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“ State Seal”
Brand Vinegar

Ju st a word about its quality, 
it is par-excellence. For Pick
ling and Preserving it will do 
anything that Cider Vinegar 
will do, and its excellent fla
vor makes it superior for the 
Table. Mr. Grocer, it will

pay you to investigate. Ask your jobber.

Oakland Vinegar & Pickle Co., Saginaw, Mich.

On account of the Pure Food Law 

there is a greater demand than 

ever for j* ^  j t  j t  &

Pure
Cider Vinegar

We guarantee our vinegar to be 

absolutely pure, made from apples 

and free from all artificial color

ing. Our vinegar meets the re

quirements of the Pure Food Laws 

of every State in the Union, j*  j n

The Williams Bros. Co.
Manufacturers

Picklers and Preservers Detroit, Mich.

without̂our
Ç “ “facsimile SignatureW s

%  COMPRESSED- ^  
%  YEAST.

Every Cakeof F L E I S C H M A N N ’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, 111 W . Larned S t ., Grand Rapids Office, 29 Crescent A v.

Are You
In Earnest

about wanting to lay your business 
propositions before the retail mer
chants of M ichigan, Ohio and Indiana?
If you really are, here is your oppor
tunity. The

devotes all its time and efforts to cater
ing to the wants of that class. It 
doesn’t go everywhere, because there 
are not merchants at every crossroads.
It has a bona fide paid circulation— has 
just what it claims, and claims just 
what it has. It is a good advertising 
medium for the general advertiser. 
Sample and rates on request.

Grand Rapids, Michigan

r » y ; i  r e r a  ¿ g M m \ H j J g j m KWh]

EPh B— V y w i J
Hr*

1 1

S ta r t  y o u r  S n o w  Boy s a le s  a'm oving  
The way they grow  will makeyourfriendssit upand take notice

Ask yourjobbers 
Salesman

Lauti Bros.51 Co. 
Buffa lo,NY
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OUR A N N U AL FA IR .
Now that the West Michigan Fair 

for iooo is a matter of history—and 
from the gatekeeper’s standpoint a 
matter of pleasant history—the ques
tion arises as to whether or not it 
may be possible to at once take steps 
to begin a campaign and to carry it 
to a successful issue which shall re
sult in pronounced betterments for 
next year.

As an initial idea the Tradesman 
suggests the possibility of securing 
for the Fair an adequate, worthy rep
resentation of the industries of 
Grand Rapids and Western Michigan. 
As the metropolis of this portion of 
our State, Grand Rapids should make 
a showing of her products adequate 
to her splendid standing as an indus
trial center and, moreover, Grand 
Rapids should welcome as worthy and 
loyal coworkers the manufacturers in 
Kalamazoo, Battle Creek, St. Joseph, 
Benton Harbor, Holland, Grand Hav
en, Muskegon, Newaygo, Big Rapids, 
Cadillac, Greenville, Belding, Ionia, 
Grand Ledge, Lansing, Hastings and 
so on all through the western por
tion of the State.

Such an exhibition will be possible 
only through a splendid co-operative 
example of public spirit with the of
ficials of the West Michigan Fair as 
the inspiration and guiding force. Un
der such leadership such an exhibition 
is quite possible.

As a good first step the Fair offi 
cials might arrange for a conference 
between the managers of the leading 
industries in the city and themselves 
for the purpose of formulating and 
adopting a plan whereby the compet
itive phase of the Fair may be based 
more upon the greatest benefit to the 
greatest number than upon the petty 
foundation of insignificant cash 
awards.

This status being reached, the next 
problem would be one of ways and 
means, which can be solved only up
on a basis of public spirit and gen 
erous co-operation.

No cash award, no medal nor diplo
ma would counterbalance the ex
pense of making an exhibit such, for 
example, as it is possible to make by 
the Furniture Manufacturers’ Asso
ciation, the O. & W. Thum Co., the 
Bissell Carpet Sweeper Co., the Wal
lin Leather Co., the Excelsior Wrap
per Co., the Alabastine Co., the 
House of York or any of our shoe 
manufacturers, our brass and iron 
founders, our toolnfakers and ma
chinists, our engravers, printers and 
b.nders, our box manufacturers, our 
pharmaceutical chemists and dozens 
ol' other great producers of standard 
articles made on a large scale in 
Grand Rapids and about which, out
side of furniture, the people of West 
Michigan have little or no under
standing.

Capital aggregating more than 
a million dollars is invested in gar
dening under glass inside or just be
yond our city’s limits, and under ju
dicious and fair conditions it would 
be possible to arrange such an exhi
bition of such gardening products 
and processes as would astonish the 
entire State. There would not be di
rectly any benefit accruing to the ex
hibitors beyond the immediate wide
spread knowledge and appreciation in 
the State of Michigan of the magni
tude and importance of that feature of 
Grand Rapids’ resources.

It is possible to raise the ways and 
means, it is possible to formulate the 
policy and plans, it is possible to de
velop the public spirit and civic pride 
necessary for such a West Michigan 
Fair next year. And with the mak
ing of such a revelation successfully 
carried out the officers of the West 
Michigan Fair would achieve a 
triumph not only unique but of in
estimable value to the State at large 
and the country in general.

A W ISE  CONCLUSION.
Some summers ago—the number is 

not a matter of importance—a W y
oming ranch extended its hospitali
ties to a tenderfoot and the tender
foot accepted. The stay, covering a 
number of days, was a continued 
surprise and delight. The wild and 
the woolly may have been there, but 
they did not show themselves. The 
conveniences of gentle living had 
been brought in and from bathtub to 
piano it was evident that civilization 
had found its way into Wyoming 
and had come to stay. One evening 
at dinner while there was a tarrying 
over the walnuts and the wine and 
the cigars had come in to give a fin
ishing touch to the repast, the mas
ter of the ranch after satisfying him
self as to quality of the brand passed 
the box along with the remark that 
he had not smoked for over twenty- 
five years. There was a look of won
dering surprise on the face of the

tenderfoot which the ranchman read- 
iiy interpreted and he said:

“When I first moved on to this 
ranch tobacco was my constant sol
ace. From my youth up it never 
was away from me. On the round
up my pipe indicated my whereabouts 
and from supper to bedtime I was 
the center of a dense smoke-sphere. 
After a while I began to feel a little 
the worse for wear and, vainly trying 
to live it down, the next time I was 
in Omaha I hunted up a doctor and 
began to pour out my list of woes. 
I had hardly begun when he broke 
in: ‘Same old story; you needn’t go 
on with it. Same old treatment and 
here it is: You have come to that 
place where you’re going to stop us
ing tobacco or give the undertaker 
a job. It all depends on yourself.’ 
So I paid his bill and left him. When 
it conies down to a question of live 
or die, it doesn’t take long to de
cide, and I said ‘live’ with considera
ble earnestness. For the next three 
months I thought I was going to 
die and, like the man who was sea
sick, I wras afraid I shouldn’t! After 
that I got over the craving for the 
stuff and one after another my troub
les left me. I haven’t been sick for 
years and nothing now will change 
my belief that the conclusion the 
Omaha doctor forced me to was a 
wise one.”

Every man at the table removed his 
cigar from his mouth long enough 
to remark, “There is no doubt about, 
that;” and with that for a text it was 
easy to assert and illustrate its 
truth in other lines of life. “The man 
who will can, and that’s all there is 
to it.”

“Hustead over here on the next 
ranch can’t save his money. For ten 
years with the best grass there is 
on the creek and his stock always 
increasing he makes trip after trip 
to the stock yards with bunch after 
bunch, but he always manages to 
come home with empty pockets. Ask 
him what the matter is and with a 
shame-faced look he’ll say he can’t. 
As if that were a reason! The fact is 
he can if he wants to, but men of 
that makeup don’t want to and the 
whole question centers right there. 
Let it be brought down to a ques
tion of your money or your life and 
in less than five years- Jim Hustead 
would be a rich man.”

This will business from every 
viewpoint is something to be care
fully looked after and its considera
tion can hardly begin too early. The 
school boy comes home from school 
in tears at the teacher’s injustice. The 
lessons are long and hard and he 
“ can’t git ’em.” He’s “ tried and 
tried;” but the sympathizing mother 
finds that the poor record and the 
poor lesson it stands for mean not

inability but an overfondness for fun 
in the schoolroom, and that the hard
ship complained of is due entirely to 
the exercise—the lack of it rather— 
or that will power which it is the 
purpose of home and school to
gether to generate and foster.

It would be easy to go on with this: 
The tramp at this moment begging 
at the back door could earn his liv
ing if he would and the story he 
tells, be it long or short, would only 
confirm the ranchman’s, that wheth
er it is a matter of nicotine or any
thing else at the bottom it depends 
upon the power of the will, and he 
is wise who makes an early applica
tion of it.

AN A PP E A LIN G  STA TEM EN T.
The other day a lady was riding 

through the country and saw' this 
sign prominently exhibited by the 
roadside near a village: “ Autos please 
go slowly. School house 300 yards 
distant.” The lady making the report 
says that the sign struck her fancy 
as being novel and unique and she 
wondered what effect it would have 
upon tourists, many of whom were 
hourly passing this particular point. 
So she took her stand within plain 
sight of the sign and made a minute 
of what she saw. While she stood 
there several whiz wagons whirled 
by and each seeing the sign slowed 
down and took a pace with which 
the most captious could not possibly 
complain. There is a suggestion in 
this to women’s clubs who might be 
interested in safeguarding the school 
yards and playgrounds in cities and 
villages.

There are other suggestions in it, 
too. It is a common thing to find 
on the outskirts of villages great 
signs setting forth that automobiles 
which do not slow down to ten miles 
an hour are running the risk of pay
ing the penalty of $25 which would 
be imposed upon offenders. Despite 
these warnings scores and scores of 
chauffeurs, amateur and professional, 
rush along and take the chances and 
the pedestrians left in the way must 
hustle; but in the case referred to 
there was no threat of any fine or 
arrest or any punishment of any kind. 
All there was of it was the suggestion 
that little children might be in thfc 
way and the request made in their 
behalf was observed and heeded, not 
only every time but cheerfully. That 
tells the story of how every man has 
in his heart a place for little children, 
a fondness and a tenderness for them, 
a willingness and indeed a determin
ation to protect them. There are 
few things in this world so success
fully appealing as a little child.

The way to meet some doubts i ; 
to look them squarely in the face 
and then blow them away.
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S U C C E S S F U L  S A L E S M E N .

John W . Symons, Jr., Representing 
C. Hoffman & Son Milling Co.

It has been said truly that this is 
the age of young men and that those 
who are now actively engaged in 
making the commercial history of 
this country are well below the half- 
century mark. It is interesting to 
consider why so many young men are 
being pushed to the front and why 
such a large proportion of them suc
ceed in carrying heavy responsibili
ties.

The answer may almost invariably 
be found in the training that such 
young men receive. Their education 
generally embraces two great funda
mentals which ordinarily have existed 
separately. In the makeup of a suc
cessful salesman it no longer is con
sidered sufficient that a man shall 
have a complete academic training 
or sufficient that he shall have had 
intimate experience in the business in 
which he is engaged. The commer
cial world now demands that he shall 
have both qualifications—that his 
general education shall be well 
grounded and complete, and that it 
shall be supplemented by a close 
study of the particular business in 
which he is engaged. For this rea
son we find young men completing 
their college courses at an early age 
and then plunging immediately into 
the most minute details of the enter
prise which is to have their future 
care and attention. As a result they 
emerge fortified and equipped in 
every way for the business in hand.

The practical man without an edu
cation or the impractical man with it 
is each seriously handicapped in the 
struggle for commercial supremacy. 
The former finds himself brought in
to competition with keen minds fa
miliar with the latest methods 
for applying successfully academic 
knowledge to serious business. A 
man equipped with as complete an 
education as the books can give him 
finds himself less able to solve daily 
problems than the man of less acade
mic training but more, experience. It 
if, only with a foundation of the se
curest kind and a training of the se
verest type that a young man is 
equipped to meet problems as they 
arise in the swift competition of this 
day and generation.

John W. Symons, Jr., was born in 
Saginaw, January 15, 1887, being the 
third of five children. His father was 
or English descent and his mother 
was a Smart of Scotch descent. He 
attended the public school until he 
had finished the grammar grade, 
when he spent four years at the Dr. 
Holbrook School at Ossining, New 
York. He then entered the law de
partment of the University of Michi
gan, where he remained two and a 
half years. During his first summer 
vacation after entering the Univer
sity he took the Michigan agency of 
the New Prague Milling Co., New 
Prague, Minn. He liked the work so 
well that when he was offered the 
State agency of the C. Hoffman & 
Son Milling Co. he gave up the 
thought of entering law for the pres
ent to take up the work of exploiting

the sale of Fanchon flour. He has 
been very successful in introducing 
this brand, having recently brought 
an entire trainload into the State, 
which was the largest shipment ever 
recorded in the flour trade of Michi
gan. His ambition is not yet satis
fied and he looks forward to making 
up another trainload within a short 
time. His business is to establish 
wholesale agencies for the sale of 
flour, dealing exclusively with the 
jobbing trade. He is located in Sag
inaw and undertakes t'o see his cus
tomers about once a month. In ad
dition to his regular business he made 
a trip to the South last spring, es
tablishing brokers in the States of 
Mississippi, Alabama, Georgia, Flor
ida and South Carolina.

Mr. Symons is a member of the 
First Presbyterian church of Saginaw, 
but has no fraternal affiliations except 
the college fraternities he joined at 
Ann Arbor. He is an enthusiastic au- 
tomobilist and a base ball crank of 
the first water. He does not play 
ball, but he never permits an oppor
tunity to witness a game escape him. 
When the question of selecting a 
name for a new park recently came 
up before the people of Saginaw he 
was put on the committee on the 
theory that he was the craziest fan 
in town.

Habitual regret simply puts the 
headlight on the tail end.

If  you are a saint you will want to 
be something.

What Other Live Cities Are About.W ritten for the Tradesm an.
Zanesville, Ohio, will have purer 

water and has practically decided on 
a slow sand filtration system, which 
it is estimated can be installed for 
$100,000.

For years gambling has been con
ducted openly in connection with the 
saloons of Wheeling, W. Va., but the 
decent element in the city’s affairs is 
gaining the upper hand now and the 
proprietors of gambling dens have 
been ordered to close up shop.

Wheeling is having all sorts of 
trouble in finding a location for its 
garbage incinerator. It was decided 
to install a reduction plant similar to 
the one in Zanesville, Ohio, and a 
site was picked out, but the people

of the ward did not want it and they 
had no trouble in securing the affida
vits of Zanesville people that the 
crematory was a nuisance, smelling to 
heaven. People of the other faction 
obtained signed affidavits just as easi
ly to the effect that no bad odors 
come from the burner. So there the 
matter stands in deadlock and the 
Board of Control can do nothing.

An enthusiastic meeting to discuss 
the improvement of inland water
ways in general and the Tennessee 
River in particular was held last week 
at Knoxville under the auspices of 
the Manufacturers and Producers’ 
Association. Knoxville wants to do 
her share and has appointed a com
mittee of six men to solicit funds 

ifor deepening the river so that barg

es of 500 to 1,000 tons may reach the 
city.

The Supervisor of the Street 
Cleaning Department of Washington 
aks for $576,277.02 to keep the city 
clean during the coming fiscal year. 
This sum is considerably larger than 
the requisitions of former years, but 
this official aims to make Washing
ton a model city as respects clean
liness.

St. Paul is paying $1.65 a square 
yard for repairing asphalt pavement, 
$2.10 for resurfacing and from $2.25 
to $2.35 for laying new asphalt pave
ment. These prjees, so it is claimed 
in St. Paul, are much higher than ob
tain in Detroit, Pittsburg, Indianapo
lis, Toronto, Winnipeg and many 
other cities, and a municipal asphalt 
plant is proposed.

Baltimore taxpayers have formed a 
league to secure for the city a bet
ter representation in the State Legis
lature. The city has a population 
that is nearly one-half1 of the total 
population of the State and pays tax
es on 60 per cent, of the total as
sessed property of the State, but has 
only twenty-eight members in the 
House against 100 for the outside 
counties. This gives the State abso
lute control of the city from a legis
lative. standpoint, even the Police De
partment of the city being a State 
organization.

The cornerstone of the George N. 
Clayton College, in the outskirts of 
Denver, was laid last week. Mr. 
Clayton has founded a college for 
homeless boys, which is to be oper
ated in connection with the tilling of 
irrigated lands to teach the homeless 
boys, orphans and cripples some 
handicraft whereby they may make 
cheir way in the world. It will be 
conducted on much the same plan as 
Girard College, Philadelphia, and will 
care for more than 400 unfortunate 
children.

Toronto is busily at work on its 
big sand filtration plant at the Is
land, whereby Lake Ontario water is 
to be made fit for all purposes in the 
city. The plant will not be complet
ed this year.

Four citizens of Pueblo, Col., have 
applied to the City Council for per
mission to use the sewage for irriga
tion. They agree to pay the city $100 
annually for five years and plan 
that with certain water rights which 
they own and with the sewage from 
the city they will be able to place 
under irrigation 3,000 acres of land 
adjoining Pueblo- which are now not 
pioducing anything.

Lansing will oil Pennsylvania ave
nue to lay the dust. The work will 
be done by boys of the State In
dustrial School.

Ft. Wayne will entertain a water
way convention Nov. 10 and 11 to 
advance the cause of the projected 
canal between Lake Erie and Lake 
Michigan via the Maumee River and 
Ft. Wayne. Almond Griffen.

Enact a reform in a private busi
ness and save the time and money of 
men and you are an economist; just 
even propose a like reform for the 
city hall or the court house and you 
are at once a socialist, an anarchist 
and a blatherskite.
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Thousands Know Its 
VaIue===Do You?

A  few years ago the A M E R I C A N  was unheard of— today 
it is being used by thousands of the brightest, brainiest, busiest 
merchants of the country.

W h y? Because it is actually doing for its users just what 
is claimed for it. Because it turns losses into profits. Because 
it both makes and saves money. Because it strengthens and 
retains old trade and makes every credit customer a “ good as 
cash customer.” Because it helps to attract good paying new 
trade.

The American is not the result of one man’s thought, ex
periments or ideas. Men with many years of successful mer
chandising experience, who knew the needs of the merchant

for something that would effectually stop the many little leaks 
and losses and turn them to profit— who studied the many 
other “ systems” devised for that purpose and overcame their 
deficiencies— were the inventors and are today manufacturing 
and selling the American.

The many valuable and superior features of the American 
have forced competitors to improve the standard and efficiency 
of their product. They did it, in some cases, by imitating. 
But withal the American still stands out alone, in a class 
by itself, unequaled and its superiority is recognized on merit 
alone.

The American Account Register System
was designed to save the merchant valuable time, labor, worry and money, and at the same time make actual money 
for him in his business, thereby reducing the operating expense of the business and increasing his profits. The  
American is doing this and more for ita thousands of users, as you will learn by communicating with any of them. 
(If you do not know of any users in your vicinity write us for their names and address.)

The American System does away with all book-keeping 
and saves time, expensive labor, worry and money thereby. It 
prevents errors which cost money. It handles any kind of a 
business transaction with only one writing. It keeps each and 
every account posted to the minute ready for settlement at a 
moment’s notice. It does away with forgotten charges, dis
puted accounts, and prevents loss in handling petty charge 
sales and C . O . D . sales. It collects accounts and would reduce 
the amount of money you now have outstanding in unpaid ac
counts. The American will keep you in touch with your busi
ness at all times so that you can ascertain the actual net profits 
or losses for any year, month, week or day, down to the hour. 
It gives you the details of your business without requiring 
you to do detail work. It makes satisfied customers and draws 
new trade.

The Am erican is the only system in the w orld  that both saves 
and makes money fo r  its users. W e have pointed out above some 
of the ways in which the American will save money and increase 
profits— some of the ways by which it will pay for itself in a 
few months of use— there are many more which we want to 
explain to you personally.

The advertising feature which is a part of every complete 
American Account Register, which is shown at the top of the 
register illustration to the left, is a real money maker. It will 
increase your sales, make real salesmen of your clerks, and 
works automatically without any expense. W hen our repre
sentative is in your city and calls to see you, be sure to have 
him explain this money making feature to you in detail.

We make over 300 different sizes and styles of Account Registers ranging in price from $50.00 up

We guarantee to furnish you with a more complete system and better Account Register for less money than any other concern in the worldSend your name and address for full information.
The American Case & Register Co.

Salem, Ohio., U. S . A .Kindly give me more information on the American System as it would be used in my own business-Name ----------------------------------------------------------------------------Street and N o -------------------------------------------------- --------------City_____________ ___________________ State_________________________________No. A e ct’s__________________

We want you to investigate the American Account Register System. We want you to 
give us the opportunity to prove the statements we have made. Let us show you how the 
American will save and make money for you in your own business. Cut off the coupon and 
mail it today.

„ The American Case & Register Co.
Salem, Ohio, U. S . A.

Business----- District Sales Offices
42 So. Ionia S t ., Qraad Rapids, M ich., J .  A . Plank, Mgr.
401 Second A ve., Detroit, M ich., R. C . McLeod, Sales Agent
134 So. Boom S t ., Saginaw, M ich., C . h . and H. P. Smith, Sales Agents
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Movements of Merchants.
Jackson—Jacob Walz has opened a 

bakery on Bridge street.
Mancelona—Joseph Cole has open

ed a general store at this place.
White Cloud—Albert Schurger, of 

Monroeville, Ind., will open a bakery 
here.

Portland—Floyd Merrill, of Lan
sing, will open a flour and feed store

Morrice—Jasper Cady has sold his 
stock of hardware to Charles Speer- 
brecker, formerly in the employ of 
the Dunham Hardware Co., of Lan
sing.

Vicksburg—Charles Goostrey has 
sold a one-half interest in his under
taking business to F. L. Critz, Assist
ant Cashier of the Farmers State 
Bank.

purpose of buying and selling coal, 
coke and other fuel, with an author
ized capital stock of $25,000, of which 
$1,500 'has been subscribed and paid 
in in cash.

Detroit—A new company has been 
organized under the style of La 
Marie Antoinette Co. to engage in 
the general confectionery business, 
with an authorized capital stock of 
$15,000 common and $10,000 pre
ferred, of which $15,000 has been sub
scribed and paid in in property.

Saginaw—Nathan Nathan, a resi
dent of this city for more than half 
a century and one of the pioneer 
merchants, died recently, after an 
illness of six years. During war 
times Nathan conducted a large 
clothing establishment on the west 
side and for many years was one of 
its best known merchants. He was 
a leading Mason and was 82 years 
old.

store in charge of Mr. Frank Met
calf.

Manufacturing Matters.
Clare—The Clare Knitting Mills 

has increased its capital stock from 
$15,000 to $50,000.

Lansing—The Olds Motor Works 
has increased its capital stock from 
$2,000,000 to $4,000,000.

Detroit — The Herreshoff Motor 
Co. has increased its capital stock 
from $90,000 to $140,000.

Kalamazoo—The Michigan Buggy 
Co. has increased its capital stock 
from $300,000 to $500,000.

Frankfort—E. E. Smith, of Coats- 
ville, Penn., has started a brass and 
iron foundry in connection with the 
Markham machine shop.

Gaylord—The Olds & Hixson han
dle factory has finished operations for 
the year, having converted 1,500,000 
feet of timber into the finished prod

here.
Hillsdale—Charles Chilson has sold 

his jewelry stock to M. F. Lagassee, 
of Newaygo.

Cheboygan—C. H. DeGowin & Co. 
are succeeded in business by the W. 
A. Lenz Drug Co.

Belding—M. B. Wetmore, of Palo, 
has purchased the meat market on 
North Bridge street.

St. Johns—Lewis Seigel has opened 
a Five and Ten Cent store in the 
Opera House block.

Standish—Keller & Amsbury, deal
ers in groceries and crockery, have 
dissolved partnership.

Ionia—A new meat market has 
been opened here by William Payne, 
a veteran in the business.

Caledonia—B. F. Washburne has 
purchased the flouring mill at this 
place from K. H. Pursel.

Lansing—Eugene Parker, a former 
resident of St. Johns, will open a jew
elry store on Washington avenue.

Colon—Robert Adamson, dry goods 
dealer at North Adams, .has opened 
a new dry goods store at this place.

Cadillac—S. Curtis has purchased 
the hay and feed business of Mrs. 
Robert Johnson at 217 North Mitchell 
street.

Fenton—Henry Adams has sold his 
stock of hardware to Oscar H. Wil
cox, of Ada, and Edward Ward, of 
Standish.

Lowell—Troub & Ives is succeed
ed in the grocery business by Guy 
H. Troub, .who will continue it at its 
present location.

Shepherd—The elevator run by M. 
E. Walker & Son, which was de
stroyed by fire the first of the year, 
is being rebuilt.

Adrian—Ed. J. Fox and William 
Stencell have purchased the Bower- 
find Bakery and will conduct the busi
ness in the future.

Muskegon Heights—DeWitt & Van- 
derstelt, dealers in hardware, have 
dissolved partnership, Mr. DeWitt 
assuming full control.

Dailey—C. J. Howard has sold his 
stock of general merchandise to Wm. 
Forbes, of West Pullman, 111., who 
took immediate possession.

Weston—G. N. Negus has sold his 
stock of general merchandise to W. 
K. Nelson, who will continue the 
business at its present location.

Owosso—Meier Bros, have sold 
their stock of hardware to Thayne 
Neal, of Byron, and Elmer Shadbolt 
of this place, who took immediate 
possession.

Sturgis—H. C. Reed has purchased 
the interest of N. I. Rice in the gro
cery and meat business of Rice & 
Reed, the firm hereafter being known 
as Reed Bros.

Ludington—David Gibbs has pur
chased the interest of his partner, M 
Larsen, in the grocery firm of Gibbs 
& Larsen and will continue the busi 
ness at its present location.

Lansing—The Cadillac cigar store 
of the McKinley estate has been sold 
to W. W. Tucker and Alex McEwan 
of Bay City, who will continue the
business at its present location.

Tecumseh—The Webster-Anderson 
Dry Goods Co. has consolidated with 
S. W. Anderson & Son and will con
duct the dry goods business under the 
style of the Anderson Dry Goods Co.

Scottville—John N. Mack, for more 
than twenty years one of our leading 
merchants, will retire from business 
Jan. 1, turning over the active man
agement to Malcolm H. Coburn, of 
Pentwater.

Ford City (Wyandotte)—P. H. 
Aber, who has conducted a general 
store here for many years, has dis
posed of his grocery stock and will 
devote his entire attention to his dry 
goods business.

Luther—Grant Baker has purchased 
an interest in the meat business of 
Montgomery & Smith, of this place 
Reed City and Cadillac. His work 
will be at the latter city and he will 
be assisted by Miss Mona Baker.

Berlamont—A new company has 
been organized to handle produce un
der the style of the Fox Farm Prod
uce Co., with an authorized capital 
stock of $2,500, of which amount 
$2,500 has been subscribed and $2,500 
paid in in cash.

Wexford—D. W. Connine & Son 
suffered a loss of $32,000 by the de 
struction of their general stock and 
store building last Wednesday. The 
firm had $22,000 insurance. The Econ 
omy Mercantile Co. suffered a loss of 
$7.500, with $6,700 insurance.

Menominee—A new company has 
been incorporated under the style of 
the Central West Coal Co, for the

Flint—Walter J. Bastedo, a young 
tinsmith employed at the Buick plant, 
has been granted a patent on a unique 
attachment for a fire alarm booth. It 
is so arranged that after a person en 
ters the booth and uses the alarm 
box key, the booth door locks auto
matically, holding the person prison 
er until the department arrives. It 
is aimed to prevent false alarms being 
turned in.

Detroit—Fire originating in an ac
cumulation of rubbish in an upper 
room of the building occupied by the 
American Butter & Cheese Co., 31 
and 35 Griswold street, caused < 
property loss of about $1,000 Tues 
day. Owing to the presence of i 
heavy wind and the density of the 
smoke the firemen were handicapped 
and some time elapsed before access 
to the building could be gained.

Bay City—George P. Whitehouse 
for a number of years a prominent 
resident of this city and of late man 
ager of the Robert Beutel Fish Co.’; 
branch house in Chicago, will return 
from that city to take an active part 
in the affairs of the Defoe Boat & 
Motor Works, of whfth he has been 
Treasurer since its organization, H 

ill devote his entire time to the 
duties of his position in the < 
pany.

Kalkaska—Shepley & Campbell 
grocers, have closed their store and 
business here on account of the af 
fliction of the former, who will go to 
Ann Arbor to have an operation per 
formed for some sort cf trouble in 
his head, thought by some to be 
cancer, but this is not fully known 
The stock in the store has been sold 
to Cole Bros., for Mr. Shepley will 
probably be away for from four to 
six weeks.

Charlevoix—A. B. Fleischer, pro 
prietor of the Ivy drug store, and his 
brother-in-law, H. A. Starr, of Lud 
ington, have bought an old-establish 
ed drug store in Santa Barbara, Calif 
Mr. Fleisher has made two trips to 
California within the past year in 
vestigating the opportunity. He will 
not be entirely lost to Charlevoix 
however, as he will retain his store 
here and give it his attention in the 
summer. Winters he will spend in 
California, leaving the Charlevoix

uct.
Hillsdale—The Watkins Paint .Co. 

has engaged in business with an au
thorized capital stock of $2,000, all of 
shich has been subscribed and $400 

paid in in cash.
Lapeer—The Lapeer Land & Tim

ber Co. has engaged in business, 
with an authorized capital stock of 
$30,000, of which $23,500 has been 
subscribed and paid in in cash.

Owosso—The Owosso Culvert & 
Bridge Co. has been incorporated, 
with an authorized capital stock of 
$10,000, of which $7,150 has been sub- 
cribed and $5,425 paid in in cash.

Detroit—The Stenuis Basket Man
ufacturing Co. has engaged in busi
ness, with an authorized capital stock 
of $1,000, of which $1,000 has been 
subscribed and $1,000 paid in in prop
erty.

Capac—The Capac Paper Co. has 
engaged in business with an authoriz
ed capital stock of $100,000, all of 
which has been subscribed, $30,000 
being paid in in cash and $70,000 in 
property.

Detroit—The Detroit Roller Bear
ing Co. has been organized with an 
authorized capital stock of $50,000, of 
which $26,160 has been subscribed, 
$3,000 being paid in in cash and $23,- 
000 in property.

Detroit—A new company has been 
organized under the style of the Vin 
cent Steel Process Co., with an au
thorized capital stock of $100,000, of 
which $85,000 has been subscribed 
and $12,000 paid in in cash.

Blissfield—The Blissfield Creamery 
Co. has engaged in business to manu
facture butter, cheese and dairy 
products, with an authorized capital 
stock of $7,210, all of which has been 
subscribed and paid in in cash.

Irrand Haven—A new company has 
been organized under the style of 
the Superior Miff & Manufacturing 
Co., with an authorized capital stock 

$50,000, of which $44,000 has been 
subscribed and paid in in cash.

Newberry—The Hunter & Love 
Lumber Co. has engaged in business, 
with an authorized capital stock of 
$20,000, all of which has been sub
scribed and $2,400 paid in in property. 
Operations will be carried on at Chi
cago.
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The Produce Market.
Apples — $2-75@3 per bbl. for 

Wealthy, Maiden Blush, Sweet Bough, 
King and Wagner.

Beets—75c per bu.
Butter—There is an active demand 

for all grades of butter. The outlook 
for the coming week is continued 
good consumptive demand at un
changed prices. Local dealers hold 
factory creamery at 30}4c for tubs 
and 31 c for prints. Dairy ranges 
from i 8@I9c for packing stock to 
25c for No. 1. Process, 27c. Oleo,
IO@20C.

Cabbage—Home grown, 40c per 
doz.

Cantaloupes—Michigan Osage, 60c 
per doz.

Carrots—60c per bu.
Cauliflower—$2 per doz.
Celery — Home grown, 18c per 

bunch.
Crabapples—$1 per bu.
Cranberries—$7 per bbl. for Early 

Blacks from Cape Cod.
Cucumbers—75c per bu. for garden 

grown.
Eggs—The market has not scored 

any advance, but the general tone is 
very firm and a higher range is quite 
likely. Since fairly cool weather set 
in they have been more largely used 
for table use, as shown by the heavier 
buying on the part of retailers, who 
are taking double the amount of a 
week ago. There will be a good de
mand for fresh stock for some time, 
and as storage goods will not be with
drawn for at least six weeks, the 
price on newlaid is bound to hold 
firm or advance; at the same time 
it will pay to, market steadily in or
der to keep stock fresh, as advances 
are not likely to be greater than the 
loss entailed by shrinkage in holdings. 
Local dealers pay 22c f. o. b., holding 
selected candled at 24@25c.

Egg Plant—$1 per doz.
Grapes--T2c for 8 lb. basket of 

Concords, Wordens and Niagaras; 
12c for 4 lb. basket of Delawares.

Green Corn—10c per doz.
Green Onions—15c for Silver Skins.
Green Peppers—$2 per bu. for red 

and 65c for green.
Honey—14c per lb. for white clov

er and 12c for dark.
Lemons—The market is still strong 

on the basis of $4-5o@5 per box for 
both Messinas and Californias.

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

Onions—Home grown are now in 
market, commanding $1 per 70 lb. 
sack. Spanish are in fair demand at 
$1.50 per crate.

Oranges—Late Valencias command 
$3-35@3-65-

Parsley—25c per doz. bunches.

Peaches—Late Crawfords, $2(0)2.25; 
Snacks, $1.65(0)1.85; Chilis, $i.5o@ 
x.75. The season has been an ideal 
one in nearly every respect. The 
crop was generally fine, the weather 
favorable with the markets hungry 
for good stock.

Pears—$1.25 -per bu. for Sugar; 
$1.50 for Clapp’s Favorite.

Pickling Stock—Cucumbers, 20c per 
100; white onions, $2.50 per bu.

Potatoes'—Home grown fetch 60c 
per bu. or $1.75 per bbl.

Poultry—Paying prices for live are 
as follows: Fowls, I2@ i3c; broilers, 
I4@ i5c; ducks, 9@ioc; * geese, n @  
12c; turkeys, I3@i4c.

Radishes—15c per doz. bunches.
Squash—ij4 c per lb. for Hubbard.
Sweet Potatoes—$3.25 per bbl. for 

genuine Jerseys and $2.25 per bbl. for 
Virginias.

Tomatoes—65c per bu. for ripe and 
50c for green.

Turnips—50c per bu.
Veal—Dealers pay 5@6c for poor 

and thin; 6@7c for fair to good; 8@ 
io ^ c  for good white kidney.

Watermelons—Home grown are in 
fair demand at $1.50 per bbl.

The Grocery Market.
Sugar—The refined sugar market 

is weaker, but only by reason of com
petitive conditions. Nominally the 
market is 5.05 cents, but sales have 
been constantly made at 4.95 cents. 
During the week the Federal has offer
ed sugar for shipment anywhere, in 
bags only, however, at 5 points less, 
and in some localities at 10 points less, 
or 4.85 cents. The latter offer was 
to meet the competition of the new 
domestic beet sugar, which will be 
ready for delivery in October. As 
yet the other refiners have not fol
lowed, but the feeling is weak. The 
demand for refined sugar is fair.

Tea—Reports just received from 
Japan, stat^ that weather conditions 
have not been favorable for a good, 
well-developed crop and that, in con
sequence, the second and third crops 
have been lower, both in quantity and 
quality, than the previous year. On 
grades of 22c and lower there is a 
big shortage and nothing to be had, 
which is an extraordinary condition 
at this time of the year. The es
timated crop is fully as large as last 
year, but of the higher grades. The 
first purchases of Formosas were the 
cheapest and best. Later teas show 
marked decrease in quality with high
er prices prevailing. The crop will 
probably run a million pounds short 
of last year. Latest cable advices 
quote the Ceylon and India markets 
very strong for all kinds of tea.

Coffee—The market has been fairly 
steady for Rio and Santos coffee dur

ing the past week, notwithstanding 
the large crop movement. The con
sumptive demand is very fair. Mild 
coffees are steady and in fair de
mand. Java and Mocha are in mod
erate demand at unchanged prices.

Canned Goods — Tomato packers 
report that the glut of raw stock is 
about over an 1 that the necessity to 
sell in order to prevent overcrowding 
of warehouses or to secure ready 
money has been removed. Not much 
demand is noted at present for corn, 
but, on the other hand, there is no 
pressure to sell. The tone of the 
market for Southern Maine style is 
particularly strong, as there seems 
now to be little doubt that the pack 
will be a very short one. Peas are 
unchanged. Nothing of fresh inter
est has come to the surface in the 
canned fruit market during the week. 
Trade in California fruits has been 
slow, but there is a firm feeling, par
ticularly in apricots and pears. Gal
lon apples remain strong under the 
conditions previously reported. Smail 
fruits are in limited supply and firm, 
but at present the market is inactive. 
The market for domestic sardines is 
still unsettled, but there is a firmer 
undertone which, according to some 
accounts, is based on efforts to bull 
the market. The upward tendency of 
prices seems to have had a stimulat
ing effect upon the demand. Nothing 
new is reported in salmon. The mar
ket is quiet but firm.

Dried Fruits—Apricots are moder
ately active and steady to firm. Rais
ins are exceedingly dull and weak. 
Currants are seasonably active and 
unchanged. Apples are unchanged 
and quiet. Other dried fruits are 

¡dull and unchanged. Prunes are firm
er, the minimum basis price being 
2?4c f. o. b. The demand is light ex
cept for foreign shipment, which is 
large. Peaches are firm and wanted. 
The market is about ic per pound 
above the lowest price reached a few 
weeks ago.

Cheese—The market is in a healthy 
condition at unchanged prices. The 
make is light for this season of the 
year and consumption is very good. 
There is not likely to be any change 
in the market or prices this coming 
week.

Spices—The market is very active. 
Higher prices are in order. The de
mand is steadily increasing and it is 
now likely that better values will be 
realized over the winter months.

Rice—Owing to the damage to the 
rice crop by the recent Gulf storm 
prices in the South have sharply ad
vanced. Reports have been received 
that conservative estimates place the 
damage to the Japan crop at full 50 
per cent, of the total of that crop. 
Rough rice has advanced to 40c per 
barrel. Duplicate orders sent to 
Southern mills for cleaned rice were 
turned down, higher prices being de
manded. The situation is strong and, 
with prospects for active buying, in
dications point to further rises in 
prices pending a detailed report as 
to the damage to the rice crops in 
the rice belt.

Syrups and Molasses—'Manufactur
ers of glucose have advanced 10 
points and compound syrup has been

marked up ic per gallon with it. Tin
ned syrup has advanced correspond
ingly. The demand for compound 
syrup is fair. Sugar syrup is dull and 
unchanged. Molasses on spot is not 
wanted just now, arid prices are un
changed. The outlook is for a large 
crop of molasses, of which the great
er part, however, will be low and 
medium grades.

Provisions — Everything in the 
smoked meat line is strong and ad
vancing. There is a good consump
tive demand for all cuts. There has 
been no change in prices the past 
week. Pure lard is very scarce and 
meets with ready sale at the top of 
the market. Compound is very firm 
at ic per pound advance over one 
week ago. There has been no change 
in prices of barreled pork, dried beef 
and canned meats. There is a good 
consumptive demand.

Fish—Cod, hake and haddock are 
languishing on account of the warm 
weather. Prices are unchanged and 
the demand is dull. Domestic sar
dines have taken another peculiar 
turn, in that most holders have with
drawn prices on quarter oils. Some 
authorities say there are thousands 
of unsold cases of quarter oils in 
Eastport, while others declare that 
stocks are low with the situation firm. 
Imported sardines are unchanged and 
steady. Salmon on spot is in good 
demand at firm prices. New salmon 
is fairly active yet at steady to firm 
figures. The new Norway mackerel 
are now offered for future delivery, 
but sales have been light owing to the 
high prices. The new prices are a 
shade lower than last year’s opening, 
but almost $2 per barrel above the 
present spot prices. There is some 
expectation that new prices will de
cline, but if not Irish mackerel will 
be afforded a much better opportu
nity than they would otherwise have. 
Shore mackerel are scarce and dull.

Bessemer—Fred J. Carr, General 
Manager for the Mosher Lumber Co., 
of Toledo, was here last week and 
reported that the work at the mouth 
of the Carp River is being pushed and 
that by next summer a new town, 
which will rival Ashland or Mar
quette, will be on the map. The con
struction of a $50,000 dock is under 
way. The timber in the Carp River 
country is said to be of the very best 
to be found on the shores of Lake 
Superior. It is mostly hemlock, elm, 
birch, maple, bass and cedar. The 
electric tramway for logging and sup
ply purposes, which will be built by 
this company, is an entirely new ven
ture.

The Tomlinson Lumber Co. has 
opened a grocery department in con
nection with its business at Hast
ings. The Lemon & Wheeler Com
pany furnished the stock.

The next annual convention of the 
Retail Grocers and General Mer
chants Association of Michigan will 
be held in Detroit, May 23, 24 and 
25, 1910.

The Rice Veneer and Lumber Co. 
has increased its capital stock from 
$10,000 to $40,000.
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Grand Rapids Jobbers Visit Two 
Busy Cities.

About twenty representative whole
sale dealers, members of the Grand 
Rapids Board of Trade, boarded the 
northbound G. R. & I. train last 
Thursday morning for a trip to Cad
illac and Traverse City. When the 
party arrived at Cadillac they were 
met at the train by representatives of 
the Cadillac Board of Trade and es
corted to the Hotel McKinnon for 
luncheon. At the same time the vis
itors were handed printed folders, ex
tending a cordial welcome to the city 
and bearing the programme for the 
day’s proceedings, as follows:

11:30 to 1—Luncheon at Hotel Mc
Kinnon.

1 to 3:30—Visits to merchants and 
factories.

3:30 to 5—Automobile ride.
5 to 6—Visit to lumber offices, Y. 

M. C. A. and public buildings.
6 to 7:30—Dinner at Hotel McKin

non.
7:30—Informal reception at K. P. 

Club rooms.
Reception Programme.

Solo by W. A. Merrill.
Address of welcome by Henry 

Knowltori, President Cadillac Board 
of Trade.

Response by Heber A. Knott, Pres
ident Grand Rapids Board of Trade.

Addresses b)- representatives of 
Cadillac.

Responses by representatives of 
Grand Rapids.

Solo by Howard Baker.
Address by a representative of Cad

illac.
The day was an ideal one so far 

as weather was concerned and the 
visitors enjoyed their trip to Cadillac 
greatly. The reception in the even
ing was a very pleasant feature of the 
day and the speeches and informal 
talks all breathed a spirit of fellow
ship and good comradeship. Referring 
to the visit the Cadillac Evening 
News made the following editorial 
expression:

“The City of Quality extends a 
hearty greeting and a very cordial 
welcome to-day to our honored 
guests, the business representatives 
of Grand Rapids, the City That 
Knows How.

“ We are quite inclined up here in 
Cadillac to regard ourselves as some
what self-sufficient and to talk of the 
things we can do and can be through 
our own exertions. But such expres
sions are usually made more in a 
spirit of mutual encouragement than 
through serious reflection, and wre 
well know the limited extent to 
which they are true.

“Those who know much or little of 
the practical and theoretic movements 
and relations of individual and com
munities know that Cadillac is more 
than a little dependent upon Grand 
Rapids, just as our larger neighbors 
farther down on the Grand Rapids & 
Indiana Railroad are to some extent 
dependent upon Cadillac.

“ One important line of our growth 
and development as members of fam
ilies and of communities and sections 
in these latter days comes through 
the betteT recognition of our relation

to each other and our responsibility 
for each other. The well-doing of 
Grand Rapids, the contentment of 
the people of Grand Rapids and the 
upbuilding of Grand Rapids are mat
ters of direct interest and importance 
to Cadillac.

Mutual progress and all the ele
ments that create contentment can 
not exist in one community without 
proving of direct value to all the oth
er communities to which it is re
lated. The progress of Grand Rap
ids through recent years has been in 
many ways helpful to Cadillac, and 
we believe it to be true that every 
additional industry gained by our 
city, every new farm cleared in this 
vicinity and every new home estab
lished in Cadillac add something to 
the material and business value of 
property in Grand Rapids. And the 
elements that make for contentment 
and happiness in Cadillac are prac
tically effective in reproducing their 
kind in Grand Rapids.

“ It is because we- believe these 
things to be true that as a repre
sentative of Cadillac the Evening 
News is cordial and sincere in its 
greeting to our Grand Rapids visit
ors to-day, the representatives of the 
wholesale dealers of that city. We 
approve of the purpose of their vis
it and hope it will be in every re
spect satisfactory and successful.”

The late train Thursday evening 
bore the wholesalers to Traverse 
City, where they were pleasantly 
entertained at the Park Place Hotel 
and devoted nearly the entire day Fri
day to viewing the city, calling on 
their customers and making the ac
quaintance of prospective customers. 
Some of the guests were taken to Old 
Mission and others made an automo
bile trip to Wexford, interviewing the 
merchants who were deprived of their 
buildings and stocks by fire the day 
before. The feeling here was also 
very cordial and many pleasant hours 
were spent by the visitors, who left 
Traverse City at 4:30 and arrived in 
Grand Rapids at 9:15.

Referring to the visit the Traverse 
City Eagle contained the following:

“ Slipping into the city in their pri
vate car, quietly and unostentatiously, 
twenty-three of the prominent whole
sale merchants of Grand Rapids ar
rived here at 11 :15  Thursday evening 
over the G. R. & I. from Cadillac. It 
is a visit of considerable importance 
from many standpoints, and presages 
an era of commercial advancement 
which wall have its effect on this city 
and the surrounding country. It is 
for the purpose of securing a more 
firm union between the wholesalers 
of the Furniture City and the retail
ers of the Queen City that this trip 
was planned, and while it has been 
attended by little pomp and ceremony 
the results will be as sure as if the 
band of visitors were accompanied 
bj the blare of trumpets.

“Viewed from the angle of import
ance this visit is of considerable mo
ment as securing for Traverse City 
its rightful place in the respect of the 
middlemen. Such an undertaking a? 
these representatives of the Furni
ture City have planned is not en
tirely for their own personal benefit,

but it is the outcome of a determina
tion to cement more firmly than ever 
the business relations between the 
two cities which are geographically 
in the same district where conditions 
are common and where a union can 
not but be beneficial.

“ When the visitors arrived here it 
was to find a committee from the 
Board of Trade ready to take them 
to the hotels to remain for the night. 
They asked not for a grand recep
tion, but to be shown merely the 
courtesy which the city would extend 
to any visitor, and which they re
ceived in ample measure. Bright and 
early this morning automobiles were 
put at their service, and during the 
day they had but to suggest their 
wants to the Entertainment Commit
tee to receive any favor which could 
possibly be shown them.

“ Their visit about the city included 
not only the individual stores in 
which the wholesaler is of course vi
tally interested, but also the beau
ties with which the city is possessed, 
including the handsome drives in and 
about the business center. Many were 
the remarks made by the visitors 
which prompted a spirit of harmony 
which prevailed throughout the day.

“ After they had looked their fill 
and met the merchants about the city 
they left at 4:30 over the G. R. & I. 
for their home, but it was with a 
feeling of intense gratitude for their 
entertainment, coupled with a desire 
to receive at any and all times any 
representatives of this city who might 
happen in Grand Rapids. Cadillac 
and Traverse City were the only cit
ies visited on this trip, but it may be 
the forerunner of many more of 
these profitable excursions.”

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

New York, Sept. 251—For a few 
days business has been secondary to 
the celebration. There must be very 
many buyers among the crowd and 
these will, doubtless, leave a good 
deal of money with the jobbers. Mar
kets generally are well sustained and 
Brazil coffee is selling more freely 
than last week, but buyers are not 
purchasing much ahead of current 
requirements. In store and afloat 
there are 3,678,000 bags against 
3,237,883 bags at the same time last 
year. Most of the jobbing houses 
here will close this afternoon and on 
the afternoons of Tuesday and 
Thursday. At the close Rio No. 7 is 
quoted in an invoice way at 7J4@ 
7^c. Mild coffees show steady im
provement and orders have come in 
freely from almost all parts of the 
country.

Teas keep up the recently-acquired 
spurt of activity, much to the delight 
of sellers, and the outlook is most 
encouraging. Cables are strong and 
everything points to advancing quo
tations. It is a good time to make 
purchases of tea because the supplies 
are almost certain to be short.

Sugar is steady. Refineries are 
making an effort to catch up on or
ders and within a week the market 
will be running along in good shape,

but just now the trade is making a 
great howl for promptness in deliv
ery. Prices are well sustained.

Rice is firm and every day sees a 
firmer feeling among the trade. The 
big storms have played havoc with 
the crops and the milling properties 
and the outlook is anything but 
cheerful. Offers have been turned 
down on the basis of present rates 
and large sales made at a pro
nounced advance.

In spices pepper has occupied the 
center of interest. Some large sales 
have been made and it is reported 
that London is a buyer here. Black 
Singapore is 7^2 c and on this basis 
parcels have changed hands freely. 
The whole list of spices seems to be 
moving with greater freedom and 
quotations arc firm in every instance.

Molasses is quiet, but with a firm 
undertone, owing to the reports from 
the South regarding the damage done 
to crops. Prices as yet show no 
change whatever. Syrups are firm.

