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A Reliable Name

And the Yeast
Is the Same

Fleischmann’s

On account of the Pure Food Law
there is a greater demand than

ever for jt * jt J* gt

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-
gquirements of the Pure Food Laws

of every State in the Union. jt

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.

“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 your profits. Ask your jobber.

Oakland Vinegar & Pickle Co., Saginaw, Mich.

Who Gets the Profits?

Investigators representing the Press,
Public, Legislatures, etc , are now delving
into this live and important subject for the
purpose of placing the blame and suggesting
a remedy.

Some say it’s the retailer. IS IT?
We are too closely allied to the retailer to
let the statement go unchallenged. We know
that your profits are very small after your
operating expenses have been deducted.

Some staple articles are sold at a distinct

loss. For example, sugar; where is your profit
after your percentage for handling has been
deducted?

Retailers who make a close study of their
business find that a conservative estimate of operating expense is 15 per
cent., and then only under the most favorable condition.

How much of your remaining profit is eaten up by old or inaccurate
scales?

This is a vital subject and indifference to it courts disaster.

Figure out what one-fourth of an ounce loss on each weighing for a
day amounts to, then think it over. Ask yourself if you are sure that you
are not losing this much per day.

One penny is all it will cost you to send us a postal asking for our
illustrated catalogue showing cuts of our profit-saving, visible-weighing
computing scales.

EASY PAYMENTS—You have the option of buying either by easy
monthly payments, or a liberal cash discount if paid in 30 days.

Old or unsatisfactory computing scales taken in as part payment on
purchases of new ones.

MONEYWEIQHT SCALE CO.

58 State Street, Chicago, lllinois
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VOTE FOR DAVID E. UHL.
Those citizens of Grand Rapids
who, knowing the disreputable rec-
ord of George If. kllis as a man and
citizen, resent his impudence in seek-
ing a third term as mayor of our
city and those citizens who appre-
ciate the unimpeachable fact that
party affiliations should not dictate
in municipal affairs when the quali-
fications and character of their party
candidate can not stand successfully
by tlie side of the opposing candi-
date’s reputation for general whole-
someness have an opportunity to dis-
play their patriotism and civic right-

eousness by voting for David E. Uhl

for mayor at the coming election.

Mr. Uhl is a young man of splendid
ancestry, liberal education and cor-
rect habits whose rectitude and mor-
al character are above reproach. He
has amply demonstrated his ability
as a business man by building up in
this city, along honorable and suc-
cessful lines, a large industrial en-
terprise which provides employment
and wages to hundreds of men. lie
is a man who has the welfare of the
city at heart and who, like In-
distinguished parents, is certain to
have a most beneficial influence upon
the people and affairs of Grand Rap-
ids.

There are two criticisms which are
offered in opposition to Mr. UhI?
candidacy—criticisms which may Iu

readily, honestly and complete’}
answered:

First, it is urged that Mr. Uhl is
not a “mixer* and, next, that his

candidacy is hut a makeshift sort of
deception to aid the cause of the
man who placed him upon the Board
of Police and Fire Commissioners.

Mr. Uhl is not a “mixer” in the
sense of the saloon-stall, back-room,
“HouSe-in-the-Wipods”  drunkenness,
licentiousness and chicanery of ward-
heelers, gamblers and debauchees.
He is clean and upright and seeks
high grade associates who do not
find their recreation and profit in
lowdown and criminal practices. In
that sense he is not a “mixer.”

That Mr. Uhl has not and will not
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in any sense whatever bend the knee
to Deacon kllis all who truly know
the man will gladly affirm, and any
assumption that he would lend his
name and influence to secretly fur-
ther the dubious and dangerous im-
pulses and practices of a man like
Mayor Ellis is preposterous, absurd
and unbelievable. Indeed, the fail-
ure of Mayor Ellis’ unscrupulous,
contemptible and most strenuous ef-
fort to drive Harvey Carr from the
superintendency of our police depart-
ment is very largely due to the in-
dependent thought, persistency, ac-
tivity and fine executive ability of
Air. Uhl. It is said that Mr. Uhl is
an obstinate man, and lie is exactly
that when he knows that he is in the
right ; but he iis in no sensc a narrt>w-
minded bigot who closes ears, cyes
and intellect to evidence and argn-
melit, refusingl t> be convinced.

Re publicans who know Mr. U]l at
his full value will assuredly vote for
him, and tlicse who, eveil thottgh
they are unaciquainted with the gdi-
tieni:in, give their votes to his cali-
didacy will not only make no mistake
but will confer a benefit upon the
community by aiding in his election
and thus contributing to the defeat of
an unscrupulous schemer and politic-
al marplot.

MOCK BUTTER SWINDLE.

Just now in Grand Rapids certain
persons are selling, to whomever will
buy, county rights to use a patented
machine and process for manipulating
oleomargarine and milk so that by the
use of these two ingredients an imi-
tation butter is produced. And so
good is this counterfeit that else-
where, it is said, it has found ready
sale as genuine butter and, bringing
the high prices paid for real butter,
the profit to the manufacturer is at-
tractive.

Opposed to the production of this
bogus butter are the regulations pre-
scribed by our pure food laws as to
the renovation of butter, and then,
too, there is the fact that the manu-
facturers of counterfeit butter by this
process have thus far succeeded in
evading the payment of the special
tax on oleomargarine.

Now the machine and its process
are authorized under the patent laws
of the United States—as a machine
and as a process—so that they can
not be and are not affected by the
pure food laws or the special tax on
oieo. | herefore those people who are
selling county rights to use the ma-
chine and the process are not violat-
ing any law nor evading any tax.

Briefly, and while this machine and
process may produce that which is
claimed for it, the violation of the
pure food law and the evasion of the
tax fall to the lot of the purchasers of
the county rights—rights which are
sold at fancy prices and, presumably,

are sold to individuals who in many
cases are ignorant of the regulations
governing the renovation of butter
and unaware of the special tax on
oleo.

And this is not all: While, because
of the pure food laws and the careful
enforcement of these laws by our
Government, perfectly wholesome,
healthful and remarkably good imita-
tion butter —termed butterine — is
made in vast quantities and is used to
a very much larger extent than is
generally comprehended, what will be
the inevitable result with a false but-
ter factory in every county, in the
hands of cither novices who are un-
consciously careless or experts who
are indifferent as to the ingredients
and conditions attending the manu-
facture of the product?

OUR WATER PROBLEM.

About three years ago the voters
of Grand Rapids were called upon to
cast their ballots for or against the
bonding of the city to meet the cost
of installing a new city system of
water supply and distribution. The
project was defeated by a small ma-
jority. so that for three years more
Grand Rapids has been required to
put up with an inadequate supply and
an inadequate pressure of water in the
delivery of that supply; for three
years the tire insurance rates in this
city have necessarily been outrageous-
ly high—a fact for which the voter-
are solely responsible.

This spring the voters of Grand
Rapids are to be asked to vote again
upon the bonding of the city for the
establishment of a filter system and
supply of water at a total cost much
smaller than was the proposal of
three years ago. There are excellent
proofs as to the efficacy of properly
constructed filter systems—notably
the one at Cincinnati —and beyond all
guestion Grand Rapids needs water
if it is merely wet and needs it in
large quantities, so that in case of
fire our fire department may reach the
roofs of ten story buildings with
streams that will amount to some-
thing; so that in case a wide area of
territory is threatened all the engines
in the city can put two streams each
into effective operation simultaneous-
ly, having no fear that the supply will
fall short.

This being true and there being lit-
tle or no doubt that river water—even
the water of the great Ohio stream—
can be thoroughly filtered, it is up
to the voters as a most important eco-
nomic duty that they shall give an
overwhelming vote in favor of the
proposed project. We have argued,
experimented, exhibited our won-
drous hydraulic acumen, temporized
and fooled around this water ques-
tion too long—much too long—
already. Now let's get busy, practi-
cal and public-spirited.
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HAS HE MADE ATONEMENT?
Bulwer-Lytton in the Lady of
Lyons says: “There is a future in store
for any man who has the courage to
repent and the energy to atone.”
Deacon Ellis, who is the Republi-
can candidate for Mayor of Grand
Rapids this spring for the third time,

claims that he has repented of his
sins and that he now looks back with
regret upon the twelve or fifteen years
he spent in accumulating a large for-
tune conducting a gambling house, a
faro bank and a bucket shop.

This may be true—assuming that he
has a conscience, which many men
question—but lias he made any atone-
ment for the crimes he committed
during this period?

Has he paid back any of tlie money
lie filched from his victims?

Has lie made restitution to the wid-
ows and orphans for the money lie
extorted from tlie husbands and fa-
thers ?

Has lie returned to the banks any
of the money that was stolen by
cashiers and other trusted employes
to carry on gambling operations in
his establishment?

If lie has never made such restitu-
tion. liow much does his repentance
amount to? How much reliance can
lie placed on tlie empty mouthings of
a man who is sorry for what he has
done but is not willing to show his
sorrow in a substantial manner?

SEND~IN~YOUR NAMES.

Confident that there are thousands
of former residents of Grand Rap-
ids - either natives or old time
friends -among the subscribers to the
Tradesman or in the employ of such,
and with a desire to contribute to the
success of Grand Rapids’ Home Com-
ing Week next August, such sub-
scribers are requested to send in their
names and addresses and the names
and addresses of any old Grand Rap-
idsites, wherever located, that they
may know about. Send them to the
Michigan Tradesman that such erst-
while. citizens may receive the ad-
vance literature of our Board of
Irade Committee having the propos
ed reunion in charge.

It will be attractive and it will in-
terest you. Do this whether or not
your responsibilities or your business
demands or your health will permit
you to participate in the event.

Tt will interest you to know of the
growth of the city; to know as to the
entertainment to be offered; to know
of the kind and extent of enthusiasm
in the project that are being shown
bv present residents of Grand Rapids,
as well as by many who, once living
here, are now scattered to all parts
of all lands. And many of the latter
class will be here. So do not forget
to send in your names and address-
es. Do it now.



SOME SALES SYSTEMS.

Business Stories Adapted To Busy
Business Men.

Every retailer with an ambition to
make his store more popular,, his busi-
ness greater, wants to get closer to
his trade. He wants to get more cus-
tomers, of course, but, new or old,
he wants them to feel that his place
is something more than a “store”—
that it has a personality, that it is an
organization for their benefit and
their interests.

How to do this is one of his
most perplexing advertising prob-
lems. Every dealer has a few buyers
whom he has reached through years
of friendly treatment across the coun-
ter. But his aim now is to tell others
what he can offer them, to tell peo-
ple who have never become perma-
nent patrons or who have never
made a purchase in the store. News-
papers seldom touch the spot. They
lack the appeal to the personal side;
billboards and street car cards are
insufficient in their brevity.

There is but one medium to serve
the purpose. The retailer may learn
the lesson that other lines have to
teach—he must ask the buyer for his
business through the medium of the
letter, the booklet and the catalogue.
He must use a thorough and persis-
tent follow-up.

The term “follow-up” in connection
with retail dealers must not be con-
strued as meaning a colossal adver-
tising campaign.. It simply means
any well-defined system or scheme of
getting better acquainted with people
who may need or desire articles the
dealer has for sale. Plans used by
the dealers in following up their cus-
tomers are nothing more nor less than
inexpensive common sense methods
of keeping in closer touch with the
local trade than any outsider possi-
bly eould use. And the merchants who
are using these “Get-closer” cam-
paigns are doing so because they
have learned that the buying public
or the consumers will purchase readily
and quickly those goods they have
often been told about; and they will
buy from the man who has convinc-
ed them that it is more profitable and
safe to deal with him than with any
one else.

First and most important to be ob-
tained by the retailer is a good live
mailing list. He knows that sales
depend upon a list of names of pos-
sible buyers of his product. He knows
that if he is to get good results he
must secure the names and addresses
of persons who in some way have
manifested their personal interest in
his store or who might be inter-
ested.

Preparation of such a list is a mat-
ter that each merchant in a way set-
tles himself. He knows what values
he has to offer, he knows what kind
of people are in the market for the
articles and he finds out for himself
who they are and where they are to
be found.

Among the best and commonest
sources are his own order and deliv-
ery books. In fact, these sources
furnish the very best names, because
the dealer knows from first hand
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dealing with the parties listed just
what they will be interested in. Next
to these customers’ lists, telephone
and city directories are most produc-
tive, although considerable discrimin-
ation is necessary in choosing names.

The best list is invariably the se-
lected one, that is, the list that con-
sists of a certain group or class of
individuals who are known by some-
one to be buyers of certain goods or
at least interested in them. Such lists
may be obtained, for example, from
the secretaries of social and fraternal
organizations, who are in position to
know the desires and buying abilities
of members. Factory payrolls may be
obtained from mill superintendents,
names of young men from the lists
of newly registered voters and chil-
dren’s names from teachers in the
public schools.

Frequently a dealer in one kind of
merchandise can buy a list from a
dealer in another, as any retailer who
has been in business many years us-
ually has a fairly complete list of his
customers. The value of these so-
called “tried” lists is always uncer-
tain for use in another line, how-
ever, and should be carefully tested
before much money is spent.

One merchant got several hun-
dred inexpensive calendars which he
advertised to give away free to all
who called for them. Those who
asked for the calendars were then re-
guested to give their names and ad-
dresses. Children were asked to furn-
ish the names of father and mother.

Another method by which a double
profit may be derived from a crowd-
attracting scheme is to conduct a vot-
ing contest, requiring that each per-
son voting record upon the ballot his
name, address and any other speci-
fied information.

In most cases, however, such a
general list unless carefully classified
will be found to yield a small per-
centage of results as compared with
one which a merchant compiles to
suit his individual requirements.

Thus a tailor should make up his
list from citizens whom he knows to
be fastidious dressers and wearers of
tailored garments. These names he
could get from his acquaintances and
old customers.

To accomplish results along any
line of follow-up it is necessary for
the dealer to study his business thor-
oughly. Hit and miss campaigning
is a waste of time and money. Con-
ditions are such to-day that a care-
ful study of all phases of a business
wdl present the opportunities for ex-
pansion and actual gains in trade.

A business is a good deal like a
human body: It very often gets sick,
and real sick, too. If it were your-
self you would probably consult a
physician. If it is your business that
begins to turn up its toes along in
the dull season you need not consult
a physician.

