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KHAKI PANTS
AND SHIRTS

*

Our Khaki pants are made from U. S.
Government regimental standard Khaki dyed
twills, in BLUE, BLACK, TAN, PEARL,
OLIVE and NILE GREEN and are guaran-
teed fast colors. Cut peg top, with roll bot-
tom, side belt straps and belt with large ad-
justable bronze buckle. We also make this
same style in TAN and TOBACCO stripe
coverts. These garments have to be worn to
be appreciated as they not only look very
nifty but are perfect fitters.

IDEAL

COVERT PANTS
AND OVERALLS
£

Our Tan and Tobacco stripe covert cloths
are the best that can be bought and besides
being made up in the peg top pants, roll bot-
tom and belt, are also made in both waist and
apron overalls, with coats to match. Being
large, roomy garments, double stitched
throughout, and having the best trimmings
we can buy, they are by far the best fitting,
best wearing and best looking uniform overall
suits on the market

Norfolk Jackets and Uniform Coats to Match

Last season manufacturers were unable to deliver these styles promptly and a large percentage of the orders

were never shipped at all.

The demand for these goods for next season promises to be even greater and in view

of this, together with the prevailing conditions in the cotton and cotton goods market, orders should be placed early.
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Every Cake

iy o FLEISCHMANN'S

Nmmgg;m,\i YELLOW LABEL YEAST you Sell DOt
\ COVERESSED A only increases your profits, but also
V vyeast- ) . .
gives complete satisfaction to your
patrons.
The Fleischmann Co.,
of Michigan

Detroit Office, 111 W. Larned St., Qrand Rapids Office, 29Crescent Av.

Are You
IN Earnest

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

Michigan Tradesman

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

“State Seal” Brand

Vinegar

has demonstrated itself to do
all that has been claimed for
it. The very large demand it

has attained is selfevident.

Mr. Grocer! It increases r profits. 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* jft, jt jt jk

Pure
Cider Vinegar

We guarantee our vinegar to be
absolutely pure, made from apples
and free from all artificial color-
ing. Our vinegar meets the re-
quirements of the Pure Food Laws

of every State in the Union, j*

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.
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A PAGAN INHERITANCE.

We humans have a dreadful time in
proving that we are civilized and en-
lightened. The earth was never such
a comfortable earth to inhabit as it
is now and we have made it so. The
hut of to-day has more of the con-
veniences of the palace even in the
days of good Queen Bess and we have
furnished them. The Dark Ages have
been lightened by the electric torches
which our hands hold and inventive
genius is daily adding to the cheer
of everyday life, and yet we cling to
an inheritance that paganism has
handed down to us, and in spite of
Sinai and Calvary, in spite of modern
science and investigation, we still be-
lieve in the oracle at Delphi, in the
Druid of our Saxon ancestors and in
the witchcraft that has made New
England Salem notorious.

The foundation stone of modern
paganism appears in our unshaken be-
lief that Deity holds in its hands the
destiny of men and that just in pro-
portion as humanity conforms in let-
ter and spirit to the Divine require-
ments in that same proportion will
men receive and enjoy the blessings
that Heaven has in store for those
who obey the sacred decrees. In the
moral world extremes are always
found in each other’s neighborhood—
good and bad, right and wrong, god
and devil—and the paganism appears
when the god is depended upon to
lunish erring humanity for sins it is
supposed to be guilty of. So fire laid
Chicago in ashes; so earthquake
shock leveled San Francisco with the
earth; so the ocean rushed inland and
tried to drown Galveston; but, if re-
ports are true, more than one Anglo-
Saxon druid considered these disas-
ters as so many proofs where Di-
vine wrath was punishing men for
their wickedness and holding them
rp to their followers as warnings to
flee from coming wrath, and so by
repentance and newness of life se-
cure the rewards of the righteous.

Half a century ago in a certain

GRAND RAPIDS, WEDNESDAY. DECEMBER 15. 1909

community among the New England
uplands where the air of the whole-
some hemlock is as healing as the
balm it exhales an epidemic broke
out one summer and its victims were
among the hundreds. Then, true to
their pagan inheritance, the ministers
called together their flocks and to-
gether they implored the Good Fa-
ther to restrain this wrath and put
an end to the death-dealing plague.
In the midst of the prevailing excite-
ment the leading physician of the
town, who was not considered as
having the fear of God before his
eyes, took the occasion to remark
publicly that the Lord didn't have
anything to do with the plague and
instead of bothering Him with their
petitions they’'d better turn to, clean
out their wells and stop drinking
tainted well water if they wanted to
put an end to the typhoid fever that
was killing them off like so many
sheep. The advice was followed and
the disease was staid; but for a good
many years afterward the old pagan
inheritance insisted that the plague
was Heaven's means to punish the
community for its sins.

The same idea has been going on
among the people of the South for a
good many years. There whole neigh-
|borhoods of people are hopelessly
sunken in physical and mental de-
|cay. For decades they have been the
objects of religious and other kinds
of social reform. They have been
classed as “doggone” and called so.
They have been preached to and ex-
horted to repent them of their sins
and to try to be somebody. The
schools have done their best to
arouse them from their intellectual
ilethargy. Reformers have scolded
them for their laziness and thriftless-
ness and urged them to shake off their
apathy and become self-respecting,
but without effect. Degeneration has
gone right on working its ravages
among black and white, young and
old, converted and unconverted, until
the whole section of country has been
looked upon as hopelessly cursed.
Now medical science comes to the
front, holds up to the astonished
world the bookworm and announces
that that half-inch of squirming wick-
edness includes the whole trouble
that is afflicting unto death whole
communities and aggregating millions
cf people. As a result one of the
Rockefeller millions has come to the
rescue of the “cracker” and the “poor
white,” and the pagan inheritance,
strong as ever, stands ready with
convincing proof to show that Heav-
en does punish men for their wicked-
ness and that plague, pestilence and
famine are the instruments with
which it works.

The power to comfort others does
not come from consoling yourself.

THE INCONSIDERATE
The truth was crowded into a sen-
tence and here is the sentence: “The
poor man doesn't begrudge the rich
man his money, but when he sees
the rich man so indifferent to the
poor man’s welfare, so inconsiderate
to whether he 3ves or dies, it
s make him restiv : under bis pov-
erty, and all the more from the fact
that such restiveness under the cir-
cumstances is unnece ;sarv.” In oth-
or words, it is the inconsiderate rich
that create rebellion and just so
Im:r as this inconsiderateness con-
tinues there is going to be trouble in
the camp. With this for the idea
opportunity alone was needed to af-
firm or to deny and it came.

This year the public, stirred up by
the daily press, is making its holiday
purchases early. Even now the shop
windows are claiming attention and
th
Christmas presents, are surrounded
by viger distoniers. Among these
only day before vesterdav a wormin,
whose huiels proclaimec the frict
that the washtub is her means of
livel hood remarled to her friend
besiile her. “There is the present ior
my Nora and if 1 had the money 'd
take it home with me; but the worndl
1 wish for are sd<w pay and out of
the fifteei dollars that's coming to
me I'll get only two tlis side 0o
Christmas.” For Nora's sake let us
hope that the wash bills he countrv
over will receive in early settlement

RICH .[man,

Number 1369

that make the difference, ex-
tended to a fellow mortal because he
is a fellow mortal, exactly as Sir
Launfal shared his crust with the
beggar at his gate on his return from
his search for the Holy GCrail. HIt]
has been said with considerable earn-
estness that the rich can never hobnob
with the poor; but the same earnest-
ness declares that there is a wide
difference between hobnobbing andi
consideration and that this is all to
be expected of the extremes. Let
the full purse pay the unpaid bhill.
Let the sealskin sack give its seat in
the street car to the faded shawl
around the baby in the tired mother’s
arms. Let the man in the automobile
take in the woman with the heav)
basket and give her a lift, at least,
toward home. “l1 hope the good wife
is getting better, Mr. Jones,” sends
Tones with a singing heart to his
work and all day long that gleam of
(Onsiderate sunshine is accomplish-
irsg its heaven-sent mission of bright-
enmg the human lite it falls upon. “It
has been a long tiresome day and
the children have been restless and
fre Excuse them tlie last hour
dnd go out or a walk and a breath
of fresh air, and the wornout gov-
erness spent the hour in the sun-
shme, blessii g the considerate moth-
er for the respite from a weariness
witich was lecoming ntolerahle.
Ibis is the consideration that the
\w>rld wants irrespective of the bank
account, irrespective of the social

and that the hare-earned wage m)w P°sition. A cheery “e00d morning,”

if e\er w I Hustreite the tdage: “He
pays twice who pavs early or words
to that effect.

The press is still talking about the
will of Air. John S. Kennedy, the
New York banker. Something like
sixty institutions were munificently
remembered by the donor, four and
a half million dollars for home and
foreign missions, being the largest
amount ever given by a single in-

vidual for this purpose; but these
millions and others which have been

' generously given in recent years

r the Carnegies and

called egg cheese,
the Rocke- from whole or skim-milk into which

a hearty “Fm sorry,” indicating a
reil interest in one another’s lives is
al  Then with each remembering
that, if there are the inconsiderate
rich, there are also the inconsiderate
poor, it will soon be seen whether
the poor old overburdened world will
not find its load lightened by the
considerate sympathy of rich and
poor alike and so jog along upon its
journey contented and satisfied.

Egg Cheese.
A Finnish cheese food is the so-
which are made

fellers, while they have a tendency pave been whipped eggs before coagu-

to mitigate the condition of the poor) ation.

and are often mentioned as proof
that money is not hostile to the lack
X it, only confirm what is readily
conceded, that the rich do consider
the poor and that the latter have
little ground for complaint in a land
dotted all over with gifts whose sole
purpose is to benefit the masses. It

not. however, to these benefactors

that the quoted sentence refers,
'hese are some of the results of the
considerate rich. They are taken

exactly for what they are, thankfully
=0; but it is the everyday con-
cerns of life, the unpretending acts
of kindness, passing from man to

This gives soft, rich and deli-
cate cheese, which taste well but have
a poor keeping quality.

Detroit—The Clough & Warren
Co. music house has reorganized and
is now incorporated with  $600,000
capital. Joseph A. Warren, for ten
years sole owner, is President; J. B.
Mclintosh, Vice-President: William
W.  Washburne, Secretary-Treasur-
er; Leo W. Essex, Auditor. These
officers and Eugene G. Hohner com-
prise the Board of Directors. The
music house was established in 1850.
The factory was moved to Adrian
about ten years ago.



Tinsel Scarves from the Land of the
Lotus Eaters.

A cursory glance at Grand Rapids
Christmas windows this year, | think,
would impress one with the idea
that stress is laid upon goods of—I
will not say inferior merit but of
average or medium merit. And it
strikes me that more of an appeal
than usual is made to the pocketbook.
Price tags appear to be used more
just now than at any time | can re-
member for a similar season. Per-
haps it is imagination on my part,
but if so it would seem that that
characteristic is shared in by others
as well, for it has been remarked
more than once in my hearing that
dealers are catering to the cost
thought for this Holiday season more
than ever in the past. Maybe this
is to get people inside, where they
will be treated to exhibitions of the
more costly merchandise carried in
stock.

* * *

The following placard — if it
meant anything—ought to have in-
duced many sales for these beautiful
feminine extravagances from the
Tropics:

Your Profit
We Lose
By Our
Unloading Prices

On

This List
of

Rich Egyptian Scarves

These tinsel scarves—the real ones
from the Land of the Lotus Eaters—
are great favorites with the ladies.
The genuine sell by weight—45 cents
per ounce—while the imitation, which
are made in France, retail at cheap
prices. The former are said to have
the metal scales clamped on by hand
work, and close optical examination

would leave no room to doubt the
statement.
The “Modest Little Model” with

the Richard Carle Company, at Pow-
ers’ Opera House last week, glided
around with an evening wrap made of
several of these long shimmering
scarves put together. They are worn
by many actresses. The stepmother
of the sweetheart of Walker White-
side in “The Melting Pot” was re-
splendent in- a magnificent sacque
fashioned of these scarves. It reach-
ed to the knees and glittered with a
million scintillations with every step
taken by the little French beauty.
There are such fascinating jewelry
sets in evidence in the men's stores
and the exclusive jewelry shops that
a most easy choice could be made.

MICHIGAN

The donor should be very -careful,
however, to exactly ascertain the
taste of the gentleman for whom she
purchases one of these sets—or any
other jewelry, for that matter—as it
is dreadful to make a mistake of this
sort.

The next card may be seen in a
prominent Grand Rapids toggery es-
tablishment:

That
Young College Fellow
Will Want
A Matched Set
Scarf Pin and Cuff Buttons
We Have
The Newest Conceits.

The following trio of placards were
to give an impression of the magni-
tude of the stores’ selections for the
Christmas trade:

If We Took
Five Newspaper Pages
of
Advertising
We Could Not Begin
To Tell You
Of the Good Things
We Have Prepared
For
The Christmas Trade

It Is Our Duty
To Inform You
That
Our Store

Is the Best in Town
To Buy Christmas Presents
It Is Your Duty
To Take Advantage of That Fact

5
Out of Every

Families
Will Want Something
From
Our Christmas Stock

The next duo of placards have to
do with the measly weather we have
been experiencing of late:

Such Free Slush
Makes Wet Feet
for
Pedestrians
Come In
And Get Dryshod
The Best and Lowest
In Town

Do You Have To
Go to Your Work Early
2

One of Our Nice Mufflers

Will
Make You Forget
'Tis Winter

TRADESMAN

fication to be gained by trading at a
store whose aim is to please its cus-
tomers with good service:

We Don’t Claim to Be
The Biggest Shoe Shop in the World
But
We Do Claim
That
None Can Give Better
Shoe Satisfaction

The following three placards deal
with people who have a good opinion
of themselves:

Buy
That Lord of High Degree
(Your Husband)
One of Our
Regal Cravats

The Thoroughbred
Who Dotes On
The Opera
Needs to Know Us Well
We Can Supply Himi
With
Everything for the Evening

The Business-Building Power
of
These Stylish Evening Clothes
Helps Us Wonderfully
They Have
a
Come-Back-Again
Value

The man who likes to be comforta-

ble and still keep an appearance of
style—and there are many such—
would be attracted inside of the
store showing this card:

We Carry
The Caps that Keep the Ears Warm

And Still Preserve
a

Dressy Look

Placing Specials.

The special sale is usually effected
with the intention of making it help
in the sale of other goods than those
sold at the reduced rate. Inasmuch
as special sale goods are sold at a
price which frequently forbids them
paying a profit on themselves, they
must be made to produce an indirect
profit. This being the case it is im-
portant that these goods be located
where they will draw attention to
other lines that are likely to sell on
sight. If the specials are placed
right by the front door where a buy-
er can come in and pick them up
and go away without seeing anything
else, they will not pull more than
their own weight. If they are placed
back in the store where the buyer
will have to pass lots of other at-
tractive goods to see the specials, to
say nothing of waiting for parcel
and change right there by a well dis-
played line of something very season-
able, they will be sure to make other
sales. The longer your customers
linger, especially if they are women,
the more goods they will buy. Of
course you do not want men hanging
around if they are liable to become
loafers, but any legitimate customer
may well be detained a little with

The card below dwells on the grati- good results.

December 15, 1909

Gifts Should Be Chosen With an Eye

To Usefulness.
Written for the Tradesman.

As Christmas creeps on apace so
do thoughts of it more and more
creep into our receptive minds.

| find that a great many of my
friends and acquaintances are con-
templating the giving of practical
presents this year—whether impelled
from their own choice or necessities
of others I am not aware.

This giving of useful gifts has
much to commend it and nothing to
condemn it.

Time was when people thought
that they had to give everybody that
they “remembered” at Christmas-
time something bordering on the
character of the fancy, but of late
years many give, at least to mem-
bers of their immediate family, pres-
ents that smack of the useful.

At this season a much nicer thing
is generally bought than at any oth-
er time of the year. Articles that
would be regarded in the light of
most unwarrantable extravagance at
any other one of the twelve months
at the Yuletide are considered as
perfectly feasible, perfectly proper;
the heart is now impelled to more
generous action than at all the rest
of the year put together.

And, really, the recipient of, say,
a fine hat or an elegant pair of
gloves, shoes or hose is much more
apt to be pleased than if the gift
were, say, an ornate inkstand that
was always in imminent danger of
tipping over or a spindly card table
that was threatened with immediate
downfall did the Kkitty’s tail but
swish against it. A long waving wil-
low plume or a pretty silk petticoat
ts a lovely gift for the young lady
of the family and a pair of elegant
shoes are not to be sneezed at.

Then there are useful things with-
out number for the house that will
be much more appreciated than fool-
ish presents. A beveled plate mirror
with artistic frame makes a much-
appreciated gift or a mahogany writ-
ing desk chair of pleasing design—if
the desk is fashioned of this same
beautiful and beloved wood.

No housewife who loves luxurious
things about her would object to a
swinging seat for the porch or a
large new hammock or a set of nice
“porch furniture” in some of the
new reeds that are impervious to the
weather. A lover of Nature is sure
to like a lot of tulip, hyacinth and
crocus bulbs to delight the eyes of
those who inspect the garden in the
spring. Or an order for a capacious
windowbox for the piazza ledge will
not fail to give joy to the receiver.

An odd something on the order of
the grotesque, a something that can
be ingeniously converted into an elec-
tric light fixture, makes an acceptable
present for the one who most does
frequent that part of the home de-
voted to a social hour—the den
charming.

Don't give gifts that are going to
prove but eyesores and torments to
the ones so unfortunate as to par-
take of such bounty, but give some-
thing that shall .make the one you
favor be glad that you are alive.

Fh. Warburton.

*

*
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New Scheme for Rapid Transit.

Rapid transit at ioo miles an hour
s the idea of August Scherl for the
future. The railway lines would be
of the single rail system. They will
be, for the most part, elevated, espe-
cially over cities, and would run in
straight lines between the most im-
portant centers of population and
commerce. These lines would con-
nect with a system of feeders, con-
structed in the same way and con-
necting the main lines with smaller
towns. A third system of lines would
bring still smaller places into com-
munication with the second, while
the smallest and most remote hamlets
would be connected with the general
system by automobile stage routes.

The trains would be operated by
electricity and would contain each
three cars. On the main lines a
speed of 125 miles an hour could be
obtained. The trains would succeed
each other at short intervals, half an
hour, perhaps, so that time tables
v/ould not be required, but the pas-
senger could start on his journey at
any half-hour of day or night. The
cars as designed are far wider than
those now in use and are provided
with every comfort. The first car has
a lunch counter, the second a general
room like a hotel. In this car are a
newspaper stand and an information
bureau.

The stations would be announced
in advance in all the cars by large
and easily legible signs, lighted by
electricity, which would warn the
traveler intending to leave at the
next station to make his way to the

MICHIGAN TRADESMAN

middle car. The rear car contains a
fine dining room with a band of mu-
sic. The train is also provided with
special rooms for reading, writing and
typewriting and with bathrooms and
dressingrooms so that the traveler
can leave the train ready for busi-
ness or society. The main lines would
cross the cities on high concrete
towers, which, if necessary, would be
situated inside the buildings.

The buildings, however, need not
be greatly depreciated because the in-
terior of the towers could be used for
elevator shafts or stair wells. Every
large city would have one immense
central station from which the main
lines would radiate in all directions;
city lines would radiate parallel with
them from same station. Scherl’s sys-
tem, it is thought, would reduce the
time of transit between various Eu-
ropean cities to between one-third
and one-half of the time now occu-
pied.

Trackless Trolleys Used in Europe.

Trackless trolleys are a European
luxury. The vehicles do not differ
much from the familiar motor omni-
bus except that they have some
means of collecting current such as u
fishing rod from the roof to the elec-
tric current supply, as in the case of
ordinary electric cars worked from
overhead cables. But while the or-
dinary electric trolley is able to let
its used up current return to earth
through the metal wheels, the rub-
ber tired trackless tram has to let
that current return by means of a
second overhead cable running par-
allel with the supply cable.

The vehicles carry twelve to thirty
passengers, seated, although others
are allowed to stand, even on the
platforms. The entrance is at the end
near the driver, who attends also to
all the duties of a conductor. The
passenger is struck with the smooth-
ness and comfort of riding. The
spring base of the truck is well ar-
ranged. The cars operate well un-
der the severest winter weather con-
ditions. The motors are twenty horse-
power and form the hubs of the back
wheels.

The current is collected from the
supply cable by means of a pair of
wheels running on the top of the
wire. A similar pair of wheels trans-
fers the used current to the return.
A weighted pendulum slung from a
frame carrying these two pairs of
wheels keeps them well pressed upon
the wires. And the current is con-
veyed to the motors, not by a “fishing
rod,” but by a pair of cables which
allow the car to pass to any part of
the road in avoiding traffic. Owing
to the comparative lightness of the
vehicle the surface of the road suf-
fers less than in the case of a service
of cars carrying their own petrol or
other engines.

This method of conveyance is
thought to offer considerable possi-
bilities as general feeders in subur-
ban or interurban districts to tram-
way systems. It is quite capable of
supplying a sufficient service for thin-
ly populated districts on a reasonably
economical basis.

No city is greater than its character
ideals.

Just as Staple as Sugar

Dandelion

Brand Butter Color is just as staple, just as steady a seller as sugar.
to-date grocers the country over say.

3

World's Highest Bridge in France.

The highest bridge in the world is
in France and has been opened re-
cently. It is the Fades Railway via-
duct, which is to carry the Paris
mainl line between Montlucan and
Clermont-Ferrand over the Sioule
gorge. The viaduct, which is situ-
ated between Saint Priest Sauret and
Aneizes-Saint Georges, rises to a
height of nearly 450 feet above the
level of the valley. French journals
state that it is some fifteen feet high-
er than the Gokteek bridge in the
Shan hill of Burma.

The new bridge is a continuous
steel girder structure and is support-
ed on two enormous rectangular piers
of masonry over 300 feet high, which
in turn rest on bases nearly seventy
feet high. The 43,000 cubic yards of
masonry upon which the bridge is
supported are founded on solid rock.
The center span between the two piers
is 470 feet long and is flanked by
two spans 380 feet in length. The
center span was built in sections
some twenty to twenty-five feet long,
which were built out, section by sec-
tion, from each pier, until the two
arms met and were joined.

The work, which was begun in
October, 1901, and has cost $300,000,
was delayed by the subsidence of the
rock foundation of one of the abut-
ments, the designs of which had ul-
timately to be modified. This modi-
fication delayed work on the super-
structure for several years. No lives
have been lost during the construc-
tion.

That’s what up-

And it pays them big, dependable profits, too, for most of the buttermakers in the country more
than 9090 of them, in fact— won'’t use any butter color but Dandelion Brand.

Buttermakers like the rich, tempting color Dandelion Brand imparts.
doesn’t sour or turn rancid.

the year 'round— clear to the last drop.

Other grocers are getting profits from Dandelion Brand Butter Color.

customers want it, too.

Dandelion Brand Butter Color Is
Endorsed by All Authorities

Dandelion Brand

Purely

Dandelion Brand

Why aren t you?

And then, Dandelion Brand
It never affects the taste or the keeping qualities of butter, and it s the same

Your

Is the Safe and

Sure Vegetable Butter Color

Butter Color

Vegetable

We guarantee that Dandelion Brand Butter Color is purely vegetable and that the use of same for coloring butter is
permitted under all food laws—State and National.

WELLS & RICHARDSON CO.

Manufacturers of Dandelion Brand Butter Color

Burlington, Vermont



Movements of Merchants.

Riggsville—H. T. Myers has open-
ed a grocery store here.

Litchfield—Fred Spooner succeeds
J. B. Hadley & Co. in the harness
business.

Cedar Springs—F. W. VanAnt-
wert, of Dowagiac, has opened a ci-
gar factory here.

Alma — George Hodgkinson has
sold his interest in the Alma City Ice
Co. to J. W. Miller.

St. Johns—Ward & Holton, deal-
ers in groceries, have dissolved part-
nership, H. W. Holton retiring.

Grant—*W. G. Van Wickle, recent-
ly of Edmore, has engaged in the
grocery and meat business here.

Lyons—T. U. Hawley has sold his
stock of general merchandise to B.
Grove, who will continue the busi-
ness.

Eureka—Bristol & Jeffries have
sold their cheese factory to Clover-
dale & Deer, who will continue the
business.

Benton Harbor — Charles Antes
has sold his stock of groceries to
Harry Palmer, who will continue the
business.

Baroda— William Snyder has sold
his stock of groceries to William
Feather, who will continue the busi-
ness at its present location.

Traverse City—Joseph Sleder &
Son have purchased the meat market
at 627 West Front street and will
consolidate it with their own.

Hillsdale— Henry Katzenmeyer has
purchased the stock and fixtures of
the Gardner Hardware Co. and will
consolidate them with his own.

Eaton Rapids—Carle Green and
Homer Myers have formed a copart-
nership and will engage in the con-
fectionery and baked goods business
here.

Shelby—Samuel Morse will en-
gage in the hardware business Jan.
1. He has been connected with the
Rankin Hardware Co. for a number
of years.

Snfield—Robert Berell has sold
his interest in the grocery business
of W. J. Allen & Co. to Jesse Nor-
ris. The firm will be known as Allen.
& Norris.

Lowell—Ed. Kniffin and Charles
Fielding, of Detroit, have located
here and will conduct the produce
business under the firm name of
Fielding & Kniffin.

Morenci—G. H. Miller has pur-
chased the interest of his father, F.
A. Miller, in the implement business
of Miller & Son and will continue the
business under his own name.

Owosso— Lewis McCarty, for sev-
en years in the employ of A. D.
Beardsley, the East Oliver street gro-
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cer, has purchased the grocery stock

of E. H. Babcock, of West Main
street.
Saginaw—Archie Hill, an experi-

enced watchmaker and optician, and
G. V. Chandler have formed a co-
partnership and engaged .in the jew-
elry and optical business at 115 South
Franklin street.

Detroit—Janisse & Co. have incor-
porated to engage in the general mil-
linery business, with an authorized
capital stock of $10000, of which
$5,000 has been subscribed, $3,000 be-
ing paid in in cash and $2,000 in prop-
erty.

Riverdale—Van Alstine Bros, have
taken a partner in the person of

Thomas Rogers, of Bay City. The
new firm, which will be known as
Van Alstine & Co., will conduct a

department store, having recently
added lines of dry goods, shoes and
groceries.

Detroit— Frederick Stearns & Co.,
pharmacists at Jefferson and Belle-
vue avenues, are preparing to add
one story to the east side of the
present plant. With an eye to still
further extensions in the more distant
future the company has purchased a
number of lots to the north of the
present factory site.

Saginaw—At a meeting of the lo-
cal Board of Trade it was decided to
use all influence to bring about the
proposed extension of the Pere Mar-
quette Railroad between Leota and
Stratford on the Petoskey branch.
The new line will open a large new
territory, a goodly share of the prod-
ucts of which will find a market in
this city.

Cheboygan — August Champagne,
assigned his grocery stock Monday
to Alva W. Harpster in favor of his
creditors. Tuesday George E. Frost
for the Holmes-Kelsey Grocery Co.,
of Alpena, and the Smart & Fox Co.,
of Saginaw, placed an attachment on
his stock, which is now in possession
of Sheriff Clute. Frank DeGowin
and John W. MclLeod were appoint-
ed appraisers and are now busy tak-
ing inventory of the stock.

Detroit—The Western Trading &
Household Supply Co. has gone into
bankruptcy. Many women probably
will rue their dealings with the or-
ganisation. The present situation is
precipitated by the petition of three,
creditors, the Pittsburg Lamp &
Glass Co. and D. L. Conroy Furni-
ture Co., of Shelbyville, Ind., and
Fenske Bros., of Chicago. Claims
amount to $670.39 and the supply

were purchased direct from the com-
pany, for cash, and when a certain
number had been accumulated in a
little book the purchaser was sup-
posed to get a piece of furniture.
Many complaints were made to the
police and prosecutor and to Sergeant
Hicks, who handles such matters foi
the Mayor, but no way was found,
under the law, to prevent such a
method of business. The chief com-
plaint was that the furniture was not
as good as the purchaser was led to
believe.

Manufacturing Matters.

Hudson—The Hardie Manufactur-
ing Co. has increased its capital stock
from $55,000 to $80,000.

Hastings—The Hastings Cabinet
Co. has increased its capital stock
from $30,000 to $60,000.

Kalamazoo—The Oscar Felt '& Pa-
per Co. has changed its name to the
Michigan Box Board Co.

Detroit—The Detroit Architectural
Iron Works Co. has increased its cap-
ital stock from $10,000 to $15,000.

Detroit — The Hargreaves Manu-
facturing Co. has increased its capi-
tal stock from $150,000 to $200,000.

Baraga—The mill of the Nester
Lumber Co. turned out 15,000,000 feet
of lumber before it closed for the
season.

Alanson—The Alanson Creamery
Co. has engaged in business, with an
authorized capital stock of $5,000, of
which $4,350 has been subscribed and
paid in in property.

Detroit—The Detroit Body Co. has
engaged in business, with an author-
ized capital stock of $20,000, all of
which has been subscribed, $15,237 be-
ing paid in in cash and $4,763 in prop-
erty.

Chassell—The Worcester Lumber
Co. plans an extensive logging cam-
paign in Houghton county along the
line of the new Houghton, Chassell &
South Shore Railroad, which will take
care of a big logging business this
winter.

Eau Claire—The Eau Claire Bas-
ket Co. has been incorporated to man-
ufacture and sell baskets, boxes and
fruit packages, etc., with an author-
ized capital stock of $ro,000, all of
which has been subscribed and paid
in in cash.

Detroit—A new company has been
organized under the style of the
Hubbell Chemical Co., with an au-
thorized capital stock of $25000, of
which $13,030 has been subscribed,
$530 being paid in in cash and $12,500
in property.

Flint—One of the oldest planing
mill plants in the State is being torn
down to make room for progress. It
was built in 1855 by Thomas Newall.
Later it was operated by the Randall
Lumber Co. It has changed hands
several times since.

Saginaw—A new company has been
organized under the style of the Op-
portunity Manufacturing Co. for the
purpose of manufacturing furniture,
with an authorized capital stock of

0,000, of which $5,000 has been sub-

$l
company, consisting of Albert Pallaklg rined and $1.000 paid in in cash.

and Charles and Lewis Himelstein,
admit inability to pay. It was a
trading stamp scheme. The stamps

Port Huron—The Whisler Manu-
facturing Co. has been incorporated
to manufacture and sell Whisler mag-
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nets and other devices, with an au-
thorized capital stock of $100,000 of
which $0,000 has been subscribed,
$6,500 being paid in in cash and
$3,500 in property.

Detroit—A new company has been
organized under the style of the
Builders Specialty Co. for the pur-
pose of building and manufacturing
building brackets, builders’ tools, etc.,
with an authorized capital stock of
$15,000, of which $8,000 has been sub-
scribed and paid in in property.

Lowell—Lee H. Smith has pur-
chased the interest of his partner,
Ray L. Cornell, in the Smith-Cornell
Co. Mr. Smith will increase the ca-
pacity of the factory next season by
the installation of new and up-to-date
machinery. He will make a specialty
of crates and produce packages. He
will also manufacture boxes.

Millersburg — The Michigan Man-
ufacturing & Lumber Co., of Holly,
will do an extensive business in the
counties north of Alpena this win-
ter. A. J. Fortier, of this place, is the
representative of the company in that
section. He has just bought 500,000
feet to be cut on the Ocqueoc by
Peters Bros., whose portable mill will
be shipped to Holly. He has estab-
lished a yard here, where stock will
be assembled.

Flint—The Buick Motor Co. has
just completed a water works system
of its own at a cost of half a mil-
lion dollars. It will not alone serve
the auto plants, but will also be used
by all the allied industries in the
north end of the city, wh, re ftie ma-
jority of the factories are located.
The source of the supply is the Flint
River. The Buick company next Mon-
day will start a big shipment of autos
from here for Dallas, Texas. Forty-
eight cars will be used to carry 120
machines.

Detroit—At the annual meeting of
the Acme White Lead & Color
Works the regular quarterly divi-
dend of 2 per cent, and the expected
extra dividend of 2 per cent, were de-
clared. It was announced after the
meeting that the net gain in sur-
plus in the past year was $437,136.95.
There was a gain of 28 per cent, in
sales over 1908 and 1910 is looked
forward to as the banner year in the
company’s history. The total assets
are now $3»760>08333. The common
stock is $2,000,000, preferred $750,000
and surplus $528,778.66.

Detroit—That the Cone Gas En-
gine Co., now in bankruptcy, was
organized largely on wind would ap-
pear from the testimony in Judge
Murfin's court, where Harry M. Lau,
trustee, is seeking to force stock-
holders to pay assessments for the
liabilities. The company was organ-
ized by W. H. Cone, inventor; John
L. Murphy and Frederick S. Evans,
the last two being of AVindsor.
Cone s patents, it was shown, were
capitalized at $15000. He drew out
$i»393> Murphy and Evans gave de-
mend™ notes for $5000 each. Murphy-
paid in $2900 and drew out $817 and
Evans put in $1,850 and drew out
$794- The company drew $4,286 in
advance on machinery which was
sold but not delivered.



4

£'A

I>»

v +#

December 15, 1909

The Grocery Market.
Sugar—No change from last week.
Tea—The present demand for Ja-

pans is moderate and holiday quiet-
ness prevails, with prices remaining
steady, especially on medium and
low grades, due to light spot sup-
plies. The market being well sup-

plied with high grades the present
demand runs almost entirely to me-
dium and low grades with advances,
which advances will hold, and with
prospects of still higher prices after
next month. The 1909 imports of
British grown tea (principally India
and Ceylon) will exceed the imports
from China, which is unusual. For-
mosas are becoming scarce, with pric-
es correspondingly high.

Coffee—The demand for actual Rio
and Santos has been quiet and prices
have remained unchanged. Mild cof-
fees have shown some little activity,
but are ruling on a relatively low
basis. Java and Mocha are quiet and
unchanged.

Canned Goods— Tomatoes show no
change in price and are in fair de-
mand. The supply is as heavy as
the demand as yet. String beans are
moving slowly, while the price re-
mains the same as last week. Peas
are causing some attention, as some
grades wanted by the wholesaler are
hard to find and prices are being firm-
ly held. Spinach, sweet potatoes and
pumpkin are in fair demand and the
present prices are considered low.
Corn is in good demand, but the sup-
ply is short in nearly all grades,
which may cause higher prices lat-
er. The market in canned fruit is
about the same as last week, al-
though prices are very firm on all
lines. The demand has continued
very good, especially for apricots and
peaches. Reports from California
say that business is very light at
present, but stocks are not being
urged and the general tone of the
market is firm. There is a steady de-
mand for all grades of salmon, while
the stocks are light here and on the
Coast. One canner states that the
retail merchants do not seem to ap-
preciate the conditions existing on
fancy salmon of all grades and par-,
ticularly on Alaska red. It is al-
most impossible to buy any Alaska
red salmon from first hands at any
price. There is a better demand for
pink salmon now than for some time,
caused by the scarcity of red. The
price advanced 10c per dozen this
week on pink salmon. The demand
for other canned fish is light.

Dried Fruits—Apples are weaker,
due to increased demand. Citron, figs
and dates are unchanged and in fair
demand. Fard dates are temporarily
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scarce. Orange peel seems about clean-
ed up. Prunes are unchanged and in
fair demand. Peaches are temporari-
ly quiet, although firm. Apricots are
quiet but steady as to price. Raisins
are unsettled and soft and prices
show no improvement.

Rice—The supply is good except in
fancy Jap, which is showing a scarci-
ty. Advices from the South are the
same as last week, stating that the
mills continue to close down on ac-
count of the high price being asked
for rough rice. But December will
decide whether the millers or grow-
ers win.

Cheese—The market is very firm,
although no change in prices has oc-
curred. The production at the pres-
ent time is said to be less than the
consumption and the storage supply
not being very heavy a continued firm
market is looked for.

Syrup and Molasses —e Glucose
shows no change for the week. Com-
pound syrup is fairly active at un-
changed prices. Sugar syrup is dull
but firm. Molasses shows no change,
good grades being scarce and high.

Provisions — Smoked meats are
firm and unchanged. Pure lard is
firm at Wc advance. Compound is
firm at unchanged prices; barreled
pork and dried beef are firm at un-
changed prices.

Fish— Cod, hake and haddock are

in fair demand for the season at
about steady prices. Salmon is quiet
and shows no further change, al-

though red Alaska, as previously re-
ported, is firm through scarcity. Do-
mestic sardines are steady and un-
changed. The demand from first
hands is exceedingly small. Import-
ed sardines are ruling on a lower bas-
is than for many seasons, due to bet-
ter catch, but the demand is light.
The market for mackerel shows no
change, the demand being light and
prices being about maintained. There
will be little trade in mackerel until
after the holidays.

The W. G. Custin Ciga.r Co. has
been incorporated to engage in the
manufacture, buying and selling of
cigars, tobacco, pipes, etc., with an
authorized capital stock of $10,000,
all of which has been subscribed and
$S,000 paid in in cash.

Dr. Chas. S. Hazeltine, President
of the Hazeltine & Perkins Drug Co.,
sails from Japan on the Siberia Dec.
28 and is due to arrive in Grand Rap-
ids Jan. 19. Mrs. Hazeltine will not
return until May.

Ignorance is the weakest protection
possible to innocence.

The Produce Market.

Apples—$3@3.25 per hbl.
winter varieties.

Beets—$1.25 per bbl.

Butter—There is a very active mar-
ket on all grades of butter. The re-
ceipts of all grades are about normal
for the season. The market shows
an advance of ic per pound over one
week ago. We look for a continued
good market for the coming week.
Local dealers hold factory creamery
at 3314 for tubs and 34idc for prints;
dairy ranges from 22@23c for pack-
ing stock to 27c for No. 1; process,
27@28c; oleo, n@20c.

Cabbage—50c per doz.

Carrots—$1.25 per bbl.

Celery—$1 per box.

Christmas Greens— Holly, $4.50 per
crate; wreaths, $225 per doz. for
double and $135 for single; ever-
green coil, $L.

Cranberries—$6 for
$6.50 for Late Howes.

Cucumbers— Hot house, $1 per doz.

Eggs— Fresh eggs are beginning
to come in and it is thought there
will be a gradual increase in re-
ceipts from now. Local dealers pay
28d?30c per doz., holding candled at
32c and slickers at 33c.

Egg Plant—$150 per doz.

Grape Fruit—Florida is steady at
$3-75 per box for 54s and 64s and
$3.50 for 80s and 90s.

Grapes— $5@6 per keg for Malagas.

Honey— 15c per Ib. for white clover
and 12c for dark.

Horseradish Roots—$6.50 per bbl.
for Missouri.

Lemons—The market is steady on
the basis of $4.25(0)5 per box for both
Messinas and Californias.

Lettuce—Hot house leaf, 10c per
Ib.; head (Southern stock), $2 per
hamper.

Onions— Home grown, 75c per bu.;
Spanish are in fair demand at $1.50
per crate.

Oranges-—Navels, $3(0)340; Flori-
das, $275(0)3 per box for 150s and
176s.

Potatoes—The market is steady on
the basis of 24@25c at the principal
buying points in Northern Michigan.

Poultry— Paying prices are as fol-
lows: Fowls, io@xic for live and 12
@130 for dressed; springs, ii@l2c
for live and I13@i4c for dressed;
ducks, 9@ioc for live and 13@i4c for
dressed; turkeys, 14(0)150 for live and
17@i8c for dressed.

Squash—ic per Ib. for Hubbard.

Sweet Potatoes—$3.50 per bbl. for
genuine Kkiln dried Jersey.

Turnips—50c per bu.

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

for all

Jerseys and

The Drug Market.
Opium—Is slightly lower, on ac-
count of lack of demand.
Morphine—Is unchanged.
Quinine—Is very firm and tending
higher.
Cantharides— Are
likely to advance.
Cocoa Butter—Is weak and
clining.
Cod Liver Oil—Has advanced.
Haarlem Oil—Custom authorities
have allowed the entry of Haarlem

very firm and

de-

ft

oil manufactured outside of the city
of Haarlem. Prices have declined.
Menthol—Is higher.

Sassafras Bark—Is in small supply
and advancing.

Wild Cherry Bark—Is tending
higher.
Cubeb Berries—Have again ad-
vanced.

Juniper Berries—Are advancing.

Oil Wormwood—Is very firm.

American Saffron—Is very firm at
the advance.

Gum Asafoetida—Is very scarce
and is still advancing.

Short Buchu Leaves—Are very
firm.

Flaxseed and Linseed Oil—Have
both advanced.

Change in Business at Berlamont.
Bloomingdale, Dec. 14—We have
bought out the Fox Farm Produce
Co. at Berlamont, which had just put
in a brand new stock of general mer-
chandise. The business is run under
the name of F. S. Merrifield & Son.
The writer’s son, Harry M., has mov-
ed there and will run it. I will re-
main here, my old home, where | run
my big summer hotel at Eagle Lake.

F. S. Merrifield.

Where They Belonged.
Guest (indignantly)—1 haven't got
enough clothes on my bed.
Proprietor (equally so)—You are
not supposed to put them there.
Don’t you know what the hall-tree is
for?

Hillsdale—The sale of the Alamo
grocery to Park Adams and Clifford
Crisp constitutes the second impor-
tant business change during the past
week. Mr. Spencer bought the busi-
ness about a year ago of Mrs. Mar-
garet Duff and had greatly enlarged
the stock and remodeled the quar-
ters. Mr. Spencer began his career
in the grocery business as clerk in
the Bankers' store eight years ago.
Three years ago he entered the em-
ploy of the Hillsdale Grocery Co.,
with whom he remained until he took
charge of the business he just sold.
Park Adams entered the employ of
C. Fl. Sayles two and one-half years
ago, and when the Sayles grocery
was sold remained with it. Clifford
Crisp was employed by Hiller &
Beers for five years until two months
ago, when he entered the employ of
C. E. Sayles.

Goodspeed Bros, have purchased
of Mrs. G. R. Mayhew all of the
capital stock of the G. R. Mayhew
Shoe Co., which carries with it the
ownership of the shoe stock at 67
Monroe street. The purchasers will
continue the business at the same lo-
cation under the same corporate
style.

Guy W. Rouse, H. T. Stanton, R.
J. Prendergast and H. U. Biggar
spent yesterday in Petoskey as the
guests of the Petoskey Grocery Co.

The San Juan Timber Co. has in-
creased its capital stock from $1,000
to $300,000.

Your size in Heaven will not de-
pend on your sighs here.
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A FEW REASONS

Why the Average Health Officer Is
Unhappy.
Written for the Tradesman.

There is, apparently, an inclination,
a very natural tendency perhaps, in
all large communities, to overlook all
other possible causes of contagious
disease and jump upon the local
board of health, as represented by
the health officer, for neglect of duty

Beyond question every health offi-
cer nurtures an intense desire to
make a commendable record while
holding that position; also it can not
successfully ;be /contradicted that
every health officer who goes into
office does so knowing that a certain
percentage of his local associates in
the practice of medicine and surgery
hold to the opinion that he is en-
tirely incompetent to hold the office.

Talk about the jealousy of musi-
cians, painter-artists and actors, it is
child’s play by the side of the self-
anxiety between the doctors, and the
health board phase of this fact pro-
vides the most striking exhibit as to
its force and persistence. With each
faction loyally backed by its re
spective patients the opposition to
the health officer, whoever he may
be, develops important proportions

And it is not alone *“schools” in
medicine that lend vitality to such
1opposition, because, shameful as it is
politics is permitted too frequently
to play a strong hand in the game
Then comes the purely personal or
social factor.

A physician who has this or that

family in charge and who has, at
various times, attended all members
of the family from grandparents

down to the most recent grandchild
is summoned to “look at” some
member of the household. He an
swers the call and, influenced largely
by the attitude of the family, declares
as to the ailment if there is one
and sometimes whether there is or
not.

It is the “attitude” of the family
that tells, and that aspect embodies,
to a very large extent, the purely
material side of the situation. The
family is wealthy or maybe it is only
well-to-do or, indeed, it may be just
able to get along. At all events, it
is a group which, by virtue of its
surroundings, its standard of culture,
its degree of intelligence, and so on,
prompts the doctor to delight in fav-
oring the family. He hesitates at
separating a hustling business man
from the enjoyment of his home cir-
cle, and yet it is impossible to per-
mit him to go to and fro between
his home and his business with a
case of scarlet fever or typhoid fever
or diphtheria in his house, and so it
isn't this, that or the other disease.

Then, too, the delightful social re-
lations between the mistress of the
house and her many lady friends can
not be interrupted by the presence of
a quarantine card and, inspector, and,
finally, it's a shame to post a horrible
red card on the front of such a great
and handsome residence!

The obstructive conditions operate
both ways: If the attending physi-
cion overcomes all sentimental con-
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siderations and says point blank, “It
is scarlet fever and I must quarantine
you and your house,” and if the red
card goes up there is too often a
quiet satisfaction, on the part of
those who are isolated,, in slyly “put-
ting one over” on the health board
by sneaking out through a side door-
way, a back doorway, a basement
doorway or even a secluded window
opening.

All of these and other practices
equally harmful are continually con-
fronting the average health officer,
so that, after all and reduced to its
last analysis, the proper and success-
ful administration of a public health
department rests chiefly upon the
spirit of good citizenship possessed
and lived up to by the citizens as an
entity.

“Things would be different,” says
some one, “if our health laws were
enforced and if the penalties for fail-
ure to observe those laws were ex-
acted to the letter.”

True. We have a wealth of health
regulations, each one with a penalty
clause; but then comes the matter of
making complaints, which is followed
by providing the evidence necessary
to convict.

Just here we find that the average
neighbor, unless he has a personal
grudge to satisfy, dislikes to assume
the role of complainant; but if he
does complain and the matter is
prosecuted he then learns that the
defense has all sorts of evidence—
from opposing physicians and from
others influential in finance, com-
merce and politics—to disprove the
assertions he presents.

How and why is such contradictory
testimony given? Because there are
physicians—good ones, too—who dif-
fer as to the character of disease and
as to methods of treatment; because
even the doctors themselves can not
differentiate to a nicety as to the re-
spective identities of contagious and
infectious  diseases; because good
men and neighbors are willing to
stretch a point now and then to help
other good men and neighbors, and
because politics can and frequently
does develop any kind of evidence to
suit any sort of condition—because,
in short, civic righteousness is not
nearly so patent and ever present a
factor in our everyday relations with
each other as is suggested by the fre
quent bloviations of self-seeking par-
lor reformers.

Only Complete Treatise on Spices
Ever Published.