Canned goods sell in about the 
usual manner. The tomato pack is 
ended and at this writing there seems 
to be a more confident feeling among 
packers. Stock can still be bought 
at 62Y2C., but holders are not urging 
sales at this. There is no -question 
of a dearth of canned tomatoes, but 
at the same time there will not be 
the tremendous pack that has been 
put up in some former years. There 
is said to be a pack of peas half a 
million cases less than last season 
and quotations are pretty well sus
tained. Desirable corn is also short 
and quotations are firm. Other goods 
are unchanged.

Butter is steady for the top grades 
and the whole range is firm. Cream
ery specials, 31c; extras, 30c; firsts, 
28@29c; creamery, 30(0)31 c; imitation 
creamery, 24*4 @25% c; Western fac
tory, 23J^@24C.

Cheese is steady at I5 ^ @ i6 ^ c  and 
in good demand.

Eggs have arrived more freely and- 
the market is somewhat lower. West
ern extras, 28@3oc; extra firsts, 26@ 
27c ; firsts, 24k2@25k2C.

Pleasure and Sacrifice.
An alert little 5-year-old was vis

iting a city park with her mother for 
the first time. She had noticed the 
beautiful red and white swan boats, 
as they passed through in the morn
ing, and her mother had promised 
they should come back after the shop
ping was done and have a ride.

Shortly after dinner they stood on 
the bridge over the lagoon, watching 
the boats below and listening to the 
cry of the barker as he tried to in
duce the passing crowds to patronize 
his swan boats.

But wihen her mother started to
ward the boat landing, little Elsie 
declared very vigorously that she 
did not want to go at all, and as her 
mother urged her, broke forth in 
tears.

This sudden fear was so different 
from her former eagerness that her 
mother could not understand it until 
she noticed the boatman’s call.

He was crying: “ Come along, come 
along—ride clear around the pond— 
only 5 cents for ladies and gents—? 
children thrown in!”

- W . T
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F. M. Gardner, Representing Hirth- 
Krause Co.

Mr. Gardner's father, S. Albert 
Gardner, was born January 17, 1843. 
in Cuyahoga county, Ohio, to which 
place his father, Warren Gardner, 
came direct from the Mohawk Val
ley, New York. His grandmother 
was Dutch. His father enlisted Aug. 
14, 1862, and was mustered out May 
13, 1865. On Aug. 2, 1865, he mar
ried Miss Mary A. Downing, a 
schoolmate of his boyhood days. She 
was a direct descendant of old Eng
lish stock, her people coming from 
New York. May 13, 1866, his father 
and mother landed at Traverse City 
and went to occupy a farm previous
ly purchased by his grandfather for 
them. This farm is located in Blair 
township, Grand Traverse county, 
about one and one-quarter miles from 
the present village of Grawn. The 
farm was then solid timber and they 
began keeping house in a board 
shanty built of green pine lumber. 
June 23, 1867, a daughter, Elsie B., 
was born. She is married and lives 
in Traverse City. Sept. 1, 1872,
Frank M. was born. His childhood 
was a happy one, both father and 
mother giving him all the advantages 
possible. He had to go one mile to 
school, but in bad weather his fa
ther took and came for his children. 
When 10 years old his father gave 
him a pair of steer calves, which he 
broke and used as playfellows for the 
next three years, by which time they 
were well developed, and he sold them 
for $103, the first money of any con
siderable amount he ever had. He 
can remember distinctly the day he 
sold them and how he cried when 
they were driven away, but the’ family 
were beginning to need money at that 
time and had no particular need of 
the yoke of young oxen, his father 
having died Oct. 31, 1883, when Frank 
was T1 years ofage.

At the age of 15 his desire for bet
ter school facilities induced his 
mother to remove to Traverse City 
for the winter. They returned to the 
farm the next spring and he took 
the lead in the cultivation of the one 
hundred acres of cleared land owned 
by the family. He had to do a man’s 
work, for the hired men would do 
ro more than he did. He bruised his 
thumb in cradling grain, causing a 
felon, which interrupted his work 
considerably.

The next fall the family rented the 
farm and removed to Traverse City, 
the mother buying a house on West 
Ninth street, in which she still lives. 
During vacations he did such work 
as he could find. He helped dig a 
ditch for a water main, worked in a 
sawmill, worked a farm for others, 
did odd jobs of painting and split
ting wood—in fact, everything be 
could find, for times were hard with 
the family.

His first work as salesman was 
done at holiday time in a bazaar 
store and his first road work was 
taking orders for enlarged pictures. 
He did the work himself and made 
good money and sold a good many 
articles, but the profit was so large 
he felt guilty, so he took up the sale

of an odorless frying pan and met 
with very good success until he 
struck an old couple who used a gas
oline stove altogether and it was a 
tough nut to crack and convince them 
that a frying pan could be odorless 
when used on such a stove, but he put 
up good enough talk so he made the 
sale, for the old gentleman said he 
“guessed they could use one any
way, as it was a good pan.”

He graduated from the Traverse 
City high school in June, 1892, and 
took a position as night clerk in the 
Baptist resort hotel, on the west 
snore of Grand Traverse Bay. He 
did not care for this work and ac
cepted a position in August with H. 
F. Gill, at that time the largest mer
chant at Northport. He asked H.

Frank M. Gardner

Montague, General Manager of the 
Hannah & Lay Mercantile Co., at 
Traverse City, for a position in the 
shoe department, and as an opening 
occurred in October he accepted the 
same, beginning work at $25 per 
month and boarding at home with his 
mother, paying her for same in the 
regular way. When they thought he 
was worth more they gave it. In 
July, 1895, his services were solicited 
b; A. B. Hirth, then a member of 
Hirth, Krause & Co., to go on the 
road for that house, and after con
sulting his mother he accepted the 
position and went to Grand Rapids 
for headquarters.

December 31, 1895, he married Miss 
Katherine Loudon, daughter of Wan. 
I.oudon, of Traverse City. They 
made their home in Grand Rapids on 
James street for one year, then mov
ed to South College avenue, where, 
on July 2, 1897, a daughter was born, 
Margaret by name. In 1900 they re
turned to Traverse City, his terri
tory having been condensed and 
Traverse City being a better point to 
work from. In 1905 he began build
ing a home at 809 Sixth street, Trav
erse City, and moved into it in 
March, 1906.

Mr. Gardner still owns a part of 
the old farm and cherishes it far 
above its real money value. He also 
holds $10,000 of the capital stock of 
the Hirth-Krause Co. and has other 
investments of a substantial and 
profitable character. He has lately

formed a copartnership with Luther 
V. Barker, Honor, Dr. O. E. Chase, 
Traverse City, James M. Loudon, 
Grand Rapids, and Fred C. Rice, 
Traverse City, to engage in the 
banking business at Stanwood under 
the style of the Stanwood Commer
cial Bank, which will probably be 
merged into a stock institution lat
er on.

Movements of Working Gideons.
Detroit, Sept. 28—The Griswold 

House meeting was favored with 
song and praise from the River 
Rouge Male Quartette, composed of 
E. P. Bates, R. Mackeldy, Robert 
Morris and Rev. J. E. Littell, all of 
the River Rouge Baptist church. 
They sang first at the head of the 
stairs, then three pieces in the par
lor, then at the close near the foot 
of the stairs. W. R. Barron was 
leader of the meeting and in his 
forceful way gave us some of his ex
periences. He said when he was a 
young man and joined the church he 
remembered a man coming to him 
and saying, “Do you belong to that 
church? Do you know the kind of 
people who belong there? They are 
a crooked bunch. You better steer 
clear of them.” What the man said 
had such an influence that he deter
mined that he would take his Bible 
and be a Christian all alone. He 
went out to his uncle’s at Grape 
Harbor and as he looked up he could 
see straight and crooked vines and 
they all had fruit on when the branch 
was attached to the vine. Some of 
the branches were crooked and some 
straight. Some . of the crooked 
branches had more than those that 
were straight. It was not the shape 
o? the branch that determined the 
fruit. It was its attachment to the 
vine. He said he remembered seeing 
a very crooked Tog cut into lumber. 
When the saw had passed through 
the log a few times it was straight. 
There was but little lumber in the 
log, but what there was was straight, 
and those very crooks and knarls in 
the log made the best and highest 
priced lumber. We are all in the 
hands of our Master and wTe are be
ing perfected. It is not what we 
now are. It is what we are to be. 
We are now in the hands of the pot
ter. “ It does not yet appear what we 
shall be, but we know when He comes 

I we shall be like Him.” The One who 
is now moulding us and shaping us 
will finally be our judge. We can 
not judge each other as we are being 
shaped and formed. We must wait 
until the Master’s hand has finished 
the work. He has begun in us and on 
us and through us.

Rey. J- E. Littell gave the main ad
dress and he used a little man for his 
subject. He read the first part of 
the nineteenth chapter of Luke and 
then he came back to the fourth and 
fifth verses, and then we knew he 
was after Zaccheus, and we had a 
picture drawn of a little dwarf Jew. 
He was rich, yet he wanted to see 
Jesus. “Where there is a will there 
is a way.” This rich Jew dropped all 
dignity and all false pride, because he 
wanted truly to see Jesus and took 
the first and best chance he could. 
He saw a tree and he climbed it and

T
he forgot all about his money and 
position. He wanted to see Jesus. 
When Jesus came along Jesus wanted 
to see him and He said, “ Come down 
and make haste, Zaccheus, for 1 must 
abide at your house.” The little Jew 
made haste and got out of the tree 
and the multitude found fault with 
Jesus because he was going to be the 
guest of a sinner. When the little- 
man and big sinner was face to 
face with Jesus he began to confess 
his sin, and when he confessed all 
Jesus torgave not only his but his 
whole family’s. No one ever sought 
Christ sincerely who did not find 
Him. Zaccheus knew a place where 
he could see Jesus and he was little 
and sinful and every man knows of 
places where he can put himself in 
the way to see Jesus. It took cour
age for the rich Zaccheus to leave 
dignity and climb the tree and it took 
courage for Christ to abide in the 
home of a man so despised, contrary 
to a strong popular prejudice; yet 
Jesus came “ to seek and to save that 
which was lost.” We are all sinners 
but some of us lack the proof of 
conversion which Zaccheus had—re
pentance, confession, restitution and 
benevolence. We must make good 
the wrong practiced.

State President Gordon Z. Gage 
and wife, Mr. and Mrs. C. L. Mitchell, 
Miss G reen, Mr. and Mrs. F. E. 
Chapman, Fowlerville. A. T. Jones. 
Boston, the writer and all enjoyed a 
meeting of unusual interest. The 
next meeting will be led by W. D. 
VanSchaack, aided by Gordon Z. 
Gage, with Sister Gage presiding at 
the piano.

The Michigan Gideon State Rally 
will be held Saturday and Sunday, 
October 9 and 10, at Kalamazoo. 
Since the last National convention 
the states do not receive the 50 cent 
rebates, and this will mean freewill 
offering from every member for 
State expenses. This call is now be
ing made by State officers.

John Adams Sherick, of" Grand 
Rapids, is now confined to his bed 
on account of an accident. The trade 
and the brothers have missed him on 
his trips of late.

Flint Camp of Gideons have ar
ranged a Bible fund service for Sun
day, October 3, and Wheaton Smith, 
of Detroit Camp, will address the 
meeting. This is one of many serv
ices to be held in the State for this 
cause in the near future. “A Bible 
in every guest room in every first 
class hotel in the United States” is 
our call. Aaron B. Gates.

A Thoughtful Tramp.
“This morning I gave a tramp a 

hot breakfast, after which I led him 
out to the wood pile and handed him 
the axe,” imparted the wife, “but he 
laid the axe down with such a 
thoughtful and commiserating re
mark that I gave him a dime and 
let him go.”

“What was his thoughtful and 
commiserating remark?” enquired her 
husband.
' “ He sighed and said he couldn’t 
bear to take work away from his fel
low men.”
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A  B L E S S E D  C U R S E .
Ever since Adam left Paradise he 

and his descendants have been find
ing fault with their hard lot. The 
ground was cursed for his sake and 
from that day to this “ In the sweat 
o ' thy face shalt thou eat bread till 
thou return unto the ground.” So 
from life’s end to life’s end man
kind has taken up his burden with 
its thorns and its thistles and has 
eaten of the herb of the field just in 
proportion as he has been success
ful with subduing the impediments 
that have hindered its growth. What 
that success has been requires at this 
late day no detailed account, but 
right around home here there are 
pretty fair signs that he whose career 
was blighted with a curse has found 
that curse the greatest blessing that 
could have come to him and his pos
terity.

It will be considered no revealing 
of the family secrets if it be said 
openly and without reserve that 
Adam was lazy, and after all these 
generations it is generally conceded 
that in this respect in Eve he met his 
match. There was nothing, however, 
to work for. Food and shelter had 
been lavishly provided and in that 
climate clothing was not a matter of 
concern, so that when Raphael came 
unexpectedly to dinner the “ mother 
of mankind”
—“fruit of all kinds, in coat 
She gathers, tribute large, and on the 

■ board
Heaps with unsparing hand; for drink 

the grape
She cnishes, inoffensive must, and 

meaths
From many a berry, and from sweet 

kernels pressed 
She tempers dulcet creams.”

Without exertion they entertained 
their Heaven-sent guest and Milton 
who describes the feast, says nothing 
about clearing up the table and wash
ing the dishes after the banquet was 
over. There was literally nothing to 
do—a condition that would have con
tinued from that day to this had 
there been no curse.

History illustrates the same idea. 
The enervated races are always the 
underlings. Wherever the sun is 
warm and the ground is fertile the

man born there has little or no in
centive to exertion. He is in a land 
flowing. with milk and honey, both 
provided by no effort or forethought 
of his own. So he eats and sleeps 
and like other animals finds eating 
and sleeping to be the end and the 
aim of existence, and like his fellow 
animals, too, is content to have it so. 
That, however, is not the world’s 
work as humanity considers it. There 
are worthy deeds to be done, there 
are splendid prizes to win, there are 
heights to be gained and kept and 
even with both Poles found there are 
other problems to be solved and oth
er mysteries to be explained. Will 
the glutton and the sluggard explain 
them?

A man has just gone out of here 
who in a single sentence has express
ed a thought very common in the 
United States; “ I began the world, 
you might say, with nothing. My 
two hands were all the capital I left 
home with when I was 12 years old. 
I couldn’t read and I couldn’t write 
my name; but, you know, I didn’t let 
that stagger me. I soon got a place 
where I could earn my living and 
started in. Tough? Well, I don’t 
know. I believe it was the making 
of me. I had to earn what I got and 
in getting I found out that saving 
was a good deal more than the earn
ing and I saved. The cents and the 
nickels when they got into my hands 
stayed there, now I tell you, and to
day I can—well, you come to the 
town where I live and ask all the 
questions you want to. I ’m afraid, 
though, I overdid it. I never had any 
fun except what I could get in pinch
ing; but I ’m making up for that by 
letting the children have a loose rein. 
They’re never going to work as I 
>ad to and it does me lots o’ good to 

have them go for a dollar and a 
half where I couldn’t go for ten 
cents!”

The man is the son of Adam, there 
s no doubt about that. Like his 

father he received the curse and like 
bis father, too, by the sweat of his 
brow he grappled with the thorns and 
the thistles and subdued them, until 
the herb they tried to choke brought 
forth more than a hundred and made 
the curse a blessing.

T H E  L A W ’S D E L A Y S .
There has at one time or another 

been an infinite amount of talking 
about the law's delays, but the requi
site reform has not been accomplish
ed. Agitation and discussion are val
ued as public educators anyhow 
They instruct and stir up public opin
ion and public opinion is strong 
enough to achieve anything it under
takes when once earnestly aroused 
Legislators are guided by it eventual
ly. It seems strange that so little 
reform has been brought to pass in 
this particular, because no good pur 
pose is served by a continuance of 
the present system and nobody in 
particular profits financially by it. 
The lawyers would have just as much 
and more business if civil and crim
inal cases were disposed of more 
promptly. . Many people hesitate to 
sue a just claim and sometimes re
frain from doing it because they know 
the defendant will keep it lagging in

the courts so long that the time and 
annoyance involved are worth al
most as much as the claim, and the 
claimant lets it go rather than bring 
suit, with its attendant bother and 
expense.

The law’s delays in criminal cases 
are even worse and more dangerous. 
In his recent speech in Chicago Pres
ident Taft referred to that particular
ly. He declared in so many words 
that it is not too much to say that 
the administration of criminal law in 
this country is a disgrace to our civ
ilization and that the prevalence of 
crime and fraud, which is here greatly 
in excess of that in the European 
-.ountries, is due largely to the fail
ure of the law and its administrators 
to bring criminals to justice. As to 
the truthfulness of this assertion 
there can be no question. Especially 
s it obvious if the prisoner has a lit

tle money. Then he can hire a law
yer who will make dilatory motions, 
postpone the trial, take appeal and 
resort to a dozen devious methods 
for delays, until some of the witness
es die or move away and perhaps thus 
defeat the ends of justice altogether. 
The certainty of punishment is the 
greatest deterrent of crime. Every 
time a criminal escapes it encourages 
others to take criminal chances and 
commit misdeeds with the hope' that 
they, too, may be equally fortunate 
and suffer no penalty for their of
fenses. The President pointed out 
how in his judgment some reforms 
could be accomplished. The matter 

one deserving the attention and 
the support of all the people in every 
state, for the state as well as the 
Federal courts suffer in this way. The 
reform will come when there is an 
earnest, united public opinion de
manding it, an opinion which is em
phatically voiced and persistently 
urged.

“And then,” continued the mer
chant, “ even if this were not the fact, 
it is worth any man’s while—that is 
if he cares to meet the demands of 
his trade—to be on the spot so that 
he can pick out as to quality and 
price just what will give the best 
satisfaction to that trade. Every 
good merchant knows to a dot al
most what will be called for and how 
much will be required.”

“What percentage of loss through 
buying too much or too little of green 
stuff and fruits comes to the average 
retailer?” was asked.

And the merchant observed that 
that enquiry was but another form 
of the original question, “ Keep 
track of what?” The percentage of 
loss varies in almost exact ratio to 
the regularity and comprehensiveness 
with which a retailer keeps track of 
the daily local market. Those who 
rarely visit the market but depend 
upon proxy representatives lose more 
through poor and ill judged selection 
and because they do not keep in in
timate touch with the daily idiosyn
crasies of the market than do those 
whose habit is “keeping track.”

K E E P IN G  T R A CK .
One day last week, very early in 

the morning, a representative of the 
Tradesman rode toward his home 
from the city market upon one of the 
delivery wagons operated by one of 
the leading retail grocers of Grand 
Rapids, and the merchant himself was 
driving the horse. Curious over the 
fact that the merchant, a gentleman 
in easy circumstances, should be on 
the wagon, the question was asked, 
“ Do you visit the market every morn
ing?”

“Almost without exception,” was 
the reply, and then he told how he 
had found that not only the easiest 
but the most reliable way to “keep 
track.”

“ Keep track of what?” was asked.
“ Of the most difficult and biggest 

end of our business through the fruit 
season,”  was the answer. He told 
how the market, not only for fruits 
but for vegetables, fluctuates and 
sometimes from seemingly no cause 
whatever. It may be light deliver
ies or poor ones or exactly the op
posite; it may arise through some 
campaign for an hour or two on the 
part of market farmers or it may 
come from similar action by the com
mission men. Rarely is it that a 
man can put his finger on the exact 
cause.

1

A  P IT IA B L E  S P E C T A C L E .
Two decades and more of experi

ence in the isolated and nearly in
accessible Arctic regions have given 
Commander Peary cause and ample 
time to review his work from every 
conceivable angle, and it is equally 
certain that as the result of such con
templations any intelligent, broad
minded member of the United States 
Navy, such as Mr. Peary is believed 
to be, would intuitively come to a 
keen realization of the fact that high- 
minded manliness counts equally with 
the most perfect of scientific data 
in support of such records.

Indeed, the ideal manliness which 
the entire world has built up around 
the personalities of all great explor
ers constitutes the chief factor in the 
character of those individuals. Nat
urally, the man who voluntarily 
submits himself to privations, dis
appointments and sufferings almost 
inconceivable to the average man, and 
for the sake of a most laudible am
bition to render a distinct service to 
the world at large, becomes a hero 
physically, mentally and from the 
standpoint of all ethics.

Such a man, in the universal opin
ion, will face death unflinchingly in 
behalf of his cause and face it as 
often as may be necessary to carry 
that cause to a successful outcome. 
Such a man must necessarily be a 
stranger to every impulse that does 
not tell of the highest type of man
hood.

In the present demonstration of his 
possession of these qualities Com
mander Peary has failed miserably 
and stands a pitiable spectacle by the 
side of Dr. Cook, who, whether his 
instruments are irretrievably lost or 
not, is admired and believed in by a 
vast majority of the world’s popula
tion.

Many people who take time to 
learn to make doilies believe that 
character comes by accident.

The faith that can be hidden never 
stays healthy.



September 29, 1909 M I C H I G A N  T R A D E S M A N 9
N O T  A  G O O D  SIG N .

A New England bank official lias 
taken the public so far into his con
fidence as to say to it that his bank 
alone holds mortgages on seventy 
residences of people who have pur
chased automobiles. This does not 
mean that seventy houses have been 
mortgaged to buy automobiles, but 
that the paying off of mortgages has 
been delayed in seventy cases by the 
desire to indulge in the -pleasure 
which this sort of amusement gives.

If any comfort can be extracted 
from the information it can be stated 
without much danger of being dis
puted that the number is not only 
seventy but much larger than seventy 
times seven. East and West and in 
the vast between large stories are 
told of the mortgaging of homes for 
this purpose, and if one cared to in
dulge his curiosity in this direction 
one would find the stories to be 
founded on fact. During the sum
mer in the East, a part of the country 
which was intended to include Grand 
Rapids; in the West, which claims 
Denver as a city pretty well-to-do 
and in more than one “ city of the 
plains” between these two the dust of 
the rapidly driven motor has more 
than once brought out the remark 
that it was not the dust that was 
choking us but the mortgage-interest 
kicked up by the for-the-time-being 
owner of the car.

Be it true or untrue; be it the re
sult of envy, hatred and malice and 
all uncharitableness, there is a feel
ing, a conviction, abroad in almost 
every community that this mortgage
making is only another name for 
home-breaking, that the end of the 
first is the beginning of the last and 
that the inevitable smashup is not far 
off. In plain Anglo-Saxon an auto
mobile means money. The average 
man can not afford to own and to 
keep even the average machine—a 
fact nobody can be found to deny— 
and for the sake of conveying the 
idea that he can afford it, for the 
sake of making a shortlived splurge, 
the would-be-considered master of 
finance mortgages his comfortable 
home and goes steaming at a terrific 
rate along the street, laughed at alike 
by those not knowing him and espe
cially by those who do! “ Last scene of 
all, that ends this strange eventful 
history:” no automobile, no home 
and only the recollection of a short
lived pleasure, burdened with the re
gret that he is only an up-to-date 
Dogberry who insisted on being 
written down an ass!

Of course, the deriding world is 
ready with its comment. He pays his 
money and he takes his choice. He 
knew what he was doing and he did 
it. It is no business of ours, and if 
now in summer heat and in winter 
storm the memory of his car comes 
to him in his walks abroad he is wel
come to whatever small comfort it 
gives him. “He assumed a virtue 
when he had it not.” He staked his 
home and happiness on a game of 
bluff and lost, and it will be years, 
if ever, before he is again firm upon 
his feet—a passing opinion good 
enough when applied to a passing 
condition, but an opinion not at all

to the point when the condition has 
become an evil, widespread and 
bringing disaster and ruin in its train.

Admitting that, what o f it? This: 
We are a people numbering, we be
lieve the coming census will tell us, 
some ninety million souls, and too 
many of these millions are so im
bued with the spirit of the make-be
lieve, so eager to be counted among 
the well-to-do, that they are plunging 
into debt for the sake of keeping 
up appearances, however shortlived 
their good sense tells them it is go
ing to be. Grant that the home-mort
gaging is as widespread as rumor and 
observation both declare it to be and 
we have just that number living be
yond their means—not a few, but 
many—and when many do that, be it 
said of a community or of a nation, 
neither can be called a prosperous 
one. The pen of the pessimist is not 
needed to write it down; but the re
sult of such debt, brought about by 
such extravagance, can end only in 
panic and the more broadcast the 
seeds of such disaster are sown the 
more dreadful will be the harvest 
which the country is sure to reap.

“B A C K  T O  T H E  FA R M .”
According to the Western vernacu

lar, “ Jim Hill says the Americans 
have got to go to farming or they’re 
going to the dogs.”  The farm or 
disaster is before the American na
tion and if the sentiment expressed is 
at all reliable an early decision is 
necessary.

It is unnecessary to repeat here 
what the papers have long been full 
of and the readers of them have been 
talking about for a good while long
er; but when we pass from the ab
stract to the concrete there is a gen* 
eral agreement as to the single fact 
presented—the desirability if not the 
need of making agriculture the chief 
business of the country—'but always 
with the expressed or implied idea 
that it is the “other fellow” who is to 
furnish food for the millions. One 
writer with an opinion as candid as 
it is refreshing wants to know, 
“Where is Jim going to locate and 
when he is going to start in?”  the 
idea being, of course, that a man so 
thoroughly sure that he is right is 
just as sure to be the one to go 
ahead.

Without following up what “ Jim ” 
and those like him think it will be 
found that human nature does not 
change much as the years go by. 
Aside from the fact that men are 
naturally lazy, so far at least as phy
sical exertion is concerned, there is 
behind that another human charac
teristic which must be reckon
ed with: the human race of all sorts 
and under all conditions is determin
ed to have a good time. Under the 
old New England regime the boy 
who wanted to play ball after he had 
been working in the fields from dawn 
to dark did not have work enough 
and the next day’s task supplied the 
deficiency, a limit reached when the 
boy with his work done was ready 
to go to bed. A life, however, made 
up of working and sleeping for the 
purpose of getting ready for another 
day’s work is neither life nor living. 
The ball-playing, the good time, has

been cut out and the deserted farms 
of New England furnish the result.

There is nothing strange in this. It 
is the good time that men and wom
en work for and live for. Take it 
away in one place and the humanity 
craving it will find it somewhere else. 
A boy who works all day and goes 
to bed is overworked and the man 
overworking him is driving him from 
the farm, if he be a farmer, or train
ing up a runaway whatever his busi
ness may be. The fun, the good time, 
must come in somewhere or else the 
workman will have to be counted out 
when he is needed most. A “bunch” 
of college boys have just been in 
here. They have been at home all 
summer. With little to do they are 
neither tired nor by any means over
worked. Their very first evenings in 
town have been spent at the shows. 
Some of these boys’ fathers have 
come to the city with them and 
every one of them took in the show 
with their sons. Why? The ques
tion is not worth answering, because 
it has been answered already. They 
want to be entertained, which is only 
another way of saying that they are 
after a good time.

Is there a limit to this? There cer
tainly is and the trouble with the old- 
time farmer and the hosts that are 
like him to-day lies squarely in the 
fact that they are trying to work the 
workman, young or old, until he is so 
tired when night comes that all he 
is fit for is simply to go to bed. That 
sort of existence soon becomes mo
notonous and if “ Jim Hill” and his 
disciples desire to prevent the disas
ter which they see ahead of the 
American people they will find some 
way to provide a good time for the 
workman wherever he is and what
ever his calling and they will see 
to it, too, that having that good time 
does not cost too much to prevent 
frequent repetitions of it.

That done there will be no going 
back to the farm and its hard work, 
because there will be no leaving it. 
The game of ball and the dance are 
incentives to the spirit that has been 
doing good work all day in the har
vest field, and those same muscles 
will do all the better work next day 
as a result of the good time at the 
delightful dance of the night before 
and the equally delightful recollec
tions of it.

F O R  P U R E  FO O D .
Probably there are a great many 

people who do not know the aims and 
objects of the Society of the White 
Cross of Geneva. For all that it is 
a very worthy and honorable asso
ciation and one under whose auspices 
much good may be accomplished. Un
der its direction the second interna
tional food congress is to be held at 
Paris from the 17th to the 24th of 
this month. The first was held at 
Geneva in 1908 and attracted wide
spread attention. The society de
termined upon holding four con
gresses, the two remaining to be, one 
at The Hague in 1910 and the other 
at London in 1911. That of next 
month is especially for the considera
tion of operations permissible in con
nection with the handling of food

and alimentary substances; that of 
next year to consider the chemistry 
and hygiene, and that of 1911 to con
sider legislation in connection with 
the subjects discussed, which ought 
to be presented to the several coun
tries represented for adoption. The 
first was a success at Geneva and the 
second at Paris gives promise of be
ing likewise.

When the Society of the White 
Cross of Geneva was organized one 
of its primary objects was the group
ing together by means of internation
al organization the efforts put forth 
in various countries for the ameliora
tion of social conditions. The effort 
to prevent the adulteration of food is 
one of the principal efforts under this 
general heading. It is difficult to 
overestimate the danger to public 
health which comes from the adul
teration of food and whenever and 
wherever it can be stopped a substan
tial gain has been made. At the 
Geneva conference last year, attended 
by about 600 delegates, it was de
termined that it is necessary, by 
means of international consultation, 
to determine upon a definition of 
what constitutes commercially pure 
products, to be followed by codifica
tion and unification of laws by the 
several countries to render these ef
forts actually effective. Measures of 
repression and methods of analysis 
ought also to be as nearly uniform as 
possible in the several countries in
terested in this important movement. 
Scientists and sociologists from all 
countries are expected to be present 
in Paris this month and there is al
ready an assurance of a large attend
ance which shall be internationally 
representative. If the association can 
accomplish what it undertakes it will 
be a public benefactor of worldwide 
influence and value.

One of the questions which is at
tracting a great deal of attention 
these days and which has been much 
in the public eye for some time is 
with reference to wood pulp used in 
papermaking. It is of interest to 
those who have to buy print paper in 
large quantities, because it affects the 
price. It interests the public gener
ally because if the forests are all cut 
down to make pulp, serious damage is 
inflicted. The importance of preserv
ing the forests is understood now
adays better than it used to be and 
their destruction will be no longer 
permitted. There is plenty of pulp 
timber in Canada and there are Amer
ican paper mills in that country to 
utilize it. Now the Canadians are be
ginning to realize that they have a 
splendid source of revenue if they 
wish to take the proper procedure 
and that they can collect something 
on every ton of wood pulp or paper 
that crosses the border. No one can 
seriously blame the Canadian authori
ties for passing laws and fixing rates 
which will assure them of a goodly 
revenue in this way. It is their right 
and privilege and the money thus se
cured will not come out of the Cana
dians. Such action would undoubtedly 
raise the price of white paper in the 
United States, but that is not a mat
ter in which our northern neighbors 
are especially interested.



10 M I C H I G A N  T R A D E S M A N September 29, 1909
O B S E R V E  M E M O R Y  D A Y.

It May Make You Less Selfish and 
Egotistical.Written for the Tradesman.

To-morrow, Thursday, September 
30, will be “ Memory Day.”

The last Legislature set the day 
apart from the other days of the 
year as a sort of autumn memorial 
day.

The intention of the lawmakers 
doubtless was to do what lay in their 
power to cause the living to give 
one day in the year to the dead.

Memorial Day, the 30th of May, 
was already on the statute books, but 
“ Decoration Day” has long been giv
en over to picnics, family excursions, 
base ball and bicycle races.

People drop a few blossoms on the 
graves of their kin and depart for a 
holiday.

The new Memorial Day, Septem
ber 30, is not to be a day of amuse
ment. So far as expressed at the 
time of the passage of the law, the 
idea of the Legislature was that the 
day should be occupied in caring for 
the cemeteries of the land.
' There are many neglected ceme
teries in the State of Michigan. One 
may see them on every country road.

It was of these neglected burial 
places, doubtless, that J. T. Daniels, 
of Clinton county, was thinking when 
he set on foot the movement which 
brought about the new Memorial 
Day.

He interested the State Associa
tion of Farmers’ Clubs and the State 
Grange, and the bill was introduced by 
Senator A. B. Cook. The two hous
es found time to take a vote on the 
bill and the Governor signed it.

Now that the day is one of the hol
idays, or half-holidays, of the year, 
it is to be hoped that those who 
go to the cemeteries will go with 
rakes, and spades, and shrubs, and 
flower seeds, and not with picture 
hats, gold lace and brass bands. The 
strut of the parade looks out of 
place in a cemetery, anyway.

There is benefit in a day spent in 
a graveyard. You may go there on 
a run, drop a few blossoms on a neg
lected mound and hustle away to wit
ness an exhibition of speed, or en
durance, or skill, or graft, but the 
visit will do you little good.

There are a great many people in 
the world who might profit by a 
visit to a graveyard—a leisurely visit 
ending in sitting near a grave and a 
couple of hours of remembering. The 
men who brought about “ Memory 
Day” probably considered this feature 
of the matter.

People are selfish, and uncharitable, 
and egotistical, and inclined to be
lieve that they are of course of su
preme importance in the .world, and 
a few hours spent above the dust of 
a man who had at last brought all 
his hopes, and ambitions, and dreams 
to that unlovely spot might give a 
new point of view.

It will be a fine thing if the new 
law causes the cemeteries of the State 
to put on more becoming apparel, but 
it will be a better thing if it brings 
a lot of swell-heads and tight-wads 
to the graveyards to think things 
over.

The average human mind is some
thing like an old chest which has 
been packed off in the garret for a 
long time.

You are always putting things in
to that chest. You don’t know that 
you will ever need the things you 
tuck away, but they seem to be too 
good to burn, and so you carry them 
up to the chest.

Some day when it rains and the 
fires won’t burn because of the heavy 
air in the chimneys and everything is 
going wrong you stroll up to the 
garret and open the closet, wondering 
what makes it so heavy.

There is a ball which Johnny 
bought for the Homerville league 
game. He worked, in Old Pierce’s 
garden three days to get the money. 
The other boys were going to pay 
him back part of the money, but they 
never did.

That was a hot game of ball, and 
all the people of the village saw it 
and rooted. Mighty good ball, that! 
Your share of the price was a quar
ter. Did you pay that? Not that you 
remember. That was tough on John
ny, for he trusted the “gang,” and 
they didn’t make good.

Yes, you should have paid the boy 
your share, and if you knew where 
he was now you might send him a 
box of cigars or a new pipe. Then 
you’ll remember.

Johnny died a long time ago, and 
you went to his funeral and rode in 
a hack, and went swimming in the 
afternoon.

There is an account book in the 
chest. That was kept when you were 
doing business with Holton for part
ner. Holton was a good fellow, but 
no more fit for business than a cow. 
You couldn’t trust him to make a 
bargain, so you had to let him go. 
Then you think what kind of a bar
gain he made when he sold out to 
you, and smile at the mess of junk 
you bought him out with.

He never got on in the world. You 
had to cut him cold because he kept 
hanging on to you so. Well, the 
book shows that you didn’t lose any
thing in the deal.

There are other things in the chest 
that you haven’t thought anything 
about for ten years or more. When 
you go to the graveyard on “ Memory 
Day” you will find just as many 
things packed away in your mem
ory, if you will sit down and re
member.

The grave next to the one where 
you sit is that of Jim Stillman. Every
body knew Old Jim. He left the 
store and studied law. When he 
came back home he stuck up a sign 
o\er Fenton’s store and began the 
practice of law. One spring he was 
chosen Village Attorney and that 
made him ambitious. He ran for
State Attorney and was elected. Then 
he wanted a place on the State ticket 
and didn’t get it.

He spent seven years of his life 
working up to a congressional nomi
nation before he got it. During those 
seven years he neglected his family 
and his sons went to the devil bare- 
back. When he got the nomination 
he owned everybody in town.

He hadn’t a cent to pay campaign

expenses, and he bargained with Dal
ton about the postoffice, and with 
Vinton about the United States Col- 
lectorship, and with Sawyer about the 
coming census job. If they would 
put up the money and see him 
through he would land them, all
right.

They put up the money and saw him 
through, and he wanted to keep his 
promises, but Shelton was out to beat 
him for a second term, and—

Shelton got the nomination any
way, and the Honorable James Still
man became “ Old Jim,” a man with
out character or credit in town. If 
Stillman had been a square man he 
would have been alive yet, and pos
sibly in Congress.

Talk about your sermons! No 
preacher in any pulpit, no editor in 
any newspaper, no lecturer Qn any 
rostrum ever gave out such sermons 
as may be absorbed in a cemetery in 
an hour. It is not unlikely that the 
legislators thought of this when the 
law was passed. Let us give them 
credit for thinking of it.

Just sit down and think of the lives 
of the people who lie around you. 
The monument over there was erect
ed to mark the last resting place of 
Richard Antrim. He was a thrifty 
soul. He had mortgages on about 
half the farms in the county and on 
numerous business buildings. He 
haggled over paying out a cent and 
fought every collector who came to 
his door. He shivered through win
ters without an overcoat and never 
had enough to eat. He starved his 
wife and children. His boys had no 
books to study, no clothes to give 
them admittance to society.
• He died hated by every living be
ing who knew of his existence, and 
his wife married his worst enemy 
and kept him in plenty on her share 
of the estate. His sons, born boors 
and boors from choice, threw their 
share of the estate up against the 
side of a house like drunken soldiers 
and became tramps.

What’s the use?
Over there is the vault owned by 

the Gilbertsen family. Every stone in 
it represents a tear from a widow or 
a deserted wife. If Gilbertsen had 
sold a good brand of liquor he might 
not have done so much harm. When 
he was shot in one of the places 
one night it was the drugs in the 
whisky his customer drank which 
bi ought forth the gun, and not the 
sweet spirit of the corn.

The purpose of this new Memorial 
Day is to get people to go to the 
cemeteries and remember. Memory 
is instruction and experience rolled 
into one. The chest of your mind is 
packed full of things which you did
n’t know were there. Pull them out 
and run them over.

There was Deacon Smith. He did 
a small business in the grocery line 
and brought up a large family. He 
had more debtors and more friends 
than any man in town. He took 
care of his own and also of a good 
many who were not his own. He 
clothed boys and sent them to school. 
He gave honest weight and died 
poor. It was his ambition to be well 
thought of, and he gained it.

Close your store to-morrow and go 
to the cemetery with your wife. Pull 
open the hidden cells of your brain 
and take stock of yourself. If you 
have a swelled head, just think how 
soon it will be when some one will 
be sitting on top of your mound and 
passing judgment on the life you 
led, and saying whether you made 
good or not.

If you are trying to acquire all the 
money there is in the world, just stop 
and think whether you want it for 
what it will buy, or just because 
you want to have more than any
one else. It is a mean little quality 
to want to be envied.

Dig the weeds away from the 
graves on your lot. Rake over the 
ground and plant flowers. While you 
are doing it count yourself. You art 
not so much. The world does not 
care what you do or say except as 
you do or say something for the 
common good. What you do for your
self never counts.

Go to the cemetery to-morrow and 
give your memory a little rope, 
think of all the buried one about you 
did and think how little it all count
ed. If you are so cheap that you 
have to cheat, and lie, and betray 
your friends in order to keep your 
carcass fat and clothed, you are not 
much of a man and may go home 
without remembering.

If you mean to do the right thing, 
stop and consider, while you are lev
eling down your grave-lot, and you 
will see how small an atom you are. 
The only way you can make yourself 
look big to the onê s who are to fol
low you is to do something for the 
common good. People will not rev
erence your memory because you got 
rich any more than they will rev
erence the memory of the hog who 
got fatter than any of the other hogs 
because he was stronger and drove 
them away from the swill.

Go to the cemetery and remember. 
It may make you feel cheap, but 
you will be a better citizen for it.

Alfred B. Tozer.

More Meat in Sausages.
Dairy and Food Commissioner 

Foust, of Pennsylvania, has started a 
State-wide crusade against adulterat
ed sausages. Already fifty arrests 
have been made and others are to fol
low. In discussing the matter re
cently the Commissioner said: “ Some 
sausage contains only about 60 per 
cent, of meat, the remainder being 
15 per cent, potato flour and 25 per 
cent, water, which the flour absorbs. 
When such a sausage is cooked it 
shrivels up to about half size. We do 
not intend that the people shall pay 
15 cents a pound for sausage and 
get part potato flour, which costs the 
maker 3 cents a pound, and water, 
wffiich costs him nothing.”

That is socially a dangerous edu
cation which gives financial pro
ficiency without moral sufficiency.
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We Don’t Bleach Our
Flour

But you’ll find it makes whiter bread than many of the flours which are bleached.

Lily White is guaranteed under the food laws of the U. S. and the State of 
Michigan.

It is 100 per cent. pure.

And it is not bleached.

We have always made white flour and we do not favor bleaching. Some millers 
who cannot make white flour without bleachers are anxious to have the right to use them. 

The government was right.

The decision should stand.

Millers should not be allowed to use bleachers of any kind and those who are 
doing it now in defiance of the law should be stopped.

If you buy

A

“ The Flour the Best Cooks Use’ ’

You may be absolutely certain that you are getting the pure product of the best wheat, 
ground under the most sanitary conditions modern science is able to establish.

You will have white, light, wholesome, digestible bread; the flakiest and tenderest 
piecrust, fine grained, delicious cake and cookies that melt in the mouth.

Be one of the best cooks—use Lily White.

Don t be careless or indifferent about the flour you use.

A little carelessness, a little indecision, a little lack of firmness when buying flour 
make a big difference in the baking results.

V A L L E Y  CITY MILLING COMPANY
GRAND RAPID S, M ICH.

This is a reproduction of one of the advertisements appearing in the daily papers, all of which help the retailer to sell Lily White Flour.
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How It Is Conducted in This V i
cinity.Written for the Tradesman.

Kent county has all sorts of farms. 
The most numerous are just farms 
raising corn and potatoes and other 
staples year after year and with 
nothing in particular to characterize 
them one from another. And then 
tiiere are dairy farms, truck farms 
and fruit farms, chicken farms and 
stock farms, all representing to a 
greater or less degree efforts at spe
cialization. One of Kent’s unique 
rural enterprises is a bee farm. It 
is located out in Walker township a 
mile north and a mile east of Walker 
Station on the Muskegon Interurban.
It is the L. C. Woodman farm and 
it is an interesting place to visit. The 
visit may also be productive of many 
thrills from the unwary.

Mr. Woodman is one of the pio
neers in Western Michigan bee cul
ture. He began more than a quar
ter of a century ago to study the 
ways of the bee. So successful has he 
been in what became his specialty 
that to-day he is regarded as high au
thority in all matters pertaining to 
the bee. And no less an authority is 
his son, A. G. Woodman,, who deals 
in bee supplies in the city and sends 
his wares to all parts of the country 
and even to foreign lands. Aside 
from attending to his bees Mr. Wood
man no longer operates his farm. He* 
used to do so and prospered, and 
now lives in town and a tenant works 
the acres, but Mr. Woodman is a 
frequent visitor.

There is nothing especially pictur
esque in a bee farm. Mr. Woodman 
has 120 colonies or hives, and the lit
tle square white houses in which the 
bees live are arranged in rows just 
wide enough to walk between with 
ease. The yard is near the house and 
does not take up much room. The 
hives are all alike and how each bee 
knows its own hive is one of Nature’s 
mysteries. But the bees do know 
and thereby no doubt save them
selves much trouble. The farm here, 
while large for this section, is not 
large as bee farms go. Mr. Wood
man has another farm in Kalkaska 
county of 400 colonies. Chauncey M. 
Nichols, of Addison, has 600 and 
there are several others in the State 
of 500 colonies or more.

The great secret in bee culture, the 
secret that makes all the difference 
between success and failure* is the 
know how. Books and papers will 
help in the acquirement of knowl
edge, but the only real teacher is ex
perience. Mr. Woodman in his twen
ty-five years’ experience has learned 
much, but he does not pretend to 
know all about bees yet and says 
that he would still be learning if he 
kept at it another twenty-five years.

One of the first essentials to bee 
study is a head covering of net to 
keep the bees off your face and out 
of your collar. The novice will also 
wear gloves no matter how high the 
mercury may mark. Mr. Woodman, 
however, does not bother with gloves 
except on special occasions. He has

er disturbs him seriously. He wears 
the head covering, however.

The house in which the bees live 
is a two story affair. The lower 
story is the hive proper, where the 
queen stays, where the young are 
hatched out and where the provi
sions for winter are kept. The second 
story is man’s ingenious contrivance 
to rob the bee of its surplus with 
neatness and dispatch and without a 
riot. The bees hustle to fill the low
er story with sweetness, and not un
til the last cell has been filled do they 
carry anything “upstairs”  for the bee 
farmer to market. In good years the 
bees have much surplus honey and 
the farmer realizes handsomely on 
their industry, and other years the 
honey crop is small and instead of 
clipping coupons on his investment 
the farmer has to feed His swarms 
that they may not starve. This sea
son has not been a good one for the 
bees. The early collections were 
fairly good, but the fall flowers have 
not been up to the average and Mr. 
Woodman is feeding his bees instead 
of taking away the surplus. Feeding 
the bee is a simple process. It is not 
done with a spoon. Sugar is dis
solved to the consistency of their 
honey and poured into boxes so ar
ranged that the bees can get at it, 
and yet not so easily that they can 
plunge into the syrup and drown. The 
box is placed on top of the hive and 
from it the bees fill their store house 
for the winter.

The most important individual in a 
hive is the queen. Without a queen 
a swarm will soon dwindle away and 
disappear. There is never more than 
one queen in a hive, but usually there 
are two or three in the incubator. The 
queen bee’s eggs are not unlike the 
other eggs as studied under the mi
croscope, but they are deposited in 
large cells and with room to spread 
they come out queens. If the swarm 
does not happen to be in need of a 
queen it is the young female’s mis
fortune to have been born for she is 
doomed to early death. Emergencies 
may arise, however, when to have a 
young queen comes in very handy.

The chief mission of the queen is 
to obey the scriptural injunction that 
the bee tribe may increase. And her 
devotion to duty is a wonder. When 
the workers have built the broad 
cells the queen inspects them and 
then she begins depositing the eggs. 
One egg to a cell is the rule, and be
ginning in one spot she works around 
it, filling every cell with mathemati
cal precision, never skipping one in 
the hurry, but making a solid block. 
When she has laid as many eggs on 
■ one side as she thinks are right the 
queen goes to the other side of the 
comb and fills the cells on that side, 
beginning at about the same spot 
and working around it as she did be
fore. The queen cells are usually 
around the edge, where large cells 
can be located without disturbing the 
harmony of arrangement.

When a swarm grows large a sec
ond queen may be allowed to live 
and either the old or the young 
queen may lead a secession to other 
fields; or the cells may all be filled 
with two or three queen bee cells

C. D. C R IT T E N D E N  CO.
41-43 S . Market S t.

Grand Rapids, Mich.
Wholesalers of Butter, Eggs, Cheese and Specialties

BUTTER AND EGOS
are what we want and will pay top prices for. Drop us a card or call 2052, 
either phone, and find out.

We want shipments of potatoes, onions, beans, pork and veal.

T. H. CONDRA & CO.
M frs. Process Butter 10 So. Ionia S t. Grand Rapids, Mich.

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

Burns Creamery Co.
Grand Rapids, Mich.

Send Us Your Orders
Clover Seed, Timothy Seed and all .kinds Grass Seeds 

Have Prompt Attention

Moseley Bros. Wholesale Dealers and Shippers Beans, Seeds and Potatoes 
Office and Warehouse Second Ave. and Railroad

Both Phones 1217 Grand Rapids, Mich.

ESTABLISH ED  1887

become accustomed to being stung.
A nip on the finger or wrist no long- around the edges and the swarm may

Egg Cases, Egg Case Fillers and 
Egg Shippers’ Supplies

At this time of the year we are anxious to empty our warehouses 
and will make prices accordingly on our Hardwood Veneer 
Cases, while they last, at 8>£c each f. o. b. cars. A trial will 
convince you that they are as fine a veneer case as there is on the 
market. When in need we believe we can interest you in any
thing you might want in our line.

L . J .  SMITH & CO. EATON RAPID S, M ICH .

SEEDS for Summer Planting: M illet, F o d 
der Corn, Cow Peas, Dwarf Essex  
Rape, Turnip and Rutabaga.

“ A ll orders filled promptly.”

A LFR E D  J . BROWN S E E D  O O .. QRAND R A P ID S , M IC n .
O TTAW A AND LO U IS  S T R E E T S

PEACHES, PEARS and G RAPES
This is about the last week to buy the best canning peaches. Wire, 

phone or write us for prices either in local or car lots.

The Vinkemulder Company
Wholesale Fruits and Produce

14-16 Ottawa Street______________________________  Grand Rapids, Michigan
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fly away, leaving its successors to 
habit and be happy in the old home. 
If more than one of the incubator 
queens come forth there is liable to 
be a further division. There is never 
room for more than one queen in a 
hive. In seasons of honey scarcity 
it is rare that bees swarm. It is 
rare also that they take flight when 
the weather is wet or a storm is pend
ing. It is the aversion of bees to 
storms that leads the bee farmer to 
beat the tomtom and pound the tin- 
pan when a swarm shows signs of 
migrating. The noise makes the bees 
think a thunder storm is on and they 
wait for another time to move, and 
in the meantime the knowing farmer 
provides larger quarters and the bees 
are satisfied to stay.

Late in the fall, when there is no 
more honey to be gathered, the hives 
with their contents are carried into 
a dry, dark, well ventilated cellar and 
stacked in tiers that may reach from 
floor to ceiling. The animal heat 
from the bees is considerable, but in 
extremely cold weather a little fire 
may be needed to keep the cellar at 
about 45- Many of the bees die dur
ing the winter and the cellar floors 
may be three or four inches deep with 
dead bees when spring comes; but 
enough live ones are left to care for 
the young bees that are coming on 
and to gather the first honey to feed 
them, and then the young bees can 
take care of themselves and fill the 
store house and gather a surplus for 
the farmer.

