, broken pke...

F Warehouse + 800 French, %» .. ©23  Common Sugar Elngers ElaKe, 11(5ralllj)locgack» 8
Fa”"aceous Goods ... BRGEES Shrimps Fair .. . uftana Fruit “Biscuiii6  Pearl, 130 Ib. sacks_ 4L
FI ano oy e SOl Bl S B e, 2001 c e e e

: oli ac - y .. .19 Spiced Gingers ...
Flshlng Tackle Pointed  Ends . 8e Fair u Peabérry . Spiced Gingers Iced ..10 Foote A Jenks
Flavoring Hxtracts Stove Good i 08 _ . Maracaibo Sugar Cakes 8 Coleman Brand
Blour e No. 8 .. . 12501 40 £RIL - Sugar Cakes, Iced .... 9 Cemon
No. 2 .. Strawberrles Sugar“Squares Iarge or_ No. 2 Terpenele—
No. 1 .. lS:tandelrd ..... Choice s b 8 No. 2 Terpenele«»
Gelatine Shoe cy Fancy uperba -8 No. g Terpenele—
Grain Bags No. 8 . : - Sponge Lady Flngers 25 Vanilla
No. 7 .. . Guatemala Sugar Crim t  No.
Grains No. 7 ¢ a5 CROICE  coorrirersrsrn 16 gudar qump 6 Ng 2 fligh Clam
: - . Java : lgh gam
No 3 . Fancy ... . African _q1p Victors - 12 No. g High da—
Herbs BUTTER COLOR Gallons .......... @2 90 Fancy African 17 Waverly 10 Jaxon Bran
Hides v A Co.’s 26c size 2 00 CARBON OIL8 0. G pi In-er Seal Goods Vanilla
W., R. A Co.’s 60c size 4 00 P, G..
Barrels . G... Per dos. oz. Full Measure ...2 10
ParaffmeCANDLEs Perfection ........ 01014 ) Albert Biscuit ..1 00 oz Full Measure ....4 00
Paraffine, Water White ... 10 Arabian Animals ... 0z. Full Measure....8 00
Jelly Wickin 20 géss'Mg?ﬁmme - @13% New %(cokr?(geBasis érrowrtt)otB BISCtuIt ) Ful IMemon L%
ine ... ©34 aronet Biscui o0z. Fu easure ....
. CANNED GOODS Deodor’d Nap’a @12% Arbuckle 17 50 Butter Wafers 4 oz. Full Measure ...8 40
Lleorioe Apples Dilworth i
M 81b Standards 01 chylmder .29 @34% Tersey gﬂeesel Sanvc\i/wllcch 8 0z. Full Measure....4 60
allon ..o . 275@3 00 SNgine .. ©23  Vion’ . ocolate Wafers Jennings D. C. Brand
paes e T i oo ) Siste. wink e i 50 gocoanit pahis rerpeneitss e i, L Eion
Mines Meat Standards gailons 05 © _ wreakiast Koods o' reralers only. Mol i EiS, NSURD No. 2 Panel
olasses e * Beans Bordeau Flakes, 36 lib. 2 60 orders direct to W, lve Lclock Tea ... No. 4 Panel
Mustard ... Baked Cream ofWheat 36 21b 4 50 McLaughlin & Co., Chlca- (F;r_otanas """"""""""""""" % No. & Panel
Red Kidney Egg-O-See, s..,2 36 gO. inger Snaps, N. B. C. 100 Taper panel
Nuts String . Excello Flakes geq 4 50 Extract Eerranﬁoanm S%;ackers el gg 2 oz. Full Measure ...
Wa 75@1 26 Excello, Iarrz;e pkgs 4 50 Holland, % gro boxes 95\ Y p Dainties 1 4 oz. Full Measure ....8 00
oli Blueberrles Force, 36 21b....". Felix, % Qgross ........ 1 15 Marshmallow Dainties 100~ “Jennings D. C. Brand
IVSS oo t Stapdard 1% Grape Nuts, 2 doz. ... ,'jgm,fgg,'g foil o 360 1 88 Old Time Sugar Cook.' 1 00 Extract Vanilla
Malta Ceres, 24 lib... 0 0z,
Pipes Th, Brook Téout Malta Vita, 36 lib..... ~ CRACKERS. g\glzlte?:tlttesBls.f.l.J..l.t w1 88 No. 2 Panel .. P %
Pickles o cans, spiced ... L 90 Mapl-Flake, 36 lib..:4 06 National Biscuit Company canui® Wafers “100 NO- 4 Panel 25
Playing Cards ] . { illsbury’s Vitos, S. Bran .
Potash ... 6 Lithe Nk 1By, 1 00@1 25, Ralston ' Health' "Food Butter Rreizelettes, Hd. Md. .3 80 Taper_Panel " 2 00
Provisions | Little Neck, . @150 36 21D....coooocrrirrciiiin, 4 Seymour, Round .. 6% Sathe "1 00 1 0z. Full Meas .. 90
Clam  Bouillon Sunllght Flakes, 36 lib 2 85 N.”B. C.. Square 6 2 oz. Full Measure ...1 80
Burnham’s % p .19 light FI lib - B G5 Sarato k T 50 Eull M 73 60
Ri Burnh t “3600ight Flakes, 20 lib 4 00 Soda Social Tea Biscuit ....1 00 0% FU easure ...
Cirnens P SN e o s g S R B R 1 8

S e - oigt Gream Flakes .4 Select Soda ... . 8% Soda, Select 100
Salad Dressin ries 7650, 20 21D e 4 10 Saratoga Flakes "1S " Sugar Clust ~ Amoskeag, 100 in bale 19
33teratus 9 7 5\/9"11 Standards . @1@31%)4(%est 36Rsrr|1|alljl gkgs .8 75 Zephy?e tte 18 ugar Clusters i 1120 Amoskeag, less than bl 19%
Sal Soda 7 olle ats Uneeda Biscuit ... 50 GRAIN AND FLOUR

....... 7 i Rolled Avena, bbls. ..6 75 Uneeda Jinjer Wayfer 1 00 W heat
Salt Flsh 7 (F;%:)rd 710001 ?g Steel Cut, 100 Ib. sks. 3% Uneeda Lurjmh Biscuit 60 Old ... 135
7 Fancy | : 1 4g Monarch,  bbl.... 6 05 Faust, "Sheli .. Vanilla Wafers .......1 00 New 112
Shoe Blacking Monkarch 130R|b 5|a°k5 3 10 Sweet Goods. Water Thin - Winter Wheat Flour
Snuff ... S sur Extra Fine .22 Quaker, 18 Regular .1 90 Animals .o 10 Zu.Zu Ginger Snaps 50 Local Brands
gggg g Extra Eine 0 Cracked Wh)éatm éﬂe;{]lnc Assorted 0 Zwieback 1 09 patents 7 60
Soups Elllg;;enm gnise - =1L In Special Tin Packages. g%?z?ﬂ;dhst 3338
Spices Cooseberries 24 2 Ib. packages ...7.8 50 Sartwheels '8 Festi Per doz, Second st 8 60
Starch 8 standard 76 . CATSUP Cavalier Cake N estino 280 2iea 5 90
Syrups 8 p : Columbia, 25 pts... ¢h late D "1 Nabisco
Snider’s pints ocolate Drops . Nabisco . . Flour In barrels, 25e per
Standard 8 Sniders J}O pints” Currant Fruit Biscuit 10 Champalgne Wafer™ 2 go barrel additional.
8 o R Cracknels 18 Per tin in bulk, Worden Grocer Co.’» Brand
e By OB SRS s i G TR
8 Picnic Gom® o gocoamﬂ gar - §) yeastllsncoo 50 Wyk— A Co.
T Mackerel ers 14% ngggp}‘d; Hc;?]gs "15 Bent's Water Crackers 1 49 EClPSE vooommorriiomornen
Mustard 181 =0t oanut Hon IY—m s 19 Holland Ruak Kansas Hard Wheat Fleur
) @14% 36 packages .2 00 Judson Grocer Co.
s d Cocoanut Hon Jumbles 12 o
oused, @15% 40 packages -8 80 Fanchon, %s cloth 6 90
Winking Soused, 15 Cocoanut Macaroons ..18 & Backages 3 %8 Grand 'Rapids Grain A
Woodenware .. Tomato, 6 i5 Sgrl;aaerlllloncwkles Iced :1[8 . “Milling Co. Brand».
WrappingPaper Tomato, 21b... Limburger 6 b i - B CIREAMdTARTAR o Wizard, FIour ... 6 50
Mushrooms Pineapple < D:aneerSu 'Src Barres or drums °® Wizard, Graham .... 6 5»
Hotel» ..O 24 Sap Sago #20 Sq— g Wizard, Corn Meal ...4 50