Obviously a tonic is needed. It is
this: Get some article of merchan-
dise that is cheap and at the same
time attractive. It is not always nec-
essary to go out of your own par-
ticular line to find a tonic. It may
be a hatpin or a piano stool so far
as that goes—it's a tonic just the

same. The main point to consider is
the attractiveness of the article and
its cheapness.

Then make it a leader. Decorate
your, store windows in the most at-
tractive manner you know how and
boom the “leader.”

If there is one thing in the world
that rattles me it's to have a man
whom | am canvassing tell me | am
a good salesman. When he starts
that | know that either he is trying
to flatter me or he is one of those
foxy individuals who know that this
is almost a sure way to knock a
man’s selling talk entirely out of his
head. When | was in St. Louis han-
dling a well-known encyclopedia a
while ago | ran up against one of
those propositions and a hard one.

I had been in St. Louis nearly three
months and had some of the biggest
men in the city on my order book,
men in all lines of business. Then
one morning | walked in on the ad-
vertising manager of one of the big-
gest stores in town. He was very
busy at the time, but he looked up
ong enough to say, “Yes, | know
about your book; it has been ex-
plained to me by salesmen before you.
I can not see where it would be of
any value to me. However, come and
see me to-morrow or any time next
week; in fact, I'll be glad to have
you come—not because there is a
chance of your selling me this work,
for | know you can’t, but | have been
told”—there was a twinkle in his
eye—"“that you are one of the best
salesmen in this part of the country.
I want to see how you do it.”

Nothing will knock the stilts out
from under a man like such a shot
as that. But this time | wouldn’'t go
down and, what was more, | suddenly
resolved that | wouldn't take his “put-
off” either. So | came right back at
him.

“Mr. Wilson,” | said, “I wouldn't
accuse you of doing anything so vul-
gar as to try to ‘josh’ a total stran-
ger, but the man who told you that
was putting one over on you or me or
both of us. As a matter of fact, |
am not much of a salesman. | will
admit, however, that | have been suc-
cessful in handling this work and |
am perfectly willing to tell you the
secret. | sell this book because | am
enthusiastic about it, and | have be-
come so simply and solely because |
have been told by hundreds of live,
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up-to-date men that it is one of the
best things that has ever come their
way. Presidents, secretaries, mana-
gers—all in different lines of work—
tell me it is a splendid thing for
them in their work. Credit men, ad-
vertising men, tell me the same.

“Now, Mr. Wilson, you write ad-
vertisements, you have written good
advertisements, you have written
some that were poor. When have you
done your best work? | will tell
you: It was when you were writing
an advertisement for something that
you knew positively was the best
thing your store had ever sold for
the money, or it was when you were
advertising something that filled you
so chuckful of enthusiasm that you
couldn’t help writing good copy.
Isn’t that true? Of course it is.

“Mr. Wilson, you don’t look to me
like a man who believes himself such
an allwise being that no one can teach
him anything. You look like the two
hundred other live men of this town
who have recognized this work as a
real help to them. And we want yon
in line with the rest of them—you
belong there, and without attempting
to tell you any more about the book
itself, 1 am going to fill out an order
right here and you are going to sign
it And the next time a man tells
you | am a cracker-jack salesman, you
tell that man: ‘He is no such thing;
he is simply taking orders for a
proposition that sells itself.””

Reaching the rural trade is a prob-
lem to many dealers because of the
few opportunities for meeting cus-
tomers intimately. Farmers come to

purchase less frequently than town
people and an intimate friendship
that will attract them to a certain

store is a difficult thing to establish.
Uhler & Phillips, of Marion, Ohio,
hit upon a scheme last summer, how-
ever, which proved exceptionally suc-
cessful:

A June sale was in preparation and
great four-page circulars were issued
advertising its best bargains. A num-
ber of the young men employed as
salesmen in the store then divided
the farming country surrounding the
city into several sections to insure
thorough work and with supplies of
the sale circulars proceeded to cover
the territory by house-to-house calls.
They did not call simply to leave the
advertised matter—instead they made
it dear in each instance that their

W orden Q rocer Company

The Prompt Shippers

Grand Rapids, Mich.
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trip through the country was con-
ducted for the special purpose of get-
ting into closer touch with their rural
patrons to assure them of the earn-
est desire of the firm to serve their
needs.

Hundreds of farm houses were vis-
ited. At each home the salesman en-
deavored to meet the lady of the
house personally, speaking briefly and
courteously of the merits of the store
and emphasizing the opportunities
which the current sale afforded. He
also made ft a point to obtain the
lady’s name.

A week after the personal solicita-
tions were made a special letter was
mailed to every lady called on, bear-
ing in the upper left hand corner,
under the store name, a half tone
portrait of the young man who had
called at her home. The letter itself
was written in chatty style and was
signed in fac-simile of the salesman.
It called back to her mind the four-
page circular left at her house, asked
her to glance it over again, invited
her to buy of him personally should
she come in and told her how suc-
cessfully the sale was going on in
the store.

A signally successful  winner of
country trade is the S. Heymann
Company, of Oshkosh, Waisconsin.

Oshkosh is a city of thirty thousand.
Forty miles up the Fox River lies
Berlin and twelve miles across Lake
Winnebago are located other small
towns directly reached by steamboat.
Each of these villages is surrounded

by a prosperous community of farm- |
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ers whom this store could make prof-
itable customers if they could once
be attracted to the city. For some
time the merchants of Oshkosh had
pooled interests and contributed to
the support of special weekly excur-
sions when special price reductions
were also made to attract the out-
of-town trade.

But the S. Heymann Company rec-
ognized the impersonal nature of the
appeal. Buyers were drawn to Osh-
kosh, but once there they made their
purchases at random. So while con-
tinuing to contribute to the support
of the merchants’ excursions, they
went the “pool” proposition one bet-
ter and tapped one source of coun-
try trade to their own account.

Once each month the company
charters special cars giving hourly
service on one or both of these lines.
Some months they run one day from
Appleton, the next from Fond du
Lac. Round trip fares that ordinarily
amount to 40 or 50 cents from outside
points to Oshkosh are cut to a flat
rate of 10 cents. Everyone who cares
to come on these excursions is enti-
tled to the reduced rate and is under
no obligation to buy. On payment of
the 10 cents to the conductor an ex-
change check is given which, when
presented at the store, entitles the
holder to a free return ticket.
Furthermore the standing rule which
provides that purchases of $5 or over
shall secure a refund of fares up to
50 cents enables customers even on
excursion days to secure a refund of
the amount paid on the car.

For several days previous to each

excursion the surrounding country is
flooded with advertising circulars an-
nouncing it. Each circular carries a
detailed description of many of the
leading goods to be offered and some
special price quotations are made as
an extra inducement. Readers of the
circulars are enabled to obtain a defi-
nite opinion as to just what advantag-
es they can gain in a money saving
way by attending these sales.

That the tone of a business office
may be reflected in its externalities,
just as the social class of a man is
reflected in his manner and clothes,
is evidenced by practically all con-
cerns of good standing.

The concern which allows its em-
ployes to be careless in their dress
is invariably careless in its corres-
pondence, in its methods of handling
customers, in .its products, and,
eventually, in its finances. On the
other hand, the house that maintains
a businesslike accuracy and care in
its operations is characterized by an
orderliness in its representatives,
whether they be salesmen, letters,
printed matter or any other recogniz-
ed medium of communication between
the house and the buyer.

The representative of a firm who
appears unkempt not unusually turns
the balance against himself, although
his proposition may be quite as sound
as his competitor's. Care in exter-
nal appearances, however, generally
indicates care in methods of transact-
ing business and the average buyer
is influenced accordingly — perhaps
not analyzing the observations on
which his decision is based.
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What Cars on the Limited Weigh.

Perhaps you don't know that the
heaviest of all cars in a transconti-
nental limited train is the dining car.
But it is, ordinarily, by about 10,000
or 15,000 pounds. Between the car
construction and the necessary kitch-
en equipment and icebox contents, a
full size standard dining car tips the
scales at 140,000 pounds when ready
to make its customary division run.
Therefore, on the principle that in
case of collision a passenger is safer
in the strong, heavy coach in the cen-
ter of a vestibuled passenger train,
the dining car is a good place to re-
main in.

A sixteen section sleeping car may
weigh from 110,000 to 125,000 pounds,
while the buffet-library car comes
next in weight at 107,000 pounds. The
baggage car weighing 83,000 pounds
may be the ligthest in a train, but
the postal car next to it weighs an
average of 103,600 pounds. A redlin-
ing chair car is full weight at 87,000
pounds, while the ordinary passenger
coach weighs 93,000 pounds.

With a locomotive and tender
weighing 260,000 pounds, one may
guess by these figures pretty closely
to the enormous weight of some of
the through modern railway trains of
seven cars. What the force of impact
would be for one of these trains strik-
ing head on at sixty miles an hour,
however, is a problem for the phy-
sicist.

A little vanity keeps a man keyed
up to his best, while too much ren-
ders him obnoxious to his fellows.

OF INTEREST TO YOU

When a grocer sells cheap baking powders he invites dissatisfaction.

The

cake being spoiled by the powder, all the ingredients will be classed as inferior, to

the discredit of the grocer who sold them.

The sale of lower-cost or inferior brands

of powders as substitutes for the Royal Baking Powder, or at the price of the Royal,

is not fair toward the consumer and will react against the reputation of the store.

Royal is recognized everywhere and by every one as the very highest grade

baking powder— superior to all other brands in purity, leavening strength and keep-

ing quality.

It is this baking powder, therefore, that will always give the highest

satisfaction to the customer, and a thoroughly satisfied customer is the most profit-

able customer a dealer can have.

Ask your jobber for Royal

Baking

Powder.

profit to the grocer than the low-priced alum brands.

ROYAL BAKING POWDER CO., NEW YORK

In the long run it yields more



Movements of Merchants.
Saugatuck—Mrs. Ida Brown
open a women's furnishing
here.

Owosso—Fred Craig has engaged
in the paint and wall paper business
here.

Ovid—Leon Waltz will open a res-
taurant and confectionery store here
April I

Lake Linden—Joseph Roberts has
engaged in the grocery and meat
business here.

Ithaca—George W. Winget & Son
succeed William Hendricks in the
meat business.

Muskegon—A. Racette has added
dry goods, notions and graniteware
to his stock of groceries.

Detroit—F. W. Jewell, recently of
Cheboygan, has engaged in the gro-
cery and meat business here.

Freeland—A. D. McGuire has clos-
ed his meat market.

Stevensville—A general store has
been opened here by Falk & Liskey.

Manistee—James Volpe has opened
a confectionery and cigar store here.

Alpena—J). T. Des Champs has
leased the Donovan building on Sec-
ond avenue and opened a hardware
store.

Fremont—R. J. Purcey has pur-
chased the interest of his father in
the jewelry stock and is now sole
owner.

Lowell—Harry Shuter, formerly of
Nashville, has purchased an interest
in the clothing stock of Lalley &
Anderson.

Hawkins—Laurence O’Neil has sold
his stock of general merchandise to
Frank Jackson, who took immediate
possession.

Marquette—Mrs. S.  Sealer, who
conducts a grocery store here, is pre-
paring to open a branch on West
Iron street.

Kalamazoo—Larned & Shandrewl,
hardware dealers, 126 West Main
street, have made an assignment to
W. J. Bristol.

Gaylord—Frank Jones has sold the
City Bakery to John W. Grant, who
owns the building in which the busi-
ness is conducted.

Lapeer—Joseph Armstrong has sold
his stock of clothing and men'’s furn-
ishing goods to John Imerman, re-
cently of Saginaw.

Homer—R. A. Smith has sold his
grocery stock to J. W. Bond, of Al-
len, who will continue the business at
the same location.

Dryden—F. C. Davis has sold his
stock of meats to his son, Fay, and
will devote his entire time to buying
and shipping stock.

Detroit—The Briggs Co. whole-
sale ancLjetail cement and grain deal-

will
store
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er, has increased its
from $10,000 to $40,000.

Mancelona—Mrs. Adsit, of Bellaire,
has traded her farm for the R. E.
Mason stock of bazaar goods and
taken immediate possession.

Allegan—E. T. Messinger has pur-
chased the bankrupt grocery stock of
A. R. Miner and will continue the
business at the same location.

Saginaw—Hugo P. Zoerner has
sold his stock of shoes and men's
furnishing goods to A. H. Bennett
who took immediate possession.

Lansing—Charles J. Mears has re-
signed his position as Deputy Secre-
tary of State to take the management
of the Eureka Machine Co. here.

Albion—W. O. Marcle and Wm.
Stirling have formed a partnership,
the former buying a half interest of
the latter in his furniture stock here.

Coldwater—Kerr Bros, have sold
an interest in their hardware stock
to Clarence S. Vincent and changed
the firm name to the Kerr Bros. Co.

Ovid—G. E. Waltz has traded his
stock of groceries to Harry Loree
for his stock of general merchandise
at Price, each taking immediate pos-
session.

Lawrence—Ed. H. Luce has sold
his general stock to James P. Ryan,
who will continue the business under
the management of his brother, Wm.
D. Ryan.

Grand Ledge — P. T. Bertrand,
formerly with the J. L. Hudson Co.,
of Detroit, has assumed management
of the Stanton dry goods and millin-
ery store.

Fenton—Charles H. Hurd has sold
his interest in the C. J. & C. H. Hurd
implement stock to his partner, who
will continue the business under his
own name.

Clarion—W. H. Ransom has sold
his general stock to A. J. Crago, who
is also engaged in general trade at
Springvale. Mr. Crago will conduct
both stores hereafter.

Shelby—S. Spellman has sold his
slock of hardware to P. A. Spellman
and S. Spierenburg, who have formed
a copartnership and will continue th
business at the same location.

St. Johns—A. H. Burk has sold his
interest in the general merchandise
stock of Burk Bros, to his partner,
Frederick Burk, who will continue the
business under his own name.

Chelsea—John Farrell has sold an
interest in his grocery stock to Ed-
ward Keusch and George Millspaugh
and the business will be continued un-
der the style of John Farrell & Co.

St. Joseph—H. P. lnudsen has sev-
ered his connection with M. Hale &
Co., of South Haven, and purchased
an interest in the dry goods and

capitalization

clothing stock of Shepard & Ben-
ning.

Caseville—A new company has been
organized under the style of the Sag-
inaw Bay Fish Co., with an authoriz-
ed capital stock of $4,000, all of
which has been subscribed and paid in
in cash.