The life of the ordinary worker bee 
is only about forty to sixty days. The 
late summer bees live longer, lasting 
over winter. The queen bees live 
four or five years. The drones are 
short lived. Nobody wants them 
around after they have done their 
duty and they are made to die as 
are the superfluous queens. Bees do 
not often die in the hive. When they 
feel the end approaching they fly 
away and never return. Sometimes 
death comes too soon for them to 
conduct their own funeral, and in this 
event other bees carry the remains 
out and usually to some distance from 
the hive.

The best hor.ey is from the white 
clover. A close second to clover is 
that which comes from the wild red 
raspberries. Locust and basswood 
yield good qualities of honey. Buck
wheat honey is good but dark in 
color. Golden rod honey is of ex
cellent quality but is yellow. Follow
ing the forest fires what is known as 
the fire weed spring up and the bees 
find this weed almost as productive 
as the red raspberry the fire has de
stroyed. For home use the honey is 
usually marketed in the neat one 
pound frames, but the extracted hon
ey is favored for commercial uses. 
The honey is extracted in an appa
ratus that works on the same princi
ple as the cream separators. The 
honey combs with the tops shaved off 
are placed in racks within a tin cy
linder and then the handle is turn
ed and the racks whirl around a few 
hundred times to the minute and the 
honey is thrown out by centrifugal 
force. The emptied comb, still in its 
frame as taken from the hive, may be

returned to the bees to fill again, or 
it may be thrown into the melting 
pot to be converted into beeswax. 
The bakeries use large quantities of 
extracted honey in the manufacture 
of cookies and other sweet goods. 
The National Biscuit Company it is 
said buys extracted honey by the bar
rel. Honey is also used by the man
ufacturing druggist and in several in
dustries. The wax is prized by the 
housekeeper as a medium to keep her 
flat irons smooth. The tailor uses it 
to smooth his thread and so does the 
shoemaker. It is used in finishing 
hardwood floors and furniture and has 
various other mechanical uses. The 
candles in the Roman Catholic 
churches are all of beeswax.

Many books have been written 
about bees and their ways, ,how to 
raise and care for them and how to 
succeed in this branch of farming. 
This article does not purport to be a 
scientific treatise on bees. It is just 
some of the things seen in a visit to 
the Woodman bee farm; a visit that 
anybody will find interesting—.if he 
have a gauze cover for his head and 
be not nervous.

Salt Lakes Found In Russia.
Salt lagoons and lakes are distrib- 

: uted over most parts of the Russian 
empire and principally in the region 
of the Black and the Caspian Seas. 
The production of salt is one of the 
rapidly developing industries of the' 
country. In the salt lagoons during 
the dry and warm season there may 
be found the natural evaporation, 
which is so great that from the over
saturated brine great quantities of 
crystals of salt are precipitated. 
These salt lagoons, marshes, or lakes 
give annually as much as 1,000,000 
tons, although they have been known 
to yield 1,500,000 tons when seasons 
have been particularly dry and warm.

Sueh work is done principally in 
the provinces of Taurida, Kherson, 
and Astrakhan. The . Basekunchak 
lake, located within the last named 
province, gives in favorable seasons 
enormous quantities, sometimes near
ly 400,000 tons. The bottom of this 
lake consists of thick layers of salt, 
and the visible supply has been com
puted at nearly 100,000,000 tons.

Another lake, the Elton, contains 
a larger reserve of solid salt along 
its bottom measuring forty square 
miles. Beginning not far from the 
Sea of Azof, embracing all the north 
and east of the Caspian Sea and ex
tending to the east and northeast of 
this, is a vast territory, larger in area 
than France, in which every lake and 
standing pool of water is brackish or 
salt, and only running water is fresh.

Hundreds of these lakes could be 
profitably worked for salt if required. 
Many of the lakes contain besides 
common salt various other com
pounds in-bedded in the brine, or im
bedded in the sediments of their bot
toms. These compounds under the 
lakes are valuable in hydropathy.

Nothing Is Certain.
“ You can’t tell what sort of a cook 

a wife will make.”
“And you can’t tell what sort of a 

wife a cook will make, and there 
you are.”

18
Rabbits in His Whiskers.

Si Perkins had never been surpris
ed in all his life. When it snowed in | 
the latter part of April he allowed1 
he’d sorter felt it in the air for some j 
time; when Jedge Abbott’s barn j 
burned, Si thought it was about time, 
and when the town hall was struck 
by lightning, he merely shrugged his 
shoulders and said he’d told ’em that 
them lightnin’ rods wasn’t any ac
count when they were first talkin’ of 
puttin’ ’em up. Mrs. Perkins had 
just about given up all hope of ever 
exciting her husband’s wonder when 
a friend told her of a marvelous con
jurer who was showing at a theater 
in Grand Rapids. She took Si.

When the conjurer called for a 
volunteer from the audience, Mrs. 
Perkins urged her husband to go up 
on the stage. He did. She watched 
expectantly as the “professor”  ex
tracted a $5 gold piece from Si’s ear, 
passed a watch through his back and 
extracted yards and yards of ticker 
tape from his shoes. Si looked 
bored. Finally the conjurer began 
to coax at Si’s beard, and, to the 
amazement of the spectators, out 
three little white rabbits.

“Wall,” said Mrs. Perkins trium
phantly when Si resumed his seat, 
“ I guess that surprised ye some, 
didn’t it?”

Si seemed almost surprised that 
she should think so. “Why, no,” he 
finally drawled. “ I didn’t like to say 
nothin’ about it, but I ’ve been sorter 
suspectin’ that them rabbits wus thar 
for some time.”

Rules are made for people who can 
not think, and they are the only ones 
who kick against them.

We can all take c&re of the shark, 
but God saves us from the business 
hog.

139*141 Monroe St.
B o  Hi P h o n e sG R A N D  R A P ID S , M ICH .

For Dealers in
H ID E S AND P E L T S

Look to
Crohon & Roden Co., Ltd. Tanners

37 S . Market St. Grand Rapids, Mich.Ship us your Hides to be made into Robes Prices Satisfactory

Hot Graham MuffinsA delicious morsel tbat confers an added charm to any meal. In them are combined the exquisite lightness and flavor demanded by the epicurean and the productive tissue building qualities so necessary to the worker.
Wizard Graham FlourThere is something delightfully refreshing about Graham Muffins or Gems —light, brown and flaky—just as palatable as they look. I f  you have a longing for something different for breakfast. luncheon or dinner, try "Wizard” Graham Gems. Muffins. Puffs, Waffles or Biscuits. AT A L L  GROCERS.Wizard Graham is Made byGrand Rapids Grain & Milling Co.

L. Fred Peabody, Mgr.

Grand Rapids, Michigan

(YX)
V b r a n d /

Ground

Fe ed s
None Better

W Y K E S &  C O .
G R A N D  R A P I D S

"COMMISSION EXCLUSIVES

All  R in d s  of  C u t
F l o w e r s  in S e a s o n  

Wholesale and Retail 
ELI CROSS25 Monroe Street Grand Rapids

T Q l p r  Y O U R  D E L A Y E D  
I h H U L  F R E I G H T  Easily  

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

Grand Rapids, Mich

ELLIO T O. GRO SVENO R
Late State Pood Commissioner

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

W . C . Rea A . J .  Witzig

REA & WITZIG
PRODUCE COM M ISSION

104-106 West Market S t., Buffalo, N. Y.

We solicit consignments of Butter, Eggs, Cheese, Live and JDressed Poultry, 
Beans and Potatoes. Correct and prompt returns.

R E F E R E N C E SMarine National Bank, Commercial Agents. Express Companies. Trade Papers and Hundredsof Shippers.
Established 1873

Your shipments of Butter, Eggs, Veal, Poultry, Pota
toes, Apples and Honey; also your orders for Peaches 

and all home grown fruits and vegetables.

F. E . STROUP, 7 North Ionia S t ., Grand Rapids, Michigan Ask Michigan Tradesman. Grand Rapids National Bank. Commercial Agencies
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They Are Made in Nearly Two Hun
dred Factories.Written for che Tradesman.

Personally I have an especially 
strong aversion to tobacco and am 
strenuously opposed to its use in 
every form; so I felt the incongruity 
of the situation when I set out to 
learn about the cigar industry in 
Tampa and to visit a factory. It was 
as if some placid old Quaker, non- 
resistant to the very marrow of his 
bones, should suddenly take it into 
his head to become a war corre
spondent. But incongruity or none, 
the thing must be done, for a de
scription of Tampa that failed to in
clude the cigar industry would be as 
incomplete and absurd as a write-up 
of Calumet, Michigan, that would 
omit all mention of the copper 
mines!

The fame of Tampa rests upon her 
product of clear Havana cigars. Some 
cigars are made here, I believe, of 
domestic leaf, but tj^se are compara
tively few in number and of very sec 
ondary importance. Excellent tobac
co is raised in Florida, but the very 
finest kinds for cigars can be grown 
nowhere else but on the Island of 
Cuba, where their production con
stitutes an important “natural monop
oly.”  Lovers of the weed aver that 
cigars made therefrom, without 
“ sauce” or flavor, give forth the real 
aroma and fragrance of tobacco, 
while those made from other stock 
produce only a smell! .

Tampa is the home of the optimo, 
the Charles the Great, the La Venga. 
the Principe de Gales and other equal
ly well known brands. Indeed, any 
cigar made in Tampa is like any 
breakfast food made in Battle Creek, 
it carries a certain reputation with it.

The highest grades are made from 
the celebrated Vuelta bajo leaf and it 
is claimed that they are in no way 
inferior to the finest goods made in 
Havana, the only difference being that 
the latter have the import brand on 
the box.

The manufacturers exert them
selves to keep their goods up to the 
high standards that have won public 
favor. Occasionally someone goes 
to Tampa and begins making inferior 
goods, attempting to palm them off 
as something better than they are, 
but life is not made especially pleas
ant there for that kind of person and 
such either go elsewhere or abandon 
cigarmaking.

The reason Havana cigars are 
made in Tampa or, indeed, any place 
in the United States rather than in 
Havana, is because our tariff rates are 
very much lower upon unmanufactur
ed tobacco than upon manufactured 
cigars. Doubtless the more stable 
condition of the Government is an
other inducement to the manufactur
ers to locate in this country.

Why has the cigar industry attain
ed such gigantic proportions in this 
particular spot in the State of Flori
da rather than at some other point 
nearer the great centers of distribu
tion? One of my enquiries was, 
“Why can’t just as good a cigar be 
made in New York from clear H a
vana tobacco as in Tampa?”

The answer given me was a care
ful explanation of the advantages 
which the peculiar climate of Tampa 
affords for the economical manufac
ture of cigars. Tobacco leaf is ex
actly like corn fodder in this, that 
when dry it is very brittle and breaks 
up badly if handled. Of course any 
waste of this expensive imported 
material is a serious loss.

It is not enough that the leaf be 
dampened beforehand, which is al
ways done—what will be used one 
day being prepared the day pre
vious—but it can be worked best 
where the atmosphere naturally has a 
certain degree of humidity, where the 
climate is even and not subject to 
sudden changes in temperature and 
where it is warm enough so artifi
cial heating, which is always a drying 
process, is not required for the com
fort of the operatives. To make the 
cigars where these conditions do not 
prevail throughout the year involves 
either a waste of material or else 
great loss of time on the part of the 
workers.

The climate of Tampa is said to be 
as well suited to the industry as that 
of Havana itself. The air never 
becomes too dry. On the few days 
in winter when much of any artifi
cial heat would be required in the 
buildings the factories can simply 
“ let out school” until the weather be
comes warmer. Hence the large 
numbers of cigar workers to be seen 
on the streets of Tampa on a cool 
day.

The present tendency in most in
dustries sets strongly toward consoli
dation; so in this cigar city one 
would naturally expect to find the 
factories few in number but of im
mense size. The visitor is surprised 
to learn that, on the contrary, there 
are a large number of concerns inde
pendent of one another and a great 
part of them what may be called me
dium-sized establishments.

Some hold the opinion that a cigar 
factory having 500 workmen is big 
enough, that practical difficulties arise 
in the administration of a larger 
force in one establishment without 
any corresponding gain in economy. 
Not all the manufacturers think so, 
for there are one or two which em
ploy a much greater number. In the 
whole industry here there are only a 
few concerns where the number of 
employes reaches 400. The lesser es
tablishments which employ only a 
fraction of this number seem to be 
able to make cigars profitably and to 
compete with their larger neighbors. 
Machinery is not used in most of the 
factories, since the clear Havanas are 
all hand-made.

One does not hear of strikes and 
lockouts in Tampa; relations between 
employers and workers seem to be 
friendly and pleasant.

Here as everywhere there are little 
“ buckeye” shops, where if they do 
not “ eat, sleep and make cigars all in 
one room,”  the work is carried on 
in a very small way, perhaps just to 
furnish the stock for a tiny retail 
store run in connection. These cut 
but little figure.

The factories are mostly rather 
plain rectangular buildings, two, 
three or four stories in height, vary

ing, of course, in size and construc
tion. Although some of the smaller 
ones are of wood, the greater part of 
them are built of brick.

Would the reader like some glimps
es of the inside of a Spanish or Cuban 
cigar factory?

The one I first selected to visit is 
a very large establishment owned by 
a Spanish company and located in 
West Tampa. Seated just inside the 
main entrance was a tobacco stripper 
at his work. As I afterward learned, 
he is placed there to see that no one 
who does not belong to the regular 
force shall slip into the building 
without first going to the office and 
making his errand known.

Posted up conspicuously was a “ No 
Admittance”  sign printed in both 
English and Spanish. One of these 
signs is a part of the regular equip
ment of a cigar factory. They vary 
somewhat in form. One may read, 
“ No Se Permitten Visitas,” and an
other, “ No Se Permitte La Enra- 
da”—they all mean the same. I paid 
no attention to the sign but ad
dressed the stripper.

“ No spik Ainglish,”  and he mo
tioned me toward the office.

Here I talked with a foreign gen
tleman who could speak some Eng
lish, but who was firm in his deter
mination to grant no admissions. For 
some moments I plead my case.

“ But you do admit visitors,” I ar
gued.

“ No visitors,” he gravely assured 
me, “ especially on Saturday.”

I felt somewhat encouraged by this 
naive statement, but he remained 
steadfast in his refusal to let me go 
through on that day, although he 
promised that if I would come again 
Monday, or indeed on any day but 
Saturday, when all the office force 
must work on the payroll, their in
violable rule as to visitors would be 
broken for my benefit.

Somewhat crestfallen, I passed out 
and walked along the street a short 
distance, when I decided to make an
other attempt, this time at the fac
tory of Garcia & Vega, which name 
is written in Spanish Garcia y Vega.

A stripper sat on guard here also, 
and there was the usual sign forbid
ding admittance to visitors; but here 
T was fortunate in that the superin
tendent is an American, and he very 
kindly agreed to show me through 
himself.

The building is modern and com
modious. Next to the office is the 
bathroom, which was pointed to with 
pride, for, in the almost tropical cli
mate of Tampa, a shower bath for 
the use of the office force is con
sidered an essential part of the equip
ment of an up-to-date cigar factory.

In the basement were the bales of 
tobacco covered with palm and then 
with gunny sacking, just as they 
come from Cuba. The different floors 
are used for the various processes of 
the work and for storing material, 
boxes and the made up goods.

In this factory nothing but clear 
Havanas are produced and cigars to 
retail at ten cents are the cheapest 
they turn out. “ Ten-cents and up” 
their goods run, and the “up” reaches 
away up in quality and value, since

California
Genuine Sardines

The Finest Sardines 
in the World

A R T ICLE S Weight Per Case Tins Per CaseGoldfish Brand Ravigote Style 'As. Keys 58 lbs ICOSunset BrandLe Croix Style 'As, Keys 58 lbs 100L a RouchelleStyle 'As Keys 58 lbs 100Señorita 54s, Keys 48 lbs 100"C . P .”  large Ks. no Keys 75 lbs 100Mission Brand Boneless 'As, Keys 44 lbs 50Sunset Brand Le Croix Style 'As, Keys 44 lbs 50"C . P .”  large As, no Keys 64 lbs 50Blue SeaTuna no Keys 48 lbs 50Sunset Brand in Spices Soused 1 Oval 60 lbs 48Tomato 1 Oval 60 lbs 48Mayonnaise 1 Oval 60 lbs 48
Very Fat and Better Flavored than 

the Imported Sardines

Put up in Oil and Tasty SaucesTomato, Mayonnaise—Soused in Spices
Sold by Jobbers 

Everywhere

Cannery, San Pedro, CaliforniaThe only Cannery of Genuine Sardines in Am erica that is operated twelve months in the year in the same line of business.
Three Colored 

California Post Cards Free

CALIFORNIA FISH COMPANYHenne BuildingLOS ANGELES CALIFORNIA
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for their finest grades they claim the 
highest possible excellence.

For the “making” $io per thousand 
is the very least they pay in this fac
tory. Fifteen dollars a thousand is 
a much more usual price. They run 
from that up to $6o per thousand, and 
sometimes even higher, for making 
the best and largest cigars.

The reader should bear in mind 
that “making” does not include the 
whole process of manufacture, but is 
simply taking the wrapper and filler, 
which previously have been prepar
ed, and rolling and fastening the ci
gar into shape.

Cigarmakers earn from $12 a week 
to $30, $35 or even $40, according to 
their skill and speed. Not many 
women make cigars by hand; they 
sometimes operate machines in the 
factories where these are Used. They 
are also employed in the other proc
esses, as stripping, selecting wrap
pers, etc.

Cigars that are exactly alike in size 
and shape must be sorted for col
or. This requires a good eye, for a 
box of fine Havanas must all run pre
cisely the same shade of brown.

At Garcia y Vega’s, most of the 
workers were on one floor. At the 
front end of the large room were 
women engaged in stripping and se
lecting wrappers. Then came the 
men seated at desk-like tables “mak
ing” the cigars. A number were 
smoking, while at their work, and 
this is permitted in the factories gen
erally. I understand cigars are al
lowed the workers free of charge.

A pretty señorita was sitting at a 
little table stripping, and I noticed 
the smoke curling up from the cigar
ette which evidently she had laid 
down hastily upon our entering the 
room. We went to another floor and 
came back, and again she had whisk
ed it from between her pretty lips.

Smoking is not the only diversion 
with which these workers vary the 
monotony of toil; they hire a man 
to read aloud to them in Spanish, 
not all the time, but perhaps two 
hours in the forenoon and as long in 
the afternoon. Sometimes the same 
reader will serve two factories in this 
way. He goes over the newspapers 
beforehand and marks what he thinks 
will be of interest to his hearers and 
he reads also from books. When 
ready to begin he tinkles a little bell 
as a signal for all to keep silent. 
There he sat and read, making no 
gesture with hands or body, but do
ing a great amount of elocution with 
his voice and using a tone which 
would work lasting ruin to any ordi
nary vocal apparatus in an hour’s 
time. In some of the factories the 
reader stands in a kind of pulpit.

The Spanish language excels in 
furnishing expressive and euphonious 
names. In this factory which I vis
ited their brand which in English 
would be called “ Our Best” or “A No. 
r” in the Spanish is “ El Mas No
ble.” Their “ Little Duchess” is “ Du- 
quesita.” They have also “ La Rosa 
De Mayo,” which, being interpreted, 
is “The Rose of May.”

wanted to know the effect of the 
occupation upon the health, so while

in Tampa I asked regarding the 
length of life of cigar workers. The 
answer, given not discourteously, had 
in it a touch of humor:

“They live until they die, which 
often is a good long time. Doubtless 
the life insurance companies can 
furnish statistics.”

I did not have time then to pur
sue this branch of the subject farther, 
nor have I since had opportunity for 
thorough investigation. From any
thing I have been able to learn the 
insurance companies do not discrim
inate against cigar workers.

One agent I talked with since com
ing to Michigan told me that from 
his own observations, made, of 
course, in the North, he considered 
cigar workers especially liable to 
consumption, not so much from the 
poison of the nicotine as from the 
dust and lack of fresh air. But the 
rates of his company did not reflect 
his opinions.

However, it does not seem that to- 
ibaco working of any kind can right
ly be regarded as a healthful occupa- 

I tion, nor that popular prejudice 
I against it is unfounded. Even when 
carried on under the best conditions 

j possible it must in the long run tell 
injuriously upon some temperaments.

In concluding this article I will 
give a few statistics, a very brief 
summing up of this great industry in 
Tampa. There are in the city 175 
cigar factories, employing about 10, 
500 workers. It is estimated that 
this year the figures will run larger, 
but in 1908 th<? amount paid the 
workers was over $8,000,000; the com

mercial value of the product was be
tween $17,000,000 and $18,000,000; and 
more than 235,000,000 clear Havana 
cigars were turned out. »

My readers will ponder these fig
ures with varying emotions. Some 
will picture to themselves the solace, 
the comfort, the blissful exhilaration 
they find or imagine they find in one 
cigar, will increase this 235 times and 
then, by a gigantic stretch of the im
agination, try to multiply the result 
by a million. The moralist, on the 
other hand, will take no such rosy 
view of these totals, but with sor
rowful eyes will see therein the vast 
amount of energy and toil which if 
directed into worthier channels might 
make for human betterment, but 
which now is destined to go up in 
what he for perhaps more often she) 
can regard only as worse than use
less smoke! Quillo.

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

Post Toasties
Any time, anywhere, a 
delightful food—
“ The Taste Lingers.’ ’

Poatum Cereal Co., Ltd. 
Battle Creak, Mich.

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

Burlington, Vt.

Highest Grade Canned Goods
P A C K E D  B Y

IA

W. R. Roach & Co., Hart, Mich.
We operate three model plants, including the largest and best equipped pea packing plant in the world.

Peas packed fresh from the field by automatic continuous machinery, under perfect sanitary 

conditions. All water used is from artesian wells. Skilled helpers, expert prccessers 

-—all under personal observation of experienced packers—give to the

HART BRANDS OF FRUITS AND VEGETABLES
Distinctive character and make them T R A D E  W IN N ER S AND T R A D E  H O LD ER S.

Send for Catalogue. Ask Your Jobber for Hart Brands.

W. R. ROACH & CO., Hart, Mich.
Factories at H A R T , K E N T  and L E X IN G T O N .

Judson Grocer C o ., Distributors, Grand Rapids, Mich.

!
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He Tricked Those Who Would Trick
Him.Written for the Tradesman.

In the good old days when sugars 
came in hogsheads instead of bags 
and barrels there was a retail mer
chant in Detroit who had a tremen
dous tea trade. Try as they might 
his competitors were not able seem
ingly to capture any of his customers.

Indeed, it was commonly reported 
that as a youngster (he was of Eng
lish birth) he was apprenticed to the 
East India Co. and had in that serv
ice acquired a wide knowledge as to 
the growth, curing and packing of 
teas, and later had become a profes
sional tea-taster.

Stories were told of how, when he 
made his spring and fall trips to New 
York to buy goods, he would be put 
to the test on teas; how he would sit 
down before a dozen drawings of tea 
and sipping one after another would 
name the brand and price. He would 
even, it was said, take samples one 
after another in his hands, and rub
bing them between his palms, tell as 
to quality and price merely by the 
sense of smell.

Most of this was, of course, pure 
buncombe, in the spreading of which 
the local tea monopolist had a hand. 
This was well known by a rival re
tailer in Detroit, who had as a boy 
known all about the boyhood and 
youth of the tea-taster.

In the old days referred to store 
architecture was not so good as at 
present in Detroit. Foundation walls 
were not built so thick and partition 
walls were less carefully put up and 
looked after. And it so happened 
that the two English boys who had 
become competitors in trade in De
troit occupied stores adjoining each 
other. During the Civil War, when 
green tea was retailed at $2 a pound 
and black tea at $1.50 a pound, one 
of these merchants decided he would 
get on to the tea-taster’s blend of 
green tea.

It had been necessary some time 
before to put in water and gas service 
pipes for the two stores and in doing 
this a considerable opening had been 
left in the partition wall separating 
the basements of the two stores. One 
of the merchants haunted that open
ing for days and by noting the 
brands on chests and recording the 
alternating scoops of tea taken from 
this and that chest to go into the 
third chest he got the combination.

By having three or four confeder
ates take half-pound packages of the 
mixed teas, put up exactly as the 
tea monopolist put up his packages, 
into the tea-taster’s store to see if 
some mistake had not been made the 
spying rival was at last satisfied that 
he had the real thing. Then one day 
in a neighborly bit of bantering the 
spy offered'to bet the monopolist $50 
that he could take a chest of tea he 
had in his store and another chest 
from his rival’s store and, emptying 
each lot into new chests, no person 
living could tell which was which.

The offer was immediately accepted 
and news of the bet went up and 
down the street like wildfire. The 
tea-taster was to be tested at his own

game. As it was specified that the
test should be as t o ----- ’s best green
tea, and that the regular chest from 
under the counter from which the re
tailing next day was to be done was 
to be used, it was a sure thing that 
the monopolist could not slip in any 
other brand.

Next day the two chests were plac
ed side by side and the crowd of 
neighboring merchants tasted from 
each chest, while the monopolist 
busied himself spreading great 
squares of paper on the floor and 
seemed to take no interest in the 
tasting process.

“Why don’t you taste of the teas?” 
asked the rival.

“ Oh, that’s no way to tell,”  said the 
tea-taster. “ I ’ve got to see the two 
teas in piles; see how the light strikes 
them; how the leaves fall together 
and then smell of the empty chests.”

Everybody laughed, but the two 
chests were emptied very carefully 
and the monopolist squinted at the 
piles from various angles; he raised 
a handful of each and let it fall back 
on the pile, scrutinizing the process 
with closest care and then he placed 
his nose above one box and the other, 
sniffing long and deep over each and 
then he designated his pile of tea.

And he won the $50.
“ How did you do it?” eagerly ask

ed his neighbors, and his reply was: 
“ Easy enough. You saw the process; 
you saw me do it. The dependence 
upon taste, whether of the dry leaves 
or those which have been drawn, is 
amateurish—merely a blind. You have 
to know how the leaves act when 
handled, how they look in bright 
light and in shadow and finally the 
boquet. That is the only sure test.”

It was years after before the tea- 
taster told how he had dropped a 
dozen or so of bird shot into the 
chest that was under the counter for

the trade that day and shook them 
down well, and it was years before 
he told how, when the chests were 
emptied to make the two piles, he 
had to use both feet to cover up 
three or four of the shot that rolled 
out on the floor.

One Who Answered.
The mean man was a well-dressed 

and intelligent looking man. He had 
come out of the postoffice, and he 
stood on the steps and gazed fix
edly across the street until he had 
stopped thirty pedestrians, who also 
gazed and inquired of each other 
what they were gazing at. Then the 
mean man took off his hat, made a 
bow to those around him, and began: 

“ Gentlemen, during the late discus
sion of the tariff all of you read about 
ad valorem in connection with it. I 
now ask you what the meaning of 
the term it is.”

No one answered. Fifty more peo
ple came up and stopped, and the 
mean man raised his voice and ask
ed:

“Ad valorem, gentlemen—who can 
tell me what ad valorem is?”

The silence was painful. Then 
twenty-five more men halted and 
whisperingly inquired who was dead, 
and the mean man wiped his heated 
bro\\r and called out:

“Gentlemen, there are old men and 
young men here. There are men of 
erudition and intelligence. I am ask
ing what ad valorem means.”

Those men of erudition and intelli
gence looked at each other in a 
sheepish way, and took no chances. 
The crowd increased to 200, and 
again the mean man demanded to 
know what ad valorem meant. It was 
then, and while at least half the 
crowd were thinking of tearing him 
limb from limb that a newsboy held 
up his hand and then piped: *

“ I know, sir. Teddy shot one in 
Africa, and has sent him over to the 
John Smith Institute. He looks 
sunthin’ like a hog!”

We can preach as best we know 
how and practice as best we can.

Mail orders to W. P. McLAUQHLI.N & CO, CHcagoSTEIMER &  MOORE WHIP CO.
W EST FIELD , M A SS.Can use salesmen, Ohio and Indiana. Y ear contract Dec., 1909. They own their plant and are whipmakers and employ help that "know how.” Are not just like others, but get a trade and hold it. GRAHAM  RO YS, A g t., 

Grand Rapids, Mich., for terms and prices.
Why not a retail store 

of your own?
I know of places in every state 
where retail stores are needed—  
and I also know something about 
a retail line that will pay hand
some profits on a comparatively 
small investment— a line in which 
the possibilities of growth into a 
jarge general store are great. An  
exceptional chance to get started 
in a paying business and in a 
thriving town. N o charge for my 
services. W rite today for particu
lars and booklet telling how others 
have succeeded in this line and 
how you can succeed with small 
capital.

EDW ARD B. MOON,

I 14 West Lake S t., Chicago.

You have had calls for

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

didn’t, your rival got the order, and 

may get the customer’s entire trade.

HAND SAPOLIO it a special toilet soap—superior to any other in countless w ays—delicate 
enough for the baby's skin, and capable of removing any stain.

Costs the dealer the same as regular SA PO LIO , but should be sold at 10 cents per cak*.
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Fall In With Atmosphere of the 
Office.

I read one of those ;heartrendinw 
little human interest narratives the 
other day which always bear the un 

• mistakable imprint of the idealist nar 
rator whose knowledge of business 
conditions has been absorbed from 
purely sentimental, ethical, iwihat 
ought-to-be state of society.

The poor but pretty girl stenog 
rapher had reported for her first 
morning’s work, and her employer 
had just finished dictating his letters 
As she rose to leave the room he said 

May I trouble you to close th 
door as you pass through, Miss Mar 
tyn?”

“Sure,”  Miss Martyn replied, brisk 
ly-

“Sure!” exclaimed the astonished 
man of business. “Sure what?”

“Why, sure Mike!” replied the pret 
ty but poor Miss Mantyn—only to re 
ceive a week’s salary in an envelope 
that evening, with notice that he 
services would be dispensed with 
once and for all.

After which the narrator brought 
home the moral that no young worn 
an in any office anywhere on earth 
could' possibly consider for a moment 
anything but a distinctly drawing 
room deportment, as outlined by our 
real and best society!

*1 his would be especially important 
—and distinctly wearisome—if true 
But it isn’t true save in comparative
ly rare cases. Drawing room man
ners dragged into a business office 
are about as incongruous and intoler 
able as business manners would be 
if dragged into a social, formal affair 
where evening clothes are indispens 
able.

If Mr. Bigwad’s pretty stenogra
pher had come into the room with 
drawing room manners of most im 
peccable brand Mr. Bigwad—if he 
were of gentle breeding—‘wouldn’t 
have asked her to close the door; he 
would have shown her out of the 
room with a bow and closed the door 
himself! What else could he have 
done?

The emphatic truth which I would 
drive home to the young worker of 
either sex is: Take the atmosphere 
of your particular business surround
ing and fall in with it—if you can. 
Otherwise get out, or you’ll be fired 
out sooner or later.

If the pretty stenographer had been 
thoroughly competent she wouldn’t 
have ventured “ Sure” in response to 
the request made by her employer. 
She could have read in the man’s 
manner of dictating that he was ac
customed1 to maintaining a certain 
office dignity which wouldn’t have 
tolerated flippancy. But she would 
have taken it for granted that he 
didn’t want any maidenly reserve and 
dignity on her part such as might 
embarrass him in looking upon her as 
a young woman hired to work for 
him.

To-day in the larger cities there 
are few offices in which there are not 
women workers. Long ago this min
gling of the sexes in the everyday 
work of the world brought about a 
certain readjustment of the former 
distinctive social code. Both sexes, 
governed by honest decency, made

concessions. Strict drawing room 
manners in this business relation 
were impossible. Woman made con
cessions as to social forms and 
speech, with the result that an easy, 
natural working code was established. 
Without this concession woman 
would have been impossible in busi
ness.

Woman has been criticised at large 
on the ground that in making these 
necessary concessions in business life 
she has lost much of the charm of 
her former femininity. But I don’t 
believe it, in the main. She has rid
den herself of a lot of sentimental 
balderdash which once depicted he 
in the old style novel as a superhuman 
being. She isn’t and never was that 

The woman of gentle breeding can 
continue her marked gentility n 
where with more effect than in he 
daily work in an office; but in that 
atmosphere the false, insincere shams 
of the sex must suffer annihilation.

The decent young woman and th 
decent young man may work at el 
bows year after year as office good 
fellows, but under no circumstances 
does this infer a social acquaintance 
outside the office.

It is not too much to say that every 
office has its distinctive “office at 
mosphere.” The traveled, seasoned 
employe in some specialty will be 
able to mark a difference in atmos 
pihere in an instant. Whatever this 
atmosphere—whether free and easy 
or hard and suppressed, with all thi 
variations between these two ex 
tremes—it almost certainly will have 
evolved from a certain head or 
heads of the institution.

To have intuitions keen enough to 
mark this office atmosphere is ; 
qualification which no young worke 
hould fail to cultivate. He must 
‘fall in line” with it, or he must fall 

out of the organization itself. Fig 
uratively, he must key himself to 
the keynote of the office. Flippancy 
of manner is no more offensive in 
the grave, sedate organization than 
xe solemnity and reserve in the house 
vhich is characterized by an easy 
pood fellowship.

“What a silly fool Jones is,”  may 
be the comment in the one.

“What an ass Smith is,”  may be 
the judgment of the office of another 
type.

Wouldn’t you be far wiser if you 
escaped either comment?

John A. Howland.

As Usual.He bought a hoe, a rake, a spade,Some little seeds to sow;A t last he got the garden made And saw the green things grow.He worked the rows and beds each day, Each little plant he knew,And as he smiled and sweat away Oh, joy! how fast they grew.No floods came down to wash things out, No frosts to kill or blight;No neighbor’s chickens scratched about, No kine strayed in at night.Each seed he planted did its best And not a one did rot;No other garden, east or west,Such veg’tables begot.But still this man did not enjoy These veg’tables so new,For every night a neighbor’s boy Stole what the garden grew.
To envy those who rise is to cut 

down the steps by which we might 
ascend.
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There’s a
good profit for you 
in Karo—

There’s satisfaction for 
every customer in Karo.

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

THE SYRUP OF PURITY 
AND WHOLESOMENESS

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

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

somely.
Your jobber will tell

you all about it. CORN
J ^  PRODUCTS

REFINING CO.
NEW YORK.

Klingman’s
Summer and Cottage Furniture: An Inviting

Exposition
It is none too soon to begin thinking about toning up the 
Cottage and Porch. Our present display exceeds all 
previous efforts in these lines. A ll the well known makes 
show a great improvement this season and several very 
attractive new designs have been added.
The best Porch and Cottage Furniture and where to get it.

Klingman’s Sample Furniture Co.
Ionia, Fountain and Division Sts.

Entrance to retail store 76 N. Ionia S t.

W ILLS
Making your will is often delayed.

Our blank form sent on request and 
you can have it made at once. We also 

'send our pamphlet defining the laws on 
the disposition of real and personal 
property.

The Michigan Trust Co.
Grand Rapids, Mich.

Trustee
Guardian
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Between the Upper and the Lower 
Peninsulas.*

To obtain better *mail facilities be
tween the Upper and the Lower Pen
insulas of Michigan is a problem yet 
to be solved. It means faster train 
service and better connections. This 
was my subject at Battle Creek four 
years ago and at that time I at
tempted to show that the Southern 
Michigan postmasters were some
times at fault, but the fault lies prin
cipally with our railroads.

I believe the only way we will ever 
get a better train service will be 
through the efforts of the manufac
turers and wholesalers of Lower 
Michigan and I am going to attempt 
to-day to show where our Southern 
Michigan brethren are at fault:

The different republics of the 
American continent have established 
a bureau for the purpose of promot
ing better trade relations between 
the different countries, and I think 
the commercial bodies of the Lower 
Peninsula would do well to establish 
a bureau for the promotion of better 
trade relations between the two Pen
insulas.

That trade follows the flag may be 
true, and it is a very pretty senti
ment, but in order to have it follow 
the flag you must have first class 
transportation service to the place 
where the flag is planted; and if you 
do not have it other people who have 
transportation service to the place 
get the business.

One of the most essential things 
in the promotion of trade is the ra
pidity and certainty of the mail serv
ice, and that is something we do not 
obtain between the two Peninsulas. 
The service between this country and 
the western portion of Lower Michi
gan, north of Grand Rapids, is very 
bad, particularly during the winter 
season. I think it was in the winter 
of 1907-8 that the G. R. & I. R R 
gave up its night service connecting 
with our trains from the Upper Pen
insula for Lower Michigan. This 
was the result: A letter leaving Mar
quette at 2:45 p. m. for Traverse City 
reached Mackinaw City about 10 p. 
m. and remained there until the fol
lowing morning, reaching Traverse 
City in the neighborhood of I p. m., 
nearly twenty-four hours. A letter 
mailed the same time at Marquette 
or New York City would be pretty 
close to Buffalo at the time the Trav
erse City letter had reached its des
tination.

The Southern Michigan newsoao- 
ers. particularly the papers of De
troit, Grand Rapids and the Saginaw 
Valley, should be very much inter
ested in. and it would be greatly to 
their advantage to have, a fast mail 
service to this great country north 
of the Straits. Detroit and Grand 
Rapids papers reach us twenty-four 
hours old, while the Chicago morn
ing papers reach the entire Upper 
Peninsula west of Marquette between 
noon and suppertime. We receive an 
edition of the Milwaukee morning pa
per in Marquette at 8:10 a. m. These*Pa.per rpaii a t. annual convention of Michi
gan Postmasters by Hon. John Man gum, Post
master at Marquette.

papers contain nearly all the news of 
the day before, including the base 
ball games and other sporting news. 
This is a great advantage which Mil
waukee and Chicago possess over De
troit and Grand Rapids. Chicago and 
Milwaukee control the trade of the 
LTpper Peninsula simply because they 

¡have a superior train service to and 
from this country. The Chicago & 
Northwestern and the Chicago, Mil
waukee & St. Paul run two trains 
daily from the Iron Country to Chi
cago and two trains from Chicago 
northward.

You can leave Marquette at 6 p 
m., have your supper on the train 
and you are in Chicago at 7 a. m. 
the following morning. There are 
also day trains on both roads, leav
ing Marquette at 8 a. m. and reach
ing Chicago at 9 p. m. To reach De
troit and Grand Rapids we leave 
Marquette at 2:45 p. m .and reach 
Detroit at 7:40 a. m. and Grand Rap
ids at 6:40 a. m. We reach Chicago, 
four hundred miles away, in thirteen 
hours; Detroit, four hundred and fifty 
miles away, in seventeen hours; 
Grand Rapids, three hundred and sev
enty-five miles away, in sixteen hours. 
Grand Rapids is twenty-five miles 
nearer to Marquette and it takes 
three hours longer to make the trip.
I think the railroads are short-sight
ed in not giving a better train serv
ice between the two Peninsulas via 
the Straits of Mackinaw. The ma
jority of the people west of Mar
quette, also south of Marquette, in 
the Upper Peninsula go to Detroit, 
Grand Rapids and Lansing via Chi
cago, making a trip of over two hun
dred miles farther simply because of 
the better train service in all re
spects.

The way Lower Michigan reaches 
the Upper Peninsula is by the two 
railroad lines, Michigan Central and 
G. R. & I., north to the Straits of 
Mackinaw, there connecting with the 
Soo Line and the South Shore, two 
railroads which are feeders for the 
Canadian Pacific and, of course, that 
road controls them. When the De
troit, Mackinaw '& Marquette Rail
way was built (the South Shore) 
from St. Ignace to Marquette and 
the Michigan Central and the G. R. 
& I. to Mackinaw City, the Soo Line 
built from Sault Ste. Marie to St. 
Paul and the South Shore extended 
to Duluth along the south shore of 
Lake Superior it was expected that it 
would revolutionize trade and traffic, 
and for a few years there was a lot of 
business diverted via the Straits of 
Mackinaw. At that time you could 
take a sleeping car from Detroit to 
Duluth, but now it is Detroit to 
Mackinaw City and the sleeping car 
service is from Duluth to Montreal, 
through Canada via the South Shore 

.and from St. Paul to Boston through 
Canada via the Soo- LiiTe. For a 
number of years a sleeping car was 
run between Detroit and the Soo, but 
that has been discontinued and Chi
cago now has a through sleeper and 
the people are naturally going to 
Chicago instead of Detroit.

About the time the G. R. & I. was 
built into Mackinaw City this rail
road was one of the greatest factors

in building up Grand Rapids and its 
wholesale trade. The management 
of this road at that time worked! 
hand in hand with the jobbers and j 
manufacturers of that city, issuing ¡ 
reduced rates to the commercial men 
to the Upper Peninsula, and Grand 
Rapids obtained a fair share of the 
business across the Straits. They 
were well represented in the follow
ing lines: Groceries, drugs, flour, 
crackers, candies, cigars and liquors, 
but after getting a foothold they re
linquished it and to-day the only 
lines Grand Rapids is strong in are 
shoes and furniture.

I f  Grand Rapids, Kalamazoo and 
the western portion of Lower Michi
gan ever expect better trade relations 
with the Upper Peninsula it is up to 
the G. R. & I. R. R. to give it to 
them; they have got to have a fast 
train service in the winter as well as 
in the summer, Sundays as well as 
weekdays, and I believe the jobbers 
and manufacturers of Grand Rapids 
will agree with me in this state
ment.

I believe by proper representation 
'to the C. P. R., South Shore and Soo 
Line officials that the people of Low
er Michigan can obtain a better train 
service and better connections with 
the railroads of Southern Michigan. 
The South Shore and the Soo Line 
would be the gainers if freight and 
passengers could be sent over their 
lines from the Straits of Mackinaw 
northward and westward from South
ern Michigan, and I think if the com
mercial bodies of Detroit and Grand 
Rapids would send a representative 
body of men to Montreal to confer 
with the officials of the three roads 
heretofore mentioned that they would 
obtain a better train service on all 
the railroads, and I believe all that 
would be necessary would be to show 
the railroads that an effort is to be 
made by Lower Michigan to capture 
the trade of the North and North
west.

Some years ago the matter of a 
better train service between Detroit 
and the Upper Peninsula was taken 
up with the Michigan Central Rail-

way and the advantages they would 
obtain were clearly shown them; and 
a most splendid service was thereup
on placed in operation and continued 
summer and winter since and there 
can be no fault found with the Mich

igan Central. I feel confident that 
¡they would shorten their time still 
¡more provided the roads north of the 
I Straits would do likewise.

The wholesalers of Lower Michi- 
1 gan are themselves to blame to a 
¡great extent for not having a better

Child, Hulswit & Company
B\NKERSMunicipal and Corporation Bonds

City, County, Township, School 
and Irrigation Issues

Special Department 
Dealing in Bank Stocks and 

Industrial Securities of Western 
Michigan.

Lons Distance Telephones: 
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Kent State Bank
Grand Rapids, Mich.Capital • - • $500,000Surplus and Profits - 180,000

Deposits
5Î4 M illion DollarsHENRY IDEM A - - - PresidentJ .  A . COVODE - - Vice PresidentJ  A. S. VERDIER - Cashier
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Paid on CertificatesYou can do your banking business with us easily by mail. Write us about it if interested.

We Make a Specialty of Accounts of Banks and Bankers

The Grand Rapids National Bank
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A  HO H E  I N V E S T I R E N T
Where you know all about the business, the management, the officers

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

TH E CITIZENS TELEPH O NE CO.
has proved popular. Its quarterly cash dividends of two per cent, have been 

paid for about a dozen years. Investigate the proposition.
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trade with the Upper Peninsula. They 
have made a number of attempts to 
turn the tide of trade south and have 
secured a pretty good hold on the 
volume of business only to let go 
again. The Iron Country in the past 
has had its ups and downs and dur
ing the downs the Lower Michigan 
jobbers got “ cold feet.”  Another rea
son is they have not kept at it. I will 
give you an illustration: I represented 
a Detroit concern north of the Straits 
for some' years and in my first year 
I covered everything from St. Ignace 
to Tower, Minn., and as far south as 
Green Bay. Forty thousand dollars 
a year was a good trade in my 'line, 
but in the second year I sold sixty 
thousand dollars’ worth of goods in 
this territory and then the house 
commenced to divide up the territory 
and had three men making this coun
try. They were all successful, too, 
but the house finally let go and to
day I don’t suppose they sell twenty 
thousand dollars’ worth of goods in 
the Northwest.

in wintertime in the sixties in order 
to get out of the Copper or Iron 
Country you had to walk two hun
dred miles to Green Bay to get a 
train to Chicago; in the summer De
troit and other Lower Michigan 
points were reached by steamboats. 
The Copper Country was opened up 
in the forties and in the fifties the 
first iron was discovered in Marquette 
county by Jackson prospectors and 
the mine was named “The Jackson 
Mine,” and it is still in existence.

The Upper Peninsula has produced 
great men in the financial and min
ing world—men who were born and 
reared in this country: Thomas F. 
Cole, formerly head of the U. S. 
Steel Co., W. J. Olcott, his success- 
or, John D. Ryan, President of the 
Amalgamated, and James McNaugh- 
ton, Manager of the Calumet & Hec- 
la Messrs. Cole, Ryan and Mc- 
Naughton were all raised in Hough
ton county and their parents came 
directly from the British Isles. These 
three men to-day control the copper

Few people in Lower Michigan 
realize what it means to have an ac
quaintance and trade relations with 
the Upper Peninsula people. Going 
back to the organization of the ter
ritory of Michigan in 1805, the south
ern boundary was fixed at a line run
ning due east from the southern 
bend of Lake Michigan. This would 
include a strip about forty miles 
wide along the northern boundary of 
what is now Ohio and Indiana. In 
1835 a dispute arose over this strip 
and to settle it Congress gave what 
is known as the Upper Peninsula of 
Michigan to Michigan and left Ohio 
and Indiana as they are to-day.

The Straits of Mackinaw have and 
will be for some years to come a 
great barrier to the interchange of 
trade between the two portions of 
this great State.

When the Lower Peninsula was 
settled away back in the twenties 
and thirties by- New England and 
York State people they reached 
Michigan by driving along the south 
shore of Lake Erie, this being prac
tically before the days of boats and 
railroads. The Upper Peninsula was 
not so fortunate as to have wagon 
road communications with the Low
er country. When you drove north
ward and reached the Straits of 
Mackinaw your wagon trip ceased 
there.

Long before the G. R. & I. was 
built north the State road from Grand 
Rapids and Newaygo north to Trav
erse City, which was founded in 18:3a. 
was settled by farmers all along and 
when the G. R. &; I. was built there 
was a fairly settled country from 
twenty to thirty miles west of its 
line. The southwestern and western 
portions of the Upper Peninsula have 
been opened up as a farming country 
by people from Wisconsin and Min
nesota; these people have no reason 
at present to go to Lower Michigan 
and they will naturally drift back to 
their old homes to trade and visit. 
1  his has been going on for years as 
it was about 1870 when the North
western Railroad was built into Me
nominee, and for a number of years 
it had its terminus at Green Bay, so

market of the world and three-fourths 
of the iron ore mined in the United 
States is under the control of Mr. Ol
cott. These men hardly know Lower 
Michigan people, and the reason why 
they don’t is the lack of communica
tion between the Peninsulas. There 
are hundreds of young men being 
raised and educated in this North 
country who wall ultimately help to 
control the mining industries of the 
world; for this is the greatest nurs
ery in the world for mining men, and 
the people of Lower Michigan will 
never make their acquaintance unless 
we have a better train service. It has 
been a very fortunate thing at times 
for the Republican party in the State 
of Michigan that it did not depend 
upon the train service to get the mag
nificent majority that it has received 
from the Upper Peninsula. Last fall 
we gave Governor Warner about 
thirty-six thousand votes and Mr. 
Hemans thirteen thousand. We never 
had a campaign speech in the Upper 
Peninsula until October 15. I had 
charge of the routing of the speak
ers which the State Central Commit
tee would furnish us, and it was only 
during the last ten days of October 
that they furnished us speakers at all. 
We had Senator Smith four days, 
Lieutenant-Governor Kelly four days 
and Messrs. Weidemeyer, Wetmore 
and Campbell four days each 
and yet in Lower Michigan I noticed 
by the papers that there was an over
flow meeting held at Parma, address
ed by Congressmen Townsend and 
Weidemeyer. I will wager there are 
a lot of people in this audience who 
dc not even know where Parma is. 
This is another illustration of how 
our Southern Michigan brethren take 
care of us. The Upper Peninsula 
pays one-sixth of the taxes of the 
entire State; this is one thing we are 
sure of, but politically we only rep
resent one-twelfth of the State. 
Houghton county pays $338,000 in 
taxes; Kent county $266,000. Our 
people Up North are very loyal to 
Michigan in a great many directions. 
For instance, they are all “ rooting” 
for the Detroit base ball club and 
they swear by the U. of M. foot ball 
team.

Insuring His Honesty.
A shrewd old Vermont farmer 

came into a lawyer’s office the other 
day, and proceeded to relate the cir
cumstances in a matter about which 
he thought it would be profitable to 
“go to law.”

“You think I hev got a good case?” 
he finally asked.

“Very good indeed!” the lawyer 
assured him. “You should certainly 
bring suit.”

“What would your fee be fer the 
whole thing?” the old farmer asked.

“ Fifty dollars,” was the prompt re
sponse.

The client pulled out an old wallet, 
extracted a roll of bills, and counted 
out fifty dollars.

“ Now,” he said, “ you hev got all 
you would get out of this case any
how, so s’pose you tell me honestly 
just what you really think my chances 
of winnin’ a suit are?”

We work with our heart, liver and 
stomach; the head and hand are just 
a part of the productive machinery.