An old-time traveling salesman,
who formerly visited” Grand Rapids
regularly, has produced a book which
is declared to be alone of its kind
in the world. It is a book about
spices. This is a subject of a great
deal of interest to the human race,
and one might think that there
would be a great amount of printed
matter concerning it. But a glance
at a bibliography will correct such a
view, and the author says that the
topic has never before been written
upon, except meagerly. He has a
wide experience with spices, cover-
ing many years, and so he had the
courage to gather into a book what

he knows of spices, whence they
come and how to know them and
how to detect adulterations. “If |
create a desire,” says he, “among the
retail dealers in spices to know the
goods better and to sell only those
which are pure and wholesome |
shall feel that my work has not been
a failure.”

The author of this book is W. M.
Gibbs, of Dunkirk, and his work ap-
pears in a handsome volume of near
ly 200 pages, entitled Spices and How
to Know Them. There are eleven
inserted plates in colors, showing
spice plants, blossoms and fruit; 21
halftone  reproductions of micro-
photographs and views illustrating
the spice countries and industry; and
three maps. As might be suposed,
Mr. Gibbs gathered this material
only at the expense of long labor
and perseverance.

Spices and How to Know Them is
an entertaining book, as well as an
instructive one. There is romance
about spices and the book tells about
interesting countries and picturesque
methods of growing and marketing
spices. Perhaps it would be pos-
sible to write about spices in a dry
fashion; but Mr. Gibbs has dealt
with the subject in a different way.
The book will entertain the general
reader as well as instruct the trades-
man.

The practical purpose of the auth-
or is shown in the two chapters
which follow an introductory one on
the early history of spices. These
two chapters deal with adulterations
in spices, and how to detect such
adulterations. Mr. Gibbs takes up
each adulterating substance separate-
ly, and gives directions for detecting
it Nearly 25 pages are devoted to
this subject, and the text is helped
by illustrations and figures.

The ordinary reader will be inter-
ested in this matter, of course, but
he will find pleasanter entertainment
in the chapters that follow. These
take up each of the spices in turn__
black pepper, white pepper, long pep-
per, capsicum or Cayenne, pimento
or allspice, cinnamon and cassia
cloves, ginger, nutmegs, mace and
mustard. They tell whence we ob-
tain these commodities, how the na-
tives of far-away countries grow
them and how they reach the market.
Mr. Gibbs has made, in his book, an
addition to the romance of com-
merce. He has dug into literature
for early mention of spices and de-
scriptions of their use among vari-
ous nations. If we could grow spices
in this climate, the book would tell
us how to go ahead. But, even if we
can not, it gives a new flavor to the
spices to know the story of how we
obtain them from Tropical lands and
what was their history before they
reached us.

One thing that will surprise the
reader is the evidence that the book
gives of the importance of the spice
trade. It is estimated, says Mr.
Gibbs, that the world’s production of
true cinnamon “does not exceed
400,000,000 pounds.” London has an
annual import of from 400,000 *to
800,000 pounds of nutmegs. Here are
merely two commodities, yet note
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the amount to which they figure in
commerce!

Another interesting thing is the
variety of uses which spices find.
Mr. Gibbs has delved widely into
this subject and has accumulated an
astonishing mass of information.

At the end of his book is a chap-
ter on the sweet and aromatic herbs
used for culinary purposes.

Spices and How to Know Them is

published by the author, W. M.
Gibbs, at No. 643 Central avenue,
Dunkirk.

A Fly Suggestion.

“l was reading somewhere the oth-
er day,” said an advertising man.
“something about getting rid of the
flies that infest us and the writer said
that sanitary advertising should be
resorted to. By sanitary advertising
| suppose he meant posting up no-
tices all over, calling the general pub-
lic’'s attention to the danger of flies
and asking everybody to do what
they could to keep the flies out of
their houses, kill all the living ones
they could and remove their breed-
ing places. Even if the musca domes-
tica, otherwise the common house-
fly, wasn't a menace to public health
by its nasty manner of carrying in-
fections of all kinds, it is a con-
founded nuisance that should be
abated; the insect buttinski that
should be obliterated. Most of us
ave not discovered wherein it has
specifically worked us any harm per-
sonally, but all of us know what an
infernal pest it can be and is, on all
occasions, public and private. There
s absolutely no excuse for its exist-
ence that any of us can see and a
million why it should be put out of
the way—all of them annoyingly ap-
parent. Unanimous aid should be
given to every means adopted by any
and all sorts of societies, associations
and so forth which are seeking to
wipe it off the face of the earth.

“The writer especially noted that
business men through the country
should get together to make their
towns flyless and, heartily endorsing
his views, | am about to promulgate
a scheme that will do the work to
a very considerable extent and at no
cost to the great mass of the fly-

bitten public: As you know, fly
screens are in very general use in
doors and windows and elsewhere. In

all of the smaller towns as well as
in cities they prevail, but a great
many people do not use them be-
cause they can not afford them. Now,
to make them of universal applica-
tion, within reach of the poorest,
that is to say, | purpose to get adver-
tisers in country towns all over this
broad land to place short and catchy
advertisements on fly screens and
pass them around among the people,
free, as they do other advertising.”
W. J. Lampton.

A hoe is the best prayer against
weeds.

THE LATEST CRAZE
SAWYER’S BO-PEEP PUZZLE

AV & d'Bryétal Bl the 1R IRE
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THE CORSET GIRL.

She Discusses the Subject of Wom-
en’'s Foibles.
Written for the Tradesman.

“Are you selling many corsets for
Christmas presents this year?” | ask-
ed a pleasant faced clerk in that par-
ticular department.

“Yes,” she answered, and her tone
cf voice did not belie the expression
in her eyes, “yes, you would certain-
ly be surprised were | to show you
my list of customers who are receiv-
ing already, as one of their Christ-
mas presents, a fine pair of corsets.
Of course, those sold for gifts are
not all of the more expensive grades,
but the models ordered, as a rule, are
much better than the sort selected by
these buyers at other times of the
year. Naturally, people giving a
present of any kind will unloosen
their pursestrings with a more gener-
ous hand at such a season than oth-
erwise.

“Corsets,” continued the agreeable
saleswoman, “although certainly the
most important part of a lady’'s ap-
parel, are something that the average
woman begrudges paying out money
for. They are the foundation of a
well-fitting gown and there is really
no other article of wearing apparel
for which a woman should more will-
ingly part with her money. Dressmak-
ers are becoming more and more
strenuous in the matter of correct
corsets and will no longer fit a gar-
ment over a corset that is not to be
worn with it. This is as it should
be; anybody’s common sense ought
to teach that fact. Ladies who are
rich enough to afford it have six or
more new pairs of corsets constantly
on hand, always wearing with a frock
the one over which it was fitted.
Corsets, like shoes, last a great deal
longer if they are not worn all the
time, but are accorded a frequent
rest.

“Corsets cost a lot?”

“l should say that they do,” admit-
ted the corset lady, “but there is
nothing in the way of feminine ap-
parel that gives such satisfaction.
Why, put a woman in a corset that is
properly fitted, plus a beautiful silk
petticoat, and she is ready to face—
well, the devil and all his angels, I
had almost said. Anyway she feels
a degree of composure which enables
her to go through the greatest of dif-
ficulties.

“Now isn't that a perfect dream of
a corset?” and the good-natured
clerk spread out a white silk one all
embroidered with tiny pink roses.

It was, as she said, a beauty.

Then others were displayed for my
benefit, each one seemingly handsom-
er than the others. Some were of the
finest batiste, which has greater pow-
ers of* endurance than has silk, and
were almost as pretty. One buff
brocaded silk corset had large white
chrysanthemums all over it. A pink
silk corset had white daisies with yel-
low centers, while a pale blue silk
corset had tiny water lilies at regu-
lar intervals. One red silk corset
had little black geometrical figures—
triangles—for its adornment, while
another was ornamented with small
yellow tulips. Many varieties of

MICHIGAN TRADESMAN

flowers were represented in the em-
bellishment of these Christmas cor-
sets and the prices mounted to the
twenty, thirty, forty, fifty and sixty
dollar marks.

“Do many indulge in these most ex-
pensive corsets?” | questioned.

“You would be amazed were | to
tell the names of the women who in-
variably purchase some of my most
expensive models. They don’t seem
to count the cost when selecting them.
To suit their taste and get a fine fit
appear to be all they think of in order-
ing goods from my stock. And they
are women whom you would not pick
out as extravagant persons, either—
women of  apparently restricted
means. | may say that they are al-
ways women who are the fortunate
possessor of a figure to be proud of,
and they are well aware that an ex-
pensive corset adds attractions. Some
of my regular customers have a cor-
set to match every gown.

“My best-fitting corsets are costly,
even in the plain stuffs; a good coutil
corset costs the customer a pretty
penny without any furbelows other
than a nice band of embroidery fin-
ishing the top.

“As a contrast to this seeming
wastefulness on the part of some in
what would be considered moderate
circumstances there are others whom,
judging from the style of living they
exhibit, one would regard as very
wealthy, and these women will kick
on the price of even a $2 corset and
depart with having selected one pric-
ed at the paltry—paltry for a cor-
set—sum of $i! Think of it—why, it's
almost unbelievable.

“‘l never have my corset cost more
than a dollar,” recently asserted one
of our richest of widows.

“A glance at her figure by the most
casual observer would have proved
her assertion. For a rich woman she
had a most miserable shape.

“A woman may have easily any sort
of shape she desires,” decisively stat-
ed the corset clerk, “and why any
woman with means at her command
would prefer to keep her money and
go around looking like a slab of wood
or the side of a house is beyond my
comprehension.

“Nowadays if the clerk knows her
business she can greatly improve any
woman who presents herself to be
fitted. The stout one can be made
to look much less so, while the
straight - as - a - board - all - the -
way - up sort can, with a correct cor-
set and some judicious padding, be
made very presentable, and only God,
her dressmaker and the corset clerk
who metamorphosed her know the se-
cret of her successful appearance.

“l have funny times fitting corsets,
as does every one in my situation.
The women who have to partially dis-
robe, if for the first time in my pres-
ence, always begin by deprecating the
condition of their underclothes and
their shape—always in this order. As
a matter of fact, | am so used to
fitting corsets that | pay no attention
to underwear other than to ask if
‘those are the garments they intend
to wear with this corset.” If they are
not, then | have to make allowances
in adjusting a model.

“I've had women come to me who
were a fright, as regarded their fig-
ure, and when they left my fitting
room they walked like a queen.

“l well recollect one woman who
was especially hard to fit. She had
carried herself incorrectly, and had

worn an improper corset for so long
that she was entirely out of shape.
She had got what | call ‘all squabbly.’
Her flesh stuck out where it ought
not and where she should be plump
she was hollow. | had much difficul-
ty in getting her flesh into the right
place, but, finally, when 1| had tried
six corsets on her | had the satisfac-
tion of seeing her leave the shop with
head erect, shoulders back, chest out,
abdomen in, as the physical culturists
describe a correct carriage. Her poise
was simply beyond criticism—and |
had nearly despaired of bringing her
‘out of it" when | began on the ‘mak-
ing over’ process.

“Fat and thin ones?

“Well, I much prefer to get a fat
woman ‘where she belongs’ than to
start on a skinny person. The lat-
ter | have much more bother with, for
with them | have to pad and pad until
there isn’'t much of the upper part of
their antomy but what has a false
cushion applied. | have to be so
careful not to have the lank ones
look too voluptuous in spots and too
cadaverous in others. With a plump
body | can so distribute her enbon-
point that | preserve the right propor-
tions. A woman well proportioned
looks fine even if she is a trifle too
large.

“Flatter them?

“Oh, yes, | have to kiss the blar-
ney stone so often that | wear it
away,” laughed the clerk. “Most wom-
en, you know, are ‘struck on their
shape'—that is, if they have the ghost
of one to be ‘struck’ on—and of
course | have to recognize this hu-
man frailty and cater to it. The ‘walk-
ing skeletons’ have nothing to make
them an object of envy and these |
have to ‘taffy up’ along another line
entirely. 1 call them ‘slender’ and
graceful,” and they like that—it flat-
ters their vanity to be ‘not one of
those fat ones.” Oh, | keep all kinds
of cajolery bottled up and bring out
the right tonic every time; | make
no mistakes in this direction. You
see, having dealt with women for so
long, I know all their foibles. I know
just how to manage them,” and a
laugh closed the interview which T
had sought concerning the subject of
Christmas corsets, but which had
been drifted from somewhat.

H. E. R S

A Pessimistic View.

Among the patients in a certain
hospital of Harrisburg there was re-
cently one disposed to take a dark
view of his chances for recovery.

“Cheer up, old man!” admonished
the youthful medico attached to the
ward wherein the patient lay. “Your
symptoms are identical with those of
my own case four years ago. | was
just as sick as you are. Look at me
now!”

The patient ran his eyes over the
physician’s stalwart frame. “What
doctor did you have?” he finally ask-
ed, feebly.

What Other Cities Are Doing.
Written for the Tradesman.

Des Moines plans to open a pub-
licity campaign in the national mag-
azines early the coming year. It has
a population of 103,962, according to
the new city directory, or a gain of
3.247 in the past year.

The city of Knoxville, Tenn., under
direction of its Commercial Club, has
been running full page advertise-
ments in a number of newspapers,
both North and South, and claims as
a result that many people have been
drawn to that city, while more than
a thousand letters were received from
persons who may later make that
city their home. Publicity measures
even more far-reaching and expensive
than these are contemplated for the
coming year.

The Merchants and Manufacturers’
Association of Atlanta is pleased with
the results of its publicity campaign
conducted in the newspapers and
through circular letters during the
past year. Advertisements were plac-
ed in twelve Southern papers, includ-
ing all the Atlanta papers, which re-
sulted in drawing to Atlanta mer-
chants from every Southern State,
and the city’s business was increased
over $100,000 in eleven months. This
has been accomplished by an As-
sociation having at present only fifty
members.

The Missouri State Board of Im-
migration has opened offices in
Springfield and announcement of this
fact, with invitations to the people of
the world to investigate the advan-
tages of the State as a place for
homes and investment, appeared in
100 daily newspapers of the country
last Sunday.

Buffalo will conduct its cultiva-
tion of vacant lots for the benefit of
its poor on a larger scale next year
This year nine farms in different parts
of Buffalo were cultivated, under di-
rection of the Poor Department. The
land was obtained from philanthropic
persons and it was alloted in one-
third acre lots to needy families.
There were 383 of these allotments
and the total receipts were $3,491.88.
the potato crop yielding the largest
returns. Next year’s allotments will
not be made in one-third acre plots,
but the size will be governed by the
ability of families to perform the
work.

Denver will entertain an industrial
convention next year, devoted to the
exploitation of Colorado-made goods.
The Colorado Manufacturers’ Associa-
tion is promoting the enterprise.

The City Forester of Buffalo’'s
parks and streets reports that during
the past summer 225000 trees were
sprayed for the Tussock moth, at a
cost of about 12 cents a tree.

Almond Griffen.

You never get any higher than the
things you put on top in your life.

® E. SWASEY & CO.
Everything in Stoneware
SWASEY STONEWARE
Do You Know Beans
S / Baked in
\Y m\Whr'" SWASEY BEAN POTS?
Agents Wanted Portland, Me.
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NOT OUGHT TO BE BUT IS.

A Board of Education in the East
has had lately added to its member-
ship a woman who knows a lot about
educating girls, or seems to, but is a
little uncertain as to how much.
While that uncertainty is crystalliz-
ing into conviction the world at large
as well as that Eastern city has cer-
tain points -which it may not be out
cf place to emphasize and, perhaps,
add value to the educational crystals.

One of the first facts to be taught
and thoroughly learned is that “hav-
ing a good time” at the sacrifice of
everything else is not the end and
aim of human existence. The good
time if it comes at all is only a means
of making a hard time—the lot of the
masses— endurable, more or less, not
only to ourselves but also to those
around us. The rest is hard work to
be persisted in until the object to be
attained is satisfactorily accomplish-
ed. Is this one of the ideals the
woman Board member has made up
her mind to realize?

A second thought which the ex-
panding feminine mind should learn
early to contemplate is that the in-
come should never be exceeded by
the outgo. A dollar will pay a hun-
dred cents and no more, and he or
she who by hook or crook thinks to
accomplish more than that with it
will find that there has been a mis-
take somewhere. The hook or the
crook spoils the equation and is sure
to lead to financial disaster. Is the
youthful mind so to be dealt with
under the new regime of the Board
that the coming woman will carry out
this idea in the management of the
future household?

Is the next June diploma which the
girl graduate carries home to cover
the notion that hard work, life’'s be-
hest to candidates for its emoluments,
and drudgery are not synonyms and
that just in proportion as the two are
kept apart the success which humani-
ty is working for will crown the
work? Are they learning, these chil-
dren in all the schools, that never
until hard work—drudgery, if that be
the word insisted on—becomes in-
spired with the worker’s enthusiasm
does the world care much for the re-
sult. The difference between Pade-
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rewski’s piano hammering and that
going on daily next door is the dif-
ference between like to and have to,
and the next-door work will go on
to the dismay of the neighborhood
until the drudgery of drill shall feel
the inspiration of sweet sounds and
harmony reign where only discord ex-
isted before. Is this one of the aims
the feminine Board member is keep-
in" "onstantly in view?

WouM it be possible in connection
with this list of three to make the
young woman believe that the home,
her home, is the best locality to in-
augurate the carrying out of these
ideas? Under good home influences
could she not so centralize her
thought upon the doing of home du-
ties as to put off or crowd out of
her mind “the good time coming”
and the getting ready for it as to
make the home work the essential
thing? If the good time is a matter
which must be attended to ought not
the young woman to be led to con-
sider the cost attending it and so
satisfy herself whether the home fi-
nancially can afford the expense, and
if there is any doubt about it wheth-
er the enjoyment coming to her is
great enough to balance the sacrifice
and the self-denial which the family
must make and practice on her ac
count? More than all this, a great
deal more, can the young lady with
academic honors rightfully hers, ut
terly unmindful of them, take up the
housework with an enthusiasm which
makes even the acknowledged drudg-
ery divine and so gladden her own
soul with the work her hands have
found and so cheer the hearts of those
around her that work, as such, shall
not only not be deplored but be looked
upon as it is, a blessing to the toil-
er no matter what the field of labor
may be?

These are some of the things the
world wants and the burning ques-
tion is, Can the woman Board mem-
ber furnish them?

LEAD NOT INTO TEMPTATION

“Is it wrong to help yourself to
a piece of candy from one of the
pails near the door of the store?”
asked a child of her mother recently.
On being informed that it is she
remarked that the school children
frequently helped themselves to a
handful of salted peanuts, a little
candy, a few cranberries or a hand-
ful of crackers as they passed the
open pails. Sometimes the grocer
saw them do it; sometimes he did
not. 'With most of them it was im-
material.

The mother then related the story
of thevgrocer who became weary of
the trick of a certain user of the
weed who habitually tested his fine-
cut not only to the extent of a good
chew but always filled his pouch.
One day as he appeared in sight the
dealer peppered the dose, and the
pilferer left with tears in his eyes.
The child was not slow to see the
point when presented in this way.
The habit is “sponging”—getting
something for nothing.

“Twenty-five dollars,” added the
mother, “would scarcely pay the
leaks of Mr. A. in this way,

can not afford to lose this. Some
one has to pay enough extra to make
up the deficit. In other words, he
is obliged to put his prices up to the
general public sufficiently to cover
this leakage. Possibly he takes notes
of individuals who are especially ag-
gravating and gets even with them in
some other way. But you must nev-
er help yourself to any of his goods
-at least not without calling his at-
tention to it. And even this is bad
practice.”

While the child was wondering
just where the line bordering on
pilfering lay, the mother was think-
ing of several things: First, Why is
temptation placed on all sides of the
child? With the good things in
sight it is not so very unnatural
for one to test a berry here, a plum
there, or a piece of candy in another

place. Each in itself represents
only a fraction of a cent. Of course,
the merchant will not care. But

with the habit comes always the in-
creased dose. The lad who ventured
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sidered and acted upon by the people
of Grand Rapids during the next dec-
ade, so will our city advance or fall
behind in the steady march of Amer-
ican municipalities toward better civ-
ic conditions.

One essential to be borne in mind
by every citizen who truly desires to
act with perfect fairness in this mat-
ter is that the programme must be
viewed as a routine which will re-
quire at least ten years of time for
even its partial fulfillment and the
other is that the city as a whole and
in all essentials—health, education,
convenience, property values, indus-
trial, financial and commercial stabil-
ity and beauty—must be considered in
relation to future growth by every
man who expects to give the proposi-
tion fair treatment.

Now as to personal convictions al-
ready and naturally formed by citi-
zens who have, as a rule, contem-
plated the problem from a purely
personal standpoint.

The municipal programme as form-

on one peanut yesterday will want ajujated is wholly impersonal, a pur-

handful to-day. It is a habit which
grows unconsciously. A principle is
being cracked. And what the big

boy or girl does, as a matter of
course, the small one soon imitates
in innocence.

The problem of honesty should be
a sufficient one to render the vender
of small wares extremely careful
about how he places them in the way
of the weak. But there is a second
personal reason if money-making is
the entire consideration: Who wants
to buy candy or nuts or food of any
sort that has been handled by any
child or grown-up who chanced to
make free with it? A single thrust
of the soiled hand of the child or
the grimed one of the professional
loafer into the cracker box is enough
to cause the average woman to shun
it, no matter how much she had pre-
viously wanted crackers. If you
would hold the trade of respectable
people, you must solve the problem
of how to avoid this contamination
of food products. It is a problem of
business as well as of ethics.

There is but one way—remove the
temptation. Keep your food prod-
ucts, especially those which are in-
viting in the state you present them,
where every new comer will not be
tempted to sample them. If your
cakes are under glass, your crackers
in a box behind the counter and your
choice candies and fruits in the show
window, out of the reach of the pub-
lic but where they can readily be
seen, there will be no chance for the
formation of habits which are in-
eparable from pilfering; nO shudder-
ng by the dainty customer lest a
foreign taint be imparted to your
delicacies.

GIVE IT A FAIR CHANCE.
At last, after five or six years of
ffort on the part of public spirited,
far seeing citizens who have given
of their time, their influence and
their cash in behalf of the cause, the
people of Grand Rapids are provided
with a consistent, comprehensive mu-
nicipal programme.

and he As that programme shall fie con-

pose wholly public in character, hav-
ling for its object the development
of a public intelligence as to our pub-
lic needs, our public opportunities,
our public ability and the benefits
that are certain to result in behalf of
the public if we succeed in develop-
ing such a community knowledge and
appreciation.

For these reasons it seems that all
men should approach the situation
without prejudice and bearing in mind
the fact that, very largely, the pro-
gramme means that the citizens of
Grand Rapids are attempting to “take
Time by the forelock” they will fall
into line and help the cause along.

Neighborhood interests, aldermanic
districts and their interests and indi-
vidual tastes and desires have no fair
place in a citizen’s estimate of the
whole, except as they are merged as
important factors in the general ob-

ject. It is not possible to have a
John Ball Park, a county building, a
Union Trust building or a Julius

Houseman Athletic Field in each
section of the city any more than it
would be feasible to have a city pump-
ing station in each ward, a public i
brary every square or two and a
Government building at each street
intersection. There is no such thing
as favoritism in the carrying out o"
the municipal programme that has
been recommended because each item
has been evolved for the good of
every section.

An adequate and wholesome sup-
ply of water for domestic and manu-
facturing purposes is our most crying
need. Let us get together, all of us,
for that which is needed by all. Then,
settling that with a unanimity telling
of harmonious co-operation by good
citizens, let us take up the next most
urgent acquisition and in this way
proceed toward an ultimate, complete
and worthy municipal equipment, as
it will be understood and required ten
or twenty years hence.

Moral blindness is often due to
pressure on the money nerve.

Progress seldom comes on a track;
she makes her own way.
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“THE OLD DUFFER.”

Ever since Dr. Osier struck the
keynote of the working world by
condemning to the back seat of in-
dustry the man who is reaching or
has reached his threescore years, that
part of human existence burdened
with white hairs' is turned loose
“Like to the empty ass, to shake his
ears and graze in commons.” He finds
that muscle is the only part of him
that the captains of industry value
and that he, like any other machine
after years of service, is fit only for
the scrapheap and to the scrapheap
therefore he must go.

As a machine, yes; but as a human
being, no. “For ’'tis the mind that
makes the body rich” and the prob-
lem of the day is what is to be done
with these men and these women
whose sinews are becoming mere
muscles and who are forced to ac-
knowledge, as ex-President Roose-
velt did the other day, that he can
not as nimbly leap into the saddle
as he could once. The general pic-
ture of old age, that everybody is
fond of looking at and longing for,
is a warm corner with an easy chair
to stretch out in, if that is desirable,
with a table near covered with read-
ing matter, and into that chair the
old man betakes himself after a late
breakfast and so his days pass until,
as Bryant puts it, he “wraps the
drapery of his couch about him and
lies down to pleasant dreams.”

The picture is well enough; no-
body is at all inclined to find fault
with it as such; but that kind of
life to the majority of men and wom-
en who have vitality enough to reach
the age limit will kill them quicker
than anything else, and instances are
not wanting to adorn such tales.
There is one over on Nob avenue.
There is another—the world is crowd-
ed with them—where men have be-
gun with nothing but their hands and
brains and have ended in competency.
Now, then, they are going to take life
easy. They pick out the warm cor-
ner and get into it. The raging storm
outside has no terror for them. They
are snug and warm, and pretty soon
they are carried out of the front door
feet foremost and the granite shaft
in the graveyard tells the rest of the
story. This is the moral of it: The
same mind that lived until 60 would
have stayed longer on earth if it had
kept out of the easy chair and the
warm corner and it follows, there-
fore, that the action which strength-
ens any organ will continue to pre
serve that organ if it is allowed to
do so.

There is a thought abroad that the
time has come for the old and for
those who are nearing the age limit
to be looked after. They do this in
Europe and why should not we in
this country do the same thing? The
leading reason may be fairly well
expressed by saying that in Europe
the aged are so many years old while
in this country, if we may use Ed-
ward Everett Hale's phrase, that class
of people are so many years young.
Then, too, it is chiefly the man whose
life has been spent in the shop and
factory and in what may be called
the transportation industry where ac-
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tivity is the leading requirement who
is not found at all available. Still
if the line—the age limit—be drawn
here, there is the same point to con-
sider and the active life pensioned
and crowded into inactivity is only
another way of signing its death
warrant. The world still wants hon-
esty and faithfulness and certainty and
all those other sterling qualities which
have made the old men so many ele-
ments of success in the business to
which they have devoted their lives
and the pension, which in America
will ever be looked upon with favor,
is the chance to retain so much of the
old position as will call for these
same sterling qualities released from
the activity of muscle and sinew,
which belongs and ought to belong
to the age that rightfully boasts of
their possession.

One praiseworthy authority as-
sumes that “a land which honors its
fathers and its mothers” will have no
need of an old age pension; a state-
ment which no one would care to
dispute; but is it not in the United
States of America that “Over the
Hill to the Poor-house” was published
not many decades ago, and was it
not in that same section of the
earth’s surface that the subject of the
poem was considered as only one of
many such instances? Admitting that,
it does seem as if, while encourag-
ing the old age pension idea, it would
be well to go back to the fifth com-
mandment and begin with that. The
American child too often is not
taught to “Honor thy father and thy
mother” and it is submitted that if
this be granted right there in every
home by the teaching of this com-
mandment shoilld be laid the founda-
tion of that idea which thoroughly
taught and thoroughly carried out
would make an old age pension need-
less. Let that be done and not only
will old age receive its due considera-
tion but the amenities of life which
society expects from children  will
everywhere be more noticeable than
it is much to be feared they are now.

There seems to be a growing dis-
position to demand that professional
chauffeurs shall be examined by some
competent authority and required to
prove their knowledge of the busi-
ness. It very often happens that a
young man out of a job hangs around
a garage a few days and gets a
chance to run a car a little, learning
enough to enable him to get along
if nothing happens and in places
where there is no danger. He ex-
pects to get his experience in crowd-
ed thoroughfares or narrow roads
and steep hills while driving his em-
ployer, and the latter may have to
pay pretty dearly another’s tuition.
That there is great opportunity for
accident if a chauffeur does not un-
derstand his business is too obvious
to need comment or argument. That
the owner who is inexperienced is
just as liable to accident as a green
chauffeur is equally obvious. Allow-
ing that a man may be permitted to
wreck his own car and break his own
neck if he w'shes does not also
guarantee him the privilege of taking

his friends out and subjecting them'

to similar hardships. An examina-
tion for chauffeurs would raise the
standard of skill among that class of
workers, but an examination would
not reveal whether a chauffeur is
level-headed and quick to think. Abil-
ity to do the right thing on the in-
stant in an emergency is one of the
most valuable assets which a driver
can have. By all means anything
which will promote general efficiency
is to be commended. Probably ex-
aminations before granting a license
would be a step in this direction. A
man is not permitted to run a loco-
motive until he has had some train-
ing, and the principal difference is in
the size and power.

Should President Taft find it neces-
sary to go forth officially as com-
mander-in-chief of the military forces
of the country he will carry a new
flag. The War Department has de-
creed that the flag of the President
shall be enlarged and improved. It
will be fastened on a pike ii feet
long, instead of io, and the American
eagle that has stood alert on the
globe that adorned the top of the
pike during all these years is to give
way to a bigger bird. Instead of
standing four inches high, the new
presidential eagle is to measure five
and three-eighths inches. The globe
is to be reduced from three to two
inches in diameter. War Department
officials say neither the presidential
size nor the Nation's growth had
anything to do with the change in
the flag. Things were not quite sym-
metrical. So they concluded to rem-
edy them.

Fortunately it seems to be getting
fashionable for people of large means
to leave goodly sums to educational
and charitable institutions. One of
the latest instances is that of the will
of George Crocker, a New Yorker,
who left more than a million dol-
lars for the prosecution of medical
and surgical research regarding can-
cer. Other sums have been left for
similar purposes with reference to
other maladies. Cancer is a dreadful
disease, bringing great suffering to
its victims. The surgeon’s knife can
remove the growth, but in many
cases after a few years it returns.
Science, which with sufficient re-
search can find out almost anything,
will perhaps be able in time to tell
not only what makes a cancer but
what will cure it.

When a woman has spent ten or
fifteen years training a husband and
he has responded to her teachings,
overcoming one failing or tendency
after another, she usually discovers
that his greatest fault is that he is
different from what he used to be.

An honest man can attribute hon-
esty of motives to one who is seek-
ing to make a good bargain or trans-
act business for gain.

Just before a man succeeds in get-
ting all he wants in this world the
undertaker gets busy wtih his per-
son.

Many people mistake their won't
power for their will power.

THE POSTAL DEFICIT.
The postal department is one which
of all the different branches of the
Federal government comes closest

to the people. If a rural free de-
livery carrier is an hour late, owing
to unavoidable circumstances, there
are people on his route wbo are
more concerned about it than they
would be over the sinking of a five
million dollar section of the Ameri-
can navy. Everybody knows that it
costs more to carry on a postal de-
partment than the revenues amount
to, but no one for a minute would
think of restricting the service thus
rendered. On the contrary, the dis-
position, both on the part of the
Government and the people, is to en-
large and increase its facilities and
there is even talk about reducing
letter postage from two cents to one.
According to the presidential mes-
sage last presented, a loss of sixty-
three million dollars a year is charg-
ed up to the transmission of second-
class matter through the mail, mean-
ing thereby newspapers, magazines,
etc. The charge is made that what
the Government gets a cent a pound
for doing costs the Government nine
cents a pound to do. There is no
doubt but that this is a losing propo-
sition as it stands.

President Taft pointed out with a
great deal of particularity that the
statistics of 1907 showed that the
second-class mail matter constituted
6391 per cent, of the weight of all
the mails and that it yielded only
5.19 per cent, of the revenue. Based
on the same authority, he said that
the average distance over which
newspapers are delivered to their
customers is 291 miles, while the av-
erage haul of magazines is 1,049, and
of miscellaneous periodicals 1,128
miles. His recommendation is that
the postage on magazines and peri-
odicals be raised and with that no
one except stockholders in such con-
cerns can reasonably find fault. The
newspaper and weekly trade journals
are inexpensive messengers which
put the people in touch with the
news of the days and week, spread-
ing intelligence and actually serving
as popular educators. The maga-
zines are bigger, bulkier, carry a
large proportionate amount of ad-
vertising and are altogether more ex-
pensive, frequency of publication and
amount of matter taken into ac-
count. The worst offenders and
those responsible for a large share
of this deficit are periodicals that are
scarcely entitled to be called maga-
zines, which are nothing more nor
less than advertising s'chemes and
are deceivers rather than educators.
By getting under the proper postal
classification they are enabled to se-
cure circulation at a ruinous price,
from the Government point of view.
These are the real offenders and the
ones toward whom remedial legisla-
tion should be directed and if some
of them were driven out of business
altogether the world would be the
better for it

All men are supposed to be born
free and equal. Suppositions are in-
expensive.
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THE CHRISTMAS RUSH.

Why Worthington’s Patrons Don't
Step on Each Other.
Written for the Tradesman.

Although Worthington has the
best holiday trade in town, there is
never a crush at his store. Of course
there are crowds, for people will flock
in the glad Christmastime and mer-
chants are delighted to have them, if
they have the price, but at Worthing-
ton’s there are no exhibitions like un-
to the football season.

When other merchants are reason-
ing with buyers, suggesting that they
come in early before the army of-
buyers forms, and, too often, before
the best goods are in, Worthington is
telling them to drop in any old time
and he will keep excited shoppers
from stepping on them.

The miracle of a well-ordered store
during the holiday scramble is worthy
of notice, so I'm going to tell you how
it came to be:

Worthington came down to his
store one morning, during the week
before Christmas, and found a head-
on wreck at his front door. There
was a crowd trying to get into his
place of business and another crowd
trying to get out. There were cus-
tomers waiting to buy goods and cus-
tomers waiting for their change. The
former were eager and sarcastic; the
latter were tired and ugly.

It took the merchant half an hour
to get back to his desk and the first
thing he did when he got there was
to send for his manager. The mana-
ger came looking as if he had been
keeping cases on a dog fight.

“What kind of a joint are you run-
ning here?” demanded Worthington.

“The joint that's got the best trade
in town,” chanted the manager, joy-
fully, unmindful of the dilapidated
state of his whiskers and his attire.

“Looks like a ward caucus!” in-
sisted Worthington.

“Glad of it!”

The merchant scowled.

“I'm here to bring crowds.”

Worthington scowled again.

“And you're here to take care of
them after they come,” he said. “You
seem to have overlooked that.”

“How take care of them?”

“See that they are waited on
promptly and sent away satisfied.”

“If there is any living being who
could satisfy that howling cyclone
out there,” with a shrug of the should-
er toward the main floor of the store,
“I'd like to meet him, her or it.”

“You do only half your duty when
you leave people in a mess like that,”
insisted the merchant.

“Have you any suggestion to
make?” asked the manager. “These
cff-hand observations point to a con-
dition but they don't present a rem-
edy.”

“Find your own remedy. That is
what you are paid for.”

This manager of Worthington’s was
a good man for the job. He was so
good and in such demand that he
could sass his proprietor if he wanted
to and not run the risk of getting
fired. At this time, however, he did-
n't want to. He said:

“All right, boss! I'll draw up plans
and specifications to-night and pre-
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sent them to you to-morrow morn
ing. Don’t you ever think | don't
know how to do it and don’t you ever
think it will be a cheap proposi-
tion.”

Worthington growled again and the
manager went off to his work. The
stomping, the pushing, the excited
voices, the sharp calls for cash boys,
were all music to him. He knew that
money was rolling in on the store
in a golden stream. Next morning
he presented his scheme for a quiet
Christmas trade to the merchant.

Worthington was busy and told
him to go ahead with it. The mana-
ger sat down to wait until the boss
wasn't busy and the boss scowled.

This requires your attention,” the
manager said.

Go ahead, then,” gasped the mer-
chant.

“First,” said the manager, “I'm go-
ing to rent the long store running
back of this and facing Sixth street.
It covers the entire width of this
store.”

“What for?”

“Then I'm going to cut four doors
through the wall of this building and
connect with that other store.”

“What are you going to put into
that other store?”

People, buyers, satisfied customers.
Then I'm going to cut a chute from
the cash and wrapping gallery up
there to this back store.”

“1 hope you know what you are
about!”

“Then I'm going to rent cash reg-
isters for all the departments where
the articles on sale are small—where
the saleslady can do her own wrap-
ping.”

And permit all these new clerks
to handle my money? Not yet!”

'Then I'm going to get a map of
the store, showing where every de-
partment is situated. | want one that
will guide a stranger through the
maze without a break.”

Worthington began to see a great
light. The manager, feeling that he
had won his point, went on:

“Now for the reason, the utility, of
all this: First, the people going out
make more noise and more fuss than
the people coming in. If there is a
woman shopper in the world who
doesn't love to stop in a crowd, with
her arms full of bundles, and tell a
friend coming in what she has and
what she paid for it, 1 have yet to
see her. It is the rush at the front
door that makes the trouble. Now,
I'm going to send customers out by
the back doors, through that store.”

And you can put a line of goods

in there, too. Good idea.”
“Not so you could notice it!” re-
plied the manager. “What do you

want to do? Block up the exit so
it will be just as bad as the front en-
trance? Not much. People don't stay
there a minute to buy. They get bun-
dles and go right out on Sixth street;
and no one comes in that way,
either.”

Worthington had sense enough to
let the manager have his way.

“This relieves the pressure at the
front door. It stops people butting
into each other and it saves the floor
space for people who want to buy.”

Get on with it!”

The merchant saw that it was a
good idea, but didn't want to speak
of it too highly until it had been
tested.

“Now, the aisles are always clog-
ged by people waiting for their goods
and their change. They hang on to
the counters with both hands and
feet, so they won't get cheated out of
what is coming to them. They are
terribly in the way.”

“l don’'t see how you can get rid of
them,” said Worthington. “You can
not hurry them out of the store.”

“l don't want to. | want to give
them a quiet place to wait in. I'm
going to have them wait in a room
at the back of that rear store.”

Worthington laughed.

“You're dreaming!” he said.

“As | said before, the clerks in the
departments where the articles are
small are going to wrap goods and
make change. Then buyers can pass
right along, out of the way of th
others. In the other departments the
clerks will put a number on thei
cash tickets and give duplicates to the
buyers.”

Too much red tape, old man.”

For instance: A lady buys a coat
at $15. The clerk makes her cash
slip show the sum of money given
'her and the sum to come back, as
usual. She adds a number and a let-
ter showing her department. A du-
plicate of this is given to the cus-
tomer.”

“Too complicated.”

“When the buyer gets the dupli-
cate she goes into this new store
room and waits until the clerk at the
bottom of this chute | told you about
yells, ‘A sixty-five! if that is her num-
ber. She presents her duplicate and
gets her goods and change. If she has
paid in the exact sum called for by
the purchase, and doesn't want to
wait for the bundle, or wants it de-
livered, she can go her way and leave
it there. Or she can call and get it
any old time.”

“1 think the rear exit will work, all
right,” said Worthington, “but I am
not sure about the bundle business.
However, it is worth trying. People
do not like to wait half an hour for
their change and purchases and we
do not want them clogging up the
aisles while they are waiting. Go
ahead with your scheme, anyway.”

The rear exit plan works like a
charm. People walk in at the front
door and walk out into the rear store
and so on out into Sixth street. The
motion of the crowd is, as a rule, all
in one direction. To be sure there
are always people walking back and
forth, from one department to an-
other, tut there is no football rush
at the front door and in the main
aisles, as there used to be.

It took some time to inaugurate the
bundle delivery system. Buyers would
wait as if afraid some trick was be-
ing played on them, at first. They re-
fused to take their eyes off the clerk
they had given their money to until
they got their goods and their
cnange—which is human nature after
all.

But in time the bundle service be-
came familiar to all, and now peo-
ple take a sort of pride in showing
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their friends from the country how
familiar they are with the complicat-
ed system of a big store. Anyway,
Worthington has wiped out two evils:
The buyer on the way out and the
buyer waiting for goods and change.
That is why his store is not a place
of torture during the holiday rush.
Alfred B. Tozer.

Reliable Market Reports.

Nothing gives a newspaper a firm-
er place in public confidence than a
well-established reputation for ac-
curate and complete reports of the
world’s  markets. Business men
throughout the West have long es-
teemed The Chicago Record-Herald
for the uniformly trustworthy way
in which it covers the whole field of
financial and commercial  news.
Whether you want to know what
consols are worth in London or what
railroad stocks are quoted at in New
York, what price corn is bringing in
Kansas City or how wheat is selling
in Minneapolis or Chicago, you can
always turn to the financial and com-
mercial pages of The Record-Herald
with the certainty of getting the lat-
est facts in full and unbiased form.

The men who write the local live
stock, board of trade and financial
news for The Record-Herald are ex-
perienced staff editors whose years
of trusted acquaintance with leading
men often give them inside tips on
important news in advance of other
papers. The only morning news-
paper in Chicago having its own
special correspondent to cover the
New York stock market is The Rec-
ord-Herald.  George S. Beajchel’'s
daily telegraphic reports from the
stock and money markets of Wall
street are models of insight and ac-
curacy. The Record-Herald makes it
a point to cover in full the financial
reports of corporations and the
banking activities of Chicago and the
West. The “Speculative  Gossip”
and notes of Wall street and La-
Salle street happenings are valued
by the largest brokers for their
glimpses of real “inside history” of
the various markets.

Odd Sense Organ of the Cat.

The common cat has a most un-
common sense. F. Fritz has discov-
ered that the domestic cat possesses

peculiar organ of sense consisting
of a few long and stiff bristles or
feelers which spring from a region of
the skin richly furnished with nerves
in the vicinity of the wrist joint of
the fore leg. These organs are called
carpal vibrissae” and had been pre-
viously found in numerous animals,
including rodents, edentata, carnivora,
the lower quadrumana and hyrax.

They are found chiefly in animals
which hold their food with the fore
paws, or which crawl and climb. They
are wanting in the apes and monkeys,
which possess in their fingers and
palms much more delicate tactile and
prehensible organs. It is thought re-
markable that they are also wanting
m the dog, in which animal Fritz has
sought them in vain.

A man must have a certain amount
of wisdom in order to realize what a
fool he is.

. -44
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- Now for the Juicy
Fat Mince Pie.

The kind that “mother used to make.” None of your pinched up,
stingy, all crust and no mince imitations, but the real, luscious,
juicy, thick mince pie of boyhood days.

With a rich, brown, flaky crust that seems to melt as soon

as it reaches the mouth and allows the greedy palate to get next
to the flavor of the juicy mince at once.

It makes a feast fit for a full grown man.

If you’ve got a man in the house you’d like to please, order
a sack of

LILY WHITE

“The Flour the Best Cooks Use”

And make him some mince pies with the kind of mince and the
kind of crust we’ve described above.

Don’t take any chances on the flour.
Get “Lily White” and you’ll have light, tender crust.

Don’t disappoint him with tough, leathery upper crust or
heavy, soggy under crust.

If you undertake to give him mince pies let them be perfect
in every respect.

Don’t start until you can start right.
Get “Lily White.”

Valley City Milling Company,

Qrand Rapids, Mich.

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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along the Rhine, so soon does the
grape culture commence to be seen,
and for many miles along this river
can be seen, as far as the eye can
reach oftentimes, hillsides covered
with the vines.

The mountains are very steep, as
a rule, and something has to be done
to preserve these fields or the 'heavy
rainfalls would destroy the crop, car-
rying vines and poles before them to
the river below. To avert such a dis-
aster and also to make it possible
for the owner to harvest his crops
walls of stone have been built divid-
ing these mountain sides into a net-
work of lots.

The wall is proportioned in height
to the size of lot wanted, but they
are built low so as to make the lots
comparatively small and level.

This serves a double purpose in
not only marking the ownership of
the lots but to ensure finding one’s
possessions after a severe rainstorm
has passed. Roadways, well paved
with field stone, are made in such
places as will ensure drainage of these
heights and preserve the general
topography. The government has
done the large part of this work, shar-
ing the great expense liberally, and
this can best be understood when we
learn that the railroads running at
the base are owned by them. Hence
it is a case of self-protection merely
from inundation of their property.

In appearance from the boat, while
making the river trip, the sides of
these mountains look very much like
dissected maps. During these late
autumn days we can see the owners
busy pruning the vine, cutting it
away so that, seemingly, a straight
stalk only remains, with this tied by a
bit of straw to a pole that keeps it
from the ground. They then turn the
well manured ground over between
the rows of about 2~ feet width by
means of a four-tined grub hook, aft-
rr which the vineyard is ready to go
into winter quarters.

Quite a large percentage of the
district are interested in the culture
of the vine, earning their entire live-
lihood in this manner. In fact, this
is the chief industry; but we were
told that those who follow this
avocation never get beyond moderate
circumstances. It is those who sell
the product of the vineyard at the
tables of the many wine rooms who
make the money out of it. It is
bottled in pints and quarts and for
these one has to pay 25 and 50 cents
when served at these places. The
bulk packages are some of them
very large, running from barrels of
fifty to 100 gallons for shipment to
the large ones at Heidleburg, called
tuns, the larger of which holds 466,-
000 gallons and was used for storing
the wine received from farmers of
ancient days in payment of taxes, for
which purpose it was accepted.

The German, we have learned, is

This means that 22500000 gal- Prices Satisfactory

lons more than the entire production
of this country was consumed at
home. Figures showing this amount
were not obtainable at the consular
office.

Rhine and Moselle wines are the
most prominent kinds here produced
and these names imply, as the reader
will probably understand, the river
district where they are produced.

In connection with this it may not
be amiss to mention that at the juncr
tion of these two famous rivers is the
city of Coblence (the German cor-
ruption of the Roman name Conflu-
entes), located at the confluence of
waters; a city of about 60,000 inhabi-
tants. It is the capital of the Rhine
province. It boasts a situation that
is, perhaps, unrivaled by any other
of the larger towns on the river. The
tongue of land upon which it lies,
with its imposing palaces and elegant
private buildings, is flat and triangu-
lar, ending in a sharp apex, upon
which is the fine statue of Emperor
William 1. This, a beautiful piece of
artistic work, can be seen from every
point of view, it being about 80 feet
in height. This monument justly ex-
cites the admiration of every behold-
er and dominates the whole land-
scape, which is somewhat limited be-
cause of being shut in by the grand
heights of the surrounding moun-
tains.

Across the Rhine and connected
with Coblence by a bridge of boats
as well as an arch bridge lies the
fortress of Ehrenbreitstein, built in
1826 on the spot where an ancient
one had stood that dated back to a
very early period. This fortress is
built on a rock 575 feet high, fro
wmhich a magnificent view of the
Rhine and Moselle valleys and the
surrounding country can be obtained.
Five companies and two battalions
are stationed here. Another famous
wine-producing district is Rudesheim
(opposite Bingen), which is one of
the oldest wine-growing towns along
the whole Rhine country.