Eaton Rapids—H. L. Boice has sold
a half interest in his confectionery
stock to his former clerk, Owen
Stoddard, and the business will be
continued under the style of Boice &
Stoddard.

Plainwell—A. L. and Ida F. Reese
have purchased the interests of Gor-
ham and Eber Sherwood in the hard-
ware stock of A. L. Reese & Co. and
will continue the business under the
same name.

lonia—Frank A. Williams, 31, for
several years a local druggist, died
at his home here March 19, follow-
ing a lingering illness. He is sur
vived by a widow. He had lived
in this place all his life.

Port Huron—Bruce Rowley, Frank
McElroy, Dr. Callery and Herbert
Smith have purchased the shoe stock
of the Ballentine Shoe Co. and will
cjontinue the business,; under the
name of the McElroy Shoe Co.

Sault Ste. Marie—J. A. Gibbon has

signed his position of salesman for
C. P. Haerle & Co., dealers in gro

ries, and will engage in a similar
business on the corner of Spruce and
Kimball streets, under his own name

Port Huron—The McElroy Shoe
Co. has been incorporated to buy and
sell shoes, rubbers, slippers and gen
ral footwear, with an authorized
apital stock of $8,000, all of which
has been subscribed and paid in in
cash.

Manistee—Holmes & Co., dealers in
general merchandise, have dissolved
partnership and sold their stock to
Ole Gunderson and sons, George and
Edward, who will continue the busi
ness under the style of O. Gunderson
& Sons.

Kalamazoo—A new company has
been incorporated under the style of
the Upjohn Land Co. to purchase
hold and deal in real estate, with an
authorized capital stock of $25,000, all
of which has been subscribed and paid
in in cash.

Holton—The O’Connor-Martin Co
has been incorporated to buy, sell and
deal in all kinds of produce, building
material and builders’ supplies. The
new corporation has an authorized
capital stock of $5,000, all of which
has been subscribed, $3,500 being paid
in in cash.

Oxford—J. A. Jossman has sold his
stock of general merchandise to
Clarence E. Baxter, who will continue
the business at the same location
Mr. Jossman will devote his entire
time to the grainery business,
which he and M. S. Howland
joint partners.

Hastings—A new company has
been organized under the style of the
Loppenthien Co., to engage in the re
tail and wholesale dry goods and
general merchandise business. The
new corporation has an authorized
capital stock of $10,000, all of which

has been subscribed and paid in
cash.
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Flint—Roy W. Jennings, undertak-

', has merged his business into a
stock company under the style of the
ennings-McKinney Co., with an au-
thorized capital stock of $7,000, all of
which has been subscribed, $6,000 be-
ing paid in in property and the re-
mainder in cash.

St. Joseph—Shepard & Benning,
dealers in dry goods, have merged the
business into a stock company under
the style of the Shepard & Benning

0., with an authorized capitalization
of $50,000, all of which has been sub-
scribed, $362.05 being paid in in cash
and $49,637.95 in property.

Vermontville—The grocery firm of
Allen & Andrews dissolves partner-

hip, Harley Andrews disposing of
his interest to Frank Rawson, recent-

of Fremont, Ohio. The business

i'll now be carried on under the firm
name of Allen & Rawson. Mr. An-

rews will resume farming.

Muskegon—Following a stroke of

poplexy, L. O. Loveland, aged 56
ears, a druggist of this city, died
March 19. He had formerly been in
the drug business at both Charlotte

and Lansing. The body was taken
for burial to Charlotte, where a
brother, A. W. Loveland, resides.

Other brothers are E. E. Loveland,
of Vermontville, and F. H. Loveland,
of Lansing.

Morrice—Watkins & Davis, who
handle men’s furnishing goods and
toceries, have closed their store to
nventory stock. It is the intention of
Mr. Watkins to sell out to Mr. Davis
and retire from the business. Mr.
Watkins, who is postmaster at this
place, has been an active business
man here since the town started.
He was identified with the harness
business up to a few years ago, sell-
ing out to engage in business with
Mr. Davis about four years ago.

Houghton—W. B. Hoar has sold
his grocery stock to August Kehl, of
this place, and Fred Kehl, of Han-
cock, and turned his dry goods stock
over to Ernest J. Dube as trustee.
Failing health compels his retire-
ment from business. Mr. Hoar first
began business in this place over
twenty years ago and was partner
in the firm of VanMourich & Hoar, in
the Houghton National Bank build-
ing. About thirteen years ago he
bought out his partner and moved to
the present location, which was then
occupied by R. M. Hoar, a nephew of
W. B. Hoar. Here he became part-
ner with Joseph and William Hodg-
son, under the firm name of Hodgson
Brothers & Hoar, which firm con-
tinued until 1903, when the Hodgsons
retired. Since then Mr. Hoar has
been in business alone and has been

one of Houghton's prosperous mer-
chants.

Manufacturing Matters.

Detroit—The Hupp Motor Car Co.
has increased its capital stock from
$50,000 to $250,000.

Detroit—The capital stock of the
Detroit Shear Co. has been increased
from $30,000 to $100,000.

Detroit—The Hubbs Concrete Ma-
chinery Co. has been incorporated
with an authorized capital stock of
$5,000, of which $2,500 has been sub-
scribed and paid in in cash.

>7
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GROCERY”» PRODUCE MARKETI

The Produce Market.
Apples—3$4(3)4.50 per bbl.
Beets—$1.50 per bbl.

Butter—The supply of fancy butter
continues light. The bulk of the re-
ceipts is showing seasonable defects
and has to be sold at concessions. A
good consumptive demand for extra
creamery butter is reported, but there
is only a fair demand for medium
grades. The market is steady on the
present basis and no important
change is looked for either in prints
or solid packed. Local dealers hold
creamery at 32c for tubs and 3270
for prints; dairy ranges from i8@i<c
for packing stock to 23c for No. I;
process, 25(0)260; oleo, 12@?2ic.

_Cauliflower—$2 per doz. for Califor-
nia.

Cabbage—385c per doz.

Carrots—$1.25 per bbl.

Celery — 65@90c for California;
$2.50 per crate for Florida.

Cranberries—3$5 per bbl. for Late
Howes.

Cucumbers—Hothouse, $2 per doz.

Eggs There is a good consump-
tive demand for eggs and the full
receipts are readily sold each day.
The market is about ic per dozen be-
low a week ago, and the receipts
seem about normal for the season.
Ehe relatively high prices are due to
the continued good demand, which,
in turn, is caused by the high prices
of other products. The quality of
the current receipts of eggs is run-
ning exceptionally fine. The de-
mand should remain good on about
the present basis for some little time,
although varying receipts are bound
to cause a more or less varying mar-
ket. The egg market is ruling about
10 per cent, above a year ago. Local
dealers are paying 18c f. o. b. ship-
ping point, holding case count at 19c
and carefully selected stock at 20c.

Egg Plant—$2 per doz.

Grape Fruit—Florida is steady at
$3.25 per box for 96s, $3.50 for 80s
and $4.50 for 54s and 64s. Cuban is
50c per box less.

Grapes—$5@6 per keg for Malagas.

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

Lemons—The market is steady on
the basis of $3-75@4 per box for both
Messinas and Californias.

Lettuce—Hothouse leaf, 12j*c per
Ib.; head, Southern stock, $2.50 per
hamper.

Onions—Home grown, 85c per bu.;
Spanish are in fair demand at $1.65
per crate. Green from Illinois com-
mand 25c per doz.

Oranges'—Navels, $2.75(0)3.25; Flor-
idas, $2.75 for 200s and 216s and $3 for
176s and 150s.

Pieplant—10c per Ib.
grown hothouse stock.

for home

Pineapples—$4.50(855 per crate for
Cuban.

Potatoes — The market is utterly
featureless. Outside buyers pay i8@

25c. Local dealers hold their sup-
Poultry—Fowls, n”~@i2c for live
plies at 30c.

and 13@ i4c for dressed; springs, 12@
13c for live and 14@ i5¢c for dressed;
ducks, 9@ioc for live and 13(8)140 for
dressed; turkeys, i6@i7c for live and
i9@2oc for dressed.

Squash—2c per Ib. for Hubbard.

Sweet Potatoes—$3.50 per bbl. for
genuine kiln dried Jerseys.

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.

Fresh Vegetables

At this season there is room to push
the sale of hothouse products. The
system tires of the heavy foods of
winter stock and there is an irresisti-
ble desire to turn to Mother Earth
to get something fresh from the soil.
The first spring offerings are most
delicious if well served; but if not pre-
sented in first-class shape they are
disappointing. While the hunger for
them asserts itself so strongly that
it will not be downed, an imposition
is remembered. Better give crisp
lettuce and radishes than to create
the impression that you are half hum-
bugging your patrons just because
they have no other way than to pur-
chase the inferior article or do with-
out. Of course, if your rival does
better they will soon find it out and
patronize him.

When you have perishable goods
always announce the fact fully in the
morning paper. Display them inthe
window. If that is not a suitable place
to keep them in good condition, get
out a handsome card relating to them
and place this where those who run
may read. When a person asks about
the fresh lettuce and onions and is
possibly surprised that they are not
in sight, just explain to him that
you are keeping them where they will
be in first-class order when they go
to the consumer. There is not only
the pleasure which goes with the pur-
chase of any good thing, but the fact
that you are making an extra effort
to deliver in fine shape goes a long
way toward cementing the commer-
cial friendship.

Besides, others value your products
at your own scale. If by your man-
ner you consider them indifferently,
giving them any old place convenient,
others will do the same. But if you
show that they are really worth giv-
ing the best of care while in your
hands the buyer will feel that he is
getting the worth of his money—and
sc he will.

Tea—The market is devoid of any
special interest. Holders are still ex-
pecting an increased demand from the
retail trade, because stocks through-
out the country are light. Prices re-
main firm and few bids are accepted
below quotations. The Ceylon mar-
ket is very strong and stocks of Nibs
(or Gunpowders) are completely ex-
hausted in this country, with no pros-
pect of any immediate arrivals, and
even then at a greatly advanced price.
Formosas and Congous remain dull.

Coffee—Spot Rio and Santos show
no change and are in light demand.
Mild coffees continue for the most
part firm, but comparatively quiet.
Java and Mocha are quiet and un-
changed.

Canned Goods—Tomatoes did not
move quite as fast the last week as
for some time past and reports from
the East are to the effect that buyers
are still holding off and very little
business is being done in the line of
canned corn or tomatoes. Trade on
corn in this market is all that could
be expected, with the prices the same
as last week. Asparagus remains at
the same price and the demand is
light. Peas are moving well in all
grades and prices are the same as for
some time past. There is a good de-
mand for nearly all kinds of canned
fruit. Gallon apples are moving very
well at unchanged prices, but pack
ers are not anxious to crowd the mar-
ket and so hold prices firm. Califor-
nia peaches are moving well at the
present prices. Apricots are in fair
demand. There is also a fair demand
for pineapple, with prices the same as
last week. Nothing new is present-
ed in domestic sardines. Salmon in
all grades is in good demand and this
is quite sure to increase with the
coming of warm weather. Pink and
Red Alaska are selling well at firm
quotations. Shrimp and lobsters are
in moderate demand, with prices
holding firm.

Dried Fruits—Apricots are scarce,
strong and quiet. Raisins are un-
changed. There is much pressure to
sell at varying prices. Currants are
selling seasonably at unchanged pric-
es. During the week the Government
has released a large consignment of
figs that had been held pending the
disposition of some question which
arose under the Federal food act.
Since spot supplies were very low, an
active demand awaited them at high-
er prices than were ruling when they
were detained. Dates and citron are
unchanged and dull. Prunes are un-
changed and dull. Peaches have
shown a better demand during the
week at prices which rule higher on
the coast than in secondary markets.

Rice—The demand from the retail
grocers is very good, both local and
out-of-town. Advices from the At-
lantic coast say the market is very
dull; also at New Orleans there is not
much doing in a distributive way and
all the mills are closed down except
one, as there is no margin between
the planters’ price on rough and the
current price of cleaned.

Cheese — The market remains

steady and unchanged. The consump-
tive demand continues good consid-

ering the extremely high prices.
Stocks are low. The present condi-
tion of the market will probably con-

tinue until new cheese is available,
which will hardly be before ninety
days.

Syrups and Molasses — Glucose
shows no change in price and com-
pound syrup is likewise unchanged.
The demand for the latter product
is moderate. Sugar syrup is active
at maintained high prices. Molasses
is in moderate demand at unchanged
prices.

Salt—The Morton Salt Co. has pur-
chased all the real and personal prop-
erty of the Internationl Salt Co. in
the West, including the warehouses,
offices, docks and factories in Chica-
go, Minneapolis, Toledo, Detroit,
New Orleans, Sheboygan, Milwaukee,
St. Louis, Port Huron and Manistee,
and also the property of various oth-
er companies having an aggregate
producing capacity of over 10,000 bar-
rels of salt a day.

Fish—Cod, hake and haddock are
unchanged and in seasonable demand.
Domestic sardines show no change.
Prices are somewhat unsettled, some
packers holding out for $2.65 East-
port on quarter oils, while others will
sell at $2.50. Imported sardines are
in moderate demand at unchanged
prices. Salmon is still firm anJ scarce,
there being no red Alaska obtainable
from first hands. Mackerel have
shown a fair demand during the week
at maintained prices.

Provisions—There has been a gen-
eral advance of y2c per pound in all
cuts of smoked meats, due to the
extremely high prices of hogs. Con-
sidering the prices, the demand is

good. Pure lard is firm at f2c ad-
vance, compound accompanying it
with an advance of y\c. Barrel pork,

dried beef and canned meats are firm
and unchanged.

The Drug Market.
Opium—Is unchanged but firm.
Morphine—Is unchanged.
Quinine—Is steady.

Coriander Seed—Is very firm and
advancing.

Oil Cubebs—Has advanced on ac-
count of higher price for berries.

Linseed Oil—Has advanced and is
tending still higher.

Gerrit Platt, for nearly thirty years
foreman of the order department of
the Hazeltine & Perkins Drug Co.,
but who retired two years ago to be-
come a grower of fruits and raiser of
poultry at Waverly, has turned over
the management of the business to
his son and will resume his former
position.

Geo. S. Thwing, formerly with the
American Case & Register Co., has
purchased the West Michigan Pickle
Works of the J. W. McCrath estate
and will continue the business.