Many out of town customers can testify to the ease with which they 
can do business with this bank by mail and have 

their needs promptly attended to
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Putnam’s
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The Wise Men Tried To Milk Him 
for Fair.Written for the Tradesman.

There was a heathen King named 
Augustus Halpin Sutton Reynolds 
Kazala, and he reigned in peace over 
a land flowing with Indian corn mush 
and breakfast bacon, fixed up in tin 
cans with a streak of fat and a streak 
of lean. At the time of his birth the 
kingdom wasn’t much, so his Royal 
Nibs, his father, gave him plenty of 
name because it looked as if he 
wouldn’t be able to give him much 
ot anything else. It is recorded that 
her Royal Nibs, his mother, protest
ed against the cruelty of such a 
string of cognomens, but Kazala car
ried the family meal ticket and had 
his brutal way.

One day when A. H. S. R. Kazala 
sat on his throne sipping a red lem
onade and wondering how the Secre
tary of State had the nerve to pre
sent him with a Christmas pipe that 
had a frog in its throat, three wise 
men came to him. The three wise 
men were It in the kingdom, and 
Kazala ordered the Secretary of the 
Navy to dust the chairs where they 
were to sit down.

“ Now,” said Kazala, who was afraid 
the three wise men had come to col
lect a poker debt he had paid with an
i. o. u. several months before, “ what 
do you want? I consider you the re
splendent brothers of the sun and 
the moon, and also the nephews of 
the royal white elephant, which is 
the cornerstone of the universe, but

if you’ve come about the mess I got 
into over that jack pot I ’ll call the 
Royal Executioner and have you ob
literated.”

The three wise men bowed to the 
ground and said that His Highness 
had been presented to the solar sys
tem by a just Being in order that all 
beauty and wisdom should not per
ish. He was the spot where the sun 
got its light and heat, and if he could 
pay something on that poker debt, 
why it would help three of the hum
blest to buy hatpins for three of the 
loveliest ever.

“Oh, I don’t know,” said His High
ness, “ I don’t feel any heat coming 
from a dodo that will permit three 
tin-horns to put the crimps to him 
in a game of draw. Besides, you 
come in a rotten bad time. The 
royal treasury is empty, and the 
Chink who does.the suds work for 
the royal palace has the other shirt 
cf the light of the solar system in 
hock. What are you going to do 
about it?”

“Well,” said the three wise men, 
“ what do you mean by being a King 
and being flat broke? If you will hoist 
yourself off that throne for a brief 
period we’ll give you an imitation 
of governing a people for their own 
good. You have shown wisdom be
yond our power of expression, also 
beyond human comprehension, but 
any old King that will float about as 
light in the pocket as you are ought 
to be packed in lavender and laid 
away in the garret with other fond 
memories of childhood days.”

While the King was meditating 
over this proposition, undecided 
whether to feed the three wise men 
to the sharks or sizzle them over a 
fire of green wood, the Secretary of 
the Treasury came into the audience 
chamber and laid his official nose in 
the dust the three wise men had 
kicked up.

“ Oh King!” said the Secretary of 
the Treasury, “ the weakest and most 
foolish of your admirers begs to in
form you that the iceman is removing 
the Kalamazoo-Direct-to-You from 
the royal kitchen in satisfaction of 
the ice bill.”

“ Ha, ha!” said the King.
“That’s all right,” said the Secre

tary of the Treasury, “but that cuts 
no ice.”

This is important as showing how 
dead plumb busted the King was.

“ Now,” said the three wise men, 
after the Secretary of the Treasury 
had been dragged forth to the royal 
larruping post, “ you see what you’re 
coming to. If you don’t get a hustle 
on you soon you won’t have any more 
kingdom than a Jack rabbit.”

“What’s the good of having a 
kingdom,”  said the Ring, "if it does 
not bring in the skads? I ’ve known 
men to make more money than I get 
off a Standard Oil gasoline route.” 

“The Central Figure of all the 
Ages,”  said the three wise men, 
“gives us a pain under the belt. If 
you had as much sense as a cigar 
sign you’d know that all you need 
now is a wise system of finance.” 

“As soon as I get the price,” said 
the Central Figure of all the Ages,

“ I ’ll send over to the hock shop and 
get a second hand one.”

“ Oh King!” continued the three 
wise men, “ if the Essence of all that 
is Lovely and Above Reproach will 
take a tumble to himself and roll in 
the sand at Ottawa Beach for about 
three months, we’ll fix up a system 
of finance that will look like ready 
money.”

“ Ha, ha!” said the King, the pur
pose of the exclamation being to 
show the three wise men that he 
was next to their game.

“ Or,”  resumed the three wise men, 
seeing that they had drawn a heart 
to a spade flush, “ if you’ll sequester 
yourself in the palace we’ll give you 
the third degree in finance and also 
put you over the rough and rugged 
way. If we had a kingdom like this 
we’d have a yacht with brass on the 
bottom and niggers waving palm leaf 
fans every hour of the day and 
night. If you were living up to your 
opportunities, Oh King, you’d be car
rying a wad in your jeans that would 
make you tip to port when you 
walked.”

“What’s the answer?”  asked the 
King, winking at the Lord High E x 
ecutioner to go out into the back 
yard after the meat axe.

“ Oh Seven Colors of the Solar 
Spectrum,” said the three wise men. 
“you talk like a sausage. Is there, 
then, no printing press- in the king
dom?”

“You’re just whooping!”  cried the 
King. “ If you’ll watch little Gussie’s 
motions you’ll see him working over 
time putting his John Hancock at the
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No Free Deals 
Nothing upsets the 
calculations of the 
grocer and leads him 
astray so much as the 
“ free deal.”  He buys 
beyond his needs. 
You know the rest.
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southeast corners of ten-dollar bills. 
Your suggestion, lords of the world, 
is at the top of the column and next 
tc pure reading matter. In about ten 
days anybody in need of money can 
go to the foreman of the royal job 
printing house and get it. Selah!”

“ If the Substance of all the Earth 
had the tail end of a car to talk 
from,” said the three wise men, “ he’d 
make a noise like William Jennings 
Bryan. If you aim to put this king
dom in the Sixteen-to-One class we’ll 
cut down the wages of our hands and 
raise the price of our product. What 
will all this printed money be based 
on, Your Highness?”

“ Oh,” replied the King, “ I guess my 
little old signature is pretty good yet. 
I ve got qdite a little money coming 
in at tax time, and, besides, I ’ve got 
more land than some folks have got 
hay.”

“The argument of the Ruler of the 
Universe sounds like a barker at the 
outer portal of the six-legged hen,” 
responded the three wise men, bow
ing to the ground and looking back
ward under the drapery of their 
cravenettes to see that they weren’t 
going to get it in the neck. “ Now, 
we’ve got a few scads that we’ve sav
ed a cent at a time by borrowing cur
rency of the people at 3 per and 
loaning it back to them at 10 per. If 
it please the Sum of all the Centuries, 
we’ll dump this mazuma into the roy
al treasury and accept from the Fav
ored of Heaven slips of bond paper 
with his face in red ink on the cor
ner and his Kazala (his mark) on the 
lower left. Incidentally, these slips 
of bond must pay 8 per semi-annual
ly. Is it a go, old hoss?”

“ Ha, ha, ha!” said the King. “The 
Sitter on the Clouds of Heaven fails

to see how that will add to the cir
culation of mazuma in the land. As 
the court understands the situation, 
the dear pe-pull have already too 
long handled postage stamps and beer 
checks as mediums of exchange. You 
will have to come again.”

“ Oh King!” cried the three wise 
men, bending lower than ever, for they 
sought to do the King right while 
they were about it, “ we will even re
place these bonds bearing 8 per in 
the royal treasury, and you shall is
sue to us mazuma, which will make 
the wheels go round until we get a 
corner on 'it again.”

“ Now Allah be praised!” cried the 
King, devoutly, “ that the royal palace 
is surrounded by armed men. Little 
Tommy Lawson was a baby in fi
nance compared with these mental 
arithmetic toters. Baste! Is the King 
an editor, that his paper is foul in 
the market place unless endorsed by 
the meanest of his slaves? Go to! Is 
the hand that signs the mazuma 
weaker for pay than the hand that 
signs the bonds drawing 8 per? You 
must think the King hath a head like 
a pin.”

“ May it please the Sum and Sub
stance of the Heavens,”  said the three 
wise men, “ the system which-we pro
pose is endorsed by the financiers of 
all the world.”

“ Do we leave the care of our lambs 
to the hungry lions?” demanded the 
King, winking at the Secretary of 
State, who at once doubled up with 
laughter, as was the custom when the 
King winked. “Write, Secretary of 
the Treasury,” added the King, toss
ing a brick at that sleepy official’s 
nose, “ write: Their outlay is 3 per, 
which they pay the people for use

of the money with which they buy 
the bonds. Their income from the 
bonds is 8 per, and the income from 
the money issued on the bonds is 10 
per. How much profit for the scum 
of the earth, Secretary of the Treas
ury?”

“ Fifteen per!” drawled the Secre
tary of the Treasury, who had been 
out on a Sunday school picnic the 
previous evening and had sticks in his 
eyes.

“ Ha, ha, ha, ha!” said the King, and 
at a signal the Royal Executioner 
took the three wise men out into the 
hen house and arranged their heads 
on a platter, which was presented to 
the King with proper ceremonies.

For it is only in lands of great civ
ilization that wise men can work a 
game like that on the administration. 
The heathen won’t stand for it.

Alfred B. Tozer.

Many young men look forward to 
a position as a commercial traveler, 
when, with grips and sample trunks, 
they shall gad about the world, sell
ing their wares while the “ house” 
foots the expense account. ' It is a 
great business, and profitable to 
many; also frequently the stepping 
stone to better things. But it has its 
disadvantages, such as poor hotels 
and the necessity of getting business. 
Perhaps the young man who feels the 
lure of the road had better enter poli
tics. There are to be found the trav
eling snaps—nothing to sell, nothing 
to do, and a liberal expense allowance 
from the “house,” which is the treas
ury. Look over these national travel
ing men and see if commerce offers 
anything so fine. One group of twen
ty or more senators and representa
tives is doing Europe, cruising up and

down rivers and canals and seeing 
the sights, while the government pays 
the bill. Another bunch of legislat
ors is going to Hawaii to look around. 
Perhaps they will continue the jour
ney to the Orient. No doubt the 
“house” will stand for it. Another 
group has been touring the cool 
mountain states, where irrigating 
projects and trout are found. Lately, 
over the West, traveled a group of 
New York legislators, inquiring about 
primary elections, and how many oth
ers from different states and from the 
federol government are gadding 
would be hard to say. There are 
plenty of these berths for the poli
tician who can deliver the votes. And 
the people seem unable to stop it; 
hence young men might as well get 
their share.

Romance in Real Life.
“Was your first meeting with your 

wife romantic?”
“ Extremely so. It occurred at a 

picnic. I was eating a very ripe to
mato and some of it squirted into 
her eye.”

The Thoughtful Spouse.
Guest (from the Country)—This is 

excellent wine. I must take home a 
few bottles to my wife. She never 
drinks wine, but at any rate she’ll 
feel that I didn’t forget her.

Would Have Hit Him. 
Henpeck—I held my wife’s hand 

for over an hour last night.
Henderson—‘What did she hold? 
Henpeck—A rolling pin and a pok-

Most of the philosophy on pain 
works well only in application to 
others.
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D R Y  GOODS,

F A N C Y  GO O D S ̂  NOTIONS?

Clerk Selling Embroidery Discourses 
on Its Merits.Written for the Tradesman.

“The girl or lady who sidles along 
toward the embroidery counter—if 
she allows herself to pause there—is 
simply lost, so far as her strength 
of mind and the strings of her geld- 
beutel—as the Germans call pocket- 
book—are concerned,” observed the 
popular girl at one of the popular de
partments of a popular store.

“ If she has any money at all to 
jingle in said pocketbook’s depths— 
even if, on entering the place, she 
was fully decided to buy with that 
same jingle money three pairs of 
warm woolen stockings ’gainst ‘a nip
ping and an eager air’ that comes 
with the advent of Old Jack Frost— 
she at once forgets all about the win
ter hosiery.

“The remnants of embroidery al
ways seem to possess the most pe
culiar fascination for the feminines 
of every condition in society. Why, 
even the wealthiest of them will paw 
over—that isn’t a very cultivated 
term, but there is no other word to 
express the idea quite so well—will 
paw over this long remnant box on 
my counter like a pack of wolves, so 
rapacious are they to pick out what 
they regard as the best bargains in 
the lot.

“ My remnant box is in a state of 
almost inextricable confusion this 
afternoon,” continued the pleasant 
young woman, laboriously working 
to put things to rights.

“ It’s a hard enough proposition to 
keep these folded and pinned-up piec
es in any sort of order,” said the girl, 
“ hard enough as it is; but things 
might be worse, don’t you know? It’s 
a good deal like life in that respect," 
smiling, “ for you know that no mat
ter how bad off any of us think our
selves to be, our situation, either 
physical or mental, might be a hun
dred times harder to bear than it is 
already. Did you ever stop to think 
of that fact?” questioned the young 
lady.

.“ Yes,” I replied. “ I don’t know as 
I . ever thought of life in precisely 
the words you use, although I have 
come to a conclusion bordering on 
the way you express it.”

“Well, it’s perfectly true,”  contin
ued the girl. “ No matter how hard 
you think your lot, no matter if you 
judge that you’ve really arrived at 
the jumping-off locality, you might 
have trials and tribulations dozens of 
times more distressing to live through 
than the ones that now encompass 
you about and that seem ready to 
crush your very life out with their 
immense weight.

“ So, although my remnant counter 
gets in a frightful state of disar
rangement a hundred times a day, I 
always think how it might get into 
an even more lamentable condition.

“Why, in the last store where I was 
employed they were not in the habit 
of even allowing me to keep my rem
nants folded up and properly tagged. 
Every piece had to be unfolded and 
the whole bunch all jumbled up. That 
was supposed to give to the women 
customers an impression of the 
lengths being truly bargain rem
nants. Those boxes certainly used to 
give me the hypos. When a patron 
would get hold of an end of em
broidery that pleased her fancy we 
would have to follow up the trail, as 
it were, until we got it extricated 
from the melee. As a matter of fact, 
most of those so-called remnants 
would not be remnants at all, but 
merely pieces snipped off from regu
lar stock and marked a cent or two 
lower—no ‘bargans’ at all. But the 
foolish women would ‘fall all over 
themselves’ to get at the box and 
would claw and claw and claw. Really 
it was amusing to a person on the ‘in
side track.’

“ I am not telling you the name of 
the store where that method prevail
ed—it was in a faraway town any
way—so I am violating no trust in 
the telling.

“ Embroidery has so much to com
mend it for embellishment of ladies’ 
wear that it is small wonderment that 
the sex are prone to be so fond of 
it as they are. It wears much better 
than does lace at the same price and 
besides the item of durability it comes 
ill an infinite variety of patterns from 
which to choose.

“ But, despite the raptures into 
which the women go over embroid
ery, there are few of them who know7 
how7 properly to select it. They al
ways take the design into first con
sideration, wear entering second in
to their thoughts. Of course, the pat
tern is of great importance, but the 
firmness should also be taken into 
account. Odd as it may seem, a de
sign which is apparently ‘nothing but 
holes with thread woven on the 
edges,’ as one lady describes it; lasts 
much longer than where there is more 
cloth between the holes. I am still 
wearing a petticoat with an embroid
ered ruffle of this description that I 
got five years ago, proving that it 
‘wears like iron.’ When I got it, never 
having bought any embroidery just 
like it, I felt skittish about it, but my 
fears proved unfounded. The back
ground of embroidery should always 
be examined minutely to see if the 
cloth is tightly woven or is sleazy.

’Tis no use to purchase it if the latter 
be true, no matter how much the 
prettiness of the pattern may appeal 
to the buyer.

“ In getting insertion the design 
should be scrutinized to see whether 
the figures of the two sides come in 
opposite ways of the pattern, as when 
this is so it ‘makes up’ much nicer. A 
waist, for example, is then symmetri
cal—not one leaf standing up and the 
opposite hanging down. Sometimes 
where the insertion is so handsome 
that the customer wants it, evenness 
or no evenness, and the embroidery is 
very closely woven the strips may be 
reversed on one side of the garment 
on which it is used. Then, in the 
laundering, by ironing all of the 
strips on the under side the decep
tive turnover is never discovered.

gance to a Princess that are enough 
to transport a woman’s heart to the 
Seventh Heaven, wherever that de
lectable spot may be. Double-edged 
beading works in well in this style of 
embellishment. Ribbon run in this
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Wm. Alden Smith Building 

Grand Rapids, Mich.

“ Deliberation must be given always 
to the quality of the cloth that forms 
the background of embroidery. It 
should never be coarser than what it 
is going to be put with as that cheap
ens the embroidery. And, also, the 
pattern of the cloth must be given 
attention, as too much of a mixture 
in that and in the embroidery makes 
simply a hodgepodge. For instance, 
when making up a shirt waist if the 
embroidery is elaborate it is in much 
better taste to have the body of the 
waist of plain goods, and vice versa.

“ In investing in embroidery quite 
a good many women fancy they have 
to give a big price in order to get 
nice merchandise, but really they 
would be astonished if they knew 
how many of the swell dressmakers 
purchase cheap embroideries, espe
cially insertions, goods retailing for 
say 8 or io cents a yard. Such are 
often closely woven and with linen 
or cotton make up into a handsome 
dress or undergarment.

“ It is surprising what an enormous 
amount of cotton embroidery is used. 
It plays a part in the making of al
most everything entering into ladies’ 
wear: underclothes, dresses, cloaks, 
hats. And there are all sorts of ways 
of using it: crossways, up and down, 
on the bias. A little embroidery ac
tually glorifies a garment. Where a 
quantity is employed caution must be 
exercised not to pile on too much, 
as that is worse than none at all. In- 

jsertion set perpendicularly in a Princ
ess slip and repeated at the bust, arm
holes and top of an embroidered and 
tucked flounce gives touches of ele-

RUGS RUGS
All Kinds

Jute—Nepperhan—Palisade — Philipsburgh—Velvet— 
Axminster—Wilton, etc.

All Sizes
27x54 in. to 9x12 ft.

All Prices
85c to $38.00.

Also a line of Carpets, Oilcloths, printed and inlaid Lino
leums.

P. ST E K E T E E  & SO NS  
Wholesale Dry Goods Grand Rapids, Mich.

Ideal Shirts
W e wish to call your atten

tion to our line of work shirts, 
which is most complete, in
cluding

Cham brays 
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
White

W rite us for samples.
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makes the slip still handsomer. This 
should end in tiny bows wherever 
practicable. Bows should never be 
placed on shoulders, as that gives a 
bunchy look to the waist, but be tied 
at the front of the arm. With such 
a slip there should be worn a rather 
plain dress, as the elaborate slip is 
the thing. If the dress is a mass of 
fluffy lace the slip should be finished 
with only a tucked ruffle and be 
quite plain at the top and armholes.

“ In the high class stores they are 
selling, both for inside trimming and 
for outside adornment, exquisite 
Swiss embroideries displaying, a white 
background with the work done in 
pale pink and also in numerous other 
colors. These .make a nice change 
for the one who likes variety, but 
after all I think there’s nothing so re
fined as pure white.

“ Finishing braids are a small thing 
in themselves but add immensely to 
the daintiness of a garment. Another 
thing that is very satisfactory and, 
too, wears excellently well is to sew 
on the dust ruffle of a petticoat some 
of this narrow stout-edged white em
broidery-like trimming that comes 
for ornamentation of tub dresses of 
white goods or gingham or chambray. 
It wears much better for catching the 
hard wear given by the heels than 
the ordinary embroidery.

“ Lace and embroidery are frequent
ly combined in medallions, both large 
and small, and these give an exqui
site effect when set in shirt waists and 
in other clothing. Butterflies four to 
six inches from tip of wing to tip 
of wing are often used alone on a 
plain India linon shirt waist of fine 
quality. Nothing could be more 
charming.

“ Medallions are frequently made 
by hand by making a ‘spider’ of Bat- 
tenberg and gathering lace around 
the ‘spider,’ cutting out the cloth un
derneath. Sometimes two rows of 
lace are shirred on, one lying a lit
tle beyond the other. Very pretty 
medallions may also be made by pur
chasing a piece of all-over embroid
ery with dragon flies on it, cutting 
out the dragon flies and appliquing 
them directly to the plain'white cloth 
of a shirt waist, or a circle of cloth 
may be cut out with the dragon flies 
left in the center, lace being sewed 
around the circle as I described.

“ Many girls -won’t allow their love
ly embroidered clothes to go to the 
laundry to be rotted out with chemi
cals and too hot irons, preferring to 
do them up themselves or supervise 
their laundering in the house, well 
knowing that they last at least three 
times as long as when done out of the 
house.

“Wrinkles in the ribbons that run 
in the beading should be painstaking
ly pressed out—not too hot a flat— 
and the ribbons put back where they 
belong as soon as their garments are 
again ready to wear, ahead of time, 
and laid away in violet-padded and 
sacheted drawers against the occasion 
they are needed. Looking thus to the 
future eliminates a deal of worri- 
ment. Then when an emergency 
arises it isn’t:

“ ‘Oh, dear! My clothes are not 
ready. Why didn’t I see to them

when I had the time and not wait 
until I was rushed to death in get
ting ready to go somewhere?’

“The woman who aims to be well 
dressed always has her underclothing 
much nicer than her outside things. 
She then possesses ‘that feeling of 

¡conscious rectitude,’ which she can 
not experience if she knows that she 
is parading around in underclothes 
that would not bear inspection if she 
fell off the roof and broke her leg.

“ One time I asked a gentleman of 
iny acquaintance what he knew about 
embroidery.

“ ‘Oh, I know a whole lot about 
it/ confidently replied my literary 
friend.

“ ‘What?’ I demanded, peremp
torily of my Bohemian friend.

“ ‘Well,’ came musingly, ‘I have 
seen how delightfully Old Jack Frost 
can embroider the window panes for 
us without half an effort; I ’ve ob
served the vast multitude of shapes 
that the spangles of snow resolve 
themselves into, and, then again, I ’ve 
heard—I ’ve no personal knowledge 
of the matter, however, let me as
sure you—'how the lover makes use 
of all the frills and furbelows in em
broidering his speech when in the 
presence of his sweetheart!’

“ I boxed the ears of the dilettante 
land let it go at that,” and the girl, 
[whose fingers had been as busy as 
her tongue, finished at the same time 
her talk and her work of bringing or
der out of chaos.

Beatrix Beaumont.

Lunching With Customer Cost a Po
sition.

It was in the midst of an impor
tant talk with a customer that Mr. 
Busyman looked and saw his ste
nographer at a nearby table. She was 
flushed, animated and evidently en
joying as only 19 can the novelty of 
having her taste consulted over a 
long and expensive list of viands. 
Her host also was apparently enjoy
ing himself hugely, but Mr. Busy- 
man frowned a bit, and then more 
than a bit, for the host in question 
was one of his foremost customers.

“Dear me, I ’m sorry for that,”  he 
exclaimed, involuntarily, with the 
further inward comment, “of course 
she means no harm, but it looks aw
fully bad.”

His guest took in the little scene 
with interested eyes. He could not 
help noticing that they were talking 
low and in a confidential manner. He 
had noticed the girl’s quick, clever 
ways when she had taken his dictation 
that morning. How she had grasped 
every salient point of the matter in 
hand—an important deal that had 
brought him across the continent. At 
one time he had liked her intelli
gence, but it was not a soothing re 
flection that she might at this mo
ment be reviewing those cherished 
plans for the benefit of his comped- 
tor across the table.

Could a girl who flushed like that 
just at the pleasure of being taken 
out to luncheon have the sense to 
keep her firm’s counsel? Or, could 
the man helping her bountifully to 
lobster Newberg pump her little mind 
dry with as easy a grace?

Insensibly his manner stiffened and 
he spoke of the projected contravt 
with a less definite air. It might be 
well to wait a bit and watch the 
methods of this firm. Mr. Busyman 
felt the frost, although unable to ac
count for it, and returned to the office 
with his guest, feeling that the lunch
eon had been a failure.

Miss Play well returned' at 2:30, her 
cheeks flushed with pleasure and ex
citement. “ I must hurry back to 
copy that contract,” she told her es
cort, but as it happened there was no 
contract to copy.

No break at all? Oh, no, indeed; 
simply matters never came to a head 
and the next week Caldwell & Co., 
down the street, secured the coveted 
contract.

Miss Playwell still holds her posi
tion, but she’s now given principally 
routine copying to do, and there’s r. 
young man in the chief’s office—a 
youth wrho never goes out to luncheon 
with customers. “ Business life is dis
appointing,” she has been heard to 
comment bitterly, and “Why don’t I 
get ahead?” is a question often on her 
lips. But not being analytical, this 
little incident has been long since 
forgotten, and she has never had to 
figure out how expensive one plate 
of lobster may be. Julius Kearney.

The Joke On Carnegie.
Andrew .Carnegie, at a recent din

ner, told the following story:
“ I was traveling Londonward on 

an English railwray one time last 
year and' had chosen a seat in-a 
nonsmoking carriage. At a wayside1

station a man boarded the train, sat 
down in my compartment, and light
ed a vile clay pipe.

“ ‘This is not a smoking-carriage/ 
said I.

“ ‘All right, governor/ said the 
man. ‘I ’ll just finish this pipe here.’

“He finished it, then refilled it.
“ ‘See here,’ I said. ‘I told you this 

wasn’t a smoking-carriage. If you 
persist with that pipe, I shall report 
you at the next station to the guard.

“ I handed him my card. He look
ed at it, pocketed it, but lighted his 
pipe, nevertheless. At the next sta
tion, however, he changed to another 
compartment.

“ Calling the guard I told him what 
had occurred, and demanded that the 
smoker’s name and address be taken.

“ ‘Yes, sir/ said the guard, and hur
ried away. In a little while he re
turned. He seemed rather awed. He 
bent over me, and said apologetically:

“ ‘Do you know, sir, if I were you 
I would not prosecute that gent. He 
has just given me his card. Here it 
is. He is Andrew Carnegie.’ ”

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

Corl, Knott & Co., Ltd.
20, 22, 24, 26 N. Division St. 

Grand Rapids, Mich.

New Line of

Handkerchiefs
Has Arrived

Let us book your order before the choice 
numbers are sold. We have them to 
retail at one cent to one dollar each.

GRAND RAPIDS DRY GOODS CO.
Exclusively Wholesale Grand Rapids, Mich.
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How the Store Detective Circum
vents the Shoplifter.

In the capacity of floor manager 
for three of the largest State street 
stores and with similar experience 
in several of the big department 
stores in the country outside of Chi
cago the writer has had ample op
portunity to observe the genus shop
lifter at close range and under vary
ing conditions.

The yearly loss to the big stores 
in State street through the practices 
of this “pest”  will easily run into the 
hundreds of thousands of dollars. 
And this can only be estimated, for 
no one store could give the e'kact 
figures or even the approximate ones 
of its annual losses through the shop
lifter. If the goods are taken and 
the thief gets away with his spoils 
undetected the only recourse left to 
the house is to charge the stolen ar
ticles to “profit and loss” or forget 
them entirely. The latter method is 
the usual procedure when the loss is 
small, and this is the general case 
when the theft is the work of the 
professional and not the “ kleptoma
niac”—a polite term for the amateur.

A shining example of this latter 
class was a woman recently detected 
in the act of walking out of a large 
department store dressed up in a 
magnificent sealskin sacque which she 
brazenly lifted off a hanger, put on 
and was almost out of the building 
before a dumbfounded cash girl who 
happened to notice her in the general 
confusion could collect her startled 
wits and give the alarm.

This woman, after being taken to 
the manager’s ’office by the house de
tective, admitted on cross examina
tion that she started her career as a 
shoplifter by first purloining small ar
ticles on the notion counter; then she 
successfully tried her hand at ribbons, 
handkerchiefs, hosiery, veilings, jew
elry and finally came to her undoing 
in the sealskin sacque theft. The 
house recovered a lot of its goods 
in a search of this woman’s home, 
and as she was well connected and 
the case was quietly settled without 
prosecution it is reasonable to sur
mise the firm did not suffer any great 
loss at her hands after all.

But she was an amateur, pure and 
simple, and no professional shoplifter 
would attempt any such foolhardy 
theft as she had done. The profes
sional does his business on the same 
motto of the store he is sacking— 
“ small profits and large business”— 
although in his case his business is all 
profit, be it small or large. However, 
he is in the game as a business and 
consequently has given its require
ments and pitfalls thorough study 
and consideration.

The first and foremost of these 
safeguards is to acquaint himself 
with the house detective staff. Any 
bouse detective worthy of the name 
will readily admit there are shoplift
ers by the score who know him by 
sight, but he has never yet seen their 
faces, or, if seeing them, he had no 
especial reason to remember them.

The problem of handling shoplift
ers is a delicate business in a big 
store. The house would a hundred

times rather lose the value of an ar
ticle taken than have a person wrong
fully accused. There are three potent 
reasons for this choice: First and 
foremost is the besmirching of the 
good name of an innocent person; 
second, the liability of the house to 
a damage suit for false accusation; 
and, last, the loss of trade of the 
person involved and his friends.

For these reasons they instruct 
their employes to accuse no one open
ly of theft, even although they see 
any article taken, but immediately 
and quietly to point the thief out to 
the floorman. The latter in turn must 
not attempt to detain the party by 
force, but must phone the house de
tective’s office, when a detective will 
be immediately dispatched to the de
partment and the floorman can then 
point out the shoplifter to the detec
tive, or, in case the thief has disap
peared, give a minute description of 
him and the direction taken.

The work is now up to the detec
tive, and his is a duty of diplomacy. 
The suspected one is “ shadowed” 
from that moment; if he is not ac
costed then he is under surveillance 
every time he enters the store there
after. The next time he “works the 
game” the detective has him “ spot
ted.” But even now with the “goods 
on him” the officer goes about his 
work as quietly and unostentatiously 
as possible. “ The superintendent 
would like to see you in his office,” 
is the greeting, accompanied by a 
tap on the shoulder, with which the 
shoplifter is halted as he is leaving 
the store. This is usually sufficient, 
but if any strenuous objections are 
raised the detective will place the 
suspect under arrest.

Many a shoplifter, however, has 
been pointed out to house detectives 
by employes who accuse them of tak
ing articles and still have gone un
molested by the detectives, as some 
have had their arms full of packages 
bought in the house and the article 
they were accuced of having taken 
would be inconsequential in compar
ison to the value of their purchases 
in the store, hence why lose a paying 
customer by accusing him of taking 
trifling articles? Then again the ac
cused person’s appearance is. so pros
perous looking that the detective hes
itates to arrest him, fearing the em
ploye might have been mistaken in 
his accusation.

So it is a delicate task to land shop
lifters, and even after they are taken 
redhanded the only satisfaction the 
house can get is to convict them of 
theft in court as an example to oth
ers. However, the possibility of be
ing watched by a house detective 
limits the operations of many shop
lifters and keeps them on the anxious 
seat, so for this condition anyhow 
the house detective is worth his sal
ary to his house.

The absolute brazenness which 
many amateur shoplifters display in 
their pilferings astonishes the casual 
observer, and he is at first sight dis
inclined to believe the accuracy of 
his own eyesight. Then when he be
comes case hardened after seeing 
many instances of surreptitious shop
lifting he feels nothing more than an 
indignant contempt for the thief.

As an instance I have in mind the 
case of a widely known Chicago law
yer who came in daily to the cigar 
department and purchased several 
high priced cigars from the boxes ly
ing open on the case. He would al
ways tender a bill in payment which 
would necessitate his waiting for 
change.

While the clerk’s back was turned 
in the act of handing the money and 
check to the cashier this worthy bar
rister would quietly lift one or two 
of the best cigars within reach and 
quickly slip them into his upper vest 
pocket.

But it would undoubtedly startle his 
keen, crooked mind if he were to 
know that he had the supreme con
tempt of every clerk in the depart
ment, who I learned were all aware 
of his little cigar depredations, but 
hesitated to say anything on account 
of the fellow’s standing and the big 
account his family ran with the 
house.

In the hat department of one large 
State street store an average of a 
dozen hats and caps, valued at 25 
cents to $3, are taken weekly from 
the large stock which is laid out 
openly on counters and tables. It is 
in this department that the fine work 
of the professional shoplifter shows 
to best advantage, as a hat is some
thing which can not readily be se
creted on the person without detec
tion. Your professional quietly slips 
in when trade is at its best and all 
the clerks are busily engaged fitting 
prospective buyers and many more 
would-be buyers are endeavoring to 
wait on themselves. The shoplifter 
quietly mingles with this crowd of 
waiting customers, nonchalantly tries 
on several hats until he has found his 
size, then slyly secretes his old hat 
among the stacks of new ones and 
leisurely strolls out the door with a 
new hat on his head.

The theft is not discovered until 
the rush is over and the clerks go 
about straightening out the stocks, 
when the old hats—“ floaters” they 
are termed—are discovered and the 
discoverer laughingly announces his 
find to his fellow clerks. As many 
as five of these “ floaters” have been 
discovered in a check up after a busy 
day, and on one occasion a $15 hat 
was taken off a display stand in this 
department and an old, dilapidated 
derby left in its place. This theft in
augurated a custom in the depart
ment to keep all high priced hats 
locked up in cases. Likely as not 
many of these stolen hats have been 
refunded for in cash several days aft
er their being taken, as the store in 
question has a liberal refund system 
in vogue and will readily refund in 
cash for goods bearing its own label, 
even although the customer has no 
sales check, if the party returning an 
article puts up a likely story of the 
purchase.

As a rule, however, your profes
sional shoplifter has a choice assort
ment of checks to fit any article he 
may wish to have exchanegd or re
funded on, which he has accumulat
ed by picking from off the coun
ters or floors where customers have 
carelessly thrown them after receiv
ing their purchases.

Any live house detective in a large 
department store can tell amusing 
experiences of the wiles and ways of 
shoplifters, and if he be broad mind
ed and candid can tell also of many 
instances where he has been clearly 
outwitted by clever shoplifters whom 
he has been “ shadowing” and who 
became aware of his identity. Your 
live, up to the second shoplifter 
knows that the best way to throw a 
house detective off his trail is to pur
chase a large bill of goods under his 
nose and have it sent C. O. D. to a 
fashionable address, frequently giving 
a number which does not exist.

A house detective in a large popu
lar priced State street store has a 
unique method of dealing with shop
lifters who become aware of his iden
tity, yet go from counter to counter 
looking at goods purely to spite him. 
He has a large sized needle which he 
slyly jabs into their arms at every 
occasion when they stop at a coun
ter. Of course they make a bluff at 
being highly indignant, but the de
tective is unconcernedly looking in 
another direction and secretly hoping 
they will raise a fuss with him, when 
he will have ample excuse to resort 
to his favorite pastime—he is a noted 
rough and tumble fighter. But the 
shoplifters know well of his ability 
as a fighter and their own shady rep
utations, and, realizing the futility of 
any resentment, they usually quietly 
slip out of the store through the 
nearest convenient doorway.

T. P. Mahoney.

He Knew Two Verses.
A teacher in a downtown Sunday 

school was so proud of her flock that 
she invited several visiting ministers 
and elders to dttend one of her class
es and be encouraged and uplifted by 
the observation of juvenile proficien
cy in scriptural studies.

The session opened auspiciously. 
Little girls with yellow plaits and 
little girls with black braids lisped 
their responses in a manner to glad
den the heart of any teacher of 
“young ideas.”  Then came the fall 
which invariably follows pride.

Turning to a bullet-headed, freckle
faced little boy, whose ears seemed 
about to carry off his head like an 
aeroplane, she asked him to repeat a 
verse from the Scriptures, but her 
only answer was a vacant stare.

“ Come, come,” said the teacher, 
“do you mean to tell me that you 
can’t repeat even one verse?”

“Naw,” replied the small boy, “ I 
know one.”

“Well, then, let me have it,” said 
the teacher, sharply.

“And Judas went out and hanged 
himself,” repeated the young unre
generate. His teacher’s lips wreath
ed themselves in a cynical smile as 
she said: “Very good, and can you 
give me another?” The boy nodded 
vigorously.

“ Sure,” he replied.
“ Let me have it, then,”  responded 

his teacher in her softest purring 
tones.

To her consternation the little 
reprobate said, “Go thou and do like
wise.” He enjoyed a holiday the rest 
of that afternoon.
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The Man of To-morrow
A d a m  was the only one man who never was a boy, and he never wore clothes anyhow. H e stopped at fig leaves. Every other man was a boy once, and the majority of boys to-day are going to be men some day. Get your boys’ trade started right and watch it make your men’s trade grow.Boys grow up and demand Young M en’s styles. If  you sell them “Viking” and “Viking System” clothes when they are boys, they will insist on “ Viking System,”“ Graduate” and “ Flossy” Young Men’s styles when they grow up. It will work this way for you. Start in now on this theory. It’s not a new one, but it’s a sure one. The “Viking” line will start you right, from age 2 y2 to size 38. There are more good things to learn about the “Viking” line this Spring than ever before; begin by filling out the form below and mailing it at once. Sm all effort— big returns.

B ECK ER, M A YER & C o., Manufacturers of Young Men’s and 
Little Fellows’ Clothing, Chicago.

(Sign and Mail This at Once)Will look the Spring “ Viking” line over. If your salesman is within a reasonable distance, have ^im call on me, otherwise send sample swatches, charges prepaid’ of such goods before which I have marked X . ] H ave salesm an call with the line.
| The complete line Young Men’s, Boys’ and Children’s Suits, etc. □ Little Fellows’ Suits, ages to 8.

| | Young Men’s Suits. □ Little Fellows’ Top Coats, ages 3 to 8.

I Boys’ Knee Pants Suits, ages 6 to 16.Kindly mark an X  in square before line or lines you desire samples of. □ Pantc T inoi Odd Knee Pants rants Line j Long Trousere

NTfimp Town StatePlease write your name and address plainly and in proper space, so that it can be easily read. (Michigan Tradesman)
flECKERl lAKERfc/nQMPAN YHIICAfiO

A D £  V Æ A S S Y LOTHES
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Its Magnitude, Its Glories and Its 
Mistakes.Written for the Tradesman.

There is a giant in the ranks of 
modern industrialism. He is young, 
vigorous, resourceful and quasi-om- 
nipotent; and so quietly, rapidly and 
unostentatiously has he developed 
that even now the rank-and-file can 
hardly be said to be fully aware of his 
presence and his prowess.

This giant is the trade press.
And although he seems to be in

digenous to the soil of American in
dustrialism, he has elsewhere mani
fested his power and conferred his 
benefits.

I have before me some interesting 
statistics compiled by Frank C. Rus
sell, Cashier United States Sub-treas
ury, Chicago. These statistics con
stitute the bone and sinew of an il
luminating article entitled, “ Twenty- 
eight Millions for Trade Journal Ad
vertising,” which appeared in the 
May issue of the Trade Journal Ad
vertiser. And the editor (presuma
bly) claims for this article that it is 
“the first genuine attempt ever made 
to determine just what the advertis
ers of the United States pay for 
space in trade journals.”

Mr. Russell has evidently been so
licitous to gather his information in a 
very painstaking and thoroughgoing 
manner, and anyone who studies care
fully the three “ tables” in which the 
trade mediums are classified must 
feel that Mr. Russell has been safely 
conservative; and yet his findings al
most stagger one. He finds 851 trade 
publications, falling into thirty-three 
classifications, in .which the total 
number of advertisers is computed to 
be 163,011. The total number of 
pages per issue appearing in these 851 
trade mediums reaches the astound
ing number of 64,188; the total cost 
of advertising per issue is estimated 

$2,335,629 and the total cost of ad
vertising per year reaches the grand 
total of $28,027,548.

For the sake of convenience Mr. 
Russell reduces each publication to 
a basis of twelve issues per annum. 
Then if there are 64,188 pages of ad 
vertising in one issue, in twelve issues 
there will be 770,256 pages! Think of 
it! Try if you can to picture to your 
imagination the magnitude of such an 
advertising output—770,256 pages of 
printed salesmanship! Consider the

enormous amount of ganglionic activ
ity required to produce that veritable 
deluge of publicity!

Where It Goes—What It Does.
This enormous volume of advertis

ing is done by the manufacturers and 
jobbers of the various industries and 
is directed to the retail merchants of 
the respective lines. To be sure, Mr. 
Russell includes in his list of trade 
publications such technical and spe
cific publications as periodicals de
voted to architecture and building, 
automobiling, photography, printing, 
typography, advertising, and so forth. 
But, as I said, the bulk of it goes 
to retailers, and it is gotten out and 
paid for by manufacturers and job
bers.

Ths avowed purpose of it all is to 
boost the sales. It exploits the 
goods. It tells in an enthusiastic and 
tireless manner their various and sun
dry good qualities. It pictures the 
thing that “hath been made”  and 
then proceeds to tell wherefore. It 
talks about the crude materials and 
tells whence they come. It explains 
in detail the process of manufacture. 
It pictures in many instances the in
terior arrangements and machinery 
of the shops and plants and the proc
esses through which the varied wares 
pass on their long journey from the 
crude to the finished product.

Thus the story is incidentally of an 
educational nature. It brings informa
tion of a dependable character. It 
puts the dealer next. It gives him 
valuable knowledge which he, in turn, 
can use in his own advertising and in 
his salesmanship. It links the pres
ent with the past. It preserves the 
best traditions of the various trades 
and crafts and industries. It shows 
how the better methods of modern 
manufacture have been laboriously 
evolved from the cruder ones of 
other days.

And this trade journal advertising 
is interesting!—interesting even to a 
rank outsider who nevertheless has 
an interest in the things that men do 
under the sun.

It is, take it all in all, high grade 
work. It is gotten out by men who 
know the science of salesmanship 
and have also the gift of saying the 
thing in a brief and terse and con
vincing manner.

And in the ranks of the men whose 
business it is to build up, year by 
year, this enormous mass of trade

journal advertising, their gifted artists 
illustrate and picture to the eye what 
time the copy-man is talking to rea
son and appealing to the imagination.

And all of this advertising done 
through trade mediums is getting re
sults: $28,027,548 per annum for trade 
journal advertising—and it’s a good 
business proposition at that! It is 
money well spent. It is not an ex
pense, it is an investment! If it did 
not pay it would be discontinued. But 
it pays.

Why It Is Worth While.
Trade journal advertising is the di

rect, logical and inevitable way as 
between the manufacturer and the re
tailer.

There have been (are now, per
haps) some who take issue with this 
proposition. They have tried to reach 
the consumer by going around the 
trade medium and ignoring the re
tailer.

Some of them possibly have been 
able to get results in paying quanti
ties by so doing. But most of them 
have lived to see the error of their 
way. It’s a roundabout method; 
and it seeks to ignore a valid factor 
in the industrial series.

The retailer has certain decided ad
vantages over the man far removed. 
He knows the trade personally and 
has their confidence. He can mix 
personality with his salesmanship- 
talk, while the publicity man in his 
office at Chicago or New York must 
talk in a general and impersonal 
way. Moreover, the retailer has 
twenty opportunities for addressing 
Mr. Buyer where the publicity man 
in New York or Chicago has one. 
Mr. Consumer, therefore, will pay 
more attention to what his dealer 
says than he is apt to pay to what Mr. 
Advertising Man writes.

Therefore Mr. Dealer can swing 
his trade to suit himself—provided, of 
course, he is a capable and dependa
ble man. Just because he is next so 
far as local conditions are concerned, 
and because he has the confidence 
and esteem of Bill Jones and Harry 
Smith, he can determine the sort of 
soap, baked beans and felt hats each 
of them will buy.

Therefore, if you are building 
Marie Antoinette bedroom sets, can
ning mock-turtle soup or manufactur
ing soft-soled baby slippers you had 
better tell your story in the trade 
mediums which go to retailers in

your line. Convince one retailer and 
you have reached a hundred consum
ers! Convince one consumer and 
maybe his dealer will unconvince him 
to-morrow!

Right here is the secret of the 
largeness of trade journal advertising, 
ft is big because it is worth while. It 
is a good thing because it works. It 
gets results. It gets them • directly. 
It gets them in paying quantities. 
Thus it has come to pass that the 
manufacturer or jobber who does not 
advertise in the trade journals de
voted to the industry in which he is 
interested is a small potato. He 
may be a good man personally. May 
be a deacon in the church, and all 
right politically, and nice to his wife 
and children; but he is nobody in the 
industrial world. He has not cut his 
eye-teeth.

Strong Points in Trade Journalism.
When one is talking about some 

850 odd trade journals he necessarily 
has to talk in a broad way. There 
will be many and wide variations 
from his generalizations.

But suppose now we are thinking 
about these publications and trying to 
strike an average—one that exhibits 
the strength and the weakness of the 
best and the poorest of them—what 
would our impression be? In the first 
place one must frankly acknowledge 
sympathy with the aim of the trade 
press. Its avowed purpose is to help 
its constituency. To that end it lives 
and moves and has its being. It must, 
to be sure, pay its way. It must 
yield some substantial returns to the 
men who give their time and talent 
to its production. Editors and ar
tists and printers and blond-haired 
stenographers and advertising solicit
ors and subscription agents can not 
live on hot air alone. But it hon
estly tries to help both the manufac
turers and jobbers who advertise on 
its pages and thd retailers and sales
people who read its pages. In order 
to help the latter it must fill its col
umns with live matter. It talks about 
selling plans and store methods. It 
exploits schemes for the building up 
of business. It tells how Tom Jones, 
of Joplin, once upon a time cudgeled 
his brain to profit and elaborated a 
blue pencil or a red tag or some other 
sort of a sale; how he did, thereupon, 
get business in his community adver
tising the aforesaid sale; how he 
stirred up some local interest and
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excitement and as a result did a most 
gratifying bunch of business during 
a certain number of days in a cer
tain dull season.

The trade journal is not interested ‘ 
in religion (as such), nor in politics, 
nor in the Cook-Peary discussion, nor 
in the spyral gensis of thought; but 
it is vitally concerned about trade 
conditions, the financial situation, 
merchandising methods and up-to- 
date salesmanship. It cuts out the 
unnecessary word and arrays itself 
against “padding” and the hosts of 
those who “pad.” It wants the kernel 
of the message. It hankers after the 
thing-in-a-nutshell. It wants the sort 
of talk that stimulates the other fellow 
to go out and do likewise. It wants 
the kind of an article that tells how the 
thing was done and what came of it 
when the thing that was done had 
been done. It thinks highly of pic
tures and it believes with all of its 
heart and mind and soul that brevity 
is the soul of wit. It will overlook a 
grammatical slip in a contributor, 
but it will not stand for intellectual 
dry-rot.

Thus the average trade journal 
tries to help the man-in-the-store and 
the man-on-the-road. And it does 
help them. It is prodigiously opti
mistic. It fairly exudes helpfulness, 
and it has been of immense value in 
the development of the modern sci
ence of salesmanship and merchandis
ing. It has taught the small dealer 
how to become a big dealer. It has 
shown how to stop leaks in the busi
ness, how to produce advertising that 
gets results, how to put snap and 
ginger and go into the' business. It 
has shown how to get the salespeo
ple keyed up and how to keep them 
so. It has honestly tried to give 
every legitimate and meritorious pub
licity scheme the widest scope possi
ble.

All of this we frankly and grate
fully place to the credit of the trade 
journal.

Weak Points in Trade Journalism.
Now let us turn to the reverse side 

of the shield:
From a certain well edited furni

ture magazine I quote the following 
editorial which appeared under the 
caption, “ Rate Cards and Originali
ty:” “The June 25 number of one of 
the leading furniture trade journals is 
before us and a careful examination 
of its seventy-odd reading pages re
veals some startling facts, which in 
turn point to some deplorable con
ditions. There are four pages of ex
cellent editorials and thirty pages de
voted to matter which may be class
ified as follows:

“Uninteresting ‘puffs/ ‘write-ups’ 
and ‘reading notices.’

“ Commercial cuts supplied by ad
vertisers.

“ A small quantity of news matter.
“ Market letters from furniture cen

ters.'
“ Eliminating the above we have 

left about thirty-five pages of genu
ine reading matter. Of these thirty- 
five pages jTily six are possibly orig
inal; that is, they may be presumed 
to be original in so far as they are 
not credited to other publications, al
though it is not specifically set

forth that they were written for the 
publication in question.

“What little expense that publica
tion has gone to in getting out its 
‘one best’ issue of the season is evi
dently limited to the purchase of 
paste and the sharpening of shears.”

Now that’s a right warm arraign
ment—and, as I happen to know, not 
less just than heated. It is sober 
truth.

G. S. Buck, in a recent article on 
“Trade Journalism From an Advertis
er’s Viewpoint,”  claims that the 
trade journal (and he, of course, is 
speaking generally) “has strangely 
failed to take advantage of the nat
ural opportunities which general 
progress has brought its way.” And 
he goes on to make the further con
tention (which can not be gainsaid) 
that this inadequacy of the trade 
press “ is due tc the fact that too 
much thought, energy and money 
have been spent upon the circulation 
and advertising ends of the business 
and not nearly enough upon the edi
torial end.” He mentioned the Michi
gan Tradesman as the only trade 
journal he knew of which comes up 
to the standard in an editorial way 
and expressed the wish that there 
could be more papers as vigorously, 
intelligently and forcefully edited as 
the Tradesman.

Mr. Buck tells about one important 
trade journal upon which the edi
tor is the least important and the 
poorest paid man on the staff, and he 
facetiously says that some of these 
trade journals coming to his desk are 
so dry that he feels like soaking them 
in aqua pura to relieve the dryness 
thereof.