This town of 5000 people lies at
the foot of the vine covered Nieder-
wald and no tourist traveling in the
district should leave this delightful
spot unvisited. Moreover, its celeb-
rity no longer rests on its celebrated
wines or its natural beauty, for it has
beeh greatly increased by the national
monument having been erected here
at the height of 1,100 feet above the
Rhine. It was erected in commemo-
ration of the victorious efforts of the
German people, which culminated in
the establishment of the German Em-
pire in 1871. The main figure, bear-
ing the imperial crown and a gar-
landed sword, is that of Germania
sitting 100 feet high in mid-air upon
a base of magnificent design and
proportions.

We have already spoken of a boat
bridge and wonder if our readers will
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Terpeneless

Lemon and Vanilla

C. D. CRITTENDEN CO.

41-43 S. Market St.

Grand Rapids, Mich.

Wholesalers of Butter, Eggs, Fruits and Specialties

REA & WITZIQ “

PRODUCE COMMISSION

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

“Buffalo Means Business”

We want your shipments of poultry. Heavy demand at high prices for choice
fowls, chickens, ducks and turkeys for storage purposes, and we can get highest

Extreme prices expected for all kinds of poultry for the holidays.

REFERENCE ine National Bank, Commercial Agents. Express Companies, Trade
Papers ang I—Em(%’etiro'\{lagh' ’ g p p .

ippers.
PP BstafclUhed 1873

We Want Eggs

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

Burns Creamery Co.
Grand Rapids, Mich.

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

“All orders filled promptly.”

ALFRED d. BROWN 8EED OO.. QRAND RAPIDS. MICH.

OTTAWA AND LOUIS STREETS

The Vinkemulder Company

Jobbers and Shippers of Everything in

FRUITS AND PRODUCE

Grand Rapids, Mich.

Send Us Your Orders

Clover Seed, Timothy Seed and all kinds Grass Seeds

Have Prompt Attention

s i 13! ua. ggﬁlce an! ga?’éhosuhsig R oAl Segd

Grand Rapids, Mich.

rooTe & Jenkss COLEMAN'S . (brand)

High Class

Millet, Fod-
Dwarf Essex
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having seen one.in America, we will
take the liberty of explaining this
queer piece of mechanism, now so
nearly extinct. Cologne and Coblence
have the only two known here. They
consist of floats about 30 feet in
width, made slightly pointed at the
end, being boat-like in appearance,
and are placed about 30 feet apart,
having staging built in them that an-
swers for the floor of the bridge
when they are in place. At one
point, where the river is the deepest,
four of these boats with their con-
tents are detached from the others,
moving out from the line to posi-
tions just back of their regular ones,
leaving an open and unobstructed
passage for the shipping interests of
the river.

This is done by means of steam
power furnished from two of these
boats that are manned by engines and
engineers and by means of chains the
boats are pulled out of position to
clear a passage and again into line
to make the bridge complete. The
whole structure when in place is not
over eight feet from the water lev-
el and is certainly unique in being
so different from the suspension and
arch bridges which are so universally
common. This boat bridge carries
all kinds of traffic over it, from the
push cart of the delivery boy to the
heavy truck pulled by two horses.

While at Cologne we were pecul-
iarly favored in seeing three airships
on one Sunday afternoon. The day
was all that an aeronaut could desire,
clear and quiet from storm or wind,
and therefore seized upon by all to
take cut their aerial horses.

Count Zeppelin first hove in sight
and made a fine appearance in his new
ship. It appears exactly like a mam-
moth cigar, having four fans, one on
cither side back of the center, with
two boats depending from near the
center of the ship which seemed to
hang twenty feet below. Estimated
to be nearly 1,000 feet high, the hum
of the four propellers was plainly
audible. This well-proportioned, ci-
gar-shaped white monster floated
around over the city for a period of
fifteen minutes and then speeded on-
ward, up and over the Rhine.

The other two, considerably less in
length but greater in circumference,
seemed ill-shaped affairs in compari-
son with Zeppelin’s. They were both
owned in Metz, one by Herr Gross
and the other by Herr Parsival.

Differing very much in shape, as
has been said, they differed much
otherwise in appearance. The pro-
peller was one very large wheel at
the side, pretty well to the rear, and
appeared to stand out very boldly.
On either side of these two latter
ships one basket only hung from cen-
ter, in which could be seen a half
dozen or more persons, while in Zep-
pelin’s none were in sight. Pretty
well back a finlike protuberance was
seen and on one, running along the
bottom three-fourths of its length,
was a paddle, ending in a blade that
served as a rudder.

Germany is encouraging this kind
ot science by financially aiding those
who are at all successful and pro-
poses to make it not only a feature
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but an adjunct of the war depart-
ment.
Until now the flights of the

aeronauts have been announced, but
now, and but recently, weather con-
ditions being favorable is the only
signal necessary to enable one to see
one of these wonderful exhibitions of
aerial flight. Chas. M. Smith.

Mock Duel Fought More Than Fifty

Years Ago.
Written for the Tradesman.

At the annual dinner of the Old
Time Editors’ Association, several
weeks ago, the veteran James N. Dav-
is recalled a mock duel, in which two
young men of the village of Grand
Rapids were the principals, which
was fought more than half a century
ago. The late Colonel Daniel Mc-
Connell, an Englishman by birth,
well educated and trained in the use
of firearms, settled in Grand Rapids
soon after his discharge from the
army of the United States, in which he
served during the war with Mexico.
His military bearing, good taste in
dress, ge'ntlemanly deportment and
an evident disposition to seek the
companionship of educated and refin-
ed people naturally caused much dis-
cussion of his character and proceed-
ings in the community. He at once
became a favorite with the ladies,
while the young men of the place
either envied or hated him. One A.
A. Tracy took exception to the at-
tentions paid by the young soldier
to a lady whom he considered his
own and, relating his grievance to
friends more or less sympathetic, a
consultation was called. It was de-
cided that Tracy should issue a
challenge to McConnell to meet him
on the field of honor. It was pre-
sumed that the Colonel would re-
fuse to accept the challenge and that
he would be laughed out of the com-
munity, or in the event of his ac-
cepting the invitation to engage in
battle the seconds would so conduct
the affair that no injury be done to
either of the participants. McConnell
promptly chose a friend to represent
himself in the affair, named pistols as
the weapons, at ten paces, and stipu-
lated that after the first shot an-
other could be demanded by either
combatant if not satisfied. The time
and place having been named McCon-
nell and Tracy were driven to the lo-
cality selected for the purpose, when
the men removed their coats and took
positions. The pistols were placed
in their hands and, in response to
the command, “Fire,” the two pistols
exploded simultaneously. Neither
man was injured and McConnell,
trained in the use of firearms, knew
by the reports following the explo-
sions that the pistols had been loaded
with blank cartridges. McConnell ad-
vanced to his opponent and remark-
ed, “Tracy, our seconds have tried
to make fools of us. | propose that
we dismiss them, when you and I
will load the pistols and fire at—
well, until one of us is hit or killed.”
Tracy declined to go on with the con-
test.

No one doubted the courage of Mc-
Connell after that affair.

When the War of the Rebellion
began Colonel McConnell went to

the front as an officer of the Third
Michigan Infantry and rendered faith-
ful service to the country. He died
in Grand Rapids a few years ago.
Arthur S. White.

Buying 'Em Early.

“l want a Christmas present of
some kind for my wife; something
practical and useful, you know.”

“Has she a chafing dish?”

“Yes; | got one here last winter.”

“Well, she’ll want a coffee perco-
lator this time. Next counter to your
left.”

The merchant may never become an
ideal merchant, but he should have
ideals toward which to strive.

Most of our irritability comes from
hunting the rough places in the road.

IS

DOLLARS PAID

For Actual
Business Time Savers

Are Always Good Investments

If you will give us the chance we
know we can convince you that our
Inventory System will save you much
time and trouble. Time is cash—Hard
cash, too. Trouble is just trouble. We
can help you save cash and dodge

trouble. SamBIes and description free.
Pon't forget—Barlow Inventory Sys-
em.

BARLOW BROS.

Grand Rapids, MXta.

Our Slogan, “Quality Tells”

THEEDHUH Q8 6raml Bagids Broom Compani

Are More Beautiful, Simple
and Sensible than Ever Before

Air Cooled, Light Weight, Easy Riding

Model H. Franklin, 6 Cylinders, 42 H. P.
7 Passengers, $3750.00
Other Models $1750.00 to $5000.00

The record of achievement of Franklin
Motor cars for 1909 covers no less
than a score of the most important
reliability, endurance, economy and
efficiency tests of the 1909 season.
List of these winnings will be mailed
on request.

The 1910 season has begun with a
new world’s record for the Franklin;
this was established by Model G. (the
$1850.00 car) at Buffalo, N. Y., inthe
one gallon mileage contest, held by
the Automobile Club of Buffalo.

Among 20 contestants it went
46 1-10 miles on one gallon of gasoline
and outdid its nearest competitor by
50 per cent.

If you want economy”comfort—
simplicity—freedom from all water
troubles—light weight and light tire
expense—look into the Franklin.

Catalogue on request.

ADAMS & HART
West Michigan Distributors
47-49 No. Division St.

The Breslin

Absolutely Fireproof
Broadway, Corner of 29th Street

Most convenient hotel to all Subways
and Depots. Rooms $150 per day and
upwards with use of baths Rooms
$2.50 per day and upwards with private
bath. Best Restaurant in New York
City with Club Breakfast and the world
famous

“CAFE ELYSEE”

NEW YORK

Grand Rapids, Michigan

STEIMER & MOORE WHIP CO.
WESTFIELD. MASS.

Manufacturers of whips. All prices and styles.
Our No. 107 "Wolloper” retails fifty cents. It
is solid rawhide center, full length 6 feet.
Metal load. Double cord cover. “Write for
prices. GRAHAM ROYS, Agt. .

Grand Rapids, Mich.

D A H C
D /Y v-I

New and
Second Hand
For Beans, Potatoes
Grain, Flour, Feed and
Other Purposes

ROY BAKER
Wm. Alden Smith Building
Grand Rapids, Mich.

« THE NEW FLAVOR

MRENE

Better
Than
Maple

The Crescent Mfg. Co.,
Seattle, Wash.
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CHRISTMAS TRADE.

How You Can Secure Your Share
of It.

There are a number of merchants,
some doing only a small business
and many doing a fairly large busi-
ness, who make little effort to get
their proper share of the holiday
trade.

They purchase a few extras here
and a few there for Christmas sell-
ing and if the customer demands
those extras they are shown and prob-
ably sold, otherwise they are allow-
ed to lie in stock for another year.

Some of these merchants are do-
ing well, most of them are satisfied
with trade in general, but Christmas
means little more to them than the
busy time of the year. They do no
extra pushing for trade but wait for
what comes, taking it as a matter of
course.

These merchants should have some
one behind them to push or prod
them into activity. It is with a hope
that this article may serve as as prod
that it is written. At the same time
the writer offers a few words of ad-
vice more or less wise.

By this time the more active mer-
chants will have had their Christmas
campaigns in full operation for some
days at least. But it is not too late
to start even now.

In the first place the merchant
should run over his stock and lo-
cate the nattiest styles, the latest pat-
terns and the newest novelies that
are suitable as a Christmas offering.
These are to be his Christmas goods.
It is not necessary that all these lines
should be especially boxed. Useful ar-
ticles have no place in a box fringed
with paper lace and having a chromo
on the cover. A black silk dress is a
suitable Christmas gift for an elderly
or middle-aged lady. A pair of patent
leather shoes are just as suitable for
a man of any age.

Useful gifts are more suitable for
Christmas giving than useless. The
majority of persons have found that
out and the sale for gaudy folderols
has fallen off. while the more useful
articles are taking their place.

After the merchant has sized up
his stock he may prepare a number
of Christmas advertisements for his
newspapers. He should double the
size of his space to show that he is
alive.

These Christmas advertisements
should not start off with the hack-
neyed phrases, “Christmas is com-
ing,” or “Santa Claus time is here.”
Every one knows that. Try the
catch-line “Useful Christmas gifts,”
and then add a few words, by way of
introduction, about the useful pres-
ent lasting longer and giving more
pleasure than the useless bauble. Add
to this a few items fully described
and priced.

There is no need to say that they
are worth double the price asked, or
that they are special values. Christ-
mas shoppers are not usually out
looking for bargains. They are look-
ing for good value and better goods
than they ordinarily buy.

Harp on the usefulness of the gift.
Keep that side turned to the public
all the time.
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Now get a number of leaflets print-
ed, say of four or eight pages. Let
the first page be given up to the
title, which may be, “Helpful Hints
for Holiday Shoppers,” or “Gifts
Suitable for Christmas.” The other
pages should contain descriptions and
prices and if you have them illustra-
tions of the goods.

This leaflet may be divided up in-
to departments such as “Slippers,”
“Hosiery,” “Handkerchiefs,” “Neck-
wear,” etc., when the nature of the
business requires it. Or it might be
divided something like this: Under
the following headings assemble the
different items suitable and devote a

page to each of the following: “Gifts
Suitable for Small Children,” “Gifts
Suitable for Boys and Girls,” “Gifts

Suitable for Ladies,” “Gifts Suitable
/or Young Men and Their Fathers,”
“Gifts Suitable for Grandma and
Grandpa.”

Another method of arrangement
might be used, devoting a page or
portion of a page to “What 5 cents
will buy,” “What 10 cents will buy,”
“What 25 cents will buy,” etc., giving
items every time even if they have
to be repeated in several sections.

The arrangement most suitable for
his own store will suggest itself to
each reader. If the store caters in
any way to the whole family the third
arrangement mentioned is good.
If a dry goods store uses the last
mentioned arrangement it will not
go far astray. Suit the arrangement
to the store and rush it off to the
printer at once.

Now get into the windows and liv-
en them up with a few evergreens
and other Christmas decorations.
Trim “up” to the season. Do a little
decorating in the store, too. It all
helps to convey a sense of the season
and where one feels the Christmas
spirit in the air one opens up his
heart—and his pocket.

When the leaflets are delivered mail
one to every name on the mailing list.
Put one in every package leaving the
store. Pass them out to sightseers.
Never mind about duplicate circula-
tion. Get them out. They won't do
you any good stacked up on your
counters.

Now the campaign is ready to be-
gin in earnest. The foregoing prepa-
rations are merely preliminary. The
rest of the work must be done per-
sonally by the merchant and his
clerks. And don’'t fail to remember
the results depend upon the manner
in which that work is performed.

Holiday gifts should now be talked
of as if it was the most important
subject in the world (and it is just
about now). When customers come
in to supply their daily wants show
something else besides. Tell how
much any one would appreciate such
an article as a holiday gift. Show
goods!  Show goods! Rest after
Christmas but work at fever heat
now.

If there is enough enthusiasm
shown in the store it will communi-
cate itself to the customers. It is
the most contagious disease there is
and in most cases not in the least
harmful.

Now about ten days before Christ-

mas you will be feeling pretty gay
with yourself. Go and spend a few
coppers on “mistletoe” and slip a
sprig under the string of each parcel
and your customers will feel gay,

0.

Now get to work and may you have

a busy, profitable, merry Christmas.
A. E. Edgar.

He who dare not be misunderstood
never says anything worth under-
standing.

General Investment Co.
Stocks, Bonds, Real Estate and
Loans
Citz. 5275. 225-6 Houseman Bldg.

GRAND RAPIDS
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FLI-STIKON

THE FLY RIBBON
The Greatetf Fly Cgtcherin the World
Retailsatsc.” $4.80per gross
The Fly Ribbon Mfg. Co., NewYork
ORDER FROM YOUR JOBBER

| Sell
Coffee Roasters

And teach you to
Roast Your Own Coffee

I can double your coffee business and
double your profits in 6months. Write me.

Get prices on my roasted coffees.
Yon save 20 percent.

J. T. Watkins
COFFEE RANCH

Lansing. Mich.

W orden Q rocer Cgmpanyv

The Prompt Shippers

Grand Rapids, Mich.

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 GRAVITY

correct the old fogy idea that Gasoline is Gasoline.

ure Pennsylvania Gasoline. Also best and cheapestkfor engines and automobUes. It will
Ask us.

f the In nden

Refining Co., d.j[ 8i| Cdiet){/).e Fgae. t

Grand Rapids Oil Company Branch o

FREE

W. A Rogers
26 Piece Silver Set

Absolutely Free

With an Order for our Cigars
A written guarantee is given with each set

We are using this method to introduce our

High Grade Clear Havana Cigars

“ The best cigars made in Tampa”

TO THE TRADE

DEALERS—Would you make more sales and
secure larger profits? You can do so by selling our
superior grade of cigars at popular prices.

* The cigars with that aristocratic flavor”

Write for full particulars

O’Halloran Bros.

3215-17 Beach Ave.

Chicago, 111

* oJu
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NEW YORK MARKET.

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

New York, Dec. n—The coffee
market is just as dull as last week
and there is not an item of interest
to be gathered. Sales when made
&fe of small amounts and everybody
is simply waiting the turn of the
year. It is possible that some conces-
sion might be made oil the price of
Santos, but, as a rule, quotations are
steady. Spot stocks are ample and
there seems to be no dearth of cof-
fee in any part of the country. In
store and afloat there are 4,530,358
bags, against 3,764,148 bags at the
same time last year. At the close
Rio No. 7 in an invoice way is held
at 8j4@8s™c. No business is being
doiie to speak of in mild coffees and
the whole market is unchanged.

The tea trade is somewhat improv-
ed over that of last week, but is still
much less active than a month ago.
Holders are confident, however, that
with the turn of the year matters
will take on a better shape and they
are, consequently, holding firmly to
quotations and good teas are not on
the bargain table.

The same story must be told of sug-
ar as of coffee—business for the
present is suspended and everybody is
giving more attention to holiday stuff.
Withdrawals made are on a basis of
5.05c, less 1 per cent. cash.

There is some business going for-
ward in rice all the time and the ag-
gregate amount of sales is not to be
despised, although there is still room
for improvement—a condition which
is confidently looked for within a few
weeks. Good to prime domestic, 5@
S/c.

Spices are mighty quiet, especially
in the case of nutmegs, which are in
big supply. As a rule quotations
show little, if any, change, but the
little is toward a lower level on some
things.

There is a fair market for molass-
es and yet, for this time of year, it
can be called only of an everyday
character, with prices about the same
as have prevailed for months. Good to
prime centrifugal, 26@30c. Syrups are
moving somewhat slowly.

It is rather unusual to chronicle a
bit of activity in canned goods, nor
can the present market be called one
that partakes in the least of the na-
ture of a boom, but there is possibly
a little better feeling—only that and
nothing more. There are fewer real-
ly standard tomatoes being sold at
57i”"c and more at 60c than has been
the case, and this is something. Hold-
ers of good corn are firm in their
views—too firm, buyers seem to think,
a? they are not partaking to any
great extent. There is a little call
for peas and all in all the market
gives promise of something better
farther on—say within two months.

Top grades of butter are coming
in in such small quantities that there
is almost a famine and prices are
strong with an upward tendency.
Creamery specials, 34j°@35c; extras,
33iM"@34c; held stock, 32@32j~c for
specials and 3i@3iJ"C for extras;
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Western imitation creamery firsts, 26
@27c; Western factory firsts, 25c.

Cheese is firm and quoted at 17J°"@
18c for full cream.

Eggs of the sort called fresh near-
by stock are quoted at 48@52c per
dozen. The market is firm for al-
most all grades that are good to eat
and extra Western are wbrth 37@38c;
firsts, 3i@32c.

Notion Counter Drawn Upon For

Christmas Presents.
iVritten for the Tradesman.

By a little skillful manipulation of
customers the girl at the notion
counter may add quite materially to
the sum total of her December sales.

Quite a good many people are in
the habit at Christmastime of pick-
ing up small articles in the depart-
ment specified for gifts to members
of their family or to others where a
larger present would be unjustifiable
according to existing relations.

We all know how a person is con-
tinually in want of some one or more
of these necessary nicknacks and, as
it takes quite a bit of money to keep
constantly supplied with all the sorts
that could possibly come into use,
a gift from the notion counter al-
ways proves acceptable to the one
who is made the recipient.

For instance, a cube of pins, either
black, blue or assorted colors, comes
in mighty ‘handy when beauty pins
are lost or mislaid or have taken to
themselves wings and flown away as
they have such an annoying way of
doing just when one wants them the
most.

Also belt pins, safety pins, hair-
pins and just common white pins
come good a dozen times in the day
and when they are not lacking ow-
ing to the kind thoughtfulness of a
relative or friend who has supplied
them the receiver is going to rise up
and call that donor blessed.

Curlers and curling irons, darners,
tape, hooks and eyes, collar sup-
porters and an almost endless va-
riety of etceteras appeal to the one
who likes to have on hand these tri-
fling needfuls.

I know one lady who is always
thoughtful for others’ comfort who
one Christmas gave her young niece
everything she could see on the no-
tion counter that a girl of her age
ould possibly use, and, while the
young relative profited richly by the
generosity of other kindred, still
there was nothing among her many
gifts which pleased her s more or
which proved more useful in the
long run than the aunt's practical
present.

All clerks at notion counters should
be instructed by store proprietors or
managers of this department that they
shall bring to the notice of customers
the efficiency of the notion counter
n supplying Christmas gifts where a
arge sum can not be expended.
There are hundreds of people who
would give notions at Christmas who
never happened to think of these as
possible presents. Janey Wardell.

Some never let their light shine ex-
cept through an advertising sign.

Some men never believe in a square
deal until they get a poor hand.

f/Jr
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A Merry Christmas
Mr. Grocer

To every grocer we extend our heartiest wishes for a Merry
Christmas, and in the joy of this occasion may we all forget our
petty trials and tribulations in giving pleasure to others.

In the true Christmas spirit of giving rather than receiving
we wish you to accept our sincere thanks for the liberal patron-

age you have bestowed upon

CRESCENT FLOUR

“The Kind Everybody Likes”

Each Christmas day has brought to us more forcibly the
amount of gratitude we owe to the grocer, who by a loyal
support and an earnest appreciation of our efforts has per-
mitted us to establish a standard of quality in flourmaking that
admits of no such word as “failure” on bake day.

May yours be a Merry Christmas indeed, with the keen
happiness caused only by a desire to make the world better
by having lived, and

May there be many happy returns of the Christmas anni-

versary to you and yours.

VOIGT MILLING COMPANY
GRAND RAPIDS, MICH.
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SUCCESSFUL SALESMAN

Retires After Twenty-Nine Consecu-
tive Years on Road.

In his autobiography Mark Twain
quotes John Hay as saying: “At 40 a
man reaches the top of the hill of
life and starts down on the sunset
side. The ordinary man has at that
age succeeded or failed.” But John
Hay himself did the things which
gave him a place in the wqrld’s his-
tory long after he was 40, and Mark
Twain has done his best work under
the influence of riper years. Almost
innumerable are the instances in the
best development of character and
ability in the last half of life. Yet
it is true that nearly all men have
settled by the age of 40 into the path
which they are to follow the rest of
their lives. They may still grow and
their greatest successes may lie be-
yond that division point, but the
kind they are then they are likely to
remain to the end of their activities.

This is true in business as in any
other line of activity. Many of the
greatest business men whom this
country has ever known have ac-
complished their best work late in
life; but it has almost invariably
been along the lines in which they
were trained before they were 40.
After that age men have lost for-
tunes and won them again, but they
have been won in the same old lines.
They are extremely few who, after
that age, have gone into entirely new
fields of effort and in them reaped
a rich harvest.

The Tradesman has in mind one
man in the traveling fraternity who
has done just this thing. Until he
was 56 years old he was a traveling
salesman. He has shown exceptional
ability and is what, in the parlance of
the road, is known as a “star” sales-
man; but as usual that career has
brought him not much more than a
good living and, giving his house a
year’'s notice, he has forsaken a vo-
cation that he has followed for prac-
tically thirty years to make a fortune
in an entirely new and geographically
remote line of business.

Lloyd Marcellus Mills was born at
Saegertown, Pa., May 20, 1853. His
father was a Baptist minister, to
which fact may be attributed the fre-
guent changes of residence made by
the family in the childhood of “Max”
Mills. After living at Northeast, Pa.,
for eight years, the family removed
to Line’'s Mills, Pa., where young
Mills gained his first experience in
the drug business, entering the store
of H. V. Line when but 10 years of
age. He remained there three years,
when the family removed to Boston,
N. Y., and “Max” entered the em-
ploy of Mark Whiting, a retail drug-
gist, remaining with him two years.
In 1868 his father’s health broke down
and the family removed to Northport,
Mich., then a mere backwoods settle-
ment. Spending one winter on the
farm, young Mills went to Traverse
City in the spring of 1869 to accept
a position as drug clerk with L. W.
Hubbell & Co. He remained with
that house until the spring of 1873,
when he identified himself with the
firm of Page Bros., general dealers at
the same place. Four years later he
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bought the drug stock and business of
C. V. Selkirk, at Kalkaska, remain-
ing there until 1879, when he sold out
to the firm of Goodrich & Son to
accept an offer of partnership ex-
tended by S. E. Wait, of Traverse
City. The new firm of Wait & Mills
began business in 1879 and continued
with success until Jan. 1, 1881, when
“Max” sold his interest to his part-
ner to accept a position as traveler
tendered him by' the then firm of
Shepard & Hazeltine—now the Haz-
eltine & Perkins Drug Co. His ter-
ritory at that time included all avail-
able towns south and east of Grand
Rapids, the “fighting ground,” as he
appropriately designated it. He con-
tinued with this house until January
1, 1895, when he engaged to cover
the same territory for Morrison,
Plummer ‘& Co., of Chicago. He re-
mained with this house five years,
when he returned to the Hazeltine &

tender him a dinner at the Pantlind
Hotel. On the conclusion of the din-
ner he will leave on the midnight
train for Chicago, en route to Port-
land, Oregon. He has extensive real
estate interests at Whitwood, a
suburb of Portland. As soon as he
arrives at his new location he will
participate in the organization of the
Shepard-Mills Co., a stock company
capitalized at $50,000 and officered as
follows:

President—Richard Shepard.

Vice-President—Anthony Hardy.

Secretary and Treasurer — L.
Mills.

Mr. Mills will engage actively in
the real estate business on the Coast
and expects to be on Easy street,
financially speaking, in the course of
a very few years.

Mr. Mills was married April 22
1875, to Miss Mary McDowell, of
Traverse City. They have three liv-

M.

Lloyd Marcellus Mills

Perkins Drug Co., with which house

he has been constantly and continu-
ously for the past ten years, making
altogether twenty-four years with the
Hazeltine & Perkins Drug Co. and
five years with Morrison, Plummer &
Co. and an uninterrupted career as a
drug salesman for twenty-nine years.
There may be drug salesmen who
have covered their territory longer
than Mr. Mills, but none have ever
covered their trade more thoroughly
or made more friends to tihe square
inch than he has. His relations with
his house have always been of the
most cordial character. He says they
have never made a deduction in his
salary for illness or vacations, which
is something all traveling salesmen
can not honestly say. Mr. Mills re-
tires from his present position on
Dec. 19 and on the evening of that
day about fifty of his old-time asso-
ciates and traveling comrades will

ing children, Mrs. Richard Shepard,
of Portland, Wayne L. Mills an
architect at Portland, and L. M. Mills,
Jr., who is attending the Hill Mili-
tary Academy at Portland.

Mr. Mills was baptised by his fa-
ther when he was 15 years of age
and he soon after joined the Baptist
church of Traverse City, with which
denomination he has long been affili-
ated. He was State Secretary of the
T. P. A. prior to the abandonment of
the organization in this State. He
was one of the organizers of the
Michigan Knights of the Grip in 1888,
holding Certificate No. 2. He was
elected Secretary at the first annual
convention and promoted to Presi-
dent at the second annual convention
and afterwards served the orgaization
two years as Secretary and five years
on the Board of Directors. He has
been President of the Grand Rapids
Tumbler Washer Co. for several
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years. He is a Mason up to the Roy-
al Arch. His hobby is home, garden-
ing and chickens and in his new as-
sociations and relations on the Coast
he will probably be able to realize
his expectations along all of these
lines.

In describing Mr. Mills in the course
of a biographical sketch published
May 14, 1884—nearly twenty-six
years ago—the Tradesman said:

“Mr. Mills is a typical salesman,
possessing all, or nearly all, the
points that characterize a successful
traveler. He is very careful, never
selling a new customer until satisfied
that he is reliable, and his knowledge
of the resources and liabilities of his
patrons is a matter of common ac-
knowledgment. His skill in this di-
rection is evidenced by the fact that
during the three years and over he
has represented his house on the road
lie has made but one bad account, and
that amounted to only $9.75. Another
peculiarity of his career as a traveler
is that he has never offended a cus-
tomer, and is still selling the same
men who bought of him on his first
trip out. He enjoys, to a marked de-
gree, the confidence of his trade and
has the respect of his house and all
wdio know him.”

Although more than a quarter of a
century has elapsed since these words
were written, they can hardly be im-
proved upon at the present time. All
of the statements contained therein
have been strengthened by the pass-
ing of the years, with the possible
exception of the item of losses, which
could, of course, be somewhat quali-
fied. One of the reasons why he has
worn so well has been his ability to
make and hold friends. No man on
the road ever made more lasting
friendships than Mr. Mills. He did
this without impairing the good name
of his house or jeopardizing the in-
terests of his customers. He is, more-
over, a prince of good nature and a
good fellow in all that the term im-
plies. Having an excellent voice and
the disposition to employ it he can
make himself at home in any family
and always accommodate himself to
any condition or circumstance. It
goes without saying that the best
wishes of hundreds of friends, both
customers and acquaintances, go with
him to his new home on the Coast.

To think a good thought twice is
a long step toward a good habit.

Our Christmas Stock

of Pianos
presents all our popular makes in every

style of case and in all the latest
models.

If you buy a piano of us you will get
one that will grace your home for many
a Christmas to come.

Friedrich’s Music House
30-32 Canal St. Grand Rapids, Mich.
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Good Voice Factor in Inspiring Con-
fidence.

The voice is a factor which can not
be overlooked as an aid to success.
The man who has a sonorous ring in
his tones, whose enunciation is clear
and free from affectation, and who,
uses good language, inspires ourcon-
dence and attracts attention to what
he says—just as we are repelled by
the harsh, discordant speech and
careless, slipshod vocabulary of him
who is either handicapped by nature
with a poor voice or who neglects to
train his vocal organs in the art of
pleasing.

'Tis true that many are born with
the misfortune of defective speech,
but a great many willfully or uncon-
sciously neglect to train their voices,
with the result that they often have
to take back seats.

No one can take to a harsh, rasping
voice. It creates a general discord,
and all try to get away from its in-
fluence. There is a love of music im-
planted in every soul. The harmony
of sweet sounds soothes and capti-
vates and makes us feel at ease. 'Tis
through the ear that we are enabled
to realize the beauty and melody of
the universe. The winds and waters,
the trees, grasses and flowers have a
music of their own. The trained ear
is receptive to its sound and the soul
is ravished with the vibrations of the
natural harmony.

The notes of the skylark enthrall
us; we listen in rapture to his full
and perfect song as he warbles his
anthems from the azure dome of
heaven, but we turn away from the
dismal croak of the frog, piping his
guttural discord from the fens and
marshes.

The tones of a well balanced piano
send the blood tingling and move the
feet to a rhythmic accompaniment,j
while the jangling tune jars on the
nerves and grates upon the entire be-
ing.

The same with the voice. A well
modulated voice of sweet tone and
pleasing inflection exercises a power
over us and holds us by its sway.
Even natural defects in many in-
stances can be overcome. Demos-
thenes was a stutterer, yet by culti-
vation and practice he conquered his
misfortune and became the most
forceful speaker of his age. In mod-
ern times one of the most eloquent
forensic speakers was John Philpot
Curran, the ornament of the Irish
bar. He excelled all in a land prolific
of great orators, yet in the beginning
he was a stutterer and stammerer and
was the laughing sport of his col-
leagues. “Stuttering Jack Curran”
they styled him.

To have a good voice it is neces-
sary to have the requisite physical
adjuncts. The first and foremost of
these is good health. There must be
pure red blood bounding in the veins,
the step must be elastic and the eye
clear. You must keep the body strong

and firm and the mind free. The
muscles must be developed, the
nerves nourished and all the parts

kept in complete harmony.

If the body is well regulated it fol-
lows that the mind will keep in good
working order. Both will regulate
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the voice so that the latter will be-
come a reflector of the state of the
former.

When the body is in health the
brain can be kept liberated—from
morbid thoughts and desires and all
unnatural inclinations. It can be fill-
ed with noble, elevating and inspir-
ing thoughts, and these in turn will
govern the tongue and proclaim its
action.

The voice has a commercial value.
That value can be increased or les-
sened according to the labor and
pains taken to acquire a graceful de-
I'very of speech.

The man with a low, guttural, frog-
like voice can not expect to have the
same attention paid to his words as
the man with an open, soft toned,
mellow enunciation; the former can
never get the ear of his audience.

When Cicero consulted the oracle
at Delphos concerning what course
of studies he should pursue the an-
swer was, “Follow nature.” A French
writer truly said: “We are never ren-
dered so ridiculous by qualities which
we have as by those which we aim at
or affect to have.”

When Gladstone arose in the
House of Commons every voice was
hushed on the instant and every ear
strained to catch the slightest intona-
tion of his mellow voice. That voice
was just the same with which he sa-
luted his friends in ordinary conver-
sation, only pitched a little higher.
There was no straining after oratory,
no attempt at high flying in speech.
It was the plainness of the man in
everything that made Gladstone truly
great.

It is artificiality and straining after
theatrical effect that are ruining the
voices of America to-day. A good
many are not trying to improve on
nature, but are endeavoring to cast
off nature and make themselves

than S,000 or 6,000. Shakespeare used
15,000, but almost half of them are
now obsolete.

You can master the necessary 4,000,
even 2,000 will carry you along.

If you are in doubt buy a good dic-
tionary and get the right pronuncia-
tion.

Wrong pronunciation jars on the
nerves and grates on the ear. Many
a lawyer has lost his case through
ignorance of language. Many a
preacher has lost his influence with
the people by mispronunciation.

Correct speech often proclaims a
man’s character. Errors in talk pro-
claim a man of low intellectual cali-
ber and put him out of many good
positions. Good language suggests
good breeding and careful training.

Chesterfield said he acquired his
polished style by making note of every
good expression he met with in his
reading. Weigh your words as in a
hair's balance. The cautious man
uses words as the gunner does bullets
Bad language easily runs into bad
deeds. Use slang and your moral
sense will soon lower to its level. “If
any man offend not in word the same
is a perfect man.”

Madison C. Peters.

Correct Mathematics.

Teacher—One from two leaves
what?

Johnnie—1 don’t know, ma’am.
Teacher—Well, here are two ba-

nanas; supposing | say to William,

“William, you may have one of

these.” Now, what would be left?
Johnnie—The littlest one.

It

lat M CGaxituoas

Packed by
W. R. Roach & Co., Hart, Mich.

Michigan People Want Michigan Products

Mail orders to W. P. McLAUGHLIN & CO, Chicago

60 Years
S the People’a
I Choice, j

Sawyer’

CRYSTAL

For the
Laundry.

DOUBLE
STRENGTH.

Sold in
Sifting Top
Boxes.

Sawyer’sCrys-
tal Blue gives a
beautiful tint and
restores the color
to linen, lacesand
goods that are
worn and faded.

It goes twice

as far as other
Blues.

Sawyer Crystal Blue Co.

Klingman’s

Summer and Cottage Furniture:

$8 Broad Street,
BOSTON - - MASS.
An Inviting

Exposition

something they are not nor evercanj

be. | would advocate elocution les-
sons for all were it not that many
imbibe artificiality from its teachings.
Frequently words uttered with a
pleasing elocution suggest only the
unreality of the speaker.

You can be your own teacher and
your own critic. Read aloud, listen
to yourself, train your ear, tutor it
to be sensitive to harsh sounds and
pleased with a flow of smooth sen-
tences. Open your mouth and articu-
late distinctly. Call all your organs
into play and make each do its part.

It is necessary to good speech that
you have good teeth. If your teeth
are imperfect see the dentist. A lit-
tle expense along this line may de-
clare big dividends in the future.

Be cheerful, keep your disposition
serene and genial. If you are a
croaker you will have a croaking
voice. If you are sunny your talk
will be sunny and it will flow out like
liquid amber in a stream that will re-
fresh your listeners.

Be sure of your pronunciation. You
can be a good talker without a de-
gree after your name. The most
learned man among us never uses
a vocabulary of more than 4,000
words, although the English language
contains something like 120,000. The
most profuse author never uses more

It is none too soon to begin thinking about toning up the

Cottage and Porch.

previous efforts in these lines.

Our present display exceeds all

All 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.
lonia, Fountain and Division Sts.

Entrance to retail store 76 N.

lonia St.

WILLS

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
property.

Executor  The Michigan Trust Co.

Agent

real and personal

Trustee
Guardian

Grand Rapids, Mich.
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FORTY-SEVEN YEARS.

Oldest Account in Any Grand Rapids
Bank.

The OIld National Bank came near
losing one of, if not its very oldest,
its oldest accounts a few weeks ago.
It was Clay H. Hollister’s persuasive
eloguence combined with the more
than half repentance of the withdraw-
ing deposition that saved it. It was
not through anger nor disappoint-
ment or any unpleasant incident that
nearly brought the account to an
end, but because of the kindly con-
sideration of the depositors for the
bank with which he had done busi-
ness so many years. The account was
that of Thomas Hefferan. In 1862,
forty-seven years ago, Mr. Hefferan,
doing business at Eastmanville, open-
ed an account at what was then the
First National. He did his banking
here in all the years that he was at
Eastmanville and continued doing so
when he came to town. When he
became President of the Peoples Sav-
ings upon its organization in 1890 he
did not withdraw his account at what
had become the Old National. A few
years later he suggested that as the
account had grown small and inac-
tive in justice to the bank he really
ought to take it out. James M. Bar
nett and Harvey J. Hollister would
not hear to such a proposition and
Mr. Hefferan promised that his ac-
count would remain as long as his old
friends survived. A few days ago
Mr. Hefferan went to the bank and
quietly checked out the last dollar
he had on deposit there and left his
book to be balanced. Clay H. Hollis-
ter heard of it and at once constitut-
ed himself a committee of one to
bring the account back, not for its
size nor for its importance to the
bank, but for sentimental reasons pure
and simple. Mr. Hefferan had re-
gretted his action almost before he
left the bank because closing the ac-
count seemed so much like parting
with an old friend. The account is not
large nor will it be active, but to have
an account on the books unbroken for
forty-seven years is worth more than
many dollars.

President Wm. H. Anderson put in
an entire day last week as member of
a jury in Justice Cresswell’s court.
He received 94 cents for his day’s
work, which can not be regarded as
a very high salary for a bank Presi-
dent. The case in litigation involved
the enforcement of a machine pur-
chase contract. A farmer had con-
tracted to buy a hay loading machine
for $75. The machine, for some rea-
son, would not work satisfactorily.
The dealer was sent for to put it in
running order, but the next day it
again went wrong. In no very good
humor the dealer came out the sec-
ond time and took occasion to remark
that he could furnish hay loading ma-
chines but would not furnish intelli-
gence to run them. This made the
farmer angry and he ordered the deal-
er off the premises and sent the ma-
chine back, refusing to pay for it
The jury, with Mr. Anderson as fore-
man, after hearing all the evidence,
rendered a verdict in favor of the
farmer, releasing him from payment.
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Mr. Anderson as a banker and busi-
ness man has high respect for con-
tracts, but it is also a part of his
creed that the party of the second
part is under some obligations to be
civil and decent, especially when he
is dealing with a farmer. The %4
cents Mr. Anderson earned in his
jury service will come handy in his
Christmas shopping.

American Eight & Traction, com-
mon, which has been a strong favorite
in this market, has been going up so
rapidly in recent months that what is
regarded as a high price one week is
looked upon as dirt cheap the next.
The holders of this stock are natural-
ly pleased at its rise in market val-
ue, but they are also becoming ap-
prehensive as to consequences. The
high marks being scored by the stock,
coupled with the stories told of the
company’s great earning capacity, are
beginning to make the gas consuming
public wonder how great are the
profits in the gas business to make
such earnings possible, and the next
step will be a demand for a reduction
in the price. It is possible that re-
ducing the price to the consumer
might be a simpler and easier solu-
tion of how to keep the earnings
down than the declaration of big div-
idends on that class of stock which
represents no original investment.

The bankers will soon be getting
out their New Year’s souvenirs for
friends and patrons. The OIld Na-
tional for several years has issued a
very handy year book, in diary style,
with a page for each day, and useful
information before and after, and will
do the same this year. The National
City, Fourth National, Grand Rapids
National. Peoples, Kent. State and
Commercial usually have calendars,
some of ornamental design, others
with big black figures that can be
seen across the office and for this
reason are useful. The Michigan
Trust Company, ever since it start-
ed in 1889, has issued annually a dain-
ty gift book prepared by Mrs. Wil-
lard. These gift books, because they
are given away, are probably not
more than half appreciated, but as a
matter of fact they are of high ar-
tistic and literary merit and will rank
with the best gift books in the Christ-
mas market.

From 1850. when Grand Rapids had
a population of about 4.000, until 1890
each succeeding decade found the
city’s population doubled. Since 1890
it has taken twenty years to double
the population, but it is interesting
to note that during this period of
slow growth in population the city’s
banking interests have progressed at
the old ration of 100 per cent, per
decade. As shown by the statistics
given last week the total deposits
were $6.007,071 in 1889. $12.510,437 in
1899 and now they are $27,186,427.
The savings deposits doubled from
$3,503.383 in 1889 to $7,482,403 in 1899
and very nearly doubled again to $13,-
714,830 in 1909. The loans and dis-
counts did not maintain the pace, but
if taken with the bonds and mort-
gages the old ratio is kept up, with
the figures for the respective decades
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at $6,7.92,644, $12,599,829 and $25,122,-
457. In twenty years the bank capi-
talization has not doubled even once,
being $3,275000 now compared with
$2,400,000 in 1889, but the surplus and
undivided profits, while falling short
of the doubling rate the first ten
years, have kept up the last ten, with
the score for the three periods at
$539,440, $799,708 and $1,799,929, re-
spectively. The first ten years covers
the panic of 1893, with its many and
heavy losses, which accounts for the
slow growth-. The panic of 1907 was
not a circumstance to that of 1893 in
commercial disasters. There may be
no special significance in the ten
year doubling record, but at least it
is an interesting coincidence and
would be still more interesting if only
the population had done the same.

Negligence on the Part of the
Father.

In the house of a friend the other
night I met a man, his wife and a
bright, amiable, imaginative young
son of theirs, just out of high school.
There was something  especially
pleasing about this youngster, who
had been in long trousers only six
months and then after fighting for
them.

“It seemed so dreadful to me to
have Fred grown up,” said the moth-
er, glancing at the boy fondly. “He’s
the only baby in the house and now
he’'s as tall as his father.”

I knew the mother’s feelings. Fred
had insisted in getting out of his
knickerbockers. That he admired his
father, was chummy with him and
was feeling a growing interest in his
father as a world’s worker were ap-
parent. The mother was losing her
hold on her one boy—he was seek-
ing the companionship and advice of
the father instead. He was a boy
who would be looked at twice by
anyone concerned in boys. His bright
face, genial smile, unaffected, artless
interest in “grown up” topics, his
unmistakable breeding and whole-
some unselfishness could not fail to
impress.

Later in the course of the evening
the father began talking to me about
his boy. The father was appreciative
of the responsibility of starting his
son in life. He was in moderate cir-
cumstances, interested in his own
rather small mercantile business only
for the reason that it gained him a
livelihood.  Whatever might have
been his own first ambitions in any
line, long ago they had been sacri-
ficed to business merely for the sake
of dollars. Like so many other men
in like situations, he had no idea
of even allowing the son to follow
his own line of occupation. The son
had no taste for it, but, even if he
might have had the wish, the father
said he would discourage it.

“It is a problem just what to do
about one’s boy,” he said. “But as
I've looked things over, I've decided
that the business of the stock broker
is promising for a bright boy. 1 have
not said a thing to the boy, but that’s
my best judgment and | know of an
opening for him.”

The remark might have been an in-
vitation for an expression of my opin-
ion, but in the shock of the statement
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I couldn’t rise to a spoken opinion if
I had tried. The whole atmosphere
of the household gathering was so far
removed from the thought of busi-
ness—the boy himself was so utter-
ly an anachronism in that connec-
tion—that | took the statement al-
most in silence. But the picture has
been with me ever since in vivid re-
minder.

I have thought of that father ap-
pearing before the membership of a
constituted stock exchange, com-
manding the attentions of the gather-
ing from a stage, showing a living
picture of the boy as he appeared that
evening and asking judgment of these
men as to what line of work that
boy should choose. From my experi-
ence and knowledge of the stock-
broker | would say that such a body,
voting, would put that boy almost
anywhere else than in the brokerage
line. Just as the father had decided
against the son’s following the fa-
ther’s business, so | believe thinking
brokers would decide against his en-
tering a brokerage business. And es-
pecially that hungering little speech
of the mother, echoing there, would
have made unanimous the vote
against it.

Yet, after all, such a vote would
have decided nothing. It would have
left nothing, even by inference, to
guide the father who is feeling his
responsibilities for starting his son
in the world’s work. That father is
facing some fixed, unchanging condi-
tions. As said he is not a very
rich man. His boy is not to go
farther than a high school training;
he is almost 18 years old and he must
go to work, naturally. Reared as a
boy in all boyishness and unaffected
innocence, he has not been encourag-
ed to develop any one talent that he
may have. He has been satisfied with
making good grades in school; his fa-
ther has been satisfied with this, put-
ting off that time when he should de-
termine for the boy that work which
he felt the boy honestly would try
to do well.

What can this father do but make
a father’'s best choice in a father's
own best judgment? Even if the fa-
ther should discover where he has
made a mistake, probably he would
feel that it is almost too late to rec-
tify it. His boy, almost 18 years old,
suddenly has been “put out” of knick-
erbockers and out of school. He is
anxious to go to work; he feels that
he ought to go to work. What work?
Well, he’s ready to ask father, and
father— his perceptions already biased
and blunted by business which he
himself does not like—has decided to
make his son a stockbroker. And
when the father tells the boy his de-
cision the boy is going to enter the
work with a will.