™  CUho

M Swiss, dam—tie .. M Famlly Cookie

Wizard Buckwheat ...8 00
Rye 4
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lgrmg W heat Flour

Lard
aker’s Brand Pure in tierces - Purs Cane Bradley Butter Boxea
Golden’ Horn, family..6 50 Compound Lard 1%00//% iFair ... w1 21b. size; 24 in case. old wool JES 0 30
Golden Horn, bakers.. 640 g9 Ib. tubs ...advance o 10 Good .. 3ib. size, 16 in case.. 68 [amps ... 15(0 25
Duluth Impefial .......6 60 ¢ whs. . advance o6 Canary. Smyina Choice =2 Bl size, 1z n case.. 83 shearlings © 100 L
Wisconsin Rye 480 50 Ib. tinso.liadvance % Caraway - TEA i> size, 6 in case.. 60 Tallow
Judson Grocer Co.'s Brand 20 Ib. pails....advance o Cardamom Malabar 100 Japan Butter Plates No. 1 . as
Ceresota, %s . e % Celery Sundried, medium No. 1 Oval, 250 in crate 35 No 2 o4
Ceresota, %s Hemp. Russian 4% Sundried. choice No. 2 Oval, 250 in crate 40
Ceresota, %s Mixed Bird . C %undll'led fa(rju:y No. 3 Oval, 250 in crate 4a unwashed, med. o 27
Demon ScDWheeIers Brand " Smoked Meats Mustard,white 10 Rggﬂ,g{ Cheiam No. 5 Oval, 250 in crate 60 Unwashed, fine . @ 22
Wingold: %s - 122 Hams, "13 Ib." average..14  Poppy . 9 Regular, fanc 36 Churns CONFECTIONS
Wingold, %s Hams, 14 Ib. average..14 Rape .. 6 paddain by Y i3y Barrel, 8 gab each ..2 40 stick Candy Pails
Wingold, %s Hams, 16 Ib. average..14 SHOE BLACKING  Baskelfired, hoice™. 38 Barrel. 10-gal. leach.3 8 standard” "7 14
Worden %rocer 0.'s Brand Hams, 18 Ib. average. 14 Handy B 0 3d 2 50 Basket-fired. f € .. Clothes Pins Standard H H 7%
tglljlfgll S ICIOhth b77 261 Skinned Hams ... Hgﬂd¥/ B%))(( ?rﬂ?:u z Néligse fre ancy22024 Eoung Heag 5 9{055 bx ?g Standard Twist 1
. cloth ... Ham, dried beef sets ..18 ound head, cartons ..
Laurel, %s&%s cloth 7 00 California_ Hams ... 109 Bixby’s Royal Polish 85 Siftings 9011 Egg Crates and Fillsrs  Jumbo, 32 Ib...
Laurel, %s cloth ... 700 Picnic Boiled Hams .14  Miller's Crown Polish.. 8 Fannings ~12014 iR pty’ Dumpty, 12 dz 20 Kxtra H _H
Voigt Milling Co.s Brand Boiled Ham ... 2 scotch inbladder %7 Gunpowder INo. fcomp lete.. 40 Boston Cream "
Voigts Crescent ... 710 Berlin Ham, pressed T o b ers 35 Moyune, medium ......30 'No. 2 complete.. . 28 Big stick, 20 Ib. ‘case 8
Voigt’s Flouroigt Minced H 1 Maccaboy, in jars. Moyune, choice Case  Nog Mitersiaseis 1 3
VWH?W \I{\'/heat nour) 7 10 Bacon French agple inj 43 Moyune, fancy ... Case, mediums, 12 sets 1 1b @rocers™ X84 Candy
oigt’s Hygienic Pingsuey, medium ,...3
Graham 655 gologna Sausages LA, J. S I'<:|rk I& Co. Plngsu& choice Cork Iinelljaugcei}]s 70 (S:r;)mpetmon
voars TR gee | el 5 DUty Diamond.% soip gy "ngsuey, fancy Cork’ lined,"9 in......... 80 Conserve
ran or 9 i ’ in
Sleepy Eye, %s cloth ..7 00 Pork .. 10 Dusky D’nd, 106 60z. 3 80 ChoiceYoung Hyson 30 Cork lined, 10 in % Fsiobybaoln N
Sleepy Eye, %s cloth..6 90 Veal 7 lap Rose, 50 bars 360 Eaney Mop Sticks Broken
Sleepy Eye. y2s cloth. 6 80 Tongue 7 \S/\%Ot” IRmperlaI ggg Trojan spring . 20
Sleepy Eye, Vas paper..o 80 Headcheese 7 Donlqee ovar e 300 F (%olong 1 peclipse patent s 86 | eader
Sleepy Eye, \QS paper. .6 80 Satinet, oval . 270 A%gnydsamedlaunrgy No: 3 B%rrrm]mborr&sh""ﬁdl'der 8n Kindergarten *'xxx
| Boneless Snowberry, 100 cakes 4 00 Aipoy, choice X2ib. ‘cotton mop heads 1 40 Erench Cream ... == .a
BOIted vt 430 Romo " hew 15 80 Snowberry, 100 cakes . poy, p heads Eren eam A
Golden Granulated ....4 50 " Pig’s Feet L roctor amble :?'00 Engllsh Breakfast ideal No. 7 w8 RN el Cfeafn' e
?\fé Clarczeredars]%regned 3% U \j pbls. g 1 00 |v%'}?,x 6 0z 400 yhed 33% 2 s remgo  Cream mixed 14
. ats a2 o - ' : oice ; - g
corn, Mcralcked ............. 3o & 5‘{2;3’ 10 oz -3668 Fancy 3 hoog gtandarg é:ream E.‘°”PB‘|’.”S 10
orn Meal, coarse ....31 00 ; - ' a ancy—in Palis
Winter Wheat Bran 27 oo ! Fripe Acmle_au7toz bESros. St Co. Ceylon, Ch(l)?gtela 3- wire, Cable 24/psy Hedrts ...l 14
Middlings ... 29 0U Kits. 15 Ibs ‘aSme B A 406 ar¥cy 4 Gedar, all red ‘brass .1 2a COCO Bon Bons *
Buffalo Gluten Feed 33 00 o4 bbls. 40 ibs.. Acme’ 55 bars 400 - 'F;aper Eureka %2 pudge, SSqt;JSegfgs -
Vla)a;(reys sgeé’f, Vi bbls., 80 Ibs.. Acme, 100 oakea .32 . Té).r'?eA%%? ibre “Toc 0 Sugared_Peanuts '*11111Ia
0 P Linseed Meal ".34 00 Hogs, per 15 o 30 MSrsiflo 100 caies 2 80 Stet Lo 3 Softwooq” 398 Startignt Kisses "1t
G o bax Cake Meal 35 0 Beel, rounds, 25 Marseilles, 100 cakes 6¢ 4 00 Hlawatha? 55 Banquet 160 San Bias Goodies s
Gottonseed Meal .....33 00 Beef, middles, set.... 70 WMarseilles, 100 ck toil. 4 00 Tejegram ideal 160 Lozenges, plain ..111%14
Gluten Feed Sheep, per bundle """ 90 M3rdeilles. Vibx. toilet 2 10 Pay Fbt Lozenges, printed’ ia
Uncolored Butterine A.'B. Wrisley Prairie R 49  Mouse, wood 22 Champion Chocolate .12
Solid dairy . 10 012  Good Cheer 400 Protection .. 40  Mouse, ’ .. 4a Eclipse Chocolates 14
Countr%arﬁnoells M.%gt\s/mls\ﬂ Old C%u”"yp %v\éeet Burley 41 Mouse' gu Eurelt<attChgﬁolatest ..11%2
Oats oap _Po - ouse, a Quintette ocolates
Michigan carlos ....... 59 Gomned best, L Ibiiiis 80 gnont RULZ Bros: & Co. Plug ., RaL wo 2 GhATPIg e UM Droits ;a
Less than carlots ..... 62 Roast beef, 2 Ib.. Show Boy 5 49 Befl, Cross 1 Rat, spring . [CIE NS S
carlots ..C0™ 79 ROASt beef, 1 1. Gold DUST, 100-5¢ 3 Biow aiiva "4 in. Standard® No. 1 8 76 Imperials ... .. oy
Less than carlots ... 8 Potted nam. Vis Kontme 24 103 8 YA iifia7 ginoa Ne 3 (B Sregm pen Bons g
Hay Deviled ham, 9%s . 50 Soapine. 4 10 American Ea 3 Cable No. 1 2o ;g Golden  Wallies' .13
Carlots i 12 Deviled ham. Vis 85 Babbites 3 76 Standard Nav Gaple NS 3% 2 lied Rose. Gum Dr'c'{iié"do
Less thaanEarRI%té i gogeg {ongue \\;IS 50 Roselne 3 50 Spear Head, 7yos_, Cable, 01 3.7 28 Auto Bubbles __ ....13
sage .. jg rotte onguec 1s 8 Armour’s 370 Np%%r Head 14% oz. g4 Fibre 0 2a BOXSS
Hops |- 15, Fancy Wisdom 380 bR Flbre g 5 0% br€|sszle°snef01gﬂok:as1 20
Lau L J -
Labrel T o g ponn S8 SR gp Sl oesi aconze B0 o Ol Tl
HORSE RADISH SALAD "DRESSING __ 30hnsop’s XXX .....425 » 6 Dewey .o 4R 6l Fashioned “
Per doZ. it % Columbia, Vi pint ... 225 LI o 3 Plper Heldsick rouble Acme 2 7 louna dron
6 Ib. | d 2 25 (D:olukmbla Il pmt ﬁ(s)g ub-No- MS%E)eUFI.Hg o oot ?( ............... LT §|ng|e Acme ”2 w9 Pepopuenrmlnrtoplgrdb'sm 68
pals per 0s. urkee’s, large, g s :
li Ib. pails, per pail .. 55 DurkeeT, sm%ll . 525 (Enoch Morgan's Sons. Eloar::?(y SDt&II%d-g‘rAéiISt Eﬁ]u?(lee Piee(ilr(-lzzzs 3 fzsg Champlon Choc. Drps 65
30 Ib. pails, per pail .. 98 Snidera large, 1 doz. 2 35 Sapolio, gross lots ....9 00 Cad Ilac Nogrthern Queen 3 & ,\J %hoc | Props,1 10
LICORICE Snider's small, 2 doz. 13 Sapolio, Ralf gro. lots 4 50 3 Boobie o oo -3 & b M. Choc. Lt and
| g MSRTEaTUS” L st ot bores. 2 1 GBI 38l 8
Calabria 25 Packed 60 Ibs in box. ~ 2aPOO, ~RANT ..o Universal 3 66 Brilliant. Gums, Crys. 60