R. N. Nott has added a line of
millinery to his department store at
Grand Ledge. Corl, Knott & Co.
furnished the stock.

E. T. Messenger has re-engaged in
the grocery business at Allegan. The
stock was furnished by the Worden
Grocer Co.



MONSTER MONOPOLY.

How Dan Ryan Eliminated All Com-
petition.
W ritten for the Tradesman.

The town of Kirkersville had a
boom. While the boom was on the
editor of the Weekly Eagle went
wild and called the town a “city.”
Then things began to happen.

The city of Kirkersville had to
have a Board of Public Service to
take charge of its affairs and look
after its improvements. Every citi-
zen took great pride in this new body
of city fathers and it was looked up-
on as the guardian angel of the town.

One wintry morning a few months
after the Board of Public Service had
been elected a group of business men
shivered and shook as they stamp-
ed and tramped about in the snow on
a street corner. They were waiting
for Ryan’s 'bus to take them down
town. First it was five, ten, then fif-
teen minutes late.

Squire Jenkins lost his patience. He
said, or rather chattered, between his
scattering teeth, “Consarn that ’'bus.
I guess I'll report this delayin’ busi-
ness to that new Board of Public
Service. I'll bet they can do some-
thin’ about it.”

“Do you think so?” asked Jim Wil-
kins, of the City Drug Store. “Well,
I'd advise you not to go to them
Public Service fellows. They either
don’'t know much or they're grafters,
I haven't decided which.” No one
ever paid much attention to Wilkins,
as he was always knocking someone,
so his remarks passed unnoticed.

But Squire Jenkins had his mind
made up, and the first thing he did
that morning was to register a com-
plaint against Kirkersville’s only sys-
tem of public conveyance. This out-
fit of rickety rolling stock was known
as Dan Ryan’s 'bus line.

“What have | got to do with Dan
Ryan’s business?” demanded Bill
Swan, chairman of the Public Service
Board.

“Well, it appears to me,” said the
Squire, “that this Board was appoint-
ed for just such a purpose.”

“That’s what everybody seems to
think,” said Swan. “The people in
this town run here with all their
troubles This Board was appointed
for the protection of public interests
and the material advancement of the
place.”

“I guess that includes Ryan’s 'bus
line then,” said the Squire, trium-
phantly, “for it certainly is a public
affair.”

“No, Squire,” said Swan, “you’re
wrong. Ryan’s 'bus line is not a cor-
poration. It is a private affair.”

“It’s a blamed sight worse than a
corporation,” said the Squire. “Why,
this 'bus line is a regular monopoly.”

Then the Squire told Swan some
things he did know and some things
he didn't know that Dan Ryan'’s busi-
ness; and he made it clear to Swan
that if the Board of Public Service
did not make Ryan reduce his rates
and give better service the citizens of
Kirkersville would rise up in arms.

As soon as the Squire had gone
Bill Swan went down to the livery
stable to see Ryan.

“Dan, the people of this town are
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complainin’ against your monopoly,”
said Bill in his quiet way.

“Quit your joshin’,” growled Dan,
“1 ain’t runnin’ no monopoly.”

“Yes, you are,” asserted Swan,
“You know you reduced your rates
for carryin’ people so that they
would not ride in Larry Dolan’s
'‘bus. Then you went around, after
you broke him, and bought his out-
fit for $50.”

“Well, that was a square deal,”
blustered Dan. “1 offered him $125
first, but he wouldn't take it.”

“Well, 1 don't call it a square
deal,” said Swan, letting loose some
of his wrath. “You may have offered
it, but when he wouldn’t sell you
tricked his trade away by offering free
rides on certain days to regular cus-
tomers. You drove everybody else
out of business and you know it.”

“That’s business,” said Ryan, un-
moved by Swan’s anger.

“It may be your kind of business,"
said Swan, “but it won't last in this
town. The people didn't say a word
when you bought up all the other
'‘bus lines, but they won’'t pay 10
cents when the price ought to be 5.”

“Well, what are you goin’ to do
about it?” grinned Ryan.

“Never mind that,” said Swan. “The
Board of Public Service has taken this
matter in hand and we’ll find some
way of bringing you to time.”

Ryan glared at Swan a moment
before he spoke. “Let that Board of
Public Service dare meddle with my
business and it will be a sorry day
for them.”

But Bill Swan, as chairman of the
Board, was not to be stopped by
Ryan’s threat. He immediately issued
a call for a special meeting. Colonel
Bud Warner and Judge Len Webb,
the other members of the Service
Board, responded almost as quickly
as they did years before when serving
on the fire brigade.

“Gentlemen,” said Swan, when the
Board were seated, “we have been call-
ed upon to deal with a mighty prob-
lem. We've got to find a way to
regulate Dan Ryan’s ’'bus business.
The people are complainin’ because
he squeezed Larry Dolan out of busi-
ness, and now that he has a clean
field he charges 10 cents a ride in-
stead of 5.”

“The consarned old skinflint!” roar-
ed Colonel Warner. “T was a wonder-
in" what Larry had done with his
phaeton and old hoss.”

“You see,” said Swan, “it is our
duty to either regulate Ryan’s busi-
ness or break up his monopoly at
once.”

“By cracky, you're
said his two colleagues.

“Wall, it appears to me,” advised
Judge Webb, “that the first thing to
do is to start another 'bus line in
opposition to Ryan’s.”

“Then we would have one of them
there municipal ownership affairs,
wouldn’'t we?” enquired Colonel War-
ner.

“That won’'t do,” said Swan, “the
people in this town don't want to
buy and operate any ’'bus line, that's
certain. It would be too much trouble
and too expensive.”

“l have heard them ™us lines pay

right, Swan,”

like sixty,” interrupted Judge Webb,
figuring rapidly in his day book.

This remark stopped conversation.
All three members of the Public
Service Board sat there staring hard
at each other. All three were grap-
pling with the same tremendous idea.

Judge Webb was the first to break
the silence, and even then his words
came timidly:

“You know that that old gray hoss
of mine is jist eatin’ his head off down
there in the barn.”

“And | ain't workin’ my old sorrel
hoss, either,” said Colonel Warner,
with a wise smile.

“And my picnic wagon is just rust-
in’ its tires off,” added Swan.

“The only thing is,” said the Judge,
who appeared to be hankering after
an active part in the consolidation,
“we couldn't run the ’'bus line under
our own names. The town folks
might not consider it the right thing
for men in our positions—’

“Don’t be frettin’ about that,” in-
terrupted the Colonel. *“I have a
cousin out of work over at Plain
City. He would be glad of the job
and we could rely on him to keep a
closed mouth about our affairs.”

“l believe we can conduct the 'bus
line at a large profit to ourselves,”
whispered Swan, “and at the same
time be doin’ the town folks a real
service.”

And so after many crooks anl
turns the Independent Omnibus Line
of Kirkersville was launched to de-
stroy the monopoly controlled by
Dan Ryan. It was rumored about
town that a wealthy stranger had
bought Swan’s picnic wagon, Webb’s
gray and Warner’s sorrel for the new
'‘bus line, and the rumor stopped
there. When the people learned that
the rates were 5 cents a person, pack-
ages and children free, they were so
delighted that they were not con-
cerned in the least about who owned
and operated the new line.

From the very start Dan Ryan’s
'bus was nearly always empty. The
Board of Public Service was expect-
ing Ryan to demand an investigation
any minute, but he never murmured
nor raised a hand against the Inde-
pendent line.

Then it finally came about that
once more Squire Jenkins shivered in
the cold on a windy street corner in
Kirkersville. The Independent ’'bus
had not put in an appearance. The
Squire and all the townsfolk who had
been riding on the Independent line
since the day it started were forced
to take Ryan’s ’'bus and pay the
monopoly price of 10 cents instead
of 5.

The Squire went straight to the
Public Service office. “Bill Swan,” he
shouted, “what's wrong with the In-
dependent this mornin’?’

Swan jumped as though he had
been shot. “Nothin’ that | know of,”
he answered, when he had recovered
his speech.

“Well,” snapped the Squire, “it ain't
runnin’ anyway.”

Swan was uneasy, but he did not
let the Squire see it. “I will investi-
gate right away,” he answered, as

the disgusted Squire slammed the
door.
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Before he even had time to reach
for his hat and coat in came Colonel
Warner and Judge Webb. The Col-
onel wore a sheepish expression and
he cleared his throat several times be-
fore he could get out the words, “I
am sorry to report that my cousin
has sold out to that reprobate, Ryan,
and he has skipped with the money.”

Swan and the Judge both glared
ferociously at the Colonel, but words
and curses were useless in a case of
this kind.

—,” exploded the

Judge.

“Forget the cousin,” said the wrath-
ful Swan. “It’'s that Dan Ryan we
should be gettin’ after. | had a feel-
in’ all the time he was up to some
devilment. I'll have the law on him
for this underhanded trick.”

“But we can't open our heads about
that Independent deal,” warned the
Judge.

“That's so,” replied the crestfallen
Swan. “Ryan certainly has our hands
tied and our mouths sealed this time.”

“1I'm durned sorry about it,” apolo-
gized the Colonel, “but | blame Ryan
more than | do my cousin.”

“Just wait, Dan Ryan!” hissed
Swan, shaking his first at the imagin-
ary adversary. “The Board of Public
Service will unloosen the talons of
the monster monopoly yet.”

C. L. Pancoast.

Lead
ports.
In review of the outlook for Ar-
gentine as a feeder for the world Dr.
Emilio Lahitte, Director of the Sta-
tistical Department of that country,
says: “All promises point to a not
far distant period when the Argen-
tine, with 30,000,000 head of horned
cattle and 69,000,000 head of sheep
and swine, with extended prairies and
abundant grasses and a population of
6,000,000 to 7,000,000 souls, will be
called upon to occupy first rank
among meat-exporting countries, with
all the greater advantage in that it
must produce it in greater quantities
and of better quality by utilizing the
ever-increasing excess of its corn
harvests. In 1908 the freezing estab-
lishments of the Republic exported
573946 head of beef cattle. As the
total export of frozen meat is con-
sumed by the English market these
figures show the supremacy of the
Argentine in that market over the
other producing countries. As re-
gards mutton, the figures of the ex-
portation for 1909 by the freezing
establishments reach 3,297,667 head,
approximately.

Argentine Will in Meat Ex-

Butchers Want Law Changed.

Retail butchens of Los Angeles,
Cal., will request the City Council to
amend the ordinance relating to meat
inspection. The dealers desire to
have the measure changed to permit
the butcher to do his own killing. Un-
der the present arrangement the work
must be done at a slaughter-house.
They also will request that provision
be made for a meat inspector.

The man who sets out in life’s race
expecting to have a walk-over is like-
ly to be run over before he has pro-
ceeded far upon his way.



March 23, 1910

Real Cause of Present Day Dis-

content.
Wrritten for the Tradesman.
With all their investigating, in

Congress and out, there does not
seem to be any solution to the ques
tion of cheaper living,” said Sam
Smalley as he sat down for a chat
with Schoolmaster Tanner on his
front doorstep.

The weather was something grand
for early March, much like unto May.
The ex-schoolmaster had been spray
ing his trees, trimming grapes and
looking after minor factors in fh
farm progress. He smiled on his vis
itor, who was a city man, buying
butter and eggs along the valley road
for his commission friend in town.

<Congress can't do everything,
Said Tanner, chewing a cutting of
grape.

Fact is it can't do much of any
thing,” returned the egg buyer. “I
know some people think the Ameri-
can Congress can make or break; cure
every public ill that comes along. We
are governed too much instead of too
little, Tom.”

“Do you think so, Sam?”

“That’s what | do.”

Well, I m not going to dispute
that point,” declared old Tom, “but
3°ur speaking about the high price of
living reminds me of the fact that
not Congress but the people them
selves are to blame.”

‘How do you make that out?”

Easy enough. It is the extrava
gance of the people that keeps them
at the grindstone. Why, with all of
our high prices the American people
ought to live comfortably and lay up
money. High cost of living, indeed!
Why, ao you know, Sam, we ought to
be having the best times America ever
experienced. Farmers certainly are
prosperous.”

In a measure | suppose they are,
and yet they all grumble about the
high price of coal, clothing, cotton
goods and groceries

Its the nature of the beast,” and
lorn Tanner laughed grimly.

“Then the men of the cities, the
laborers and professioaal men, groan
in spirit over the great cost of li
ing, far too high in comparison with
the wage scale.”

“Do you think that is true, Sam?’

“Do | think what is true?”

‘That the price of living is out of
proportion to the wage scale?”

Why, to be sure. Everybody knows
that. You know what James Hill
says—"

“All poppycock!” interjected old
Tom.

“Easy to say, Tom, but—"

“And easy to prove, old man. Th.
American people are faultfinding by
nature, not only that, but very short
of memory. | tell you, Sam, we are
living in the best of times. A man,
be he laborer or what not, ought to
be thankful for the good times. The
people have already forgotten that a
dozen years ago we had cheap prices,
low wages, little work and soup hous-
es galore. Who would go back
to that state of affairs? Congress
had something to do with that, too,
in the way of tariff tinkering. Do
you know, Sam, that strikes and gen-
eral cussedness break out always in

Michigan tradesman

a period of inflated prices? When hard
times are with us there are no walk-
outs, no mobs of union strikers bruis-
ing, beating and murdering their fel
low citizens whom they denominate
scabs. | have no use for a man who
makes the claim that, because he be
longs to a labor organization he is
entitled to privileges from both Gov-
ernment and employer not granted to
any laboring man outside of his or
ganization.”

“Oh, well, we won't discuss strikes,
Tom. | was wondering where all this
increase in the price of food products
was to end. It couldn't be much
worse if we had war

“See here a minute, Sam,” interject
ed the schoolmaster.

Heave ahead, Tom.

“You seem to carry the idea that we
never had anything analogous to our
present times—high prices and ill-paid
labor.”

No, | didn't say labor is ill-paid,
although, unless prices of food stuffs
drop, wages must be raised or people
will suffer.”

They are suffering now.

Ha. you admit that, do you?”

“Sure; through their own extrava
gant habits, however. The American
man can not stand prosperity. | sup
pose you think this a period unlike
any ever before known in our coun
try?”

“Why, yes, | think so. You see

“Now, Sam, let me propound a
guestion.”

“Go ahead, Tom

“About when do you think thi

country saw its highest prosperity?”

“At the period immediately follow-
ing the Civil War. My father was liv
ing in those days. | have heard him
tell what grand good times we had
then. Money was plenty, also work
at big wages and prosperity rode on
its topmost wave.”