But in my best judgment of this lit-
tle vexatious problem that comes up
so often and so unexpectedly for so-
lution at the eleventh hour in a boy’s
life it seems to me there is a strong
element of tragedy. The father has
not been doing his duty in propor-
tion as he has felt his responsibilities.
The mother has been doing the moth-
er's part in all a mother’s natural-
ness—which has been to keep her

only boy a boy just as long as pos-
sible. The father has been staving
off the time when—feeling his re-
sponsibilities strongly—he should be
forced to exercise his real duty by the
boy.

“Oh, he’s a boy yet; let him be a
boy,” | can imagine this father’s say-
ing to himself. “Something will ‘turn
up’ to decide. Time enough yet.”

But | know that which the father
may not have recognized yet—which
is that the father is feeling his own
past negligence. He has been eigh-
teen years engaged in building the
most wonderful piece of enginery in
existence and, now that it is almost
complete, he does not have an idea
where he best can use its wonderful
powers. I'm sorry that father spoke
to me as he did of this work which
he at present contemplates for his
boy.

“Brokerage in stocks always will
be necessary to business growth,” he
has said, acceptably enough, too, only
that he added: “And taking it as a
business, the broker ‘gets his cus-
tomers coming and going.’”

This may be true enough, too; it
may be inviting enough for the com-
mercial spirit. That boy one day
may be a leader in his work.

But if in the next ten years this
boy in the brokerage business should
strike upon that other one embryonic.
dormant, buried, sleeping talent
which could have blossomed and
made him a world’s producer in the
largest measure of that term, there
will have been proved a tragedy in
that little scene of that other night!

| f

And the murderer will have been
that boy’s own father!
John A Howland.

A New Method.

Woggs—Do you make a slip with
your money when you deposit it?

Boggs—We used to, but the bank
sprung a new wrinkle last week.

Woggs—What was that?

Boggs—The Cashier made a slip
with everybody'’s.

Generally Do.

Percy—Which end of a cigarette
should a person light?

Archie— My experience is that you
get the best results by lighting the
end opposite the one you put in your
mouth.

SHOW CASES

Our new catalogue, just out, gives
complete information regarding our line
of show cases. You should have a copy.

WILMARTH SHOW CASE CO.
936 Jefferson Ave.
GRAND RAPIDS, MICH.
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little

work

deliveries a slow.

This has been due to one cause only— too many orders

for our capacity— but this refers to the past.
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more prompt deliveries than from any other manu-

facturer.
white, ready for finishing.

Let|us
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for one
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Grand Rapids, Mich.
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HUGO WATSON'S IDEA.

A Moving Picture Show on Merchan-
dising Art.
Written for the Tradesman.

When Hugo Watson was waited
upon by a committee of three from
the Highland Ladies’ Helpmate So-
ciety, with an invitation to address
the members of that organization at
its .next regular meeting, he saved
himself from suddenly falling to the
floor of his office by madly clutching
the back of his chair. His next im-
pulse was to shout in derision at the
idea suggested by the request; and
then business came to its own—Wat-
son was the manager of the largest
department store in the city—and, as-
suring the ladies that he deeply ap-
preciated the honor they sought to
bestow upon him and thanking them
for their kindness for even consider-
ing his name in such a connection, he
added: “You know | am a merchant;
don’t know anything beyond the art
of merchandising and, besides, | nev-
er addressed an audience in my life.”

At this Mrs. Agatha Dartwood, the
“Madame President” of the Help-
mates, gracefully disposed her outer
wraps so that the handsome gown she
wore—which she had but recently
bought in Watson’s dressmaking de-
partment—was very much in evi-
dence; and in the tones of a practiced
“smoothing-lady” thoroughly proud of
her power as an adjuster of critical
situations, she beamed patronizingly
and observed: “You have voiced the
key-note, Mr. Watson; the ‘art of
merchandising—and who in this city

,No
Direct Sales to ANY
retailer. The little

grocer owns ourgoods
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knows more than yourself of that
art?—that is exactly what we want
and because we wanted to be enlight-
ened on that subject we have come
to you.”

“Please don't disappoint us, Mr.
Watson,” urged Miss 'Beth Parsons,
chairman of the Helpmates' Pro-
gramme Committee, at the same time
coyly toying with a large and well
filled envelope bearing the depart-
ment store’s trademark and which the
manager recognized as having come
from the glove counter.

“l would be delighted to make the
effort you suggest,” responded the
gentleman as he turned ostensibly to
lower the window shade but in reality
to declare: “Nit,” as he performed the
operation and, again facing the three
ladies, he continued: “But | will be
forced to rely upon you for ideas.
What particular features of our art—
along what lines do you desire to be
informed?”

The third lady of the Committee—
evidently the rotation of speakers had
been carefully agreed upon before ap-
proaching the store manager-in-
formed Watson that they had no cu-
riosity about the mere routine of the
business—the selection and buying of
goods, packing, shipping, unpacking,
checking, marking and selling of
goods “and we don’t desire just now
to take up the matter of advertising.
What we wish to hear is as to some
of the striking incidents of the daily
life in a store; some telling charac-
teristics of store patrons and some of
the idiosyncrasies of store employes.”

“Yes,” and Mrs. Dartwood “came
to bat” for the second time, “you see,
we have been discussing the extrava-
gances of the American people and
so reached the poor working girls
and their pride, vanities and lack of
thrift; and what we would really like
is that’you should give us actual
practical illustrations as to the rela-
tion between those people and the
general practice of merchandising.”

Watson became seized with a hap-
py thought and asked: “Would it be
agreeable to you if | illustrated what-
ever | might have to say? You know
pictures would help me out a lot.”

“Oh, how lovely!” ejaculated 'Beth
Parsons as she waved her glove pack-
age aloft.

“The very thing,” mildly observed
the third member of the Committee.

“Yes, and we have a stereopticon
and screen and—" President Dart-
wood was about to enumerate just
how well the Association’s club
rooms were equipped when the mer-
chant, with a courteous apology, as-
sured her that he would very gladly
furnish all the paraphernalia for a
regular moving picture accompani-
ment to the talk he had about decid-
ed to give. “You know we have en-
tertainments once in awhile for em-
ployes and we carry our own out-
fit.”

And so it was agreed upon and ar-
ranged, and in accordance therewith
the night devoted to “The Art of
Merchandising” found the Help-
mates’ rooms crowded. Every one of
the fifty and more members of the
society was present and each one

.0 Four Points
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was accompanied by two or more in-
vited guests.

Watson, because of Tris generosity
in providing a moving picture show
and his' talk as well, had readily been
accorded the privilege of having ab-
solute control of the roomy stage
and its various ante-rooms, with the
single exception that “Madame Pres-
ident” was permitted to come upon
the stage from the auditorium and,
calling the meeting to order briefly,
to return to the main floor to enjoy
the entertainment.

The stage was “set” as a drawing
room, with a piano at one side, pot-
ted plants and flowers and appro-
priate articles of furniture. And it
was artistic in that there was just
exactly enough for the purposes of
the evening and not a thing in ex-
cess of good taste. Vulgar display
of resources was conspicuous by its
absence.

And these facts—with a few words
of praise and thanks to his chief win-
dow trimmer, were forcefully pre-
sented as “introductory remarks” by
the speaker of the evening.

Then, briefly adverting to the
human needs in the way of food,
clothing, household utensils and
furnishings, Watson showed how

among the many essential factors for
securing human happiness the mer-
chant stands foremost. “And no mer-
chant can fill such a place in any
community to the credit of his call-
ing,” he added, “except by the co-
operation of competent assistants.”
Here, accepting the cue they had
been given, ten handsome, graceful

Quantity price. You
don’t have to load up
on a perishable stock
to have our goods at
bottom prices. They
are always fresh and
suit the customer.

PROFITS SURE AND CONTINUOUS

to

No Premium Schemes
Premiums are a “de-
lusion and a snare.”
When you want an
honest package of
corn flakes, don’t buy
cheap crockery and
toys.

limili- 'mit
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and exquisitely dressed ladies enter-
ed the stage from the right and six-
teen fine looking men in evening
clothes came on from the opposite
side.

“My first moving picture,” observ-
ed the store manager after his asso-
ciates had disposed themselves nat-
urally and effectually around three
sides of the stage, “and the respec-
tive heads of ther various depart-
ments in our establishment.”

Then came tersely, sincerely and
kindly an eloquent denial by Watson
of the charges that the “poor work-
ing girls” have inordinate vanity, are
absurdly proud and without thrift.
“Not only is this not true, but a ma-
jority of those women who work in
stores, offices and factories are bread-
winners for others who are dear to
them—father, mother, sisters, broth-
ers, grandparents and sometimes
even aunts and cousins. More than
that, it is true that good grades of
culture, refinement and education are
often found among those who ‘work
somewhere’ for a living. This | will
proceed to illustrate by a series of
moving speaking pictures.”

For an hour and a half thereafter,
ninety minutes, repeatedly empha-
sized by enthusiastic applause, the
audience was treated to a miscellane-

ous entertainment—readings, recita-
tions, vocal and instrumental music,
solos, trios, quartettes and chorus,

with violin, piano, 'cello, flute, cornet
and clarionette accompaniments—pre-
sented by men and women who
“worked somewhere downtown.”

“That you may not go away with
the impression that | am utilizing
this occasion,” said Watson when the
programme was about half through,
“by solely advertising the establish-
ment | represent, | desire to say that
among those who have thus far en-
tertained you are employes from com-
peting stores, from a box factory, a
printing office, a banking office, from
the offices of lawyers and factories
and from a cigar factory.”

The announcement was greeted
with cheers and a waving of hand-
kerchiefs, programmes and fans and
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exhibit
enter-

everybody agreed that the
thus far had been intensely
taining and instructive.

The last half of the programme
was given entirely by employes in
Watson’s store, each member being
heartily encored, and at its -conclu-
sion Mr. Watson said: “My friends,

Venus Twin Sister of the Earth.

After all Venusians seem more
|probable than Martians. The difficul-
ty with which Venus can be viewed
has kept speculation regarding her
within narrow limits, although in
several important particulars she
more nearly resembles the earth than

Sl

of life as known to us on Venus than
lon Mars.

Conditions on Mars where life may
Ibe granted to exist must have modi-
Ified the Martian species quite out of
jall form or semblance to those with
jwhich the human race is familiar. It
jis likely that only among the lowest
forms of life would the botanist or

I haven't said much about merchan- [does any other known heavenly body. jbiologist from the earth look for sim-

dising because | can not tell you
much you do not already know on
that subject. But the young ladies
and gentlemen who have entertain-
ed us so well have told you as well
as | could a great deal about the art
that perhaps you did not know.
“They have shown us that, like
ourselves, they are men and women
of character and ability; they have
demonstrated that the receipt of a
pay envelope at the close of each
week in return for hard, confining,
sometimes gruelling labor does not
divest them of their gentility nor rob
them of their ability. What | know
and that which many of you do not
know is that a very large proportion
of the ladies who have appeared be-
fore you this evening are practical
and actual housekeepers of ability—
good managers, good at cooking, bak-
ing, needlework and keeping the
home in order. Moreover, they are
not extravagant as a rule; can not af-
ford to be. And as to the gentlemen:
Among those whom you are greeting
here are competent garden farmers,
poultry farmers, men clever in a
dozen different directions. Some are
students—students as a matter of
recreation and well versed in litera-
ture or some one of the sciences.
“And that tells you much of the
art of merchandising. It is an art
which commands and wins the inter-
est, the intelligence and the faithful
service of men and women such as
these. And so* will those of the High-
land Ladies’ Helpmate Society think
these facts over carefully and kindly
remember that my associates and
myself are grateful to them and
thank them sincerely for the oppor-
tunity they have afforded us this
evening?” Max Wurfel.

GRAND

'In diameter Venus is about ioo miles
less than the earth, which is reck-
loned at 7,926 miles. This resem-

blance is strikingly close. No other
imember of the solar system in this
respect at all approaches these two,
The outer major planets are giant
globes, measuring from four to ten
times the diameter of the earth. Mer-
cury is about 3,000 miles through and
the moon a quarter of the earth’s
axial measurement. Mars has a tri-
|tie more than half the apparent meas-
ure of the earth and Venus, or 4,210
miles.

In habitability from their human
viewpoint there is another equally
important similarity: Their density is
practically the same. But the density
cf Mars is about seven-tenths that of
the earth. Likewise the masses of
the planets are as 1 for the earth, 0.8
for Venus and about o.xi for Mars.
Objects on the surface of Mars lie
only about 2,000 miles from the cen-
ter of attraction, whereas that dis-
tance is about doubled for Venus and
the earth. The force of gravity at
the earth’s surface is reckoned for

Venus nearly the same and for Mars |

about 0.38, so that a man weighing
about 150 pounds transported to
Mars would find his weight reduced
to about fifty-seven pounds.

Taking the volume of the earth’s as
i, that of Venus is , approximately
0.92, and that of Mars about 0.22. The
earth’s mass being reckoned at 1, that
of Venus is not much more, while the
Martian atmosphere seems to be not
over 0.10. The terrestrial barometer
records thirty inches normally at sea
level, that of Venus about 27 inches
and that of Mars 25 inches. The at-
mospheric conditions seem to be dis-
tinctly more favorable to the presence

RAPIDS

ilar species. And the ages would have
evolved a ruling race, adapted to pro-
jnounced extremes of temperature, ex-
cessive drought and rarity of air, with
iforms and characteristics that alto-
gether baffle speculation.

The Venus world is remarkably like
ithe earth in several features that are
commonly considered essential to the
jexistence of the human race. The
iHesperian lives in a habitable belt be-
tween the two separate regions of
perpetual night and day. It must be
a wide zone of subdued rose flushed
light where the climatic conditions
may be well suited to the existence
of a race of intelligent beings.

His Bitter Rebuke.

The dinner had not gone at all
well. The waiter was slow, the food
was cold and the cooking was bad.
The guest in the German restaurant
was of a naturally peevish disposi-
tion, anyhow, and he complained vig-
orously to the head waiter and es-
pecially complained of the waiter at
his table. As he was leaving the
waiter said, humbly:

“If you only knew vat a hardt
time us vaiters haf, you would nicht
ibe so hardt.”

“But,” said the guest, “why be a
waiter?”

“Vot else couldt I do?” asked the
waiter.

“Well,” said the guest, “up at the
Metropolitan Opera House they pay
a man $ a night to play the oboe.
jYou might try that.”

“Btidt,” said the waiter, “I
know how to blow dot oboe.”

“What is the difference?” observed
Ithe guest, as he turned away, leaving
a much mystified waiter. “You don’t
know how to waiter either; you might
Iscatter your incompetence."

don't



BIG BUNCH OF BUYERS.

Excellent Prospects For the Coming
Furniture Season.

“There ought too be a law making
it a State prison offense for any arch-
itect to design furniture, and especial-
ly chairs,” said a well known furni-
ture designer a few days ago. He
was studying the plans and specifica-
tions for a special order library chair
which had been sent in by a New
York architect and disgust was writ-
ten all over his face. “An architect
thinks only as to how a thing will
look. All his work, except of course
the construction, is for the eye. It
never occurs to him that a chair
should fit, and he wouldn’t know how
to apply the idea if it did occur to
him. With the designer, however, the
fit of the chair is as important as the
looks. In other words, the designer
must know anatomy as well as the
rules of art or his chairs will be
seats of torture instead of comforta-
ble resting places for the weary.
The architect who made the plans
for this chair has given us some-
thing that may match the bookcases,
but it sure will be tough on the man
who tries to use it. The back legs
have the wrong curve for comfort.
The back itself has a double curve, the
reverse of what it should be, and the
top is straight across. The chair
won't fit at any point and the man
who tries it once will take a milk
stool next time in preference. With
a few changes we could, without al-
ering the essential features of the de-
sign, make the chair what it ought
to be, but these Eastern architects
are a touchy lot and if we should
suggest anything we would likely be
told to mind our own business.”

Liverpool is the center of the
world’s traffic in mahogany, Circas-
sian walnut and other high grade cab-
inet woods. South America, Africa,
Mexico, Syria, all countries, in fact,
that produce fine woods, send their
timber to Liverpool and there it is
sold at weekly auctions and the pric-
es paid at these auctions make the
prices for all the world. The American
market is supplied from Liverpool.
Some of the buying is done at the
auctions through carefully instructed
commission men, some through deal-
ers who buy the logs on their own
account. The timber is sent to this
country in the log, in which form
it is given free entry, and it is sawed
in the American mills. Much of the
mahogany used in this city is brought
here in the log and sawed at the
Michigan Barrel Company’s mill. The
mahogany log as it is received here
is not round like the familiar pine log,
but is hewn square before leaving the
forests. This saves freight on the
bark, slabs and waste and the timber
in this form is more easily handled.

The sellers of mahogany, represent-
ing the Liverpool dealers, used to vis-
it Grand Rapids occasionally, but in
recent years they have been coming
regularly and in increasing numbers,
having discovered apparently that this
city is a big consumer. There have
been four or five sellers in town this
season, and it is probable that Grand
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Rapids will in the future be more
than ever an important point on the
map of the mahogany salesmen.

One of these mahogany salesmen,
a bright young Englishman, visited
the Michigan Barrel Company’s mill
a few days ago and on the way back
he noticed the Upper Canal street en-
gine house. He had never seen an
engine house before and A. B. Porter,
who was with him, took him in to
show him around and to explain
things. He told the stranger all
about the stalls opening and the
horses dashing out when the alarm
sounded, how the harness dropped in-
to place and the firemen shot down
the greased pole to their places. Mr.
Porter finished his description and
just as he came to a pause the alarm
sounded and what he had been de-
scribing so graphically was enacted
by the horses and firemen. Mr. Porter
happened to be out of range of the
horses when they dashed out and he
calmly put his hands in his pockets
and looked as though he had himself
touched the button for the stranger’s
benefit. And when the young Eng-
lishman had recovered from the
scramble for safety he had to make
from the center of the floor he seem-
ed mightily impressed with Mr. Por-
ter’s importance.

\The upholstered furniture manufac-
turers want more money for their
goods, and the manufacturers in this
city have decided to advance prices,
and they have reached this conclusion
without consulting the manufacturers
at other producing points. Six years
ago such a movement would have
ben impossible. One reason was
that the local manufacturers were not
in harmony and would not pull to-
gether on any proposition, and the
other was that this city as an up-
holstery center was not large enough
to command attention from the trade.
To-day there are seven upholstery

concerns in the city, besides some
who do a little in connection with
ether lines, and they have learned

that in unity there is strength. This
branch of the furniture industry has
made such progress in this city also
that Grand Rapids dominates the
market in upholstered goods almost
as strongly as in case goods. It is
unlikely that the manufacturers in
other parts of the country will fight
the advance in price. They, too,
want the money and will cheerfully
follow the Grand Rapids lead.

The year that is nearly ended has
been a good one for the furniture in-
dustry—that is, taking the year as a
whole. The first six months showed
an improvement over the spring of
1908, but still in volume it was only
about 60 per cent, of the spring of
1907. The furniture trade had a fine
revival following the settlement of
the tariff discussion and the. return of
everybody to work after the depres-
sion. The fall trade with most of
the manufacturers has shown such a
marked improvement that the total
for the year will be better than in
any previous year. Some have not
fared quite as well as others, of

course, but the worst off is very little
behind the record of 1907.

How the furniture manufactuiers re-
gard the prospects for the future is
shown better by what they are do-
ing than by what they say. Fourteen
of the local concerns enlarged
their capacity this fall or have en-
largements under way or plans for ex-
pansion in the spring. Never before
in the history of the industry in this
city has there been such a general
movement to make the output larger,
which means that the manufacturers
are confident that trade will be good
and are backing their confidence with
an increased investment of capital. In
most instances the expansion is into
new buildings in connection with the
present plants, but in the case of the
Century an entirely new factory is be-
ing erected. Beside the fourteen en-
largements there are two new fac-
tories, one brought here from another
city with 100 hands on the payroll
and the other starting from the bot-
tom in the upholstery line.

The new furniture season will open
the Monday following New Year’s
and it is expected there will be a
bunch of buyers on the ground when
the gong sounds. Advices from the
trade encourage the manufacturers to
look for an unusually good trade, and
they are preparing themselves accord-
ingly. The retail stocks have been
depleted by the good fall and winter
business, and with excellent spring
prospects ahead the buyer will want
goods and lots of them. No plans
have yet been made for the enter-
tainment of the visiting buyers and
probably none will be other than
theater parties, informal dinners and
similar functions.  The Furniture
Guild with Pantlind connections will
no doubt be a strong ‘center of at-
traction in a social way. The Guild
was opened last summer for the July
season, but the weather was so warm
that nobody wanted to remain in-
doors and the cosiness and conveni-
ence of the place were not more than
half appreciated. It will be different
in January, however, and the Guild
will be the scene of much social ac-
tivity when the furniture men assem-
ble.

The outside manufacturers who
display their lines in the exposition
rooms are already sending in their
samples. The exhibits represent be-
tween 200 and 300 carloads of goods,
and experience has taught that the
manufacturer who waits until the
last minute is usually caught in the
final rush and can not get his line
in order until the opening is several
days old. There will be no lack of
those who delay shipment of sam-
ples as long as possible, but the wise
ones are getting them in early. The
salesmen will begin dropping in right
after Christmas to get ready for the
coming of the buyers a week later.
There will be 300 or 400 of these sell-
ers and as the buyers will number
about 1,000 it can be understood how
important the opening is to Grand
Rapids, entirely aside from the or-
ders that are left here. The sellers
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will remain here through the month
and the stay of the buyers will prob-
ably average about a week. Wheth-
er buyers or sellers they are good
spenders and their semi-annual vis-
its mean a lot of coin put into circula-
tion.

The Soft Answer.

At a dinner in Bar Harbor a Boston
woman praised the wit of the late
Edward Everett Hale.

“Walking on the outskirts of Bos-
ton one day,” she said, “he and |
inadvertently entered a field that had
a ‘No Trespassing’ sign nailed to a
tree.

“Soon a farmer appeared.

“ ‘Trespassers in this field are pros-
ecuted,” he said in a grim tone.

‘Dr. Hale smiled blandly.

“‘But we are not trespassers,
good man,’ he said.

“‘What are you then? asked the
amazed farmer.

“‘We’'re Unitarians,” said Dr. Hale.”

my

Truth is stranger than fiction—to
some people.

Cudahy’s Milwaukee
SAUSAGE

Absolutely Pure  No Cereal Used

Only the Choicest Meats and
Purest Spices Used

This is the reason that each year
shows an increase in the sales above
the preceding year.

Can be obtained in Ohio and
Michigan by corresponding with
the following salesmen:
T.J. McLaughlin, care Wayne Hotel, Toledo, 0.
F. E D'\;FV\{]: 648 S. LaFayette St., Grand Rapids,
icn.
F. L. Bents, Box 42, Ludington, Mich.
A. E. Leighton, 317 Genesee St., West, Lan-
sing, Mich.
A. C. Malone, 117 S. Seventh St., Saginaw,
Mich.
Geo. Bessor, 297 Broadway, Niles, Mich.
W. A. Wilson, care Marquette Hotel,
quette, Mich.
G, P. Farney, 316 Barnum St., IshpemIng, Mich.
R J. Hill, Houghton, Mich.
Chas. Haase, care New Ludington Hotel, Es-
canaba, Mich.
C. B. Fenton, Box 474, Iron Mountain, Mich.
J. E. Coogan, Marinette, Wis.
W. R. Goe, Box 403, Ironwood, Mich.

or by ordering direct from the packers:

Mar-

Cudahy-Milwaukee

Why not a retail store
of your own?

I know of places in every state
where retail stores are needed
and | 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
larSe general store are great. An
exceptional chance to get started
in a paying business and in a
thriving town. No charge for my
services. Write today for particu-
lars and booklet telling how others
have succeeded in this line and
how you can succeed with small
capital.

EDWARD B. MOON,

14 Lake St., Chicago.
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CONVENTION HALL

Can Never Be Built by “Wife's Re-
lations.”

Way back in war days, when the
North was throbbing with patriotism,
when from pulpit and platform and
newspapers came appeals for fighting
men to save the Union, one gallant
citizen to show his zeal for the cause
expressed an earnest desire to enlist
all his wife’s relatives.

Has it ever occurred to anybody
that Grand Rapids is full of just such
patriots and patriotism?

This city needs a convention hall,
and needs it badly, and on every side
the need is recognized. The reason
the convention hall is not built is
because those who are most earnest
in advocating it want to enlist their
wives’ relatives instead of themselves
going to the front. They want to
saddle the expense upon the general
taxpayers or to discover a philanthro-
pist or to appeal to the State for aid.
They are very zealous in asking oth-
ers to pay, but seemingly it never oc-
curs to them that the easy, simple
and natural method is for them to
reach down into their own pockets—
to build it by subscription.

A convention hall with site would
probably cost between $100,000 and
$J50,000. It may be said by some that
even the smaller amount would be im-
possible to raise by subscription. But
would it be impossible if the right
parties went after it in the right way,
with the right names at the head of
the list in amounts that gave promise
of success?

A subscription list with the names
of Senator William Alden Smith at
the head for $10,000 would be splen-
didly started. Mr. Smith’s campaign
expenses alike when running for Con-
gress and as a candidate for his pres-
ent position have always been paid
by the contributions of his friends,
and his $10,000 subscription to the
convention hall fund would be no
more than a recognition on his part
of what his friends have done for him
in the past. The senatorial salary is
$2500 a year more than it was and
the subscription suggested is merely
this increased salary for the four
years Mr. Smith still has left of his
term in office. Mr. Smith has been
fortunate in his financial affairs in
recent years and can well afford to
be liberal in a cause of this nature.
Let us start the list with his name for
$10,000.

J. Boyd Pantlind, controlling the
Morton and the Pantlind hotels,
would be directly and greatly bene-
fited by having many conventions in
town. Let 1s put him down for $10,-
000— $5,000 for each hotel.-

The Livingston and the Cody would
be fully as much benefited as the
Morton and Pantlind. Put them down
for $5,000 each.

The Herkimer and the Eagle would
be benefited not to the same degree
as the more centrally located hotels,
but would not the benefits they re-
ceived from the convention crowds
represent a handsome return on an
investment of $,500 each? Put them
down for $5,000 between them

Up to this writing $35000 is in
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sight and the list has

started.

The Street Railway Company ought
to be able easily to see $500 increas-
ed earnings in carrying the visitors
who come to conventions, and this is
10 per cent, on $5,000. The Gas Com-
pany and the Grand Rapids and Mus-
kegon Power Co. would find many
conventions in town very helpful to
them—put them down for $2,500 each.
Would $2500 each be extravagant
to ask of the two telephone compan-
ies? The utility corporations ought
to be good for at least $15000.

This swells the total to $50,000.
And only a few of the good ones have
been called upon.

Who would receive greater or
quicker returns from the crowds in
town than the daily newspapers? The
newspapers have been especially earn-
est in trying to enlist their wives’ re-
latives, but why should they not fall
into line with the others who will be
benefited and help pay for the good
they hope to receive? Put the Press
down for $5,000. The Herald for a
like amount and the News for $2,500.

This adds $12,500 to the fund, mak-
ing a total of $62,500.

The Powers, Temple and Majestic
theaters could easily make 10 per
cent, on an investment of $2,500 each
to bring conventions to town. Put
them down for a total of $7,500.

The city banks always have been
loyal in supporting all movements for
the benefit of the city and there is
little question but that they could be
persuaded to contribute to the con-
vention hall fund. If they would make
their subscriptions equivalent to one-
half of 1 per cent, of their capital a
total of $17,250 could be looked for
from this source.

Now we have $87,250 and the build-
ing of a convention hall by popular
subscription does not seem to be the
dream that it did.

Among the merchants none would
be more benefited than the big dry
goods and department stores. Put
them down for $15,000. Herpolsheimer,
Friedman, Spring & Co., the Boston
Store, Steketee and Ira M. Smith &
Co. each contributing $2500. The
other retail merchants, clothing, jew-
elry, boots and shoes, hardware, mil-
linery, tobacco, etc., ought to be good
for $15,000 more, a total of $30,000
from the retail trade.

This city is an important wholesale
and jobbing center and frequent con-
ventions with reduced railroad rates
would be very helpful in this quarter.
Would not the jobbers and wholesal-
ers among them respond cheerfully
to a call for $10,000?

The brewing interests among them
ought to stand for an assessment of
$10,000.

The retailers, wholesalers and brew-
ing interests are down for a total of
$50,000 and this swells the grand total
to $137,250. This is $12,750 short of
the $150,000 needed, with the real es-
tate men, the manufacturers and the
public spirited citizens yet to be heard
from.

To summarize the subscriptions we
have:

Wm. Alden Smith
Hotels

only just

Utility corporations

a

15000 The time to act is now. The city

NEewspapers .......ccocoeieniiienenn, 12500is on the eve of a great industrial
Theaters ............... 7500 and commercial uplift. A convention
Banks ....cooiiiiiecieeee s 17,25(all will help this movement. The
Retail merchants 30,000 lack of it will retard and embarrass
Wholesalers .............. 10000 us. Everybody just now is optimis-
Brewery interests 10,000tic and there is nothing like optimism

to help along an enterprise of this na-

Total o, $137,250 ture.

The largest single contribution ac-
cording to this list would be that of
$10,000 from Senator Wm. Alden
Smith. As said, this would repre-
sent not more than the increase in
his salary for four years. J. Boyd
Pantlind is down for $10,000, but this
is because he conducts two hotels.
Aside from these two subscriptions
not a corporation, a firm, an individ-
ual nor an institution is asked to give
more than $5000, and most of them
would get off for $2500 each or less.
And with a convention hall, making it
possible to bring many great gather-
ings here, could or would any on the
list say the direct and immediate ben-
efits received would not warrant the
investment?

It is time the Board of Trade, the
newspapers and all others quit play-
ing the role of the wartime patriot.
It is time they gave their wives’ re-
latives, that is the taxpayers, the
philanthropists and State aid, a rest
and did something themselves. The
Board of Trade might very well take
the matter in charge on the lines in-
dicated. The Board represents or-
ganized effort and its standing is such
that any project properly framed and
presented would receive favorable
consideration.

WISE

Keep so close an acquaintance with
truth that no one can ever say that
you are a stranger to it

HIGHEST IN HONORS

Baker’s Cocoa
& CHOCOLATE
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Man Should Be Head of the Family.

Rebellion against man, the arch-ty-
rant, is a prominent plank in the plat-
form of the so-called advanced wom-
en, the “shrieking sisterhood,” as
they are sometimes called, because of
their unceasing clamor for rights and
privileges, reasonable and otherwise.

No small part of this rebellion is
the perpetual protest against a man’s
authority in his own household.
Home, they insist, is the woman’s
kingdom, which is undeniably true,
although these advanced women
sometimes fail to devote much time
or attention thereto. Men and wom-
en, they say, also, are equal in sense,
in judgment and in power of control.
And that they should be so most
people will readily admit.

The claim is not a new one. St.
Augustine said long ago, “If God
had designed woman as man’s master
he would have taken her from his
head; if as his slave, he would have
taken her from his feet, but as he
designed her as his companion and
equal he took her from his side,” for
which reason a wife should be her
husband’s nearest and dearest friend,
as capable of advising him as of con-
soling him.

On the other hand, much pernicious
nonsense is talked about the duty
which a man owes to himself to be
“master in his own house,” and much
wit, or what passes for such, is lev-
eled at the household in which, as
the saying goes, “the gray mare is
the better horse.” Which is all folly
and vexation of spirit. Between fond
husband and true wife there can be
no struggle for supremacy. Each will
desire earnestly to please the other
and the two will be part of the one
harmonious  whole.  Perhaps the
household in which the woman rules
and the husband meekly submits is
a degree less miserable than that in
which the husband is a tyrant and the
wife a slave, but at best they are
only different in degrees of misery.
Contention of any kind in a family
is, and must be, a perpetual source
of unhappiness to all concerned.

Perfect happiness can exist only
where there is perfect equality, based
upon perfect love, love which “seek-
eth not her own and thinketh no
evil.” Such equality, be it remember-

ed, is not only not inconsistent with, jher superior in judgment.

it is part and parcel of the willing
subordination which a sensible woman
recognizes as due to the man, as
placed socially in a position of great-
er responsibility, and by human laws
as well as divine constituted from the
beginning of time the head of the
family. The husband is the “house
band” which holds the family togeth-
er, the wife is the lady, or “loaf giv-

cr,” who stands at his side and dis-
penses that which he provides. Where
there is entire compatibility of tem-
per, the full and complete under-
standing which is essential to genuine
and permanent love, there will never
be any question of master or mis-
tress. Husband and wife will alike
realize that each has separate duties,
with common interests, each a work
which the other can not do and both
a world of pleasure and labor to be
shared between them. Each will un-
derstand when to yield and when, as
is usually the case, it behooves them
to walk joyfully hand in hand.

Nevertheless, in spite of this affec-
tionate equality, it is a well known
social and political fact that every
government must have a virtual head,
else there will be confusion and mis-
haps. The man’s superior physical
strength, the fact that he is or ought
Ito be the provider for the family,
Inaturally entitles him to such posi-
tion in the family. A wise woman al-
ways at least professes to defer to
and obey her husband. “My dear
child,” once said an astute married
woman to a bride friend, “have your
own way if you can, but be sure to
make a parade of your husband’s au-
Ithority. Then you can always ex-
cuse yourself from whatever you dis-
|like by fearing he won't approve and
pose as a model wife at the same
time.

It is an admirable rule between
husband and wife that the woman
should have her way in all minor
matters, leaving the decision as to
great ones to the husband, she fol-
llowing his tastes as much as is pos-
sible and he paying due regard to
her interests as to his own, which, by
the way, should be identical.

After all, however much women
Italk against man’s rule, there are ex-
ceedingly few women who do not in
their heart of hearts enjoy being gov-
lerned by the man whom they love,
lwho do not take pride in the wisdom
and strength to which they may will-
ingly submit. Only a weak and fool-
ish woman ever rebels against such
Isway. The stronger a woman’s own
intellect and will are the greater the
pleasure which it gives her to bow
to one whom she acknowledges as
A weak
woman can never know the delight of
surrender to a strength which she
loves; that is one of the crowning
jjoys of marriage to a woman of
jstrong character and good sense.
These are not the women who cry
out against masculine tyranny and
say that the woman has an equal
right with the man to rule the house-
hold. On the contrary, she finds it a
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delicious sensation to submit her own
strong will to one which is wiser and
stronger, a delight which can not be
equaled by any satisfaction in having
her own way.

But it must not beforgotten that
a woman delights in being governed
only by the man she loves. Unloved
mastership is irksome, often unen-
durable and is certain to make itself
felt as such. When the rule is arbi-
trary, unjust, without devoted love on
both sides to sweeten it, then no
woman finds being governed pleasant,
nor can render loving service with a
song of joy in her heart.

It is a pity, but few men, compara-
tively, understand the art of so rul-
ing their own households that the
government is a pleasure to those
who are governed. The ideal way
is the steel hand in a velvet glove,
perfect strength and perfect gentle-
ness combined. Too many men assert
their authority roughly, forgetting
gentleness altogether, a course which
may compel obedience but which can
not make it willing nor loving.

Dorothy Dix.

Making It Pleasant.

Mrs.  Goodsole (removing her
wraps)—I've owed you a call for a
long time, you know. | hate to be in
debt, and 1 just felt that | couldn’t
rest easy until | had discharged my
obligation by coming to see you.

Mrs. Sliptung—Why, my dear Mrs.
Goodsole, you shouldn’t have felt that
way at all.

No life is hopeless so long as it
gives others happiness.
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light the most exact-
ing.
J*

We warrant you to
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Gratitude Her Only Reward.

“One of the oddest experiences |
ever had,” said one woman stenogra-
pher to another while they were
swapping stories, “was one day when,
discouraged and disheartened, | call-
ed at the office of a man who had ad-
vertised over a week previously for
a stenographer. On calling at his of-
fice at that time | had found so many
applicants there that, having an op-
portunity to hand him my profession-
al card, I had not waited to be tried.

“My memory served me as to street,
number, floor and office number and,
ascending to the seventh floor and
going to room 750, | found a large
roll of mail matter which could not be
put through the aperture in the door
and a man’s huge bunch of keys in
the door on the outside.

“1 opened the door and walked in;
no one in the outer office. | advanced
to the inner sanctum; absolutely no-
body in the place save myself.

“‘Visiting a fellow tenant] T
thought; ‘so careless to leave his
keys—a valuable bunch—in the lock.’

“l picked up other mail from the
floor, removed the keys from the
lock, seated myself in the private
office and awaited the owner’s arriv-
al, smiling to myself at his surprise

when he discovered me in posses-
sion.
“Well, 1 waited a quarter of an

hour and then reported the matter to
the superintendent’s office. Callers
came; | received them. The tele-
phone rang a number of times; | an-
swered in businesslike fashion, mak-
ing a note of names and exact time
of receipt of messages. In the mean-
time | had ‘nosed’ around a bit and
found a note penciled to a young lady
to the effect that he ‘would not re-
turn until 4 o'clock,” and thus my
answers to enquiries were to that
effect.

“Well, | gave that man two hours
of my time and visions of a negligent
employe and a grateful, appreciative
man floated through my brain, and |
began to think that position was mine.

“l attempted a letter to him on the
office machine, but it was not geared
for speedy work. ‘All right,” thought
I, ‘my own is a beauty with every
latest up to the minute device. Il
offer to bring it down with me.’

“My letter was written in long
hand. | stated facts succinctly yet 1
bit humorously and knowing he could
gain admittance to the office by
means of the superintendent’'s pass
key, | left the letter and keys on his
desk.

“Just plain curiosity made me call
at the office later. 1 found a much
painted, insipid young woman there,
who informed me that Mr. Brown
would not be back until ‘4 o’clock.’

“The following day a poorly typed,
much stuck over note came from Mr.
B—thanking me for my courtesy—
he had never been guilty of such
gross carelessness before—was glad
the keys fell into such good hands,
but the position was filled to his en-
tire satisfaction.

“The work of art evidently came
when she felt like it and | am still
on the putside. Poor me!”
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Inner Self the True Adviser.

Ask your own soul.

When you are in doubt about any-
thing, don’t know just what to do,
can't decide what course to take,
what desires to follow, just sit down
quietly and ask yourself—and wait for
the answer.

You may think you have been ask-

ing yourself, have been thinking and
thinking, until you are so distracted

™ID YOU HEAR
ABOUT THE— ~

knows it
ITS BEtis» GOING ON

But don't do it. Don’'t ask anybody
else. Fall back upon yourself, your
real self, the inner self, the part that
is deep within you—the divine part.

Stop the fretting of the mind. Be
still and listen. Listen to the voice
of the intuitions, the voice of the
soul, the voice of that infinite part
of you, the thing that is the real you.
Listen and the voice of guidance will
come clear and strong.

No one else can advise you so well

WHY \
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No Boxes For Two.

Telephone girls sometimes glory in
their mistakes if there is a joke in
consequence. The story is told by
a telephone operator about a man
who asked her for the number of a
local theater.

He got the wrong number and
Iwithout asking to whom he was talk-
ing, he said:

“Can | get a box for two to-night?”
I A startled voice answered him at

IT WITH MV

OWM CYC'S -

RIGHT ACROSS
The Court -«she
forgot to 'Poll

They Say
on my way.,

FOR WG6EKS - HER BEST Cast and

friends are Dropping her Thought
ID DROP
IN AND
SEE Y»U

you don’'t know what to do and can
not tell what is best to do.

But you haven't been asking your-
self, you haven't been listening to
your own soul to tell you what to
do. You have let your mind, that
objective mind which sees only the
outside of things, perplex you with
its reasonings until you have lost
your way and think you can not de-
cide matters for yourself.

Then you begin to look about for
some one else to help you solve your
problem; you want some one’s advice.

as your own self can advise you. No
one else can know the real inner
you, the real soul of you. It is only
the infinite part of you that knows
what is best for you, knows what
you are best fitted for, what your
best pathway is.

Stop thinking. Be still and listen—
listen to the voice that comes from
deep down within your own soul and
then—act. Be not afraid to follow it,
for it will guide you to success, to
peace, to happiness.

Evely Oilkens.

Going Through

OovAINi The

schades- a»mt

it »JUST

dreadful"”

. They always

I SUPPOSE too get caught
HEARD ABOUT Some TiMe,
The «SCANDAL DONT
' EH? PRETTY They f
FIERCE ISN'T

IT!H1

why Yes Everybody I WAS JUST it seems so good

~+t>ses Ybu again *
1 Tom- how’3 mother.

Truth

or

MATTE#

tT WAS
HER OWN
Brother

The Woman Who Jumps at a Conclusion.

the other end of the line: “We don't
have boxes for two.”

“Isn’t this the
called crossly.

“Why, no,” was the answer; “this
is an undertaking shop.”

He canceled his order for a “box
for two.”

Theater?” he

Freak Allurement.
Mary—John, please stop that noise!
John—Noise! Lots of people pay

to hear worse singing than this.
Mary—1 should think they would.
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A GOOD SCHOOL.

Relation of the School and the Com-
munity Again.
Fourteenth Paper.

Let us remember that a boy is not
mainly a school boy or a girl mainly
a school girl. Ask them if they are.
Both have, in addition to their school
life, a more or less rich family and
social life, so that in order to make
good school boys and good school
girls we must see to it that they are
good boys and girls out of school. (If
this sentence seems rather flat you are
at liberty to replace the offensive
word, “good,” by your own favorite
adjective, “splendid,” or “tip-top,” or
“Ai,” or what you wish. Good has
come to mean goody-good, | admit.)
When the family has done with the
children—or while it is doing with
them—the community takes hold of
them and makes them all over to its
own liking. Yes; to its own liking;
for, although few individual members
of the community may be satisfied
with this product of the community
life acting upon the children, yet they
are aware that they can at any time
make it what they will, and so are
responsible for it. How it comes about
that nearly every adult member of so-
ciety may agree in disliking the ef-
fect of the social life of the place
upon the children, while they agree al-
so in perpetuating it, shows how new
the problem is in its present form and
also how much more we care about
other things. The important fact is
that the children become very much
what the community life makes them.
It is probable that the youth of most
communities are morally the better
part of the community, but still they
can never be very far above the gen-
eral level. No effort of the home or
he school can maintain the superiori-
ty long. A moral miasm entering the
community soon spreads to every
home and school. Indeed, the home
and the school may become centers of
infection. Thousands of families
have moved away from their home
town because the bringing up of chil-
dren there was as unsafe as it would
have been in Sodom; and thousands
more would be wise to imitate their

example.

But let us take a very sane
moderate view of this matter and
acknowledge that there are many
helps and compensations. Good in-
fluences are as free to work as evil,

and

MICHIGAN TRADESMAN

if only there is some one to set them
in motion. Let us not expect too
much at once, but rather cultivate a
robust morality as far removed from
timidity or squeamishness on the one
hand as from toleration on the other.
Then, too, it is as true in the moral
as in the physical world that children
do not take all diseases to which they
are exposed. The mechanism of mor-
al immunity is as obscure as that of
physical immunity, but it is the sal-
vation of thousands. Some young
people seem to be immune by the
loathing of evil which springs from a
high vitality. | know no better ex-
ample of the divine touch upon our
race than here in this strange shield-
ing of white souls from moral pollu-
tion; but while we take a sane view,
even an optimistic view, of the situa-
tion we are inexcusable if we shut our
eyes to the dreadful waste of all tha:
gives our race its dignity and power
through the manifold temptations of
social and community life. The school
and the home—and, to those who ac-
knowledge its authority, the church—
have hitherto been, and must still be,
the main barriers against moral evil,
but it seems to me that the time has
come for more concerted action, out-
side the law, on the part of the com-
munity in the suppression of that
which leads to vice and loss of power.
We in America with food excellent
and abundant, a scientific habit of
miqd, great resources and widely dif-
fused prosperity ought to be the fin-
est race in all history, known the
world over for health, longevity and
efficiency directed to moral ends. |
do not care who leads in this mat-
ter—the church, the school or some
special organization for this purpose
or the blending of existing organi-
zations. The Y. M. C. A. and the Y.
W. C. A. are already in the field, and
if more thoroughly secularized and
laicised, but pervaded as now by a
high moral purpose, seem to me the
most promising agency. | have my-
self a strong feeling against the multi-
plication of societies and often wish
that we might all—all—go back to
Mother Church and find in her every
delight and defense. Some united
and efficient organization we surely
need.

To this it is objected by some that
special effort is unnecessary. The
world is growing better. Our race is
being slowly educated under Divine

Providence and no effort of ours will
accelerate this progress. The world
is growing better, but it is growing
‘better by just such sustained effort
as | have indicated above, giving no
little hope that greater, more united
and better directed effort would be

still more effective. Why make a
limit? Why not try to save all?
Other voices are heard: Am | my

brother’s keeper? Isn’'t this a free
country? If the boy wants to go to
the bad hasn’'t he a right to? Let his
parents and friends see to him. No,
this affair is a community affair.
When he goes down he will carry
some one, perhaps many, with him.
The stench from the lower world as
he raises the lid will reach every home
in town. Then, too, his lapse lowers
the moral tone of the neighborhood,
which can be kept at a high level only
by a constant “infection of good”
from its best men. Then who will
do his work? Who will pay for safe-
guarding him? Decidedly it is a
community affair.

We may discriminate two classes
of evil influences acting upon chil-
dren: i. Those which are more or
less personal and temporary and can
not be reached by any general reme-
dy. 2 Those which are organized
and persistent and can best be reach-
ed by organized opposition. An ex-
ample or two of the first class: |
know a man of wealth, position and
great social gifts who, although child-
less, is a great lover of children and
is almost always surrounded by a
company of his young friends. He is
convivial in his habits; has much leis-
ure; is very social and habitually uses
the saloon as a clubroom. There he
takes his young admirers, who hang
upon his words and are fond of quot-
ing his opinions. | do not think he
“treats” the boys and | am sure 'he is
not aware of the great harm he is
doing them. Another man whom |
know is the idol of the small com-
munity in which he lives on account
cf his skill as a hunter and his repu-
tation far and wide as a crack shot.
He usually has a company of young
men and boys with him on his hunt-
ing expeditions, and evenings around
the camp fire he regales them with
stories and incidents, mainly fictitious,
of the most indecent character, such
as ought to be banned from all hu-
man society. In this way he has done
untold harm. It is not an attractive

It’'s a Bread Flour

"CERESOTA”

Mick by The Northwestern Consolidated Milling Co.

Minneapolis, Minn.
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Why He Worried.

A Cadillac business man entered
his office on a recent morning looking
very much dejected.

“What's the matter, old man?” en-
quired one of his associates.

“A fellow | know had a fall last
night and injured his head. He seems
to be in a bad way?”