icily 14 Arm and Hammer ....3 10 Scourine Manufacturing ng

11 Deland’s 3 00 Scourine, 50 cakes .... . Window Cleaners A. A. Licorice Drops..90
MATCHES Dwights Cow 3 15 Scourine 100 cakes '8 60 Sweet C o8 nit) i T oge Lezendes BlAm g 88
N C. ID CTrlttendz:nSOCo. \I7V e 5:’ 88 Boxes 2 30 |mper|gals P
oiseless Tip 04 75 Wyandotte, 0s .. :
MOLASSES Granulath\L SQDA g5 oO% ENOlST 13 in. BooSr Bowis | Motioes .. g
New Orleans -------------- Whole S lce 15 in. Butter 2 26 G. M. Peanut Bar .. 60
léahncy Open Kettle........ gg E&ﬂ;lﬁtgbdl 100 Ibscs. 1-0%0 Allspice picee 1< in. Butter 3 76 Hand Made Crms 80£p90
olice y  DDIS i PIAR S B
Good 22 Lump, 145 gb kegs .... % gggg:g ch'n"tgn'” mats. ,kgsslonrtec?uq%rlS 17 2 gg (S:{ﬁ%ng} %’Y)gliers go
1all' 20 L TP TLETS o
Half barreis 2¢ extra Common Grades Cassia, Batavia, bund. ASS\(I)\IrtReg' P1I5NlG7 llé)APEli’3 20 (\S\/“:nt_le_lr%rgegss%?trgaes 3 (75(5)
MINCE MEAT 100 3 Ib. sacks -2 Cassia, Saigon, broken. common Straw ... 1% Buster Brown Good 3 60
PEr CaSE .oooovoeverrvesriemnnnns 2 90 gg ?-0!];) IsbaCkSS ks gﬂf\%z i‘al%gé’g nlan rolls. Fibre Manila, white.. 2% Up-to-date Asstm’t 3 76
66 Ib. 0sacks a'c.s Cloves, Zanzibar Ribre Manila, colored .4 Ten Strike No. 1 .6 60

No. 1 Manila .4 Ten Strike No. 2 .. 6 00

44
28 Ib. sacks . Mace ... s 65 / cerens 3 Créam Manila " Ton Strike, Summer as-
W arsaw, Nutmegs, 75-80 85Yum Yum, lib. pails 40
56 Ib. dairy in drill bags 40 Nutmegs, 105-10 26Cream ...l 33 Butcher's Manila 2% sortment ... f 6
28 Ib. dairy in drill bags 20 AN e Corn Cake 206 07. .76 Wax Butter, short ¢’nt 13 Scientific Ass't ....18 00
Solar Rock Pepper, »’s|ngauplore "bik. 16 Com Cake, [ib....ccon.22 VV\\/,g); BB‘fjtttteerr fr“0||||5c°“m 20 Pop Com
56 Ib. sacks ... 24 Pepper, Singp. white.. 26 Plow Boy, 1% oz 39 YEAST CAKE™ Cracker Jack ..
ommon Pepper, ShOt ..., 17 Plow Boy, 3% 39 Ma ic, 3 doz 1 Glggles 5¢ pkg. 350
Granulated, fine ........ 80 Pure Ground In Bulk Peerless, 3% oz.. 35 g Pop Corn Balls 200s 1 85
Medium, fine - 8 Allspice 14 Peerless 1% oz 39 gﬂﬂ“gm 310/‘301' Azulikit 100s | 35
Stuffed, 8 oz.. AL-('; (';'SH Cassia, Batavia 28 élarntB'r_'aogk. least Foam, 71 16 Oh My 10 -
PIPES Large whol 0 4 Cassia, Saigon . 66 Country. Cl 534 Yeast Cream, 3 doz...I 00 Cough Drop