And if I had the tiime I might 
quote specimen editorials from re
cent trade journals that would verify 
this criticism.

Some of them are not averse to 
buying high class copy produced by 
men who have something to say and 
know how to say it.

Some of them are ably edited and 
fairly alive to vital issues.

Some of them scintillate.
Some of them grip your attention 

and give you something to think 
about and something to try out in 
your own store.

But some of them—‘Heaven spare 
the mark!—some of them are insuf
ferably dull, padded and worthless!

And so I venture the assertion that 
the principal sin of the trade press 
is committed in the editorial sanc
tum; not necessarily because the 
editor himself is incapable, but often 
because he is severely handicapped. 
He is not permitted to buy feature 
articles and contributed articles nor 
not permitted to buy them in suffi
cient quantities.

Not enough is spent on the edi
torial side.

Now you can judge a trade jour
nal by the quantity and quality of its 
original matter. Is it one of your 
paste-and-scissors publications or has 
it contributed articles written exclu
sively for its own columns? Is it fill
ed with live, helpful talks and sugges
tions or are its columns filled up 
with month-old articles clipped from 
newspapers, trade papers and gen-

eral literary periodicals? Is it fresh 
and fascinating and helpful or has 
it dry-rot?

Judge your trade paper according 
to this standard.

The men who pay yearly subscrip
tions for trade publications ought to 
demand that they be worthy—or dis
continue their subscriptions.

There should be a grading-up 
among the trade mediums of this 
country. Those which will not grade 
up ought to be cut out. If I were 
an advertiser I would seriously hes
itate to go into a trade journal, no 
matter how big and pretentious, 
whose editoriai policy was niggardly. 

| If there’s nothing in a trade journal 
to interest a dealer or his clerk he 
will quit reading it—and then the ad
vertising value, so far as that dealer 
or his clerk is concerned, is nil.

Chas. L. Garrison.

Wise Boy.
Her Father—Did you tell Jack 

Squeezem of my decision that . the 
parlor gas must be turned out at 10 
o’clock?

Irene—Yes, sir. —
Her Father—-What did he say?
Irene—He said he’d go you two 

hours better, and put it out at eight.

No Occasion For It.
Myrtle—Do you mean to say you 

weren’t in church at all during the 
summer?

Marion—Of course I  wasn’t. A  
wedding in summer is an unheard of 
thing in our set.

Of Course It 
Costs More

Difference in price is more easily seen than difference in quality, but it is the difference in quality that makes the difference in price.
FANCHON

“ The Flour of Quality”costs more because it’s better. Unbleached and unexcelled.
Judson Grocer Co.

Distributors
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The Public School as a Preparatory 
Institution.

Third Paper,
Preparatory for college is, of 

course, the meaning.
In a preceding article we have spo

ken of some private schools which 
have for their special aim the prepa
ration of students for college, perhaps 
for some particular college. Many of 
these “ feeders” of colleges have con
siderable antiquity and a very honor
able place in American education, as 
Phillips Exeter Academy and Phillips 
Andover Academy. In my boyhood 
all preparation for college was made 
either in such schools or at home 
under a private tutor or in the study 
of the nearest clergyman. President 
Nott, speaking to our class of seniors 
in 1857, urged us to take up teaching 
as a profession (“means of livelihood” 
he called it, with a grim humor), espe
cially district school or college prepar
atory work—he was sure that the dis
trict school teacher had a unique op
portunity to discern and encourage 
talent, while good preparation for 
college was, he thought, far more 
important than college teaching it
self. It was characteristic of the 
time that he did not dream of using 
the public schools as preparatory 
schools; but about this time the be
ginnings of the “graded system” were 
made, which, although originating in 
the district schools, has outgrown 
them in a way quite unexpected by its 
founders. Also at this period of ed
ucational revival the great state uni
versités began to come into exist
ence, and what could be more nat
ural than that these institutions for 
advanced public education, hindered 
and limited just as the colleges had 
been by the need of preparatory 
schools, should look to the public 
schools to supply this need? In this 
matter the West took the lead; and 
I may say in passing that our own 
President Angelí bore a prominent— 
it may fairly be said, a leading—part 
in the recognition of the public 
school as a preparatory school and 
in guarding from abuse and making 
effective this new relation. And yet 
this recognition did not come with
out a struggle. As late as 1878 Pro
fessor Hinsdale wrote, “The assump
tion that high schools are large 
feeders of colleges is not true.” * *
“ In justifying our high schools it is 

i hardly worth while to mention them 
as preparatory schools for colleges.” 
* * * “ A boy growing up in a
country or village school is more 
likely to complete a college course 
than the same boy carried up through 
the grades of a city school.” At the 
East there was still less hope that 
the public school would ever suc
cessfully prepare for college. Presi
dent Eliot, for example, came slowly 
into the belief that public school 
preparation could ever become im
portant. On the other hand in a 
conversation with President Porter, 
of Yale, in the early 70’s he expressed 
the opinion that President Angell’s 
position was entirely sound; and he 
added that he looked for the day 
when the public schools should be 
formidable rivals of the best special

preparatory schools. He instanced 
Springfield, Mass., as already send
ing men to Yale not inferior to those 
who came from Phillips Exeter.

To resume, the method of entering 
college by “ certificate” from an “ap
proved” school was worked out by 
President Angell and his faculty 
earliest and most perfectly, so that 
it may almost be said to be a Michi
gan idea; but the change from en
trance to college by certificate in
stead of by examination has not only 
gone very far, but it has gone very 
deep into the educational life of the 
country. I wish I had space to in
dicate some of the consequences of 
this change; no complete account of 
them yet exists.

One consequence, however, is very 
obvious: The old special preparatory 
school existed solely for the college 
and was practically subject to college 
supervision. It continued to exist 
only as it met college “ require
ments.” The public schools exist, on 
the other hand, for the communities 
in which they are situated, and while 
they welcome college advice and as
sistance they resist college control 
when it runs obviously counter to 
the general educational interest. Here, 
again, I count President Angell to 
be a pioneer. Speaking to public 
school men at an early meeting of 
the Schoolmasters’ Club concerning 
some new special requirements in 
Latin and Greek he said substantially: 
“ Ascertain, gentlemen, what is the 
best course of study to fit boys and 
girls for life, and twelve years of 
such work, well done, will always be 
accepted as preparation for the Uni
versity. I count this to be one of 
the most important utterances upon 
education ever made in this country. 
This position was for a time stoutly 
resisted by men who said, ‘Higher 
education should not be in bonds to 
secondary education.’ Indeed, this 
voice is still heard from those who 
forget that the only bonds in the case 
are bonds of mutual interest and co
operation in the service of the state. 
At present there may be said to be 
substantial agreement that the public 
school is only incidentally a prepara
tory school. Let me quote an author
itative statement to this tenor made 
by a college man: ‘The high school 
exists primarily for its own sake, and 
secondarily as a preparatory school 
for college. This means when the high 
school and the college interests come 
into conflict the college interest must 
yield. It means also that the func
tion of a preparatory school must be 
performed only in so far as it does 
not interfere with the more funda
mental purpose of the high school it
self. It means, also, that independent 
dictation by colleges, either directly 
or indirectly, must be changed to 
adaptation to what the high schools 
can do and ought to do as determin
ed by the high schools themselves. 
The high school must be regarded as 
an autonomous, not a subordinate, in
stitution.”

This principle has some important 
consequences: First, we do not need, 
in speaking of a good school, to con
sider preparation for college since 
we may assume that the best prepa

ration for the community life and the 
national life will also be the best 
preparation for college. I say this 
to justify my plan, in the outset of 
this discussion concerning a good 
school, to put aside all consideration 
of private education and preparatory 
education.

In my next article I wish to exam
ine some points in this general sub
ject a little more narrowly than popu
lar interest will, perhaps, justify; so 
that any readers who may have ac
companied me with waning interest 
up to this point ate advised not to 
zigzag with me up this steep slope, 
but to take a short cut and meet me 
on the plain beyond. Only do not 
forget the appointment. For such 
readers I will make a summary of the 
entire discussion:

1. We in America are at present 
working on the theory that the best 
preparation for life is the best prepa
ration for college.

2. Every pupil will go as far on 
this road as his circumstances per
mit. Any part is good; more is bet
ter.

3. Preparation for life is a vague 
term. What is life? Whose life? 
What sort of life? In our confusion 
we turn to the college for light and 
there we find the converse proposi
tion asserted with some assurance, 
that preparation for college is the 
best preparation for life, even for 
those who do not go to college. Now, 
we are in bonds to the same civiliza
tion. All desire the same end and 
ought to be able to agree upon the 
details of this relation, which is be
ing slowly expressed in a standard 
preparatory course.

4. It is the public school as a 
whole and not any department of the 
public school which prepares for col
lege. The lower grades are as vi
tally important as the higher.

5. In the smaller towns the at
tempt to make a full twelve-grade 
school has often resulted in impover
ishing the lower grades and so mak
ing the entire school work ineffec
tive. Edwin A. Strong.

Goods Will Not Sell Themselves.
The store was filled with many 

wonderful and beautiful things. There 
were silks of finest texture and cloths 
that charmed the touch by their soft
ness. There wrere jewels that glow
ed and scintillated under the sub
dued lights that played upon them, 
and perfumes that breathed their 
fragrance throughout the place.

But the man who owned the store 
was disconsolate, for no one came 
to buy. They entered and looked 
and turned things over, w’hile he 
stood by mutely, hoping that their 
eyes would show them that what 
they touched was good. And they 
did exclaim and enjoy, but each time 
they went away without buying.

The storekeeper went to a friend 
of his wher was a man of the world 
and versed in many things. He said 
tc this friend:

“ Look at my store, filled with
wonderful and beautiful things. Look 
at my plate glass windows, so beauti
fully adorned. Look at me. Am I 
not a man of honor, a civilized and 
respectable appearing gentleman?

Why, then, can not I succeed? Why 
do the people come and look and 
turn away and go in next door to 
buy their goods from my neighbor?”

The man of the world answered 
him :.

“ Friend of mine, as you say, your 
stuff is good and you are a gentle
man, but there is one great thing 
which you have overlooked: You are 
not a salesman. You stand by mute— 
as you yourself have said—and so 
you lose your sales.”

“ But my goods can speak for them
selves,” replied the storekeeper 
proudly.

“That is where you are wrong,” re
sponded his friend. “ You know that 
they are good. Remember there are 
those who have not had your experi
ence and who do not know. They 
are mental interrogation points when 
they enter your store. They are 
met by a dash in the shape of you. 
See what I mean? You need an ex
clamation point, a semi-colon and a 
couple of periods to convince them 
that what you have is really worth 
having.

“ You want a salesman who under
stands his business. One who is cour
teous but never effusive, and wh.o 
knows how to suit his manner to 
his customer. Certain people are won 
through a little flattery judiciously 
applied. Others prefer a salesman 
who is direct and to the point. Oth
ers—there are so many kinds of peo 
pie! Intuition is an asset that every 
successful salesman must possess.

“ You need a salesman who knows 
as you know that the stuff he is sell
ing is good. It will give him confi
dence he could not have otherwise.

“To be brief—get a man who can 
talk wisely and well, and who can 
look the customer in the eye while 
he is praising your goods. You will 
find that your business will be a suc
cess.”

Did the storekeeper take his 
friend’s advice? If he did so he was 
wise. John Malcolm.

He Had a Blacklist.
A man entered a grocery store and 

drew a slip of paper from his pocket. 
A clerk, with pencil and order pad, 
stepped up. The man adjusted a pa:r 
of glasses and looked over the list.

“ Do you keep Bopo soap powder?” 
he asked.

“ Bopo? No, sir; we have several 
other soap powders, but no Bopo,” 
answered the clerk.

“ Paradise creamery butter?” enquir
ed the man.

“No, sir; we don’t carry Paradise,”  
replied the clerk.

“ Have you Silver Star baking pow
der?”  he continued.

“ Silver Star?’ repeated the grocer 
helplessly. “ No, sir; we have ’most 
every other kind, but no Silver Star.”

“Well, how about Queen Lil sweet 
corn? Do you carry the Queen Lit 
line of goods?”

“ Sorry, sir, but we don’t,”  said the 
clerk.

“All right, then; I guess I ’ll trade 
here,” said the man. “Those are the 
brands on which I ’ve been stung.”

They who go out to hit the high 
places laptj pn the dump.
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Quality sells them in Quantity

“WILLIAMS” 
SWEET PICKLES

IN A IR -T IG H T  G L A S S  TO P B O T T L E S

S E L L  better than others, simply because they A R E  better— B E T T E R  FLA V O R , B E T T E R  

Q U A LIT Y , B E T T E R  A P P E A R A N C E. When you handle goods that have such advantage 

over others, YOU have an advantage over O TH ER D E A L E R S , because the more you can 
please your customers the more customers you will have coming to you to be pleased.

All Our Products Conform to the National
Pure Food Law

Our Sweet and Sour Spiced Pickles, Jellies, Preserves, Fruit Butters, Vinegar and Table 

Condiments are all prepared under the most cleanly conditions in our sanitary modern factory 

and kitchens. We use only

Fresh, Sound Raw Materials
which we select and wash carefully. Our pickles are brought to us the same day they are 

picked. We pack them in the air-tight, glass-top bottles to insure them against leakage, rust 

or spoilage. You can be S U R E  of a S U C C E S S F U L  and P R O F IT A B L E  pickle department 

if you sell “ W IL L IA M S ”  S W E E T  P IC K L E S , because they always win wherever intro

duced, and will win customers for you as they have for others.

The Williams Brothers Company
Picklers and Preservers

D E T R O I T M I C H I G A N
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And How It Won Success in Short 
Order.W ritten for the Tradesm an.

Not many days ago there was a 
symposium between long-separated, 
old-time friends in a pleasant suite at 
the Pantlind Hotel, the peculiar fea
ture of which was that of the seven 
gentlemen present three were men 
who, as salesmen, have been on sal
aries for more than t w e n t y y e a r s ;  
one was an accountant who has held 
one position twenty-two years; two 
were mechanical superintendents in 
large industrial establishments and 
the seventh was an exceptionally 
prosperous retail merchant who has 
been in business for himself seven
teen years and never had a partner 
and who, as the son of a clergyman, 
was raised with the ideal always be
fore him, held then by his parents, 
of becoming a physician and sur
geon.

After a pleasant luncheon and an 
hour or so of delightful reminiscence 
as to their boyhood days, their 
school teachers and classmates the 
accountant, addressing the merchant, 
asked how it was that, without any 
capital and in spite of the fact that 
as a youth he had never shown any 
bent toward a mercantile life, he had 
succeeded in establishing himself in 
a general retail business and had 
.made an enviable record.

“ I don’t know about the enviable 
record,”  responded the clergyman’s 
son, “but I know this much: I have 
succeeded as a merchant where 1 
would have been a failure as a doctor 
of medicine.”

Then after a bit of good natured, 
companionable raillery and repartee 
and in response to a unanimous ap
peal for his story the merchant told 
how, much to the chagrin and regret 
oi his parents, he left school just aft
er his x8th birthday and figuratively 
ran away from home, going to Chi
cago. “ I had made up my mind to 
get into something on my own ac
count because, being the son of a 
clergyman, a Methodist at that, I 
knew the percentage of risk there was 
in a salaried position. I knew the 
value of money; how hard it is to 
get and how embarrassing it is to be 
without it and resolved that I would, 
as soon as possible, get where if I 
made any money the lion’s share of 
my earnings would not go to an em
ployer.”

The gentleman then related how 
he began work as porter in a .large 
commission house in South Water 
street; how his salary was $40 a 
month and how during the first six 
months he accumulated a bank ac
count of $90. Then his wages were 
raised to $60 a month and he was 
made shipping clerk, a position he 
held for three years and at the end 
of the three and a half years of serv
ice he had a bank account of a trifle 
over a thousand dollars.

“ Not only that, but I knew thor
oughly as to the handling of all kinds 
of produce, where they came from, 
where they were in demand and as to 
buying and selling prices and their 
variations. I had gained a fairly

clear idea as to the cost of produc
tion and methods of harvesting and 
preparing for market. Incidentally, 
by studiously keeping tab on the 
market reports and through inter
course with other clerks on the street 
I  had a pretty good notion as to 
prices and standards in all lines of 
groceries and provisions. Then, too, 
I made a habit of studying up on the 
development and general character 
of various sections of the country 
farther west; as to real estate values, 
crop returns and the classes of citi
zens in each vicinity and their needs.”

“What about your parents all this 
time?’ enquired one of the compan
ions.

“ Oh, I was in touch with them 
within thirty days after I left school,” 
said the merchant, “ and never while 
I was separated from them did I 
neglect to write my mother at least 
once a week.”

“ Good boy,” said one of the me
chanical superintendents.

“And so,” resumed the narrator, 
“ shortly after I became of age I saw 
a newspaper notice that a large lum
bering firm had decided to begin 
operations on a great tract of timber 
land and estimated that they had 
enough timber standing to keep" them 
busy for at least ten years. I knew 
the country referred to, knew that it 
was a hardwood country with a good 
river passing through it and had 
faith that the lumber operations 
would develop a railway. And so I 
located there and started in business 
as a merchant on my own account.”

“That’s all very fine,” observed one 
of the veteran salesmen, “but where 
did you get your capital or the credit 
necessary?”

“As 1 said, I had over a thousand 
dollars in bank,” said the merchant. 
“When my employer—the only one 
I ever had—heard of my intentions 
he said, ‘Well, Tom, I ’m sorry to 
lose you, but I wish you every suc- 
cess^ and if at any time you get into 
a tight place and I can help you let 
me know.’ ”

“ So you had some borrowed capi
tal,” said the clerk.

“ Not a cent,”  quickly retorted the 
son of a clergyman. “The lumber 
company, of its own'volition, offered 
tc aid me in setting up in business, 
but I thanked them and said I did 
not need any cash assistance, at the 
same time suggesting that I would 
need a site in the new town for a 
store and would require lumber for 
the building. The result was that I 
was given a title to a corner lot on 
the two streets of the new town for 
$25 and was provided with all the 
necessary building materials partly 
on credit. Mv new plant when finish
ed represented an investment of $475, 
and the stock of goods with which I 
opened up business cost me on the 
shelves and floor just $850.”

“So you began business less than 
$500 in debt,”  observed the account
ant.

“ Yes, just exactly $200 in debt; be
cause I bought two lots for $50 and 
before my store was completed I sold 
one lot for $150.”

“That’s all very interesting,”  said 
one of the clerks who had remained 
silent all through the rehearsal, “but

to what do you attribute your re
markable success after you got start
ed? If you knew to-day of another 
man situated exactly as you were 
when you opened your store what 
advice would you give him if he ask
ed for pointers?”

“Well, excepting about $200 worth 
of goods at the start, I have dis
counted every bill I ever bought; next 
I have never lost sight of the unim
peachable fact that while costs are 
more or less intangible, expense is 
the one element of costs that is real 
and may be controlled to a very 
large extent. Anybody can run any 
kind of a business for a time and 
with a great show of prosperity if ex
pense cuts no figure.”

“ Is that the keynote of success, the 
keeping down of expense?” asked one 
of the mechanical superintendents.

“Not when it stands alone,”  replied 
the merchant, “ but it is always a' po
tent factor. One must have a clear 
and accurate knowledge as to his ter
ritory and its demands and limita
tions and shape his expense accord
ingly. This practice in combination 
with absolute fair dealing, industry, 
courtesy, courage and an expense for 
newspaper advertising in keeping 
with the territory that is available can 
not fail except through ill health or 
unexpected calamity to bring suc
cess.”

“ How about having a thorough 
knowledge of the business one under
takes?” asked one of the account
ants.

“ That is a very valuable factor,” 
said the merchant, “but not always an

Our Slogan, “ Quality Tells”
| firaDd B ao ld s Broom Com pany

Grand Rapids, Michigan

H. LEONARD & SO NSWholesalers and Manufacturers’ Agents 
Crockery, Glassware, China 

Gasoline Stoves, Refrigerators 
Fancy Goods and Toys

GRAND RA PID S, MICHIGAN

Y O U , Mr. Retailer,
are not in business for your health.

You doubtless want to “ get yours” out of every 
sale.

You also without doubt want to make more sales to 
your trade.

Aud probably you would not mind getting a nice 
slice of somebody else’s trade.

The question always is, how to get more good 
customers without such expense as will eat 
up all the profits.

The answer is: Become 
a Sealshipt Agent.
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Write us today and we 
will tell you how it’s 
done.

The Sealshipt 
Oyster System, Inc.

South Norwalk 
Connecticut

- 4



September 29, 1909 M I C H I G A N  T R A D E S M A N 31
essential. A business man of good 
general ability and rectitude, who is 
industrious, thrifty and careful, can 
make any business a success.”

L. F. Rand.

Faith in Self Brings Out Dormant 
Powers.

Faith in one’s self is the greatest 
force in human character. There is 
an inherent power in every man 
which only requires to be drawn out 
to demonstrate its possibilities. This 
power must be applied to action to 
bring about results.

A steam engine is a formidable 
looking piece of machinery and sug
gests great force; in reality it is but 
a mass of useless scrap iron without 
the power of steam to drive it along 
the rails.

In every man there is power, but 
when it is allowed to remain dor
mant and not chained to action it is 
worthless.

From the beginning the power of 
steam lay hidden and useless in wa
ter. It was left for a little Scotch 
laddie (Watt) to harness it and make 
it subservient to the use of man.

Lightning was ever in the clouds 
Benjamin Franklin brought it down 
to earth. Edison captured it and put 
it into cells and batteries to drive 
with its electric currents the iron 
horse, the wheel of the mill and flash 
the thoughts of men from continent 
to continent almost in the twinkling 
of an eye.

There is force, power in every
thing; in even the inert mass of mat
ter, but it must be discovered and ap
plied to render it of service.

There is potentiality in the makeup 
of every individual, but some let it 
lie latent, while others drag it to the 
front, harness it to will and deter
mination, and make the triune steeds 
haul the chariot of endeavor to the 
twin goals of success and fame.

The philosopher is often hidden in 
the plowman, the scientist in the 
humble laborer. Many “a mute, in
glorious Milton” goes down to a 
country graveyard, unknelled and un
known; many a Cromwell is never 
heard of beyond the confines of the 
community in which he lives and 
dies.

The men who forge to the front are 
those who implicitly believe in their 
own powers. Greatness consists in 
going beyond your fellows in some 
particular line of endeavor.
- No man is born great, none has 
greatness thrust upon him. The 
truly great are those who achieve 
by their own intrinsic merits, and 
those are the men who believe in 
themselves and exert their powers to 
bring them to the front.

An old man has recently completed 
a foot journey from New York to 
San Francisco. Could he have done 
this without a belief in his capability 
to accomplish the task? He believed 
he could do it, he had faith in him
self, so he called grit and determina
tion to help the natural forces and 
thus succeeded in his undertaking.

What has made Edison the wizard 
of the twentieth century? A belief in 
himself. He realized that he could 
do and he has done.

Too many sit down by the shore 
and await the tide, and when it does 
not flow their way they commence 
to bemoan and rail at Fate. Fate had 
nothing to do with it.

Don’t saddle your laziness and fail
ure on Fate. She is the kindest of 
goddesses and allows herself to be 
wooed by anyone. You can claim her 
for your own and make her what you 
will. You can cherish her, dress her 
in the finest raiment and most gorge
ous colors, you can twine the laurel 
wreaths around her brow, or you can 
drag her down to the mire of mis
ery.

We can regulate our lives to be 
noble and useful to ourselves and to 
others, or we can wreck them on the 
sandbars and send the fragments out 
to float aimlessly on the sea of 
worthlessness until they are swallow
ed up by the waves of Lethe.

If you would make your life a suc
cess, if you would live as God in
tended you should, you must use the 
faculties he has given you in the 
right direction.

If you have faith in yourself, come 
out boldly and say; “ I can” and “ I 
will.”  Men will honor you for your 
grit and determination and help you 
to perform; but if you try to hide 
beneath “ I can't,” you will draw up
on yourself the scorn of endeavor and 
the contempt of action.

Consider yourself as good as any 
man and reckon nothing too good nor 
too great for you to attain. Mental 
attitude of self-depreciation weakens 
the individual and causes him to lie 
supine while others trample over him.

Many people think they were never 
intended for the best things. And 
as a consequence they lack ambition 
to seek the best. If you convince 
yourself of your.own inferiority you 
w’ill be treated as an inferior.

The thought that you are not as 
good as others will paralyze your 
ability. The positive, optimistic man, 
who takes hold with the determina
tion to succeed, magnetizes condi
tions.

How often do we hear it said of 
such a man that “ all he touches turns 
to gold.”  The creative power of af
firmative thought brings success 
from the most adverse circumstances.

Self poise, inward concentration 
and personal reliance radiate assur
ance and give to others confidence to 
trust you to encompass what you un
dertake.

The affirmative belief in self ban
ishes doubt and gains victories. To 
succeed doubt must be completely 
eliminated and self faith instituted in 
its place.

Put backbone into your endeavor, 
project yourself with mighty force, 
fling all your being into your work. 
Think of the mighty deeds self faith 
has wrought. Fulton’s self faith 
pushed the Clermont up the Hudson, 
while thousands had gathered to 
howl at his expected failure. His ex
ample spurred others to imitation and 
revolutionized water travel. To-day 
the steam paddle cuts the waves of 
old ocean and brings continents to
gether in a few days. You can go 
almost anywhere if you have the will.

Swing off—and don’t wait for any
body to put a preserver under you.

Dr. Madison C. Peters.

Mohammedans Travel on American 
Steel.

Pilgrimages to Mecca from Damas
cus by rail on United States steel! 
Some of the flat cars and the freight 
cars come from Belgium, while the 
passenger cars are from Germany. 
The road has been built by the Turk
ish government, assisted by the con
tributions of devoted Mohammedans. 
The Damascus station of the railway 
is situated at the extreme southern 
end of that part of the city called 
the Medan.

In viewing Damascus from the 
heights to the northwest the city re
sembles a saucepan or spoon with a 
round bowl, the main part being 
round and the quarter called the 
Medan corresponding to the handle. 
The latter is practically a single long 
street. The station consists of sever
al buildings, some of which are ware 
and baggage houses.

He Knew.
Henderson—iW'hy do they call the 

fellow who stands up with the bride
groom the best man at a wedding?

Henpeck—Easy thing. He’s the 
one who isn’t married, you know.

BUICKS LEA D
CARS $1,000 AND UPB U I C K  M O T O R  C O M P A N Y  Louis and Ottawa Sts. Grand Rapids Branch

F L I - S T I K O N  
THE FLY RIBBON

The Created Fly Catcher in the World 
Retails at 5c. $4 .8 0  per gross

The Fly Ribbon Mfg. Co., New York 
ORDER FROM  YOUR JO B B ER

Grand Rapids Floral Co.Wholesale and-Retall
F L O W E R S

149 Monroe Street, Qrand Rapids, Mich.

FLO W ERS
Dealers in surrounding towns will profit 

by dealing with

Wealthy Avenue Floral Co.
891 Wealthy Ave. Grand Rapids, Mich.

A Good Investment

PEANÜTRÖÄSTERS 
and CORN POPPERS,

Great Variety, $8.50 to $350.61 
EASY TERMS. 

C atalog F re e . 

KIN6ERY MFG. CO.,106-108 E. Pearl St.,Cincinnati,«).No doubt when you installed that lighting system for your store or invested your money in gasoline lamps for lighting your home you were told to get “ The Best Gasoline.” We have it
CHAMPION 70 TO 72 GRAVITYPure Pennsylvania Gasoline. Also best and cheapest for engines and automobiles. It will correct the old fogy idea that Gasoline is Gasoline. Ask us.

Grand Rapids Oil Company

If you only knew what it means to make a j oint that will not open—a door or drawer that will not bind—and a finish that will not crack or peel, you would begin to realize the importance of buying Good Fixtures. This is aside from the question of design and utility.Our output is more than six times greater than our largest competitor hence we are enabled to make large savings in purchases.We own over forty patents—improvements over old methods and our prices are reasonable Write for catalog.QRAND RAPIDS SHOW CASE CO.
Qrand Rapids, Mich.

More School Desks?
We can fill your order now, and give you 

the benefit of the lowest market prices.
We are anxious to make new friends 

everywhere by right treatment.
We can also ship immediately:

Teachers’ Desks and Chairs 
Office Desks and Tables 

Bookcases Blackboards 
Globes Maps

Our Prices Are the Lowest 
We keep up the quality and guarantee satisfaction.

If you need the goods, why not write us for prices and descriptive 
catalogues—Series G-10. Mention this journal.

n m e r i c a n  S e a t i n g  C o m p a n y

215 Wabash Ave. C H IC A G O , ILL.

G R A N D  R A P I D S N EW  Y O R K B O STO N PHILADELPHIA



32 M I C H I G A N  T R A D E S M A N September 29, 1909

There Was Ju st  
One Thing Lacking

About the H . B. Hard Pan proposition and that was a line of M en’s 
W elts for a running mate, something with Hand Process Goodyear 
W elt comfort and H . B . Hard Pan quality.

What I Would Do If I Were a Shoe 
Clerk.Written for the Tradesman.

Now I suspect that some of you 
boys are saying to yourself as you 
read these head-lines: “ Oh, rats! an
other pesky screed apropos of noth
ing in particular! What’s the use?”

But I plead “ Not guilty.” This ar
ticle is written from a sympathetic 
and appreciative point of view, al
though the writer is frank to confess 
tl:at he is not at this time a member 
of that large and honorable frater
nity of retail shoe salesmen.

But he knows salesmanship and the 
psychology thereof, and he has had 
a hankering for leather lo these many 
years. So, without undue egotism, he 
does contend that he is qualified to 
speak; and he cherishes the hope that 
he has something to say that is worth 
saying.

So, be good, and read this “pesky 
screed” clean through to the grand 
finale; and if it isn’t worth the black 
ink and the white space consumed in 
the production thereof sit down at 
your typewriter and beat it, and the 
smokes are on me.

Aim High.
The position of shoe clerk is an 

honorable job, but it isn’t the big
gest job under the sun—and there’s 
a way for you to outgrow it if you 
ate built out of growing timber.

Did you ever stop to meditate on 
that?

What have you mapped out for the 
future, or do you believe in mapping 
out things?

Maybe you are one of the hand- 
to-mouth fellows—one*̂  of the sort 
that just drift along, letting each day 
suffice for the difficulties and the 
achievements thereof; never planning 
ahead, never aspiring.

If so, you’re on a cold trail. 
Leave it.

As a clerk you have a magnificent 
opportunity to learn the retail shoe 
business. If you keep your eyes open 
you can see how the business is con
ducted; what schemes work and 
which ones do not work. You can 
get straight tips on buying. You can 
learn the goods, where they are made, 
by whom; and what the strength and 
weaknesses of various lines consist 
in. You can master the practical 
psychology of salesmanship and get 
a tip-top education in shoe merchan
dising.

All these opportunities are yours.
Still, you wouldn’t care to be a 

shoe clerk all your life, would you? 
You would scarcely be content to re
main in a subordinate position. Most 
men hanker after the leading roles in 
this life.

And that’s what you ought to do.
It is the normal feeling.
Therefore aim high.
Try to think of a day when you 

will become the manager of the men’s 
department, the buyer or the proprie
tor of your own store.

Having pictured such a position of 
responsibility to your thought, try 
like the mischief to qualify yourself 
for it.

D’you know I believe in day
dreams? I like the fellow who can 
shut his eyes and see things. I like 
the chap who aspires. Nobody ever 
was seriously hurt by a big aim. 
What difference does it make to you 
if the other fellows get wise to your 
ambitions and say: “ Gee! look at 
him! He wants to be the Main 
Squeeze.” Let ’em indulge in their 
giggles and their jibes. Giggles and 
jibes come easy. It doesn’t take 
much intellect to throw cold water 
and make a noise like the sound of a 
hammer. A 3-year-old baby can do 
that sort of a stunt. It is character
istic of immaturity and jealousy to do 
things of that kind. Just you keep on 
aiming.

And d’you know there’s a whole 
lot of truth in the saying that the 
world values you at your own ap
praisement?

If you are content to look upon 
yourself as a subordinate now-and- 
ferevermore other people will get to 
thinking of you as a born underling.

On the other hand, if you get big 
ideas of your own value—and try to 
make these ideas actually valid to the 
other fellow—he will come to judg
ing you by your own estimate of 
yourself.

I once knew a fellow who was said 
to be a consummate egotist.

My, oh my how the young fellows 
at college made fun of that chap!

He was roasted in the college pa
pers. He was cartooned, lampooned, 
laughed at and ridiculed ad libitum. 
But that young man never paid the 
slightest attention to all this gra
tuitous advertising. Not he. He 
went right on thinking just as highly 
of himself as he had always done. 
He made good on every occasion. He 
won debates. He got topnotch 
grades. He carried off oratorical 
honors. He just compelled recogni
tion from those whose business it 
was to recognize and reward merit 
in the student body.

By and by he went off to the uni
versity to prepare for the bar. And 
he made good there. His harmless 
egotism still got him free advertis
ing and the knockers were continu
ally busy. But he went right on su
perbly unmindful of their jibes, their 
ridicule and their knocking.

This deficiency has been supplied by our new line, the

Bertsch Shoe

A Bertsch Shoe, High Cut 
Tan, Black or Olive

This line will appeal to a good many 
customers and boom sales to a greater 
degree than ever before

The Bertsch Shoe line is simply a 
winner. Dealer after dealer has written 
in saying: “ Shoes that cost us 75 cents 
a pair more are not a bit better.”

Those of you who haven’t yet seen 
the new line, the Bertsch Shoes, should 
write in quick.

All the good old H . B . Hard Pan 
Quality in Goodyear W elts.

Herold-Bertsch 
Shoe Co.

8 in ., 1 0  in ., 1 2  in., 16 in. or 
18 In. Tops Grand Rapids, Mich.

Greyhound
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, Brown or 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 
BU SIN ESS BRIN G ER  and TR A D E P U L L E R .

Grand Rapids Shoe and Rubber Co., Inc.
Grand Rapids, Mich.

State Agents for HOOD RUBBER COMPANY, Boston
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And to-day the world is taking him 

at his own valuation—which is con
siderable. And he is making as much 
money in a week as some of his self- 
appointed critics are making in a 
year.

It pays to aim high.
Back Up the Aim With Effort.

Of course you’ve got to back up 
the aim with hard work if you want 
to make it count for anything.

It isn’t enough to sit on the ledge 
and blandly dream of the time when 
you are going to lord it over the 
boys and own everything in sight.

Pipe-dreaming is not to be confus
ed with legitimate aspiration. And 
here’s the way you can tell whether 
or not your aspirations are of the 
right sort: if they cause you to work 
hard, to work cheerfully, to observe 
carefully and to try faithfully to do 
your entire duty—and a little more— 
you can be su*e you have a genuine 
case of promotion-fever; but if your 
dreams make you hanker after the 
shady spots and the easy jobs you are 
deluding yourself and letting your 
imagination play pranks with you.

A big aim without corresponding 
effort as like an aeroplane that won’t 
fly—it’s a joke.

Lofty aspirations call for high and 
honorable endeavors.

Therefore work up to the measure 
of your ambitions.

If you would be boss to-morrow 
work as if the store were yours to
day.

Economize time. Don’t do the 
routine work in a dull and phleg
matic manner, nor squander fifteen 
minutes on a five minute job.

Put Snap and Ginger in Your 
Work.

Put snap and ginger in your sales
manship.

Go at it in an enthusiastic way.
Enthusiasm is one of the greatest 

virtues under the canopy.
Sometimes it makes all the differ

ence between a ten thousand dollar 
man and a one thousand dollar man— 
just this thing of enthusiasm.

One is all fire and snap and ener
gy; the other, conceivably just as well 
equipped in every way, is a dead one.

Therefore one is put at the head 
and the other is made a tail-ender. 
One of them—just because he has 
snap and energy, which is hypnotic— 
is made the head of the sales depart
ment and given dominion of many 
personalities; while the other is given 
a very subordinate position wherein 
he is told what to do, how to do it, 
when to do it—and then has to be 
personally supervised while it is be
ing done to see that it is done right 
and at the proper time.

Develop Your Own Resources.
Resources are of two orders: Ex 

ternal and material, on the one hand; 
on the other hand, interior and 
psychic. As a general proposition the 
average shoe clerk does not have a 
great deal of the former; he may be 
long on the latter. I f  the shoe clerk 
is wise in his day and generation he 
will make it a care to develop the re
sources with which he is invested.

“ But what exactly are they and 
how withal can I develop them?

Pertinent questions these and deserv
ing of serious consideration.

To begin with let us consider the 
concept of personality. We are indi
viduals, each differing from the oth
er. We are a complex of emotions, 
capacities and talents. As stars dif
fer in “glories,” so individuals differ 
in likes and dislikes, temperaments, 
capacities and ways of doing things

When you were created Nature 
destroyed the mold. Since the morn
ing stars sang together and the sons 
of God shouted for joy the world never 
saw your like before, and never will 
again until the crack of doom. You 
are unique, peculiar, different. Your 
methods of approaching people, ca
pacities for winning them and ties 

j for holding them are yours and yours 
alone. Thus it has been said that 
each man has his own constituency.

Therefore you can be your best by 
being yourself. Let the other fel
low’s peculiarities -alone. Dare to be 
true to your own nature. Thus will 
you find your pathway both fruitful 
and strewn with roses.

But coming down from this subli
mated atmosphere to things practical, 
it is up to you to use your own meth
ods of persuasion in selling shoes. Be 
natural. That does not mean that you 
are not to learn by observation. In
deed, the most resourceful of sales
men can learn by watching others. 
You should not only watch but listen, 
particularly when the traveling sales
men are in with their samples and the 
talk that goes therewith. They can 
give you many a practical tip for, as 
a rule, they are wise to the ways of 
salesmanship.

Your smart boy may think he is 
cheating the boss by easing up when 
the boss is off guard. But he is fool
ing himself far more than he is the 
boss. He is cheating himself out of 
discipline. He is retarding his own 
growth. He is developing habits to 
his own hurt.

The shoe clerk owes it to himself 
to do his level best at all times. 
Whether his work is adequately ap
preciated or not he ought to make his 
work just as thorough as he possi
bly can—for his own sake primarily. 
This is necessary in the development 
of one’s resources; for there is no 
royal road to efficiency just as truly 
as there is no royal road to learning. 
We are made or marred by the man
ner of our work.

The history of commercialism fair
ly teems with illustrations of men 
who have attained efficiency through 
faithful service. And the annals of 
retail shoedom are not without such 
inspiring examples. Why is it one 
clerk remains all his lifetime a clerk, 
accumulating little, doing his work 
in a desultory manner and in his 
latter years holding the job by the 
skin of his teeth, ultimately to be cast 
off like a worn-out garment, while an
other clerk gets promoted from time 
to time and at length becomes a 
partner in the business or sole own
er? Is it luck? Is it due to the ca
pricious Goddess of Chance? Not on 
your life, sonny; it is in harmony 
with a law as true as gravitation. One 
clerk stood stock still while oppor
tunities slipped by one by one, the

E s a g o s

Esago shoes are so 
called because they 
go on easy and fit all 
over. The uppers are 
cut from special high 
grade elkskin stock 
that combines glove
like softness with 
long-lived wear.

Made in two colors, 
black and tan, in 
both Blutcher and 
Bal cut.

And our pentagon 
trade mark guaran
tees the wearer his 
full money’s worth in 
shoe satisfaction.

Rindge, Kalmbach, 
Logie & Co., Ltd
Cr and Rapids, Mich.

R o u g e  R e x  W e l t sA  splendid line of high grade shoes for spring delivery to which we invite your special attention.The styles are right, and as to quality— the name “ Rouge R ex” tells it all.Our salesman will call on you soon with a full line for spring.In justice to yourself don’t order until you have seen his samples.W e also solicit your orders for immediate shipment.
H IR T H -K R A U SE COM PANY

Shoe Manufacturers and Jobbers Grand Rapids, Mich.
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other developed his resources and 
outgrew the lesser jobs.

Don’t be a dead one.
Wake up! Take a new lease on 

life. Get a vital interest in the busi 
ness.

Develop your capacities and qualify 
yourself for the first big opportunity 
that comes your way.

It may come sooner than you ex 
pect. Cid McKay.

Prayed For Two Men Who Were 
Strangers.

When the two women who had not 
visited all night together for twelve 
years got ready to go to bed the 
older one said:

“You don’t mind my saying my 
prayers out loud, do you? Somehow 
I have had a very foolish notion 
about praying for the last few years 
I imagine God can hear better if 
say things out loud.”

The back parlor tenant said, “ Cer 
tainly I don’t mind,” and there was 
a guilty tremor in her voice as she 
said it, for she remembered that it 
had been quite a while since she had 
said her prayers out loud or any other 
way except when in church. She lis 
tened, half in tears, half in awe, to 
the low voice of the older woman 
but when the last sentence of the 
petition was reached she sat up in 
genuine surprise.

“And bless that man whom I saw 
on the Northern Pacific Railroad and 
the one that I met that day on Adams 
street, in Chicago,” said the older 

- woman.
The back parlor tenant did not say 

anything until the lights were turned 
out. Then she said:

“ I don’t want to appear inquisitive 
but if you don’t mind, I wish you’d 
tell me what you meant by praying 
for those two men. Don’t tell if you 
would rather not, but—it really did 
sound queer.”

The old woman lay silent for so 
long that the back parlor tenant fear 
ed she had offended her and began 
an apology, but the other interposed. 

“ Oh, that is all right,’ she said. 
“ I don’t mind telling. You already 

know in a vague way that I have had 
a pretty hard time in the last twelve 
years. How hard you can never 
know. If I should tell you you would 
not be able to understand. The things 
that happened in the first part of that 
period I never talk about; I can’t 
bear to talk about them—they hurt 
too much. However, I don’t mind 
telling about those two men.

One of them came east over the 
Northern Pacific Road when I did. I 
don’t know his name. I was so wor
ried that I didn’t pay much attention 
to him. I paid so little attention to 
him, in fact, that five minutes after 
he had left the train I could hardly 
remember what he looked like. I 
have a faint remembrance that he 
was tall and slight and rather poorlv 
dressed and that he had a very kind 
face. He must have had a kind face, 
because my little boy took such a 
fancy to him. The child was a little 
fellow then, only 8 months old, and 
he grew very fretful on the long trip. 
When people found I was traveling 
across the continent alone they were 
very kind and offered to help take

care of the child, but nobody could 
do much except that man, because 
the baby would not go to anybody 
but him. Hour after hour he tended 
him when I got tiredi out, but still 
I scarcely gave the man a second 
thought, although, of course, I was 
grateful in a tired, listless sort of 
way.

“ I did, however, open my heart a 
little to an old lady, who was also 
kind, and told her I should strike 
Chicago almost penniless and that I 
did not know what I should do 
Shortly after confiding in her the man 
came and said good-by. We were 
nearing his station, and he wished me 
a safe journey the rest of the way 
and good luck at the end. I do not 
even remember the name of his sta
tion, but I know it was somewhere 
near Fargo. We hailed each other 
for the last time as the train passed 
on, and I noticed then how worn his 
clothes were.

A few minutes after we left the 
town the old lady visited me again. 
She had something better ¡than gentle 
words that time—she had money, a 
ten dollar bill. The man had intrust
ed it to her to give to me. It was a 
it tie sum—only $io—but it looked as 

big as the side of a house to me 
then, and I have no doubt that it 
looked equally big to the man and 
that it meant quite a sacrifice to part 
with it. I have often wished that I 
could thank him, but there has been 
no way. I don’t know his address,
T don’t know his name, but he kept 
me from actual want in the kindest, 
most delicate way a man could de
vise to assist a woman, and with all 
my heart I bless him for it.

“The Adams street man was also a 
friend in need. He overtook me one 
day when I was going, home fairly 
heartbroken. I had gone downtown 
expecting something to come my way 
that day, but nothing did. I had ex
pected a letter with money in it; I 
got none. I had expected work; I 
got none. I was literally at the end 
of the string and' things looked des
perately dark. In the shadow of a 

ig wholesale house not far from the 
bridge a man came up and spoke to 
me. I suppose he meant to strike up 

flirtation, although why any man 
in his senses should wish to flirt with 
such a distressed looking creature as 

was I can not imagine. I don’t re
member what he said, but whatever 
t was it set me crying. I was so 

miserable that it didn’t take much to 
o that. And then presently I talk

ed. I must have been out of my 
senses to talk so to a perfect strang
er. I told him in an incoherent sort 
of way that I had been disappointed 

bout the letter and about the work 
nd that I was going back to the 

child with nothing—absolutely noth
ing.

“ He stepped back and looked at me 
ghast.
“ ‘Good God!’ he said. ‘Good God!’ 
And then I felt him press some

thing into my hand.
“ ‘You poor child,” he said, ‘take 

this for a Christmas present for the 
boy it lacked but a few days to 
Christmas— and may heaven help 
you.’

“ Before I could clear my eyes of 
tears he was gone, but he had left 
a five dollar bill in my hand. I never 
saw the man again. I wouldn’t know 
him even if I saw him, but I bless 
him, too. Of course, many others 
have crossed my path whom I re
member gratefully, for the world is 
running over with people who are 
helpful and kind, but somehow those 
two men seem different from all the 
rest. It may sound queer to hear me 
speak of them so—no doubt it does— 
but I should be a despicable ingrate 
if I ever forgot them, and no matter 
who they are or what they are or 
where they are, they will have some
body to pray for them as long as I 
live.”

The back parlor tenant wiped her 
eyes on the pillow, and the first thing 
she knew she was praying for a score 
of people who had been kind to her.

car and she’s the first decent cook 
we’ve had in a yean

Saw yer’s I 60 Years 
the People’S 

Choice.

C R Y S T A L  

See that Top

A Treasure In Peril. 
Indignant Wife—That new chauf

feur has only just brought the chil
dren and me home and now he’s 
taken the cook out for a spin.

Husband — Great Heavens! He 
doesn’t half know how to manage a

B l u e .
For the

Laundry.

DOUBLE
STRENGTH.

Sold in
Sifting Top 

Boxes.
Saw yer’s Crys

tal Blue gives a 
beautiful tint and 
restores the color 
to linen, laces and 
goods that are 
worn and faded.

It goes twice 
as far as other 
Blues.

Sawyer Crystal Blue Co.
88 Broad Street,

B O S T O N  .  - M A S S .

( B R A N D )FOOTE &  JE N K S * COLEMAN’S
Terpêneless High Class

Lemon and Vanilla„ „  J " ™ “  '°V >"r " P '« " » « ™  O « " "  that combats "Factorr to F a m ily  „ehernes. M a t  
g an s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JE N K S , Jackson, Mich.

It’s Free
96% of the Fuel Used In 
Acorn Lighting Systems Is Air.

o f  ¡ “ f i *  banish  th e vision

light you'musrt ha v e *  T e ll us th / k in d r ® i ,Pir* m en ts a re  and s p e c ify  th e 
th e dim ensions a re  e p ^ d —

yo u r sp e c iflc a U o n T e x a ctly .6 Wil1 p rom ptly  show  yob  th a t w e  can  fitof the^sost'to*you^of0aypriTO t a s ° h  ehtintr'g ,y°  1?r ®tore and an estimate it uriii . . ,  p 'vate gas lighting plant at a poor man’s price.
green ish , yello w ish  o r o th er e 'v e ^ a i n ^ " ' ’^ «  anu , ni? i  a  b luish . reddish , 
from  annoying fl ckerin«, f t  J i i i  K  ¡?-t: *5 w,,2  be s te a d y  and fr e e  
«  w .H  be re lfaW e^and ^ ’onvenient^ and

How Is the Outside of Your Store Front Lighted?
busfnees s ? U n eg lectin ir th is m o st e t te c t,v e  m ethod  of a d v e r t is in g  y o u rpremises is b°tterd|fan pHn^eM^ink^hP A w -Liei t in front of yours to re  is  open fo r  business and i f  2 be publlc wl11 su re ly  kn o w  yo u r 
on th e inside, th at th ey  ca n  s e le c t  L i^b tin g  S y s te m
w ell a s  in d ayligh t. y  aD s e le c t  a t  Qi8h t th e  g o o d s th e y  w a n t as

takeTn m ? °h fa c k !iC ate 8hades Can be m atch ed  by A c o rn  L ig h ts ; d a rk  b lu es w o n ’t  b e m is- 
C u lt iv a te  th e  even in g: tra d e  my,_*. • ..

in g  fr ie n d sh ip s  w ith  th o se who ¿ n te r  y o u r store“ ®  ° f  “ “  tIm eS w b en  yo u  ca n  m a k e  la s t*  
,  . D? n t  o verlo o k  such  a  sp len d id  o p p o rtu n ity  tn  mnb-»
fr ie n d s -y o u r  m ost va lu ab le  a sse t . y  to  m ake y o u r cu sto m e rs  y o u r  p erso n a l

fo r  its  use w ill  red ^ ce ^ n e“o f  y o u ° ? ix e d ’expendM  th e  s ta n<fpoint o f  eco n om y.

2 ocn°’tn ¿ 2 ?  5  -  50 °  cff p - and  - 5  * c

“ “ w r S i n f  by *° ^  ° f business in
d e sc rib e d  un der a  p o s it iv e  g“ a ra n fe ^ th a t  t h e ^ h t  yo u r Prem ’ se s  w ith  th e  ligh t
p a rticu la r . T h e  d a ys  a re  g ro w in g  sh o rte r  and flt y o a r  sp e c ifica tio n s  in e v e r y
b ig g er and b igger. T n e  tim e  to  a c t is  n o w ? d s b o rte r ’ y o u r lig h tin g  b ills a re  g ro w in g

t h i s M e n  w ho ca n  m e a su re  up toW * - , . « . .  freely C e e ^ e . w . r . e .  We solicit your iaquiries.
a c o r n  b r a s s  m a n u p a c t u r . n o  c o „  Fulton M. rket Chicago III.