“Well,” the other replied, “I'm sor-
ry to hear it, but it will not do him
any good for you to grieve. Still, I'm
glad to see that you are kind heart-
ed and sympathetic and think so much
of your friends.”

“But he’s no friend of mine; just
a social acquaintance.”

“Then, why worry?”

“You see he owes me $50 and the
doctor says he will probably lose his
memory.”

Had Him.
Guest—What are your terms?
Proprietor— A dollar a day and

take your meals out or ten a day and
board here.
Guest— Nine dollars for eating. Are
you crazy?
Proprietor—No;
lunch room is at
miles over the hills.

but the
Killbuck,

nearest
thirty

Small Vocabulary.
The Lady — Your language can
hardly be called choice, little boy.
The Kid—Naw; but it ain’'t a bad
selection considering what I've got to
choose from.

That is a dangerous religion which
would not be known but for its label.

Hot Graham Muffins

A delicious morsel that 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
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Wizard Graham Flour

There is something delightfull
freshing about Graham Muffins or Gems
—light, brown and flaky—just as pala-
table as they look. If you have a ong-
ing for something différent for brea
fast, luncheon or dinner, try "Wizard
Graham _Gems._Muffins, Puffs. Waffles
or Biscuits. AT ALL. GROCERS.
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Wizard Graham is Made by

Grand Rapids Grain & Milling Co.
L. Fred Peabody, Mgr.
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prescription—1 am sure | should find
it a very unpleasant medicine—but
ought we not to meet such cases at
the moment by great plainness of
speech? Such a course might not
only save the youth but it might also
save the careless corrupter of youth
from the bitter words of the friends
of his victims, perhaps enforced, as
in one or two cases | have known,
by the lash or a pistol shot.

But the organized corrupters of
youth for gain present a far more se-
rious problem. | have often spoken
in these articles of the sacrifices
v/hich people are willing to make—in-
deed, are continually making—for the
children of the household and the
neighborhood. There is no motive
in human character to which appeal
can be made with such assurance of
response as to love of children—that
is, none except human selfishness.
Everything will be given up for the
children except exploiting them for
gain. He who expects that the gen-
eral love of children, or even the
passionate interest of friends, will
stand a moment before the power of
organized self interest working for
the corruption of the young is great-
ly mistaken. “By this craft we have
our wealth,” is as powerful a motive
as it was in Paul's time. Organize
any business which has for its ob-
ject the production of something
which addresses the tastes of young
people, sell stock, advertise and push
the business in the usual way and it
becomes respectable, is hedged about
by legal sanctions and comes to have
an acknowledged place in modern
life. And here comes in a difficulty
which has hitherto paralyzed the ef-
forts of the defenders of young peo-
ple—want of agreement as to what is
bad, what good and what indiffer-
ent. Extravagant clothing, jewelry,
candy, chewing gum, the cigarette,
alcohol in some form, sensational or
vile reading—really the list is a long
one—each of these and many others
has in turn been regarded as the one
evil thing for young people. So an
enormous literature of protest and ap-
peal has risen, to which | do not
wish to add, great as is my interest
in the matter.

I find that | have come to the end
of the space which | promised my-
self 1 would not greatly exceed with-
out having said all T wish to upon
this subject. So a few words next
week. | have given but a few min-
utes each week to these discussions,
simply sitting down at my typewriter
and usually finishing the instalment
at a sitting, without copying or re-
vision; but even this time | can hard-
ly spare for the coming few weeks,
so that with the next writing | must
close what | have to say for the
present. | now regret that | did not
begin at the other end of my work
and say a few words upon more
timely questions.in place of the more
general discussion that | have tried
to make. | seem to be somewhat in
the position of Irving’'s athlete, who
took so long a run before his leap
that he had to sit down and get his
breath before leaping. Only in this
case | have changed my mind about
making the leap at all.

Edwin A. Strong.
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Forestry as Conducted by Germans.

Germany makes forestry pay by
using scientific knowledge applied
with the greatest technical success. It
has produced an increasing forest
output together with an enlargement

of profits. In the cultivated German
forests the absence of underbrush
and decayed logs and limbs, the

density of the forest and the even
distribution of the trees, often plant-
ed in long, straight rows, immedi-
ately arrest the attention. One can
walk with ease or drive anywhere
among them, except where the hills
are too steep or stony or where the
trees stand too closely together, this
always being the case in young
woods.

The trees are not allowed to reach
the full limit of their life and then,
as the result of decay, to fall and rot
on the ground. They are consider-
ed as wood capital which adds inter-
est to itself as long as the trees con-
tinue to grow, at first slowly when
the trees are small, more rapidly
when they are of medium size and
more slowly again when they be-
come large. When the trees die the
wood interest ceases entirely and as
they decay the capital is reduced. The
forester leaves this wood capital as
long as the interest continues satis-
factory.

When the growth declines it is re-
moved, the forester taking the trunk
and limbs and the peasants, gathering
up the brush and often digging uo
the stumps, although these are often
taken care of by the forester and sold
in the market to pay the cost of re-
moval. In some German districts all
the products are marketed.

In Mecklenburg a good layer of
leaves and moss sells for $16 an acre.
In some sections a nominal sum is
charged for brushwood. In some
places it has long been the right of
peasants to gather the forest litter
without charge. Sometimes this per-
mission applies to the gathering of
nuts, which are used as food for do-
mestic animals.

In Germany forestry is a well es-
tablished profession, for which the
candidates must prepare themselves
thoroughly. They must learn the
science in a forestry school, where
the course of study requires much
hard labor. After graduation they
must practice the science under mas-
ters for several years. These masters
usually are officers having charge of
several ranges.

Had To Do It

Champ Clark, who is not overgiven
to taking things seriously, was show-
ing a constituent about the Capitol
one day, when he invited attention
to a solemn-faced individaul just en-
tering a committee room.

“See that chap?” asked Clark. “He
reads every one of the speeches de-
livered in the House.”

‘What!” gasped the constituent.

“Fact,” said Clark. “Reads every
word of ’em, too!”

“Who is he?” queried the visitor,
regarding the phenomenon closely.

“A proof-reader at the Government
printing office,” explained Champ.

All the world loves a winner.

How About It?

Is Fanchon better flour
than some of your custom-
ers want?

Would cheaper flour be
easier to sell?

Isn’'t quality more im-
portant than price?

Does popular price make
popular goods?

What flour of medium
price has a reputation like
Fanchon?

W hy does Fanchon suc-
ceed and so many of its
competitors fail?

ancho

(The Flour of Quality)

succeeds because it satis-

fies. Those who try it
want more. They are will-
ing to pay more than the
usual price because they
get better than the wusual

quality.

Judson Grocer Co.
Distributors

Grand Rapids, Mich.



BAKE. HOWELL'S VACATION

And Its Development of a Depart-
ment Store.
Written for the Tradesman.

Seeking a five minute respite from
a busy day’s work and at the same
time catching a mouthful of fresh air,
Baker Harwell had stepped from the
doorway of the Spottswood Mercan-
tile Co.’s store to the corner of the
street and looking up and down the
two thoroughfares constituting the
business center of the little city had
enjoyed noting how the tie-rails
along each side of both streets were
crowded with teams and carriages
and wagons, with now and then a
saddle horse sandwiched in between.

“Pretty good for an afternoon in
November,” he remarked, as he real-
ized that John Allen, President of
the Spottswood National Bank, was
observing him curiously.

“How many are there?” asked Mr.
Allen smilingly as he walked over
and shook hands with Harwell.

“l counted fifty-three vehicles and
teams and nineteen saddle horses,”
was the response, at which the bank-
er continued: “And, of course, that
means a good day’s business for your
store.”

“Yes, it does,” admitted Harwell as
he turned toward the store entrance.
“We've had a fine trade to-day,” and
nodding courteously to the banker he
returned to his duties.

Baker Harwell had passed seven-
teen of his thirty-four years of life
in the service of the Spottswood
Mercantile Co., coming into the store
as a boy and, performing every duty
as it had come to him during those
years faithfully and to the best of his
ability, he had risen to the distinc-
tion of assistant manager of the es-
tablishment. He knew every perma-
nent resident within a radius of ten
miles personally and many outside of
those limits, and all of them knew
him as an active, cordial, accommo-
dating friend, and as one who had
an interest in their successes and a
generous, helpful influence in what-
ever pertained to the general welfare
of the entire countryside.

Bake. Harwell, as he was familiar-
ly called by all who knew him, had
won the confidence not only of his
employers, but he had the love and
esteem of fully 90 per cent, of the
patrons of the company he repre-
sented, so that when the head of that
organization admitted that Harwell’s
salary as assistant manager of the
concern was only $60 a month there
followed <a sort of community gasp of
surprise and resentment.

“l understand,” said the chairman
of the directorate of the Spottswood
Co., addressing John Allen, the bank-
er, “that you repeated what | told
you as to Harwell’'s wages.”

“Why, yes, | did tell our pastor,”
admitted Allen. “You see we were
discussing ways and means for our
new church building and he asked me
how much | thought Bake, could af-
ford to give—you know he’'s a mem-
ber of our church—and 1| told him
what you said you were paying him
in the way of salary.”

“l don’t care what you were dis-
cussing,” hotly responded the mer-1
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chant, “I think it was a measly piece
of business on your part.”

“Are you ashamed of the fact,”
smilingly continued Allen, “that after
seventeen years of faithful service Qi1
the part of a man who has practi-
cally built up your trade and who
carries the entire responsibility of
making your enterprise pay a profit
annually, you pay that man such a
salary?”

The head or rather the figurehead
of the Spottswood Co. was by this
time so enraged that his face was
fairly purple, while beads of sweat
stood upon his partly bald head. “No
matter whether I am ashamed or not,
I am paying him all the business will
stand and it's dirty mean on your
part to—"

“Hold on, Tom, don’'t get excited.
Sit down,” gently urged Allen. “Let’s
see about this. I'm a stockholder in
your company. | am interested in
you as well as in Harwell. More
than that, I am vitally interested in
the prosperity of the city of Spotts-
wood. Now' our company has $50-
000 of capital, all paid in, and we have
had that investment for over twelve
years.”

“Yes, and we ought to increase our
capital,” muttered the angry man.

“And there hasn’t been a single year
during the past ten years,” went on
the banker as though he had not been
interrupted, “that our stock has not
paid 12 per cent. net. One year we
received 15 per cent, and one year 17
per cent.”

“Yes, last year, and Harwell tells
me that this year it will go to 19 or
20 per cent,” added the merchant, who
was beginning to forget his anger
in the contemplation of net per cent.

“There you are,” cheerily persisted
the banker, “Harwell tells you. You
don’t know yourself. And yet you are
drawing $2500 a year as your salary
against Harwell's beggarly $720. If

you are not ashamed, | confess that I
arn.))

“But I've my investment in thé
business,” was the puny response,
“and, anyway, it doesn’t cost much
to live in Spottswood. Harwell is
getting a big salary for the town.”

“1 agree with you, it is a good sal-
ary for the town; but not as repre-
senting Harwell’'s worth, and let me
tell you something”—here the banker
drew a box of cigars out from his
desk and tendered it to his business
associate.

“No, | don't smoke during busi-
ness hours,” was the sullen response.

“There are a lot of things that are
worse,” Allen observed as he lighted
acigar. “That man Harwell is a thrifty
man and during the past seventeen
years he has had a savings account
in this bank and | have enjoyed
watching it grow.”

“1 know he has,” admitted the mer-
chant, “and think of it, John, he’s
only 34 years old. Before he’s 40 he
will have his home paid for, his life
insurance policy paid up and a com-
fortable balance in the bank as well.”

“Which is all beside the question,”
said Allen. “That man is worth at
least $1,200 a year to the Spottswood
Co. and the business can afford to
pay him that salary. And what's
more, as a member of the directorate
I am going to see that he gets that
salary, or more, if | can.”

“Look here, Allen,” said the mer-
chant as he arose from his chair,
“we don’t owe your bank or any-
body else anything and our credit is
A-x. So if you are going to try to
frighten me you are ‘barking up the
wrong tree’ | own $26000 of our
company’s stock and you may as well
understand once for all that | am
going to continue to control the poli-
cy and the business of our com-
pany.”
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“Very well, Tom, I'm glad | know
that,” rejoined Allen as he wheeled
in his chair. “To-morrow | will give
you a chance to buy my $5000 of
stock. Now, what I want you to un-
derstand is that at no time, even by
inference or suggestion, has there
been any discussion between Bake.
Harwell and myself in relation to
this salary question. And, further,
if he learns as to what has passed
between us this afternoon it will be
through you and not myself.”

“l can believe that or not as |
please,” was the insulting answer of
the now thoroughly maddened man.
“As | figure it, you prefer the sav-
ings account of Bake. Harwell to the
commercial account of the Spotts-
wood Co.”

Without for an instant losing his
temper John Allen, speaking smooth-
ly and gently, met the affront with:
“Tom, you tell me that we are pay-
ing Bake, all that our business will
stand and you admit that for ten
years our profit has never been be-
low 12 per cent, net and from that
up to 17 per cent.”

“Yes, | do. What of
Tom.

“What is it that tells a man as to
that which constitutes a fair profit on
an investment?” came from Mr. Allen.

“With some men it's one thing,

it?” said

with others it is another,” replied
Baker. “With myself it is a deter-
mination to accumulate a certain

competency within a certain time and
then to retire from business.”

“Are you almost there?” queried the
banker.

“Not by considerable. Why?” from
Tom.
“Oh, nothing especial. Only | ad-

vise you to hurry up, because just
as sure as you are standing where you
are either Bake. Harwell will be re-
ceiving from us a salary of $1,500 a

The Trade can Trust any promise made
In the name of SAPOLIO; and, therefore,
there need be no hesitation about stocking

AAND OAPOLID

It is boldly advertised, and

will

both sell

and satisfy.

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate

enough

lor the baby’s skin, and capable of removing any stain.

com the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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year within three months or he will
be in business for himself in this
town and a Very, very considerable
competitor, | believe,” declared Al-
len.

“Has Harwell ever made any such
threat?” eagerly enquired the thor-
oughly interested merchant.

“Never. Not even thought of it. |
don’'t believe such an idea has ever
entered his head,” was Allen’s dec-
laration. “But, man alive, Spotts-
wood is a growing town. You your-
self acknowledged this when you sug-
gested that we must increase our
capital. There’s business enough here
for two or three new establishments
and somebody is going to wake up to
the fact soon and when they do a
man like Harwell will be worth con-
siderable to the newcomer.”

“When that time arrives,” ventur-
ed the head of the big store, “I guess
we can pay Harwell as much as any
competitor will offer.”

“Possibly,” was Allen’s only re-
sponse as his friend abruptly left his
office.

* * *

Baker Harwell's wife was the
daughter of one of the pioneers of
Spottswood who had located there
when real estate was of little value.
A man of education and refinement,
he had tried to earn his living as a
school teacher, but the income from
this source was so small that he had
been forced to take advantage of the
five acre lot he owned by gardening.
From this, assisted by his wife and
daughter and hired help now and
then, he had managed to gain a mod-
est livelihood until the death of his
wife. Then it was that the daugh-
ter—who had perfected herself as ac-
countant and stenographer— obtained
a position in the Spottswood Mer-
cantile Co.’s store, and there it was
that Harwell met, wooed and won
her, and for her wedding present the
father gave her a quit claim deed to
the five acres which lay just outside
the city.

It was on the tenth anniversary of
the birth of their first born, June 21,
that Harwell asked for the first time
for a vacation. “My wife and chil-
dren and myself,” he said to the chair-
man of the directorate, “are invited to
spend two or three weeks with an
aunt of my wife’s in Massachusetts,
an elder sister of my father-in-law,
whom we have never met, and the old
gentleman is going with us.”

“How long do you expect to be
away?” he was asked.

“We will be home on or before the
15th of August, leaving here the first
of July.”

Harwell was forcibly informed that
he could not be spared for so long
a time and just at harvest time, too,
and it was intimated that if he would
forego the hoped for pleasure his
salary would be raised to $75 a month
beginning on the 1st of July.

“If, after all these years,” quietly
responded the assistant, “lI have not
fairly earned my first vacation | do
not think I can earn $7/5 a month if
| stay.”

“Now, Baker,” quickly prompted
the head of the company, “you must
not lose your temper. Don’t get sar-
castic. You know that doesn't go
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with me. I'm willing to give you
two weeks’ vacation with pay, but
not six weeks and at this time of the
year.”

“Very well,” was Harwell's reply
39 he turned pleasantly to greet with
customary cordiality a customer who,
with his wife and daughter, had just
entered the establishment.

On the following morning the head
of the Spottswood Mercantile Co.
found upon his desk and opened and
read a peremptory letter of resigna-
tion: “to take effect on the 30th of
June or at once, as you may dic-
tate,” and it was signed, “Yours
truly, Baker Harwell.”

Putting on his hat and hurrying
over to John Allen’s office he rapped
on the door and in response to the
“Come in” entered the little room
and asked, “What is Bake, going to
do?

“Nothing unusual so far
know,” replied the banker.
up?”

“John, you remember,” said the
merchant, “when | bought your stock
in our company you promised you
would say nothing more about an in-
crease of salary?”

“Not at all,” quickly answered Al-
len. “l promised | would say noth-
ing to Harwell. More than that, |
urged, long before that sale of my
stock, that you should tell him noth-
ing of our discussion of the matter.
And, if you remember, before | sold
my stock you promised to raise the
boy’s salary to $75 a month. | have
kept my promise to the letter. Have
you kept yours?”

“1 offered to raise his wages and
he has tendered his resignation, to
take effect the first of next month,”
Tom returned in a hopeless tone.

“The deuce you say,” said the bank-
er as he arose and took his hat. “I'll
go over to the store with you and
see what's up.”

And so the merchant and the bank-
er soon faced Bake.,, who smiled
broadly as they approached and Al-
len was the first to speak:

“Well, Bake., what's in the wind?”

“Nothing especial,” was the re-
sponse, “except that Mrs. Harwell
and myself feel that we have earned
a rest and having a very favorable
opportunity we are going to take
one.”

“But your resignation—what are
you going into on your return?” was
the next enquiry.

“We haven't yet made up our
minds. My wife thinks we could
make a good thing out of gardening
our five acres, with half an acre un-
der glass,” said Bake, proudly. “You
know she’s an expert in that line and
I'm strong and healthy and willing to
work.”

“But you haven't got half an acre
under glass,” put in Tom.

“No, we haven't,” answered the
faithful employe, “but we have the
cash to pay for putting that and more
in such a shape.”

“Bake.,” spoke the banker, “have I
ever said a word to you or hinted
at anything which has influenced you
in the step you are taking?”

“l should say not. Not a word,”
was the response. “l have often won-

as i
“What's

dered why, but if you had 1 would
have given no attention to it.”

“Indeed,” said the banker, “and why
not?’

“For various reasons. In the first
place | find my wife is my best ad-
viser. Then | would hate to see you
interfering in any way with my busi-
ness--with great and due respect to
you. And, finally, I am well able to
look after my own affairs,” was Har-
well’s reply.

And he was.

The vacation was taken, but with
these differences: The family was
‘Down East” nearly three month*.
During this time the venerable aunt—
who through her brother had been
generously informed as to Baker’s
ability, rectitude, popularity and gen-
eral character—had an opportunity
to draw conclusions of her own,
with the result that the half acre
under glass never materialized and
the five acres were platted as a city
addition and put upon the market,

finding ready sale at good figures.
Then, too, a three story building
of Roman brick with cut stone

trimmings and in every way modern
as to essentials and conveniences, was
put up on the best corner in town.
Its first floor had two stores, eacn
one 23 feet wide in the clear and
connected by three wide archways.
Wide stairways gave access to the sec-
ond floor, which was fitted up for
salesroom purposes. On the third
floor were handsomely appointed
quarters, reached by a broad stairway

from the street, for the local Masonic
organizations.

It was distinctly a great acquisition
to the little city’s institutions and es-
pecially so as it was built for and
chiefly occupied by Harwell's De-
partment Store—the finest and best
establishment of the kind in the east-
ern part of the State.

Two years later, when Baker Har-
well took over the entire stock and
good will of the Spottswood Mercan-
tile Co., the venerable aunt from
“Down East” was on hand to partici-
pate in the celebration at her niece’s
home. She remarked: “l had not
heard until to-night that you once
tried hard to get Baker's wages
raised.”

“Who told you that?” asked John
Allen, the banker, in surprise, and
the old lady answered: “His first
name is Tom. | forget the rest. He
works for Baker in the store at pres-
ent.” Charles S. Hathaway.

Would Take Less.
Agent—1 will take only three min-
utes of the boss’ time.
Office Boy—Naw, you won't.

Agent—But | promise you. Only
three minutes.
» Office Boy—Guess not. The last

man was bigger than you and the
boss licked him in a minute and a
half.

Due To His Business.

“So you discovered a cab driver who
writes poetry? Well, what sort of a
writer is he?”

“Naturally, he’'s a hack writer!”

YO U, Mr. Retailer,

are not in business for your health.

You doubtless want to

sale.

‘get yours” out of every

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.
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The answer is: Become
a Sealshipt Agent.

Write us today and we
will tell you how it's
done.
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Oyster System, Inc.
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THE WIDOW’'S MITE.

How It Saved and Reformed a Retail
Merchant.
Written for the Tradesman.

Widow Whitney, the most ener-
getic and practical woman in Hart-
ford, inherited, according to the last
will and testament of her husband,
who had been dead upward of seven
years, a fortune close to a million
dollars. “And | would readily part
with half of my cash and other hold-
ings,” she observed to a close friend,
‘could | but live up to the reputa-
tion people seem to have bestowed
upon me of being big hearted, sym-
pathetic and generous.”

The remark had been brought out
by an interview she had just had—
with her friend cosily seated and ab-
solutely noiseless behind a largo
screen in the corner of her living
room—with Jason Carver, one of the
leading retail merchants in the city
and of whom she was a steady and
profitable patron.

“You certainly deserve the reputa-
tion,” responded the friend, herself a
woman of ample means, “and | have
often wondered how it is that you
meet the multitude of appeals so suc-
cessfully—that is, so much to the ad-
vantage, the real benefit, of those
whom you assist.”

“My dear,” observed Mrs. Whit-
ney, as she stepped to the large re-
cessed window and gave a touch or
two to window hangings that did not
seem to fall exactly to her taste, “you
have no idea of the number of mis-
takes that are to my credit—the fre-
guent injuries that | bring to people
| try to help,” and as she spoke her
eyes filled with tears; tears which,
unobserved by the friend, did not pre-
vent that lady from adding: “With
much charity there must be now and
then a case of faulty judgment.”

Jason Carver, the retail merchant,
had what appeared to be a good busi-
ness.
was with the very best people in the
city; but because Carver was some-
thing of a sycophant and not entirely
a wise merchant he had developed a
large credit business, his creditors
being chiefly the husbands, wives,
daughters and sons of the classes
where monthly allowances are regu-
lar and generous and where individ-
ual expense accounts are kept care-
fully.

And so Carver, finding himself in a
tight place, unable to collect his bills
and to meet his own liabilities, to
say nothing of discounts on the bills
he purchased, had appealed to Mrs.
Whitney for a loan on first class
realty as security.

“Julia,” said Mrs. Whitney as she
took a seat in an arm chair at the
reading table, “come over here and
sit down, please—that chair oppo-
site— | want to preach.”

“At me?” cheerfully asked the
friend as she complied with the re-
quest. “Fine! I'll listen gladly.”

“First,” and Mrs. Whitney pushed
aside a great vase loaded with chry-
santhemums which partially obstruct-
ed her view, “it was neither your
fault nor my own that you had to
hide behind that screen when Mr.
Carver was announced.- My maid is
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a new one and dreadfully new, and
of course Mr. Carver—he’s a capital
fellow—knew no better than to obey
her directions and so followed her in-
to this room.”

“Do you know | felt simply silly
when our private tete-a-tete was
broken and you jumped from the
couch and stepped from behind the
screen, leaving me there alone,” said
Julia.

“And there stood Carver, hat in
hand and bowing, with the maid, the
impossible thing, saying, ‘The gent
asked to see Mrs. Whitney.” What
could I do? And you overheard his
whole story. Wasn't it dreadful in
me to permit it to happen?” and the
comely widow, placing both elbows
on the table, rested an amused and
tear-stained face upon the backs of
two shapely hands clasped beneath
her chin.

Julia gave herself over entirely to
enjoyment of the contretemps and
concluded her shouts of laughter
with: “And we’ll dismiss the maid
and forgive the eaves-dropper be-
cause Carver is in a very serious wav
and—"

Mrs. Whitney ventured to disagree
with her friend by explaining that
the maid needed instruction rather
than dismissal and that Carver was
not nearly so badly off as he imagin-
ed himself to be. Here the lady as-
sumed an erect and decided position—
in which, by the way, she was, if any-
thing, more attractive than ever, with
her deep, dark eyes flashing indigna-
tion while the peachy richness of her
skin intensified the sincerity of her
voice as she added: “The chief troub-
le with Carver is that he lacks force.
He was a poor boy at the beginning,
berribly poor, with an inherited awe
in the presence of anything that
smacked of power and he has not
gotten over the characteristic. A per-
son of wealth in his estimation—al-

It was a large business and!though he is not nearly as bad in

this respect as he was when young-
er—is almost a deity to be worship-
ped. This weakness is emphasized
by the habits of poverty acquired in
boyhood and youth and not yet over-
come.”

“How do you know all this?” was
the surprised and curious enquiry of
the now thoroughly interested friend.

“How do | know it? Why, | have
known Jason Carver ever since we
were children. He was a classmate
of mine up to and through the sev-
enth grade and then he went to work
in Lovell’s grocery,” and the widow’s
mind became silently reminiscent.

“And that was—how many years
ago was it?” Julia asked with twin-
kling eyes.

“Never mind that—Ilet’s see, Jason
is close on to 40 years old—old
enough to avoid being a moral cow-
ard. I'll tell you the trouble with
Mr. Carver,” and again Mrs. Whit-
ney became strong and decided: “He
is far from being illiterate, he is in-
dustrious and thoroughly upright and
he is—"

“Not bad looking,” wickedly ven-
tured the roguish friend.

“No, if it comes to that, he is not,”
the widow admitted, “but, he is a
coward; afraid to go after his credit-

ors. He tells me that if he could
collect what is due to him for mer-
chandise bought by people well able
to pay up, people who would naturally
pay by check and can draw checks at
any time and checks that would be
honored, he could square every out-
standing indebtedness and accumulate
a balance sufficient to enable him to
discount every bill.”

“Then why in Heaven’'s name does-
n't he get busy?” asked Julia.

“Because he's afraid of offending
those who pay by check; afraid of
losing customers. Do you suppose |
would stand for any such nonsense
if 1 were a merchant?” asked the
widow as she gave an energetic, im-
patient push to a pile of current mag-
azines and toppling several of them
to the floor.

“l am sure your remarks while 1
was the contemptible spy behind the
screen,” said Julia as she shrugged
her shoulders, “were decidedly frank;
that you almost scolded him for giv-
ing any credit at all and that if the
man could understand plain English
he must have known that you despis-
ed him almost because of his timidity
as to dunning his debtors.”

“Especially those debtors who are
well off,” added the widow. “Why it
is | can not in any way explain; but
it seems to be a cruel fact and a
miserable one that too many people
who have money find pleasure in de-
laying payment of their just liabili-
ties until the last possible minute.”

“Why, here it is almost 5 o'clock,”
observed Julia as she looked down
at her watch, “and | just dropped in
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for a minute. Excuse me, please. |
have been delightfully entertained; |
have captured a most important se-
cret and | must say au revoir. Come
over and see me, do,” she added as,
with Widow Whitney’s arm clasped
about her waist, they made their
way toward the front door.

Halfway down the front steps Julia
stopped and turning asked: “What's
the matter with your becoming a
merchant yourself? |1 know you could
make a success of it.”

“I've often thought of it,” quickly
responded the widow and then in a
lower tone: “and each time 1 find
myself fairly gloating over the satis-
faction | would take in ‘turning down’
the careless rich who ask for credit.”

Mrs. Whitney’s return to the big,
comfortable, restful and practical liv-
ing room, an apartment full of the
vitality and joy of domesticity and
a real home, was loaded down with
serious thought and for half an hour
thereafter the splendid woman sat
silently and thoughtfully in a great
arm chair—which she familiarly term-
ed the “animal chair” because her
dead husband had once declared that
it always received him as might a
big, trustful, affectionate, wholesome,
well kept animal—a dog, or horse, or
even a pet cow—Whitney had been
a successful stock breeder.

Presently she arose and the next
minute, using her telephone, she was
inviting Jason Carver, the retail mer-
chant, to call upon her in the even-
ing and telling him that she had
conceived a plan which might be of
service.

* * *

Of course Jason Carver was at Mrs.
Whitney’s door and pushing the bell
button exactly as the clock sounded
the half hour after 7, as he had
"agreed.  Moreover, Mrs. Whitney
was ready and pleased to greet him
and at once came to “business” by
asking her visitor if he had seen the
play, “The Servant in the House?”
Carver admitted with enthusiasm that
he had experienced that pleasure and
immediately thereafter replied to an
enquiry that he had a clear recollec-
tion of the climax, where the rector
and his wife had turned the absolute
control of their establishment for one
hour over to Manson, the servant in
the house.

“Well,” said Mrs. Whitney as she
again assumed that favorite attitude
of hers—elbows on the table and chin
resting upon the backs of her clasped
hands—“if you will give me the ab-
solute control of your mercantile
business for thirty days | will not
only help you out of your present
difficulty but 1 firmly believe | can
put that business on such a footing—
if you will do exactly as | direct—that
you will have a larger and a better
trade and will have no further serious
business difficulties. Now | don’t de-
sire that you shall agree to this idea
of mine except that it be given on
the basis of absolute secrecy. No per-
son whatever, outside of yourself, is
to know as to the arrangement.”

Naturally Carver, overwhelmed by
his old schoolmate’s earnestness and
faith in her plan and having secretly
a notion that the plan involved an
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advance of cash with which to meet
his debts, quickly figured that, en-
tirely out of debt, he could within a
reasonable time refund with fair in-
terest whatever money she might ad-
vance and resolving that once out of
debt he would then do a strictly cash
business he gladly acceded to the
conditions the widow stipulated.

Mrs. Whitney took charge of the
business, but did not visit Carver’s
store any more frequently than usual
nor behave in any way while there
ether than had been her habit.

At her home she had a stenogra-
pher and typewriter, imported from
an adjacent city, and the merchant’s
book of accounts. Moreover, Carver
delivered to her an abundance of
blank bill heads and statements, to-
gether with letter heads, envelopes
and postage. Within a week every
debtor had received a courteous, brief
and urgent request to settle and the
checks began to arrive—some with
apologies for the delay and some
without comment. A week later a
more emphatic but none the less
courteous request was sent to those
who had failed to respond to the
first call and other checks were the
result. Meanwhile not a dollar’s
worth of goods left Carver's store
that had not been paid for, and every
evening as the widow and Carver
went over the day’s receipts and dis-
cussed the day’s developments as to
the reception of the new order of
things at the store by the customers
the two reformers found much to
congratulate themselves upon.

The business was certainly improv-
ing. Old customers remained and
were more appreciative and less crit-
ical and now and then a new one was
developed. “And don't you know,”
said Carver, “somehow I'm not half
so timid with the rich ones as form-
erly.”

“Of course you're not,” was the
reply of the widow, happy over the
success of her business policy, and
as she helped her guest to the deli-
cious salad which constituted a fea-
ture of the evening luncheon she add-
ed: “You feel the equal of any of
them, don't you?”

“Bet your life,” was Carver's an-
swer, and as he thanked the lady for
the zest he went on: “It makes all
the difference in the world whether a
man is a debtor* or a freditor."

There isn't much to add to the nar-
rative, and what there is was best
told by Julia, who confessed to the
widow in confidence one day shortly
after the widow had said that Carver
was “now a man among men,” that
she *“suspected it would end tha:
way, that day | was hiding behind
the screen, and the next day when I
learned that Carver was a bachelor
I knew you would win out all right.”

L. F. Rand.

A Much-Needed Invention.

Jimmie—Do you sell that new-fan-
gled invention to keep a cow’s tail
from switching?

Storekeeper— Certainly,
man.

Jimmie—Ain't any way they can
be fastened onto a school teacher, is
there?

my little

Rural Optimist.

The pessimistical tourist found the
freckled farm boy sitting on the
furnstile, twanging a penny jewsharp.

“You needn’'t be so all-fired happy,’
warned the tourist, as he slowed up
his horse. “Do you know what the
almanac predicts?”

“No, indeed, mister,” drawled the
lad, pausing in his tune. “Dad only
has one almanac and he won't let me
see that.”

“Well, it predicts that there’ll be
an earthquake within the next ten
days that’'ll shake you inside out.”

“Won't hurt me, mister. | broke
six mules for dad this season and |
guess when it comes to shaking you
up they beat a dozen earthquakes.”

“Well, the week following there is
to be a cyclone that will toss you over
into the next county.”

“Couldn’'t please me better, boss.
There’s a circus over there that week
and I'm shy of railroad fare.”

“H'm! You are a hard nut. Know
anything about comets?”

“Never saw one in my life.”
“Well, Halley’s is due next year
and it is liable to hit this old earth

and put you out of business with a
billion sparks.”

The farm lad grinned.

“Billion sparks, mister? Gee! ma
always did say I'd have a brilliant
finish, and | guess that's what she
meant. So long!”

Look out for the man who always

hints at sharp dealing, trickery or
scheming on the part of the mer-
chant.

a r
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ROSE TO THE OCCASION.

Stenographer Was Equal
Emergency.

“1 have to laugh,” said Miss Erling,
the stenographer for Smith & Bu-
ford, attorneys, “when 1 think how
Billy Smith came to think me com-
petent to handle nearly any situation.
Billy Smith is the senior member of
the firm. His full name is William
Jefferson Smith, but in club and so-
ciety circles he is called Billy. We
hear him called this so often that we
think of him as Billy and call him
Billy when we are not speaking di-
rectly to him.

“l had known him for some time
before | went into their office. In
fact, |1 rather think it was on account
of the friendship between his father
and mine that he gave me the posi-
tion. Billy takes a prominent part in
social affairs, both as a matter of
business and a matter of pleasure.
He’s the business getter for the firm,
while his partner, Col. Buford, sees
that the business is attended to.

“The first few months after | be-
gan my work in the law office 1 was
pretty much at sea and felt shaky.
But | had had similar experiences be-
fore—when | began teaching school,
and later when | went from the school
work into a railroad office—and |
had learned the absolute necessity of
trying to know | could do the work.
Sometimes | stumbled through it
sometimes | got through by hard la-
bor, but I managed not to make any
bad breaks.

“By the end of the first six months
1 felt confident and didn’t hesitate to
tackle anything. About this time the
circumstance occurred which made
Billy’s faith in me so strong. He had
been called to another part of the
State to try an important case on the
eve of a ‘society wedding’ at which
he was to act as best man. He had
been compelled to leave hurriedly,
but expected to rush the case and
get back the morning of the wed-
ding.

“About noon that day he called me
up over the telephone and said the

To Any

trial had dragged and he was afraid jcd me, because it proved

he could not finish it and get back
to the city before 7 o’clock.

“‘l wish you would go to Tim-
mon’s and get my suit, he said. ‘I
left it there to be pressed before 1
came down, telling him 1I'd send for
it. But I'll not get back in time.

“Timmon was a tailor who had
built up a big business by catering
to the fastidious. He was a good
tailor but a crank and decidedly ob-
stinate and independent. At 4 o’clock,
when there was a lull in the work, I
sallied forth to see Timmon, told him
what | wanted and said 1'd take the
suit with me.

“‘There is $2 charges on it/
said, curtly.

“‘Well, charge it to Mr. Smith—
William J. Smith,” 1 answered.

“‘l do not have any charge ac-
counts,” he replied, ‘I do a strictly
cash business. | do not keep books.’

“l told him that Mr. Smith was
out of town and explained the situa-
tion, but to no purpose. Timmon
was adamant. | had lost some money

he
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not many months before and never
carried more than enough for lunch-
eon and carfare. The banks were
closed. | managed to keep my tem-
per under control.

“l went back to the office, closed
my desk and started out to get the
$ to save the wedding festivities.
Col. Buford had gone home. There
was no one else in the office who had
any money. | went to the next floor,
to the office of a man who had some-
times asked me to do little favors,
and asked him to loan me the money.
He had just $2 and let me have it all
but a nickel. | had a nickel more
than my carfare and sallied forth to
brave Mr. Timmon again.

“l planked down the $2 and said
grandly: ‘This is for Mr. Smith’s suit.
Please see that it is delivered by 7:30
at the latest.’

“‘We do not deliver goods after
5:30, he said calmly.

“‘But you must,’ | cried.

“We do not and we will not,” came
the reply.

“l felt like throwing something at
him, but instead told him to give me
the suit. With the box under my
arm | hurried to Billy’s house and
then walked home—about two miles.

“Billy laughed when he heard about
it the next day, but promised me he
would cut Timmon off his list.

“‘He’s a good tailor, though,” Billy
protested.

“‘Nobody can be a good anything
who is as stupidly stubborn as he is,
| retorted.

“Billy never has hesitated since
then to leave the office in my charge.
Neither has he asked me to do any
more such stunts. | told him | didn't
object to doing them, but it wasn’t
the proper thing to do; that it was
undignified. The firm keeps a little
cash in the office safe now to take
care of any such emergencies. That
was another thing | insisted upon
having done.

“This incident was not in the line
of business and | should not advise
stenographers to make a practice of
taking charge of the wardrobes of
their bachelor employers, but it help-

to Mr.
Smith and Col. Buford, who of
course heard of it, that 1 could be

depended upon to try to change my
tactics when the occasion demanded
it. It was an indication that | had
sense enough to think for myself.

“Not many months later another
thing happened that helped me still
further:

“Col. Buford has a very quick tem-
per and also is set in his ways. He
works by rule and resents anything
that tends to interfere with his ‘or-
der’

“We had an important matter, in-
volving a good many hundreds of
thousands of dollars in real estate,
which Mr. Smith had been handling.
During Mr. Smith’s absence from the
city a letter came from another coun-
ty regarding this case and requiring
an answer before the last of the
month. | laid it aside, knowing that
Col. Buford would refuse to consid-
er it because it was ‘Billy’s case,” and
waited for Mr. Smith’s return. He
did not come back as planned and

wrote that the date of his return was
uncertain.

“Then | took the letter to Col.
Buford and told him 1 thought it
should be attended to. He asked

what it was about. When | told him
he said to hold it for Billy. I said that
Mr. Smith might not return in time.
Col. Buford grumbled: ‘Well, leave
it on my desk and I'll look up the
matter. | know little about it—less
than you do.’

“l waited a couple of days and, the
letter not having been answered, |
dug it from the papers on Col. Bu-
ford’s desk and laid it on top in plain
sight. When he came down | called
his attention to it and received a
grumbling answer.

“Two more days passed and still
the letter was unanswered. There re-
mained only three days to attend to
it and there was little chance for Mr.
Smith to return within that time. So
J picked up my notebook and pen-
cil, marched into Col. Buford’s office
and sat down as if waiting for him
to begin dictating.

“‘What's the matter?’
up in surprise.

“‘I'm waiting for the answer to
tilat Running letter. It ought to go
out to-night.’

“ ‘Confound it,’ he said, hotly, ‘you
will drive me crazy about that infernal
letter.’

“ ‘It should be answered to-day,” |
repeated. | had lost my fear of his
outbursts.

“‘Well, where is it?’

“‘Right on top of your desk.’

“He grabbed the letter and read it
with a start.

“‘Whew!” he exclaimed. ‘Come
back in half an hour and I'll give you
the answer. I'll have to look up the
case a bit.’

“We got the letter off that after-
noon—and it saved our clients nearly
$50,000. Col. Buford gruffly thanked
me for being so persistent and when
Billy returned he was quite loud in
my praises.

“It was only another example of
rising to the occasion. | was cer-
tain the letter required an answer, al-
though 1 did not realize just how im-
portant it was, and | was determined
that | would do all | could to make
Col. Buford write it

“But | wouldn’t lay it down as a
rule for stenographers to make a
practice of ‘pestering’ their employ-

He looked
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ers in this way. There are no rules
that will enable a person to rise to
the occasion, because the occasions
are so different that no set rules will
apply—except this one:

“We have machines that will do
everything but think, and some of
them almost think—but they cah not
take the place of a thinker. Don’t be
a machine.” Philip R. Kellar.

Good manners adorn good
tives.

mo-
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MORE ALL WOOL.

Merchandising in Alexandria Sixty
Years Ago.
Written for the Tradesman.

“Away back ‘befo’ the wah,” in the
days of Franklin Pierce, James Bu-
chanan, Howell Cobb, Jeff. Davis and
Isaac Toucey, when the Braddock
House — headquarters of General
Braddock during the French & In-
dian War—in Alexandria, Va., was a
very popular suburban resort for the
American statesmen at Washington,
only six miles away up the river,”
observed an old merchant, “I enjoy-
ed the distinction of ‘standing’ in
George White's general store in that
city for a couple of years. To-day
the matter would be expressed by
saying | was a clerk in the store.”

And with a far-away smile of
pleasure over the reminiscence, he
continued: “My, we sold everything
from all kinds of seeds, vegetables,
tobacco and hay to all sorts of fab-
rics and, as we then called them,
Yankee notions. And our trade came
in all manner of conveyances, critter-
back, sailboats, steamboats, carriages,
wagons, yawls and dugouts, from
across the river in Maryland, from
down Culpepper way and from over
the Ridge (Blue Ridge) as well, even
from Washington and Georgetown.
You know Alexandria was the big
town in that district those days and
then, as now, it was one of the finest
ocean ports in the land.”

“How far is it from Norfolk?” was
the enquiry as the old gentleman re-
lighted the cigar he had temporarily
forgotten.

“They called it 175 miles by the
river, but, bless your soul, that made
no difference. All the coastwise trad-
ing vessels and many of the regular
clippers from across the ocean came
to our port. All of our cotton
goods came to us from New Eng-
land, New York, Philadelphia and
Baltimore by water and practically
everything we shipped out went by
boat.

“But what | was going to say is
that a large portion of the trade that
came to our store came through the
negroes, coachmen and house-boys
from the plantations.”

“Boys?” queried the listener.

“Well, we called ’em ‘boys,’” was
the reply. “You know that was six
or eight years ‘befo’ the wah,” when
slavery was an institution. Yes, we
called 'em all ‘boys,” old or young.
These boys, some of them mighty
bright, too, could read and write and
figure and were keen on a dicker
1 when they had anything to sell. And
what | was going to say is that one
of the invariable questions they asked
whenever they bought a bit of flan-
nel or a piece of pants cloth was, ‘Is
it all wool?” And our invariable re-
ply was, ‘Yes, it’s all wool and a yard
wide.” Then we would pull out a
bit of the edge and hand the boy a
piece of the woof and another piece
of the warp. Usually the warp was
a doubtful example of wool and the
negro would look one straight in the
eye with: ‘Ah yo’ shuah, boss, thet this
yer is sure 'nough all wool?” And the
sale depended on whether or not we
could, without batting an eye, come
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back with, ‘Certain, it's all wool,

whether it was or not.

“In those days blue broadcloth was
the ideal material for dress coats and
what we called wool-gray or town-
gray was the popular thing for every-
day wear. Once in awhile a house-
boy or coachman would be the recip-
ient of a cast-off coat or pair of trous-
ers from their masters, and not be-
cause they had any doubt as to the
character of the material, but simply
because they wanted to make sure
that we would notice their acquisition,
they would step up to the counter
and with a look of assumed doubt
would hold their arm over the coun-
ter or lift a knee level with it and
observe: ‘Say, boss, won't you jess
tech thet goods an’ see ef et’s sure
‘nough all wool?’

“Assured that the goods was not
only all wool but a beautiful fabric,
the negro would then strut and
pose, perfectly happy and confident
that he was about the finest thing
that ever happened.”

Thomas Sefton.

Is Radium Really Only Barium?

Does radium, after all, exist? Dr.
Gustave Lebon, the eminent French-
man, says no, and offers to prove that
radium is merely barium, if any one
will give him about $10,000 to pay
for the experiments. The net prac-
tical result of these, as he points out,
would be to convert one body, ra-
dium chloride, worth $20,000 a gram,
into another, barium, worth less than
a penny a gram. But the scientific
consequences would be considerable.

m

M. Moissenne, member of the
French Academy of Sciences and Pro-
fessor of Chemistry at the Faculty of
Science of Paris, is indignant with
Dr. Lebon for putting forward the
hypothesis that radium and barium
are one and the same body. He points
out that we know the atomic weight
of radium, 226, and its spectrum. To
doubt the existence of radium is anti-
scientific.

A third physicist, who withholds his
name, does not go so far as to say
with Dr. Lebon that radium does not
exist, but expresses his admiration
of the experiments upon radio activi-
ty of many other substances by which
the doctor appears to have proved
that radio activity is a general proper-
ty of all matter and that matter is
condensed energy.



MICHIGAN BEHIND.

Used To Lead All in Lumber Pro-
duction.

Michigan used to lead all the
states in the production, of lumber.
1 o0-day Michigan yields precedence
to six other States. Washington is
now at the head of the procession
and then in their order come Louisi-
ana, Mississippi, Arkansas, Wiscon-
sin, Texas and in seventh place Mich-
igan. Except Wisconsin how many of
these States were known for their
valuable timber when Michigan was
in her heyday—how many of them
were thought to have anything
worth while from the lumberman’s
point of view? Michigan a few years
ago thought her timber resources
were inexhaustible, and how rash and
reckless was the slaughter of the
trees. As the forests disappeared the
lumbermen discovered their mistake
and then began the search for new
forests to conquer. Michigan lumber-
men have gone to the Far West and
to the South and others have joined
with them, and the hum of the saw-
mill is now heard loudest far from
what was once its home. The produc-
tion of lumber in Washington and
Louisiana is now double that of
Michigan, and while the other States
are not so far in the lead, with them
in recent years lumbering has been
growing in magnitude, while in Mich-
igan it has been steadily growing
less.