Clay, No. 216 per box 125 gai§f Whoe - Vi Cloves, Zanzibar 24 E - X X X X Yeast Foam, 1% doz.. 58 Putnam_ Menthol 00

Cay T. D., full count 60 3tips or DNcKs . 7%0109 Gmger African 15 Good indian 55 ERESH FISH Smith BroS.....n 1 35

(01 T »0 Bolibe AN Ginger, Cochin 18 Soif Blnder 166 02 o Per Ib. NUTS—W hoi*

PICKLES Ginger, Jamaica 26 Zilver Foam Whitefish, Jumbo ...16  Almonds, Tarragona 16
Medium Stri Mince 66 Sweet Marie 32 Whitefish, No. 1 .......12  Almonds, Drake  ...... 15
Barrels 1,200 count ..6 00 2 Mustard 18 Royal Smoke a4z Trout ... Al
bbls.” 600 count 2 50 Pepper, Singapore, blk. 17 INE Halibut
ma P Pepper, Singp. white.. 28 gotton, p| .20 Herrin B
Half bbls, 1,200 count 4 60 Wh p. Pepper Cayenne ... 20 Cotton Yy “>0 Bluefis
PLAYING CARDS W hie Hip. %bls. 4 Sage .. 20 Jufe, p|y 14~ Live Lobster .. . i

No. 90 Steamboat .... 86 \white Hoo mchs STARCH Hemp 6 p|y . 13 Boiled Lobster 29 Walnuts soft shell 15016

No. 15, Rivai, assorted 1 25 No P ) Corn Flax, medium N 9% Walnuts, Marbot ... 018

No. 20 Rover, enam'd 1 60 RO Kingsford, 40 Ibs. .. Wool, 1 Ib. bails X Table nuts, fancy 13013%

No. 672, Special .. 17 Ro Muzzy, 20 li . g‘/ VINEGAR Pickerel 11% Pecans, Med......... 013

No. 98 Golf, satin fin. 2 00 g¢a| Muzzy, State Seal .o, 12 Pike .. 8% Pecans, ex. large .. 014

No. 808 Bicycle ... 2 00 Oakland apple cider .14  Rerch 7% Pecans, Jumbos ... 016

No. 682 Tourn't whist 2 25 pg ) Kingsford acrels fres. - Smoked, W hite 12% Hickory Nuts per bU

__ POTASH No. Silver Gloss,” 40 libs. 7% WICKING Chinook Salmon 15 Ohio” new .

Babbitt’« ... 00 No. Silver Gloss, 16 31bs. 6% No. 0 per gross .3 Mackerel ... - Cocoanuts “
PROVISIONS No. Silver Gloss, 12 6lbs. 84 No. 1 per gross Finnan Haddie Chestnuts, New York
Barreled Pork . Muzzy No. 2 per gross Roe Shad .. State, per bu. ...

Mess, new .21 5 48 lib. packages .. 5 No. 3pergross ...z Shad Roe, each Shelled

Clear Back 16 51b. packages . 4% WOODENWARE Speckled Bass 9 Spanish Peanuts 7 0 7%

Short Cu . o 12 6lh. packages . 6 Baskets AND PELTS Pecan Halves .. 058

SBhort Cut Clear .. . 501b. DOXES oovvocoorirrreen. 4 BUShElS oo, 110 N Pilldes \'é\/”ﬁ}]lgrutt Mg;\{ses . -30(())2372

€aN i . 5 . . . SYRU i reen No. .

Brisket, Clear .2 N . 11 %0 Ibs.. . C Ps BUShKEItS' wide band 1 2 Green No. 2 .. Alicante Almonds . 042

1o . - . Barrels 3 g0 Cured No. 1 . Jordan Almonds 047

Clear Famlly Half barrels ..S3 Splint, medium g 0 Cured No. 2 .. P anuts
Dry Salt Meats 20tb. cans % dz. in cs. 210 Splint, small .. 3 75 Galfskin, green, No. 1 13~ Fancy H. P. Suns 6%0 6

S. P. Beéllies .. 101b. cans % ds. In cs. 1 96 Willow, Clothe g 36 Galfskin, green, No. 2 11 Roasted ... 6%0 7

Bellies . . 61b. cans 2 4s. In 0s. 2 16 Willow. Clothes, me'm T 3» Calfskin, cured, No. 1 ,, Choice, H. P. Jum-

Extra gborts dear ..11% N Ibs. »1S 18 I%B> «tana | Sa. ta sa. 3 16 Willow. GClods*«. small 6 36 Calfskin, cured. No, 2 12% = b0 e 0 6%
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Special Price Current

AXLE GREASE

Mica, tin boxes ..75 9 00
Paragon ... 55 6 00
BAKING POWDER
Royal
10c size 90
%Ib. cans 1 35
60z. cans 1 90

%I1b. cans 2 50
%n>. cans 3 76
cans 4 80
131b. cans 13 00
51b". cans 21 50

lib.

bluing
C. P. Bluing
f P Doz,
Small size, 1 doz. box..40
Large size. 1 doz. box..7,
CIGARS

Johnson Cigar Co.’s Brand

S. C. W., 1,000 lots..

El Portana ...
Evening Press
Exemplar
Worden Grocer Co. brand
Ben Hur
Perfection ..o 36
Perfection Extras .35
Londres ... .36
Londres Grand .35
Standard ... .35
Puritanos .35
Panatellas, .35
Panatellas, 35
Jockey Club 35
COCOANUT
Baker’s Brazil Shredded
70 %Ilb. pkg. per case 2 60
35 %Ib. pkg. per case 2 60
38 %Ib. pkg. per case 2 60
18 %Ib. Pkg. per case 2 60
FRESH MEATS
Beef

Plates
Livers
@14
@10
@12%
Shoulders @11%
Leaf Lard @12
Pork Trimmings @ 9%

Excelsior, M & J, 31b

tle
Toledo.

Peerless Evap’d Cream 4 00

<% to 1 in
1%
1%
1%
2 in..
3 in..

Knox’s A
Oxford
Plymouth Rock

Mutton
Carcass
Lambs S%g
Spring L @15
Veal
Carcass
CLOTHES LINES
Sisal
3 thread, extra..100
‘'2ft. 3thread, extra..140
90ft. 3thread, extra..170
60ft. 6thread, extra..l 29
72ft. 6thread, extra..
.................................. 1so
s0ft Cotton Victor
60ft. % ég
70ft. 1 60
60ft Cotton Windsor 1
60?: i ?12
rroft. 4 80
80ft. .3 00
Cotton Braided
40fft. .
60ft. 135
60ft. .1 65

Galvanized Wire
No. 20, each 100ft. long 1 90
No. 19. each 100ft. long 2 10

SAFES

Pull line of Are and burgly
lar proof safes kept 1In
stock by the Tradesman
Company. Thirty-five sizes
and styles on hand at all
times—twice as many safes
as are carried by any other
house in the State. If you
are unable to visit Grand
Rapids and inspect the
line personally, write for
quotations.

SOAP
Beaver Soap Co.’s Brand.

COFFEE 00 K . 6 50

100 cakes, .arge size..
inell R_oasted ) d 50 cakes, large size..3 26
Dwinell-Wright Co.’s B’ds. 109 cakes, small size. .8 86
50 cakes, small size..l 95

Black Hawk,
Black Hawk,
Black Hawk,

Halford,
Halford,

W hite House, lib...
White House,
Excelsior, M

Tip Top, M & J, lib
Royal Java

Royal Java and Mocha...