“Did he tell you why that vast
prosperity did not continue?”

“Well, you see, dad was a Green
Packer and he thought the contrac
tion of the currency destroyed ou
unparalleled prosperity. Of course
time has rather dispelled that idea.’

“Yes, of course. Well, Sam, let me
give you a few figures: That time
immediately subsequent to the war,
which you laud as of such wonderful
prosperity, was a time of inflated
prices. Everything used by the con-
sumer went sky-hig*h. Present prices
are not a priming to what they wen-
in the later sixties.”

“Is it possible?”

‘What would you think now if you
iad to pay $5 for a common print
gown ?”

“But you don’'t tell me that com-
mon calico was that high?”
“Ordinary print went to 50 cents a
yard.**

Well, | declare

“And the best of it now at 7 cents
causes people to growl.”

“Yes, that’'s so,” admitted the egg
buyer.

Sugar, that staple in every house-
hold, was worth 25 cents per pound.”

“Vou don't say!”

“Butter so cents, pork $40 a bar-
rel, flour $20 and kerosene oil, that
trust-ridden product of to-day, which

harrows the soul of the consumer be
cause of the exorbitant price of 12
cents, sold in the prosperous days of
which | speak at 80 cents a gallon.”

“Tom, old man, you are stringing
me!” gasped the egg man.

“No, | am not. The poorest green
Rio coffee was 40 cents, tea, not the
best at that, $2 a pound. As for cloth
ing it took $40 to buy a suit of ordi-
nary hand-me-downs. Wheat was $3,
hay $40 and other things in propor
tion. Now this is only a small part
of the expense of housekeeping in
those days. | have not mentioned
potatoes at $1.50 per bushel, beans $5
or $6, and the like.”

“Whew! Tom, what a time that
must have been. But, then, the wages
were quite up to these prices, no
doubt.”

“Wages? There's where we get the
meat of the whole argument. Wages
weren’'t as high as they are to-day.
Thirty dollars per month was the
ordinary wage in the lumber woods,
board included. Teamsters got as
high as $45, boarding themselves.”

“By gracious, Tom, | can’t see how
folks could live in those days.

“But they did live, were prosper
ous, too, and growled far less than
we do now at the high prices. | tell
you, Sam, it's our beastly extrava-
gance that plays the mischief. Com-
mon labor now must live on as high
a shelf as did the rich man of fifty
years ago.”

“Are you sure you have made no
mistake in your figures, Tom?” gasp-
ed the wondering, douhting Samuel

“No mistake whatever, old chap,”
cried the schoolmaster, rising and
turning to enter the house. “I can
produce the figures from an account
book | owned in those days. Wait
a minute—"

Not now, Tom,” quickly uttered
the egg man. “I'll take your word
for what you say. | own up to be-
ing surprised. There comes a man |
want to see,” and Smalley ran down
the steps and hurried away.

Old Timer.

An East Indian Verdict.

In a case in one of our Indian
courts a jury had before it evidence
that could not be in any way shaken.
When the concluding stage had been
reached the following interchange of
conversation took place between the
udge and his colleagues in the ad-
ministration of justice:

“Gentlemen, are you ready to give
your verdict?”

“Yes.”

“What is your verdict?”

“Our answer is, sir, that you can
o as you like with the men that
ave confessed, but we acquit all th/
rest.”

But is it. possible that you have
weighed the evidence?”

“Evidence like this can always be

bricated.”

“Do you find that as regards these
prisoners it has been fabricated?”

Evidence can be fabricated.”

So the evidence is untrust-
worthy?”

Unless a man confesses who can
tell if he is guilty?”—Bombay Ga-
zette.

Putting Up a Good Front.

When you go into a man’s office,
he sizes you up. Whether he does
this consciously or unconsciously
makes little difference—the result is
the same. He analyzes your features,
the shape of your head, the cut of
your clothes and the way you wear
them, your manner and the tone of
your voice.

From these he makes a mental pic-
ture of your character. He weighs
you and forms his judgment accord-
ingly. True, his judgment may be
wrong, for to err is human. If he
were able to hit it every time, he
would be more than human. Some
men make a special study of the art
of judging men, and pride themselves
on their ability. Of course their
judgment is more reliable than that
of the one with whom the sizing up is
more or less of an unconscious
process.

Every salesman should realize he
is subjected to the sizing up process
and endeavor to cultivate a manner
that will create a favorable impres-
sion. Your success depends as much
on the judgment passed upon you by
those you hope to do business with
as by what you say. so do everything
in your power to influence that judg-
ment in your favor.

Dress well, without being flashy.
Cultivate a manner that is impressive

distinctive, one that willl please a
prospective customer without jarring
his sensibilities. Cultivate a quality
of voice that, without being loud,
will have a ring of sincerity to it
that will carry conviction to the very
heart of your prospect.

This is what is called “putting up
a good front.” A good front will en-
able you to secure an audience and
present your proposition, but without
it your finest selling talk is wasted.—
Furniture World.

The Enthusiastic Man.

Wh.o has the inspiration? Who the
zeal? Who pursues his ideal with
confidence in ultimate success? The
enthusiastic man.

Enthusiasm is the vitalizing spark;
without it a man is a mere automa-
ton; with it his work becomes a pleas-
ure, his whole world brighter and
better.

Although liable at times to make
mistakes because of his ardent ef-
forts (the man who DOES things
necessarily makes more mistakes than
the one who never attempts any-
thing), he accomplishes infinitely
more for himself and the world in
general than the phlegmatic, wind-
mill sort of individual who will not
move until he is moved. The few
mistakes he makes are quickly swal-
lowed up by his numerous successes.
The man who succeeds, both profes-
sionally and socially, does so in
large measure because of his store
of enthusiasm, for by his stimulus he
is led along paths “which others fear
to tread.”

If a thing is worth doing it s
worth doing well; get interested in it;
put yourself into it and draw every-
one else along with you.

In short—be an enthusiast.

Henry R. Harrower.
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A PASSING TYPE.

Within a month two men in New
York City of more than local re-
nown have passed from their work to
their reward. Of one the President
of the United States feels called upon
to speak “of the good that he has
done, the charity that he has en-
couraged and the gratitude that he is
entitled to from the poor and the
oppressed.” A long and busy life has
been given up to the betterment of
his fellowmen and the bettered world
mourns for him. So he died. Of the
other while many have something to
say it is a task to select that which
expresses Kkindliest its supreme con-
tempt. Following the fashion of the
times the leading idea is that with the
death of the notorious ex-Senator
“the last great figure of his type,
bossism, as he exercised it, is of the
past. It had its day, and an evil day
it was. May its like never come
again.” And so he died.

It is hardly needful to say that the
aims and purposes of these two men
were extremely opposite and antag-
onistic. Reduced to a single idea, the
hopes and wishes and labors of the
one were centered in the constant en-
deavor to lighten the burdens of the
humanity about him, while with the
other these same desires centered
solely in himself. Whatever was go-
ing on in the world’s work if only it
meant the benefiting of mankind the
philanthropist found there his great-
est delight and time and pains and
money were freely given to the at-
tainment of the object. “Is there mon-
ey in it?” seems to have been the one
thought that only selfishness stands
for, inseparably connected always and
forever with “In that case how much
is coming to me?” “It is my pocket
I m working for. It is my share of
the gain | am after. | care nothing
for the ‘ways that are dark and the
tricks that are vain’ if only the re-
sults add to my pile. In this scram-
ble after money there is but one rule
to follow: “Each for himself and the
devil for us all;” and charity in be-
half of the uncounted multitudes
whose lives have been blessed by the
unselfish generosity of the lover of
mankind stands grieving at the open
grave of the benefactor whose good

MICHIGAN TRADESMAN

deeds done will see well to it that his
name is kept in everlasting remem-
brance.

With both men gone it can make
but little difference what is now said
of them and here are a few com-
ments of those who have known
these men best: “Recognizing the
generosity and even eagerness of
Americans to help those in distress
he,” the lover of his race, “made a
sort of clearing-house for this pur-
pose. * * * Qver three million
dollars were thus distributed * * *
Famishing India was relieved and by
his exertions $400,000 were sent to
that country * * * This man’'s ef-
forts were cordially recognized abroad
by the Czar of Russia and the Em-
peror of Japan,” and at his burial
there were “hundreds of children from
the East Side whose grief at the loss
of their generous friend was touch-
ingly manifest.”

Read here the epitaph of selfish-
ness: ‘Nothing but good concerning
the dead—therefore, nothing.”

It should be noted that the press
generally speaks of this as “a pass-
es type”—passing, not passed; going,
not gone. The type is with us still
and this kind dies hard. If it be true
that “The evil that men do lives after
them” then this man’s baneful influ-
ence is to be grappled with for years
to come and how better can this be
aone than by a prompt cleaning out
<of the Augean stables, foul and filthy
beyond description. That done and
sanitation restored the passing of the
type will be accomplished and “ail
things will become new.”

SNOOPERS AND OTHERS.

“Of all the people who come to my
department,” observed a clerk in one
of the large department stores in
Grand Rapids, “the most difficult to
wait upon is the ‘snooper'—the per-
son who wears an air which seems to
suggest that it is none of my business
what is wanted; who either makes
no response at all to my enquiries or
else replies in such a low and indefi-
nite tone that one can not under-
stand what is said. Meanwhile the
‘snooper’ sort of sidles along slowly,
picking up this thing or that, looking
above my head at the shelves back of
me, glancing up and down the aisle
and otherwise irritating me, until at
last and in a tone full of impatience
comes this: | m wondering if you've
got some old fashioned Turkey-red
calico?” or something equally com-
mon. Of course | have to send her
over to another department and of
course I'm right glad to get rid of
her.”

Speaking of the matter—without in
any way indicating the source of his
information—to one of the managers
of the store the representative of the
Tradesman was assured that the
snooper’ is only one of many types
calling for the exercise of patience
and diplomacy on the part of sales-
men™ in a retail establishment. “In
fact, he added, “the salesman who
Jacks an abundant supply of patience
is rarely a good salesman. Having
this he learns by experience, by
meeting hundreds of differing tem-
peraments daily for weeks and
months consecutively, to

recognize .

human characteristics by looking at
a face, observing the voice, studying
the expression of the eyes; to know
just about what to expect and so gov-
erns himself accordingly.

“On the other hand,” continued the
merchant, “it is a very fortunate fact
that at least 90 per cent, of the peo-
ple who visit our store—any retail
store for that matter—are courteous,
good natured, appreciative of any at-
tentions extended and, knowing what
they wish to buy, lose no time in
reaching the proper department and
in making their purchases. Once in
awhile people of this description tarry
too long, just to visit with some clerk
whom they know or who has impress-
ed them favorably, but we can not
complain. In the long run that helps
business.”

A PULSE BEAT TOUCHED.

There are very few Americans who
are possessed of a stronger mentali
ty than is that which belongs to our
President. Few men in any profes
sion have had wider or more varied
opportunities for expanding, strength
ening, perfecting and systematizing
such a mentality and no man has
more completely demonstrated his
ability to adjust himself and the re
sponsibilities placed in his care to the
general welfare of the United State
than has our President.

And so when President Taft put hi
recent Chicago audience into a perfect
frenzy of enthusiasm—a rapture in
which he participated with equal fer
vor—by coupling the names of Theo
dore Roosevelt and Gifford Pinchot
he was not groping blindly. As Pres
ident of the United States, sworn to
administer the affairs of our Nation
to the best of his great ability; as
an ardent friend and admirer of hi_
predecessor in the White House and
as a warm personal friend and ad
mirer of Gifford Pinchot, he was in
forming the people of the United
States in general that he still main
tains “the cold neutrality of an im
partial judge;” that “to execute laws
is a royal office.”

Incidentally he obtained, possibly, a
clear view as to public opinion, so
generously and so gratuitously be-
stowed previous to the handing down
of whatever may be the finding of
that other legally created jury now
in session at Washington.

And there is no sort of doubt that
the verdict of that jury will express
just exactly that which President
Taft so much desires to know be-
yond peradventure; no doubt that it
will award exact justice to all indi-
viduals and all interests concerned,
and no doubt that the people of the
United States will accept that judg-
ment as fair, patriotic and final.

LABOR AND FALSE PRIDE.

The manager of a great employ-
ment exchange in New York is quot-
ed as saying that there are always a
scarcity of manual labor and a super-
fluity of clerk or nonmanual labor
Thus the clerk or the book-keeper is
frequently a drug on the market, while
there is actually a greater demand for
artisans and ordinary laborers thair
can be supplied. Such being the case,
in New York and in greater or less
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degree elsewhere, it is not surprising
that laborers’ wages have advanced,
while the pay of clerical labor has
remained virtually at a standstill. Yet
there is something wrong with a
state of society which provides a
superabundance of a class that is not
needed and a dearth of another class
that is constantly wanted).

Whether the labor organizations
with the restrictions they place on
apprenticeship or false feelings of
so many who are adverse to working
with their hands are the cause of the
trouble, the incongruity exists, and
society generally is the worse for the
prevailing situation. Perhaps the state
of things described may be in a large
measure due to the educational sys-
tem of the country, which certainly
overstrains the mind and not trains
the hands enough. There can be lit-
tle doubt that the tendency of mod-
ern free education is to create ambi-
tions and desires inclining away
from manual labor. Education is too
often regarded as a means of earning
a living otherwise than with the
hands.

Just how such a tendency, if it
really exists, is to be corrected is not
SO easy to determine. Greater atten-
tion given to manual training in the
schools might prove a corrective, but
it is a question how far the State is
justified in going in providing manual
training as a part of the system of
public education.

THE DEACON’S EXAMPLE.
About the worst thing that can be
said in connection with the candidacy
of Deacon Ellis for the Mayorship
of Grand Rapids is that it affords a
bad example to the young men of the
town. It is as much as to say to the?
youth of Grand Rapids that the path
to political preferment is through a
faro bank and that if a boy wishes
to aspire to the highest office in the
gift of the people he may begin by
running a gambling house over a
saloon, later a faro bank over a sa-
loon and finally a bucket shop in con-
nection with a saloon; that he may
accept men's money as margins on
the supposition that he has actually
purchased the stocks or grain or pro-
tons represented by the options
nd is carrying them for the pur-
chaser, when, as a matter of fact, he
never bought them at all, but sim-
ply shoved the money paid over to
him into his till and balanced the ac-
count.