■ ' ■ *

~ I r

$  jL

' i f  
'* ' A

h  s .4

* 1

u ‘ 4

- t

u  » i f

-  A

f fJk» If



September 29, 1909 M I C H I G A N  T R A D E S M A N 8 »

The Debt We Owe To Dust.
Dust is the abomination of the 

cleanly housewife—and the joy of 
the migratory microbe.

Dust to most people is something 
to be abjured—wetted down, wiped 
off, blotted out forever. Yet without 
dust there would be no blue firma
ment; the heavens would be blacker 
than they are on moonless nights.

On this black background the sun 
and moon would shine out sharply, 
and the same sharp contrast of light 
and deep shadow would characterize 
the surface of the earth. There would 
be nothing to subdue this contrast 
but the moon and stars, which would 
remain visible by day. It is due en
tirely to dust that we can enjoy our 
soft, uniformly diffused daylight, and 
it is the dust which contributes so 
much to the beauty of the landscape.

The atmosphere is at all times 
charged with dust particles. Dust 
makes the whole vault of Heaven 
light. Light is caused principally by 
short ether waves. The finest atmos
pheric dust includes many particles 
large enough to reflect the short blue 
ether waves, a few large enough to 
reflect the green and yellow rays and 
still a few large enough to reflect the 
long red ethereal waves. The red 
light passes through the great ma
jority of the dust particles unhinder
ed; the blue rays are intercepted and 
diffused and so become visible. This 
is the reason that the finest dust— 
and so, too, the firmament—appears 
biue.

In the fall, when the days are warm 
and dry, the blue haze is caused by 
two principal factors: a large amount 
of vapor and the mixing of two 
heterogeneous masses of air—the 
coming together of the dust particles 
of two currents of air differing in 
electric quality or quantity. Or per
haps the mixing of currents of differ
ing tempt, ature may set up molecu
lar aggregations.

The wreath that curls upward from 
the burning end of a cigar is blue, 
while the smoke drawn through and 
exhaled from the mouth is whitish. 
The particles in the latter case have 
united and become large enough to 
reflect white light.

On mountain tops the sky is in
tensely blue, because the rarefied at
mosphere supports only the finest of 
the dust particles. Looking down 
from a great mountain height, it 
grows pale as the eyes are turned to 
the lower strata of air toward the 
horizon.

In the tropics—'and in Italy, famous 
for its blue-skies—the sky is a much 
deeper blue than elsewhere, because 
the dust is finer there. Not that finer 
dust arises there, but in other cli
mates the dust particles are soon sat
urated with water vapor, which makes 
them coarser. In the warmer regions 
mentioned, however, the vapor re
tains its watery character and does 
not condense on the floating dust par
ticles. Not until the aerial currents 
have borne it to higher and cooler 
regions will it be condensed into 
clouds.

And here is the most important 
part played by dust in the atmos
phere—its influence in determining

rainfall, due to the fact that vapor 
fluidifies upon the dust particles and 
clouds are formed. It is generally 
accepted by scientists that of all the 
water evaporated by the sun from 
the surface of the sea or land not one 
drop returns which has not condens
ed upon a particle of dust as a nu
cleus.

To demonstrate: Fill a large bottle 
with air, which has been filtered 
through cotton wadding until all the 
original dust is driven out. Then turn 
in a current of steam from the tea
kettle; you will find it transparent, 
therefore, invisible, with no trace of 
the cloudy appearance that is asso
ciated with steam. The only thing 
noticeable is that the inner walls of 
the bottle begin to drip, the vapor 
condensing here as it begins to cool, 
because there is nothing else for it 
to condense on. Fill the bottle with 
ordinary dust laden air, and the va
por at once assumes the familiar 
cloudy appearance due to the conden
sation on dust particles and it begins 
to rain in the bottle. The steam con
denses on the dust particles and 
freights them until they sink as rain 
drops.

There would be no fogs, no clouds, 
rain nor snow, no brilliant sunsets, no 
cerulean sky if it were not for the 
dust. The surface of the earth it
self, the trees, the houses, man and 
beast, would be the only objects on 
which the vapor could condense, and 
these would begin to drip whenever 
the air cooled.

In winter everything would be cov
ered with ice. Umbrellas would be of 
no avail. Clothing would become 
saturated with water condensing up
on it. The vapor laden air would 
penetrate and condense upon the
walls and upon the furniture. The 
whole world would be quite another 
world if there were no dust.

Since scientists have begun to un
derstand the importance of dust
measures have been taken to count
the particles in a given space. In 
Paris, at the surface, a cubic centime
ter—0.3937 of an inch—has been found 
to contain nearly a quarter of a mil
lion particles. In windy, dust-lader. 
Chicago, no doubt this number would 
easily be eclipsed. On the top of the 
Washington monument there are
about one-half as many, while on the 
high mountain peaks of Colorado 
there are only about 200 particles to 
the centimeter.

A great deal of the dust at high al
titudes is cosmic dust, consisting, like 
the meteorites, of carbon and iron. 
That in the lower strata is dust due 
to smoke, palpable dust, and the 
product of volcanoes. Every one, no 
doubt, remembers the heavy haze 
that hung over the entire eastern 
half of the United States after the 
violent eruption of Mount Pelee some 
years ago. Often this volcanic dust 
is widely spread and dense. In 1783 
all of Europe was for months cover
ed by the dust ejected by an Iceland
ic volcano, and the Atlantic Ocean 
for fully 900 miles west of the north
west coast of Africa is every year 
subject to a haze composed of fine 
particles of sand from the great Des
ert of Sahara. Tom W. Winder.
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JA C O B  S T E IN M A N .

His Waking Up and What Waked 
Him.Written for the Tradesman.

Jacob Steinman was a butcher and 
his shop stood in the center of the 
block. He had located there some 
twenty-five years ago when the street 
and the town were both unpretend
ing, but while both, thinking a great 
deal of themselves, had expanded un
til that particular block had got to 
be the pride of every citizen that 
crowded—we’ll call it that—its side
walks, Jacob Steinman’s stall remain
ed unchanged. Each corner on each 
end of his side of the block tore 
down the low, two-storied, frame 
building first constructed there and 
with that for a suggestion and an in
centive that side of the street displac
ed one by one the original shackly 
structures that were showing signs of 
neglect and decay; but Steinman 
took no heed of the" improvements 
going on and clung to his little un
painted shack and over its uninviting 
counter pushed towards his custom
ers the best meats the market af
forded, his strong point.

“ I ’ve been here twenty-five years 
and I have given every customer ex
actly what he asked for and paid for. 
That’s enough. That’s _my way of 
advertising. What difference is it go
ing to make to the man who eats 
good meat whether my shop is in a 
$7,ooo dollar building or a $70 dollar 
one. These families know I furnish 
them good meat at reasonable rates 
and they are going to stay by me as 
long as I swing a cleaver. The old 
customer will bring the new one— 
that’s what they have done so far any 
way—and I don’t see any good rea
son for tearing down and building up, 
for spending a lot of money in paint 
and paper and these modern con
trivances that catch the crowd.”

So the years went by, and the lit
tle unpainted frame held its own in 
the middle of the block, growing din
gier and dirtier every day, laughed at 
at first, considered later as the rep
resentative of Jacob’s German stub
bornness and then shunned gradually 
but just as certainly for other stalls 
where good meat at reasonable prices 
could be bought and promptly deliv
ered.

To the friends and well wishers of 
Steinman it would have been amusing 
had it not been provoking to watch 
the butcher as his best customers— | 
they who for twenty-five years had 
eaten the best meat the market af
forded, weighed with the same old 
scales and wrapped in the same 
coarse straw paper which invariably 
became soaked, then torn and then 
allowed the bloody juices to ooze 
out and besmear the clothing of the 
unfortunate householder who found it 
convenient to take home his pur
chase; and so one after another they 
fell into the habit o f going home an
other way past other stalls and be
fore they were aware of it the habit 
became fixed and Steinman lost an
other old customer.

Still Steinman clung tenaciously to 
his bump-on-a-log idea, not seeing 
and determined not to see how it was 
leaving him high and dry on the hills

of trade with no sign of a coming 
freshet and no chance of its flood 
reaching him and carrying him down 
stream if it should come. One day, 
however, when the Appleton car
riage drove by without even looking 
in a thought seemed to hit Jacob hard 
and without yielding to the left-hand
ed headscratch he was wont to in
dulge in when perplexed he went to 
his day book to find that he had sold 
no meat to the Appletons for a fort
night. That was a stunner and with 
his head on one side and looking or 
trying to look through the long un
washed window he asked himself 
what the “ teufel” was the matter 
now?

He found out that day week on his 
way from Chicago: He had hardly 
settled himself in his seat when a 
couple of young fellows, both mid
way in the thirties, took the seat be
hind him and, intent upon the topic 
of the greatest interest to both, dis
cussed it in all its ins and outs, 
trusting to the noise of the train to 
deaden their earnest voices,

“ It seems to me to be the same old 
story: He’s a Dutchman or German, 
or something like that, thick-headed 
and stubborn as ten ought to be, and 

¡because he settled there when the 
town started he’s let the town—it’s a 
growing one—drift away from him; 
and this man who told me about it 
said that it was now a mere question 
of time and that anybody with a little 
money and wit enough and push 
enough to keep it going was going 
to freeze out the Dutchman, and once 
started the place would soon be mak
ing money hand over fist. That’s 
where we are coming in. We stand 
two to one, youth versus age, stu
pidity against smartness—self-respect 
compels us to admit that!—the old 
man’s don’t care against our deter
mination to get there. At best it can 
be only a long pull and a stout one, 
if the proverb puts it that way, and 
I have an idea when we get there and 
look the ground over that it’s going 
to prove only a short pull after all.”

“Who is the old duffer anyway and 
how far from Chicago is Ridgville? 
That last is going to make a differ
ence to me.”

“ Steinway, Steinman—Stein some
thing anyhow and Ridgville is only 
four or five hours from Chicago.”

“That’s all right, and now if old 
Rip Van Winkle will go on with 
his twenty year nap the first thing 
he’ll ask for when he wakes up will 
be a barber shop where he can get 
a haircut!”

Then it was that Jacob waked up. 
The indwelling spirit prompted him 
to see who occupied the seat imme
diately behind him. He found a bru
nette and a blonde—-a dangerous 
combination —- that foreboded no 
good. He assumed the easiest posi
tion the car seat afforded and with 
bis hat slightly pushed back pretend
ed to study the landscape through the 
opposite car windows. He saw noth 
ing but the side of the street where 
his shop stood, a row of buildings 
three stories high except the break 
where his shop made an ungainly 
looking crevice that’ ought to be filled 
up with a building that would be an

one that knows the stock and the 
“ reasons why” of everything he han
dles, and the farmers all wait for 
him to serve them, even to the slight 
extent of a paper of tacks.

Go into a city dry goods store, and 
the clerk at the silk counter who has 
women hovering around him is the 
man who knows the “ reasons why” of 
every piece of goods in stock.

One of the very strong reasons for 
the high individual averages of the
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ornament to the block and the street '• 
and—and—the city! He’d show ’em! 
Going to freeze him out, were they?! 
Only a short pull was necessary i f ! 
it had vim enough!’’ and so the rest 
of the ride was taken up in imagining 
what he wanted and how much it 
was going to cost, that last idea not 
amounting to much just now with 
those kids behind him plotting to do 
him up or undo him, because some
body in Ridgville had been planning 
to put him out of business.

From the station Steinman went 
straight to Bildham & Co.’s office and 
finding old man Bildham in proceed
ed at once to business.

“ I ’ve got ready to improve my 
property on Main street and I want 
you to do it. I want the best meat 
market in the State; in every way the 
most convenient and attractive and 
best equipped to be found anywhere. 
Can you give me an idea of what you 
think I want, offhand?”

Bildham laughed.
“ It has been a long time coming, 

Jacob, but I knew you well enough 
to know it was coming and I have 
got ready for it. How does this 
suit?”  as he spoke taking from a 
drawer the plans of an architect, a 
calling in which he had become 
famous.

The plans displayed were a credit 
to him. He had considered the block 
as a whole and taking Steinman’s 
property as the central feature had 
changed the entire idea by a hand
some tower in"the middle of the 
block and by slightly projecting the 
addition so as to break up the dead

; monotony that otherwise would have i 
extended from corner to corner.

“This projection,” the architect ex- 
! plained, “although slight ordinarily 
would not be allowed, but its im
provement of the street is so great 
that it will overcome all objections;” 
a prediction that was amply verified. 
“ Now when do you want this work 
done?”

“ Start in to-morrow morning and 
finish it just as soon as a job well 
done will permit.”

“All right, to-morrow morning it 
is and I ’m glad you are coming to 
your senses at last.”

The next day the carpenter was 
called in and later the painter; and 
with them engaged he sent for a fix
ture man, up in all that pertains to 
the requirements of a first class 
butcher’s establishment. He had bare
ly left when in came the brunette 
and the blonde. They wanted to buy 
him out. They were ready to make 
it worth while if he was so inclined 
and if cash down was any induce
ment, they had brought that induce
ment along with them.

Then came Jacob Steinman’s first 
moment of exultation. Taking the 
plans from the drawer he spread them 
upon the desk before them.

“This, gentlemen, is the best an
swer I can give to your proposition. 
This is my establishment as it is go
ing to be just as soon as good work
men can put it up. Bildham & Co. 
are the architects, and regardless of 
expense mine is going to be the mod
el butcher shop in the United States 
of America. The business warrants

i it, the street and the city demand 
it. I can afford to build it and am 
going to. I ’m going to see it through 
in good shape. I ’m thoroughly wak
ed up and now, if you don’t mind, I ’m 
going out to have a haircut.”

The next morning Main street in 
Ridgville was in commotion.

“What’s up, Jacob?” asked Apple- 
ton, Sr., who was on his way to his 
office.

“Nothing just now,” was the an
swer, “but there’s going to be—the 
likeliest meat market on the conti
nent if brains can plan it and money 
can pay for it, and I think they can.”

So the eyesore in Ridgville came 
down and Jacob’s tower—they' called 
it Jacob’s ladder—went up and not a 
brick in all of it was laid without 
somebody’s wishing it good luck, so 
glad everybody was that Jacob Stein
man was realizing what was expected 
of him and was willing of his own 
accord to come up to the expecta
tions.

With the completion of the build
ing the carpenter and the painter and 
the paperer—mind that—came in and 
last of all came the “ fixin’s”  that 
opened wide the eyes and the mouths 
of all beholders not only with their 
fitness but their excellence and their 
beauty. Ridgville had never seen any
thing like it and had never heard of 
anything like it,, and when opening 
day came and Jacob Steinman and his 
assistants—do you notice that plural 
number?—in white duck from head to 
foot stood ready to serve the eager 
crowd, a crowd made up of all his 
old customers long gone astray and

any number of new ones, they were 
ready to forgive the old stubbornness 
that for a long time wouldn’t, displac
ed as it had been by a willingness as 
affable as it had been unexpected.

Among the many who came to see, 
to admire and to congratulate were 
the Appletons, whose passing car
riage had disturbed the slumbering 
butcher, and when the old-time and 
by far the best customer asked him 
how it came about this was Jacob 
Steinman’s answer: “You went by 
one day without even looking in. 
Then I looked up your account and 
found you were drifting away from 
me. Shortly afterwards I heard two 
fellows who wanted to buy me out 
put me down as a fool and I found 
out without much investigation that 
they were right. That’s all there is to 
that. I have been trying to correct 
the greatest mistake I ever made and 
what you see is the result. Have I 
made good?”

She thought he had and so do I.
Richard Malcolm Strong.

Proof Positive.
Little Ted, seven years old, was 

sent to the bathroom for a “good 
scrub” before dinner, but returned so 
quickly that his mother declared he 
couldn’t possibly have washed him
self. He replied: “Truly, I did, 
mother, and if you don’t believe it 
you can just go and look at the 
towel.”

There may be many longing for 
Heaven for whom Heaven is not 
longing.

A N Y B O D Y  W H O  W A N T S
To find out can learn how to save money by buying V - N E A R  W O O D  D I S P L A Y  F I X T U R E S . There’s 
always one merchant in every town who knows how to make his window displays attract more attention 
and sell more goods at less cost than the other fellow. H e ’s the dealer who makes every cent count— he 
possesses the “ know how”— the something you cannot measure nor weigh nor count.

V - N E A R  W O O D  D I S P L A Y  F I X T U R E S  
are so named because they look so much like 
mission wood that you cannot tell the differ
ence— then they cannct warp as mission 
wood fixtures always do and T H E Y  C O S T  
A  G R E A T  D E A L  L E S S .

V - N E A R  W O O D  D I S P L A Y  F I X T U R E S  
have no competition They are the most 
substantial, the most beautiful in appear
ance, the most inexpensive in price, the 
lightest in weight— they are almost unbreak
able.

One Unit Set—six hat stands for a six-foot window, $6.50; for a twelve- 
foot window, $13.00.

Clothing is difficult merchandise to show, requires a knowledge of the 
goods and careful handling. To trim, first get the suits well pressed a ll over 
and when ready to drape have a few sheets of cheap tissue paper on hand 
to pad out the shoulders with, then lay the coat upon one of the easels as 
shown, smoothing out the wrinkles so that it will present a clean-cut ap
pearance.

The above shows how easily neckwear is handled on V-Near Wood 
display stands. Our Unit Set is indispensable to the proper trimming 
of neckwear, as the pedestals have so many openings through which the 
merchandise can be gracefully draped. Ties shown upon the collar are 
first tied with short bands and thrust under the collar; saves the collar, 
makes the ties show a long end. The above trim is made with a Un;t Set 
and four collar stands.

Price $6.00.

Our booklet in colors shows you how to trim, write signs, 
build V-Near Wood mission backgrounds and contains many 
useful hints of how to increase your business through your 
show windows. Sent on receipt of 4c in stamps.

V - N E A R  W O O D
DISPLAY FIXTURES

314 Fifth Avenue C H IC A G O

Send Us Your Order

We Guarantee 
Complete Satisfaction
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S O C IA L  D IS C O N T E N T .

It Is the Best Development for the 
Human Family.

Evansville, Ind., Sept. 28—Social 
discontent is the best development 
for the human family. Nature never 
intended us to be satisfied so long 
as there are some who are not devel
oped up to the highest principles 
known. Discontentment is in each 
and every family of thought. We 
have arrived at this point of under
standing only by the few words of 
discontent which bother us each and 
every day. We should be glad that 
we are made to feel dissatisfied with 
the present conditions and that our 
fathers and mothers were dissatisfied 
with their conditions. We should 
not forget the great discontentment 
that played within the minds of those 
who gave us our liberty. This same 
family of thought is still at work in 
the minds of the people and we 
should be glad to acknowledge this 
fact.

There is not a mind anywhere that 
is contented. We may believe that 
there are some minds that are fully 
satisfied, but they are not. No mind 
that has the least bit of ambition can 
be contented with its present condi
tions, for it is fed with progressive 
thoughts and these thoughts are not 
going to let that mind alone so long 
as they are alive.

It is a great sin against Nature 
to preach contentment. Those who 
have preached and are still preaching 
contentment are generally individ
uals who are decidedly discontented. 
“ Be ye satisfied” is the greatest in
sult any one person can offer anothet. 
If every one on earth was satisfied 
with present conditions, this world 
would stop moving. We don’t want 
a single man to be fully satisfied. 
We want him to keep on following 
the thought of discontentment.

We can not be contented any more 
than the infant after its mother has 
been taken from it. We are crying 
aloud for our own kind, and we will 
never be fully 'contented until we 
find them.

We meet out own kind by the 
thousands out on the highway, but 
few of them recognize us. We cal 
ourselves strangers to one another. 
We do not realize that we are all 
brothers and sisters of the same 
family and of the same thought. We 
think just because we look dif
ferent that we are different. Just 
so long as we think this, just 
that long there is going to be social 
discontentment. I can be and I am 
happy with my bread and butter 
proposition, but I am never content
ed so long as I am not doing some
thing to lift up a fallen brother. If 
I can make a brother discontented 
with his surroundings in so far as 
to cause him to help himself or some
one else to rise to a higher point in 
life I feel as if I have done the work 
that Nature wants me to do.

Every human mind feels that there 
is something radically wrong with 
our economic and social conditions, 
and it seems that there are compara
tively few minds that know just what 
the trouble is.

Merchants, manufacturers, profes
sional men and the humble hard 
working men all feel that there 
should be something done. Yet, is 
there not a genius among us who 
can show us the way? We have men, 
lots of them, who claim to know how 
we can overcome this great social 
unrest, but as yet they have failed 
to unite their efforts. They never 
will unite their efforts so long as our 
highly educated men preach content
ment. We should not be satisfied 
with patches. We want whole men 
and women. This idea of preaching 
contentment is trying to patch things 
up.= That is all there is to it.

We need not feel sorry for the 
merchant, the manufacturer and the 
professional men if they are troubled 
with these conditions, but we should 
look deep down into the minds of 
our laboring people and try to learn 
just why they are so dissatisfied.

Let us try to lift the poor hard 
working men and women up to a 
higher standard. “The poor ye have 
with you always” is another great 
sin when we look at it from the 
economic standpoint. If Jesus Christ 
said this He did not mean that the 
people would be starved to death and 
would always live in want, He meant 
that they would be poor in spirit 
(poor in education, in thought.)

I will always be very discontented 
as long as I know there is even one 
little child in need. We all know 
there is enough for all. And he who 
is willing to be content with his lit
tle mind so long as his little belly 
is full is the man that is going to 
make me continue to be discontented 
until I can reach him. If he can not 
be reached through this individual, 
he must be reached through some 
other, for this thought will never be 
satisfied until every mind is filled to 
overflowing with love for all man
kind.

You may say, “ What a dream! This 
can never be.”  If conditions will 
never be as these thoughts convey, 
then discontentment will continue 
forever. So long as we try to modi
fy things, just so long can we expect 
to have to prepare for war. What we 
need most is to do away with many 
of our institutions. Teach the chil
dren that the institutions can do 
them no good. We are spending too 
much money trying to save the in
stitutions when we should use this 
money to save the labor of the poor.

Most of our institutions are 
preaching contentment when they 
know people are in want by the 
thousands.

We make our own conditions. It is 
I who am at fault and not my broth
er for the conditions I am living un
der at the present time. I have been 
here over forty-five years, but what 
have I done to relieve general con
ditions?

I have been taking all I could get 
my hands on in what most of us call 
an honest way, trading with my 
neighbors, and have not once thought 
of how “ the other fellow” was living. 
But to-day I am thinking about the 
other fellow and the little babies also.

I want to help the man who can 
not help himself. If every able mind

in this world would think this thought 
for one year, discontentment as a so
cial evil would soon begin to grow 
into universal pleasure for all man
kind.

Let us try to make everybody hap
py. Discontentment and happiness 
are two different things. We can be 
happy and still be discontented.

It is true you could never, so long 
as you live, make some people hap
py nor the least bit contented, but 
what made them so? The conditions 
under which they were born. You 
have heard about people “being born 
that way.” Yes, thousands of chil
dren are born into conditions that 
you and I ought to be ashamed of I 
as free born American citizens. I 
am ashamed of myself for being so 
slow. I ought to have had nerve 
enough a few years ago to stand up 
for the right.

The trouble with most of us to
day is that we are cowards. We keep 
still for the sake of the dollar. We are 
letting the dollar rule us.

Please don’t criticise me on this. 
All I ask is for you to be real quiet 
just a moment and think. A dollar 
is a mighty good thing to have. I 
am working for it every day, but it 
is a mighty bad thing if I must give 
all of my time workin g for it.

All I need is something to eat, 
something to wear and a place to 
sleep, and I am not going to be con
tent until I see everybody else have 
these things also.

Edward Miller, Jr.

At the Soda Water Counter.
Soda Water Ice—Good morning; 

you look rather spry this morning.
Ice-cream Freezer— Yes; I just did 

a few turns. You look rather smart 
yourself.

Soda Water Ice—‘Yes; you see, I 
have just been shaved.
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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 Jefferson Ave. GRAND RAPIDS, MICH.

Real Profit
Real profit does not mean “ percentage,”  which may 

represent very little actual money. Real profit comes from the 
satisfaction of your customers—from the satisfaction which 
brings them to your store for their every need.

Jennings Extracts please and satisfy the customer not 
only with the extract, but also with the butter, flour and other 
ingredients which the grocer sells in connection.

This satisfaction and profit are assured when you sell 
Jennings Flavoring Extracts, for thirty-six years the stand
ard of strength and purity.
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F A L S E  P R E T E N S E S .

Make Window Shade Poorer Than 
the Goods Inside.

I was slumping through Baltimore 
one day last week, headed for Phila
delphia and home. It was a measly 
hot day, and the fag end of a trip 
that had kept me out about ten weeks.

Old Philadelphia in the distance 
looked pretty good.

I went by a candy store on one of 
the streets leading to the station, 
sweating like a steer, and with a thirst 
that would have taken mackerel brine 
without winking, when I ran across 
a window display that hit me hard.

As I said, it was a candy store with 
a soft drink attachment, and the dis
play showed oranges and orangeade. 
There was a sort of picture frame ef
fect. On one side was a little pile 
of oranges and on the other a couple 
of glasses of orange juice in the thin 
glasses that make you feel so refined 
while you are drinking out of ’em. 
Straws in both—looked as if they 
were just waiting for your sweaty 
old uncle to come in and hit ’em up.

Back in the frame was a bunch of 
orange blossoms, and the whole thing 
just hit me where I live. As straight, 
as my tired old legs could push me 
I went in and ordered a glass.

Then I sat back and let my mouth 
water while it was coming.

Gee whiz, but I was disappointed. 
The stuff wasn’t like its picture at 
all. From the outside it looked like 
the pure juice of the orange—in your 
mouth it tasted like an imitation, and 
was one, too.

I know the difference—I’ve made 
’em both.

I felt as if I ’d been buncoed and, 
as a matter of fact, I had been. They 
had decoyed me into that store by a 
picture of something I wanted, and 
when I went in and ordered it, it 
turned out to be a cheap chromo in
stead of an oil painting.

Ain’t a man foolish that makes his 
window offer more than he can do? 
Think I ’ll ever go there again? You 
can bet I won’t. Of course, I ’m only 
a transient. The loss of my trade 
wouldn’t kill a fly. Nevertheless, if 
I had my leg pulled, other people not 
transients probably did, too.

A whole lot of storekeepers handle 
their window that way—just to get 
people in. They think, “ Once they’re 
in I can handle ’em all right.” So 
they put out a window that’s just a 
little too good.

I ’d work hard to make my window 
just a shade poorer than the goods 
inside, seems to me. Make the win
dow good enough to draw ’em in, of 
course, but once they’re in treat ’em 
better than the window holds out 
hopes you’ll do.

In the Baltimore case it would 
have been a cinch to do that to me. 
All they needed to do was to give me 
a glass of straight orange juice. 
That’s simple enough, ain’t it? I 
didn’t go in there with only a nickel 
in my fist to spend—I ’d a thousand 
times rather have spent twice that for 
the real stuff than the nickel they 
charged me for the imitation.

Anybody would.
Well, I drank three or four grouchy 

swallows of the made-up orange juice

and then set the glass down and got 
up. A fellow was figuring at a desk 
behind the counter, and I made up 
my mind to have a word with him. 
He seemed to me like a man that had 
some Dutch talk coming to him, and 
the taste of that stuff in my dissatis
fied mouth gave me a good text.

“ My friend,” I said, “you’ve got 
one of the greatest displays in your 
window there I ever saw.”

He perked right up and looked 
tickled.

“Think so?” he said.
“ I do,”  I replied. “ I am a traveling 

man and was just passing when I 
saw it. I get about a good bit and 
that display can be depended upon to 
sell goods, which a lot of ’em can’t.”

“ I thought it was pretty good my
self,” said the confectioner.

“The only trouble with it is,”  I 
said, “that it gets people in here un
der false pretenses.”

He thought it was a joke, and let 
out a polite laugh.

“That so?” he said. “ How’s that?”
“Well,”  I said, “ take my case: The 

sight of those oranges in the case 
here and the looks of the stuff in 
the glasses made me believe I was 
going to get pure orange juice. In
stead of that, you know what you 
gave me—it wasn’t orange juice, 
that’s sure. I wouldn’t have drunk 
the imitation for real money, if I ’d 
known.”

“ I can’t serve orange juice for five 
cents,” he said.

“ I didn’t ask you to serve it to me 
for that,” I said. “ I ’d paid ten; so 
would most other people for the real 
thing. As a matter of fact,”  I went 
on, “have you ever tried to sell real 
stuff here?”

“No, I haven’t,” he replied, “but I 
know they wouldn’t pay more than 
five cents for a straight drink.”

“All right,” I said. “ It may seem 
cheeky in me to argue with you about 
your own business, but I ’ll bet a dol
lar that seven cflit of ten of the people 
that come in here would rather pay 
ten cents for a glass of pure orange 
juice than five cents for the stuff I 
got. They might not be able to get 
the ten-cent drink as often, but when 
they got it they’d have something. 
For my nickel I got nothing but a 
disappointed taste.”

T didn’t convince him, so I came 
out and mentally marked the store 
down on my list of “ Never Agains.” 
I know the man is wrong, because 
I ’ve wrestled over the same problem 
with a lot of my friends in the retail 
trade.

Why, I have a mighty good friend 
who runs a clean little store out in 
Cincinnati. It took me two years to 
persuade that fellow he could sell 
mixtures for more than thirty cents 
a pound. Think of it! Said what the 
orange juice man said—his people 
wouldn’t pay the price! To-day he 
sells a grade of bonbons for eighty 
cents, and sells lots of ’em.

Why, that man appreciates me so 
much to-day that he’d give me his 
daughter’s hand in marriage if only he 
was married and had a daughter, and 
I wanted her, and wasn’t married to 
somebody else.

So that the moral of the day’s 
lesson, dearly beloved, is that you’re

apt to be wrong if you think that 
people—that is, most people—won’t 
buy the best stuff, but if you’re not 
wrong and really can’t sell it, don’t 
use window displays that make any 
body think you keep it.—The Supply 
World.

The only way to keep faith sweet 
is to keep it in service.

Dignity is not in refrigerated man
ners.

TO REACH YOUR

PATROMIENDS
^^fHIGAN STATE V
-  fiP 1 TELEPHONE J

The New Flavoring

"CLEAN-FOOD”
Grocery Counter No merchant who c a r e s  for cleanliness, neatness ami order can afford to do withoutSAerers 

Patent Counter.fre e . 
CO.,

• • Chicago

Mapleine
(BETTER THAN MAPLE)

Crescent Mfg. Co., SeattleSole Manufacturers

W o r d e n  f i R O C E R  CIo m p a n v

The Prompt Shippers

Grand Rapids, Mich.

A Superior
Photo-Engraving Service

T he success of our large and increasing business 
is due to the fact that we make plates superior 
to the general average, j* «.*

W e want the patronage of particular people—  
those whose requirements call for the best in 
designing and illustrating, and who realize that 
the better grades of work cannot be bought for 
the price of the commonplace,

T h e scope of our work is unlimited. It em
braces all branches of commercial illustrating 
for typographical purposes. «5* &
If you are not obtaining engravings equal to 
the standard of your requirements in printing 
quality and illustrative value, we would sug
gest that you permit us to demonstrate the 
value of a really intelligent service in com
bination with a high-class product* &

Tradesman Com pany Grand Rapids
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W IL L  P O W ER .

Its Use Determines the Measure of 
Your Success.

Will is the determinative force in 
man. The great works which excite 
the admiration of the race are the 
evolution of concentration of thought 
and determination to carry out to 
successful issue the impulses of the 
will.

The men who have done great 
things in the world have not been 
miracle workers, nor have they been 
gifted beyond those who have done I 
little or nothing. The secret of their 
greatness lay in their assertive will 
power, which they put forward to 
push them to the front, while the 
others were lying prone behind, hot | 
using the talents with which they 
were endowed, because they would 
not exert their will.

Many of our brainiest and most 
•gifted men are cast on the dump 
heap of uselessness because they lack 
the indefinable quality called grit. 
Many men of transcendent ability 
are useless to the world because they 
lack the will power to assert them
selves. This is why so many of the 
cleverest fellows are left behind in 
the race of life.

The large numbers of really gifted 
men walking our streets by day, 
hungry and idle, and sleeping in the 
parks at night, fully corroborate this 
statement.

To get along in this world, to rise 
to any height of eminence, you must | 
assert your individuality, and let oth
ers see the stuff that is in you and 
what you are capable of doing. You 
who grumble at fate and think you 
deserve much better treatment at the 
hands of the fluctuating goddess, put 
on your thinking cap and try to real
ize why you are in your present po
sition. Dissect your own character 
and bring the pieces carefully under 
the microscope of your own criticism, 
and you will find that you deserve 
no better than what you are getting. |

As a general rule, the world takes j 
a man at his face value. He may in
trinsically be worth a mint of gold, | 
but that consideration has nothing to! 
do with his actual worth in the world.

There are billions of dollars’ worth 
of gold hidden in the bowels of the 
earth, but it is useless as long as it 
remains there. It only becomes val
uable when it is mined, separated 
from the ore, and fused into ingots. 
In the same way, a man may have 
hidden in his composition the rarest 
qualities and -faculties, but they are 
useless unless brought out and made 
to do himself and the world service.

Catherine of Russia longed to found 
a “professorship of decision” in all

Schiller considered a person really 
the schools, lest the Russian empire 
should dissolve into the North Sea.

Patience has been called a virtue— 
it is more, it is one of the greatest 
factors to success. Promptness and 
patience can accomplish wonders.

Brilliancy of faculty is a splendid 
gift, but of more importance is the 
power to concentrate the thoughts 
into proper focus so that you can see 
definitely the path before you.

Tom Moore would keep a poem by 
his side for a week to get a single 
word and thought. Ten lines a day 
was good progress.

Joseph Cook says he spent nine 
consecutive days thinking out a 
definition of conscience.

S E E  T H E  E N D  FR O M  T H E  B E G IN N IN G .
Every man must hew his ovvn statue of Success out of the block of Op

portunity with which life provides him. And if he’s going to hew to any 
effect, it isn’t enough for him to take a chisel and mallet and hack away in 
any old fashion at the rough block—he’s got to have a definite vision of the 
“Angel in the Stone,” and see that every blow contributes something definite 
towards bringing the figure to life. Haphazard, hit-or-miss strokes, made 
for the pleasure of seeing the chips fly, will never bring forth any outlines 
of success.

The ability to see the end from the beginning and to go straight at it 
is a mark of greatness. The capacity to see essentials—to cut out red tape 
and preliminaries—to get to the point—to do the one thing necessary and 
let all else go by the board—to banish delay—to hit the nail on the head 
without first hammering all around it—to state the vital fact without leading 
up to it through introduction—what a plain straightforward matter of fact 
ability it is! Yet how few possess it.

Drive to the point. Hew close to a straight line. Make a bee line to the 
object you have in view. Don’t beat around the bush. Cut out preliminaries. 
Cut out red tape. Cut out all irrelevant or extraneous matter. Make every 
word and every act tell. Drive to the point.—Fifteenth Ginger Talk.

able who could “man his own heart.” 
Emerson declared: “Will is the only 

real man in us.”
Tyndall, in paying tribute to the 

illustrious Michael Faraday, has this 
to say: “ His nature was impulsive, 
but there was a force behind the im
pulse which did not permit it to re
treat. If in his warm moments he 
formed a resolution, in his cool mo
ments he made that resolution good. 
Thus his fire was that of a solid com
bustible, not that of gas which blazes 
suddenly and dies as suddenly away.” 

Opportunities are the fuel of life, 
ability is the match which kindles it, 
and will power is the fan which keeps 
the flames alive.

Genius lights its own fire, but it 
takes determination to keep it going.

In most cases literary fame is th 
product of years of self-denial, clos 
concentration, and unremitting per 
severance. Balzac as a boy told hi 
father he intended to pursue literatur 
as a profession. The father tried b 
dissuade him from such a course 

Do you know that in literature, 
said the father, “you will either be ; 
king or a beggar?”

“ I know it, and I will be a king,' 
replied the boy. A king of literatur 
he became, but it took hard work t< 
place the crown on his brow, wear’ 
years of plodding and perseverance.

Spinoza was often without tE 
wherewithal to buy bread, but whei 
offered a professorship to relieve hin 
of his poverty he declined on th. 
ground that its duties would diver

his attention from the lines of philo
sophical thought to which be was de
voting his faculties.

Michael Angelo declined pay for his 
work on St. Peter’s lest money might 
taint his brush.

William Carey, to whom India 
owes more than to any other western 
scholar, wrote to a friend: “ I am a 
plodder; I can persevere in any defi
nite pursuit, and to this quality I owe 
everything.”

Edison is looked upon as the wiz
ard of applied science. He attributes 
all his success to concentration of 
thought, will power, and hard work. 
An eminent aurist volunteered to 
cure him of the partial deafness un
der which he labors. “ No,” said the 
great inventor, “ I would hear too 
much and get distracted so that I 
could not concentrate all my thoughts 
on my work.”

Will power can be made so strong 
as to be able to grapple with any 
situation. Generals on the battlefield 
have been known to call sleep to re
cuperate their strength amid the roar 
of cannon and shouts of conflict. It 
is said that Napoleon could sleep at 
will under any condition. Mendels
sohn, the musician, could go into a 
room in broad daylight, throw him
self on a lounge, and be fast asleep 
in five minutes.

Wendell Phillips was undecided of 
purpose when a young man. After 
listening to a sermon by Lyman 
Beecher he went home and prayed: 
“O, God, whatever is right, may I 
have the courage to do it.” After
ward the great orator said: “ From 
that day I never have found anything 
that impressed me as being wrong 
exerting any temptation over me, nor 
has it required courage on my part 
to do whatever I believed to be right.”

These words should inspire young 
men to call will power to their aid 
to enable them to climb the heights 
of integrity and honor, where from 
the eminence of virtue and good 
works well performed they can look 
back with forgivable pride.

If you want to be somebody in this 
world you must assert your individu
ality and assert it in the right direc
tion, so that it may lead to a goal 
of honor for yourself and be an ex
ample for others. Find out what you 
ought to do, say to yourself, “ I must 
do it,”  then begin right away with 
“ I will do it,” and keep at it until 
it is done. Madison C. Peters.

Sometimes even the top dog tires 
of fighting.

Hotel CodyGrand Rapids, Mich.W. P. COX, Mgr.
Many improvements have been made in this popular hotel. Hot and cold water have been put in 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 Boor. .The rates remain the same—$2.00. I $2;50 and $3.00. American plan.All meals 50c.
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Checks For Less Than $i To Be 
Illegal.

Washington, Sept. 25—Charles D. 
Norton, acting Secretary of the 
Treasury, has asked law officers of 
the Government to give an opinion 
as to the construction to be put up
on the provision in the penal code of 
the United States which places a ban 
on all checks for less than one dol
lar. He has considered the abvis- 
ability of writing to members of the 
congress joint committee on revision 
of the new code for light as to the 
origin and intent of the clause.

The mail order houses throughout 
the country appear to be much con
cerned on account of this provision. 
The new code was approved March 
4, 1909, and will go into effect Jan
uary 1, 1910. The language of the 
proviso forbids the making, issuance, 
circulation or passing out of any 
note, check, memorandum, token or 
other obligation for less than one 
dollar. Business firms who have 
been interviewed as to the effect of 
the new enactment say it will mean 
the substitution of postage stamps, 
subsidiary coins and postoffice money 
orders in lieu of the bank checks for 
payment of accounts representing 
fractions of a dollar.

The number of bank checks 
drawn in payment of balances of less 
than a dollar are very few. Outside 
of the mail order houses the number 
of such checks received in the course 
of business is comparatively insig
nificant.

Treasury officers are at a loss to 
account for the legislation. It does 
not appear to have been discussed in 
either house. The consideration of 
the report of the committee to codify 
the penal laws was attended with 
very little interest in congress.

Bankers who have been inter
viewed on the legislation were as 
much surprised as the Treasury offi
cers to account for it. One banker 
expressed the opinion that it was a 
step toward the establishment of a 
postal savings bank, but Senator 
Heyburn of Idaho, chairman of the 
joint committee on revision of the 
code, who handled the report in the 
senate, made a speech in opposition 
to the postal savings bank bill. The 
most rational explanation of the en
actment appeared to be that it was 
designed to stimulate the sale of 
postage stamps and postal money 
orders.

business, has engaged to travel for 
the J. J. Underhill Oyster Co., of 
Baltimore, Md. His territory will be 
Southern Michigan and Northern 
Ohio, allowing him to return to Adri
an each Sunday.

A St. Louis correspondent writes:
Glenn Burgess has accepted a posi

tion as traveling salesman with the 
National Stove Co., of Lorain, Ohio, 
and will enter upon his new duties 
about Oct. 1. Glenn has been a sales
man at Humphrey & Brockway’s 
hardware store for a long time and 
can sell a man something he doesn’t 
want, doesn’t need and can’t use and 
still retain his friendship. He ought 
to sell stoves and plenty of them.

Ten Dollars Reward.
The Tradesman will pay $10 for 

information leading to the apprehen
sion and arrest of L. P. Hazel, form
erly traveling representative for the 
New Prague Milling Co., New 
Prague, Minn. This man made Grand 
Rapids his headquarters from about 
the middle of May until the middle 
of July. His next stand was at 
Traverse City, after which he went 
to New York City. He frequently 
took advantage of the courtesy and 
hospitality of friends and then show
ed his true nature by inducing them 
to cash his checks on banks in which 
he had no balance. It is thought that 
he secured several hundreds of dol
lars in this manner. He is a member 
of Philadelphia Council, U. C. T., 
and is accompanied by a woman who 
is supposed to be his wife.

The Tradesman does not happen to 
be one of the victims, but several of 
its friends were on the list and, as 
the man is an unworthy member of 
the U. C. T. and a black sheep in the 
traveling fraternity, it deems it a 
duty to assist in locating him if pos
sible, so that he may be landed be
hind the bars. He is a dangerous 
man to be at large.

Gripsack Brigade.
A Hastings correspondent writes: 

Bert Fairchild has resigned his posi
tion as traveling salesman for the 
Chicago Rubber Co. and has entered 
the employ of the Detroit Cap Co., 
which he will represent on the road.

An Allegan correspondent writes: 
Jack Martin ha£ decided to remain in 
Michigan, and has accepted a position 
as traveling salesman for a Chicago 
shoe house, with this State as his 
territory and with headquarters at 
Grand Rapids. His family will go to 
Grand Rapids in a few weeks to make 
their home.

An Adrian correspondent writes as 
follows: John Koehn, who for many 
years has been associated with his 
father, W. C. Koehn, in the grocery

Death of a Detroit Shoe Dealer.
Detroit, Sept. 28—Edward J. Con

way, Secretary of the firm of Con
way & Manning, shoe dealers at 243 
Woodward avenue, died Sunday from 
malarial fever following an illness of 
two years.

Mr. Conway was very well known 
among local shoe men, having been 
connected with several of the larger 
shoe firms at various times. He con
tracted malarial fever while traveling 
in the South two years ago for the 
Pingree Shoe Co. Since that time 
the fever had given him more or less 
trouble, but his illness did not be
come serious until a few weeks ago.

Mr. Conway was born in Marshall 
October 16, 1873. He entered the 
shoe business at an early age, work
ing up to the position of buyer for 
R. H. Fyfe & Co. He also had been 
connected with the William' H. E l
liott Co., now the Elliott-Taylor- 
Woolfenden Co. For a short time 
he was manager of the shoe depart
ment of the Abraham Strauss Co., in 
Brooklyn, N. Y.

Mr. Conway is survived by a 
widow, his mother and two sisters.

If we would all talk less we would 
hear better.

Manufacturing Matters.
St. Joseph — William J. Harper, 

former owner of the Columbian cigar 
factory but more recently of Detroit, 
has closed out his interests there 
and returned to this place. He is 
again the owner of the Columbian ci
gar factory.

Pentoga—The Iron Range Lumber 
& Cedar Co. has been incorporated 
to purchase, manufacture and sell 
forest products, with an authorized 
capital stock of $40,000, all of which 
has been subscribed and $15,000 paid 
in in property.

Charlotte—A company has been 
organized under the name of the Du
plex Power Car Co., with an author
ized capital stock of $100,000, of 
which $64,000 has been subscribed, 
$S)7oo being paid in in cash and $50,- 
000 in property.

Twin Lakes—Smith & Mesick, who 
are logging extensively near this 
place, have 2,000,000 feet of logs on 
the skids. They also have set up a 
large portable sawmill on a 5-acre 
site, cleared for the purpose, to cut 
ties and shingles.

Detroit—The Cleve-Rich Manufac
turing Co. has been incorporated to 
manufacture machinery, dies, tools, 
etc., with an authorized capital stock 
of $10,000, of which $5,000 has been 
subscribed, $100 being paid in in cash 
and $1,400 in property.

Detroit—The Baird Machine Man
ufacturing Co. has been incorporated 
to manufacture and sell iron, steel, 
metals and machinery of all kinds, 
with an authorized capital stock of 
$15,000, of which $10,000 has been 
subscribed and $10,000 paid in in cash.

Detroit—The Wayne Manufactur
ing Co. has been organized to manur 
facture and deal in furnaces, registers, 
etc., with an authorized capital stock 
of $5,000, of which $2,500 has been 
subscribed and $1,000 paid in in cash. 
Operations will be carried on at 
Milan.

Flint—Although the plant doubled 
its capacity a few months ago, the 
Flint Varnish Co. is about to add 
still further to its business. It an
nounces that two new additions are 
to be built, one 135x40 feet, the other 
135x42. They will be occupied by 
grinding machinery.

Grand Ledge—̂ Henry Van Houten, 
who has been conducting a canvas 
glove factory at Lake Odessa and 
also manufacturing shirts, has made 
arrangements to move his machinery 
to this place, where he will or
ganize a company and engage in busi
ness on a more extensive scale.

Pellston—The Tindle & Jackson 
Co. is extensively advertising its cut
over lands in Emmett and Antrim 
counties. The foundation of the 
walls for the Tindle & Jackson build
ing at this place is well under way. 
The building will be used for a gen
eral store and' the headquarters of 
the company’s supply department.

Trout Lake—The Kramer-Crego 
Lumber Co., of Gaylord, which has 
extensive timber interests in Upper 
Michigan, will erect a sawmill at this 
place. Work is to be started at once. 
The company has 1,800 acres of tim
ber land near this station, and other 
tracts in the vicinity. It is expected

the mill will cut up about 6,000,000 
feet of lumber in the near future. A 
logging camp is to be started at once.

Grand Ledge—J. E. Warner, of 
Ionia, has bought the Washington 
Fults building here and will imme
diately remodel the place and fit it 
up for installing machinery for manu
facturing gloves. Mr. Warner is at 
present engaged in the glove manu
facturing business at Ionia, and will 
probably continue,his factory at that 
point, at least until he enlarges his 
plant in this city, which will be about 
December 1.

Bay City—The sawmill of W. D. 
Young & Co., operated in connection 
with the hardwood flooring plant of 
the firm, is running both *day and 
night. It has been the custom of 
the firm to run the sawmill days and 
the flooring mill nights, but the in
crease in business has necessitated 
running the sawmill day and night. 
This gives employment to fifty more 
hands and doubles the output of the 
sawmill, which was 60,000 feet in ten 
hours.

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

Buffalo, Sept. 29—Creamery, fresh, 
27@30j^c; dairy, fresh, 22@28c; poor 
to common, 20@22c.

Eggs—Strictly fresh, 26(0)270.
Live Poultry — Fowls, I4@ i 6c; 

ducks, I3@ i5c; geese, n c ; old cox, 
io@ i i c ; springs, I4@ i 6c; turkeys, 12 
@150.

Dressed Poultry—Fowls, I5 @ i 6c ; 
old cox, 12c.

Beans — Marrow, hand-picked, 
$2.60; medium, hand-picked, $2.40; 
pea, hand-picked, $2.35; red kidney, 
hand-picked, $2; white kidney, hand
picked, $2.40(0)2.50.

Potatoes—New, $1.75 per bbl.
Rea & Witzig.

The Boys Behind the Counter.
Lapeer — William Reynolds, of 

Memphis, is in the grocery depart
ment of Henderson’s store in place 
of Fred Olmstead.

Harbor Springs—C. R. Furtney, 
who has been in the employ of H. 
I. Campbell & Son for the past 
eighteen months, has gone to Chi
cago, where he has accepted a posi
tion in one of the finest drug stores 
in that city.

Pentwater—B. H. Meade, of Grand 
Rapids, takes the place vacated by 
M. H. Coburn in Sands & Maxwell’s 
dry goods department.

Express an opinion, but don’t give 
advice.

The Servant 
Question Solved

There is a solution you 
may not have thought of 
in the excellent menu and 
homelike cooking at

Hotel LivingstonGrand Rapids
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Greetings From President Bugbee.