Java and Mocha Blend...

Boston Combination ...

Distributed by Judson
Grocer Co., Gr°nd Rapids;
Lee, Cady & Smart, De-

troit; Symons Bros. & Co,
Saginaw; Brown,
Warner,

Davis it
Gods-
B at-
Co,,

Jackson;
mark, Durand & Co.,
Creek; Flelbach

FISHING TACKLE

2in
2in
2 in

to
to
to

Cotton Lines

10 feet
15 feet .
15 feet ..
15 feet ..
15 feet ..
15feet
15feet
15feet
15feet

LoNogAw =

Linen Lines
Small
Medium
Large

., per doz. 65
Bamboo, ., per doz. 60
Bamboo, 18 ft., per doz. 80

GELATINE
Cox’s, 1 doz. Large ..1 80
Cox’, 1 doz. Small ..l1 00
Knox's Sparkling, doz. 1 25
Knox’s Sparklin r. 14 00
Nelson’s

Bamboo,

Tradesman’s Co.’s Brand

one box 250
five bxs 2 40
ten bxs 3 26
TABLE SAUCES

large
small

Use

Tradesman

Coupon

Books

Meck by

Tracesran Conpary

Grand Repids, Mich

July 21, 1909

TRADESMAN

Grocers and General
Store Merchants

Can increase their profits

10 to 25 Per Cent.

On Notions, Stationery and Staple

Lowest

Our catalogue is “the

Sundries
world’s lowest market” Large Variety Everyday Sellers
because we are the Send for our large catalogue—free

N. SHURE CO.

Wholesale
220-222 Madison St., Chicago

largest buyers of general
merchandise in America.

And because our com-
paratively inexpensive

method of selling,

through a catalogue, re- FIRE AND
duces costs.

BURGLAR.
We sell to merchants
only. PROOF

Ask for current cata-
logue.

SAFES

Grand Rapids
Safe Co.

Butler Brothers

New York

Chicago  St. Louis

. . Tradesman Building
Minneapolis

Is the Good

You can probably

What

Of good printing?
answer that in a minute when you com-
pare good printing with poor. You know
the satisfaction of sending out printed
matter that is neat, ship-shape and up-
to-date in appearance. You know how it
impresses you when you receive it from
some one else. It has the same effect on
your customers. Let us show you what
we can do by a judicious admixture of
brains and type. Let us help you with

your printing.

Tradesman Company
Grand Rapids
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BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each

subsequent continuous insertion.

BUSINB68 CHANCES.

_ Will exchange 300 acres of timber land
in Wisconsin for stock of goods; land will

be ﬁriced worth the money. A. E Kull
Burke, S. D. 836
For Sale—Good paﬁmg drug store
cheap, expenses light. eason for selling,
death of owner. ddress C. H. DeGowin,
Cheboygan, Mich. 835
For Rent—Restaurant, fully equipped-
all_ modern conveniences; in an office

building of 160 rooms; city of 25,000 pop-
ulation; no competition, o&adportunlty of a

lifetime; write quick. Address Manager

)SAtall(te National Bank Building, Texarkg%ria,
rk.

For Sale—Saw and planing mill prop-

erty, equipped ready to run, located at
Rowlesburg, W. Va., which is in the
heart, of a well-timbered district, with
no competition. Kiln-dry, tram _tracks
and a_full line of machmew,} which in-
ventories at over $10,000. ill sell at a
bargain if taken at once. Full descrip-
tion' furnished on a'gpllcatlon. Address
urn. Co.,

Steuben Lumber & Canisteo,
N. Y. 833
Practically new $1,700 stock of china,
lassware, ~ crockery, notions, etc., in
orthern Michigan Tresort town. Must be
sold before Sept. 1. Stock can easily be
moved. No trade. Address No. 832, care
Michigan Tradesman. 832

For Sale—To close up an estate, | have

a fine hotel, 42 sleeping rooms, electric
lights, steam heat. For full description
and price, etc., call on or write

Coley, Agent, Pittsfield, 11

For Sale—A clean stock of drugs, paint,
wall-paper, cigars, confectionery, etc., in
railroad town, northeastern lowa, popu-
lation about 700. Cheap rent. Write for
particulars. Box 303, Elkader, lowa.

828

For Sale—At bargain, stock and fix-
tures worth $6,000. Cheap_rent. Must be
sold, have business proposition West. Ad-
dress Lock Box 501, Charlevoix, l\gzlch.

7

For Sale—Well-established livery in
thriving interior Michigan town of" 3,500
population; good business; owner can not
ive it attenton. Particulars of

ox 127, Alma, Mich.

For Sale—50c on the dollar, jeweler’s
wall cases, show cases and fixtures. Bur-
?Iar proof safe, cost $400, goes for $250
. 0. b. Three Rivers. Chas. P. Eisen-
mann, 82

.For Sale—Three well-established mil-
linery stores and stock; one in Appleton,
Kaukauma and Menasha, over twenty
years in business. W.ant to sell one or
all three at a sacrifice. If interested
write to Miss E. Burmann, Appleton,
Wis. 824

_For Sale—Stock of clothing and fur-
nishing goods in good factory town 4,000
po;ulatlon, domg yearly “business of
$32,000 to $35000. ~ Stock inventories
$16,000. Can reduce stock to suit buyer
Will lease store, best location, all modern

front.  Geo. Sheets, Grand Ledge,
Mich. 82
Why not a business of your own? |
can tell you of a retail line in which
the profits and chances of success are
exceptionallylarge. ~And | know of a
few splendid locations for such stores.

Write me to-day for full particulars, Ed-
ward B. Moon, "14 W. Lake St., Chl%%%o.

For Sale—Drug stock in Western Wis-
consin town 30 miles from St. Paul. Will
be sold or closed out at a sacrifice on or

before October 14, as have a larger
stock in_another town. Invoices about
$2,000. Good proposition. Wprite for par-

ticulars. Address K.
erts, Wis.

Good resort hotel for sale, nearly new,
also_arranged in suites of rooms for four
families. "Might exchange for general
store, house and garden.  $4,000° each
case. C. H. Wright, South Haven, l\gllgh

E. Anderson, Rob-
818

Fortunes in sugar. Stock for sale in
a new sugar cane plantation. Small
monthly payments will secure for you an
interest in this great enterprise that will
?ay ou an annual income for life. Write
of booklet. Los Horcones Plantation
golmpany, 724 Grosse Bldg., Los Anggezlfs,
ali.

Old Coins—$5.75 paid for rare date 185.
uarters. We pay cash premium on hun-
reds old coins. ~Keep all money coined
before 1880 and send 10c for our new il-

lustrated coin value book, 4x7. It may
mean your fortune. C. F. Clarke & Co.
L. B, 5, LeRoy, N. T. 819

No charge less

For Sale—Implement store in most hus-
tling town in Michigan. On account of
age and poor health | must get out.
Address Implements, care Tradesmaré.13

For Sale—Well established, clean drug
stock, invoicing about $3,500 in live town
650 inhabitants, Only drug store in
town. Reason for selling, other business.
Rent reasonable_or will sell building. Ad-
dress 812, care Tradesman. 812

For Sale—A sixty-six dollar advertise-
ment writing course in the International
Correspondence Schools for twenty dol-
lars. ood as new. Address H. L. Green,

Box 12, Marion, Ind. 814

_Patents, trademarks, copyrights, re-
liable service, reasonable terms. Advice
free.  Washington connection. Bomm-
hardt & Co., 163 Randolph St., Chég;go.