A bulletin on forest products has
just been issued by United States
Forester, Gifford Pinchot, in co-oper-
ation with the Department of Agri-
culture, which contains much of in-
terest. From this bulletin it appears
that there are 989 mills in Michigan,
that they produced in 1908 1,478,252, -
000 feet of lumber, with a total value
of $22,967,344, the production and
value being about evenly divided be-
tween hardwood and soft. Going in-
to details the production, according
to specie and value, was as bllows:

Soft Woods.
M. feet Value

White pine ... 205,235 $4,135,485
Hemlock ....495379 5,954,456
Spruce 17,067 268,635
Cedar ....... 32,352 325,138
Tamarack . . ... 34,444 440,194
Balsam fir . . e 58i3 83,125
Hardwoods.
M. feet Value
Oak .oeeeen .. ... 21,254 $ 503,082
Maple . ....403,076 6,666,877
Beech ... ... 85,746 1,126,702
Birch ... 50,996 804,717
Basswood . 49,832 1,082.849
Film 48,441 1,008,542
Cottonwood ... 4,487 65,555
Ash *........ ....21,091 423,929
Hickory .. ... 1,024 24,914
Walnut 254 10,295
Sycamore 503 8,757
Cherry 1,107 28,826
All others ... 151 5,265
Other Products.
M. feet Value
Lath ... e 161,425 $ 389,034
Shingle ... ... 905,555 1,996,007

How these figures would have as-
tonished the old time lumberman.
How he would have opened his
eyes to see white pine, which was
his king, supplanted by hemlock,
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which he despised, and maple, which
he admitted was excellent for fire-
wood, but had no value as lumber.
But in quantity cut the despised hem-
lock now leads in Michigan, in value
maple is far in the lead and pine holds

third place. A generation ago the
self respecting lumberman would
have scorned to cut spruce, cedar,

tamarack or fir except to get it out
of the way, and half the hardwoods
now on the list would have been
laughed at as having value. But
times and conditions have changed.
Almost any kind of tree that grows
is now looked upon as of value. This
in part is due to the growing scarci-
ty of timber and partly to the fact
that men have learned how to make
all timber useful.

In quantity produced and value
white pine used to lead all the rest,
but to-day the production of all the
ether soft woods combined but lit-
tle more than equals that of yellow
pine. The cut of yellow pine in
1908 was 11,000,000,000 feet and then
come Douglas fir and white pine, each
a little more than 3,000,000,000, the fir
leading, and then in their order hem-
lock, spruce, 'Western pine and cy-
press. Of oak the cut was 2,771,511,-
000 feet and maple was about one-
third of this, yellow poplar one-quar-
ter and the others in ofder were red
gum, chestnut, beech and birch, with
walnut, sycamore and cherry at the
bottom of the list.

Louisiana is the great yellow pine
State, producing 20 per cent, of the
whole, and then come Texas, Missi-
sippi, Arkansas and other Southern
States.

Douglas fir is a Western timber and
Washington produces 62 per cent, of
ii, Oregon 31 per cent, and the other
Western States smaller amounts.

Minnesota is first among the white
pine States, producing 32 per cent.,
Wisconsin with 15 per cent, is sec-
ond and it will surprise Michigan to
know that New Hampshire, Maine
and Massachusetts are ahead of this
State. Michigan’s share is only 6 per
cent, of the whole. In explanation of
the prominence of the New England
States it is stated that large tracts
once cut over have grown new forests
and these forests are again being cut.

In the production of oak Kentucky,
West Virginia, Tennessee and Ar-
kansas lead in the order named and
Michigan’9 place is twenty-second,
below Oklahoma, Louisiana and Con-
necticut.

Michigan is led only by Wiscon-
sin and Pennsylvania in the produc-
tion of hemlock, has thirteenth place
in spruce, with Maine at the top, and
of maple cuts four times more than
any other state, with New York in
second place and Wisconsin third.
Michigan also leads in beech, with
Indiana and Pennsylvania closely fol-

lowing, and is third in birch, with
Wisconsin and Maine leading and
New York in fourth place. Michigan

follows Wisconsin at the head of the
basswood column, and the same is
true of elm. Michigan is third in ce-
dar, Washington and ldaho leading,
tenth in cottonwood, first in ash, with
Arkansas and Ohio closely following,
third in tamarack, third in balsam fir,

sixth in cherry and is classed with the
“also runs” in walnut and hickory.

The only State producing redwood
is California; fourteen States pro-
duce chestnut, with Pennsylvania and
West Virginia leading, and cypress,
yellow poplar and red gum are South-
ern products. The production of red
gum has more than doubled in the
last five years and this is due to its
increased use for furniture and inte-
rior finish. Larch is a product of the
West, cottonwood mostly of the
South, while fir is of the Far West,
balsajm fir mostly of New England, tu-
pelo of the South and the chief States
for walnut are Indiana, Ohio and
Missouri.

The statistics show that $1,651,417
worth of mahogany lumber was saw-
ed in this country, chiefly in Ken-
tucky, Louisiana and Alabama. Other
woods used for lumber purposes are

buckeye, locust, persimmon, cucum-
ber, apple, Spanish cedar, willow,
dogwood, hackberry, alder, myrtle,

sassafras, magnolia and coffee tree.
In the production of apple wood lum-
ber Michigan leads and New Jersey
and Pennsylvania follow. The total
production of apple wood lumber is
only $11,375.

White pine shingles are now but
a small factor in the market, accord-
ing to the statistics. Cedar represents
75 per cent, of the total production,
cypress 9.5 per cent., yellow pine 6.6
per cent., redwood 3.7 per cent, and
white pine only 15 per cent. Other
shingle materials are spruce, hem-
lock, chestnut, Western pine and
oak, with traces of fir, yellow poplar,
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red gum, cottonwood, elm, ash and
walnut. Lath is a by-product of the
sawmill and is made of all sorts of
remnants that can not otherwise be
utilized. Washington leads all the
states in lath making, with Louisiana,
Minnesota, Wisconsin and Maine
above Michigan.

Every time a chrohic kicker stubs
his toe he imagines the world is
against him.

Becker, Mayer & Co.
Chicago
LITTLE FELLOWS’
AND
YOUNG MEN’S CLOTHES

G. J. Johnson Cigar Co.

S.C. W. El Portana
Evening Press Exemplar

These Be Our Leaders

TRADE WINNERS

Pop Corn Poppers,
Peanut Roasters and
Combination Machines.

Many Stviu.
Satisfaction (juarahteed.
Send for Catalog.

UNGERY Mis . G0, 106-108 E Rearl st, Qnoinftetl o
ELLIOT o. QROSVENOR

Late State Pood Commlatiorier

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

2321 riajestic Building, Detroit, filch.

Handkerchief Orders

*° k®s™P.Ped by express will receive immediate attention.
Our line includes such as can be sold at one cent to

seventy-five cents each.

WE ALSO OFFER

Hand Bags to retail at 25 cents to $1.00 each.
10, 15, 25 and 50 cents per box.
cents each and Harmonicas at s to 50 cents each.

Papeterie at
Hat Pin Holders at 25
These

items are packed in separate boxes for holiday trade.

Grand Rapids

Dry Goods Co.

Exclusively Wholesale

Grand Rapids, Michigan
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CENTER AISLE NOTES

the “Do Your Christmas
Shopping Early,”
Written for the Tradesman.

With the season of extra clerks
back of counters and an unwonted
variety of special goods on exhibi-
tion, telling of the approach of the
holiday merchandise season, comes,
also, the time for noting the idiosyn-
crasies of those who are shopping.

When the average woman, be she
just out of her teens or the wearer
of wrinkles and white hair; be she
fresh in the beauty and glory of
young motherhood or subdued and
interesting as the anxious head of a
growing household; she is impressed
with the responsibility which attach-
es to the details of shopping.

It is a matter of real business with
her—perhaps the only real experi-
ence in actual business which is her
privilege, and so, freighted down with
a variety of missions each one of
which must be executed in an espe-
cial way, she indulges in self absorp-
tion. There is the bit of lace for
this one, something in neckwear for
the other; that one needs underwear,
someone else requires shoes or ho-
siery and so it goes with an item
from each section' of the great de-
partment store and—*“Oh, yes, I must
not forget those toilet essentials.”

It is not singular that she is pre-
occupied as she enters the store or
that, deaf to the buzzing, bustling,
busy environment, her thoughts and
entire attention are centered upon
the carefully penciled list in her
pocketbook, which, in turn, is within
her handbag. She is impressed that
she must begin things right, just as
she has them jottedldown “and then
I won’'t forget anything and besides
I will waste no time,” she adds as
she makes her way to a counter.

“Anything | can do for you, Mad-
ame?” courteously inquires the clerk
who, busy trying to create a clear
space on the counter before him,
notes the lady’s coming. .

There is no reply. The lady is
busy looking over the piled up,
incongruous mass of dress goods
which, to satisfy the lady who has
just left after making a purchase, has
accumulated. “I don’t see what I am
looking for,” says the lady as she
hastily scans the shelves back of the
clerk and that official observes:
“What was it you wished to see?”

Still no answer, as the lady slowly
sidles along to the left, with her
eyes and thoughts fastened upon the
shelves. And then, as the clerk di-
rects his attention to another cus-
tomer who is approaching, she awak-
ens with “Just a minute, please. |
want—"

Thus recalled, the clerk waits pa-
tiently as the lady deliberately,
gracefully and tediously manipulates
handbag and pocketbook. Present-
ly she says: “l saw some wash dress
goods in here yesterday—"

“Next aisle, please,” is the direc-
tion given by the still amiable clerk
as he turns to serve the new cus-
tomer, and the lady looks hastily to
the right and then to the left, and
exclaiming, “So it is! How stupid of

Anent
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me,” the moving

throng.

disappears in

One day, recently, a richly dressed
iacly, quite evidently one of the haut-
ton, entered the store with a smile
indicating that she was not especial-
ly confused nor preoccupied and
stepped up to the perfume counter to
be greeted by the lady clerk with
“Anything for you, Madame?”

The madame made no response,
having an intense discussion on with
her silver mounted pocketbook and
its contents. Out came samples of
silk, bits of paper, a pencil, a couple
of pocketpieces and a bill or two,
the clerk smiling and silent mean-
while. Then, with a puzzled, some-
what blank expression on her face,
the lady glanced at the clerk who at
once and in her very sweetest voice
repeated: “Anything for you, Ma-
dame?”

Again there was no reply, the lady
having, figuratively, dived down into
her pocketbook once more. Present-
ly, however, she drew out a card and
without a word handed it smilingly
to the clerk. This young lady at
once realized that she was waiting
upon a mute, possibly a deaf mute,
and her color came abundantly to
her already rosy cheeks as she
thanked the stars that she had not
been impatient with the unfortunate
visitor. Looking at the card that
had been handed to her she read the
word: “Frostine.” Turning the card
over she wrote “17 cents,” on the re-
verse side and with a sympathetic
smile returned it to the lady.

At this, a great light dawned upon
the visitor and with a hearty laugh
she exclaimed: “l don’t blame you a
particle. It is solely my own fault.
| heard you each time you asked if
I wished to be waited upon and didn’t
answer you either time.”

The lady clerk attempted to apolo-
gize but the customer stopped her
with: “Laugh! | know you feel like
it, and you are entitled to do as you
feel. Don’t apologize, let me do
that.”

And the thoroughly amused pair
did laugh, heartily and in spl ndid
harmony, much to the curiosity of
floor walkers, clerks, cash boys and
all and the lady, having obtained and
paid for what she wanted, told the
clerk: “I'll keep this card to show
my husband that he is married to a
mute.”

“He won't believe you, he knows
better,” was the clerk’s reply—a bit
of natural Irish ready wit.

) * *

Speaking of Irish wit, a rosy faced,
jolly Irishman entered a store the
other day and addressing a lady
clerk in the house furnishings de-
partment, said: “Will yez plaze show
me wan o' thim heatless cookers?”

Fortunately the girl, Irish herself,
comprehended the man’s enquiry and
pleasantly conducted him to a fireless
cooker. “These are the fireless cook-
ers you—i’ she began.

“Sure!” exclaimed the man, then,
in a very confidential almost whisper-
ing tone, he added: “Do you know,
me gur-r-1 I've been wond’rin’ all
the way down town how in the divil

wan could boil praties wid a shtove
havin’ no heat. Whist, don’'t give it
away.”

“We don't,” responded the girl
with a smile, “it's $6 for this size an’
$4-75 for this size.”

“I'l go you tin dollars you're
Irish,” said the man.

“You win,” responded the girl.
Shall | have one of this size sent
up?”

And the girl made the sale and a
new and firm friend at once.

* * *

“Do you find that the ‘Do vyour
Christmas shopping early’ idea helps
matters at all?” was the enquiry a
gentleman made to a lady clerk who
was waiting upon him.

“Well, really | don't know,” was
the reply, “it’s almost too new a thing
to decide upon. | think however,
that so far the result has not been
quite what was expected.”

“How so?” asked the customer,
who evidently was favorably im-
pressed by the lady’s looks and man-
ner and rather enjoyed the prospect
of a chat.

“Well, you know,” and the lady
bestowed a winning smile upon the
gentleman, “the men customers are
all right. Delightful. They know
just exactly what they want, they
don’'t haggle over prices and getting
what they ask for they buy it and
go away and one knows that a sale
has been permanently made. But
the women—a too large proportion
of those who are doing the ‘shop
early’ stunt are simply looking
around. They come in and paw over
things to their heart’s content with-
out letting the clerks who try to
wait upon them know that they are
alive.”

“The clerks or the customers?”
wickedly enquired the man.

“The clerks, goosey. Trying to be
funny, aren’t you? Those shop-early
women come in and silently look at
and feel of everything within reach
without saying a word or answering
a question and then go away without
buying a thing. And as they go—just
for fun, you know—we say, under our
breath, ‘Good night, dearie’” No, as
for myself, | like the old time rush
and crowds of the Christmas season.
It spurs one’s pride; provides a novel
and interesting test of one's ability
as a salesman and | prefer it to the

Just a Few

tentative ‘before Christmas’ inspec-

tions.”

“You know the reason why, | sup-
pose?” was the gentleman’s final
proposition and when the saleslady
asked: “No, why?” he responded:
“Because you know your department,
you are fond of it and, strong, healthy
and very attractive, you enjoy the
excitement.”

As the man walked away from the
counter with a self satisfied smile
over his cleverness, the girl observed
to a lady who had just stepped up
to the counter and with whom she
was well acquainted: “Do tell me
who that conceited old jollier is—
the one over there—just entering
the elevator.” C. H. Seymour.

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Cori, Knott & Co., Ltd.
20, 22, 24, 26 N. Division St.
Grand Rapids, Mich.

Fur-Lined Overcoats

Our Fur-lined Overcoats are
noted for their style, fit, warmth,
durability and price. The special
values which we have to offer
mean dollars to your business in
this line. They are made by some
of the best coat factories in this
country, and all skins are beauti-
fully matched and thoroughly de-
odorized. If you want to get all
the Fur Coat trade in your vicini-
ty, get in touch with us.

Our line of Fur Coats, Craven-

ettes, Rubber Coats, Blankets
and Robes are noted for their
durability.

Better investigate!

BROWN & SEHLER CO.
Qrand Rapids, Mich.

Days More

In which to sell holiday goods, and if your stock needs replen-

ishing you will want goods in a

hurry.

We still have a good assortment of Handkerchiefs, Neck-

wear, Mufflers, Suspenders,
fumes, Novelties, etc.

If you want goods in a hurry telephone your orders.

can fill them promptly.

Ladies’ Handbags,

Purses, Per-

We

P. Steketee & Sons

W holesale Dry Goods

Grand Rapids, Mich.



Effect of Weather Conditions on Shoe

Trade.
Written for the Tradesman.
Take it all in all shoe retailers

throughout the country seem to be
getting business in paying quanti-
ties, notwithstanding the fact that
weather conditions, from a shoe re-
tailer’s point of view, are not exactly
ideal. The extreme openness of the
season in most sections of our coun-
try are not conducive to heavy shoe
buying. It requires cold and slush,
snow water and frost crystals to per-
suade lots of people that their old
summer and fall footwear are inade-
quate. A cold, penetrating, bone-
chilling rain for about two days or
a sizeable snow storm does more to
persuade your average citizen that it
wouldn’t be a bad idea to discard his
fall Oxfords (maybe his thin-soled,
summery low-cuts) than all your
cleverly wrought newspaper adver-
tising. When snow water and frost
begin to percolate through worn and
soggy soles a winter shoe with thick
soles and solid looking upper leath-
er looks good to your average citi-
zen.

This tendency to hang onto old
shoes both for comfort’s sake and for
economy’s sake is more marked
among men than among women. The
short skirts, especially for street
wear, bring women’s shoes more
conspicuously into view than used to
be the case, and as a consequence the
well dressed woman makes it a care
to keep herself provided with shoes
that are seasonable as well as neat
and stylish in appearance.

The relation between shoes and
the remainder of woman’s costume is
a far more important factor than it
used to be. It would be difficult to
over-estimate the importance of this
fact both in respect to the shoe man-
ufacturer and the shoe retailer. The
multiplication of shades in dress
goods has put the tanner on his met-
tle, while the shortening of skirts has
stimulated the manufacturer to more
activity and fruitfulness in the way
of style-production. The practical
benefits accruing to the retailer from
this situation are not far to seek. The
woman who tries to keep abreast of
the times in the matter of dress must
perforce buy more shoes than she
used to. To a less extent the same
principle holds when it comes to the
well dressed man’s footwear. The
style-feature is more capricious than
it used to be and more regard is paid
to seasonableness in men’s footwear
than ever before. For this reason
the average man is buying more
pairs of shoes during a twelvemonth
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than ever before in the history of the
trade;

From this fact some writers—and
a great many laymen who are not
writers—have drawn some illogical
inferences. One of these is to the
effect that present-day shoes are not
as durable as the output of ye old-
time craftsmen. But they have over-
looked the fact that many of these
shoes which are discarded, both by
dressy men and dressy women, are
discarded not because they are worn
out but because they are unseasonable
or just a trifle behind the latest crea-
tions of Dame Fashion. It would be
surprising, doubtless, to know the ex-
act percentage of shoes among the
well-to-do which are thrown side or
given away to less prosperous friends
or servants. There is a large—and
continually increasing— class compos-
ed of men and women of the more
prosperous and dressy sort the mem-
bers of which seldom, if ever, really
get the maximum of wear from a pair
of shoes. They wear their shoes for
a few weeks or a few months, as the
case may be, and then because the
toes have become slightly skuffed, or
the original freshness and finish of
the shoes are dimmed because of use,
or the original shape is partially spoil-
ed, the shoes are passed on to some
servant or friend, or relative. Peo-
ple of this type can, of course, keep
abreast of the latest footwear styles
and they can buy a new pair when-
ever they desire.

But it was of the average citizen
of the male persuasion that | was
speaking when | referred to clinging
to old shoes until their day of beauty
and service is manifestly “in the sear
and yellow leaf.” On account of this
man—and he is in the majority in
most communities—the retail shoe
dealer is decidedly in favor of cold
weather about this time of year.

Finding the Shoe That Fits.

I recall having read somewhere re-
cently a facetious and laconic bit of
advice for the shoe retailer, namely:
“Give 'em fits!” And the average re-
tail shoe merchant would doubtless
be delighted to give each of his cus-
tomers a perfect fit if he could fit
their feet, please their fancy and suit
the exact capacity of their purse all
at the same time.

There are a great many so-called
rules for fitting feet. The only
trouble with many of these rules is
that they sometimes fail to work and
that is because there are so many
\arieties of feet in the world.

Some dealers have a “foot-fitting
system,” consisting chiefly of certain
loose sheets or charts, scientifically
devised for ascertaining the exact
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Very Few Kicks

You won't have much trouble if you sell
Boston Rubbers. Bostons are always dura-
ble. Besides in style, looks and fitting qual-

ities Bostons always excel.

Rubber weather is here in earnest and we
are prepared to give extra prompt attention to

your order for the kinds and sizes you need.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

Cold Weather is Coming
Order Your Warm Rubbers Now

Romeo Alaskas

Men’s English last, F and W wWomen’s English last, M,
Men’s Potay last, F and W.

Men’s Columbia last, F Misses’ English last, F
Men’s British last, F Child’s English last, F

Arctics

Dukes, One-Buckle
Men’s English last, F
Men’s British last, F
Women'’s English last, F
Misses’ English last
Child’s English last
Men’s Heavy BKl. Arctics

British F and Regular W

Four-Buckle Arctics
Men’s Polar, Regular W
Men'’s Portland, British F
Men’s Portland, Regular W
Men’s Emperor, English F
Women’s 3-bkl. Empress,

English F
Misses’ Empress, English F
Child’s Empress, English F

English last has a medium toe.

British last is a swing last with wide toe.

Potay last is a swing last with medium toe.

Columbia last is a swing last with narrow toe.

Fit, style and wearing quality of *“Glove”
unexcelled.

If you must have second quality rubbers, however, order
Rhode Islands.

rubbers is

Hirth=Krause Company
Grand Rapids, Mich.
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measurements of the foot at impor-
tant points. And the way these charts
are used is simplicity itself. The cus-
tomer just places his (or her) foot
on the chart with the heel at a cer-
tain line and a lead pencil is drawn
around the foot. This determines
certain measurements; then by add-
ing sizes or half sizes the exact size
and width of the shoe are determined.

Perhaps the greatest value of the
chart lies not so much in its actual
scientific accuracy as in its psycho-
logical influences. It looks convinc-
ing enough doubtless to the average
shoe buyer and has the very com-
mendable virtue of impressing the
customer that he or she is going to
be thoroughly fitted. And that, be-
lieve me, is an important desideratum.
But if the foot happens to be "squat"
or short and plump or somehow or
other out of kilter—and almost every
pair of feet have some peculiarities
of one kind or another—you've got
to make allowances and use your
imagination, and incidentally do some
rapid talking, some rapid thinking
and perhaps a little pure bluffing.

But there is this consolation: there
is not one man in fifty who really
knows just what style or size or
width of a shoe he ought to wear.
Most people are altogether innocent
of any exact, specific knowledge about
their foot requirements or about the
nature of leather. You may not
know all there is to be known about
shoes—most likely you do not—but
you probably know vastly more than
the average man who comes in to be
fitted. And it is up to you to show
that you know.

The Confident Air.

This is accomplished for the most
part by the confident air and do you
know 1 like the positive fellow. Don’t
you? | don't mean the uppish, cock-
sure cad; but one of your sort who is
dead sure—even if he is considerably
mistaken.

Confidence is a good thing any-
where. In a shoe dealer or a shoe
clerk confidence is a veritable sine
gua non of success. A man may have
all of the virtues in the catalogue,
but lacking confidence he is as sure
to fail as a spent sky-rocket is cer-
tain to fall. On the other hand a
blooming, spectacular and whole-
hearted assurance makes a man suc-
ceed when all his friends and near
relatives predict failure.

I once knew a shoe clerk whose
confidence in his ability to judge
shoemaking, determine leather values
and cinch sales to people of all sorts
was a quality beautiful to behold. He
did not have any of that nasty, ire-
incurring egotism about him, but he
did seem to exude an atmosphere of
cognoscibility.

He wasn’t a college man—not even
a high school graduate; wasn’t what
you would call a particularly bril-
liant fellow, and | fear me that much
of his shoe talk was pure bluff and
wouldn’'t for a minute stand the spot
light. But he was prodigiously con-
vincing. He conveyed the impression
of having on tap an inexhaustible
supply of bona fide shoe lore. He
wore a look of finality. And he got
on famously with his customers just |

because he was beamingly confident.
He impressed them with the idea that
he knew precisely what he was doing
and saying.

Now when it comes to knowledge
about shoes, leather and shoemaking
the average shoe dealer or the aver-
age shoe clerk knows enough to
equip him for most any exigency in
the course of his business duties; but
not all of them are fortunate in the
matter of creating a convincing at-
mosphere. They lack a certain ele-
ment of confidence in their capacity
to convince.

Confidence Backed by Knowledge.

If confidence alone is a good thing
for a shoe clerk or a shoe store own-
er or proprietor, confidence backed
by exact knowledge of shoes, leath-
er and the processes by means
oi which leather is converted into
shoes is vastly better.

In these days when manufacturers
are laying bare the secrets of shoe-
making and describing, picturing and
explaining the qualities of leather
and the processes of shoemaking ig-
norance upon these topics would
seem to be a high crime and misde-
meanor on the part of any one con-
nected with the shoe retailing indus-
try.

Facts are easily accessible. They
ought to be mastered. A shoe man
ought to know his proposition. He
ought to have at his tongue’s end
the details of the methods of tan-
nage—the old-time bark or vegetable
process and the modern chrome or
mineral process. He ought to be
able to describe in an interesting way

the various processes through which
the shoe passes on its long journey
from the stock room to the packing
department. Clerks in city stores
where shoe factories are accessible
ought to visit the factories often.
They ought to go through under the
care of the foreman and have each
process thoroughly explained to
them. And clerks living in sections
remote from cities where shoes are
manufactured ought to make it a
religious duty to seek out the shoe
factories when they go to the city—
and most of them will be visiting the
city from time to time, especially in
the summer.

There used to be an expression
about being able to give a reason
for the hope that is in one. The
shoe clerk who is long on reliable
knowledge about shoes can give a
reason for his hope; to-wit, the hope
of convincing his customer. He can
back up his statements about this
shoe or that shoe by solid argu-
ments. He can deal with facts— solid,
substantial, indisputable facts. And
the man who is thoroughly acquainted
with the subject will always im-
press people favorably.

The Trade Situation.

Recent quotations in the hide and
leather .market have not had the ef-
fect of relieving the acuteness of the
situation. The upward tendency in
prices still continues. True some of
the closest observers of conditions in
the leather market are convinced
that prices have at last reached the
topmost limit. But who can tell?
It is a precarious thing to link one’s

Snow and Slush

Will be here now before you know it.

The dealer who is

well stocked with

Rubbers will get the start on his com-
petitors, but he must have Good Rub-

bers. We are well
Rubbers—

stocked with Good

Hood and Old Colony

Get in touch with us NOW

There is no need to tell you about the

famous Plymouth

Line. Every one

who has worn them knows that it is
the best line of Rubbers made for good
hard Service—extra stayed at every

weak point,

No. 983. Men’s Vici Kid or Velour
Cali Bluchor. A sightly shoe made over
a tread-easy last.

What’s In a Name?

Well, it all depends
on what the name is.

If it's
H. B. Hard Pan

on a shoe it means as
much as “sterling” does

on silver.

It means the most sat-
isfactory  hard - service
shoe ever put on the

market.

If it's the Bertsch
Shoe it means a Good-
year Welt hand Sewed
Process shoe that has
come right into the front

of the front rank.

Dealers everywhere
are re-ordering from first

shipments.

To this add the fact
that they are bound to
be popular because they
are made right. Back
of all this are fair, honest
prices that will please
you and please your
trade. You can see the
samples of both lines for

a postal.

Herold-Bertsch Shoe Co.

Grand Rapids, Mich.
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name and fame with an ultimate pre-
diction as to the ultimate goal of
soaring leather prices in these times
of unparalleled uncertainties and sur-
prises.

It has been said that tanners can
not turn out leather at the rates quot-
ed some weeks ago. Consequently
they must now quote higher prices.
Six weeks ago they were buying
green hides for less money than they
are now paying. But some one will
ask, Why are hides higher? Per-
haps the simplest and sanest answer
is that hides are scarcer now than
ever before. | heard an old-time
German butcher who has been in the
business for more than forty years
say that the fancy prices he is now
getting for green hides are higher
than ever before in his experience. It
is fortunate for the consumers of
meat that hides are bringing such
fancy prices. Otherwise the price of
meat would be almost prohibitive.
Hides are a by-product. You can
not raise animals profitably for their
hides alone. And even with fancy
prices for hides, thus enabling the
butcher to sell meat at much less
per pound than would otherwise be
possible, the price of meat has been
(and is yet) so high many people
have virtually been compelled to cut
down their consumption of meats and
take to less expensive food stuffs.
And in the meantime many new
uses have been discovered for leather.

For months now shoe manufactur-
ers have been buying conservatively.
Now they will be forced in a very
short time to go into the leather
market actively. Since the leather
market has successfully withstood
the test of conservative buying for
*0 these many months, will prices de-
cline as shoe manufacturers are forc-
ed into the market? That would bean
anomalous situation. It would violate
the most fundamental principle of
supply and demand.

So, judging the situation from
present indications, there does not
appear to be much hope for cheaper
leather in the near future. And that
means that shoe manufacturers can
r.ot quote lower prices—in many cas-
es they can not quote the same old
price. Indeed, many of them have
frankly advised the trade—just as
furniture manufacturers are doing
with their trade—that they must look
for advanced prices provided they
want the same value to appear in the
shoe. The margin of profit on a
pair of shoes has to be, in the nature
of the case, a fair margin. If mate-
rials go up the price must go up
pari passu with the upward trend of
materials—or the shoe must be “skin-
ned.” That means that cheaper ma-
terials must be wrought into the shoe
to offset this increased cost of pro-
duction. But “skinned” shoes mean
dissatisfaction all round.

Now the moral in all this for the
shoe retailer is right here: Don’t an-
ticipate any forthcoming decline in
the price of shoes. Buy now—and
buy commensurate with your needs.
If there is a slight advance in the
asking price do not imagine it is a
trumped-up game to bunco you. Just
pay the advanced price and remember
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that there are a whole lot of other
retailers in the same boat. Pay the
advanced price and be sure to cover
it amply in the price at which the
shoes are retailed. Cid McKay.

Everybody Push During December.

The first three weeks of December
bring the most exciting and exacting
days of the whole year, and those
who are concerned in the handling
of the holiday business must con-
stantly bear in mind that they alone
are not the only ones who are work-
ing on high-strung nerves and tired
muscles.

To be charitable to a neighbor on
such days as these is as much good
business® as to have the highest
amount of sales in the house; to be
considerate of every one of those
who are honestly endeavoring to
help the stock of goods out of the
store is as much a right part of busi-
ness conduct as to promptly attend
to each appearing customer and get
all that is possible of his or her
money.

Most stores will be open evenings,
no matter what their policy for the
rest of the year. That means a daily
service of from 12 to 14 hours, and
those days will be jammed full of
hard work of every sort. To get the
right results the store forces must
be kept in the best possible humor.
The bosses must put on the smile
that won't come off, and the clerks
must forget to snap at their neigh-
bors when matters go wrong.

The store that takes everything
cheerfully and makes the best of all
sorts of predicaments and situations
is the store that will get the most
out of the holiday trade and will
come to its work on the 27th with
the best prospect of doing something
good in that usually bugaboo of a
week before the New Year.

Don’t get foolish and unmanage-
able during the holiday selling; bear
ye one another’s burdens and you’ll
surely find the stock and the cash in
a satisfactory condition after it is all
over.—Boot and Shoe Recorder.

It is the easiest thing in the world
for a man to keep his troubles to
himself if he has none.

Our unfairness is always based on
a lack of faith in our fellows.

My own faults are failings; my

neighbor’s are vices.

Merchandise Displays Suitable For
the Holidays.

You would not invite a friend to
your home and receive him in the
woodshed (unless for some cause you
had reason to be looking for him
with an axe). You would not invite
him to ride and offer to take him
in a wheelbarrow. You would not
invite him to a feast without first ar-
ranging for the spread. How is it
with the customers who are being in-
vited to your store?

It is wunderstood that hardware
merchants are asking, even urging, the
public to go to their stores for 'holi-
day gifts. There are many reasons
why the buying public should do this,
let the merchant be careful not to
give it any reason why it shouldn’t

Unless some special effort is made
tc lend a Christmas air the average
hardware store is about the plainest,
|most prosaic proposition imaginable.
So while urging upon the public the
fact that the hardware stock in-
cludes scores of practical and accepta-
ble presents, let us not forget that the
store itself should breathe forth some
of the spirit of the occasion. Effort
in this direction will be well spent.
While it may seem to some merchants
to be a mere matter of sentiment, it
is nevertheless a powerful influence
upon the minds of customers, espe-
cially, as is now the case, when the
spending of money is largely govern-
ed by sentiment.

The Christmas Garb.

A few wreaths hung in the win-
dows and about the store will in a
measure overcome the bread-and-but-
ter plainness of the hardware shop.
More elaborate efforts are usually
worth while, but the use of ever-
greens and inflammable roping should
be indulged in judiciously, for there
is not only the danger of fire to be
thought of, but there is the risk of
violating insurance regulations which
in case of accident might prove even
more disastrous than the fire itself.

A branch of holly or a bell or star
hung from each chandelier and occa-
sionally alternated with a wreath
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Good Business

Wales
Goodyear Rubbers

(Bear Brand)

Mean good business, daily
sales, season round sales,
rubbers that are wanted by
your trade, and the cus-
tomer who doesn’t get them
won't be fooled again.
There’ll be plenty of those
who do get them to tell
that person where to go.

The season’s business is
just beginning that will
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up our ready-to-ship-at-a-
moment stock where it be-
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around the walls or shelving will give
an excellent effect with practically
no risk. Small sprays of holly with
the cheerful red berries laid in win-
dows and showcases help to associ-
ate the merchandise on display with
the gift idea. Backgrounds and floor-
ings of holly paper are easily arrang-
ed and inexpensive.

Gift Suggestions To the Front.

Rearrange the windows, the show-
cases, the tables and counters. Get
out every possible line that can be
applied to Christmas giving and dis-
play it prominently. Let the price
tickets and announcement cards be of
design and wording in keeping with
the idea. This requires thought and
effort, but it is worth it. Tool dis-
plays might be allowed to stand, for
tools make good gifts, especially
when they are grouped in sets or
kits at a bulk sum for the outfit. The
same might be said of the cutlery and
tableware cases, but they should be
rearranged with the Christmas idea in
mind. The live showcase is in truth
“a silent salesman.”

At this season people are looking
for 'holiday suggestions. They are in
humor for buying gifts. If the whole
store reflects the spirit of the occa-
sion the merchant will be surprised
at the number of apparently irrele-
vant things that he will sell while his
customers are in a purchasing frame
of mind.

Christmas Window Display.

No detailed plan of window dis-
play can be given that will apply to
all stores alike, because the lines of
merchandise carried by different
stores vary widely. While the prin-
cipal features of display may be
generally employed, the smaller de-
tails must be governed by the charac-
ter, the scope of each establishment.

A Santa Claus window is always ef-
fective. So is a trimmed Christmas
tree, but this plan is open to the ob-
jection that the tree is dangerously
inflammable. However, with modern
electric lighting devices the danger
can be minimized.

No matter what the “star attrac-
tion” may be it should not be for-
gotten that the chief object from the
merchant’'s point of view is to dis-
play merchandise and stimulate the
demand for it. Those displays which
are entirely “feature” or “show” are
usually ineffective in getting direct
results, for the simple reason that
they do not get people into the store.

A Successful Tableau Series.

One of the most satisfactory efforts
in this direction was made by a firm
that arranged a fixed setting or back-
ground for their window by using a
fancy mantelpiece and an open grate.
In conjunction with this scenic ef-
fect three figures were employed.
One was Santa Claus made from a
clothing dummy. The other two were
a boy and a girl made from large
dolls. These figures were arranged
in a series of three tableaus, announc-
ed in the advertisements of the firm
and changed three times during the
two weeks prior to Christmas, al-
ways with the same principal fea-
tures, but with different merchandise.

The first was “The Night Before
Christmas,” in which the children ap-
peared in day costume as they were
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in the act. of hanging their stockings
by the grate. Peering between por-
tieres at the side of the window was
the jolly Patron Saint, half concealed
from view. The floor, table, mantel-
piece and rear wall held a profuse
display of gift suggestions, respec-
tively ticketed, “What Father Wants,’
‘What Mother Wants,” “What Sis-
ter Wants,” “What Brother Wants.”
The appearance of a glowing fire in
the grate was obtained by means of
concealed electric lights.

The second tableau was “Spying on
Santa Claus,” in which the same fig-
ures and background were used, but
in this Saint Nick was seen in the
act of filling the stockings, while the
merchandise display had been entirely
rearranged and articles were strewn
about in apparent disorder as though
he had just taken them from his pack
which stood on the floor, seeming to
be overflowing. In this window the
tickets had all been replaced with
neat cards bearing the price of each
article and no further comment. In
this the two children could be seen
peering cautiously between the por-
tieres, clad in their nightgowns. Be-
cause of the value of the prices this
display was allowed to stand longer
than either of the other two.

Shortly before Christmas the dis-
play was again changed and this time
it was called *“Christmas Morning.”
“Merry Christmas” cards appeared in
profusion and the merchandise was

now marked “For Father,” “For
Mother,” “For Sister,” “For Broth-
er,” respectively. The two children

could be seen examining their pres-
ents, bicycles, skates, kitchen sets,
knives, miniature sweepers, etc., while
the gifts for father and mother in-
cluded many other articles that might
never have been generally thought of
had they not been suggested in this
manner.

Special Store Features.

A live Santa Claus in the store is
always a drawing card, even when he
does nothing more than shake hands
with the youngsters and write down
their names and addresses. If he can
give a small toy or picture book to
each child accompanied by parent or
guardian his presence has double im-
portance—that of winning the good
will of the children who will some
day be possible customers and that
of bringing their elders into the store
with them.

A large Christmas tree within the
store, ostensibly bearing a present
for each child, is also attractive, but
in reality it should hold a lavish mer-
chandise display which is not dis-
turbed, and the children’s presents
should come from a box or bin
nearby.

Clearing Holiday Goods.

In connection with displaying hol-
iday goods a word regarding the
clearance of all goods of peculiarly
holiday nature should not be amiss.
This clearance should be made be-
fore Christmas.

Merchandise which is not good sta-
ple stock can not be moved after the
Christmas fever is over, even with
dynamite. Every merchant knows
well that it does not pay to carry it
over. So if odds and ends of stock

especially bought for Christmas sell-
ing seem to lag and hang on put the
knife to the price and get it out while
the public is in a buying mood.
Bitter as the medicine is it is bet-
ter to take it early than to tie up the

investment for a year and then takeI

the dose anyway.—Iron Age-Hard-

ware.

They Played Baseball
Stumps.
Written for the Tradesman.
In his early manhood, T. Stewart
White was a devotee of the National
game of baseball. Indeed it may
truthfully be said that in his mature

Among the

years, he would rather witness a Kent
lively game of baseball than many
other kinds of amusement. Mr.

White formerly lived in Grand Hav-
en and was the acknowledged leader
in athletic sports. When he failed
to lead he turned the duty of leading
over to Frank E. Gates temporarily.
Mr. Gates had won a championship
with the sculls and really merited Mr.
White’s kindly consideration. In the
days of which | write Grand Haven
did not contain much clear land. The
stumps had been pulled out of Wash-
ington street and there were stretch-
es of beach land over which a car-
riage could be driven short distances.
One bright sunny morning Mr.
White decided to organize a base-
ball club and, summoning the youth
of the city to his office, he revealed
the scheme. “Where can we find
grounds fit for a ball park?” one of
their number enquired? “Don’'t say
a word on that subject,” Mr. White
commanded, and the matter was
dropped. A club was organized with
a long list of officials and a consti-
tution and. by-laws covering several
yards of paper. The players met for
practice on Washington street, in
the cemetery and at such other places
available, and when he felt confident
that his men had learned the rudi-
ments of the game, Capt. White is-
sued a challenge directed to the Kent
Baseball Club of Grand Rapids,
champions of Kent county, to play
a game with the Grand Haven nine
at Grand Haven. The challenge was
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quickly accepted and, on a date chos-
en, the Kents journeyed to Capt.
White's town at the mouth of the
river. Lon Porter, Dwight K. Hul-
bert, John B. White, Lew Waldron,
John M. Avery, L. H. Withey and
other mighty athletes represented
Grand Rapids and, after dinner had
been eaten, the contestants proceed-
ed to the ball field. Such a one has
never been seen since. The field
was filled with stumps and there was
scarcely clear space to lay out a
diamond. Base lines were diverted
from a straight course in several in-
stances by the stumps. The men of
protested vigorously against
playing on such a field, but Capt.
White taunted, dared and railed at
the visitors so annoyingly that they
finally took the field and the game
began. The visitors could not make
much headway against the combined
prowess of Capt. White’s men and
the stumps in the field, while the men
of Grand Haven, trained in that par-
ticular line of play, pulled off won-
derful feats of skill and agility. The
presence of the stumps did not in-
terfere with their work in the least.
They had been trained to leap upon
sthem to take a hit ball, and to leap
over them when running, while with
the bat they dropped the ball in spots
where the stumps were the most
numerous. Grand Haven won, as a
matter of course, the score standing
38 to 4. With the aid of the stumps
Capt. White’s nine were able to de-
feat all comers to Grand Haven that
year. Arthur S. White.
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Psychology of Salesmanship Consists
of Pleasing Personality.

Now that Professor Hugo Munster-
berg has put the stamp of his scien-
tific approval on psychology in busi-
ness we may expect commercial col-
leges to add that hitherto rather ab-
struse subject to their courses of
study for prospective business men.

Taking it along selling lines, the
average salesman thus far does not
think much about psychology when
he is trying to coax a customer to
come with an order. Indeed, it may
be questioned if the average salesman
could give even a halfway satisfac-
tory definition of the word “psychol-
ogy,” if he were held up for it sud-
denly. He has heard of it, of course,
if he has read at all, but just what it
means he has seldom or never stop-
ped to think. If he ever has thought
about it it was only to think it was
some dope” or other as far removed
from business as-could be.

Yet it does bear a very important
relation to business and the sales-
man who studies the matter and
learns what there is in it will very
soon discover the value of it. Long
before Professor Munsterberg pro-
moted its publicity by his approval
many *salesmen practiced it every
business day of their lives. They do
it now, but most of them do not
know that they exercise a psycholog-
ical influence over customers and
they do not care. WEat they want
is to sell goods.

Experience has proved that it is
not the man who has the best brand
of goods or' the most satisfactory
prices who always has the best grip
on his trade. Good goods and right
prices are valuable assets to the
salesman, but the man with the pleas-
ing personality is the one that the
customer always likes to see; and no
matter what he has to sell he will
sell it if the customer can possibly
make an order. That is the psycholo-
gy of salesmanship. In the vernacular
such a man is described by his fel-
lows who invariably say: “Oh, he's
got 'em hypnotized.” That may sound
like slang, but it is science. Professor
Munsterberg has not said so in these
words but that is what his position
signifies.

What this winning quality is can
not be definitely stated, nor can it
be acquired,.although it may be de-
veloped by training, but it has a
marked effect on the customer and
has no relation to the goods the
salesman may have to offer. Anoth-
er salesman, although his goods and
Ins prices are all that could be de-
sired, his manners good and he ap-
parently a model of morality, never
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gets really close to his customer. He
may sell him a bill and give perfect
satisfaction, so far as the business is
concerned, but the customer would
not miss him greatly if he never
came back. Really, he would" just
about as soon he did not come back.
He can not explain why, but the
salesman is lacking in pleasing per-
onality and he gives him the order
only because he actually needs the
goods. “Pleasing personality” is the
less scientific term for psychology.
These are the salesmen to whom Pro-
fessor Munsterberg may come as a
ministering angel. If they will be-
come munsterberged, so to speak,
they may make friends of their cus-
tomers, not mere business relations.

Psychology prevails not less in
stores where the customer goes to
buy and although the Professor does
not mention the fact, yet it is a fact
certain clerks attract and frequent-
ly customers will wait for many min-
utes to deal with the clerks they like.
They do not get goods that are any
better or prices that are lower, nor is
one clerk any more conscientious or
more polite than the other, but that
is not what the customers are after.
Possibly the less attractive clerk is
the more careful and reliable, but the
customer finds in him some indefina-
ble quality that repels and he wants
to deal with the attractive clerk. It
is not physical attraction, nor moral,
nor mental, nor religious, nor any of
those human attributes that may be
segregated and defined. He does not
know what it is, nor does he care.
He only knows he wants to deal
with a certain clerk and it is that
one for him if he can possibly get
him. That is again the psychology of
salesmanship and applies no less to
men than to women clerks and to
customers. It is some not clearly de-
fined human quality which compels a
response, either attractive or repel-
lent.

Fortunately for the salesman who
lacks in the attractive quality which
catches the majority, all customers
are not alike and he finds some who
do not differentiate psychologically
between clerks or salesmen on the
road. These constitute his clientele
and save him from losing his job.
What they want is the goods and
the means is not closely considered,
beyond fair treatment.

But the psychological question has
two sides and the less attractive qual-
ity has its strength in that its pos-
sessor is usually a better business
manager than the more attractive.
He is not a mixer and a spender and
when he gets a dollar he knows
where to put it to make it produce
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other dollars. He is to be found in
the office of the firm of which he
and the other man in due time may
become members, looking out for the
financial end of the business. Many
men have been called in from the
road to do this kind of work. The
attractive man gets the trade and
makes the friends and the other col-
lects the bills and handles what the
drawing man pulls in. Nearly every
successful firm is constituted in this
way, and it works well because it is
the proper combination of winning
force with retaining power. Business
is not all psychology, however much
of the “dope” Professor Munsterberg
may think there is in it.

It is hardly necessary for a sales-
man to make a profound study of
psychology as it affects his success,
but he should have a good working
knowledge of the psychological side
of his business and use it with proper
discernment. There is what is call-
ed the “psychological moment” in
the transaction of business and the
wise salesman, when he meets a cus-
tomer who is not in the humor to
buy, or even to be talked to about
buying, should either turn the talk
into other channels than trade or
should give him a pleasant word or
two and leave him, to return when
conditions are favorable. A busi-
ness man may not have the same
nervous and highly sensitive temper-
ament of the artist or the intellectual
neurotic, but he has nerves and
psychic qualities which should be re
spected and also handled with dis
cretion. A salesman had better los<
an immediate sale and leave the cus
tomer in a friendly frame of mind
than to sell him and get out withou
an invitation to come again. This
again is the psychology of salesman
ship. The psychological salesmar
“senses” the situation and gives it up.

Many a salesman, with a thorough
knowledge of his goods, and having
good goods at good prices, does not
know how to gain the personal—we
might say, the psychdlogical— interest
of his proposed customer. He can
show the goods to the best advan-
tage and can talk of the goods, but
he can not talk to the customer. He
may talk at him, but it does not get
clear into him and unless the cus-
tomer really needs to buy he will let
the salesman go without an order.
That is the salesman who should
know his customer better than he
know's his goods, and as a genera!
proposition it may be said that the
successful salesman is one who takes
care of his customers and lets his
goods take care of themselves. Goods
are not psychological, even Profes-
sor Munsterberg will not go that far.
but human beings are and the sales-
man who realizes and appreciates the
psychology of his business will have
the trade that will remain his wheth-
er he is selling pork or pianos, cor-
sets or car wheels. W. J. Lampton.

The Drummer’s Schemre.
“Even at the early age of 3 years,”
said the grocery drummer, “I exhibit-
ed an antagonism toward any female
chewing gum, and the feeling has
strengthened with the passing years.
Last week | went into the telegraph
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office in a little New Jersey town to
send a dispatch. | found the office in
charge of a girl. She was a gum
chewer. She was chewing like a cow
I scowled at her, but she did not fling
away her cud. | asked her if she
was not working her jaws overtime
and she said it was none of my busi-
ness.