Traverse City, Sept. 28—In taking 
up the duties of President of the 
Michigan Retail Druggists’ Associa
tion may I speak a word through 
your paper to those members who 
honored me with the position and to 
the druggists throughout the State 
whom we expect to have with us? 
Why this organization? Because there 
is a demand for some relief from 
present conditions. The objects of 
the Association are well set forth in 
the preliminary draft of by-laws, on 
which the Association was formed:

“ Recognizing the need of more 
thorough co-operation among the re
tail druggists of Michigan along 
commercial and legislative lines and 
rot wishing in any way to antagonize 
any existing organization, but rather 
to place ourselves in a position where 
we can be more helpful to all con
cerned and supplement the work of 
similar organizations, we hereby 
form ourselves into an association to 
be known as the Michigan Retail 
Druggists’ Association.”

In an editorial in the Western 
Druggist for August we read: “ Sev
enty-five per cent, .of medicines, 
drugs, etc., consumed by the public 
do not pass through the druggists’ 
hands.”

H. P. Eysenbach, of Chicago, says 
in the September number of the 
Western Druggist that this statement 
is a conservative one. He also says: 
“The druggist to-day is an authority 
in his community on most everything 
except drugs, medicines, etc. The 
system that works this field for a 
rich yield assisted the druggists orac- 
tically to legislate themselves out of 
business as apothecaries, leaving side
lines to furnish their revenue. Inas
much as the existence of these condi
tions began with these laws, did 
these laws cause the conditions? Tf 
so, remove the cause and a cure will 
follow.”

Are the three thousand pharma
cists of Michigan,who by study, hard 
work and cash have earned the right 
to dispense drugs, willing to let such 
a large percentage of their legiti
mate business pass into other hands? 
Do laws that are conceived and born 
in a selfish or revengeful spirit 
benefit the people? And do you real
ize that the expense of the enforce
ment of these laws falls on us? To 
the question, Why not do these 
things through the Michigan State 
Pharmaceutical Association? let me 
quote from an editorial in the West
ern Druggist for September in speak
ing of the American Pharmaceutical 
Association and the N. A. R. D.: 
“ Each association has its own dis
tinct sphere of usefulness to the drug 
trade.'’ What is true of the National 
associations is equally applicable to 
Michigan. In commenting on the 
late meeting of the N. A. R. D. the 
Western Druggist says: “ It is no
ticeable in the resolutions adopted 
and in the discussions that occurred 
that the members are esteeming more 
highly each year the power of the 
organization in the legislative field, 
both in the ability to combat unwise 
and unjust legislation, both State and 
National, and in promoting the enact
ment of such measures as will ad
vance the interest of the public and 
secure*- greater justice for the drug 
trade.”

We do not expect to accomplish 
everything the first year, but if we 
do not want to be “ legislated out of 
bu siness” we are beginning none too 
soon.

Brother druggists, this is not my 
Association, neither is it the Associa
tion of those who met in Grand Rap
ids on Sept. 15. It is your Associa
tion, individually and collectively, 
whether from city or hamlet. Look at 
its possibilities with more than a 
thousand members—and we are going 
to have them. We have no axes to 
grind except those needed for our 
business and professional salvation. I 
have no personal interests save as 
those interests are linked with those 
of the druggists throughout the State, 
and I shall give all the time and ener
gy possible to the furtherance of our 
rnutual interests through the Michi
gan Retail Druggists’ Association. 
Thirty-five years of acquaintance 
with the retail trade of Michigan 
leads me to believe that the drug
gists of the State are going to give 
the movement hearty support.

C; A. Bugbee.

Standing Committees of Michigan 
Retail Druggists’ Association.

President Bugbee has announced 
the following standing committees 
for the ensuing year:

Legislative-—Herman Van Allen, 
Ionia; Jno. G. Steketee, Grand Rap
ids; W. I. Benedict, Belding; L. W. 
Loveland, Vermontville; J. D. Gilleo, 
Pompeii; R. A. Abbott, Muskegon; 
H. M. Gibbs, Howard City.

Trade Interests — A. Fanckboner, 
Grand Rapids; Geo. A. Osborne, 
Luther; F. E. Chappell, Grand 
Ledge; Von W. Furniss, Nashville; 
S. T. Collins, Hart; E. H. Leiphart, 
Cadillac; A. De Kruif, Zeeland.

Membership — F. E. Chappell, 
Grand Ledge; C. H. Jongejan, Grand 
Rapids; A. G. Clark, White Cloud; 
Wesley B. Covey, Honor; Geo. L. 
Davis, Hamilton.

Six new members ’ were received 
from Cadillac Monday as follows:

1 E. H. Leiphart.
Bert C. Benson.
Geo. D. Van Vranken.
Harold Roussin.
Jas. H. McAllister.
A. A. Woolpert.
President Bugbee contemplates 

calling a special meeting of the As
sociation at Grand Rapids about Feb. 
1 to complete the organization and 
take action on several important mat
ters which have lately come up for 
consideration.

It’s a poor sort of a man who would 
do wrong if only he could be sure 
of a cool spring down in hell.

The Drug Market.
Opium—Is slightly lower on ac

count of competition.

Borax—On account of competition 
has declined.

Russian Cantharides—Are very firm 
and tending higher.

Glycerin—Is very firm and tending 
higher.

Manna—On account of damaged 
crop has advanced.

Canadian Balsam Fir—Has de
clined.

Balsam Peru—Is lower.
Juniper Berries—Are very firm and 

tending higher.
Celery Seed—Has doubled in val

ue on account of 10 cents duty under 
the new7 tariff.

Cloves—Have advanced on ac
count of short crop.

Good Salol Mouth Wash.
Star-anise ............................  20 parts
Cloves .................................. 20 parts
Cinnamon ............................ 20 parts
Cochineal .............................  10 parts
Peppermint oil ...................  12 parts
Salol ...................................... 48 parts
Alcohol (qo per cent.) .. ..1 ,7 5 0  parts

Macerate for seven days, then add 
the salol and filter. Thirty drops of 
the wash are to be added to a wine 
glass of warm water, P, H. Quinley.

—..... ♦  ....... .
Tasteless Syrup of Quinine.

Quinine alkaloid ...................  256 grs.
Solution saccharin .................. 2 drs.
Flavored syrup (q. s.j to make 1 pint

Rub the quinine to a fine powder 
in a mortar and then mix with sep
arate portions of the flavored syrup 
and add the solution of saccharin and 
enough of the flavored syrup to make 
a pint.

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. Price $2.50, including 50 blank 
affidavits.

Send in your orders early to avoid the rush.

Tradesman CompanyGrand Rapids, Mich.
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LE DRUG PR ICE CU R REN TCopaiba ....................1 75@1 85Cubebae ................. 2 50 @2 75Erigeron ............. .2 35@2 50Evechthitos ____,1  00@1 10Gaultheria ........... .2 50@4 00Geranium ......... oz 75Gossippii Sem gal 70# 75Hedeoma ................ 2 50@2 75Junipera ................  40@1 20Lavendula ................  90@3 60Limons .....................1 15@1 25Mentha Piper . . . 1  75#1 90 Mentha Verid . . .  2 z6@2 40 Morrhuae, gal. ..1  60@1 85Myrlcta ....................3 00@3 50Olive ...........................1 00®3 00Picis Liquida . . . .  10# 12Picis Liquida gal. @ 40Ricina ................  94@1 00Rosae oz....................6 50@7 00Rosmarlni .............. @1 00Sabina   ................  90 @1 00Santal .....................  @4 50Sassafras ..............  85 @ 90Sinapis, ess. o z .. @ 65Succini ....................  40# 45Thyme .....................  40# 50Thyme, opt............... @1 60Theobromas .......... 15(g) 20Tiglili .................     90# 1 00PotassiumBi-Carb ................... 15@ 18Bichromate .......... 13 @ 15Bromide ..................  25@ 30Carb ..........„..............  12# 15Chlorate ..........po. 12 #  14Cyanide ...................  30@ 40Iodide ........................ 2 50@2 60Potassa, Bitart pr 30# 32Potass Nitras opt 7# 10 Potass Nitras . . . .  6#  8Prussiate ................ 23# 26Sulphate po ____ 15# 18RadixAconitum ..............  20# 25Althae .......................  30# 35Anchusa ................. 10# 12Arum po ................. @ 25Calamus ..................  20# 40Gentiana po 15.. 12# 15Glychrrhiza pv 15 16# 18Hellebore, Alba 12# 15 Hydrastis, Canada #2 50Hydrastis, Can. po #2 60Inula, po ................  18# 22Ipecac, po .............2 00@2 10Iris plox ................  35# 40Ialapa, pr.................  65# 70Maranta, %s . . . .  @ 35Podophyllum po 15# 18Rhei .......................... 75#1 00Rhei, cut ...............1 00#1 25Rhei, pv...............  75@1 00Sanguinari, po 18 #  15Scillae, po 45 . . . .  20# 25Senega .....................  85@ 90Serpentaria .......... 50# 55Smilax, M ............ #  25Smilax, offi’s H . .  #  48Spigella ....................1 45#1 50Symplocarpus . . .  #  25Valeriana E n g ... #  25Valeriana, Ger. . .  15 @ 20Zingiber a ............  12# 16Zingiber j ............ 25# 28SemenAnisum po 20 . .  # 1 6Apium (gravel’s) 13# 15Bird, Is ...................  4@ 6Cannabis Satlva 7# 8Cardamon ..............  70® 90Carui po 15 .........  12# 15Chenopodium . . . .  25# 30Coriandrum .........  12# 14Cydonium ..............  75#1 00Dipterix Odorate 2 50®2 75Foeniculum .......... #  18Foenugreek, p o .. 7# 9Lini ............................  4# 6Lini. grd. bbl. 2% 3# 61 obelia .....................  75# 80Pharlaris Cana’n 9® 10Rapa .........................  5# 6Sinapis Alba . . . .  8#  10Sinapis Nigra . .  9# 10Solritus Frumenti W . D. 2 00#2 50Frumenti ................. 1 25@1 50.Tunineris Co. ..1  75#3 50 Junioeris Co O T 1 R5#2 00 Saccharum N  E  1 90,!5'2 10 Snt Vini Galli ..1  75#6 50Vini Alba ...............1 25-«2 0.)Vini Oporto . . . . 1  25@2 00 Sponges Extra yellow sheeps’ wool carriage @1 25Florida sheeps’ woolcarriage .......... 3 00@3 50Grass sheeps’ woolcarriage ..............  #1 25Hard, slate u s e .. #1 00Nassau sheeps’ woolcarriage ............ 3 50#3 75Velvet extra sheeps’ wool carriage #2 00Yellow Reef, forslate use ............ #1 40SyrupsAcacia .....................  #  50Auranti Cortex . .  # 5 0Ferri Iod ..............  #  50Ipecac .....................  #  60Rhei Arom ............ ® 50Smilax Offl’s . . . .  50# 60Senega .....................  #  50

Scillae .....................  @Scillae Co.................  @Tolutan ...................  @Prunus virg . . . .  #Zingiber ................. @TincturesAloes .........................Aloes & M yrrh .. Anconitum Nap’sF Anconitum Nap’sRArnica .....................Asafoetida ............Atrope Belladonna Auranti C o rtex ..Barosma ............Benzoin ...................Benzoin Co...............Cantharides . . . . .Capsicum ..............Cardamon ............Cardamon Co. . . .Cassia Acutifol . .Cassia Acutifol CoCastor .....................  1Catechu .......................Cinchona ............Cinchona Co, . . .Columbia ................Cubebae ...................Digitalis . . . . . . . .Ergot ...................Ferri ChloridumGentian ...................Gentian Co...............Guiaca .....................Guiaca ammon . .Hyoscyamus ----Iodine ........................Iodine, colorlessKino ..........................Lobelia .....................Myrrh .......................Nux Vomica . . . .Opil ..........................  1Opil, camphorated 1Opil, deodorized 2Quassia ...................Rhatany ...................Rhei ..........................Sanguinaria ..........Serpentaria ..........Stromonium ..........Tolutan ...................Valerian .................Veratrum VerideZingiber ...................Miscellaneous Aether, Spts N it 3f 30@ Aether, Spts N it 4f 34@ Alumen, grd po 7 3@Annatto ...................  40@Antimoni, po ----  4#Antimoni et po T 40@Antifebrin ............... @Antipyrin ..............  @Argenti Nitras oz @Arsenicum ............  10@Balm Gilead buds 60® Bismuth S N  . . . 1  65@1 Calcium Chlor, Is @ Calcium Chlor, %s @ Calcium Chlor, )4s @Cantharides, Rus. #  Capsici Fruc’s af @ Capsici Fruc’s po @ Cap’i Fruc’s B po #  Carmine, No. 40 @4Qarphyllus ............ 20#Cassia ructus . . .  @Cataceum .............. @Centraría ................  @Cera Alba ............  50 @Cera Flava .......... 40@Crocus .....................  30@Chloroform ............ 34#Chloral Hyd Crss 1 20# 1 Chloro’m Squibbs #Chondrus ................ 20#Cinchonid’e Germ 38@ Cinchonidine P -W  38# ■Cocaine ................. 2 80@3 1Corks list, less 75%Creosotum ............  @ 1Creta . . .  bbl. 75 @Creta, prep. . . . . .  #Creta, precip. . .  9@Creta, Rubra ____ #Cudbear ..................  #Cupri Sulph .......... 3@Dextrine ................. 7@Emery, all N o s ... @Emery, po ............  #Ergota ____po 65 60#Ether Sulph ____ 35#Flake White ____ 12#Galla ..........................  #Gambler ...................  3#Gelatin, Cooper . #Gelatin, French 35# Glassware, fit boo 75% Less than box 70%Glue, brown .......... 11#Glue, white ..........  15#Glycerina ............... 22#Grana Paradisi #Humulus ................. 35#Hydrarg Ammo’l @1Hydrarg C h ..M t  #  Hydrarg Ch Cor #  Hydrarg Ox Ru’m #  Hydrarg Ungue’m 50# Hydrargyrum . . .  #Ichthyobolla, Am. 90#1Indigo .....................  75 #1Iodine, Resubl . .3 85#3Iodoform .................3 90#4Liquor Arsen et Hydrarg Iod. . .  @Liq Potass Arsinit 10#

Lupulin ...................  #  40Lycopodium .........  70# 75Macis .......................  65# 70Magnesia, Sulph. 3# 5Magnesia, Sulph. bbl @ 1% Mannia S. F . . .  75# 85Menthol ................ 3 00@3 25Morphia, SP& W  2 90#3 15 Morphia, SN YQ  2 90®3 15 Morphia, Mai. . .  2 90@3 15 Moschus Canton @ 40 Myristica, No. 1 25# 40Nux Vomica po 15 #  10Os Sepia ............  35# 40Pepsin Saac, H  &P  D  Co................... @1 00Picis Liq N  N  %gal. doz.................. @2 00Picis Liq qts . . . .  @1 00Picis Liq pints . .  # 6 0Pil Hydrarg po 80 @Piper Alba po 35 #  30Piper Nigra po 22 #  13Pix Burgum . . . .  #  3Plumbi Acet ____ 12# 15Pulvis Ip’cet Opil 1 30#1 50 Pyrenthrum, bxs. H  & P  D Co. doz. @ 75 Pyrenthrum, pv. 20# 25Quassiae ................. 8@ 10Quina, N . Y ............  17# 27Quina, S. G e r . . . .  17# 27Quina, S P & W  17# 27

Rubia Tinctorum 12# 14 Saccharum L a ’s 18# 20Salacin ...................  4 50@4 75Sanguis Drac’s 40# 50Sapo, G  ................   @ 15Sapo, M ................. 10# 12Sapo, W  ................. 13)4# 16Seidlitz MixtureSinapis .....................Sinapis, opt.............Snuff, Maccaboy,De Voes ............Snuff, S ’h DeVo’s Soda, Boras . . . .  5)4# Soda, Boras, po ..5%’#  Soda et Pot’s Tart 25# Soda, Carb ............... 1)4#

20#  22 @ 18 @ 30@ 51 #  51
Soda, Bi-CarbSoda, Ash ..........Soda, Sulphas Spts. Cologne .Spts. Ether Co.Spts. Myrcia ____Spts. Vini Rect bbl Spts. V i’i Rect % b Spts. V i’i R ’t 10 gl Spts. V i’i R ’t 5 gl @ Strychnia, Crys’l 1 10#1 30Sulphur Subl _____2%# 4Sulphur, Roll ____ 2)|#  3%Tamarinds ............ 8#  10Terebenth Venice 28# 30Thebrromae .......... 48# 50

3# 53%@ 4
@ 2 
#2 60 50# 55 @2 50
@

Vanilla ...................9 00# 10 00Zinci Sulph . . . .  7# 10Oils bbl. gal.Lard, extra .......... 35# 90Lard, No. 1 ...............60# 65Linseed, pure raw 55# 58 Linseed, boiled . .  56# 60 Neat’s-foot, w str 65# 70Turpentine, bbl.......... 62)4Turpentine, less........ 67Whale, winter . .  70@ 76Paints bbl. L .Green, Paris .............21# 26Green, Peninsular 13# 16Lead, red ............  7%@ 8Lead, white . . . .  7%# 8Ochre, yel Ber 1% 2Ochre, yel Mars 1% 2 @4Putty, commer’l 2)4 2% Putty, strict pr 2)4 2% #3 Red Venetian . , 1 Y. 2 @3Shaker Prep’d 1 25@1 3b Vermillion, Eng. 75# 80Vermillion PrimeAmerican ............  13 @ 15W hiting Gilders’ @ 95 W hit’g Pqris Am ’r @1 25 W hit’g Paris Eng.cliff ...................  @1 40Whiting, white S ’n #  
VarnishesExtra Turp ..........1 60@1 70No. 1 Turp Coach 1 10® 1 20

Our Special Samples 
of Holiday Goods
la  charge of Mr. W . B . Dudley will be on 
exhibition in a room fitted for the purpose 
commencing the week of September 5 th 
and continuing as usual. W e display a 
larger and more complete line than ever 
before. Please write us and name date 
for your coming that is most convenient 
for you. W e will deem it a favor if all our 
friends and customers make our office their 
headquarters during the

West Michigan State Fair

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

(Agents for Walrus Soda Fountains)

LaBelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamps and General Use

Simplest, cleanest and most convenient device of its 
kind on the market.
You can seal 2,000 letters an hour. Filled with water 
it will last several days and is always ready.Price, 75c Postpaid to Your Address

TRADESMAN COMPANY GRAND RAPIDS, MICH.
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These quotations are carefully corrected weekly, within six hours of mailing, 
and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED
Provisions
Flour

DECLINEDRolled Oats

Index to Markets
By Columna ColAmmonia ...............................  *Axle Grease ..........................   iBBaked Beans ...................... JBath Brick ........................  *Bluing ......................................  *Brooms .................................... JBrushes .................................... JButter Color ...................... 1Candies ...............................— JCanned Goods ...................  lCarbon Oils ..........................  §Catsup .................................... “Cereals .................................... *Cheese ......................................  %Chewing Gum .................Chicory .................................... JChocolate ...............................  ®Clothes Lines ...................Cocoa ........................................  "Cocoanut .................................  ®Cocoa Shells ........................  3Coffee ...................................... ®Confections ..........................  11Crackers .................................  ®Cream Tartar .....................  4Dried Fruits ........................ 4Farinaceous Goods . . . .  5Feed ..........................................  ®Fish and Oysters ............... 10Fishing Tackle ...................Flavoring Extracts . . .  |Flour ........................................  "Fresh Meats ........................Gelatine .................................Grain Bags ..........................  5Grains  ............................  ®Herbs ................... .Hides and PeltsJellyLicorice ...................................  6

MMatches .................................  6Meat Extracts ...................  6Mince Meat ........................ 6Molasses .................................  0Mustard ...................................  6NNuts ..........................................  11Olives ........................................  6Pipes ........................................Pickles ....................................Playing Cards .............. .. 6Potash ...................................... 6Provisions ............................Rice .............................................Salad Dressing ...................  7Saleratus .................................  7Sal Soda .................................  7Salt .............................................Salt Fish ...............................Seeds ..........................................Shoe Blacking .........  7Snuff ........................................Soap ..........................................  8Soda ..........................................  8Soups ........................................Spices ........................................  8Starch ...................................... 8Syrups ...................................... 8Tea .............................................Tobacco ...................................  9Twine ......................................VVinegar .................................... 9WW icking .................................... 9Woodenware ........................Wrapping Paper ............  10Yeast Cake 10

A R CT IC  AM M ONIADoz.12 oz. ovals 2 doz. b o x ..75 A X L E  G R E A SE  Frazer’s lib . wood boxes, 4 doz. 3 00 1Tb. tin boxes, 3 doz. 2 35 3#Ib. tin boxes, 2 doz. 4 25101b. pails, per doz____6 0015Tb. pails, per d o z . . . .7 20 251b. pails, per doz . . .  12 00 B A K E D  B E A N Slib . can, per doz..............  902Tb. can, per doz............1 403Tb. can, per doz.............. 1 80BATH  B R IC KAmerican ............................  75English .............. ■____ ____ 85B LU IN G  Arctic0 oz. ovals 3 doz. box $ 4016 oz. round 2 doz. box 75 Sawyer’s Pepper BoxPer Gross No. 3, 3 doz. wood bxs 4 00 No. 5, 3 doz. wood bxs 7 00 Sawyer Crystal BagBlue .................................  4 00BROOMSNo. 1 Carpet, 4 sew ..2  75 No. 2 Carpet. 4 sew ..2  40 No. 3 Carpet, 3 sew ..2  25 No. 4 Carpet, 3 sew ..2  10Parlor Gem ........................ 2 40Common W hisk ..............  90Fancy W hisk ....................1 25Warehouse .....................  3 00B R U SH E SScrub^olid Back. 8 in................  75'’ olid Back. 11 in............  95Pointed Ends  .............. 85StoveNo. 3 ...................................... 90No. 2 ..................................... 1 25No. 1 ..................................... 1 75ShoeNo. 8 ..................................... 1 00No. 7 .....................................1 30No. 4 ..................................... 1 70No. 3 ..................................... 1 90B U T T E R  COLOR W ., R . & Co.’s 25c size 2 00 W ., R. & Co.’s 50c size 4 00 C A N D L E SParaffine, 6s ...........................10Paraffine, 12s .....................10W icking .................................  20C A N N E D  GOODS Apples3Tb. Standards . .  (fill 00Gallon ...................... 2 75@3 00Blackberries21b.................................. 1 25*3)1 75Standards gallons @5 50BeansBaked ..........................  85*91 30Red Kidney ............ 85*9 95String ..........................  70*91 15W ax ............................  75@1 25BlueberriesStandard ..........    1 35Gallon ............................  6 25Brook Trout2Tb. cans, spiced .............1 90ClamsLittle Neck. lib . 1 00*31 25Little Neck, 21b. @1 50Clam BouillonBurnham’s #  pt................1 9*1Burnham’s pts...................... 3 60Burnham’s qts...................... 7 20Cherries Red Standards . .  <91 40W hite .....................  <91 40CornFair ............................  75*9 8Good .......................... 1 0091 loFancy . . . ------ . . .  1 45French PeasSur E xtra Fine ............... 22Extra Fine ..........................  19Fine ........................................  15Moyen ...................................... 11GooseberriesStandard ............................  1 75HominyStandard ...........................   85Lobster#Tb............................................. 2 25lib ...............................................  4 25Picnic Tails .........................2 75MackerelMustard, 1Tb...........................1 80Mustard, 2Tb...........................2 80Soused. l# Ib .......................... 1 80Soused, 2Tb...............................2 75Tomato, 1Tb.............................1 50Tomato 2Tb...............................2 80MushroomsHotels ............................  <9 24Buttons ..........................  *3 28

OystersCove, lib . . . . . . . .  85@ 95Cove, 21b. .............. 1 60@1 8Cove, lib ., oval . .  @1 20PlumsPlums ........................1  00@2 50Marrowfat . . . ? . .  90@1 25Early June .......... 9591 25Early June Sifted 1 15 @1 80 PeachesPie ............................  90@1 25No. 10 size can pie @3 00 PineappleGrated ................. 1 85 @2 50Sliced ...........................  95 @2 40PumpkinFair ............................... 85Good ........................ .... soFancy ........................ l  00Gallon ..................   2 50RaspberriesStandard . ..............  @SalmonCol’a River, tails 1 959 2 00 Col’a River, flats 2 25@2 75'Red Alaska ...........1 35@1 50Pink Alaska _____  90 @1 00SardinesDomestic, # s  ____ 3#@ 4Domestic, # s  ____ @ 5Domestic, % Mus. 6#@  9 California, # s . . 1 1  @14 California, # s  ..17 <924French, # s  .............7 @14French, # s ............ is  @23ShrimpsStandard ................. 90@1 40SuccotashFair .......................... 85Good .............................  i  00Fancy ---- . . .  1 25@1 40StrawberriesStandard .....................Fancy ............................TomatoesGood ............................  95*91 10Fair ............................. 85 @ 90Fancy ..........................  @1 40Gallons ..........................  @2 50CARBON  O ILS BarrelsPerfection .................... @10#Water White . . .  @10D. S. Gasoline . .  @13#Gas Machine . . .  @¿4Deodor’d Nap’a @121Cylinder ............... 29 @34#Engine ...................  iß @22 ‘Black, winter . . .  8#@10C E R E A L S  Breakfast Foods Bordeau Flakes, 36 lib . 2 50 Cream of Wheat, 36 2lb 4 50 Egg-O-See, 36 pkgs. ..2  85 Excello Flakes, 36 lb. 4 50Excello, large pkgs.........4 5"Force, 36 2lb. ....................4 50Grape Nuts, 2 doz. ...2  70 Malta Ceres. 24 lib . ..2  40Malta V ita, 36 lib ............2 85Mapl-Flake, 36 lib . ..4  05 Pillsbury's Vitos. 3 dz. 4 25 Ralston Health Food36 21b.................................  4 50Sunlight'Flakes, 36 lib  2 85 Sunlight Flakes, 20 1Tb 4 00 Kellogg’s Toasted Corn Flakes, 36 pkgs in cs. 2 80Vigor, 36 pkgs......................2 75Voigt Cream Flakes ..4  50Zest, 20 2Tb. .....................4 10Zest, 36 small p k g s ...2 75 Rolled OatsRolled Avena, bbls. . .  5 65 Steel Cut, 100 lb. sks. 2 7Monarch, bbl.........................5 40Monarch, 90 lb. sacks 2 55 °ra ker. 18 Regular ..1  50 Quaker. 20 Fam ily ...4  60 Cracked WheatBulk ...................................  3v24 2Tb. packages .3 50 CA T SU PColumbia. 25 pts...............4 15Snider’s pints ....................2 35Snider’s #  pints .............1 35C H E E S EAcme ........................Gem ............................Jersey ........................Riverside ..............Springdale .......... 16Warner’s . . . .Brick .................... ..T eiden .....................Limburger ..............Pineapple ............  40Sap Sago .................Swiss, domestic

C H E W I N G  G U M  American Flag Spruce 55Beeman’s Pepsin ............  55Adams’ Pepsin ................. 65Best Pepsin ........................ 45Best Pepsin, 5 boxes ..2  00Black Ja ck  .....................   65Largest Gum Made . . .  55 Sen Sen . . . . . . . . . . . . . . .  55Sen Sen Breath Per’f  1 00
Long Tom ..........................  56
Yucatan .........................  55Hop to it ............................  65Spearmint ............................  55

C H IC O R YBulk . . . . . . . . . . . . . . . . . . .  5Red ....................................   7
Eagle . . . . . . . . . . . . . . . . .  5
Franck’s . . . . . . . . . . . . . . .  fSchener’s . . . . . . . . . . . . . .  6

C H O C O L A T E  
W a lte r  B a k e r  A  C o .’ s

G e rm a n  S w e e t  .................... 34
Premium .......................     33
Caracas .........................  31

W a lte r  M. L o w n e y  C o.. . . .  82 . . . .  32Premium, # s  Premium, • • •COCOABaker’s ..............................  89Cleveland ............................  41.......... 35.......... 33. . . .  42Huyler ...................................  45Colonial, # s Colonial, %s EppsLowney. # s Lowney, # s Lowney, #8Lowney, is  ........................ 40Van Houten, #8 Van Houten, # s Van Houteh, #8 Van Houten, is 12  
20 
40 
72

W e b b  ...................................... 30
W ilb u r . # s  ....................  39
W ilb u r , # s  ....................  40

C O C O A N U T
D u n h a m ’s  # s  &  # s  2 6 #
D u n h a m ’ s  # s  .................37
D u n h a m 's  # s  ................. 28
B u lk  ......................................12

C O F F E E
RIO

C o m m o n  ..................... 10  @ 1 3 #
F a i r  ..........................................1 4 #
C h o ice  ....................................1 6 #
F a n c y  ..................................... 20

S a n to s
C o m m o n  . . . . . . . . . . . 1 2 @ 1 8 #
F a i r  .........................................1 4 #
C h o ic e  ...........  1 6 #
F a n c y  ..................................... 19
P e a b e r r y  ..............................

M a ra c a ib o
F a i r  ..................................... . 16
C h o ice  ................................... 19

M ex ica n
C h o ice  ....................................1 6 #
F a n c y  ................................... 19

G u a te m a la
C h o ice  .................................... 15

J a v a
A fr ic a n  .................................. 12
F a n c y  A fr ic a n  .................17
O. G . ..................................... 25
P . G ........................................... 3 1

M och a
A r a b ia n  .................................2 1

P a c k a g e
N e w  Y o r k  B a s i s

A rb u c k le  .............   1 7  50
D ilw o rth  ............................. 14  75
J e r s e y  .........................  16  00
L io n  ...................................... 14  50

M c L a u g h lin ’ s  X X X X  
M c L a u g h lin ’s  X X X X  sold  

to  r e t a i le r s  o n ly . M a ll a ll  
o rd e rs  d ire c t  to  W . F . 
M c L a u g h lin  A  C o ., C h ic a 
go .

E x t r a c t  
H o lla n d , #  g ro  b o x e s  95
F e l ix ,  #  g r o s s  ................. 1  15
H u m m e l’ s  fo il, #  g ro . 85 
H u m m e l’ s  tin , #  g ro . 1  43 

C R A C K E R S .  
N a t io n a l B is c u it  C o m p a n y  

B r a n d  
B u tt e r

S e y m o u r , R o u n d  .............6#Soda . 0-52
N . B. C ................................. . 6Select Soda ................... . 8#Saratoga Flakes ____ ..13Zephyrette ..................... . .ISOysterN . B . C ., Round ____ . .  6Gem .................................... .. 6Faust, Shell ................Sweet Goods. • 7#

917@17@17@165@16V@17#@18@15@18@60
@20@18

Animals .................................10Atlantic. Assorted . . . . 10  Arrowroot Biscuit . . . .  16Brittle ....................................11Cadet .....................................  «Cartwheels Assorted . .  8Cavalier Cake ................. 14Circle Honey Cookie . .  12 Currant Fruit Biscuit 10Cracknels ............................ 15Coffee Cake, pi. or Iced 10 Cocoanut Taffy Bar ..12Cocoanut Bar ................. 10Cocoanut Drops .............12Cocoanut Honey Cake 12 Cocoanut Hon Fingers 12 Cocoanut Hon'Jumbles 12 Cocoanut Macaroons . .  18 Currant Cookies Iced 10Dandelion .......................... 10Dinner Biscuit ..................20Dixie Sugar Cookie . .  9 Family Snaps ____  8

Family Cookie .........  •F ig  Cake Assorted . . .12 Frosted Cream . . . . . . .  8Frosted Ginger Cookie 8 Florabel Cake . . . . . . . . . l a #Frosted Honey Cake . .  121 Fluted Cocoanut Bar 10Fruit Honey Cake ____ 14Ginger Gems ..........« . . .  8Ginger Gems, Iced____ 9Graham Crackers . . . .  8 Gimcracks Cake . . . . . .  12Ginger Nuts ...................... 10Ginger Snaps N. B . C. 7 Ginger Snaps N . B. C. Square . . . . . . . . . . . . . .  3Hippodrome Bar .......... 10Honey Cake, N. B. C . 12 Honey Fingers. As. Ice 12Honey Jumbles .............. 12Honey Jumbles. Iced 12Honey Flake ....................12#Honey Lassies .................10Household Cookies . . .  8 Household Cookies Iced 8 Iced Honey Crumpets 10Imperial ............................... 8Jersey Lunch ...................  8Jubilee Mixed ...................10Kream Klips .....................22Laddie .................................  8Lemon Gems ....................10Lemon Biscuit Square 8 Lemon Fruit Square ..12#Lemon Wafer ..................16Lemona ............................... 8Mary Ann    §Marshmallow Walnuts 16Molasses Cakes ................. 8Molasses Cakes, Iced 8Mbttled Square ............... 15Newton ..................................12Nabob Jumbles ............... 14Oatmeal Crackers .............8Orange Gems ...................  8Penny Cakes, Assorted 8Peanut Gems ...................  9Pretzels, Hand Md.........  9Pretzelettes, Hand Md. 9 Pretzelettes, Mac. Md. 8Raisin Cookies ..................10Revere, Assorted ...........14Rosalie ................................... 8Rube ...............      8Scalloped Gems .............10Scotch Cookies ...............10Snow Creams ..................16Spiced Currant Cake . .  10Sugar Fingers ..................12Sultana Fruit Biscuit 16 Sunysjde Jumbles . . . . 10Spiced GlngehS ..............  9Spiced Gingers Iced ..10Sugar Cakes .....................  8Sugar Squares, large orsmall .................................  gSuperba ............. 8Sponge Lady Fingers 26Sugar Crimp ...................  8Vanilla Wafers ...............16Victors ................................. 13Waverly ............................  10In-er Seal GoodsPer doz.Albert Biscuit . . . . . . . . 1  00Animals ............................... 1 00Arrowroot Biscuit . . . .  1 00Baronet Biscuit .............1  00Butter Wafers ............... 1  0®Cheese Sandwich .......... 1  60Chocolate Wafers . . . . 1  00 Cocoanut Dainties . . . . 1  00Faust Oyster ....................1  00Fig Newton ......................1  00Five O’clock Tea . . . . 1  00Frotana .................................1  00Ginger Snaps, N . B. C . 1 00 Graham Crackers . . . . 1  00Lemon Snap ...................  50Marshmallow Dainties 1 00 Oatmeal Crackers . . . . 1  00 Old Time Sugar Cook. 1 00Oval Salt Biscuit .......... 1 00Oysterettes ........................ 50°eanut Wafers ...............1 00Pretzelettes, Hd. Md. ..1  00Royal Toast ......................1  00Saltlne ...................................1  00Saratoga Flakes . . . . . '1  60 Social Tea Biscuit . . . . 1  00 Soda, N. B. C. . . . . . . . . 1  00Soda, Select ......................1 00Sugar Clusters ...............1  0Sultana FYuit Biscuit 1 50Uneeda Biscuit ..............  50ITneeda Jinjer W ayfer 1 00 Uneeda Lunch Biscuit 50Vanilla Wafers .............1  00Water Thin ......................l  00Zu Zu Ginger Snaps 50 Zwieback .............................1  00In Special Tin Packages.Per doz.Festino ............................... 3 50Nabisco ............................  2 50Nabisco ............................  l  00Champaigne Wafer . .  2 60 Per tin in bulk.Sorbetto ............................  l  00Nabisco ............................  1  75Festino ..............................  1 50Bent's Water Crackers 1 40Holland Ruak36 packages ......................2 9040 packages ......................2 2060 packages ......................4 nCREAM  TAR TA RBarrels or drums ..................29Boxes .....................................  30Square cans ............................. 32Fancy caddies . , ,  85

D R I E D  F R U I T B
A p p le tSundried ...............Evaporated ............ 0  7 0  7#

A p r ic o tsCalifornia ............... 10 @ l t
i  CitronCorsican ............ @11

C u r r a n tsImp’d 1  Tb. pkg. Imported b u lk  . .
@ 8 
0  7 #

R ee lLemon American ..........1 1Orange American ..........1 1
R a is in sCluster, 5 croWn . ......... 1  7 1Loose Muscatels 2 c f .Lose Muscatels 3 cr. Loose Muscatels. 4 cr. L. M. Seeded 1 lb. 6#@ California Prunes »100-125 90-100 80- 90 70- SO 60- 70 50- 60 40- 50 30- 40

..„lb. 25 Tb. 25lb. 251b. 251b. 251b. 251b. 251b.
b o x e s . .  @  4 
b o x e a . .  0  4# 
b o x e a . .1 
b o x e a . .1 
b o x e s , 
b o x e s . .*  
b o x e e . .@  7 #  
b o x e s . . 0  8#  
60tb.#0 less in 

F A R I N A C E O U S  G O O D S 
B e a n aDried Lima ................... . . 8 #Med. Hand P k ’d  ___ . . . 8  50Brown Holland .........
F a r in a24 1 tb. packages .,. . . 1  10Bulk. per 100 tbs. . . . . . .»  50

H o m in yFlake.. 50 tb. S a c k  ., . . . 1  00
P e a r l . 100 Tb. s a c k  . . . . 8  46Pearl. 200 lb. s a c k  . . .  .4 80

No. 2 No. 4 No. 6

. . .  71 . . .1  TÍ . . . 8  00.1 20
8 10 4 06 
8 00

1 85 8 40 4 60

M a c ca ro n i a n d  V e rm io e lli  
D o m e stic , 10 lb . b o x . . 60 
Im p o rte d . 25 lb . b o x .  .8  50 

P e a r l  B a r le y
C o m m o n  ............................  2 00
C h e s te r  ............................... f  00
E m p ir e  ............................... t  45

P e a s
G re e n . W is c o n s in , bu.
G re e n . S c o tc h , b u ...............3 10
S p lit . !b .................................... 04

S a g o
E a s t  In d ia  ........................f
G e rm a n , s a c k s  .................  f
G e rm a n , b ro k e n  p k g . . .  

T a p io c a
F la k e ,  1 1 0  Tb. s a c k s . .  I  
P e a r l .  130  lb . s a c k s . . . .  4 1 
P e a r l .  24 lb . p k g s ............ T #
F L A V O R I N G  E X T R A C T S  

F o o te  A  Je n k a  
C o lem a n  B r a n d  

L e m o n  
T e rp e n e le s s  
T e r p e n e le s s  
T e rp e n e le s a  

V a n il la
H ig h  C la s s  ________
H ig h  C la s s  ..........2 00
H ig h  C la s s  ..........4 00
J a x o n  B r a n d  

V a n il la
2 '/Z F u ll M e a su re  
4 uz. F u ll M e a su re  .
8 nz. F u ll M e a s u r e .

L e m o n
2 oz. F u l l  M e a su re  .
4 oz. F u l l  M e a s u re
8 oz. F’u ll M e a s u r e .____

Je n n in g s  D . C . B ra n d  
T e rp e n e le s s  E x t .  L e m o n  

D o s
P a n e l  ...................... 71
P a n e l  ...................... 1  f (
P a n e l  ...................... 2 0<

T a p e r  P a n e l ...................... 1  6(
2 oz. F u ll M e a s u r e  . . . 1  21 
4 oz. F u l l  M e a s u re  . . . . 2  0( 

J e n n in g s  D . C . B r a n d  
E x t r a c t  V a n i l la  

„  D o s
N o . 2 P a n e l  ...................... 1  21
N o. 4 P a n e l  . . . . . . . . . . . f  0<
N o. 6 P a n e l ........................ 2 6(
T a p e r  P a n e l ...................... 8 01
1  oz. F u ll M e a s u re  . . . .  9<
2 oz. F u l l  M e a s u r e  . . . 1  8< 
4 oz. F u l l  M e a s u re  . . . . 8  61 
N o . 2 A s s o r te d  F la v o r s  1  0<

G R A I N  B A G S  
A m o sk e a g , 100  in  b a le  18  
A m o s k e a g , le s s  th a n  b l 1 9 #  

G R A IN  A N D  F L O U R  
W h e a t

R e d  ......................................  1 1 :
W h ite  .................................  1 0 !

W in te r  W h e a t  F lo u r  
L o c a l  B r a n d s

P a t e n t s  ...............................  6 II
S e c o n d s  P a t e n t s  .......... 5 6(
S t r a ig h t  ...............................  5 1 <
S e co n d  S t r a ig h t  ..........  4 7(
C le a r  ......................................  4 01

F lo u r  in  b a r r e ls ,  2 5c  pel 
b a r re l  a d d it io n a l.
W o rd en  G r o c e r  Oo.*a Bran«!
Q u a k e r , p a p e r  ................. 5  3<
Q u a k e r , c lo th  ....................5  61

W y k e s  4b Oo.
E c l ip s e  ...............................  6 2i
K a n s a s  H a rd  W h e a t  F lo w  

Ju d s o n  G r o c e r  Oo. 
F a n c h o n , # s  c lo th  . . . . 6  9< 
G ra n d  R a p id s  G m la  4 

M ill in g  C o . B r a n d s .
P u r i t y ,  P a t e n t  ................. 5 7
W iz a r d , F lo u r  ............... 5 61
W iz a rd , G r a h a m  .............5 5
W iz a rd , C o rn  M e a l . . 4 0  
W iz a rd , B u c k w h e a t  . .6  0 
R y e  ......................................  4 5
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6Spring Wheat Flour Roy Baker's Brand Golden Horn, fa m ily ..6 00 Golden Horn, b ak ers ..5 90Duluth. Imperial .............6 00Wisconsin Rye ................. 4 10Judson Grocer Co. s BrandCeresota, %s ...................... 6 20Ceresota, ...................... 6 10Ceresota, %s ......................6 00Demon Sc Wheeler s BrandWingold, %s ......... 6 00Wingold, %s ...................... 5 90Wingold, fas ......................5 80Worden Giocer Co. s BrandLaurel, %s cloth .............6 60Laurel, %s cloth ...........6 50Laurel, %s&%s cloth 6 40Laurel, fas cloth .............6 40Voigt Milling Co.’s Brand Voigt’s Crescent . . . . . . . 5  70V oigt s Flouroigt (whole wheat flour) 5 70 Voigt’s HygienicGraham ..........................  5 10Voigt’s Royal ....................6 20Wyk.es dc Co.Sleepy Eye, %s c l o t h . 95 Sleepy Eye, %s c lo th ..5 8a Sleepy Bye, %s c lo th ..5 75 Sleepy Eye, %s p a p er..5 75 Sleepy Eye, -^s p a p er..5 75 MealBolted ...................................  3 90Golden Granulated . . . . 4  00 St. Car Feed screened 28 5o No. 1 Corn and Oats 28 5uDorn, cracked ..................28Corn Meal, coarse . . .28 50 Winter Wheat Bran 24 00lviiddlings ........................ 26 00Buffalo Gluten Feed 33 00 Dairy Feeds Wykes & Co.O P  Linseed Meal . . .34 00 O P  Juaxo-Cake-Meal 32 00Cottonseed Meal .......... 33 00Gluten Feed ......................30 00Brewers’ Grains . . . . . 2 8  00 Hammond Dairy Feed 25 00Alfalfa Meal ....................25 00OatsMichigan carlots ............  43Dess uian carlots ............CornCarlots ...................................... 74Less than carlots . . . . . .  76- HayCarlots ...................................  12Less than carlots ......... 14H E R B SSage ......................................... __ 15Hops .........................................~ 15Laurel Leaves ................. 15Senna Leaves ...................  2aH O R SE RADISHPer doz....................................  90JE L L Y51b pails, per doz......... 2 25151b. pails, per pail . . .  5a 301b. pails, per pail . . . .  98LIC O R IC EPure ........................................  30Calabria .................................  25Sicily ...................................... 14Root ........................................  11M A T CH ES C. D. Crittenden Co. Noiseless Tip . . . 4  50@4 75 M O LASSES New OrleansFancy Open Kettle . . . .  40Choice .................................... 35Good ........................................  22Fair ..........................................  20H alf barrels 2c extra MINCE M EATPer case ............................... 2 90M USTARD
fa lb. 6 lb. b o x .................  18O L IV E SBulk, 1 gal. kegs 1 40@1 50 Bulk, 2 gal. kegs 1 35@1 4 Bulk, 5 gal. kegs 1 25 @1 40Manznilla, 3 oz...................  75Queen, pints ......................2 50Queen, 19 oz.........................4 50Queen, 28 oz.......................... 7 00Stuffed, 5 oz.......................... 90Stuffed, 3 oz.........................1 45P IP E SClay, No. 216 per box 1 25 Clay, T . D ., full count 60Cob ..........................................  90P IC K L E SMediumBarrels, 1,200 count ..6  00 H alf 'bids., 600 count 3 50 SmallH alf bbls.. 1,200 count 4 50 P L AY I N G  CA R D S.No. 90 Steamboat . . . .  85No. 15, Rival, assorted 1 25 No. 20, Rover, enam’d 1 50No. 572, Special ...............1 75No. 98 Golf, satin fin. 2 00 No. 808 Bicycle . . . . . . 2  00No. 632 Tourn’t whist 2 25 POTASHBabbitt’s ............................ 4 00PR O VISIO N S

Barreled PorkMess, new ..................... 22 00Clear Back ................... 24 50Short Cut ....................... 21 50Short Cut Clear .......... 21 5020 50Brisket, Clear .............. 24 00Pig ........................................ 24 00Clear Family .............. 21 00Dry Salt MeatsS. P. Bellies ................. .16Bellies .................................Extra Shorts Clear . . 13%

8LardPure in tierces ..............  13%Compound Lard ..............  980 lb. tubs . . . . advance fa 60 Tb. tub*. . . .  advance fa50 lb. tins..........advance %20 lb. p a ils .. .  .advance % 10 lb. p a ils .. .  .advance % 5. lb. p a ils .. .  .advance 1 8 lb. p a ils .. .  .advance 1 Smoked Meats Hams, 12 lb. average. .  14 Hams, 14 lb. ave ra g e ..14 Hams, 16 lb. average ..14 Hams, 48 lb. average.. 14Skinned Hams ................. 151,Ham, dried beef sets ..16%California Ham s .......... 11 faPicnic Boiled Hams ..15Boiled Ham ........................ 22Berlin Ham, pressed ..11Minced Ham  ......................11Bacon ...................................  17 ySausagesBologna ................................. 8Liver ...................................  5Frankfort .......................... 10Pork .....................................  11Veal ...................................... l lTongue ............................... 11Headcheese .....................  9BeefBoneless ...........................14 00Rump, new .................... 14 00Pig’s Feet
fa bbls...................................... 1 00
fa bbls., 40 lbs....................2 00
fa bbls.......................................4 001 bbl. ...................................... 9 00TripeKits, 15 lbs..........................  80
fa bbls., 40 lbs.....................1 60
fa bbls., 80 lbs..................3 00CasingsHogs, per lb.......................... 32Beef, rounds, set ............  25Beef, middles, set ____ 80Sheep, per bundle . . . .  90Uncolored ButterineSolid dairy ..........10 @12Country Rolls . .  .10%@16% Canned MeatsCorned beef, 2 lb............ 2 75Corned beef, 1 lb............1 60Roast beef, 2 lb.................2 75Roast beef, 1 lb.................1 60Potted ham, fas ..............  50Potted ham, fas ............  85Deviled ham, %s ............  50Deviled ham, fas .......... 85Potted tongue, %s . . . .  50Potted tongue, %s . . . .  85RICEFancy ........................ 7 @ 7%Japan ........................ 5%@ 6faBroken ..........................S A L A D D R E SSIN G  Columbia, fa pint . . . . 2  25Columbia, 1 pint .............4 00Durkee’s, large, 1 doz. 4 50 Durkee’s, small, 2 doz. 5 25 Snider’s, large, 1 doz. 2 35 Snider’s, small, 2 doz. 1 35 S A L E R A T U S  Packed 60 lbs. in box. Arm and Hammer . . . 3  10Deland’s ..........................  3 00Dwight’s Cow ....................3 15L . P ..............................................3 00Wyandotte, 100 %s ..3  00 S A L  SODAGranulated, bbls................. 85Granulated, 100 lbs. cs. 1 00Lump, bbls............................  80Lump, 145 lb. kegs . . . .  9SA LTCommon Grades100 3 lb. sacks ................. 2 2560 5 lb. sacks ................. 2 1 ■28 10% lb. sacks ____ 2 0556 lb. sacks .....................  3228 lb. sacks .....................  17Warsaw56 lb. dairy in drill bags 40 28 lb. dairy in drill bags 20 Solar Rock56 lb. sacks ........................ 24CommonGranulated, fine ............... 80Medium, fine ...................  85SA L T  FISH CodLarge whole ____ @ 7Small whole . . . . .  @ 6 faStrips or bricks 7%(iD10%Pollock .....................  @ 5HalibutStrips .................................  14Chunks ............................  15Holland HerringPollock .....................  @ 4White Hp. bbls. 8 50@9 50 White Hp. %bbls 4 50@5 25 White Hoop mchs. 60@ 75 Norwegian 13

10 lbs........................... 1 12 558 lbs......................... 92 48
S E E D SAnise ........................................  10Canary, Sm yrna .............  4faCaraw ay ..............................  10Cardam om , M alabar 1 00Celery ...................................... 15Hem p. R ussian ................. 4 faM ixed Bird ......................... 4M ustard, white ...............  10Poppy .............................   9Rape ........................................... 6