Profitable wood making
outfits for automobiles, motor-boats,
houses, stores. Everybody wants them.
Instructions, illustrated booklet, 10 cents.
Address The Lintern Car Signal Co,
Cleveland. Ohio. 801

For Sale—Well established livery _in
thriving interior Michigan town of “3,500
population. Good business. Owner_can
not give it attenton. Partculars of P. O.
Box 127, Alma, Mich. 799

Free Farms—Government farms free;
350,000 acres in Arkansas fox home-
steading; where located, kind of land and
how secured shown in our 1909 circular
send postEald for 25c. Glass & Co., Har-
rison, Ark. 798

electric light

Bakery, fine business, must be sold,
very cheap. 229 Western ave., Muske%on,
Mich. 811

For Sale—$2,500 stock of groceries,
flour_and feed in_the best business town
in Oklahoma. Business established on
cash basis. The best location in_town.
Write Box 244, for particulars. Okmul-
gee, Okla. 8lu

. For Sale—Country store, well-located
in one of the best farming sections in
Central Michigan. Business well estab-
lished. Good reason for selling. Invoice
about $3,000. Address F. S. Loree & Co..
R. F. D. 5 St. Johns, Mich. S
for

W anted—Best prices paid coffee
sacsks, flour sacks, sugar sacks, etc. Ad-
dress William Ross & Co., 57 S. W.ater
St., Chicago. 808

For Sale—Jewelry, soda fountain, con-
fectionery and cigars, 5 and 10 cent busi-
ness in ~ town 1000 population. Go*
farming country in Northern Michigan.
Only store of the kind_in the county, do-
ing” good business. Reason for selling,
other business. Address No. 806, cgre
Tradesman. 80

Build a $5000 business in two years.
Let us start you in the collection "busi-

ness. No capital needed; big field. We
teach secrets of collecting mone¥; refer
business to you. Write fo-day_ for free
ointers and  new plans. American Col-
ection Service, 145 State St., Detroit
Mich. 805
For Sale—Clean stock of drugs, soda
fountain_in connection, wallpaper, etc.
Inventories about $3,500. Not a regis-
tered. drugglst. Good opening for a live,
hustling, ruggist. Address W., care
Tradesman. 695

An established enterprise offers an un-
usual o&)ortunlty to investors with from
$1 to $500. Money invested will pay bir
dividends and
can be returned
without forfeltln%
National Home Jo

” our co-operative” plan
in full in'a few days
the stock held, The
urnal, St. Louis, Mo.
804

Department store for sale in Southern
Minnesota town of 6,000. Stock $30,000.
Can be reduced to $20,000. Doing large
business. Owner going into_ wholesale
business. _ Splendid” op ortun_ng. Time
will be given on part to reliable party.
Address D. P. Whyte, care Finch, Van
Slyck & McConville, St. Paul, an815

We make it our business to advise
and assist_our clients in sellng their
patents. Benjamin & Bassett, Patent

Attorneys, 204 Dearborn St., Chlcagoigél‘l.

For Sale—First-class shoe business,
established 23 years. Southern Michigan
town of 7,000 "population. Clean stock,

invoices about $5500. Owner must sell
uick on account of health. Address
hoe Man, care radesman. 792
Well drilling machinery. Modern in
every particular. Effective, durable, con-
venient. Absolutely unequaled. Loomis
Machine Works, Box K, Tiffin, Ohlgél

than -2b cents.

For Sale,—About two carloads of elec-
tric street car ties, white oak, 7 feet long.
Charles H. Landon, Branch, Mich. 774

Wanted—Haberdasher, boot and shoe
dealer or manufacturing confectioner to
rent store in the best location in best
town in South. Neither of above in city.
City 16,000, 54 factories, weeklv payroll,
$30,000. Xavier Taylor, New Bern, North
Carolina. 784

For Sale—One of the best paying busi-
ness schools in the State. or informa-
tion address Box 252, Petoskey, MIChéS

7

Bakery—Doing good business; only one
in town  of 900. rice $45| N. J." Wil-
liams, Mjddleville, Mich. 780

For Rent—First floor and basement of

five-story fire proof building, 66x132.
Steam heat. Good openln(g for dg q_gods,
clothing or furniture. . E. . J.
Hawthorne, Elgin, 11 779

. For Sale—Retail meat market, includ-
ing buildings, first-class trade. Good
reasons. Isaac Kouw Co., Holland,
Mich. 778

Wanted—A fine opening for a furni-
ture 'and undertaking establishment at
Manchester, lowa. Write  Tirrill &
Pierce, 116 Franklin St., Manchester,
lowa. e

For Sale—$3,000 stock of groceries,

in the best business town
business established on a

flour and feed
in Oklahoma;

cash basis; the best location in_town.
Write Box 361, for particulars, Okmul-
gee, Okla. 775
To Trade—160 acre farm %mile from
town. About 25 acres inrye,10 to pota-
toes, 15 corn and_other  crops. ell-
watered. Large buildings, for a stock of
eneral merchandise in good location.
ddress No. 773, care Michigan Trades-
man. 773
For Sale—Entire stock, consisting of

shoes, dry goods, men’s furnishings, etc.
Established business in best location in

city. Stock now being reduced. Retire-
meént of present owner on_account of
health. Netzorg’s Dept. Store, Battle
Creek, Mich. 765
For Sale—General repair and jobbin
shop, iron and_ wood, good business. Gool
town. O. Box 344, Woodstock, 1]_}é4
Your money is_safe and protected
when deposited with us. We pay 4%
interest on savings and time deposits.

The Crowder Stafe Bank, Crowder, %Ifsla.

For Sale—Oldest established grocery
and meat business in town of 1,000 popu-
lation and good farming countrY._ om_ﬁ
ood business. Reason™ for selling, i
ealth and must dispose of same
once. Martin Duffy, Lake City, Mich.

755

at

_For, le-
dise, |nv0|_cmgh
Situated in t

Sale—Stock of general merchan-
about $10,000, at a bargain.
e best part of Wisconsin.
Address Box K, Markesan, Wis. 794
Wanted—A registered pharmacist to
purchase half inferest in drug store, in-
voices $3,000. Address No. 763, _care
Tradesman. 763

Drugs and Groceries—Located in best

farmers’ town north Grand Rapids; in-
ventories about $1,300. Rent cheap, in
corner_brick building. At a bargain, as

we wish to dissolve partnership.
dress No. 685, care Michigan Tradesrgg;én.

| pay cash for stocks or part stocks
of merchandise. Must be cheap._ H.
Kaufer, Milwaukee, Wis. 771

For Sale—A first-class meat market in
a town of about 1,200 to 1,400 inhabit-
ants. Also ice house, slaughter house,
horses, wagons and fixtures. Address
No. 707, care Tradesman. 707

For Sale — 200,000,000 feet original
growth yellow pine timber and_ 99,000
acres of land on west coast of Florida.
Appla/ to Southern Investment Co, Rich-
mond. Va. 761

. For Sale—Ciean stock of hardware in
live town _of 3,000 in. Central Michigan.
Fine farming community. Good factories.
Town growing. Stock will invoice about
$5,500. Good competition. Address “Mil-
lington,” care Tradesman. 645

Stores, business places and real estate

bought, sold and exchanged. No matter
where located, if you want to get in oi
out of business, address Frank Cleve-

land,
cago.
Will pay spot cash for shoe stock to
move. Must be cheap. Address P. E.
L. care Tradesman. 609
For Sale—One 200 book McCaskey ac-
count register, cheap. Address No. 548,
care Michigan Tradesman. (49

1261 Adams Express Building, Chi-
1t 126

Cash must accompany ail orders.

HELP WANTED.

Wanted — A competent jeweler and
watch maker. Good position for the right
Earty. Address M. Bucher, 105 Locust
t.. "Allegan, Mich. 829

W anted—Clerk for general store. Must

be sober and Industrious and have some
previous experience. References re-
quired. Address Store, care Tradesman.