“When | came to look for a blotter
there was none. She said headquar-
ters didn't provide. | went out and
bought half a dozen and handed them
over the counter. The girl chewed
and chewed and made no remark.
There were but two places in the vil-
lage where gum could be bought and
I visited them and purchased the
supply and dumped it in the road.

“Two days later | returned to the
village and had another dispatch to
send. No blotters. | asked the girl if
they had been stolen, and she stopped
chewing long enough to answer:

Oh, no, but they are all gone, as
you see.’

““ But where have they gone?

“‘Chewed up. You see, the gro-
cery’s got out of gum and as | had
nothing else to chew on | had to take
those six pink blotters. They will
match the ribbon at my throat while
I'm chewing!"”

Good Reason.

His W-ife—Two o’clock. Why did
you tell me you would be home at
117

Jaggs—Because | knew that the
clock was going to run down at 10.

Knowledge His Guide.

Do you believe that spirits talk
and reveal secrets?”
“Unquestionably.

never indulge.”

That's why |

A dishonest merchant believes that
the way to gain money is to deceive
the buyer.

Hotel Cody

Grand Rapids, Mich.
w. P. COX, Mor.

»-Hi?* improvements have been ma
in_this po u?ar rHoteﬁ mot and co?g
water nave been put in all the rooms.

Twent¥ new rooms have been added,
many with private bath.

i,.?1® tobb s been enlarged an
beaHtlflecE), gg(i' zf‘he gln?ng roor% moveg
to the ground floor.

feS

All meals 50c.

A'S”

“The Smile That
Won’t Come On”

They all wear it in some
hotels. The moment you
step in

Hotel Livingston
Grand Rapids
you see the word WEL-

COME written  across
every face.
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WANTS AN OFFICE.

Lansing in Line With Candidate for
Secretary.

Lansing, Dec. 14—The members of
the Michigan Knights of the Grip
who attend the State convention in
this city on Dec. 28 and 29 next will
find Post A ready for them and earn-
est in endeavoring to make the most
successful meeting, both in a busi-
ness and social way, that the order
has thus far held.

Post A has been working hard and
with enthusiasm to produce such a
result. Meetings have been held
twice in each month since September
and have been largely attended by the
members. All have cheerfully per-
formed the duties of the several com-
mittees to which they have been as-
signed.

Early in the campaign the follow-
ing committees were appointed:

Transportation — F. M. Seibley,
chairman.

Hotels—A. E. Kratz, chairman.
Badges— H. F. Harper, chairman.

Banquet—Jas. F. Hammell, chair-
man.

Ball—J. A. Raymond, chairman. .
Baggage—S. P. Kyes, chairman.
Hall—E. L. Smith, chairman.
Music—H. E. Bradner, chairman.

Invitations—J. A. Weston, chair-
man.
Carriages—E. J. Evans, chairman.

Printing—W. C. Dudley, chair-
man.
Decorations—C. C. Barton, chair-

man.

Reception—J. C.
man.

Finance— H. C. Klockseim, chair-
man.

A largely attended meeting was
held at the Hotel Downey on Sat-
urday evening, December 11, and re-
ports received from the several com-
mittees show that the work is well
in hand and that when the conven-
tion is called to order everything will
be in readiness for as good a meet-
ing as Post A has ever prepared for.

The Ladies’ Auxiliary to the Post
is preparing to entertain the ladies
who accompany the Knights and re-
ceptions, pink teas and other forms of
social entertainment are being pro-

Saunders, chair-

MICHIGAN TRADESMAN

jected to make their visit to our city
a pleasant one.

The business meetings of the con-
vention will be held in Representa-
tive Hall in the Capitol, which has
been placed at the disposal of the
convention by the Board of State
Auditors. The banquet and ball will
be held in the Masonic Temple on
Tuesday evening, so that every
Knight may attend the same and
leave for home as soon as the busi-
ness of the convention is concluded,
if he desires to do so, without los-
ing the opportunity of enjoying all
of the festivities prepared for him.
The invitations have been mailed to
the members of the order and all are
now advised of what is in store for
them.

At one of the most largely at-
tended meetings, held Nov. 26, the
Post unanimously endorsed F. M.
Ackerman, of Post A, for the position
of Secretary of the Michigan Knights
of the Grip, and every member of
the Post is enthusiastic for the suc-
cess of the brother. Mr. Ackerman
is one of the oldest members of the
order and we know him as one of the
most faithful and earnest workers for
the good of the same, of good execu-
tive ability and an efficient organizer,
as he has well demonstrated in his
conduct of one of our local organi-
zations, and the Post will put forth
every honorable effort to convince
the members of the convention of
the correctness of its estimate of
the brother and confidently predicts
his successful election.

The annual elections of officers of
the Post occurred on Saturday even-
ing, Dec. 11, and resulted in the re-

election of the present officers, as
follows:
Chairman—J. C. Saunders.
Vice-Chairman—E. J. Evans.
Secretary—E. R. Havens.
Treasurer—B. S. Gier.
Sergeant-at-Arms—F. M. Seibley.

Board of Directors—C. C. Barton,
C. F. Poxson and S. P. Kyes.
E. R. Havens, Sec'y.

Traverse City Men in Role of Resur-
rectionists.

Cadillac, Dec. 14—Speaking in be-
half of the members of Wexford
Council of United Commercial Trav-
elers, No. 468, will say that they
would appreciate the favor very
much if you would print the follow-
ing in your next issue:

Our Council recently had the
pleasure of a visit from F. C. Rich-
ter, Grand Secretary, and W. L. Chap-
man, Senior Counselor of Traverse
City Council, No. 36l. Their visit
was greatly appreciated, as they cer-
tainly know how to administer the
axle-grease in livening up a council.
Every member has become very en-
thusiastic and all have made great
promises for the near future.

These men deserve much credit for
the work they have done here, as
our Council lacked only the burying
to be dead. J. F. Berner.

The Christmas Spirit.
Beatrix—Does anything make you
madder than to get things you don't
like for Christmas? '
Maud—Yes—not to get them.

Gripsack Brigade.

Geo. T. Peck, who has represented
James S. Kirk & Co. in this terri-
tory since the year one, has been
given an indefinite vacation, with pay.
His successor is Geo. H. McWilliams.

J. Sch'ram, a traveling salesman
from Escanaba, while eating an oyster
dinner at Negaunee, found a pearl,
as large as a pea, and appraised by
jewelers at $60, in one of the oys-
ters.

John Van Blois, formerly with the
Yuille-Miller Co., has connected him-
self with P. Steketee & Sons. His
territory will be the northeastern
half of the State, including Bay City
and Saginaw.

L. M. Mills (Hazeltine & Perkins
Drug Co.) will be succeeded by T.
Edward Reily, who has been connect-
ed with the house for the past ten
years and is thoroughly familiar with
every branch of the business.

H. H. Leiser, who has traveled in
this State for the past three years for
Harsh & Edmonds, of Milwaukee,
handling their line of high grade
heavy shoes and high tops, when pay-
ing his subscription said that the
Michigan Tradesman is like many
other things, that when once tried it
is hard to do without. He also says
that the first month he received the
Tradesman he derived enough value
from it to pay his subscription for six
years.

A Grand Haven correspondent
writes as follows: Edward Bottje has
taken a position on the road with
the William Frankfurth Hardware
Co., of Milwaukee, and will take up
his new duties in the near future.
Mr. Bottje has been assigned to cov-
er the territory in Michigan from
Traverse City to Grand Rapids and
he expects to make his home either
in this city or Grand Rapids. He is
at present located in lowa, with
headquarters at Des Moines, but the
new position brings him home and
back to Michigan.

A Detroit correspondent writes:
The death of Richard J. Neagle, well
known throughout Michigan as a
traveling salesman for  Crowley
Bros., occurred Sunday morning, at
St. Mary’s hospital. Mr. Neagle had
been ill six weeks of a complication
of stomach troubles. He was born
55 years ago in Guelph, Ont., and
spent the greater part of his life in
Montreal until ten years ago when
he came to this city with his family.
For some time he was connected
with the firm of Burnham, Stoepel &
Co., and later went to the Crowley
firm, with which he had been ever
since. He is survived by his wife,
Celia Phelan Neagle, and four chil-
dren: Leo, Joseph, Irene and Laura.
Mr. Neagle was a member of the
Knights of Columbus and of the
Catholic Mutual Benefit Association.
The funeral took place Tuesday
morning, from SS. Peter and Paul’'s
cathedral, Adelaide street, Fr. Ga-
briel conducting the services.

On Christmas Eve.

The Burglar— Gimme all
money.

The Married Man— Sorry, old chap,

but my wife beat you to it by about

a week.

your

The Christmas Dinner.

The Tradesman knows of at least
one millionaire’s wife who never sits
down to her Christmas dinner until
she has seen to it personally that
every poor family in her town of sev-
eral thousand inhabitants is provid-
ed with a suitable dinner for the day.
Some of us may not be so situated
as to be thus liberal, even if the gift
could be so bestowed that it would
be certain of a welcome; yet we can
all in some way make the day bright-
er for those of small purses.

There are scarcely two families
who can be approached in the same
way. It may require far more tact
than dimes to make the matter a
success, but the exercise of the in-
genuity to accomplish the object
without treading on pride may give
a bit of practice that can be utilized
later in commercial transactions.

Suppose you ask Johnny to do
some errand for you early in the
morning. Then it will be easy to
send over a good cut of meat or a
fine head of cabbage with your com-
pliments, adding a quart of cranber-
ries for luck. Or, if you have no er-
rands which need doing, just extend
a pound of raisins, a quarter’'s worth
of a “new kind” of tea, or a bit of
choice fruit, with the compliments
of the season.

It is but a little thing to do, but
the remembrance pleases, just as
much as the gift from an acquaint-
ance pleases you. Perhaps the sur-
prise attached is even more than this
and the joy is thus increased. It
makes your own Christmas happier,
this helping to brighten that of oth-
ers.

There may be some left-over goods
which will not be salable after the
holidays and which for some reason
are not fully disposed of before. Look
about for a customer to whom they
are adapted and include them in the
Christmas offering. The recipients
are ahead in goods—you are ahead in
good will by the change.

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

Buffalo, Dec. 15— Creamery, fresh,
28@34c; dairy, fresh, 22@28c;- poor
to common, i8@2ic.

Eggs— Strictly fresh, candled, 30@
33c; cold storage, 22@24c.

Live Poultry — Fowls, 13@i4c;
springers, 13@i5c; ducks, 15@i6c;old
cocks, 10c; geese, 12@i3c; turkeys,
18@20C

Dressed Poultry—OId cocks, 12@
12j~c; fowls, 15@i6c; chickens, 15(g)
17c: turkeys, 2i@23c; ducks, 17@i8c;
geese, 12@i3c.

Beans — Pea, hand-picked, new,
$2.20(0)2.25; red kidney, hand-picked,
$2-75@3; white kidney, hand-picked,
$2.75@2.90; marrow, $2.75@2.80; me-
dium, hand-picked, $2.25.

Potatoes— New per bu., 40@50C.

Rea & Witzig.

Naturally.

Mr. Shortcash—I'll remember this
Christmas for quite a few years.

Mr. Smithson—How so?

Mr. Shortcash—1 bought the piano
I gave my wife this Christmas on the
installment plan and I'll be several
years paying for it.
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Secretary—John D. Muir, Grand Rapids.
Treasurér—W. A._ Dohany, Detroit.
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’\)I'.pird Vice-Prseident—M. M.  Miller
ilan.

Calkins, Ann Arbor.

Secretary—E. E. C
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—Willis IMefsenring.

Some Thoughts On Live Subjects.

How can we increase our (prescrip-
tion business?

By getting the confidence of the
public.

By getting the confidence of the
physician.

By using neatness and dispatch in
filling orders, and, lastly, by exercis-
ing diligence abundantly.

The public must have confidence
in our ability. Don’t begrudge an
investment in some article that is
being detailed or circularized. Put
it in stock. Many times we have
made a very loyal patron in a man-
ner which the following colloquy de-
scribes:

“Have you this in stock?” handing
over a prescription

“Yes.”

“How long will it take to put the
prescription up?”

“Five or ten minutes.
please be seated?”

“My! I'm so glad | came here. Our
doctor told me that this was some-
thing new and that | might not get
it here.”

Or people will sometimes say: “I
have tried a few places, and they

Won't you

told me | couldn’'t get it until to-
morrow;” and many other like re-
marks are frequently made.

We are subscribers for all the

leading journals, that enable us to
keep informed on new remedies, and

all those from reputable sources are
stocked immediately. This creates
confidence.

If a person will call later for his
prescription, give him a check or
take his name and affix it to the con-
tainer, neatly wrapped, with the price
or the word “paid,” as the case may
be, plainly marked thereon. The
writing of the label should be as care-
fully and legibly done (typewritten
labels are the best) as the prescrip-
tion is correctly compounded.

The utmost care as to clearness of

solution and uniformity in pills, sup-
positories and powders will invari-
ably catch the physician’s eye, and
don’'t forget that he looks at most
prescriptions!  The slightest shrug
of the shoulder or the most flitting'
expression of the face speaks vol-
umes.

A belladonna suppository should
not possess the appearance of a lay-
er cake. An extra five minutes on a
yellow oxide of mercury ointment
may bring you manifold returns. One

of the most serious mistakes is the
making of tinctures from fluid-
extracts. This habit will grow, and

many a pharmacist has lost both the
physician s and the public’'s confi-
dence through this pernicious prac-
tice. Lastly, keep well informed on
all new articles, as well as your ma-
teria medica.

Read the pharmaceutical journals!
Thus, when a physician or a layman
asks you about something that be-
longs in a drug store, you have at
least heard of it.

Follow the system that any mer-
cantile house does. Don't extend
credit unless the party is reliable.
This, of course, opens the subject as
to what constitutes reliability. A
mere superficial acquaintance does
not warrant a person in opening an
account. He must have been a resi-
dent some time, and your observation
must be close. A person who can't
pay $0.3S or $0.50 for an initial pre-
scription certainly can’'t pay $5.00 to
$10.00 later on. In an emergency one
necessarily will give out goods to
presumably good citizens.  Impress
upon them that you keep no books.
Then, upon failure to put in an ap-
pearance within a few days, call and
present a bill. Don’t neglect this.

I have a number of monthly ac-
counts with business houses, which,
of course, are rendered punctually

each month.  Notwithstanding all
precautions, one will have accounts
that get old. Be after them, but

whatever you do, don’t lose your
temper and patience. Kindly but
firmly remind delinquents. Don't
threaten to do this, that, or the oth-
er thing, unless you actually mean
to do it. Once you tell people you
are going to do something, do it!

I've been in business ten vyears,
and during all that time my losses
haven't amounted to over $150.

Make it as comfortable and agree-
able as possible for your soda cus-
tomers, and you 1l enjoy business.
Experience has taught me that a
pleasant, obliging, quick-witted clerk
does the business. If it's too much
trouble to take care of a fountain,
throw it out. Start in right. If you

have calls for certain drinks, make
'em up and advertise them. | have
found that such catchy names as
“Howe Street Sundae,” “Mohawk
Street Quencher,” “North Division
Frappee,” attract attention and get
extra business. E. H. Ladish.

Better Get Posted.

One of the defects of drug-store
salesmanship is often that when
handling such things as drug sun-
dries, toilet goods, etc., the salesman
in many cases does not know much
if any more about them than the cus-
tomer. This keeps him from talking
convincingly about them, from pre-
senting real reasons for the higher
prices of the better grades. It is
a pleasure to buy something from a
man who knows all about it and can
tell as much of what he knows as
may be necessary to convince the
customer. But one never feels ex-
actly safe in dealing with a salesman
who shows that he knows little more
than the name and price of the
article.

The ambitious salesman can over-
come' this by posting himself thor-
oughly on various lines, by getting
advertising booklets issued by manu-
facturers or large dealers devoted to
some special subject. A good deal
of information about cigars will be
found in the literature of advertising
mail-order cigar dealers; one of the
largest cork concerns has issued a

really beautiful fifty-page booklet on |Le Chatelier’s

corks, with fine illustrations and
well-written text; makers of brushes,
particularly of the newer sorts, give
interesting information about brush-
es; rubber-goods houses have printed
the story of rubber in attractive
form, and so on all through the
many lines handled by drug stores;
there is a wealth of special informa-
tion to be had for the asking, usu-
ally prepared by experts.

The salesman who starts out first
to know all that a salesman can
know about cigars, for example, can
easily get quite a file of cigar lit-
erature; after mastering this he will
take up another line of goods and
study that, continuing until he can
talk with authority about anything in

the stock. It means work, but it
brings a reward in increased efficien-
cy, larger opportunity, and certain

promotion. “Trifles make perfection,
but perfection is no trifle.”
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ought to prove of benefit to Ameri-
can manufacturers, for these now
make excellent qualities of all the
goods found in the lists of import-
ed articles.

The American goods remain at
former prices and it is thought that
the general public will begin to in-
quire regarding their qualifications
for favor and that gradually the sales
of American goods will increase to
large proportions over those of the
past.

Commercial Uses of Platinum. -

Platinum plays a leading role in
current industry. Since it resists at-
tack by strong sulphuric acid, it is
a suitable material for the vessels
employed in concentrating the dilute
acid of the lead chambers and until
recently platinum vessels were al-
ways used for this purpose. Its per-
manence in the air makes it suitable
for contacts in electric bells, induc-
tion coils, and the like, its resistance
tc the action of chemical reagents
causes platinum to be employed in
the construction of crucibles, evapor-
ating dishes, scale pans, etc.,, as well
as electrodes for experimental and
technical electrolysis.

Platinum is little affected by heat-
ing to a high temperature and it is
consequently used in the construc-
tion of electric resistance furnaces in
which temperatures exceeding 1,800
deg. Fahrenheit are attained and in
pyrometer for the
measurement of high temperatures.

Another property of platinum which

of great practical importance is the
approximate equality of its coefficient
of expansion by heat to that of glass
or porcelain. A platinum wire fused
into a glass vessel will not produce
cracks or leakage by unequal con-
traction in cooling or unequal expan-
sion in subsequent heatings. This
property is utilized by the makers of
incandescent electric lamps, the car-
bon filaments of which are connected
with the external circuit by short
platinum wire fused through glass
bulbs.

For a like reason the attachments
of artificial teeth are made of plat-
inum wire which is baked with the
porcelain mass in the kiln. Finally
the catalytic properties of platinum
are utilized in various chemical in-
dustries, especially the production of
sulphuric acid by the contact process
and in the construction of self-lighf-

Get Your Own in the Way of jng gas burners and similar objects.

Profits.

There are some legitimate price
advances, based upon the new tariff
law, that druggists should not be
slow to adopt. On imported soaps,
perfumes, toilet waters and the like,
there is an advance of about 10 per
cent. The tariff advance on these
‘luxuries,” as they are called, is from
fifty to sixty per cent.

If there be insistence on having
only the finest imported quality of
this or that article, then the custom-
er must expect to pay corresponding-
ly. Bristle goods, such as brushes
of all kinds, are not affected by the
advance.

In the opinion of
trade and those well
garding such matters, the advances

leaders in the

informed re-

To Dissolve Casein.

A good method of dissolving case-
in is as follows: Into a pint of cold
water slowly pour one pound of good
casein, while constantly stirring. Heat
the mixture to at least 160 deg. Fah-
renheit, and when the casein has be-
come partially dissolved add a small
quantity of sodium bicarbonate (1
per cent, will be sufficient), and stir
thoroughly, when a milk-white fluid
will be obtained, which can be re-
duced in consistency by the addition
of water.

Humanity gives in love what we

render in faith.

A good many opinions rise in the
sfomach,

—
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Copaiba ......c.c...... | 75@1
£ Cubebae .. 3 00@3
12 Erigeron 2 35@2
20 Evechthitos 1 00@1

Gaultheria

10 Geranium

Lupulin ..o @ 40 Rubia Tinctorum 12® 14 (11— 9 00®10 00
Lycopodium 70® 75 Saccharum La’s 18@ 20 Zine 5U|ph ®
) Macis ..o 65® 70 Salacin ... 4 50@4 75 Oils
S 1R — @ 950 Magnesia, Sulph. 3® 5 Sanguis Drac’s 40® 50 bbl._gal,
Scillae Co.. @ 50 Magnesia, Sulph. bbl @ 1% Sapo, G @ 15 'Eg":g eﬁtra -------- gg% %
Tolutan ... @ 50 Mannia S. F. 75® 85 Sapo, M 10® 12 [inséed, pure raw 60® 65
Prunus virg @ 50 Menthol ............ 3 15@3 35 Sapo, 0% 16 Linseed, boiled .. 61 66
Zingiber ... @ 50 Morphia, SP&W 3 55@3 80 Seldlltz Mixture 20 22 Neat’s-foot, w str 65®@ 70
Tinctures MoTDhIS: S .3 2203 5 naple s 1§ Jurpenting, bbl..... g4
AIGES. - @ Mosthus Cantori ~ @ 40 S nuf? V’I\/Iagcaboy o WHER! vgn A
A & M . 60 Myristica, No. 1~ 2o® 40 De Voes ... ® aints . L.
it NapF 50 NUx Vorriica po 15 10 snoff. SO6 D6 B 2 Green, Pane . 1® %
h P Os Sepia ... 35® 40 Soda, Boras __ 5%@ 10 Green, Peninsular 13® 16
Anconitum Nap’sR 60 Pe sm Saac H & Soda, Boras, po ..54 10 Lead, red ... 7/08 8
ANICA o 50 D Co.......... 5 @100 Soda' et Pot's Tart 25@ 28 Lead, Whi L. 1% 8
Asafoetida 50 Picis Lig N'N % Soda, Carb ... % 2 Ochre, yei Ber 1% 2
gal. doz........ @2 00 Soda, Bi-Carb 3 5 Ochre, yel Mars 1% 2
Atrope Belladonna 60 Elgls th qts ... 16%0 gog , Ssr} g %@ 4 IF;ugy c?mntwerl %g/A) %840@3
icis LI @ oda, Sulphas 2 Putty, strict pr
gurantl Cortex.. gg Pil Hydcr‘a?g po 80 ® Spts. Colopgne 92 60 Red yVenetla\np A 2
arosma Piper "Alba "po @ 30 Spts. Ether Co. 50® 55 Shaker Prep’d 1 25®@1 35
Benzoin 60 Piper_Nigra po 22 @ 13 Spts. Myrcia .... gz 50 Vermillion, Eng 75® 80
Benzoin Co.. 50 BBl 108 43 e ¥'|n|'R%€°t\?blla Vermnponnpnme 15
Cantharides 75 pulvis Ip cet ()pll 1 30@1 50 SBts V|| Rt 10 gl % Whlti%g;caGild'é'F'"" e 8
Capsicum 50 Pyrenthrum, P ' Rt 5 gl Whit’g “Paris Am r @12
Cardamon 75 & P D Co. doz 5sS rychna Crys’l™1 &2@1 30 Whit’'g Paris Eng.
Cardamon Co. 75 Pyrenthrum, pv. 208 2 Sulphur Subl ... 12 4 cliff %1 40
Cassia Acufifol " 50 Quassiae .. 8® 10 [ Whltmg, white S’n
Cassia Acutifol Co 50 Quina, N. ¥ 17® 27 1ds Varmshes
Castor 100 Quina, S. Ger 17® 27 Terebenth Venice 28 30 Extr . 60@1 70
Catechy ~ 5o Quina, SP & W 17® 27 Thebrromae __  48® 50 IT||rp Coach 1 10@1 20
Cinchona .. 50
Cinchona C 60
Columbia 50
Cubebae 50
Dlgltalls 50
50
35
50
60 -
50 H
eo oliday Goods
50
i n
lodine, colorless (o]
ino 50
50
60 - -
Opi 13 We have closed the room in which
8p||| %am horaéed 100
i eodorize ibi
P i we exhibited

15 Gossippii Sem gal 70 75

Hedeoma ............. 2 50@2 75
5 Junipera
% Lavendula

Limons .

Mentha Piper ...2 25@2 50
 Mentha Verid ...2 75@3 00
1?, Morrhuae, gal. ..1 6»<81 85
14 myricla

Olive ......... ....1 00(g)3 00

!5 Picis Liquida .... 100 12
& Picis Liquida gal. @ 40
00 Ricina ... 00

Rosae o0z.. 00
4 Rosmarini 00
12 Sabina ... 00

Santal ... 50

Sassafras .. 0
7 Sinapis, ess. ® 65
00. Succini 40® 45

hyme ... 40®@ 50
4 Thyme, opt. gl 60

Theobromas ... 15® 20
18 Tighll ... 00

i-Car 18

Bichromate 15
%g Bromlde %g

Chlorafé """ 14
5 Cyanide 40

lodide ... 60

Potassa. art pr 30® 32

Potass Nitras opt 7® 10

Potass Nitras 6® 8

Prussiate ... 23® 26

Sulphate po 15® 18
14

Aconitum 25

Althae ...

Anchusa
15 Arum po
oo Calamus 20®

Gentiana, po 15.. 12®
%GI chrrhiza pv 15 16®
15 He lebore, Alba 12®
2 ydrastls Canada ®2

Hydrastis, Can. po = ®2
70 Inula, po
7

% 3 gapsml Erucs P g
Zingioer a o G Frucs B o @1
18 Zingiber j 28 Ca’l?mlne No. @425
% Sem CJarphyilus 20Q 22
Anlsum po .@1 Cassia ~ructus gSS
sy Aplum (gravel s) 13® 15 Cataceum 35
@ rd, 1S e 4® 6 Centrarla . 10
Cannabls Sativa 7® 8 Cera Alba 50® 55
& Cardamon ... 70® 90 Cera Flava 400 42
% Carui po 15 ... 12® 15 Crocus 45® 50
Chenopodium 23 30 Chloroform 34® A
% Coriandrum ... 120 14 Chloral Hyd Crss 1 20@1 45
Cydonium_ ........... 75®1 00 Chloro’m “Squibbs 90
% Dipterix Odorate 2 5082 75 Chondrus ............ 2
Foeniculum ... ® 18 Cinchonid’e Germ 38 48
% Foenugreek, po.. 7® 9 Cinchonidine P-W_38® 48
Lini s 6 Cocaine ............. 2 80@3 00
D L|n| grd bbl. 2% _3® 6 Corks list, less 75%

Lobelia  ............... 75® 80 Creosotum ... @ 45
Pharlarls Cana’n 9® 10 Creta ... bbl. 75 QO 2
Rapa . ... 5® 6 Creta, prep...... @ 5
Sinapis Alba 8® 10 Creta, precip. .. 9® 11

D Sinapis ngra 9® 10 Creta, Rubra _ 8
% rumeny S Slebia i o8 1
Frument| D 2 00®2 50 upri. Sulp
Erumenti ... 1 25@1 50 Dextrine ® 10
@& Juniperis Co. U1 75@3 50 Emery, all Nos... ~® 8
20 Juniperis Co OT 1 65@2 00 Emery, po ... ~® 6
20 Saccharum N E 19022 10 Ergofa JiniP° 65 60® 65
Snt. Vini Galli .. 75@6 50 Ether Sulph ... 35® 40
Vini Alba ... 252 oo Elgke White __ 128 1
Vini ‘Oporto 19@% 00 G - ® 30
Sponges Gelatin, Cooper 3% 68
Z Extra yellow sheeps’ Gelatin, Evench = 35® 60
wool * carriage @1 25 Glassware, fit boo 75%
Florida sheeps’ wool Less than box 70%
@ _carriage ... 00@3 50 Glue, brown 11® 13
20 Grass sheeps* wool Glue. white 25
20 carriage ... @1 25 Glycering  ......... 30
20 Hard, state Use. ST e "B i ® 2% !
Nassau, sheeps’ wool Humulus ... 35® 60 kin
oo\ carriage ... 3 50@3 75 Hydrarg Ammo’i 115
Velvet extra sheeps’ Hydrarg Ch..Mt 0

VYIOO Ca"'%'a? @2 00 Hydrarg Ch Cor 90
YEIOtW Reef, Tor 1 40 Hydrarg Ox Ru'm _ @1 0

slate use ... Hydrarg Ungue'm 508" 60

Syrups Kdrar% yrum .. 85

Acacia ... ® 50 Ichthyobolla, Am. 90@1 00

Aurantl Cortex .. g 50 Indigo ..o 75®1 00

Ferrl lod ... 50 lodine, Resubi ..3 85®3 90

& e Arg ® % 'L‘)idﬂfé)rr"krs'éﬁ"'ét"s 90e4 00
?{2 Smilax Offl’s 50® 60 ydrarg lod. 25 TRADESMAN COMPANY

Benega ............. @ 60 Llg’Potass Arsinit 10® 12

hatany

Sangumarla
Serpentaria
Stromonium
Tolutan
Valerian
Veratrum Veride

nglber
cellaneous

Aether, Spts Nit 3f 30®
Aether, Spts Nit 4f 34®
Alumen, grd po 7 3

Annatto
Antimoni, po

Antimoni’ et po T 40®
Antifebrin

Antipyrin  ...........
Argentl Nltras 0z
Arsenicum ...

Balm Gllead buds 60®
Bismuth 1
Calcmm Chlor Is
Calcium Chlor. %s
Calcium Chlor |4s

Cantharides,

TRBEREcRASIRNBS S 8 8888888888§

ing in

All of these we have moved to
our store and, as our stock is com-

very fast, we are yet in

position to care for the belated
buyer and his unlooked-for and
unexpected wants.

Our Special Samples
of Holiday Goods

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

You can seal 2,000 letters an hour.

on the market.

Filled with water

it will last several days and is always ready.

Price, 75¢ Postpaid to Your Address

GRAND RAPIDS,

MICH.
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These quotations are carefully corrected weekly, within six hours of mailing, AmenCCgEV\llzlllglg s%lrjl'}ée - FF%m”akgOAOgg red 23 DRIEE ligisUlT«
and are intended to be correct at time of going to press. Prices, however, are R%emansppepsm 55 Fig Newtons ".'..12 El\llggglre‘id..?g ...... i T
liable to change at any time, and country merchants will have their orders filled at £92MS  repsin . S i
. ’ Best Pepsin 45 Fluted Cocoanut Bar 10 Apricots
market prices at date of purchase. p Frosted Cream ... California’ P10, 16@is
& Eros'{eg Smger goi?kle 8 Corsi Citron
: rosted Honey Cake ..12
ADVANCED DECLINED Sen e 9D Fruit Honey )(ltake 14 orsican ftti @15
\S(erzzats;rr]] Breath Per’f 1 © grmt Tags ......... 12 fmpd 1 BY E‘% ! 9
ucatah ...ccoooovvennes inger Gems ... .. 8 « *
Spearmint .......ccooeeen 55 G|nger Gems, lced.... 9 Imported bUIeel 9 ™% ft
CHICORY Graham Crackers 8  Lemon American
BUIK cooeeeeceeeee s 6 Ginger NUtS ... 10 Orange American ° ig’ -s
Red ... .. 7 Ginger Snaps Famlly 8 N~ Raleins :
Eagle 5 Ginger Snaps N. B. C. 7% Cluster, 6 crown , 17 v 4
g{ﬁgrﬁle(rss - - g GlggegrSnaps N. B. C g Loose Muscatells torT,
CHOCOLATE ™ Hippodroms ~Bar 10 59, '\,(',.‘{,S?tfef gor W
Index to Markets Walter Baker A Coss  Honey Black Cake ""14  P'NF Seeded 1t 6%6A
German Sweet 2 Honey Cake, N. B. C. IS Callfornla Prunes
Premium Honey Fingers. As. Ice 12 188 8 boxes # 4
By Columns Caracas ........nu — Honey Jumbles ........... 12 %8
ARCTIC AMMONIA * )7 9
0z Cove. lib Waiter M. Honey Jumbles, Iced 12 le boxes..® {7
co 12 02 ovals 2 doz. bo s SR B S B e g B R BREE L
AXLE GREASE Cove. lib., Premium, %s Housghold i 20- 60 25Ib. boxes..# 6%
Ammonia .. Frazer’s Plums er’s 37 Household Cookies Iced §  30- %0 %E%B Bgigg”ﬁ TUA
Axle Grease ILPb \{[VOOdbeXES 4&102 3850 Plums . 00@25(g|eve|and""::: ................... . Iced Happy Family ... 12 30- 40 551 boxes..# g<6
T, tin boxes 0z Peas Colonial, 9%s Iced Honey Crumpets 10 44c lessIn 1ot - T
B 3%Ib. tin boxes, 2 doz. 4 25 Marrowfat 90@1 25 Col I o 38 Imperial
Baked Beans 101b. " pails, per' doz....6 00 Ear|y’ June "1 Eownial, %% Jersey farinaceous good«
Bath Brick . 1ob. patls, per doz....7 20 Early June sifisd 1 15%1 8 Huyler " 45 Jubilee Dried tima oS w
EI’L(J)IOnms . p p Peaches Lowney. %s . Kream Med. Hand Pkd . ™™i fl
. BAKED BEANS Pie oo Lowney, %s Laddie Brown HoIIand '
E[Jliltsg]restlor No, 10'§i76 Can ple 3 00 Lowney, %s Lemon
; Pineappl owney, Is Lemon 24 1 Ib. packages _\'m
BATH BRICK Grated ... F85 2 50 Van Houten, Lemon Bulk, per 100 rba .g 16
Candies A 75 Sliced o5 Van Houten, Lemon ny
Canned Coods ) Er[lnei{slﬁan """""""" - a5 Van Houten, 40 Lemona """"""" " 8 Flake, 80 |b sack J#
Carbon Oils g Fair Van Houten, la Mary Anf Pearl, 100 Ib. sack =~~~ 45
Catsup .. . LUIN Good Webl .31 Marshmallow Walnuts 1 Pearl, 200 Ib. sack ....4 80
gﬁle%esles 0 oz. ovals 3 doz. box $ 40 E%ﬂg% - %gg WiIIbLlJJ::,' o/SS e Molasses Cakes, iced 9 B/Iaccal{pnl 18ndb \{)ermioelll
Chewing™ 16 oz. round 2 doz. box 75 COCOANUT Molasses Fruit Cookies omestic tb. box.. 65
Chlcoryg Sawyer’s Pepper Box c!Qaspberrles A Dunham’s%s A %s 26% Iced i 10 Importeg 2? E|>b Ibox .1 60
Chocolate Gros_ Standard ... Dunhahi’s” 9%s MogtlngSqLi)altre .10 Common earl Barley .
Clothes Lines 3, 3 doz. wood bxs 400 I Salm I Punhahi’s %s 0 Ium es .. 14 Chester --------------
Cocoa No 5 3 doz. wood bxs 7 00 Col'a River, tails 1 95®2 00 BUIK  .ooooovvrvoooeereoo 12  Oatmeal Crackers 8 E i
Cocoanut Sawyer Crystal Bag Cola River, flats 2 25@2 75 COFFEE Orange Gems .. 8 mpire ... S
Cocoa T Blue .. ... o 400 'F;Ierdk AAI\?;?Ea ........ 135 11 Rio Eggﬂa,t %sgr%rsted g Breen, coPn%?r? be
----------- No. 1 Carpet, 4 sew .2 75 ines Pretzels, Hand Md...... 9 reen, Scotch, bu. L a
g?é‘gﬁgtr?”f ........ I No: 2 CarBet, 4 sew .2 40 Domestic, %A)s 4 Pretzelettes, Hand Md. 9 SF ............................ o
Cream Tariar No. 3 Carpet, 3 sew ,2 25 Domestic, %s —— @5 ancy Pretzelettess Mac. Md. 8 Sago
No. 4 Carpet, 3 sew ,.2 10 Domestic, % MUS. 6%@ 9 Raisin Cookies ............. 10 Bast India 7. a
- Barlor ol g2 & Callbrnis " 417Gt copmon b ARl I Gorman e
Dried Fruits Fancy Whisk .71 25 Efench O6s ..7 ©i4 Choice . RUDE e Tasl p g
Warehouse, ... 3 00 French, %s........18 @23 SIS scalloped Gem E'akf S 7 joeg sacks 6
) ear| sacks
Far|naceous Goods ... Scrub i Snow  Creams Pearl, 24 tb. pkgs. 7%

Standard
S

. 16
Spiced Currant Cake 19 FLAVORING EXTRACT«

......................... . SO|Id BaCk 8 n
Jugar Fingers ... Foote A Jenks

Fish.and Oysters - 10 Solid Back, 11 in.

Fishing Tackle Pointed  Ends
Flavoring Extra N Stove gglcteagaG::rBelrt Balls(cun 16 Coleilnan Brand
0. emon
Ng- % % IS:tandargtr.?\.l.\{?.e.frl.es % Ié?gg 8 akks Cakeled 1% Sg' 'Tl'erpeneleoo N ;\i * 1%
. . anc Sugar Squares largs or ) ., LErpeneieco ... » »
Gelatine ... No. & ! ) ? ........................... o. 8 Terpeneless ''T © v.
Grain Bags No. 7 T O« No. 2 Rifh " Clum  12f
Grains ....... No. 4 170 Eancy no. 4 mSciaSr.::::*§ 4 +
No. 3 1 9 Gallons No. 8 High Class ........ 4@
erbs . w. RBUQTC%RS SOSR 20 CARBON OILS Jaxon Brand .
H|des and Pelts 10 W' R & Co’s Ede size 4 00 Barrels i 5 E ||V|€/|m"a Y
' “CANDLES Perfection .- @10%  New York- Baals i o Full Mescure. ... 7 o
Jelly Eg{gﬁ:ﬂg 19 D.°S. Gasoline 813 Arbuckle v 14 2 doz, 8 0s. Full Measure.., 5 (@ '
Gas Machine @4 Lemon
o ick m,gNNED GOODS iy f_ei(r)sﬁy . ﬁ (232 Anim 00 2o0s. Full Measurs ... 1 2 4
LicOriCe omiinrrrrrreee 6 Ap 34% -\ el XX Arrowroot Bisciiit T 00 %% Full Measurs ., 8 20 7' 4
M b Standare W22z McLaughlin's XXXX sold Baronet, Biscuit ... 100 toi. Full Measure....4 6
Matches ON e - o to retailers only Mail aII rvelnnfers utter i 00 -Jennings D. C. Brand « F
Meat Extract : Blackbernes CEREALS orders direct W. ATers ... ! Terpeneless Bxt Lemon
Meat EXtrac I TR 1 25@175 Breakfast Foods McLaughlin_ A Co Chlca— Cheese Sandwich -100
Mince aiea Standards “galions ~ @550 Bordeau Flakes, 36 1ib. 2 50 go. Chocolate Wafers ....1 00 No.  Panel
Molasses . 6 eans Cream ofWheat 6 21b 4 50 Extract Cocoanut Dainties ....1 06 No.  Ppanel
ustard . © 6 Baked ... 85%1 30 Egg-O-See gs .2 & HoIIand % Jro boxes 95 Faust Oyster .. 100 No.  panel
N Red Kidney 85® 95 Excello Flakes 3 Ib. 450 Felix, % gross ... 1 15 Fig Newton 1 0% Tapor Panel 1 50
Nuts 11 String 70@1 15 Excello Iarﬂe .4 50 Hummel’s f0|| 9 gro. 8 Eive Oclock Tea ....1 00 26z Eull Measur i %
---------------------------------- Wax .. 75 1 25 Force, 36 2Ib..........4 50 Hummels tin. % gro. 1 43 Frotan o) 00 “ 3% Eull Measure .5 00 *
Gra e Nuts, doz .2 70 CRACKERS, Ginger Snaps N. B. 100 .
Olives ¢ Standard 135 Malta Ceres, 24 lib. .2 40 National Biscuit Company Gra?hrp Crackers Red Jennings D. C. Brand -ori
................................ Gallon & 25 Malta Vita, 36 lib.......2 8 Brand reeevereneiineens 1 00 Extract Vanilla .
Brook Trout Mapl-Flake, 36 1Tb .4 05 Butter Lemon Snaps....... 50 % 4
Pipes 21b. cans, S |ced .......... 19 Plllsburys Vitos, 3de.’ 4 25 N. B. C. Sguare ... 6% Marshmallow Dainties 1 00 No. 2 Panel . m
p-pk| Ralston “Health 'Food Seymour, Round ... 69 Oatmeal Crackers ....1 00 No. 4 Pan# . .1
pekles e 6 . ittle Neck: I|b 1 00@1 36 21D 4 50 Old Time Sugar. Cook. No. 6 Pan# 8
Oaglsng ards - & Little Neck, 2ib, @15(:Sunllght Flakes, 36 1ib 2 8 N. B. C Oval Salt Biscuit Taper Panel .3
Pr n 6 Clam Bounlon Sunlight Flakes, 20 lib 4 00 Sglect Oysterettes  ....... . g0 1 oz. Full Measure ...
ovisions Burnham’s 9% pt. .19 Kelloggs Toasted Com Saratoga ~eanut Wafers 10n 2 oz. Full Measure .. 1 8
Burnham’s pts... .3 kgs in cs. 2 80 Zephyrette Pretzelettes, Hd. Md. .1 00 4 oz. Full Measure ... .3 60
Rice ; Burnham’s qts . |gor, 36 p 85 ................. 275 Royal T0ast ... \ 00 No. 2 Assorteu Flavors 1 00
Salad Dressi 7 Cherries gt %reag\ Flakes ..4 50 Saltine Biscuit .........1 00 y &
2aleratus 7 Red Standards .. @14OZes 20 21b.....covcieenn, 410 Saratoga Flakes ... 1|0 Araoskeag, 100 In bale 19
3al Soda 7 Whit est, 36 SITP%” pkgs...2 75 goglaﬂc eka Bl\isclgltcf”il 00 Amoskeaq, less than bl 19%
| . e S oda ~
i 7 Fair 75® 82 Rolled Avena, B .5 65 Animals Vet Goods. jo Soda Cracks, Seiect 1 88 GRAI V@’N%tFLOUR 4
7 Good 00@1108tee| Cut JbOO Ib. sks. 2 7r Atlantics .12 Sugar Clusters ... Red. o 112
; Fancy Mona 540 Atlantic. Assorted 12 Su tana Fruit. Bis White ..o 111 - -ft
8 Fre Pe Monarch 90 Ib. sacks 2 55 t Biscuit Uneeda Biscuit .. Winter Wheat Flour
sur Extra Fine ... 22 Quaker. 18 Regular ..150 Uneeda Jinjer W.a Local Brands jpn
g Extra Fi .19 Quaker, 20 Family ...4 €0 Uneeda Lunch Biscuit Patents .......... 6 10
g FI 15 Cracked Wheat Cad Vanilla_Wafers ... 00 Seconds Patents . 660
8 1L Bulk | e Y 8artwhee| Assorted .. 8 Water Thln Biscuit 1 00 Straight ........... E
8 24 21b. packages .......... 3 50 Cavalie & ! lnger Sn%ps 50 Second Straight
8 e Co'lumblacﬁ\S %JSP 4 15 gho?olaﬁe Dro% Ki 112 Zwieback I
8 Snider’s pints P 235 Currant Proit é’.%cbe.st 1 Special Tin Packa es. barre drdltl onal. 3 per m
8 2 5Snlders % plnts 1 35 Cracknels pestino Per oez Lemon & Wheeler Co.
9 o, 5 ESE Coffee Cake Nabisco, 25¢ ... . Big Wonder %s cloth 5 51
9 5 pECme .. Coffee Cake, Nabisco, 10¢ 99 Big Wonder %s cloth 5 50
Cocoanut Taffy Bar ..12 ch Wafer 5 o Worden Grocer Co.’s Brand
Vi 1805 S8, Cocoanut Bar’ ... 10 ampaigne Wafer .. uaker, paper .60
inegar 2805 iversid Cocoanut Drops ...... 13 gorhetto *12.2. 04 uaker, cioth
JgpopPringdale . Cocoanut Honey Cake*2  RNabisco . AR
Wicking 9 o ErEer’s Cocoanut Hon Fingers 12 posiing 777 s 1 0 Eclipse 520
Woodenware ... 9 1 9yeiden ic Gocoanut Hon'Jumbles 12 gahis Water Crackers 164# Kansas Hard Wheat Fleur
Wrapping Paper 10 280 Cocoanut Macaroons .. 18 Judson Grocer Co
M imburger 18 urrant Cookies iced’ 1 REAM TARTAR Fanchon, %s cloth 6 50
Yeast Cak Hotels .o @ 24 FA'E,esaggo 40 @6 % Elion Barrels or drums.......... & | emon & wheeler <o
east Cake 10 Buttons ... N : inner Biscuit .............. 20 s )
Buttons ... W 2R gwins, ‘domestic %g Dixie  sugar Cookie "% Square canis ... s WR:&% %tt%rr (y/gss Ccllcc))'m ggg 4
Fancy caddi
y ies { White Star %s cloth 5 70
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Grain

MICHIGAN TRADESMAN

Grand. Rapids
Pun’t/lyumg pCO Brand &70 Pure in teras . e
Wizard, " Flour TN S avarice © yanSHOE, BLACKING
Wizard, Graham w0 th. tubs vance \s [janQy Box. 1a19e ¢ dz 252
Wizard, Corn Meal \\"4 Qi 50 |p. tins dvance % Bf’“‘bl{ R?Xv lsmpa lish—
leard Buckwheat ..6 00 20 th. pai dvance % '.>|<| y's Roya °|'.5h 80
.......................... 40 19 th pails—advance 0 Miller's Crown Polis 85
Erlng Wheat _ Flour 5 th. pails— advance 1 _ SNUFF
oy Baker’s Brand 8 tb. pails... .advance 1  Scotch, in bladders .37
gollgen |I_—||orn tfJarlr(uIy Smoked Meats hF/Iaccahboé/, in jars .. 2
olden orn akers.. renc appie in jars ..
Duluth Imperial Hams, 12 tb. average..14 SOAP

Wlsconsm ye
Judson Grocér Co.’s
Ceresota, .