S H O E  B L A C K IN G  H an dy B ox, large 3 dz 2 50 H an dy B ox, sm all . . . .  1 25 B ixby s R oyal Polish 8o M iller’s Crown Polish 85 
S N U F F  'Scotch, in bladders ........... 37M accaboy, in ja rs ................3oFrench Rappie in ja rs . .  4« 
SO A PJ .  S. K ir k  &  Co.Am erican Fam ily  ........... 4 00Dusky Diam ond, 50 8oz 2 8U D usky D ’nd. 100 6 oz 3 80Ja p  Rose, 50 bars ...........3 6uSavon Im perial ................3 00W hite Russian ...................3 16Dome, oval bars ..............3 00Satinet, oval .....................2 70Snow berry, 100 cakes 4 00 Proctor & Gam ble Co.Lenox ...................................... 3 00Ivory, 6 oz................................4 ooIvory, 10 oz.............................6 75S ta r ............   3 00Lau tz  Bros. &  Co.A cm e, 70 bars ..................Acm e, 30 b a r s ..................... 4 00Acm e, 25 bars ...................4 00A cm e, 100 cakes ..............3 2aB ig  M aster, 70 bars . .2  80 M arseilles, 100 cakes . .5 80 M arseilles, 100 cakes 5c 4 00 M arseilles, 100 ck toil 4 00 M arseilles, %bx toilet 2 10 A . B . W risley

Round, 100 lbs ............, . . . 3Round, 40 lbs................. , . . . 1Scaled TroutNo. 1, 100 lbs............... . . . 7No. 1, 40 lbs................... . . . 3No.  1, 10 tbs...................No. 1, 8 lbs....................MackerelM ess, 100 lbs............... . .  .14Mess, 40 lbs.................... . .  6M ess, 10 lbs ................ . . .  1Mess, 8 lbs ................. . . .  1No. 1, 100 lbs ............ . . .13No. 1, 40 lbs................. . . .  5No.  1, 10 lbs ................... . .  1No. 1, 8 lb s ................. . . .  1WhlteflshNo. 1, No. 2 Fam.100 lbs........................ 9 75 3 50tQ lbs. .....................5 25 1 90

Good Cheer ....................... .4 00Old Country ....................... .3 40Soap PowdersL au tz  Bros. & Co.Snow Boy ......................... .4 00Gold D ust, 24 large . .4 50Gold D ust, 100-5C ____ .4 00Kirkoline, 24 41b............ .3 80Pearline .............................. 3 7 bSoapine ................................. 4 10B ao b itt’s 1776 .................. .3 75Roseine ................................. 3 50Arm our’s .............................. 3 70Wisdom ................................. 3 80Soap CompoundsJohnson s Fine ............. 10Joh n son ’s X X X  ............. .4 25Nine O ’clock ........... . . . . . 3  36Rub-No-More ................. 3 75ScouringEnoch Morgan s Sons.Sapolio, gross lots -----9 00oapolio, half gro. lots 4 50 Sapolio, single b oxes..2 2aSapoho, hand ....................2 25Scourine Manufacturing Co Scourine, 50 cakes . . . . 1  80 Scourine, 100 cakes ..3  50 SODABoxes ...................................... 5 faKegs, English ................. 4%S P IC E S  Whole SpicesAllspice 10Cassia, China in mats. KCassia, Canton ................. 16Cassia, Batavia, bund. 28Cassia, Saigon, broken 40Cassia, Saigon, in roils 55Cloves, Amboyna ............ 22Cloves, Zanzibar ............ 16Mace . 55Nutmegs, 75-80 ................. 3oNutmegs, 105-10 ............ 25Nutmegs, 115-20 ............ 20Pepper, Singapore, blk. 15Pepper, Singp. white . . 25Pepper, shot ..................... 17Pure Ground in BulkAllspice 14Cassia, Batavia .............. 28Cassia, Saigon ................. 55Cloves, Zanzibar ............ 24Ginger, African .............. 15Ginger, Cochin .............. 18Ginger, Jam aica . . . . . . 25Mace . 65Mustard ................................. 18Pepper, Singapore, blk. 17Pepper, Singp. white . . 28Pepper, Cayenne ............ 20Sage . . STA R CHCorn 20Kingsford, 40 lbs.............. 1 \Muzzy, 20 lib . pkgs. . .  5 f a  Muzzy, 40 lib . pkgs. . .  6 Gloss KingsfordSilver Gloss, 40 lib s. 7® Silver Gloss, 16 3Ibs. 6% Silver Gloss, 12 6lbs. 8fa Muzzy48 lib . packages ............  516 51b. packages ............  4%12 61b. p a ck a g e s..............  6501b. boxes .......................... 4SY R U P SCornBarrels ...................................  31H alf barrels .....................  33201b. cans fa dz. in cs. 2 10 101b. cans, fa dz. in cs. 1 95 51b. cans 2 dz. in cs. 2 10 2%!b. cans 3 dz. in cs. 2 15

9_  Pure CaneF a ir .........................................1«Good ........................................ aoChoice ................ 25T E AJapanSundried, medium ..24@26Sundried, choice ____ 30@33Sundried, fancy -----36@40Regular, medium . . .24@26Regular, choice .......30@33Regular, fancy .............36@40Basket-fired, medium ..30 Basket-fired, choice 35@37 Basket-fired, fancy ,40@43Nibs ...........................   26@30Siftings .......................... 10012Fannings ........................ 14@15GunpowderMoyune, medium ................28Moyune, choice .................32Moyune, fancy . . . . . . 40@45Pingsuey, medium . .25@28Pingsuey, choice ................. 30Pingsuey, fancy ____ 40@45Young HysonChoice ...................................... 30Fancy ..................... .'. .’ .‘ .40@50OolongFormosa, fancy ...........45@60Amoy, medium ................; .25Amoy, choice ........................ 32English BreakfastMedium ...................................... 25Choice ......................... ! ! ! ! ! *  30Fancy ........................... !!!40@45IndiaCeylon, choice .............30@35Fancy ................ 45@50TOBACCO Fine CutCadillac ..................................§4Sweet Loma ......................34Hiawatha, 51b. p a ils .. 55Telegram .............................34Pay Car ..................................33Prairie Rose ....................49Protection .......................... 40Sweet Burley ....................41Tiger ........................................ ..PlugRed Cross  ................  31Palo ......................................... .36H ia w a th a ........................ 41Kylo .........................................35Battle A x . . . . . . . . . . . .3 7American Eagle . . . . . . .  33Standard Navy . . . . . . .  37Spear Head, 7 oz...............47Spear Head, 14% oz. 44Nobby Twist ............... . . . 55Jolly Tar ............................... 39Old Honesty .........................43Toddy .......................................34J- T ..............................................33Piper Heidsick ............... 69Boot Ja ck  ........................... .86Honey Dip Twist .......... 40Black Standard ...............40Cadillac ...................................40Forge ................................... ’ .34 -Nickel Twist ......................52Mill ........................................... ..Great Navy ......................36SmokingSweet Core ...........................34Flat C a r ......................................32 ••Warpath ............................... 26Bamboo, 16 oz...................25I X  L , 61b............................... 27I X  L , 16 oz. pails . .31Honey Dew ......................40Gold Block ....................40Flagman ............................... 40Claps ...................................... 33Kiln Dried ........................ 21Duke’s Mixture .............40Duke’s Cameo ..................43Myrtle Navy ....................44Turn Yum, 1% oz............39Yum, Yum. lib . pails 40Cream ...........   . . . . 38Corn Cake, 2% oz..........26Corn Cake, lib .................. 22Plow Boy. 1 % oz......... 39Plow Boy, 3% oz.........39Peerless, 3% oz..................35Peerless, 1 % oz..................39Air Brake .............................36Cant Hook ...........................30Country Club ..............32-34F o re x -X X X X  ....................30Good Indian ......................25Self Binder, 16oz. 8oz. 20-22Silver Foam ........................ 24Sweet Marie ......................32Royal Smoke ....................42T WI N ECotton, 3 ply ....................20Cotton, 4 ply  ...................20Jute, 2 ply ..........................14Hemp, 6 ply ..................... ISFlax, medium N  .............24Wool, 1 lb. balls ............... 8V IN E GA RState Seal ..........................12Oakland apple cider . .14 Barrels free.WI CK INGNo. 0 per g r o s s ...............30No. 1 per gross ...............40No. 2 per gross ...............50No. 3 per gross ...............75W O OD E N W A R EBasketsBushels ..............................  110Bushels, wide band . .  1 25Market ...................................  40Splint, large ..................... 3 50Splint, medium .............. 3 00Splint, small ..................... 2 75Willow, Clothes, large 8 25 Willow, Clothes, me’m 7 25 Willow, Clothes, small 6 25

1 0 1 1Butter Plates Wire End or Ovals.
fa ib., 250 in crate ............30
fa Ib., 250 in crate ............301 ib., 250 in c r a t e .................30
2 ib., 250 in crate .............. 353 lb., 250 in c r a t e .................40a lb., 250 in crate ............50ChurnsBarrel. 5 gal., each ..2  40 Barrel, 10 gal., e a c h ..2 56 Clothes Pins Round Head.4 inch, 0 gross ..................50
4 fa inch, 5 gross ...............55Cartons, 20 '¿fa doz. bxs..60Egg Crates and Fillers Humpty Dumpty, 12 dz. 20No. 1 complete ................. 40No. 2 complete ................. 28Casa No.2 fillersl5sets 1 36 Casa, mediums. 12 sets 1 16 FaucetsCork, lineu. 8 in ............... 70Cork lined, 9 in ................. 80Cork lined, ift in ............... 90Mop SticksTrojan spring ................. 90Eclipse patent spring 86No. 1  common .................  00No. 2 pat. brush holder 8a 121b. cotton mop heads 1 40Ideal No. 7 ..........................  85Pails¡¡-hoop Standard .............2 15
5-hoop Standard .............2 362-wire, Cable ....................2 26
8-wire, Cable ....................2 46Cedar, all red, brass ..1  25Paper, Eureka ................. 2 25Fibre ...................................  2 70

1 oothpicksHardwood .......................... 2 50Softwood ...........    2 76Banquet ............................... l  soideal ...................................... l  60TrapsMouse, wood, 2 holes.. 22Arouse, wood. 4 holes.. 4aMouse, wood, 6 holes.. 70Mouse, tin, 5 holes . . . .  6ajRat, wood ..........................  80Rat, spring ..........................  75Tubs
20-in. Standard, No. 1 8 75 18-in. Standard. No. 2 7 75 16-in. Standard, No. 3 6 7620-in. Cable, No. 1 ____ 9 2518-in. Cable, No. 2 . . . . 8  25 16-in. Cable, No. 3 . . . . 7  25No. 1 Fibre ................... 10 26No. 2 Fibre ........................ 9 25No. 3 Fibre .........................8 25WashboardsBronze Globe ....................2 60Dewey .................................  1 75rouble Acme ....................2 75oingle Acme ......................2 25Double Peerless .............4 25Single Peerless ...............3 60Northern Queen .............3 50Double Duplex ...............3 00Good Luck ...........................2 75U n iversal............................... 3 65Window Cleaners12 in............................................. 1 6514 in.............................................1 8516 in.............................................2 30Wood Bowls13 in. Butter ...................1 2515 in. Butter ...................2 261< in. Butter ................... 3 7519 in. Butter ...................5 00Assorted, 13 15-17 ____ 2 30Assorted, 15-17-19 . . . . 3  25W R A PPIN G  P A P E RCommon straw ............... 1%Fibre Manila, w h ite .. 2% Fibre Manila, colored . .  4No. 1 Manila ........................ 4Cream Manila ....................3Butcher’s Manila ............... 2%W ax Butter, short c’nt 13 W ax Butter, full count 20W ax Butter, rolls ...........19Y E A S T  C A K EMagic, 3 doz................... . .1  15Sunlight, 3 doz....................1 00Sunlight, 1% doz....................... 60»east Foam, 3 doz.. . .1  15 Yeast Cream, 3 doz. . .1 00 Yeast Foam. 1% d o z.. 58 FR E SH  FISHPer lb.Whitefish, Jumbo ____ 16Whitefish, No. 1 .............12Trout ...................................  li%Halibut ............................... 10Herring ............................... 7Blue fish ............................  14%Live Lobster ......................29 ••Boiled Lobster ..................29Cod ........................................ 10Haddock ............................. 8Pickerel ............................... 12Pike ...................................... 9Perch ...................................... 8Smoked, White ............... 12%Chinook Salmon .............15Mackerel ..........................Finnan Haddie .................Roe Shad ............................Shad Roe, each ..............Speckled Bass ................. 8%H ID E S AN D  P E L T S  HidesGreen No. 1 .......................11Green No. 2 .......................10Cured No. 1 ........................13Cured No. 2 ....................... 12Calfskin, green, No. 1 13 Calfskin, green. No. 2 11 Calfskin, cured, No. 1 14 Calfskin, cured, No. 2 12%

P»ltsOld Wool ................. @ 30Lambs ..................... 50@ 75Shearlings .............. 40@ 65T allowNo. 1 ........................ (Q 6No. 2 ........................ 2 4Woolunwashed, med. @ 28unwastied, fine @ 23CO N F E C T IO N S Stick Candy Pailsstandard ............................. 714Standard H  H  . . . . . . .  7%Standard Twist ............ g. CasesJumbo, 32 lb..................   7t4Extra H  H  .................... *.'r )Boston Cream .......... ...12Big stick, 30 lb. caz«' 8_  Mixed CandyGrocers ..................... .. «1,Competition ............ * * * * q7*Special ..........................  oConserve ..............  ***** 71*Royal ...................................... uRibbon ••••••••..Broken ................ . . . " * *  8Cut Loaf qmLeader ...................".Y.Y.Y 8*Kindergarten . .  .Y .Y .Y  10 i  rench Cream . . . .  aStar .................................Hand Made Cream ..16 Prernio Cream mixed 14 Paris Cream Bon Bona 10Fancy—in PallsGypsy H earts ............... 14Coco Bon Bons ............. *14Fudge Squares ..........Y l 2Peanut Squares . . . .  Sugared Peanuts . . . l ! l 2Salted Peanut» ..........Starlight Kisses . . . I I  111 San Bias Goodies . • 13Lozenges, plain . . . I  I ‘ 10 Lozenges, printed . . . .  12 Champion Chocolate . 12 Eclipse Chocolate» . .  * 14 Eureka Chocolate» . . . .  15 Quintette Chocolate» 14 Champion Gum Drops 9Moss Drops ...................  19Lemon Sours ..........II* 10imperials ........................Y " 1 'iia l. Cream Opera" .’ .*. 12 ltai. Cream Bon Bons *12 Golden Waffles .. .. .. .12Red Rose Gum Drop» 10 Auto Bubbles . . . . . . . . f j, „ F a n c y —In sib. Boxes Did Fashioned Moia*- es Kisses, 101b. bx 1  29Orange Jellies ............  59Lemon Sours ............... 49Old Fashioned Hore-hound drops ............  99Peppermint Drops . 60 Champion Choc. Drpe 66 H. M. Choc. Drops 1 19 tl. M. Choc. L L  andDark No. 12 ...............l  uBitter Sweet», aa’td. 1  26Brilliant Guma, Cry». 60 A. A. Licorice Drop». .90Lozenges, plain .............. 69..Lozenges, printed . . . .  66Imperials ........................  49Mottoes ..........................  |§Cream Bar .....................  99G. M. Peanut Bar . .  60 Hand Made Crma 80 @90Cream Wafer» ............. 66String Rock ..................  99Wintergreen Berries 80 Oiu Time Assorted 2 76 Buster Brown Good 2 60 Up-to-date Aastm’t 2 76 Ten Strike No. 1 ..8 60 Ten Strike No. 2 . .  f  00 Ten Strike, Summer assortment ................. l  76Scientific A ss’L . . . . 18  99 Pop CornCracker Ja ck  ...............2 SiGiggles, 5c pkg. ca 8 50 Pop Corn Balls 200s 1 86Azulikit 100a ...............8 26Oh My 100s ....................2 60Cough Drops Putnam Menthol . . . 1  00Smith Bros....................... 1 26NUTS—Whole Almonds, Tarragona 16Almonds, Drake .............16Almonds, California sft.shell ...................................Brazils .....................  12 @13Filberts .....................  12@13Cal. No. 1 . . . . . . .Walnuts, soft shell 15@16 Walnuts, Marbot . .  @13Table nuts, fancy 13@13%Pecans, Med...............  @13Pecans, ex. large . .  @14Pecans, Jumbos . . .  @16Hickory Nuts per bu.Ohio, new ...................Cocoanuts .....................Chestnuts, New YorkState, per bu.............ShelledSpanish Peanuts 8%@ 9 Pecan Halves . . .  @68Walnut Halves ...30@32 Filbert Meats . . . .  @27Alicante Almonds @42 Jordan Almonds . .  @47PeanutsFancy H . P. Suns a%@ 6Roasted ............  6%@ 7Choice, H . P . Ju m bo ..........................  (5) 63/.
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Special Price Current
A X L E  G R E A S E

M ica , t in  b o x e s  . .75  9 00 
P a r a g o n  ...................  55 6 00

Mutton
C a r c a s s  ..................   @ 10
L a m b s  ...................... @ 14
S p r in g  L a m b s  . .  @ 14

Veal
C a r c a s s  ...................  C @ 9

C L O T H E S  L IN E S  
Sisal

60ft. 3 th re a d , e x t r a . . 1  09 
72 ft . 3 th re a d , e x t r a . .  1  40
9Oft. 3 th re a d , e x t r a . . 1  70
60ft. 6 th re a d , e x t r a .  . 1  39
72 ft . 6 th re a d , e x t r a . .

B A K IN G  P O W D ER  
Royal

10 c  s iz e  90 
% Ib . c a n s  1  85 
6oz. c a n s  1  90 

%It>. c a n s  2 50 

%R>. c a n s  8 76 

l i b .  c a n e  4 80 

c a n s  1 3  00 

6 1b 1. c a n s  2 1  50

60ft.
72 ft .
90ft.
120ft.

50 ft.
60ft.
70 ft.

50ft.
60ft.
70ft.
80ft

Jute

Cotton Victor

76
00

.1 06 
1 60

.1 lb 1 86 
1 00

Cotton Windsor
......................................1 80
...................................... 1 44
...................................... J  80

......................... 1 00
B L U IN G

C . P. Bluing
D oz.

S m a ll  s ize , 1  do z  b o x . . 40 
L a r g e  s iz e . 1  doz. b o x . .  7 •

C IG A R S
Jo h n s o n  C ig a r  C o .'s  B r a n d

S . C . W .. 1,000 lo ts  .............3 1
E l  P o r  ta n a  ............................. 33
E v e n in g  P r e s s  ...................... 32
E x e m p la r  ..................................32

W o rd e n  G ro c e r  C o . b ra n d  
B e n  H u r

Perfection ..............................36
P e r fe c t io n  E x t r a s  .............35
L o n d re s  ......................................35
L o n d re s  G ra n d  ....................35
S t a n d a r d  ..................................35
P u r ita n o s  ..................................35
P a n a te lla s ,  F in a s  ............... 36
P a n a t e lla s ,  B o c k  ..................35
Jo o k e y  C lu b  ...........................35

40ft.
50 ft.
60ft.

Cotton Braided
............................  0b
........ ................................1  36
......................................1 65

G a lv a n iz e d  W ire  
N o. 20. e a c h  10 0 ft . lo n g  1  9b 
N o. 19 . e a c h  10 0 ft . lo n g  2 10

C O F F E E
R o a s te d

D w ln e ll-W r ig h t  C o .’ s  B ’d s.

W h ite  H o u se , 1 T b . . . .................
W h ite  H o u s e , 2 1b .....................
E x c e ls io r ,  M  &  J ,  l i b ............
E x c e ls io r ,  M  A  J ,  21b............
T ip  T o p , M  A  J ,  l i b ............
R o y a l  J a v a  ...............................
R o y a l  J a v a  a n d  M o c h a . . . .  
J a v a  a n d  M o c h a  B l e n d . . . .  
B o s to n  C o m b in a t io n  ............

D is tr ib u te d  b y  Ju d s o n  
G ro c e r  C o ., G r * n d  R a p id s ;  
L e e , C a d y  A  S m a r t ,  De
t r o i t ;  S y m o n s  B r o s .  A  C o ., 
S a g in a w ; B r o w n , D a v is  A  
W a rn e r , J a c k s o n ;  G o d s-  
m a rk , D u ra n d  A  C o ., B a t 
t le  C r e e k ; F ie lb a c h  C o ., 
T o le d o .
P e e r le s s  E v a p ’d  C re a m  4 00

C O C O A N U T F IS H IN G  T A C K L E
B a k e r ’s  B r a z i l  S h re d d e d

70 % Ib . p k g . p e r  c a s e  2 60 
85 % lb . p k g . p e r  c a s e  2 60 
38 % Ib . p k g . p e r  c a s e  2 60 
18 % Ib . Pkg. p e r  c a s e  2 60

F R E S H  M E A T S  
BsefCarcass ................... • 6%@ 9%

H in d q u a r t e r s  . . . .8 @10%
L o in s  ........................ .9 @14Rounds ................... 8%@10Chucks .................... 6 @ 7%Plates ..................... @  5
L iv e r s  .................... @ 5

P o rkLoins ..................... @34%Dresed ................... @11Boston Butts . . @13%Shoulders ............ @12%
L e a f  Lard .......... @13Pork Trimmings @10

%  to  1  in .......................................6
1 %  to  2 in .................................... 7
1 %  to  2 in .................................... 9
1 %  to  2 in .................................. 1 1
2 in ................................................... 16
3 in . ..............................................20

Cotton Lines
N o. 1 ,  10  f e e t  ...........................  6
N o . 2, 1 5  f e e t  ...................... 7
N o . 3 , 1 5  fe e t  ...........................9
N o . 4, 1 5  f e e t  .........................10
N o . 5, 1 5  f e e t  .........................1 1
N o . 6, 1 5  fe e t  ...................... 1 2
N o . 7 , 1 5  fe e t  .........................1 5
N o . 8, 1 5  fe e t  .........................18
N o . 9, 1 5  f e e t  .........................20

Linen Lines
S m a ll  ........................................... 20
M e d iu m  ...................................26
L a r g e  ........................................ 84

Poles
B a m b o o , 14  f t . ,  p e r  doz . 66 
B a m b o o , 16  f t . ,  p e r  d o z . 60 
B a m b o o , 1 8  f t . ,  p e r  d o z . 80

G E L A T IN E
C o x ’s , 1  d o z . L a r g e  . . 1  80 
C o x 's ,  1  doz . S m a ll  . . 1  00 
K n o x 's  S p a r k l in g ,  doz . 1  25 
K n o x ’ s  S p a r k l in g ,  g r .  14  00
N e ls o n ’s  ............................... 1  60
K n o x ’ s  A d d u ’d . d o z . . . 1  25
O x fo rd  ................................... 76
P lym outh  R ock ............... 1 26

S A F E S

F u ll  l in e  o f  f ir e  a n d  b u r g 
la r  p ro o f s a f e s  k e p t  In 
s to c k  b y  th e  T ra d e s m a n  
C o m p a n y . T h ir t y - l iv e  s iz e s  
a n d  s t y le s  on  h a n d  a t  a ll  
t im e s — tw ic e  a s  m a n y  s a fe s  
a s  a r e  c a r r ie d  b y  a n y  o th e r  
h o u se  in  th e  S t a te .  I f  yo u  
a r e  u n a b le  to  v i s i t  G ra n d  
B a p id s  a n d  in s p e c t  th e  
lin e  p e r s o n a lly , w r ite  fo r  
q u o ta t io n s .

SO A P
B e a v e r  S o a p  C o .’s  B r a n d

100 c a k e s ,  .a r g e  s iz e . . 6 65 
50 c a k e s , la r g e  s iz e .  .3  26 

109 cakes, small size. .8 16 
50 c a k e s ,  s m a ll  s i z e . . l  95

T r a d e s m a n ’s  C o .’ s  B r a n d

B la c k  H a w k , o n e  b o x  2 50 
B la c k  H a w k , f lv e  b x s  2 40 
B la c k  H a w k , te n  b x s  2  25 

T A B L E  S A U C E S
H a lfo rd , l a r g e  .................8 76
H a lfo rd , s m a ll  .................2 26

Use

Tradesman

Coupon

Books

Made by
Tradesman CompanyGrand Rapids, M ich.

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

Hand Separator Oil
is free from gum and is anti-rust 
and anti-corrosive. Put up in 
i and 5 gallon cans.STANDARD OIL CO.

GRAND RAPIDS, MICH.

The Maxwell 
Runabout
A t $5 5 0

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.

ADAM S (8b HART
4 7 -4 9  N o . Division S t.

JO W K EfS

COCOA and 
CHOCOLATEFor Drinking and Baking

These superfine goods bring the customer back 
for more and pay a fair profit to the dealer too

The Walter n . Lowney Company
B O ST O N

What Is the Good
Of good printing? You can probably 

answer that in a minute when you com

pare good printing with poor. You know 

the satisfaction of sending out printed 

matter that is neat, ship-shape and up- 

to-date in appearance. You know how it 

impresses you when you receive it from 

some one else. It has the same effect on 

your customers. Let us show you what 

we can do by a judicious admixture of 

brains and type. Let us help you with 
your printing.

Tradesm an Company
Grand Rapids
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BUSINESS-WANTS DEPARTMENTAdvertisements inserted under this head for two cents a word the first insertion and one cent a word for'each subsequent continuous insertion. No charge less than 25 cents. Cash 'must accompany all orders.

> /llll

B U S I N E S S  C H A N C E S .For Sale or Trade—For a general stock of merchandise, good drug stock, house and lot and store building in good town. Will sell for yz down. Value $5,000. A d dress Drugs, care Tradesman. 54$1,000 buys cancer formula. New discovery, cancers cured or no pay. Address Wm. Woodard, R. 1, Mulberry, Lincoln Co., Tenn. 53For Sale—Store building and $1,5 stock irt a good location. $10,000 to $15,000 yearly sales. Reason for selling is to settle up an estate and will sell cheap for cash. Clear titles guaranteed. Address Geo. S. Ostrander, Administrator, Legrand, Mich. 51Send fifty cents to the “ Gate W ay”  for massive, reliable information and maps and book of the last big opening of fertile land. Dakkotah Information Bureau, Mobridge, S, D.________________ .____________ 50For Sale—Well established dry goods and ready-to-wear store in town of 30,000; would take active young man with $15,000 capital as partner to manage business. A . G. Seeberger, Clinton, Iowa.49

Well-equipped and thorough going sheep company in Wyoming will take in a proper party with $15,000 capital; purpose, increasing business to invest in another band of sheep; Investment will net on the average of 40%; business stands full investigation. References exchanged. 33-Mile Sheep & Land Co., Shrap, Wyo., Natrona Co. 38
Bakery and Restaurant—Good town in Michigan fruit belt. Sell or trade for farm. E . Fall, South Frankfort, Mich.37Do you want a good paying business in this city? It will pay you to look into this. Fine business corner, general merchandise stock, all staple. Will sell building, stock and fixtures, double store, two suites of rooms above, cottage in rear. Old age reason for selling. Citizens 5707, L. Townsend. City. 32For Sale—Country store, nice clean stock of goods, mostly groceries. Located in splendid farming district, doing good business; must sell; best of reasons for selling. Address George Van Worm- er. Hillsdale. Mich. 964 Wanted To Exchange—Interest bearing modern, nearly new. well-located residence property, two houses in city, for a clean stock of merchandise $7.000 to $10,000. I.ocated in a good farming territory in Southern Michigan town 700 to 1500. Dry goods and shoes nreferred. Might take general stock. Address No. 29, care Tradesman. 29

Good business proposition in Hart, Mich. A  large stock of new anu secondhand furniture, stoves, household effects, etc., occupying two floors 22x60; good paying business established in a thriving town, for sale. Address Comstock & Simpson, Hart. Mich. 33 For Sale—Brickmaking plant in Minneapolis. Minn., well-known and ready market for output; plant is in good running order and running at present time. Address No. 9, care Michigan Tradesman.9
$100,000 Profit Made the day I make you deed to my 9.000 acres choice agricultural land, $12.50 acre. W rite for particulars. Bound to sell. A . F . Bentley, Owner, Temple. Texas. 13

For Sale—After Jan . 1, old established drug and stationery business in the best part of Michigan. Owner going West. Can satisfy purchaser as to business done. Look this up. Address Capsicum, care Tradesman. 48$1,000 buys complete bakery, oven, m ixer, etc., $600 to $700 per month business. Also business block in Traverse City $3,000, leased four years at $35 per month. Bargain, must sell, going West. L . B., 611. Grand Ledge, Mich. 47
IF SPOT CASHand Quick action appeals to you. we will buy and take off your hands at once all the Shoes, Clothing, Dry Goods. Furnishings, etc., or we will buy your entire Shoe. Clothing, Dry Goods and Furnishing stocks. We buy anything any man or woman wants money for. Write us today and we will be there to-morrow.

P a u l L .  F e y re is e n  &  C o ..184 Franklin S t .f Chicago, 111.For Sale—$1,250 1909 Model F  Buick auto with top complete, for $850. Run less than 800 miles. Perfect condition.N. J .  Bissell, Milford, Mich.___________46For Sale—Small clean stock clothing and shoes, in small town. Good point to continue business. Owner has other work. Address No. 45, care Tradesman.45For Sale—Bakery using about 40 barrels flour per week. Wholesale and retail, good city, centrally located in one of the best States. Will give full particulars and reasons for desiring to sell upon application. Address Opportunity, care Tradesman. 43Wanted—Hustler to invest $10,000 in manufacture of motor delivery wagons and get selling agency for Illinois and Wisconsin. Cars ready for delivery Ja n uary, 1910. The minimum value of agency contract is $93,000 per year. Address R. H . Evans, 69 Pitcher St., Detroit, Mich.42One or two store stocks for sale in a prosperous paper mill town of 2,500 population. A  dry goods stock invoicing around $8,000. A shoe and furnishing goods stock invoicing around $7,000. Stocks so located they could be bought and put together, making a danuy business proposition. $15,000 would carry both. Particulars of J .  L. Quimby, Ot-sego, Mich.___________________________________ 41__For Sale—A  first-class meat market, doing a business of $60 per day. Price of fixtures, including horse and wagon, $1,200 and will inventory stock. Cusick Bros. & Co., 320-321 Widdicomb Bldg Citz. 9314. 55For Sale—A good paying bakery in Owosso. population 10,000. I  have a good trade but wish to devote my entire attention to farming. Tools, machinery,wagon and harness, $1,200. Write for particulars. H . Ploch, Owosso, Mich. 2For Sale—Hardware business in Hart Mich., at cost price, inventory about $4,500; a snap if taken at once. East Shore Land Co., Hart, Mich. 40For Exchange—Farms and timber lands in Sunny Tennessee, to exchange for farms, stock of merchandise or anything valuable. J .  W . Sherrill, Hills boro, Tenn. 39

First-class bakery and property for sale. Address Henry Kahey, Greensburg, Ind. 30Texas Land—9,000 acres choice agricultural land. $12.50 acre; deep soil, clay sub-soil; best in Southwest Texas. Adjacent lands retail $25 and above. A. F. Bentley, Owner, Temple, Tex. 7Collections—No attorney or agency fees. Fifteen days’ free trial offer. A  lifetime with the largest houses in Detroit and Chicago has enabled me to give the business men a new system that is bring- hundreds of testimonials like these: Your Your system is great, in less than a week have collected accounts. A. C . Fenton, Shepherd, Mich. K ing’s System is the very best we have ever used. Doty & Reed, St. Johns, Mich. You will get all the business we have in your locality. Capital Stock Food Co., Tiffany, Ohio. The greatest desideratum of the commercial and professional age. O. S. Bailey, bansing. Write to-day for free booklet and free trial offer. Kings Collection Agency, Williamston, Mich. 22Wnnt Ads. continued on next Dece.

Reasons Why

For Sale—Stock drugs, medicines,paints apd oils in best farming section in Michigan. Reason for selling, poor health. Address W . L . Robson, W illiamston, Mich, ' 35

Somebody asked us the other day 
why we are the largest wholesalers of 
general merchandise in the world, and 
this was our reply:

Because we sell for one price only— 
and never deviate from that printed 
price.

Because our comparatively inex
pensive printers’ ink method of selling 
has enabled us to reduce prices to a 
minimum.

Because we have centered our efforts 
on those things for which there is the 
greatest demand—the popular priced 
goods.

Because our four house organization 
enables us to buy at the best possible 
advantage.

Because in our sample rooms we 
mark all goods in plain figures.

Because our competitors have many 
prices—and no merchant is ever sure 
that he is getting the lowest from them.

Because we have featured “ leaders” 
—have earnestly tried to list big values 
for our customers each month.

Because our gigantic variety enables 
the merchant to buy many lines in one

bill, instead of placing many different 
orders with many different houses.

Because we maintain sample houses 
showing our complete lines in reach of 
practically every merchant in the 
country.

Because we have honestly endeav
ored to help the merchant to solve the 
retail mail order problem, and to better 
his own conditions generally.

Because our catalogue offers the 
merchant an ideal buying market—a 
place where he can make accurate 
comparisons.

And the October number should 
reach you within the next few days. 
If it does not, and you are a merchant, 
write for your copy. Ask for number 
FF738.

Butler Brothers
Exclusive Wholesalers of General 
Merchandise.
New York, Chicago, S t. Louis, 
Minneapolis.
Sample Houses—Baltimore, Cincinnati, 
Dallas, Kansas City, Omaha, San Fran
cisco, Seattle.
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When an experienced traveling 
salesman covers a territory for the 
first time he places his reliance up
on the line of goods he is handling 
and upon his ability as a salesman.

The salesman who has covered a 
certain territory each month, for 
a period of years, does exactly the 
same thing, but has the advantage of 
long acquaintance and intimate 
knowledge as to the average demand 
certain to exist at different periods 
of the year, the varieties and quali
ties of goods that will find the read
iest and best sale and the idiosyncra
sies of the retailers he is to meet.

The new traveler, new in the busi
ness and in the territory, has as his 
initial resources the standing of the 
house he represents and his own 
knowledge of the merchandise he is 
to handle, together with his natural 
and acquired qualities as a salesman.

Broadly speaking, these three class
es of salesmen constitute the body of 
merchandising travelers who are re
quired to meet and treat with the 
infinite variety of men and women 
embodied under the general term of 
retailers.

As a rule traveling, salesmen are 
courteously treated by retailers, but 
it is intensely human and almost a 
matter of course that once in awhile 
the jobber’s representative bumps up 
against an unpleasant reception. The 
retailer has had a bad night with in
somnia or his stomach is not right or 
collections are poor and liabilities are 
pressing. Any one of a score of hu
man causes may be responsible and 
the skilled salesman is the man who 
is instantly able to differentiate be
tween the grouch for cause and the 
grouch of the other kind.

“ The other day I was almost the 
victim of actual assault and battery,” 
said a gentleman well known as a 
traveler out of Grand Rapids, “and 
by a retailer whom I have known and 
sold to for several years. To say I 
was astonished is putting it mildly; 
but I knew his business was in good 
condition, I knew that he was in 
perfect health and that all was well 
with his family and so I acknowl
edged that I was surprised and, say
ing that I would call again after din
ner, started for the front door.

“ As I opened the door the mer
chant called me to return, and when 
I reached his side he apologized for 
his rudeness and added: ‘I wouldn’t 
have made such an exhibition of my
self only just before you came in I 
had learned over the ’phone that the 
Chicago Sox had been defeated again

good salesmanship. One must know 
his man either instinctively or by vir
tue of long acquaintance and observa
tion or by reliable hearsay; and using 
superior discretion and perfect gen
tility must govern himself accord
ingly.

R E T A IL E R S  K N O W .
There is a sort of mutual conviction 

on the part of the members of the 
great general public that gatekeepers 
in the mammoth railway stations of 
the larger cities and policemen are 
the men who, among all others, come 
in closest contact with humanity in 
general.

While there is reason for such a 
belief, it is one which must submit 
to qualifications and so becomes of 
little or no value except through its 
wonderful exhibits of patience, di
plomacy and good nature on the part 
of the gatekeepers and policemen, 
who, rarely touching any specific part 
of any single community habitually, 
do not come in close touch with any 
individual.

The men who actually sustain an 
intimate relation with the members 
of a community are the retail mer
chants. The retailers are the ones 
upon whom a community depends for 
its foods, its dainties, its household 
utensils and home furnishings, its 
clothing and its luxuries. It is the 
retailer around the corner or over 

jin the next block who ultimately be
comes acquainted with the excellen
cy or shortcomings of the wives in 
his neighborood as housekeepers and 
homemakers. He is the chap who« 
learns in due time as to the kindly 
generosity or the pusillanimous par
simony of all the husbands in his ter
ritory as providers for those depen
dent upon him.

The retailer is soon competent to 
designate the home circles in his 
bailiwink in which are thoughtless 
sons and extravagant daughters; he 
learns very quickly where are the 
people who are square and as to 
Where those who are tricky and un
scrupulous are located.

He has accurate knowledge as. to 
customers who are quick tempered, 
nervous, unreasonable and hard to 
satisfy and, best of all, he becomes 
a compendium of information as to 
the consumers in his district, which 
is of inestimable value in his carrying 
out of a campaign advertising his own 
business.

Every Traverse City Druggist in 
Line.

Traverse City, Sept. 28—A meeting 
of the Traverse City Druggists’ As-

hensive, showing the rapid growth of 
the organization.

As a consequence all of the drug 
store owners and pharmacists of the 
city were taken into the State Asso
ciation. A fine supper was spread 
and the event was a success from 
every standpoint.

It is no use trying to irrigate a 
desert with tears.

Some piety aspires so much it can 
not perspire.

B U S IN E S S  C H A N C ES.Wanted—To rent, vacant store in good town. Address V . C. Wolcott, Wayland, Mich. 56For Sale—Small new stock shoes, groceries, fixtures and building. Only one other general store. Drug store, hardware, hotel, elevator, foundry and bank. Good chance for another store. Will sell cheap. Best reasons for selling. Ad- dress 27, care Tradesman._______________27Grocery for sale, clearing over $2,000 yearly. Sales $50 daily. Address Box 78, Durand, Mich.__________________________ 23Must sell quick, cigar, lunch, pool. E stablished nine years. Good reasons. C. J .  Wells, Boyne City, Mich.____________25For Sale—Grain elevator and farms in Southern Michigan. Address Realty E x- change, Burr Oak, Mich.________________ 20For Sale Or Trade—960 acres North Dakota land in Billings county, near railroad. Will exchange for merchandise or income property, all or part. Address 1318 W . North St., Kalamazoo, Mich.21For Sale—Valuable game preserve. Os- sabaw Island, off coast of Georgia. Sound on either, side, ocean in front, navigable river on west; eighteen miles from Savannah. Contains about 35,000 acres; four times as large as the famous Jekyll Island. Sixteen miles of hard beach, rivaling Ormond Beach, Florida. M agnificent game preserve for deer, mallard duck, turkey, quail and snipe; fishing unsurpassed. Twenty-five hours’ ride from New York City. United States coast chart 156. Geo. S. Haines, Savannah, Ga. 15Great Opportunity—$1,000 for my drug stock and fixtures. C. H . DeGowin, Cheboygan, Mich. 515 horsepower Otto gasoline engine for sale in first-class running order. Cost $850, will sell for $200. Address John Robson, Lansing, Mich. 965Wanted—Best prices paid for coffee sacks, flour sacks, sugar sacks, etc. Address William R o ss, & Co., 57 S. WaterSt.. Chicago.________________________________ 997Wanted—To purenase clean, up-to-date stock of general merchandise invoicing $4,000 to $6,000 cash. Location must be surrounded by good farming community in Indiana. W ill , answer correspondence from other sections giving full particulars. Address 992, care Michigan Tradesm an_________________________________  992Drug and grocery stock for sale in hustling Southern Michigan town of 2,000. Good fixtures, gas lights, rent cheap, dry territory. Invoices about $3000. Daily sales $80. Address No. 899, care Tradesm an________________________________  899For Sale—A good candy business on main street, Pontiac. Box 471, Pontiac,Mich._______________________________  979For Rent—The best store building in Milan, Mich., in hustling live town of 1,500 population. Water works, sewers, good schools, factories employ 150 men. A great opening for a general store. The oldest business in the town. Present occupant of the building moving to a larger western town. Rooms 44x68 ft., two floors and basement with fixtures for dry goods, shoes and groceries. Can be had for $65 per month on a lease for three years. Or can be had with shelving only at $50 per month. A. E . Putnam. Milan. Mich. 977
by Pittsburgh.’ He was a base ball 
fan and maybe I didn’t ‘call’ him. I 
‘called’ him good and hard and be
fore I was through with him I sold 
him a bill of goods considerably larg
er than I had figured on as possi
ble.”

“Why did you ‘call’ him so hard?” 
was asked, and the reply was, “ I 
knew my man. I knew he was fair 
and square and not quick tempered 
and I knew that he was truly asham
ed of himself and would stand for 
having his weakness rubbed in a 
trifle.”

Thus was voiced the best factor in

sociation was held last evening, the 
event being in the form of a recep
tion tendered the newly elected Pres
ident and Secretary of the Michigan 
Retail Druggists’ Association, C. A. 
Bugbee and H. C. MacDonald, at the 
Little Tavern. All of.the pharmacists 
of the city, with the exception of 
Roy Wise, who was necessarily de
tained through urgent duties, were 
present, and the meèting was one of 
the most profitable ever held. Messrs. 
Bugbee and MacDonald told of the 
organization of the State Association 
at Grand Rapids a short time ago, 
and their report was very compre-

For Sale—General stock inventorying about $1.000 located in town with one other merchant, in center of rich fruit region. L . F . Ballard, Lisbon, Mich. 963For Rent—Corner store in new brick block, diagonally across street from Hotel Belding. Excellent location. Good live city. Eight large mills, all in operation. Store 25x85 feet. Fine light in day-time, electricity at night. The best store building in city. Address W  P Hetherington. Agt., Belding. Mich 944paper and paint business; well es lished and in excellent location; 1 ness growing nicely; will sell for or trade for good real estate; good sons for selling. Address Bargain. Michigan Tradesman. <ic&iaurani or ice cream pi Some special bargains, second- goods. Michigan Store & Office Fi
M elt1*"521 N* 0ttawa St” Grand Ra

For Sale—Implement store in most hustling town in Michigan. On account of age and poor health I  must get out. Address Implements, care Tradesman.-  813For Sale—Old-established general merchandise stock in pretty village Southern Michigan. Fine fruit and farming district, fine large store building to rent or sell. No opposition. Fine school, churches, creamery, flouring mill, pickle factory, good railroad. Stock $6,000. Will discount for cash. I  want to retire. Ad- dress R , care Michigan Tradesman. 938For Sale—Country store, well-located in one of the best farming sections in Central Michigan. Business well established. Good reason for selling. Invoice about $3,000. Address F . S. Loree & Co., R. F . D. 5, St. Johns, Mich.__________ 80;>Build a $5,000 business in two years. Let us start you in the collection business. No capital needed; big field. We teach secrets of collecting money; refer business to you. W rite to-day for free pointers and new plans. American Collection Service, 145 State St., Detron Mich.__________________________________________ 805Drugs and Groceries—Located in best farmers’ town north Grand Rapids; inventories about $1,300. Rent cheap, in corner brick building. A t a bargain, as we wish to dissolve partnership. A d dress No. 685, care Michigan Tradesman.685For Sale—Hardware, grocery and hay and feed stock, with real estate. Will take good real estate for part and balance cash. Address Moody & Geiken, Pellston, Mich._____________________________ 972For Rent—Long lease of best brick store in town of 1,000 people. Best of farming country surrounding. Location on main corner. Address No. 971, care Michigan Tradesman.____________ 971For Sale—A  first-class meat market in a town of about 1,200 to 1,400 inhabitants. Also ice house, slaughter house, horses, wagons and fixtures. AddressNo. 707. care Tradesman. 707I pay cash for stocks or part stocks of merchandise. Must be cheap. H . Kaufer, Milwaukee, W is. 771Will pay spot cash for shoe stock to move. Must be cheap. Address P . E . L.. care Tradesman. 609For Sale—One 200 book McCaskey account register, cheap. Address No. 548, care Michigan Tradesman. 548
H E L P  W A N T E D .Experienced clerks wanted for general store, one to manage dry goods and shoe department. Other for grocery department. Give age,, reference and experience. None but real hustlers need apply. Parsons & Holt, St. Charles, Mich. 57Wanted—Salesmen, city and traveling, now selling grocers, meat markets, restaurants and hotels to sell oysters as sideline on commission. W . H . Killian & Co., Baltimore, Md.___________________  52Wanted—Middle aged married man to clerk in a general store who understands dry goods and groceries and has had experience in both lines. Good steady job for the right man. References required. Must be sober. Address No. 28, care Michigan Tradesman.________ 28Wanted—Registered pharmaoist take charge of drug store, town 1,500. A1 references required. When answering state references, age, salary expected, etc. Ad- dress Blue Mass, care Tradesman. 31Wanted—Salesman visiting stove and hardware trade to handle household specialty as a side line; extensively advertised in largest magazines; easy seller; immense sales; big profits; in writing state line you are selling and territory you cover. Address C. E . Swartzbaugh, 1337 W . Bancroft St.. Toledo. Ohio. 998Wanted—Clerk for general store. Must be sober and industrious and have some previous experience. References required. A ddress Store, c a re  Tradesman. 242

_________S IT U A T IO N S  W A N T E D .________Sober, industrious photographer looking for location, write E . R . Adamson, Belleville, W is. 44First-class baker of bread, cakes, etc., wants permanent position, small city or country town. Positively uses no alcohol nor tobacco. W ages reasonable. Married man. Give details first letter. AddressII . care Tradesman._______________  H
A U C T IO N E E R S  T n d " S P E C  lA L ^ S A L E S -
___________________ M E N .______________Cash For Your Business Or Real E state. No matter where located. If you want to buy, sell or exchange any kind of* business or real estate anywhere at any price, address Frank P. Cleveland, 1261 Adams Express Building, Chicago,
III. ___________________________________________ 26The noted Illinois auctioneers will close out your stock the right way, sales held in six states, quit business by a sure method. Free booklet. Breckenridge Auction Co., Edinburg, 111._________  986
________ LITERARY A S SIS TA N C EAssistance given in reports, debates, toasts, addresses for occasions, orations, lectures, speeches, club programs. Dept. L ., Bureau of Research, New Albany, Indiana. 940
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Som e P eop le
like all sorts of cereal foods, but 
shredded wheat people like only

Shredded Wheat
They are not changeable or finical. 

They know what they want. We have 
“ educated”  them at great expense. 
They recognize no s u b s t i t u t e for 
Shredded Wheat.

W h y not help along the “ educational”  work * 
by telling your customers all about the delicious 
dishes that can be made with Shredded Wheat? 
Study our advertising matter. Send for our new 
Cook Book and get posted on the cleanest, 
purest, most nutritious cereal food in the world. 
There’s a good profit in it for you.

The Shredded Wheat Company, Niagara Falls, N. Y .

They Never Wear Out
TH E 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 sp rin g scales which have 
been in constant use for over 30 
years.

Clothes do not make the man, 
neither does paint and gold stripes 

Dayton Scale „ make a computing scale. It is 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.

TH E DAYTON M ONEY W EIGH T SC A L E  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.■  Money weight Scale Co.
58 state Street, Chicago

R. M. Wheeler, Mgr., 35 N. Ionia St., Grand Rapids, Cits. 1283, Bell 2270

“The Bee That 

Gets the Hooey 

Doesn’t Hang 

Around the 

Hive.”  : •'

The merchant that gets the money doesn’t spend his time in the office posting books.Thè hive is necessary to store the honey. It is also necessary to have a place to keep the accounts; but—Why not use a system that requires but a small fraction of the tíme you now spend in handling your accounts?
T H E  M cC A SK E Y  G R A V IT Y  R E G IST E R  Handles the accounts with hut ONE W RITING

T H E  M cC A SK E Y  A C C O U N T  R E G IS T E R  SY ST EMIs an automatic collector.Stops all forgetting to charge,Eliminates errors and disputes.Pleases your customers.Draws new trade.Puts you in position to prove your loss in case of Are.Write for further information—free for tHe asking.
THE M cCASKEY REGISTER CO.

Alliance, Ohio.Mfrs. of the Famous Multiplex, Duplicate and Triplicate Pads, also the different styles of Single Carbon Pads.
D e tro it Office,, 1014 C h am b e r o f C o m m erce  Bldg.Agencies in all Principal Cities.

S u c c e s s
Y ^ E C A U S E  we want the best trade I I  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 somebody is not success, although it may be profitable for a time.O ur' printing is done with an eye to real success. W e have hundreds of customers 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
G ran d  R ap id s, M ichigan



If Somebody Else Made Ketchup
As Good as Blue Label, We Would Make it Better— But

Neither Is Possible

Every customer you ever had for B L U E  L A B E L  K E T C H U P  is still buying it. 
Those who buy some other ketchup do so because they don t know B L U E  L A B E L  they 
couldn’t have any other reason.

The best way to hold your customers is to please them. The best way to please them 
is to set them right when they are going wrong—tell them about the good th in g s . Don’t 
wait for some other grocer to tell them.

The is another reason for telling them to use B L U E  L A B E L  K E T C H U P —it 
pays you a good profit. These are the only things you need think about—pleasing your 
trade and making money.Conforms to the National Pure Food Laws
CURTICE BROTHERS CO., Rochester, N. Y.

Lock the Door and Save the Horse
The losses that come to us in this life are for the most 
part the result of not living up to our best thought.

As a good business man you know that you cannot afford 
to be without

A  Bang Up Good Safe
Honest, now, what would you do if your store should 
burn tonight and your account books were destroyed?

How much do you think you would be able to collect? 
Mighty little.

Don’t run the risk, neighbor; you can’t afford to. A  safe, 
a good safe, doesn’t cost you very much if you buy it 
from us.

It will only cast you two cents anyway to write us today 
and find out about it.

Grand Rapids Safe Co • Grand Rapids, flieh.