__ SITUATIONS WANTED._

Wanted—A position as advertisement
writer. | can_tell you something worthy
of keen consideration. Address Quinter
PKephart, 236 Union street, Johnstgﬁn,
a.

W anted—Situation by a

carpet layer
with 11 A X

ears’ experience. Must be stead
work. ddress Louis J. Fuller, 32 Nort
7th St., Zanesville, Ohio. 787

Want Ada, continued on next naira

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
who have

people

bought, sold or ex-
changed properties as
the direct result of ad-

vertising in this paper.
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COURTESY APPRECIATED.

Community courtesies are possible
and wherever extended are profitable.

This is admirably shown by the re-

markable popularity of the Mer-
chants’ Week functions in Grand
Rapids.

It is shown by the splendid recep-
tions that are being accorded to the
Glidden tourists as they speed their
way from Detroit to Denver.

And that these courtesies are ap-
preciated at their full value is evi-
denced by a very flattering acknowl-
edgment in the last published report
of the Merchants and Manufacturers’
Association of Milwaukee of the re-
ception and entertainment accorded
to the Milwaukee delegation of mer-
chants by the jobbers of Grand Rap-
ids last June.

After referring to the somewhat
peculiar circumstances attending their
visit to the city and after bestow-
ing words of high praise upon the
business men of Grand Rapids for
their broad minded hospitality, the re-
port says: “Grand Rapidls is an im-
portant business center. Its furniture
interests are world famous. Its oth-
er interests are varied and have as-
sumed considerable importance. Its
wholesale and jobbing interests are
extended and sufficiently important
to rival with Detroit, Chicago and
Milwaukee.”

Because community courtesies are
easily possible and are always profit-
able every community should possess
an organized resource for the bestow-
al of such courtesies whenever op-
portunity offers, either upon extend
ed or short notice.

And the prime movers in such an
organization must naturally be the
merchants and manufacturers in a
community, with the lawyers, clergy-
men, school teachers and artisans as
valuable co-operators. Men who have
retired from active business life with
a competence should also be includ
ed, because having made their busi
ness record they have time and means
and, in a majority of cases, the loy-
alty and public spirit to be of espe-
cial value in such a movement.

“Where does the profit come in?”
asks some interested enquirer.

The first and best profit developed
through ability to extend communi-
ty courtesies comes through the cre-
ation in this manner of a spirit of
community harmony which is as cer-
tain to breed civic pride and right-
eousness as it is certain to prove a
high grade, effectual advertisement
for the village or city which is thus
equipped.

Late State Items.

Wells—The Escanaba Extract Co.
has been incorporated to manufacture
and sell hemlock and other extracts
and to manufacture lumber and brick,
with an authorized capital stock of
$roo,000, all of which has been sub-
scribed, $25,000 being paid in in cash.

Jackson—A corporation has been
formed under the style of the Impe-
rial Automobile Co. to make and sell
automobiles and other vehicles, with
an authorized capital stock of $125,-
000, of which $104,600 (has been sub-
scribed, $50,000 being paid in in cash.

Greenville—A corporation has been

MICHIGAN TRADESMAN

formed under the style of the Michi-
gan Piekle Cempary, Wiér ovill eon
duct a manufacturing business, with
an authorized capital stock of $2,000,
of which $1,510 has been subscribed,
$10 being paid in in cash and $700 in
property.

Detroit—A corporation has been
formed under the style of the
Sprague-Waldo Manufacturing Co.,
which will make lamps, gas burners
and gas generators, with an authoriz-
ed capital sitock of $10,000, of which
$5,000 has been subscribed, $1,000 be-
ing paid in in cash.

Battle Creek—The A. B. Stove Co.
has been incorporated to engage in
the manufacturing business with an
authorized capital stock of $300,000
common and $50,000 preferred, of
which $229500 has been subscribed,
$29,618.31 being paid in in cash and
$199,881.69 in property

Holland—The Goligny Hydraulic
Transmission Co. has been incorpor-
ated to manufacture power transmit-
ters, hydraulic brakes, automatic de-
vices and other machinery, with an
authorized capital stock of $10,000,

all of which has been subscribed,
$S,ioo being paid in in cash and
$4,900 in property.

Fenton—Suit has been brought
against the American Butter &

Cheese Co., of Detroit, by the Leon-
ard Freeman Cheese Co., of this
place, and the Michigan Butter &
Egg Co., of Webberville, on an. al-
leged breach of contract. The de-
fendants to the suit are J. B. Gilbert
and Clinton D. Smith, formerly pro-
fessor at the M. A. C., but mow in
South America.

Holland — The business formerly
conducted by the Central Closet
Manufacturing Co. will now be car
ried on by a new concern which ha:,
grown out of the old company and
which will conduct business under the
name of the Thompson Manufactur
ing Co. The company will manufac
ture closet seats, tanks and a line of
brass novelties. The newly elected
officers are C. M. McLean, President,
W. W. Hanchett, Vice-President, and
C. E. Thompson, Secretary, Treas-
urer and Manager. These gentlemen
with C. VerSchure and Geo. E. Kol
len compose the Board of Directors
The company is capitalized at $50,000,
most of the stock being held by local
men. A new building will be erected
on West Twelfth street at the Pere
Marquette railroad to cost $20,000.

Kalamazoo Grocers and Butchers To
Picnic August 10.

Kalamazoo, July 21—Complete ar-
rangements have now been made for
the eleventh annual picnic, excursion
and bath of grocers and butchers
which will be held at South Haven,
August 10. The new officers recently
elected have been installed with all
due ceremony.

An invitation has been extended to
everyone in the city to join with the
merrymakers on this occasion and
take advantage of the low rates offer-
ed to and from the lake coast. About
1,000
will participate in the excursion and

jthey will be accompanied by a local
band. Upon their arrival according

to the plans announced by the Board
of frade fof South Haven, whe ex
tended an invitation to the body to
hold the picnic in that city, they will
be met by plenty of musicians and
escorted to the city park where cloths
will be spread and Luncheon dis-
pensed.

In the afternoon excursions will be
made on the lake, two boats being
chartered for the occasion.

Some time during the afternoon
speakers furnished by the South Hav-
en Board will extend the hospitality
of the city to the pionicers. Balloon
ascensions, band concerts, boating
and races will be included in the en-

tertainment of the afternoon. The
contests will include fishing and
bait casting. Special exhibitions in

the art of swimming will be given by
John Steketee and in the trick of high
diving by John Lucas.

The arrangements for the picnic
will be completed by a committee ap-
pointed last night composed of the
following: W. A. Walsh, Stephen
Marsh, Walter Hipp and William
Moerdyk. All meat markets and gro-
cery stores will be closed August 10

Holland Merchants To Picnic July
Twenty-eight

Holland, July 20—*“Holland Busi-
ness Mens Picnic and the “Farmers
Picnic,”—,two of the biggest local
celebrations of the summer season
and for that matter, of the whole year,
are near at hand. In fact the dates
have been announced and from now
on anticipation of good times., family
reunions, basket lunches, athletic
sports, music, dancing and all the
other usual big picnic doings, will
perpetuate interest in both events. It
is a fact that while the people of
Holland never fail to show their loy-
alty to the Merchants’ picnic and
turn out en masse to do honor to
the occasion, they would rather miss
a pay day than miss the good old
fashioned Farmers’ picnic.

Wednesday, July 28, is the date for
the Business Men’s holiday and al-
most a month to a day will occur that
of the farmers’ round-up—August 25.
Jenison Park will, as usual, be the
meeting ground for both events and
on these days will unquestionably set
the high water mark for attendance
this season.