At a prayermeeting in a small
town near this city recently an illit-
erate but good man made the follow-
ng prayer: “Oh, Lord, Thou know-
est that we are thankful to Thee that
our souls are safe from the fire that
guencheth not. If a man lose his
torse Thou knowest that he can buy
nother; if he lose his house Thou
knowest he can build another; if he
lose his wife Thou knowest that he,
can get another; but if he lose hiii
soul—good-bye, John.”

Some imagine they have wings be-
cause they are blown about by their
feelings.

There are some men so lazy that
they will not even file their liens.
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ONE AGAINST THE PHONE.

It is a belief rapidly gaining
ground that the telephone is not a
promoter of courtesy. The public, as
such, taking advantage of the out-of-
sight idea and the safety that dis-
tance gives, is getting so that it is
saying things over the phone that are
not to be tolerated. More than one
“Central” has complained that the
language which a patron has used is
not to be put up with, and it is not
the American public only that is thus
afflicted. Far-away Denmark has suf-
fered and, humanity being the same
the world over, it is fair to infer that
there are others, only in Denmark it
seems has been devised a scheme
which has a tendency to put a stop
to such discourtesy. There, when any
improper expression has been made
use of, the end of the receiving line
is promptly switched on to a receptive
phonographic disk and the rudeness is
at once placed in cold storage. The
offender is summoned to the tele-
phone headquarters and if he denies
the charge the cold storage gives up
its sample and the culprit is con-
victed out of his own mouth; and a
Dane who will do that sort of thing
is properly and justly punished.

On this side of the sea a fellow-
feeling makes us wondrous kind and
we do not resort to such methods.
Here the you-know-how-it-is-yourself
idea prevails. Fretted and vexed be-
yond all endurance by one thing, the
phone, or the man at the other end of
the line, adds to the fret and the vex-
ation and the message under such
conditions, with confusion and shame
be it admitted, is not always a modei
cf  English undefiled.” The speaker
even at the time “didn't mean to,” he
is as sorry for it as he can be, he
will try not so to offend again and

the affair blows over. Canned or
cold storage? Not a bit of it. There
is no Denmark in ours. Life is too

short for such trifles. We know how
it is ourselves and a laugh on both
sides ends it.

Did we can such goods in the Unit-
ed States, here is one sample all ready
to be sealed up. The message came
at a most inopportune time and it
called for an immediate answer. It
was given and that, too, without any
respect of person, place or thing
and attended, let it be confessed, by
an expression not admitted by the
authorities as good usage. In sack-
cloth and ashes the wire had not
had a chance to cool when this apol
ogy flashed over the lines: “lI beg
your pardon a thousand times over
for what | said to you a few min-
utes ago. | answered on the spur
of the moment almost without know-
ing what | said. Pardon me and |
promise not to repeat the offense,”
and this came flashing back: “Per-
fectly excusable”—it was a woman’s
gentle voice — “perfectly excusable.
The answer was so much milder than
1 expected that | congratulate you on
your self-restraint!”

After all the question does arise
whether the tendency of the tele-
phone does not strongly lean towards
the uncivil. Impersonality undoubt-
edly has much to do with it. Resent-
ment unrestrained adds to this ten-
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dency, the speaker means exactly
what he says, not a bad idea in its
way, and temper uncontrolled and a
momentary “l don't care a darn” do
the rest. We are not Danes, how-
ever, and in this country of Saxon
give-and-take we are ready to let by-
gones be bygones and in business
lines especially not to get finicky
“over a little thing like that.” In the
Denmark method there is an idea,
however, which the Saxon can afford
to bear in mind.

HANDS OFF, GENTLEMEN.

It is a pleasing fact to record: The
world is growing better. Until re-
cently the clergymen of the land have
been failures. Now, only some are
down on the black list and investiga-
tion seems to have gone so far as to
show why. One reason is because
preaching—as if preaching were the
end and aim of the ministry—no long-
er a passion, becomes a profession. It
is, sooner or later, a mere matter of
routine, like housework, for instance.
Wash on Monday, iron on Tuesday
and so on for the rest of the seven
days. After a number of years of
such monotony the minister goes
through his work like a machine,
wears out like a machine and like one
is thrown upon the scrap pile. Of
course he is a failure and he ought
to be. Why not hustle a little like
other men, get out of the rut—of all
ruts the worst—and keep out? A rut-
stayer is a failure and, as the minister
is the only one who ever gets into
them, the theological seminary should
see to it that this failure is carefully
guarded against. Too many minis-
ters lose “the note of authority in the
pulpit.” They let people see that they
are afraid. John Knox, who used his
Scottish pulpit to say the harshest
things he could think of, is no longer
the preacher’'s model. He lets the
holder of the moneybag in his con-
gregation influence if he does not dic-
tate to him—one of the worst things
in the minister’s world. Then, not to
run through the whole list, some
preachers fail because they do not
give time enough to devotional study
and private prayer. You see too many
of them are working over and turn-
ing out canned goods and as a food
supply the consumers of these goods
do not get the needed nourishment
nor the necessary amount.

This and much more of just such
tommyrot receives its occasional air-
ing and leads easily to the query,
Why not let the minister manage his
own affairs like men of other life-
callings? As a class they have shown
themselves equal to the. demands
made upon them, they have gained
and kept a rather important part in
the world’s history and candor is
forced to admit that in spite of even
the cases of failure here written
down these same failures are filling
the clerical requirements fairly well.

It is only a suggestion, but all such
talk looks much like an attempt to
tell the other man how to run his
business and that church and that
congregation will be found an excep-
tion which does not reveal the fact
that many of the alleged failures in
the pulpit are traced directly to the
nincompoops down there in the pews.

It is one of the easiest things in the
world to stand at the bars and tell

the man in the lot how to mow. It is
quite another thing to seize the
scythe and mow yourself. He with

scythe in hand knows best what is to
be done and how to do it, and com-
mon sense, just plain, everyday com-
mon sense insists that the man doing
the work should be let alone until the
work is done and the results are
known; and this, too, whether the
worker is a digger of ditches, the
manager of finance or even the
preacher of sermons. Each knows
best what he wants and what he is
working for and whoever interferes
therewith is the meddler who needs
and should get a good rap over the
knuckles.

WHAT MONEY IS WORTH.

For many years United States
bonds, and even some state and mu-
nicipal securities, although paying
but low rates of interest—3 per cent,
and even as low as 2 per cent, in the

case of Government bonds—have
been eagerly taken by investors at
par and above. This fact has led

many to believe that there was some
special virtue in Government and
municipal issues which were not pos-
sessed by ordinary bonds of indus-
trial and other corporations. Recent-
ly, however, the country has seen
Government bonds selling below par,
and a well-defined apprehension has
been aroused that should a currency
reform bill be passed which would
make Government bonds no longer
necessary as security for circulation,
Government bonds would not sell in
the market at anything like par un-
less the rate of interest should he
increased to 3 per cent.

Very recently the City of New York
decided that its new issue of $50,000,-
000 should bear interest at 4% per
cent. This action was taken because
the city authorities became convinc-
ed that they could not dispose of the
bonds advantageously at a lower rate
of interest, and the city was debarred
from selling its bonds at less than
par. Here, then, we have both the
Government and the City of New
York under the necessity of increas-
ing the rate of interest to place bonds
to advantage.

All of this shows that the value of
public bonds is governed entirely by
the income that the investor may de-
sire from them and by no other in-
fluence. It is true that as long as
Government bonds are needed for
security for bank circulation they will
be in special demand by the National
banks, which, realizing a profit on
their circulation, can afford to buy
the bonds at a higher figure than an

ordinary investor could afford to pay.

It is quite apparent that money
rates have risen in recent years, and
investors are no longer content with
a return which they accepted eagerly
not many years back. Bona fide in-
vestors are not willing to pay any
more for a Government or state bond
than they will pay for a safe and
sound industrial or railroad bond pay-
ing the same rate of interest, hence
if the Government, states and mu-
nicipalities desire to sell bonds they
must pay a sufficient interest, other-
wise they will find that their securi-
ties are not wanted.

Where a public bond meets ready
sale at full value, although bearing a
comparatively low rate of interest, it
can be accepted as certain that such
bonds are either needed for some
special purpose in which there is
profit or they carry with them ex-
emption from taxation or some like
privilege. Supposing always the per-
fect security of the bond, the value
of the issue depends upon the net
return to the investor and on nothing
else. Sentiment plays no part in the
matter.

Assistant Secretary of the Treas-
ury Norton recommends the discon-
tinuance of the practice of paying for
the transportation of fractional silve:
and minor coins distributed through
the county. He says if this transpor-
tation expense were cut off it would
save the Government $100,000 a year,
in addition to reducing clerical work
in the sub-treasuries. At the begin-
ning of the current fiscal year the
stock of fractional silver in the coun-
try was $159,000,000. of which $132,-
000,000 was in circulation and the
rest in the treasury, while minor coins
outstanding aggregated  $49,000,000.
The treasury may. have to submit a
deficiency estimate for transporting
these coins in the balance of the fiscal
year.

An employer whose aims are mod-
ern and liberal should give his em-
ployes the opportunity of putting
their impressions, suggestions and
ideas about the management of his
business into practice and give them
sufficient latitude so that they may
initiate, create and promote new ideas
after submitting them to him for ap-
proval. By this method they take
greater interest in seeking new prob-
lems and endeavoring to solve new
ideas.

Lamps are to be known by their
radiance, not by the racket they
make.

The empty head never has a light
heart.

TRUSTEESHIPS

What are they?

What are our charges in connection with them?
What is our custom as to investing their funds?
In our subsequent ads these questions will be answered.

rikcuivaT H E MICHIGAN TRUST]
COMPANY
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Method of Paying For Eggs Accord-
ing to Quality.*

An egg is fresh when laid and |
believe no improvement can be made
upon a fresh egg. The question then
is a matter of improving the methods
of handling them, so they may reach
the customer in the best possible con-
dition; and you have heard this so
often discussed that | do not expect
to be able to tell you anything new.

It has generally been conceded that
something must be done and some-
times we have come to an agreement
as to what ought to be done. A few
years ago, at a convention held at
Jackson, every dealer present agreed
to buy eggs on a quality basis; but,
after making a weak attempt to do
so, it was decided to be impractica-
ble and the old method of paying an
average price prevailed.

At the last annual meeting of this
Association a circular was presented
entitled, “Better Prices for Better
Eggs,” and, judging from the amount
of enthusiasm created at the time
and the large circulation it was given
throughout the country during the
year, | infer that sentiment among
dealers is changing and some things
that we have thought to be impossi-
ble in the past will not be so con-
sidered now. We believe that circular
was a step in the right direction and
it will be very interesting to hear
from the members present as to its
effect in their locality.

My experience, which covers a

large territory in Michigan, Northern
Ohio and Northern Indiana, is that
it did very little good. Why not
more? The slogan, “Better Prices for
Better Eggs,” sounds well, but who
paid better prices for better eggs?
Did you? Or you? | heard of just one
who did, and as he is with us to-day
we will expect him to tell what he
thinks of it.
w My suggestion as to the topic,
“How to Improve the Quality of
Eggs, is, Pay Better Prices for Bet-
ter Eggs.” | believe each dealer in the
shipping business would be glad to
do this, but it looks like too large a
task, so he has continually postpon-
ed it from year to year; but he can
not avoid it much longer and the
sooner he gets into line and offers
the producer the real value of new-
laid eggs, or more than the price he
pays his neighbor for old eggs, the
sooner the problem of quality will be
solved.

I realize there are many obstacles
in the way and the principal one is
eSS gatherers and shippers are not
expert judges of quality; in fact, |
_ T aP«rread by C.J. Chandler, of Detroit at
As80claUon.VeDtlOD Michigan Shipp¢rs’
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may say that there are only a few
who know the quality of eggs they
sell. It is absolutely necessary that

the country egg merchant shall be
come just as expert upon the quality
of eggs as his city customer. Won’
it be splendid when a buyer can call
up a country shipper for a carload of
eggs and have the seller give him ac-
curate information as to the kind of
eggs he has for sale! What would a
city buyer thinl if the dealer, offering
eggs in September or October, when
quality usually runs mixed, would say
I have candled twenty half cases,
which | consider an average sample,
and they run twenty-four dozen to
the case full, five dozen slightly
shrunken and one dozen to the case
rots and spots.” What would you
Eastern buyers think if your Michi-
gan shipper should send you a can-
dling slip of a sample of ten or
twenty cases of the car he offers,
showing what each half case contains
of full eggs, shrunken eggs, seconds
and rots and spots? | am sure you
would think that a revolution had
taken place at the country end of the
business.

Now, gentlemen, | am convinced
that this is just what will happen in
the next few years, and it is to this
end that we must faithfully work.
This means that if it is not practica-
ble to test every single egg at least a
fair sample of every purchase shall be
taken to the light to ascertain* the
value of the lot, and every lot shall
be paid for on its merits; that the
honest producer who markets his eggs
properly gets what he is entitled to,
instead of taking the loss sustained
by the purchase of poor eggs from his
careless neighbors.

I presume most of you buy eggs
from country merchants. If so you
find it almost impossible to reach
the producer with the quality propo-
sition, as the storekeeper thinks it
works against his interests and there-
fore does not encourage it. Well,
gentlemen, in these days of competi-
tion | do not think that the country
storekeeper makes enough profit on
the merchandise he sells the farmer
to cover the loss he would sustain on
paying full price for poor quality, if
you stand pat and do not take the

eSE£s from him above their actual
value.

Please allow me to predict that in
a very few years this business will be
handled by experts from the producer
to the consumer and that unless
country storekeepers get in line and
pay prices on the merits of the goods
the egg shipper will run his wagons
to the farms, and upon those wagons
he will have a small egg testing ma-

chine and the driver will be a man
well qualified to tell the value of the
eggs. One great obstacle now is that
the egg buyer thinks he knows and
I have often heard him say: “I can
tell an egg simply by appearance of
the shell.” That's a grave mistake.
Some rotten eggs he can tell, some
he can not. Some old eggs he can
tell, some he can not; but surely he
can not tell the age of an egg and
how much it is shrunken unless he
puts it to the light. The man who
thinks he knows is a menace to the
business.