Ceresota,
Ceresota,
Demon A W
Wingold,
Wingold,
Wingold, .
Worden 'Grocer ¢o."
Laurel, 9%s cloth
Laurel, %s cloth ...
Laurel, 9%s&%s cloth
Laurel, %s cloth
V0|gt 'Milling Co.’s
Voigt’s Crescent
Voigt’s Flouroigt

Br

o {es]
8S83% £438 33358 85 S 8388853885338&8@%
[

Hams, 14 tb. average..14

Hams, 16 %tlo average.. ﬁl
avera e.

|S-Llnned g

Ham, drled beef sets .
California_ Ham

Picnic Boiled Hams .1
Boiled Ham ................... 22
Berlin Ham, pressed .
Minced Ham
Bacon

J. S. Kirk & Co.
American Family 4 00
Dusky Diamond, 50 8oz 2 80
100 6 oz 3

Dusky D’'nd

2 Jap Rose, 50 bars ... 3 6u
Savon Imperial .3 00
W hite Russian .3 15
Dome, oval bars 3 00
Satinet, oval .. .2 70
Snowberry, 100 cakes 4 00

Proctor & Gamble Co.
Lenox .. .3
Ilvory, 6
Ilvory, 10 oz.
Star

Lautz Bros. & Co.
Acme, 70 bars ..

whole wheat flour) 6
Vet ygienic ’5 Acme: 30 bare ot 0
"""""" Acme, 100 cakes .......3 25
V0|gts ROyaI 14 00 Big Master, 70 bars ..2 80
Wyk p Rump, new 14 00 German Mottled 2 85
SIEEpy Eye s cloth..6 ’ Pi German Mottled 5bx52 80
Slepy EEV Yo cloth..6 * bbl erman Mottled’ 10 bxs 2 75
Sleep ye, %s cloth..6 % bbls erman Mottledy 25bxs 2 75
SIeepy Eye, %s paper..6 bb Marseilles, 100 cakes ..5 80
SIEEpy Eye, I\Z/OS paper..6 1 bb -9 arseilles: 100 cakes 5¢ 4 00
Bolted ..o 3 gy Marseilles, 100 ck toil 4 00
Golden Granulated ....4 IGd\Aarsellles, %bx_tollet 2 10
St. Car_Feed screened 28 A. B. Wrisley
No. 1 Corn and Oats 28 asings ood Cheer ..
corn, cracked .............. 2 Hogs, per 1b...o.ocoeeeee. 32 Old Country ..
Corn' Meal, coarse ...2 Beéf, rounds, set 25 Soap Powders
Winter Wheat Bran 24 Beef, middles, set .. 80 Lautz Bros. & Co.
Middlings ... Sheep, per bundie .. 90 SNOW BOY oo 4 00
Buffalo %Itlgten':elggeszd 33 S IdJ golored Butterlne12 Gold Dust, 24 large ..4 50
oli airy ... Gold Dust, 100-5 ..4 00
kgs & Co. Countr Rolls ...10%@16% K?rkolinues, 21 41b. 3 80
O P Linseed Meal ..35 00 anned Meats Pearline 3 75
(0] Laxo-Cake-Meal 32 50 Corned beef b.........2 90 Soapine ... 4 10
Cottonseed Meal __ 34 00 Corned beef, 1 th 1 65 Babbitt’s 1776 .3 75
Gluten Feed 0 00 Roast beef, 2 .29Roseine ... 3 50
Brewers Grains ... 28 00 Roast beef. 1 th... 16Armour’s . 370
mmond Dalry Feed 25 00 Potted ham, 9%s 55 Wisdom 3 80
Alfalfa Meal . ............. 25 00 Potted ham, %s 95 Soap Compounds
L Oats Deviled ham, 9% s 55 Johnsonsp [:mep 5 10
Michigan carlots ......... 43 Deviled ham, % s 95 Johnson's XXX a5
Less than carlots 45 potted tongue, %s 55 Nine O’clock 330
m Potted ton'gue %s... 9B Rub-No-More .. 385
[OF: T (o] £ 65 ;
Less than carlots 68 Fancy 7 7% Enoch fﬂcé’rlaf;"nqs Sons
Carlots o) 14 JAPFN Sapolio, gross lots __ 9 00
Less than carlots 15 SALAD DRESSING Sapolio, half gro. lots 4 50
HERBS Columbia, % pln .2 25 Sapolto, single boxes..2 2
Bage ..o 15 Columbia, 1 pint ... __4 00 Sapolio, hand ... 2 25
Hops ............ 15 Durkee’s, large, 1 doz "4 50 Scourine Manufacturing Co
Laurel Leaves 15 Durkee’s, small, 2 doz. 5 25 Scourine, 50 cakes ....1 80
Senna Leaves 25 Snider’s, large, 1 doz. 2 35 Scourine, 100 cakes ..3 50
Per dFéORSE RADISH 9% SnldersAsFaFlelA%UdSoz. 135 5 SODA o
............................. oxes . 5%
JELLY Packed 60 tbs. in box. Kegs, English . 4%
51b palls per doz....... 225 Arm and Hammer 300 SPICES
151b. pails, per pail ...” 55 Deland’s 300 Whole Spices
301b. palls nperha pall ... 98 Dwight’s Cow .3 %g AlISPICE oo D 10
.3 Cassia, Chi i ts. i
2 on. boltles, per doz 3 00 VuyaridofiE 100565 F B Sasse; Samen 10 s
c, 0. Giitnden, Co __ Granulaied, bbis 8 Cassia, Saigon. broken 40
Noiseless Tlp 4 50@4 75 Granulatbg 100 Ib: Cassia, Saigon, in rolls 55
MOL, SSES 80 Cloves' Am boyna 22
New Orleans Lump, 145 tb 9, Cloves. Zanzibar ...
Fancy Open Kettle ... 40 ALT MACE oo
3 Commoirg Grades “ulmegS, 7150.2010_
) Nutmegs, -
Nutmegs, 115-20
MEAT 033 Pepper, Singapore,
Per ca e ......................... 28 Ib. sacks 17 Eepper' S'hngtp' white i?
USTARD . Warsa epper, shot ... SR
% Ib. 6 [b,_box 18 56 th. dairy in Arill bags 40 ajcpire Ground in Bulk
OLIVES 28 th. dairy in drill bags 20 cassia. Batavia 28
Bulk, 1 gal. kegs 1 4 %0 olar Rock Cassia, Saigon 55
Bulk; 2 gal. kegs 1 35 4 56 Ib. sacks 24 Cloves. zanzibar 24
Bulk, 5 gal, kegs 125 40 ommon Ginger, African 15
Mariznilla, 3 75 Granulated. fine . 80 Ginger 'Cochin s
b’ggrq éngsz % Medium, & Ginger, Jamaica 25
- Mace 65
ueen, 28 oz .700 0
tuffed, 90 Large whole 7 Me“psg‘.;‘{d ig
Stuffed, 3 OZ 45 Small whole ......... 6% pepper. Singp. white .. 2
PIP StrI s or bricks 7% Pepper, Cayenne v
Siay, _l}l_o 216fp|er boxt168 @ ’ N )
. ull coun
Coby .................................. 90 Strips STARCH
PICKLES Thunks .......... Kingsford <ot 70
Barrels 1'\2/|0(§j cr(;]unt 650 Pollo Eolland Herring @ Mlﬂgzsyorzo lib. pskgs """ ¢
Half bbls s count 375 White Hp. bbls. & 50@9 50 Muzzy, 40 lib. pkgs. .. 5
mall White Hp. %bbls 4 50@5 25 Gloss
Half bbls 1200 count 4 50 White Hoop mchs. 60@ 75 Kingsford.
N 90 St NGbC'%RDS 8 'r\elorwc?g'?go ths.... 375%”% gllggg fg éigss' ZZ/
0. eamboa oun S.. . o
No. 15 Rival, assort_o"l 25 Round, 40 Ibs. Ci9Bilver Gloss, 12 6Tbs.  8(4
“o. 572 Rover Ienamd 75 13 Muzzy
0. 572, Special _ ............
No. Gof satln fin. 2 00 6 :5%) pg&'igggi
p g
No. 808 Blcy .......... ...32 2 61b. packages
No. 632 TPoOurnt whist 2 25 50th. DOXES .rvvveceerrrrenns
Babbitt’s ............. SWEET C!'?,ER
PROVISIONS
Barreled Pork 1Fgegular barre%1 50 als 7 50
Mess, new . .22 00 rade barrel, ass ..
Clear Back % 50 % Trade barrel 14 gals 2 75
Short Cut 1 50
Short Cut .21 50
............ 0 50 Barrels
Brlsket Clear .24 00 Half barrels
.................... 24 00 201b. cans
Clgar Fam|ly .............. 21 00 101b. cans,
51b cans,

a
tter Pla es
Wire EndI } old Wool Pelts
% |b., 250 |n crate mbs
% Ib.,_250 In crate . . 50@
11b.,"250 Iin crate. 40@
Japan 3 Ilg 2255(?.5" Ccrrgtg
Sundried, medium ..24(2)26
Sundried, choice - 30033 ; b, 250" in” crate Wool 4
SRundrled e 2?:16 élg Barrel, oMM ch 2 49 Unwashed, med 28
egular, medium . HooN
Regular choice ... 30@33 Barrel, 10g al., each’ 3 55 unwashed, fine 23
Regular  fancy ... 36(2)40 Clothes Pins CONFECTIONS
Basket-fired, medium 730 Round Head. t04SS" *i-
Basket-fired, choice 35@37 ﬁo/mfnhchssgr%sss"m 50 gt;)n&dard HOH aexe n:
(] W
&2Mket'fired” faney ‘%%%%?g Cartons 20 %% dgz %560 Standard Twist ..77 8*
. rates an Fillers
Fannings ... 14@15 I%tgom ulrencg y, 12 «ls. 28 -&UZT'%O H32Hlb Ca??z
Moyune, Gme%lwder 0. 2 complete 28 Boston. Cream .~ - * 1l
Moyune, choice 2 Case No.2 f|IIersI55ets 135 Big stick, 20 Ib. Out g
Moyune, fanc Case, mediums, 12 sets 1 15 Mixed Candy
y ¥ 5 Faucets Grocers * AL
B gﬂg m%‘.’é%m . 730 Corlé IIln%u S?n goggpaetltion
PinGle Tahey ool SO fed S Zhnsone
Young Hyson oya :
Choice Ip Sticks Ribbon . ??
Fancy ItE'e(?ljgge %atenngt Shring” Broken ... ,
Formosa efdaglcong --------- ssiogg No. 5 Sommon ey go o T OO
\ . . n n 1
Amo{l choice oo, 1132 13t cotton mop heads 1 @ Koot 77 T 18
MedlEnglrs.n“?.reakfast 0= Pails Hand, Made Cream *..16
Choice |%5%111] 30 2° hoop Standard 2 BPremio Cream mixed 14
Fanc "7 740@45 3 hoop Standard 225Pans Cream Bon Bons 19
y 2' wire, 8ag1e g gg |a_|nc3/—|n Pails
. wire, Cable .
E:eylon, Cho’{ag’a .......... 30(2)35 Cedar all red, brass ..1 25 GypSyBon Bons T 7xx14
NGy s PO FBRn Euree 3% Bt TRt T
Cadillac Fin® Cut (4 Hardwoo-cli—OOthpICks 2 50 SsagIL'J(EdP gg:nﬁt# o :{E
---------------- 2 eanuts ..
Sweet Loma ... 7784  Softwood . 275 star‘h ht Knlsee# n
H|awatha 51b. pa|ls ..gg . %gu Ean ias Gc|>od|e* 1" 1
o Lozenges, plain ...1. 1
Baglr%arR.as.é .**13439 aps ¢ Lozen%es pHnteldt ...ila1
mpion ocolat* ..
SPrOtetCtIIB(mI " Mgﬂgg ngg 3 ﬂgiggj ?é Iapse Chocolate* 14
\INee urlgy ..o 41 Mouse, wood, 6 holes.. 70 teIE‘CCh(oRolatF 7 I%
Tiger .....T... Mouse, tin, g holes .... 65 Quintstte ocolates ' 1
Rat, wood 80 pbon Gum  Drops
Red Cross Rat, spring 79 Le0n§|son Sour* )
Joro: Bs . Tubs Imperials ... 1»
30-in. Standard 1875 ;¢ o
E%‘;ﬁcaﬁ‘an i 9??7, 18-in. Standard, 7 76 Lifi Cream Q eI one i3
Smetican £ag B3 16in. Standard 6 76 Loldes SRS %
2pear Head, oz " gy 2Q-in. Cable, No. 9 22 Red Rgs m DroD*
Spear e, ne ., 4 I3 Cable! No. 2 g 5 Red Rpse Gum
pP 65 [1\16 in. C|:at[)3|e No ! %% Fancy—In 51p, Boxes
SR rar st NS, 2 Fibre . 9 %2 6id Jbahloned Moias-
old Honesty No. 3 Fibre g 25 _es Kisses, 101b. bx 1 >9
2<>H* : ‘ Orange Jellies ... ga
: e \é/ %Ilboards izem S r
Bronss lob* " 2 50 l-emon Sours ...
Piper Hekldslck ......... 1.69 1 75 Old Fashioned Hors-
E'%%t JalgI s fg Double Acme . 375 _hound drops ...
Bla Starndard [«u Single ‘Acme 3 b ﬁppermlnt hDrops '
dcha ) Douole Peerless 375 C amplon Choc. Drps tt
. Single Peerless 315 VY C#OC DI’OgJS 110
-,3542- Nortnern Queen ......3 ; HDQ{I’k CNgC 5
i 3y Qouble DUPIeX 2 00 piper Sweets, asid | sa
Great Navy *7S6 UnIiversal . Brilliant Gums, Crys. 69
Ki 265
Smoking ~ Windo A. A. Licorice Drops..90
Sweet Core w3 15n 1 65 Lozenges, printsd 77.«
14 in. ‘1 g5 Lozenges, plain ... ««
16 in > 30 lmperials ... 1
e Mottoes «
. Wood Bowls
13 in. Butter ..1 25 Cream Bar «9
15 in. Butter .2 95 M. Peanut Bar 7 «0
< in. Buner 375 E?ergdn Mva/daefegrms 804290
........ «
Ausoried 81547707 9 Siring Rl
Assorted, 15-17-19 3 Olu Tugne Assorted 2 7g

25
WRAPPING PAPER
Common straw 2
Fibre Manijla,

Buster Brown Good 3
é)to date Asstmt S 6
Ten .1

white .. 3

'\\("L}’,]r}'eyl,’;‘na"{% 07 39 Flbre Manlla colored 4 Strike «90
lum, Yum, lib. pails X No. 1 M 4 Ten %trlﬁe NSO 2
Cream .. .ccooeeen. Cream en tt” f umner as-
Corn Cake, 2% SOFULENT oo g
Gorn Cake’ fib.2 - ¢nt’13° Scientific AssL ....12 99
Plow Boy,1% oz........ 39 Wax Butter, fuII count 20
Plow Boy, 3% oz 39 Wax Butter, roll 19 cCracker .]agk ....... 2 25
Peerless, 3% oz . YEAST Glggle 5¢_ pkg. 2 50
Peerless’ 19% agic, 3 doz........,.. op,C Corn Balls 2005 1 25
Air Bra e Sunlight, 3 doz AZ liKit 1005 ..........
Cant Hook . ISunlltghlg, 1% doz Oh My 100S ..oeeiiieiens
Countr Club €as oam, Cou g op
Yeast Cream,
(Egodx I%\dlan .26 Yeast Foam 1% doz.. 58 grontlnamBrl\élsentnot ........ A ic\)/l9
tSJel\tePnlnder 160z 00%. 2912 RE r b J\‘ TS—Whole
Whitefish, Jumbo 16  Almonds, Tarragona 16
%‘g’)‘?gf g/ln%llfe Whitefish, No "“12  Almonds, Drake ...
Trout .. 11% Alrﬂonds California sft
TWINE Halibut 10
Cotton, 3 ply .o 24 Herrin 7 Brazils .
Cotton, 4 ply .. 24 Bluefis 14% 8 Hbens -
‘I:l-luer(ilp2 eplyly llé I"V|e dLobsée : 23 V\?alnuts soft shell 15
Flax, medium TR 24 Boiled Lobster 21% Walnuts, Marbot .. 13
Wool 1 Ib. bails ...... 8 g  Table nuts, fancy 13 13%
VINEGAR 12 Pecans Med ........

State Seal ... 12 9 Pecans, ex. large .. 14
Oakland apple cider .14 g Pecans, Jumbos ... @16
Barrels PIP oked. te 12% Hlélﬁory Ruts per b

N 0 KING - l(\l/lhlnlookl Salmon 5 Cocoanuts
0. er grosSS........ ackerel ...
No. 1 p%r g?ross 40  Finnan Haddie Ctéetstnuts New York
No. per gross Roe Shad ... ate, per bu...
No. 3 per gross Shad Roe, each g elled
WOODENWARE Speckled 'Bass_ .. Spamsh eanuts @9
Baskets HIDES AND Pecan Halves ... @68
Bushels ... 10 Hides %Inut Halves ..30 32
Bushels, wide band ..1 25 Green No. Al Filbert Meats . 27
ket . Green No 2 .10 Allcante Almonds 2
i .3 50 Cured No. 1 .13 Jordan Almonds . @47
Splint, small g 98 gu{fe?( N reei No. 1 1123 anuts
int, s alfskin, green, No o%
V\I/)I”OW Clothes, large 8 25 Calfskin, green. No. 2 11 ﬁancy H P un# 6/0@|
Willow, Clothes, mem 7 25 Calfskin. cured, No. 1 14
Willow! Clothe*, email < 25 Calfskin, cured, No. 2 1 97




46

Special Price Current

AXLE GREASE

Mica, tin boxes ..75 9
Paragon ... 5 6

5
BAKING POWDER
Royal
10c size 90
%R> cans1 35
60z. cans 1 90
%Ib. cans 2 60
Y%R>. cans S 76
lib. cans 4 80
8lb. cans 13 00
5lblcans 21 60

BLUING

C. P. Bluing
Doz.
box..40

Small size, 1 doz
box.. 75

Large size. 1 doz.
CIGARS
Johnson Cigar Co.’s Brand

8. C. W,, 1,000 lots
El Portana
Evenlnrq Press
Exemplar

O’Halloran Bros. Brands

Tampa Smokers 5c....... $30 00
Linfa

Smokers 5¢
Puritanos 10c.... 1 60 00
Londres Grande 2 for 25c 80 00
Estos Si

Reina Fina 3for 25¢c—

Caballeros IOc.........c.....
Panatellas 2 for 25c— .. 80 00
Reina Victoria 15c....... e 8500
La Hija de Tampa 10ce.. 70 00

Worden Grocer Co. brand
. B*n Hur
Perfection
Perfection Extras
Londres
Londres Grand

« 55 00
1 75 00

Standard ...
Puritanos 35
Panatellas,
Panatellas, Bock
Jockey Club

COCOANUT
Baker’s Brazil Shredded

70 5c pkgs, per case ..2 60
36 10c pkgs, per case ..2 60
16 10c and 38 5c pkgs,
per case ... 2 60
FRESH MEATS
Bssf
Carcass ... 6%? 9%
Hindquart 8 #10)4
Loins, ... .9 #14
Rounds . 1%@ 9
Chucks .7 %
Plates 6
LIVers . 9 1

MICHIGAN

Pork
LOINS ..o or @16 SAFES
Dresed ....... 11
Boston Butts %15
Shoulders ... . 12%
Leaf Lard .. 13
Pork Trimmlnan @11
Mutton m
Carcass “
Lambs .. 12
Spring Lambs .. 13
Veal F E
Carcass e I N 4
CLOTHES LINES Full line of fire and burg-
; lar proof safes kept 1n
Sisal
60ft stock’ by the Tradesman
oott. % mreag, exttra..ll % CompanY. Thirty-five sizes
i read, extra.. and styles on hand at all
90ft. thread, extra..l 70 times—twice as many safes .
60ft. 6 thread, extra..l 29 as are 'carned b any other J
72ft. 6 thread, extra.. house in the State. If you
are unable to visit Grand
Rapids and inspect the
0 line personally, write for
quotations.
SOAP
Beaver Soap Co.’s Brand w f
A
n
100 cakes, ,arge size..65b
o, 2P ARG S, 1 o0 1R EAKER MR ShEE 93
0. 20, eac . lon , ize..
No. 10 each 100ft long 2 10 50 cakes, small size..1% OTHING can ever
COFFEE Tradesman’s Co.’s Brand :
Roasted be so popular with
Dwinell-Wright Co.’s B'ds.
your customers for
the reason that nothing
else is so useful. No
Black Hawk, one box 2 50
Black Hawk, five bxs 2 40 hOUSEkeeper ever has
Black Hawk, ten bxs 2 26
TABLE SAUCES too many. They are a
Halford, large ... 2 76 Av 4
Halford, “small ".......... 2% constant reminder of the
generosity and thought-
fulness of the giver.
White House, lib... We manufacture every-
White House, 21b.. . ) .
Excelsion M &3 i thing in the calendar line
Ryal Bavar = 1P Use t pri istent with
Royal Java and Mocha.... a p”ces consistent wi
Java and Mocha Blend.... . .
Boston Combination ... first-class quality and
RIS
Cee, Cady’ & Smart. De- workmanship.  Tell us
N :
soamant broun Davs 1t Traclesman what kind you want and
rr|1arkC Dukr_anclj:léilchoH Bcat— .
Holedg, ek Flelbach — Co, we will send you sam- it
Peerless Evap’d Cream 4 00 .
FISHING TACKLE ples and prices.
Coupon v
Cotton Lines 4
No. 1, 10 feet
No. 2, 15 feet ..
N b B k
No & Bt - Books TRADESMAN -
No. 6, 15 feet
No. 7, 15 feet
No. 8, 15 feet
%8 B COMPANY
Linen Lines \
Poles GRAND RAPIDS, MICH.
Bamboo, 14 ft., per doz. 55 Made by Vv
Bamboo, 16 ft., per doz. 60
Bamboo, 18 ft., per doz. 80 K
GELATINE
Cox’s, 1 doz. Large ..1 80
Gox's, 1 doz. Small 1 oo Tradesman Company L
Knox's Sparkling, doz. 1 25
ReRes->Parkling, or- 3198 Grand Rapids, Mich. 4
Knox’s Acldu’d. dos. ..1 26
xford ... 76
Plymouth Rook ............ 1 *4 4

December 16, 1909
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BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each

subsequent continuous insertion.

BUSINESS CHANCES.

Farm and timber lands for sale in
Eastern Texas, the best part of the state.
This is the center of the farming, stock
raising and fruit belt of the Great West.
Good health and good society, no trouble
to answer questions. S. D. Goswick, Mt.
Vernon, Texas. 188

For Sale— Strictly pure maple syrup.
Hickory nuts, walnuts and butternuts.
All first quality. J. L. Meeker, Nut-
wood, Ohio. 264

For Rent*-Old shoe stand in thriving
city of Battle Creek on main street. All
modern, rent reasonable. Opportune
opening for prosperous business. For
further particulars, address R. J. Spauld-
ing Realty Co., Battle Creek, Mich.

261

For Sale or Exchange— Grocery stock
and fixtures in Southern Michigan town.
Invoices about $1,000. Small rent. Good
reasons selling. Have good steady trade.
Address “P,” care Tradesman. 260

For Sale— General store; good stock;
good trade; moneymaker; post, railway
ticket and express offices in connection.
Address Abbott, Livingston, i.iich. 259

Listen, Mr. Merchant,

Write for my special Proposmon if
ou want a successfu
ind. Your stock can be re uced
at a pront. or closed out with sat-
isfactory results. Remember, 1
,come myseif thoroughly qualmed
Bugaaements now being boozed
for January and February sales.
. Sare ﬂrculﬁrs furnﬁhed Terms rlght Get
in_touc 0C

V07 onto Bunldmg Toledo, Ohio
lor Sale— Ihe best grocery business in
the city of Batavia, ill., 38 miles from

Chicago. Stock will invoice about $3,500.
bales last year were over $30,000. Fo
particulars write to J. A. Anderso[bt
aon, Batavia, 111 ¢\

For bale— General store, established
1890. Invoice $5,000 to $6,000. Popula-
tion 1,000 County High bchool. Reason
ior selling, going West. Terms cash.
Address Chapman Mercantile Co., Cnap-
man, Kan. 256

ror Bale— Patent on attachment for
hitching weight strap for team that will
adjust itself automatically on pole from
weight to bit. Have other business.
W ill sell on terms to suit. Address W it-
zeg Bakery, 1400 Marshall St., N. E.,
Minneapolis, Minn. 255

For Sale— Grocery and hardware stock
in one of the best small towns in North
Dakota, with or without the building.
Address P. O. Box 203, Forbes, N. D.
251_

For Sale— New clean stock of grocer-
ies, Central Michigan town. Stock and
fixtures invoice $800. Rent reasonable.
Good reasons for selling. Address No.

250, care Tradesman. 250
For Sale— Millinery and general notion
store. Doing cash business. Town of

2,500. Invoices about $1,500. Sell be-
low invoice. Owners moving away. Ex-
cellent opportunity to make money. Ad-
dress Box 259, Coquille, Ore. 249

For Sale— A good clean stock of hard-
ware and implements; tinshop in con-
nection; a good location; will inventory
about $5,000. For further particulars ad-
dress Jos. F. Pierce Hardware Co., Lo-
gan, N\. m. 247

For Sale— Cheap, a nice shoe stock in
small manufacturing town. Let me tell
you about it. Address No. 246, care
Tradesman. 246

For Sale- $6,000 to $6,500 stock of
hardware, no implements. Only hard-
ware in town of 1,200. Price & Blair,
Mt. Morris, 111 245

For Sale— An old-established machin-
ery exchange. Money can easily be
doubled annually. Second hand machin-
ery can be bought at exceedingly low
prices. Shipments can be made by rail
or water. |If interested let us hear from
you at once. J. T. Simonson & Co.,
Muskegon, Mich. 244

For Rent— Store 24x50, living rooms
above. Cellar, barn, large garden. Good
town. Good opening for general stock.
L, N. Bush, Delton, Mich. 235

For Sale— Choice stock of groceries and
staple dry goods, well-established busi-
ness. Best location in city. Inventories
$3,000 to $3,500. In one of best towns in
the Thumb of Michigan. Address Box
C, Cass City, Mich,. 234

For Sale— Well established men’s cloth-
ing and furnishings business, best loca-
tion in the city, and very profitable. Ad-
dress The Hub "Charleston, W. Va. 233

No charge less than 25 cents.

Cash /must accompany all orders. -

For ale— 500 volt, direct current mo- For Sale-—Interest prosperous gen- Exceptional opportunity to purchase an
tors. P., $30. Larger sizes also. eral store in small railroad town, in established meat and grocery business in
W rite L. E Lemon, Aurora, 1L 240 splendid farming and thriving community Wisconsin. Business runs about $30,000

. in Texas. Owner,
For Sale— Paying drug business, stock Texas.

Box 159, San Ant%g;ov a year. Nothing asked for the good will.
D

and fixtures inventory $2,800. Established Sea Shells— For the holidays in $10 and
Names on shells and

retail price if so ordered; wifi sell for . ; ;
Bills due Jan. 1st, complete: 3 miles from town, price $95

Waukegan, 111. 231 >A

35 years. Must sell account ill health.
W ill sell for $2,200. R. W. Edling, Me-
nominee, Mich. 239

$20 assortments.

double their cost.

IF SPOT CASH 1910. J. F. Powell,

H. Richards. Ladysmith. Wis. 226

For Sale— Six big bargains in the best
part of lowa: 80 acres; improvements

per acre. 120 acres, well improved, level;
miles from town; price $100 per acre.

For Sale— Stock of drugs, soda appar- 180 acres, nearly all in tame grass; im-

and ql-“Ck action appeals to you. we will bu atus, etc. W ill invoice $3,500 or more. provements good; 3 miles from town. 260
and ta offyo r%ands atonce all the Sho will" sell’ for $3,000. Corner location. acre stock and grain farm; improvements
CIOh ng, Dry Goods, Furnish mgs etc., Owner desires to retire from business. fair; terms liberal; 1 mile to station.

will buy your entlre Shoe. Clothing, Dry Goods ;
and Furnishing stocks. \We buy av%;thm any ﬁ,dadyfﬁgs | Druggist,
man or woman wants money for. Write Us to- '

1102 Broadway, Ft. 400 acre stock and grain farm; improve-
221

ments good; terms liberal. 370 acres;
stock farm; good improvements, will be

day and we_will be there to MOrrow. For Sale— 63,000,000 feet long leaf pine
’ : A A » sold very reasonable. Write for full par
L. Feyreisen & CO. J. P. Brayton, of Chicago,, estimate; saw {jcyjars ylf interested in any of the ab’t))ve
216

184 Franklin St., Chicago, Il mill, planing mill,

dry kiln, etc., complete.

shingle and stave mill, wjlliam Hines, De W itt, lowa.

Also ten miles

Farm and timber lands for sale in of rail, two locomotives, trucks, mules For Sale— Livery and feed stable. Mrs.
Eastern Texas, the best part of the state. and a complete plant in first-class condi- Pfeiffer, Portland, Mich. 213

This is the center of the farming, stock tion ready to run.

Property purchased

A splendid town site or irrigation prop-

raising and fruit belt of the Great West. during panic at bankrupt sale by creditor. A
Good health and good society, no trouble W ill be sold at a low price and on liberal (():solltéon, very cheap. D. J. Myers, Boulder,

to answer questions. S. D. Goswick, Mt. terms. Address Owner,

Vernon, Texas. 188 Isonville, Fla.

Box 1162, Jack-
218 W ant Ads, continued on next page.

You Can Make January
Business What You Wil

The time of the crucial test is at
hand.

January will tell.

Are you to be numbered among the
plus-men— or among the minus quan-
tities?

Isit to be a clean, clear, speedy
get-away— or a stumble at the start?

It takes only the most ordinary
ability to get business when business is
good.

But the real merchant shows what
is in him when the rush is past.

The myth that January must, of
necessity, be a dull month was in-
vented by some lazy man.

January for you will be just what
you make it—the profits will depend
upon the push.

We cannot imagine a worse start
for a new year than an acknowledg-
ment, even in one’s own conscious-
ness, that January could possibly be a
dull month.

Experience has shown that it may
be one of the best—for then every
extra pound of steam generated means

an increased impetus—an advantage
gained over the competitor whose fires
are banked.

In order that you may make Jan-
uary all that it can be made— the mer-
chandise offered in our catalogue has
been marketed with peculiar care and
we have more fully than ever before,
we believe, met the heavy demands of
an exacting condition.

With its help you may make Jan-
uary a month of advancement and
profit—if you will.

Be sure that the January number
does not miss you. If it does not
reach you soon write for number

F. F. 758.

Butler Brothers

Exclusive _\Nholesalers of General
Merchandise.

New York, Chicago, St. Louis,
Minneapolis.

Sample Houses—Baltimore, Cincinnati,
Dallas, Kansas City, Omaha, San Fran-
cisco, Seattle.

203
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They Pass On.

“Yes, | had given a good deal of
thought to the tramp problem,” said
the Long Island farmer, “when the
idea came to me all at once last sum-
mer. It had done no good whatever
putting up signs warning them or to
keep a bulldog at the gate. What |
did was to put up signs for several
miles around inviting the Wearies to
call at my farm day or night and re-
ceive a cordial welcome. They aver-
aged three per day before the signs
were up; after that | did not get one
a week. Early in November a big
husky came along and was passing
by when | hailed him and asked him
to come in. He stood on one foot for
a minute and then asked:

“‘Got any constables hidden in the
barn?’

MICHIGAN TRADESMAN

me, old man! This is my sixteenth
year on the road.””
“‘But what racket do you mean?
“‘Putting pizen in the champagne
and selling my cadaver to a medical
college for twenty-five bones! Oh,
no—not this time—s'mother time.'”

Homely Thoughts for Workers.

Effort does not promise success,
but it is the first step toward it

Work is intended to change charac-
ter more than bank accounts.

Confidence is a simple word, but it
means a whole lot in business.

The world does not owe us a liv-
ing until we prove our worth.

It is well to train the mind to
think accurately and the hand to re-
spond quickly.

Work without rest

is like bread

THE WOMAN WITH THE SERPENT’S TONGUE

[Copyright, 1909, by John Lane Company. Reprinted by permission.]

She

is not old, she is not young,

The Woman with the Serpent’s Tongue,

The
The
The

haggard cheek, the hungering eye,
poisoned words that wildly fly,
famished face, the fevered hand—

Who slights the worthiest in the land,
Sneers at the just, contemns the brave,

And blackens goodness in

its grave.

In truthful numbers be she sung,
The Woman with the Serpent’'s Tongue;

Concerning whom, Fame

hints at things

Told but in shrugs and whisperings;
Ambitious from her natal hour,

And scheming all her life for power;
With little left of seemly pride;
With venomed fangs she can not hide;
Who half makes love to you to-day,

To-morrow gives her guest away.

Burnt up within by that strange soul

She can not slake, or yet control;
Malignant-lipp’d, unkind, unsweet;

Past all example indiscreet;

Hectic, and always overstrung—

The Woman with the Serpent’s Tongue.

To think that such as she can mar

Names that among the noblest are!

That hand like hers can touch the springs
That move who knows what men and things,
That on her will their fates have hung!—
The Woman with the Serpent’s Tongue.

“‘Not a one.’

“‘How many dogs you got?’

“‘Only this one and he is
less.’

“‘Any spring guns or bear traps ly-
ing around loose?’

“ ‘Nothing of the sort.’

“‘But a feller has got to do a day’s
work to git a meal?’

“‘No work at all. You come right
in and get a square meal and a
smoke, and if you want to stay all
night I'll give you the best bed in
the house.’

“He looked at me in a puzzled way
for a long minute,” continued the
farmer, “and then indulged in a wink
and smile, and said:

“‘You can't work that racket on

harm-

William Watson.

without yeast: it is heavy.

What does it matter who gets the
credit for the work? The work is
what the world needs.

Some men may die from overwork,
but laziness is a more fatal disease.

There are times when a man shall
act and times when he shall talk. He
must learn how and when.

Character does not promise success,
but without it a man is pretty sure to
fail.

A man who tries and fails knows
that he has tried.

A difficult piece of work is like a
story with a strong plot; it keeps the
best for the end.

Work well done to-day and to-mor-
row promises better next week.

If a man had no failures he would

not understand what success means.

A sudden shock in business is as
good a tonic as a splash of water. It
wakens one in a hurry.

Don’t give up until you have tried
everything. Many a racehorse wins
on the last stretch.

Rest does not mean idleness; more
tangible dreams are spun during the
day than at night.

Overwork may tire the body, but
it certainly lightens the conscience.

John Trainer.

BUttiNE&S CHANCES.

For Sale—New clean_stock of groceries
and general store. Southern ichigan
town, ~ invoices about $1,800. Rent rea-
sonable. Moneymaking business, as you
will see for yourself by enquiry. est
location in town. Good reasons for sell-

ing. New house and lot centrally lo-
cated if desired. Address No. 265, care
1radesmau. 265

For Sale—Best general store_in West-
ern New York. Inspection invited. Ad-
dress No. 212, care Michigan Trades%%n.

For Sale—Good hardware stock and
lumber yard in a growing town on the
S{)okane, . Portland ~ & Seattle railway,
$12,000 will handle it. Good reasons for

selling. Address Box 765, Spokane, V\éell%h.

Under order of court, the
Foundry and machine shops of Cedar
Rapids,” lowa, and good will of the busi-
ness will be sold” at private sale for
cash to the best bidder. The business
under Mr. Carmody s _management was
very successful and” will _be conducted b
the” adminijstrators until sold. A. T.
Cooper and Allan McDuff, Adm's. 211

For Sale—A large and complete stock
of hardware, impléments, vehicles, furni-
ture._and harness. Invoices from $16,000

Carmody

to $17,000; pays good dividends; well-
located; established trade. Must sell ac-
count health. Double storeroom; will

divide and sell stock in sections, namely,
hardware and furniture about $13,500 or
hardware, implements, wagons and bug-

gies, about $13,000. = Climate unsurpassed
in rich farming section in_Southern Colo-
rado. Address R

. & H., 309 Mining Ex-
change, Denver, Colo. 190

For, Sale—Complete dental outfit and
Bractlce of the late Dr. John Younghus-
and; offices will be rented to buyer;
ood location. Address Mrs. J. T. Young-
usband, 79 Elizabeth street, W. Detroit,
Mich. 229

. For Rent—Best and largest store build-
|ngI in. Milan, Mich., completely furnished.
Splendid opening for general store _in
thriving town of 1,600 p(});)ulatlon. For
Rﬂa&ﬂcu ars address, A. E. Putnam, Ivllggn,

For Rent—At Port Huron, Mich., three-
story and basement brick building, suit-
able™ for first-class retail store, modern
and up-to-date, Center of active retail
Istrict. Eﬂqmre W. F. Davidson, Port

uron, Mich. 191

Gall Stones—Your bilious colic is the
result; no indigestion about it; your phy-
sician can not” cure you; only ‘one rem-
edy known, free booklet. Brazilian Rem-
edy Co., Box 3021, Boston, Mass, 225

For Sale—At a bargain, first-class wall
Faﬁer and paint business; well estab-
ished and. in excellent location; busi-
ness growing nicely; will sell for cash
or trade for good Teal estate; good rea-
sons for selling. Address Bargain, care
Michigan Tradesman. 995

ror bale—in southern Michigan, a gen
eral store, complete stock, in” fine loca
tion. best trading point in the State, wit
buil lng] if desired. Address No. 124, car
Tradesman. 124

For Sale—A first-class up-to-date cigi
and b||||%rd business, cies%zlbljshed
years and doing a goo usiness. Ac
dress E. L. W. 313 S. State St., An
Arbor, Mich. 206

For Sale—One 300 account McCaskc
register cheap. Address A. B.,

ca
Michigan Tradesman. 43

For Sale—A first-class meat market
a town of about 1,200 to 1,400 inhabi

ants. Also ice hou%e, f_sltaughterAI(?ous
RISy, Wa Fmdfithan tures:  Addgs
For Sale—First-class _meat _marke
stock and fixtures; building include

I\C/&er%, f?{ar?.aSh' J. F. Rezac” & Co ggs

| want to_buy a going business. v
pay cash. Give particulars and best nric
ﬁﬁjress M. T., Box 313, Cherry ValdPO

Cash For Your Business Or Real E
tate. No matter where located. If yi
want to buy, sell or exchange any Kii
of business” or real estate anywhere
ang/ price, address Frank P. “Clevelan
]ﬁl Adams Express Building, ChIC’%%

December 15, 1909

Build a $5,000 business in two years.
Let us start you in the collection “busi-

ness, No capital needed; big field. We
teach secrets of colle_ctln? mone¥; refer
business to you. Worite fo-day_ for free
ointers and. new plans. American Col-
ection Service, 145 State St.,, Detroit
Mich. 805

I pay cash for stocks or part stocks
of merchandise, Must be cheap.__H.
Kaufer, Milwaukee, WIs. 771

HELP WANTED.

Wanted—Man in each locality to pre-
pare to represent us and earn large in-
come. No canvassing, but pleasant” busi-
ness that can make you independent.
Write _us at _once._ American School of
Real Estate,Dept. T, Des Moines, lowa.

258
. Wanted—Salesman for Michigan for
first-class enamel ware and widely ad-

vertised = specialties.

i Enterprise Enamel
Co., Bellaire,Ohio. 253

Wanted—For Central, Southern and
Western states, good live traveling sales-
men_to handle " representative Tline of
men’s, ladies’ and. children’s sweater
coats on_ commission basis.  Samples
ready in Januarg. Rllg‘ht gartK/I can make
big money. Address No. 210, Mare Michi-
gan Tradesman. 210

Salesman—On _commission or $75 and
up per month with expenses, as per con-
tract; experience unnecessary. Premier
Cigar Co., Cincinnati, Ohio. 198

Wanted—Experienced retail shoe sales-
man. State in first letter age, experi-
ence, married or single and ‘amount of
salary wanted. Address No. 193, care
Tradéesman. 193

Partner Wanted—With experience in
the cutting and manufacture of overalls
and. pants.” Must_have $1,500. Good prop-
osition to the right man and worth_in-
vestigating. Address No. 60, care Michi-
gan ‘Tradesman. 60

Wanted—Clerk for general store. Must
be sober and industrious and have some
previous experience. _References required.
Address Store, care Tradesman. 242

SITUATIONS WANTED.

Wanted—Position in a drug store by
young single man, age 26. "Have had
Six years’ experience. Not registered.
Address W. A. S., Fennville, |ch.262

Wanted—By young man of 25, place in
general store” in small town. xperience
in keeping accounts.References the best.

Address H. N., care Tradesman.

Wanted—Position as traveling man or
clerk in general store. Address 228, care

Tradesman. 22»
Wanted—Position as clerk in general
store. Can furnish good reference._Grand

Rapids preferred.
Michigan Tradesman.

AUCTIONEERS AI\I>IIEDNSPECIAL SALES-

ddress No. 197, care
197

Safes Opened—W. L. Slocum, safe ex-
ert and locksmith. 114 Monroe street,
rand Rapids. Mich. 104

SPECIAL FEATURES.

Lists and addresses of persons worth
$500 and more in towns of 3,000 and up.
Just the ones you wish for a mail order
list.  Guaranteed 100% alive. These lists
will be furnished to four firms, different
lines. We have used them with profit-
able results. Why don’t you _do the
same? Let us show the manner in which
we get them, which will guarantee them
to be q_enulne and worth many dollars to

you. inning Supply Co., Kenton, 2C)e)gio.

Your questions concerning Washing-

ton State or Alaska answeéred for $L
Seattle map and guide book, 16 cents.
References, any _Seattle bank.  Edgar
Royer, Dept. X, 722 New York Building,
Seattle, Wash.___ 254
We pa¥ cash for stock or parts of
stocks of dry goods, groceries, shoes,

clothing and all general stocks of goods.
Mu%t be cheap. edfern Bros., Langsing,
Mich. 252

Real estate mortgages net you 6% to

8% Any amount.” Safest investment.
The West has the opportunities, you
have the money. Write Marcus "W.
Robbins, Grant’s” Pass, Oregon, for in-
formation. Bank references. 248

. Wanted—By northwestern  hardware
obber, young men, high school graduates,

wo_years or more retail hardware ex-

perience. Address No. 165, care Trades-

man, 165
Wanted—To buy stock shoes, clothing

or general stock, que price, description,

E'rs letter. W. F. Whipple, Galesbltﬁg,
i

Am not real estate man by occupation
but | am by nature. Native of the busy
%arden spot. South Texas. Have valuable
knowledge for. anyone desiring to invest
in_land for 8u|Ck and large returns. Ford
Dix, Box 159, San Antonio, Texas. 238

Notice—Have you $25 or more to invest?
If so. let us tell you about our guaran-
teed dividend payln% stock_in a real %I_d
mine; shares bought now 25c each. Will
be worth two or three dollars within a
year. Send your name and address to us
rlglht now while Iyou think of it and we
will_send particulars. ldaho-Montana G.
M. Co., Box 245, Spokane, Wash. 230



r#isft |
YOUR
TIME
WORTH
MONEY?

D) Spend any time keeping books
Copy and post charges—ohe book to another
Make out statements at the end of the month
Yw Spend any time trying to collect your accounts
Write up pass books for your customers
Know how much you sell for cash

Knbw how much you sell on credit

Know how much you receive on account

Know how much stock you have on hand

Have disputes with your customers over accounts

Ever forget to charge goods sold
Ever forget to make proper credits

CAN YOU show a correct proof of loss in case of fire?

WOULD YOU investigate a system that will handle all accounts with only
one writing and eliminate the many losses of time* labor and expense?

The McCASKEY REGISTER SYSTEM gives you complete information.
Information is free—drop us a postal.,

THE McCASKEY REGISTER COMPANY
Alliance, Ohio.

Mfrs. of the Famous_MuItH)lex. Duplicate and Triplicate Sales Books, also the
different styles of Single Carbon Books.

Detroit Office, 1014 Chamber of Commerce Bldg.
Phone Main 3568

Agencies in all Principal Cities.

BlindWeighing Is Expensive

Blind weighing in a grocery store is an
evil which should not be tolerated. Itis
only upon careful investigation that the
magnitude of your losses from this source
is ascertained. Visible weighing is one of
the principal features of our automatic
scale.

If you are a retailer of meats you will
have problems to figure such as finding
the value of 14 ounces at 18 cents a pound.
As the avoirdupois pound is divided into
sixteenths you are confronted with the
problem of U o( 18c. This is only one of
hundreds of similar problems which con-
front the retailer each day.

No man should perform a service which
can be done better by a machine.

The Dayton Moneyweight Scale is a
machine auditor. The Values are shown
The new low platform simultaneously with the weight. Mis-

Dayton Scale takes are impossible.

REMOVE THE HANDICAP.
Install our automatic system. Give your clerks an opportunity to be of
more value to you by giving better attention to your customers.

Ypur customers will be interested in a system of weighing and comput-
ing which will protect their purchases against error. They do not ask for
overweight, but they will not tolerate short weight, regardless of whether
it is accidental or intentional. They want 16 ounces to the pound. They
know they will get it where the Dayton Moneyweight Scale is used.

AUTINC SOrtfaE

Our revised catalog just received from the printer; It will be sent to yon “gratis” upon request

Moneyweight Scale Co.
58 State Street, Chicago

. B.J. McGee. 5Nelson Place, Manager, Grand Rapids
Please mention'Michigan Tradesman when writing

puritan Hats
For Spring

All the New Styles in Stiff
Soft and Straw

Puritan Caps

All the New Patterns
All the New Shapes

When in Detroit come and see us, or a postal card

will bring our representative

G. H. Gates & Co.

190 and 192 Jefferson Ave. Detroit, Mich.

P. S.—We have in stock a full line of Winter Caps,
Gloves and Mittens for immediate delivery.

Success

ECAUSE we want the best trade

and the most of it, we do printing

that deserves it.  There is a shorter
way to temporary profits, but there is no
such thing as temporary success. A result
that includes disappointment for some-
body is not success, although it may be
profitable for a time.

Our printing is done with an eye to real
success. We have hundreds of custom-
ers who have been with us for years and
we seldom lose one when we have had an
opportunity to demonstrate our ability in
this direction.

Tradesman Company
Grand Rapids, Michigan



The Only Reason Someone Doesn’t

Make as good a ketchup as Blue Label is because they can'’t.

The Only Reason We Don’t

Make Blue Label Ketchup better is because we can't

As long as we have the finest ketchup on the market we are satisfied. As long as we create
an enormous demand for it by our advertising and keep your customers buying it on account
of its quality and give you a good profit, we believe you will be satisfied.

When you are satisfied,

When your customers are satisfied,
And when we are satisfied,

We figure that the problem is solved.

If you have a customer who doesn't buy BLUE LABEL KETCHUP from you, tie her
closer to you by telling her to try it— you will only have to do it once.

Conforms to National Pure Food Laws

CURTICE BROTHERS CO., Rodester, N. Y.

Account Books Bumed

Stock Fully Insured But There Will
Be a Big Loss on Accounts

You have noticed these daily paper headlines fre-
guently, haven't you? Of course you have, but you
always said:

“ It Will Never Happen to Me”

Well, we hope it won’t, but it's liable to just the

same. If you havent a safe, or if it’s old and furnishes
no-protection, don’t delay a minute.

Order a Safe Today

Or at least get the business under way by writing us for
prices. We can give you what you need, save you
money and do you good.

Grand Rapids Safe Co- crand RapidsViich.