Movements of Working Gideons.
Chas. M. Smith, Geo. S. Webb, W.
R. Barron and Wheaton Smith con-
ucted a Bible fund service at Ker-
cheval M. E. church Sunday morn-
ing. J. M. Patterson and the writer
conducted Mission service, corner
1 arkin and Michigan avenue, in the
afternoon. The Griswold House
service was conducted in the evening
kd by Chas. M. Smith and aided by
Mr. and Mrs. Mitchell, Mrs. Wil-
liams, J. M. Patterson, C. H Joslin
Geo. S. Webb, W. E. Lambert and
Alfred and Elmer Rollins.

Chas. M. Smith, W. D Van
Schaack, M. E. White and George
S. Webb will attend the National

tradesmen ‘with their familiesCideom convention at St. Louis, Mo.

July 23-25. Aaron B. Gates.

The woman who marries a cranky
old bachelor is as big a fool as he is.

July 21, 1909

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

Buffalo, July 21— Creamery, fresh
24@26}/2c; dairy, fresh, 20@22c; poor
to common, I7@i9c.

Eggs— Strictly fresh, 227°@240.

Live Poultry—Fowls, 14c; ducks
12@i4c; geese, 10c; old cox, I0c
broilers, i8@2oc; turkeys, 12(0)140

Dressed Poultry—Fowls, 15@i6c-
old COX, 1@ 12C.

Beans— New Marrow, hand-picked,
$2.90@3; medium, hand-picked, $280"
pea, hand-picked, $2.80@2.8s; red kid’
nef , hand-picked, while
kidney, hand-picked, $2.50(0)2.65.

Potatoes—New, $2@2.25 per bbl.

Rea & Witzig.

Thomas W. Lawson, the noted
financier, celebrated the marriage of
hls daughter by raising at Dream-
wold, his country home near Boston,
the largest American flag ever made!
It is. of silk, with stripes 75 feet long
and 4 feet wide. It weighs 175 pounds
and was raised to the top of a flag-
staff 172 feet high. As the flag wes
sent up appropriate selections were
played upon the Dreamwold chimes
by a Boston bellringer.

_Three months’ trial of cars exclu-
sively for women on the New York
subways has satisfied the managers
that they are not wanted. It was ex-
pected they would prove very popu-
lar and that the result would be a
general demand for a “woman’s car”
on all trains. The experiment shows
that women do not care to ride where
they can see and be .seen by none but
women.

M. A. Frost has offered $7,000 for
the plant of the Muskegon Milling
Co., at Muskegon. The offer is be-
ing considered by the stockholders of
the company. If Mr. Frost secures
control of the property he will or-
ganize a stock company to operate
the mill, which has been idle for
three vyears.

The effect of an instrument pur-
porting to pass title to real estate
is determined by the law of the state
m which the real estate is situated.

G. A. Bruton (Worden Grocer Co.]
is taking his summer vacation. Hh
territory is being covered in the
meantime by Harry Winchester.

Swen Anderson has opened a gro
eery store in Upper Big Rapids, hav
mg purchased his stock of the Wor-
den Grocer Co.

BUSINESS CHANCES.

nfR7iythin? and everything to equip store
Y restaurant o?/ |_<:eg crea?n ppar(ior
bargains, second-han<

Store & Office Fixtur

Mich519"521 N' °ttawa st- Grand Rapids

,Get a classified knowledge of pharm
. _c°niplete course and certificate $5
satisfaction “arantee ddress P.
Box 343, Philadelphia, Pa. 838
.ne@ moneuy? I can get you
of your dead stock, turp  al
parts of your Stock into money. Brim
w L *Itw customers, increase your fqtur
5TIF na‘- [*Mc%ngﬁlcets szﬂ!eanosn grrneaIIStsre{Fat#i
>iQMai5Uarantee  you satisfaction. Toi
to Box 332, Peitsffin-mYliite me at on.

»i"X"ted—A good man .to sell shoes an
nnp mw | / small Michigan town. Some
tion fnr +y?,a salesman. A steady posl

B8% b, Bear LA RAY, Address kgl


mailto:2@2.25

Our June Jump!

We thought we were going some
when the sales of

Shredded W heat

for May showed a gain of 7,000 cases (4,200,000 Bis-
cuits) over May, 1908—but here we are with a gain
for June of over 12,000 cases (7,200,000 Biscuits) over
the sales for June, 1908.

“WHAT'S THE ANSWER?"” We cannot at-
tribute this increase to lack of competition or to extra-
ordinary advertising expenditure.

There is but one answer—it is SHREDDED
WHEAT. Itstands at the top for nutritive value,
for cleanliness and purity, for wide and varied culinary
uses—a sane Summer diet for sane people.

Did You Sell Your Share?

The Shredded Wheat Company, Niagara Falls, N. Y.

They Never Wear Out

THE SPRINGS of a correctly
made automatic spring scale will
never give out. Exhaustive scien-
tific and practical tests prove this
fact beyond controversy.

Continual use and years of service
will dull the edge of the finest knife-
edge bearing, especially the thin
wafer-like blade of the main pivot
of a large capacity pendulum scale.

City Sealers are now testing and
sealing spring scales which have
been in constant use for over 30
years.

Clothes do not make the man,
neither does paint and gold stripes
make a computing scale. Itis the
working parts which must stand the

test of years of service; it is therefore important to buy your
scale from those who know how they should be built.

THE DAYTON MONEYWEIGHT SCALE is proven to be
the only practical and scientifically built scale. All claims
of its makers are verified by actual use.

Send for our free catalogue before buying elsewhere.

Moneyweight Scale Co.

58 State Street, Chicago

Wheeler & McCullough, Mgr8., 35 N. lonia St., Grand Rapids, Cite. 1283, Bell 2270

Your Accounts Under Your

Always

With The McCASKEY CREDIT
REGISTER
SYSTEM

It reduces your Expenses,
Stops the Leaks,

Collects the Accounts and
Increases your Profits.

Information Free for the Asking

The McCaskey
Register Company
Alliance, Ohio

Detroit Office, 1014 Chamber of Commerce Bldg.
Offices in all Principal Cities

Success

ECAUSE we want the best trade

and the most of it, we do printing

that deserves it. There is a shorter
way to temporary profits, but there is no
such thing as temporary success. A result
that includes disappointment for some-
body is not success, although it may be
profitable for a time.

Our printing is done with an eye to real
success. We have hundreds of custom-
ers who have been with us for years and
we seldom lose one when we have had an
opportunity to demonstrate our ability in
this direction.

Tradesman Company
Grand Rapids, Michigan



If Ketchup Could Be Made Better

Than Blue Label, We Would Do It

Every bottle of ketchup we ship is expected to act as a testi-
monial for us. The best tomatoes grown and the finest spices money
can buy are so blended and so carefully prepared as to result in a
ketchup which has become a household word.

Say “BLUE LABEL” to a housekeeper and she’ll say,
“CURTICE BROS. CO.'S KETCHUP.” Our extensive ad-
vertising started people buying it. Its quality kept them buying it.

A good profit for the grocer and no risk as BLUE LABEL
KETCHUP conforms to the National Pure Food Laws.

CURTICE BROTHERS CO.
ROCHESTER, N V.

Protect Yourself

You cannot expect your town to furnish an officer whose
business it shall be to stand in front of your store every
night in order to keep the man with the

Jimmy and Dark Lantern Out

You must protect yourself and your own property.

A Good Safe Isn’t Expensive

and you will feel a heap more comfortable with your
money in it than you do by hiding it in a tea chest or a
bolt of cotton. There are certain chances you cannot
afford to take and going without a safe is one of them.

Write us today and we will quote you prices.

Tradesman Building

Grand Rapids Safe Co. crand Rapids. nich.