Gentlemen, | have tried to make the
point clear that to give the consumer
fresher eggs necessitates better meth-
ods in handling them, which means
that eggs will have to reach the ship-
per within a few days after they are
laid, and to induce the farmer not
to hold them until they become old

must be paid relatively higher
prices for newlaid eggs than for old
ones. Whether this can be accom-
plished better by buying through
country storekeepers or direct from
the farmers is a matter that each
dealer will decide for himself. | am
now interested in several points
where at least 8o per cent, of the
eggs we ship are gathered by teams
direct from farmers.

In closing | wish to offer this con-
tention a suggestion that we take for
our slogan this year, in the place of
the one we now have of “Better Pric-

for Better Eggs,” “Pay Better
Prices for Better Eggs,” with the
emphasis on pay;” for the whole

matter, in my opinion, rests upon our
actually paying in the country better
prices for better eggs, thereby giving
every one a square deal.

For what’s the use of talking-.

Like an old hen ever squawking.

It is time to practice what we preach.
If the huckster doesn’t show

That a fresh egg he doth know.

You and | some lessons then must teach.

.et us rise up then, my men.
And stop blaming the poor hen;
She isdoing her part well.
It is we who should refuse
Eggs folks sell, but wouldn’t use.
And whose age they will not tell.
For an egg—to be eggsact—
Must not simply be intact.
Put—be recent in eggistence to be good.
Though its eggsterior is a shell
Of its freshness one can tell
And test it every dealer should.
Just so long as we will pay
For the eggs of ancient lay.
We will lose our money and our trade.
For the strictly fresh and nice
We must pay a better price
Than we do for those of lower grade.
Let usone and all, right here.
Make a vow—and nothing fear—

Are ¥ou ready now to face the problem square
And 1o give an eggshibition 8 are

Of eggsemplary ambition—
Are you ready men, and do you dare?

Buttermilk Cheese.

According to a press dispatch from
Omaha, Neb., Joseph Mascropp, of
the David Cole Creamery Co., has
perfected a new buttermilk cheese
after several years of experimenting.
The first batch of the new product
was a big success and found a ready
market. It will be exploited as a
substitute for butter.

It is easy for the putty man to be
at peace.
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Meeting Unfair Competition.

There are many different kinds oi
articles in which inferior materials or
ingredients can be successfully substi-
tuted; many food products which can
be successfully preserved by the use
of adulterants. Often these produc-
tions are sold under misleading names
or brands. How to effectively com-
bat such unfair competition has long
been a perplexing problem to produc-
ers and manufacturers. A very suc-
cessful method of solution, however,
has been worked out in a number of
cases, so that the unfair competition
has actually been an advantage to the
producer instead of a burden.

A striking instance of this kind is
in the case of a large company mar-
keting a very necessary household
product extensively throughout the
entire country.

They tried to resist this unfair com-
petition by  securing injunctions
against the sale of competing goods
under any other brand than that
which would indicate the substitution
and the adulteration. A great deal of
money was spent in these efforts and
in place of being successful to any
extent they served, as a matter of
fact, to advertise the adulterated prod-
ucts to a cheaper class of trade.

This policy was entirely changed
and instead of it an extensive edu-
cational campaign, conducted by
means of advertisements in the na-
tional magazines -and journals, was
undertaken. The campaign was based
on educating the consumer to seeing
the disadvantages which accrued from
the use of the adulterated product,
as against the benefits arising from
using the pure product of this com-
pany. Thus, the very fact that these
adulterations and substitutions were
harmful and injured the value of the
article certainly afforded a most ap-
pealing argument throughout all of
this campaign.

As a result the consumers were ed-
ucated into seeing their own advan-
tage in using the pure product, there-
by creating a decided preference for
it, even at the slightly higher price,
and at the same time creating a dis-
tinct feeling against the use of the
adulterated article.—System.

Scheme To Attract Trade.

Two general stores were located in
the same small block. Each proprie-
tor tried to outdo the other in
schemes to attract buyers. One would
start a fall or spring sale ten days

e ore time to beat his competitor,
i he other merchant paid no attention
to this, but would try his hand in a
more ingenious fashion.

Last fall he built a miniature shoe
store in his window. He placed his
best clerk in charge and had him fit
one of the women employes with
shoes Clever signs pointing out the
good fitting features of the footwear,
its superior wearing qualities and
ne appearance were shown by the
clerk as he demonstrated before the
crowded window.

Facing the Fire Water.
I suppose you have been in a good
many tight places, Colonel.”
“Yes, and | have been tight in a
good many places.”
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We Have Moved to Our New Building

31, 33 and 35 North Market St.

46, 48 and 50 Campau St., Corner G. R & I. Railroad
One Block West of Our Old Location

W fE HAVE, without a doubt, the best equipped Wholesale Fruit and

Produce house in the country. Our facilities are unequalled. Our
building has every modern convenience, with private railroad track and
driveway running through, also many other advantages, which will enable
us to take care of your orders with dispatch.

Our weekly price list and market forecast is free for the asking.

We extend a cordial invitation to you to come and inspect our new
business home.

The Vinkemulder Company -  Grand Rapids, Michigan
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SENSELESS WASTE

And How Mrs. John Atherton Stop-
ped It.

Written for the Tradesman.

“A happy medium” describes the
Athertons and their style of living.
“Get good goods which you can af-

ford to pay for and then take good
care of them. If you can not afford
the price go without until you can. It
is senseless extravagance to buy sec-
ond class goods.” So with this for
a leading principle with a medium
income life had gone on pleasantly
enough until now even when prices
were constantly going up and the
quality of the goods was so con-
stantly going down. Now, however,
matters of this sort were reaching
the limit. For months Atherton’s
brow was clouded as the monthly
bills came in and after doing her lev-
el best Mrs. John could not find
elasticity enough in the fixed income
to make it cover the increasing re-
quirements. Finally when a very de-
termined must made its hateful ap-
pearance at the kitchen door, it found
no scowling woman with a scolding
tongue to greet it, but it did find a
mistress determined to take condi-
tions as she found them and equally
determined to make them yield to her
demands. So, long before the time
came when “something had simply
got to be done,” she had foreseen
what was ahead and was prepared
for it.

The house was theirs, thank for-
tune, and there would be no rise in
the rent. Of course the tax rate
might go up, but that is the same as
saying that they might all die to-
morrow, for death and taxes are al-
ways in the same schedule; but the
butcher, the baker and the candle-
stickmaker were the parties that had
to be met and it was the Mrs. John
Atherton idea that they were to be
brought to time—her time. So she
took the butcher’s bill and made it a
study, and learned from it where she
had to come down. The traditional
“Sunday fowl in the pot” would have
to be given up and if there were any
virtue in cooking the cheaper cuts
so that they could be made to meet
the nutritious requirements of the
costlier she would find that virtue.
The swillpail waste had never been
traced to her kitchen door and there
there was no blame. “The baker'—
well, she was that individual and with
Nora, who had been with her for
years, that matter was settled or was
going to be, and she here dotted down
an item or two. Suppose we take
them now and have done with it. The
next morning's breakfast witnessed
the beginning of the campaign.

“Now, good people, we begin this
morning the opening battle with high
prices. To win—and we've got to—
it must be war to the knife and the
knife to his hilt, with nothing left to
chance anywhere. We are going to
have the same good coffee, but you,
Mr. John, and you, Mr. Vincent, are
going to find your sugar minus a tea-
spoonful. Each of you have left every
morning for a week past that amount
of sugar in your cup, which has been
thrown away, a waste, pure, and sim-
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ple. If you find on stirring your cof-
fee it needs sugar you shall have it,

but don't waste the sugar. That
seems like skimping. It is nothing
of the sort. It is just waste. Two

spoonfuls a day for a month make
sixty spoonfuls and, big or little, the
amount goes down the sink spout.
It is going to stop. Butter, the kind
we eat, costs 50 cents a pound. All
five of us are eating twice as much
as we should. | know it seems a
pity not to eat what we want or
what we think we want; but the but-
ter account for the month is larger
than it is going to be. Even Bob-
bie has the notion that his waffles and
muffins must swim in butter before
they they are eaten and the rest of
us follow his lead proportionally, a
distinction which is making a great
difference when the bill comes in. So
dont find fault if the butter looks—
let us say—diminutive! We simply
can not afford to eat so much good
butter, and poor butter is in my
opinion not fit to eat. | find after
some careful watching that because
we like maple syrup we flood what-
ever we eat with it and morning after
morning there are five plates with
syrup enough on each for a break-
fast. This has to be thrown away.
At a rough estimate we throw awav
50 cents worth of butter, sugar, etc.,
every morning, which foots up some-
thing like $15 a month for one meal;
and | leave it to you if $15 less on the
grocery bill isn't going to make a
difference to all of us. We are going
to try it anyway, and find out by ex-
perience what that difference is.
Multiply that $15 by three, the num-
ber of meals a day, if you want to,
and remember that stopping that
waste makes it just so much easier
to pay these enormous monthly bills.

Perhaps, at that rate,” suggested
Vincent, “lI can have a talk with
Blumenthal about that new suit. I've
got to have some shoes, anyway.”

“No, Vincent, you have got to have
nothing of the kind. Blumenthal is a
first-class tailor and he made you a
first-class suit a year ago. You have
not been growing this year and with
Blumenthal’'s cleaning and pressing
the clothes when he gets through
with them they will be a new suit
to all intents and purposes. Anyway,
it's your father’s turn for the new
clothes if there’s going to be any.
1 hat’s what comes from buying good
things to begin with.

“Now for the shoe question: You
and I, Vincent, are not going to need
any new ones. Those enormous,
ugly shaped things which you like so
much are, strange to say, almost as
good as they ever were. The heels
need building up, but the leather is
worth the good price you paid for
them and with repairs they will last
all summer. 1'm glad to see as you
grow older that you have gotten in-
to the habit of taking care of your
things. In itself it is equal to a for-
tune. You are always well and
hondsomely clad and that fact makes
one feel respectable. Your haber-
dashery at the close of the season
was fit for the ragbag and was tum-
bled into it, but | took advantage of
Armstrong’s ‘cut rates’ and got the

same goods you always wear, so that
much is saved. Ties, collars, cuffs
shirts and stockings were bought then
for your father and you—a saving
which amounts to quite a sum. Fa-
ther and Mary Ellen must have new
shoes. They are half a dollar more
than they were, but we can afford
that. That shoe firm can’t afford to
make a second-class shoe, the only
shoe that's worth paying for. Bob-
bie for a number of years now will
have to have a new pair every month,
but that comes under the inevitable
and we must all grin and bear it. If
he saves on butter and syrup we'll
charge it up to his shoe account and
call it square.

“Yes, Mary Ellen, you are going
to have your summer suits. It is
going to be a silk for best and for a
second one such goods as you select
when the time comes, which is pret-
ty near. You'll find the underwear
question answered and the goods on
hand when you want them. These
‘cut sales’ with responsible houses |
find to be the only firms to deal with
and in this fight to keep our heads
above water they are my only hope.
| tried the other plan just once and
that was once too many The goods
bought for wool were cotton wool.
The silk was mercerized and hardly
a week s wear showed how thorough-
ly and intentionally |1 had been cheat-
ed. Think of a waist breaking out
under the arms after once wearing
when the price paid was enough to
warrant a good garment. Think of
a skirt, warranted all wool, after a
week’s wear giving way in creases
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and hanging literally in rags. That
cured me. It’s ‘good or go without’
every time, and if the price is up
pay it and don't grumble or don’t
buy.

“But, John, this coal bill of Hank-
son & Smith’s is one you must look
after. 1 have an inward feeling that
if you had watched the scales
when the coal was weighed there
would have been a bigger pile in the
bin, but that may be my fancy and
we'll let it go. It isn't a question
either of hard coal or soft. A month'’s
use of bituminous coal would spoil
every fabric in the house. Anthracite
for us is unquestionably the best even
when the price is outrageous; but it's
a matter of choice and we can stand
that; but when the bill was present-
ed there was an extra quarter added
to the cost of the coal. ‘What's that
extra 25 cents for?” | asked. ‘Oh,
that's for the delivery.” If that isn't
the cap sheaf then | wouldn't say
so. ‘For delivery!” | exclaimed. ‘For
pity’s sake who should deliver it but
the dealer? The dry goods merchant
doesn’'t charge for delivering his
goods and why should the coal man?’
and | was so indignant that I'm afraid
my voice trembled a little. They do
not dare to put the price of coal any
higher and so they resort to that
trick to accomplish the same purpose
Of course there was no use of trying
to settle the matter with the coal de-
liverer, but a smaller scheme than
that to cheat | haven't come across.
It is equal to one of the ‘Seventeen
Holes’ of the New York sugar firm.”

The breakfast ended pleasantly

Brighten Up Your Stock

With the following popular priced

New Snappy

Spring Wash Goods

to retail from 12% to 50 cents per yard:

New Sunset Pongees

New Plain Poplins

New Striped Poplins

New Mercerized Hajars

New Magnolia Silks
New Galilee Silks
New Tussah Silks

New Mahratta Silks

Grand Rapids
Exclusively Wholesale

Dry Goods Co.
Grand Rapids, Mich.
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enough. There were no Kkickings nor
signs of any. With Vincent and
Mary Ellen satisfied the others were
easily managed and life at the Ather-
tons continued to be well worth the

living. There were times when ex-
cess at the table called forth the
looked for reproof—Vincent's cof-

fee cup clung longest to the wasteful
saccharine deposit. The possible sav-
ing was one they all heartily agreed
to and they waited with the greatest
interest for the result which the next
month’s bills would furnish. To be
candid about it, it did not show any
three times fifteen reduction for the
morning meal, but it did show that
they were on the right track and
going in the right direction. It show-
ed this, too, that the prices paid were
invariably higher than those advertis-
ed, and when Mrs. Atherton with her
ever ready “Why?” called for the
reason she received but one response:
“We charge extra for keeping the ac-
count. After that there was no ac-
count kept against the Athertons.
“Cash on delivery” was that house-
hold’s watchword, and then when the
month came around the difference
was highly satisfactory. The thing
paid when looked at from the money
view-point and there was another side
to the question which even the elders
had been inclined to overlook, the
effect it was having on both old and
young. Mr. Atherton found out, for
instance, that somebody besides him-
self was habitually smoking his fine
cigars, that certain persons invariably
happened around in time for luncheon
or for dinner, that his nickels always
paid the other fellows’ carfare and
such other expenses which were real-
ly not his but which he had neverthe-
less always paid. It was found, too,
that Vincent as well as his sister
were beginning to look ahead more
and to learn the fact that to-day’s
self-denial was to-morrow’s benefit
and that even a little planning ahead
lightened considerably the future's
burdens and difficulties. Even Bob-
bie in the then prevailing atmos-
phere showed signs of trying to get
along with less than a pair of shoes
a month and the anxiety beginning
with his footwear extended to other

personal matters equally important.
The fact is they were all learning
what they had never fully realized

before, that 2 cents is and stands for
just 2 cents, and whether they had a
handful or but one, 2 cents goes as
far only as its money value will
take it. Atherton’'s cigars always
meant “Take another one for your
pocket” and the generous meals al-
ways going in one direction counted
up. The new regime showed them
exactly where they stood and they
soon saw that retrenchment must
come and that at once. So as the ta-
ble expenses diminished the high
prices throughout the whole house-
hold world lost their terrors. The
readjustment was attended with no
suffering and little hardship, which
was more than overbalanced by the
fact that they were all really learning
how.

At last the time came when Mary
Ellen’s wardrobe had to be attended
to, and that young lady had reached
that period on life’'s journey where
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dress means all that society and its
demands include. So when the time
came for the trouble to begin, a time
Mrs. Atherton learned was a dull one
in modiste circles, one of the best,
some believed the best, workwomen
at Miller & Johnston’s took posses-
sion of the Atherton’s sewing room
and went to work, Mrs. Atherton sug-
gesting where she dared and helping
where she could. Both women were
in earnest and long before the end
of that first day the pleasing con-
clusion was foretold.

The material was first-class, the
Athertons were a well-known family
and looked-up-to,” both women were
agreeable to each other and so re-
vealed their best side, and when the
last stitch was taken the relations
were something more than respect.
A something akin to the strongest
regard existed between them, a con
dition, be it said, that both needec
for the modiste was very sensitive
in regard to the treatment she receiv
ed from those for whom she work
ed—“1 happen to have in my vein;
a fair share of blue blood”—and Mrs
Atherton had won the woman’s heart
by recognizing the “blood” and treat
ing it with all due respect—a good
thing from a business standpoint in
this instance at least and a much bet
ter thing on all accounts, so far a
the social world is concerned.

When the season was over this wa'
what the Athertons found out, tha
the many instances of imposition had
been checked; that care and fore
thought are more than equal to a
rise in salary; that cheap goods are
not worth taking home; that self
respect does not depend upon a
patched garment or a new suit; that
an earnest endeavor was necessary to
meet the commercial world on its
own terms, to be accepted or refus
ed as existing conditions should de-
cide; that the young people had been
learning lasting and wholesome les-
sons in life which they could have
learned really in no other way; that,
if the truth must be put down in
plain black and white, even Mr. and
Mrs. John Atherton, of Atherton ave-
nue, had become aware of certain
facts they did not believe to be pos-
sible, and that, while rising prices
were conditions not especially de-
sirable, they had been made a better
man and a better woman and so did
not deprecate what a seeming mis-
fortune had done for them.

Richard Malcolm Strong.

Force of Habit.

Harold You don't catch me pro-
posing to any more woman editors.

Howard—Why not, Harold?

Harold—Why, T proposed to the
editor of the girls’ college paper and
she returned the proposal with a
printed slip that stated, “The rejec-
tion does not necessarily imply a lack
of merit.”

Tactful.

Sudden Sally—Your dress is awful
pretty.

Guileless Grace™-Fm so glad you
like it.

Sudden Sally—The styles this year
and last year and the year before
don’'t compare to it

Greatest Defect in the New Primary
Law.

The primary election last week
served to call attention anew to the
defects in the present system. The
law, it may be said, was framed by
politicians, and it is easy to imagine
that in framing it they were careful
to serve as far as possible their own
interests. The greatest defect in the
law is the obvious effort to maintain
party lines. The voter must regis-
ter as a partisan or he can not par-
ticipate in the primary, and if he is
registered as of one party he can not
vote the ticket of another party. Ar-
guments can be advanced to prove
that this is just as it should be in
theory, but in practice this is not
satisfactory and it is inconceivable
that it will be allowed to continue
many years more. Citizens of charac-
ter and intelligence naturally resent
having questions asked them which
they consider impertinent infringe-
ments upon their liberty of political
action, and no amount of explaining
or theorizing will satisfy them. The
primary ballot should be as open to
those who can qualify as citizens as
is the ballot in the regular election,
and nothing short of this will meet
with the approval of the ordinary cit-
izen. This will mean a non-partisan
primary, and in municipal elections
why should we not have non-parti-
sanship? In this day there is ex-
ceedingly little difference aside from
the party label between Republican
and Democrat even in national af-
fairs; there is absolutely no difference
between them in municipal matters.
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Then why should the law be so fram-
ed as to keep alive a distinction which
does not really exist and which no-
body recognizes except a few politi-
cians who have interests of their own
to serve? In the primary election last
week several hundred citizens were
denied the right to vote because they
had not registered as partisans. They
were registered as citizens but had
not listed themselves as Republicans
or Democrats, and therefore they
were turned away. Had all who
went to the polls been allowed to
vote the result very likely would have
been different. As though to provide
another trap for the unwary the law
provides a registration day in Janu-
ary, long before it is known who the
candidates will be and before interest
is awakened in the contest. Had the
registration been a week before the
election those who had not observed
the formalities would have had oppor-
tunity to do so, but to have a January
registration is a politician’s trick. It
recalls the snap caucuses and conven-
tions of other days.

In this connection it is well to re-
call that those citizens who would
participate in the gubernatorial pri-
mary election next September must
register on April 4, this spring. Those
who go to the polls in April to vote
may register at the same time, but no
doubt many will forget it, and as
this'will be the last chance they will

thus lose a part of their rights as citi-
zens.

You can not mend broken hearts
with soft solder.

Barlow’s Fancy Cake Flour

Barlow’s
Old Tyme
Qraham

Barlow’s
Indian
Corn Meal

Barlow’s

Best

Flou

All Choice
Michigan Product

JUDSON GROCER CO.

Exclusive Distributors

GRAND RAPIDS, MICH.
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BETTER POULTRY.

Conditions Affecting the Quality of
Stock.

Dr. Mary Pennington, Chief of
Food Research Laboratory of the De-
partment of Agriculture at Washing-
ton, delivered an interesting and high-
ly instructive address before the
members of the Missouri shippers of
poultry at their annual meeting in
St. Louis last week. Dr. Pennington
has made a particular study of poul-
try and the instructions given in her
address were gained as the result of
practical experience and experiments.
The address was illustrated by draw-
ings of poultry at different stages of
refrigeration. This subject is so im-
portant that the opinion of such an
authority on the matter will prove
of interest to all members of the
trade, and we reproduce the address
for the benefit of our readers:

Three great food staples, poultry,
eggs and butter, are represented here
to-day, and | think it may honestly
be said that a determination on the
part of producers, packers, carriers
warehousemen, commission men an
retailers to work for better poultry in
the market would soon mean a revolu
tion in the quality from the view
point of birds bred to be good and
dressed to keep good until they are
eaten.

That better poultry may reach th<
consumer, that the millions upon mil
lions of dollars wasted each year may
be saved, the Department of Agri
culture has been studying the dress
ing and handling of poultry in rela
tion to keeping quality. Whether this
quality will keep for a short or a
long period, whether the bird shall
go to the consumer in fine, sweet
flavor, or flat and tasteless, or with
an unpleasant flavor, is frequently
demonstrable before it is Kkilled,
since food in the crop means food
in the intestines and such a condition
lowers the keeping quality. Again,
the Kkiller makes a miscut, all the
blood does not escape, and the chick-
en leaves the packing house so unat
tractive in its appearance that it is
rated 2 cents a pound lower than it
well-bred fellow. The haul is harder
on the bird incompletely bled than
on that which is well bled, and so is
every step of its journey to the con-
sumer, especially if that journey in-
cludes the halt in cold storage. This
is one of the reasons that the same
carlot, after its storage period, varies
so widely in individuals, especially if
bad bleeding is not closely graded
out when packing first quality stuff.
The killer, who gets just the same
.price for a bird badly bled as for
one in perfect condition, and who is
paid by the piece, does not take the
time to set the knife properly, and
sometimes it goes back beyond the
skull, when there comes a great bruis-
ed looking ring, caused by the blood
settling in the loose tissue just be-
low the head; or he holds the bird’s
neck between his thumb and finger
while he sticks to bleed, and the
mark of the pressure, even although
it is of such short duration, shows
when the bird begins to age; or
worse than all, to save time he tries
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to bleed and brain with one cut and
generally succeeds in missing the
large vessels in the neck altogether

The keeping time for a badly bled
fowl, even under good conditions, is
much shorter than where the tissue
has been well drained. We are study
ing problems of where it is best to
cut to bleed, and | trust, before this
season ends, to have for you dia
grams of where the vessels lie when
they enter the skull, so that you may
cut on a bony backing and sever
them completely.

Torn skins or rubbed skins are an-
other inducement to prompt decay,
especially when they are dragged
about over a dirty surface, as when
bench roughed or laid on racks, in-
stead of being hung to cool or piled
high on grading tables or packed in
unlined barrels or boxes. The un-
broken dry skin of a chicken is a
great protection against decay. When
it is wet or broken the flesh under-
neath is at the mercy of the environ-
ment. The muscle just under the
skin of a well-bled, sound skinned
bird contains very, very few bacteria
and the deep muscle practically none.
But the rubbed skinned bird has gen-
erally a good starter less than twen-
ty-four hours after killing and a fair
crop after the first haul and an over-
whelming number by the time it gets
to the retailer. So numerous are
these tiny things that they have made
marked differences in the chemical
composition of the flesh before any
odor is noticed. But the flesh does
not stand up; it's not a clear, bright
color and the sweet, fresh flavor is
gone. Then if we put that chicken
into cold storage it goes down rapid
ly. We can not keep a frozen bird
from marked deterioration if it goes
into the freezer in anything but the
pink of condition. Compare the late
storage bird after three months in
the warehouse with the one that went
in promptly, and see for yourselves
the loss in appearance. And the loss
in flavor is just as pronounced. After
six or nine months the differences
are still wider. So it is going to
pay you to get rid of those rubbed
skins, and if rubs are bad you can see
how much worse tears are—even little
ones.

While we are discussing effect of
sound skins on keeping let us look
for just a moment at the results of
scalding. This is so widespread a
custom and so insistently demanded
by certain localities and is so bad
for the bird that it deserves special
discussion. We all know how hard
calded poultry is on chilled rooms,

ow soon it becomes slippery when
ice packed and how it does not store
so well as dry picked. We find but
few practical, progressive men who
really advocate scalded stock. This is

case where the public must be edu-
cated to take dry-picked stock. You
can help educate by pushing the dry-
picked birds, little by little, into the
calded markets. It is greatly to be
regretted that scalded chickens are
so widely used, not only because they
spoil more quickly and are harder to
handle, but because they do not store
in a frozen condition as well as dry-
picked. A dry-picked chicken well

dressed and chilled and promptly
stored is a pretty safe thing when
frozen. For three months its flavor
can not be distinguished from the
fresh, and at the end of six months
the difference is a negligible quantity.
Nine months show a lessening in
flavor, the flesh beginning to shred a
little, and it is a wise thing to get
that chicken sold and eaten, for every
week that it is carried increases the
difference between it and the fresh
specimen. But we never feel sure
of a scalded chicken in storage. It
may keep in good condition for nine
months, and it may not keep three
months, even when carefully prepared
for storage.

If one continues the history of the
handling of poultry in a chronologi-
cal sequence the next subject will be
chilling. Like the subject of scald-
ing, it ought to receive more atten-
ion than can be given here. Of all
the individual factors for good keep-
ing of poultry, none is so important
s the prompt and complete removal
f the animal heat. If artificial re-
frigeration can not be obtained, if
there is no possible way to chill the
fowls in cold dry air, if one mustl
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resort to water and ice, there are un-
doubtedly modifications which can be
made in the process which will tend
to lessen the evils which always fol-
low it. The skin and flesh soak up
water, as you can readily determine
for yourselves if you will weigh them
before and after their bath.

Unreturned Favors.

A farmer was asked to assist at the
funeral of his neighbor's third wife,
and, as he had attended the funeral
of the two others, his wife was sur-
prized when he declined the invita-
tion. On being pressed to give his
reason he said with some hesitation:
“You see, Mirandy, it make a chap feel
a bit awkward to be always accept-
ing other folks’' civilities when he
never has anything of tlhe same sort
of his own to ask them back to.”

G. J. Johnson Cigar Co.

S.C. W. El Portana
Evening Press Exemplar

These Be Our Leaders
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If in the market and wish our prices let us know. We handle all kinds and
sliall be pleased to quote you.

ALFRED J. BROWN SEED OO.. GRAND RAPIDS. MICH.
OTTAWA AND LOUIS STREETS

Bell Phone
Main 509

Cit. Phone
4554

A. T. Pearson Produce Co.

Poultry in Car Lots a Specialty

Butter, Eggs and Veal

14 to 16 Ottawa St.

Grand Rapids, Mich.

We are now open and ready for business.

If you have

produce for sale, drop us a card and we will put your name

on our regular mailing list and

send you shipping tags.

No Shipment Too Large Nor Too Small to
Receive Our Personal Attention

PRODUCE DEALERS:
and in return will gtve you the

T. the City Trade: Ca

We need your co-operation
benefit of our experience.

Il us up for anything in our

line and we will endeavor to fill your orders with the best
the country produces at the right price.
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Old State Bank of Fremont, Grand Rapids National Bank
Commercial Agencies
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The Function and Effect of Cold
Storage.

Since the people have been long
schooled in the belief that trusts
and combinations are seizing upon the
industries of the country for the ex-
tortion of high prices, it is perhaps
natural that they should, in their
ignorance of trade conditions actual-
ly existing, jump to the conclusion
that any method by which perishable
food is withheld from the markets is
simply the tool by which monopolies
work their selfish ends at the public
expense; but the truth of the matter
can be clearly explained, and every
merchant who is able to set forth
this truth should now consider it a

personal duty to become a public
educator. The press of the country
has been reeking with sensational

statements in regard to cold storage,
usually false as to the premises and
tending to exaggerate popular falla-
cies as well as to confirm the erron-
eous beliefs. The same medium should
be used to the fullest possible extent
to give facts and correct misapprehen-
sion. Probably any reputable mer-
chant can gain access to the col-
umns of his representative newspa-
pers, and it should be the concern of
all to do so, in the effort to show
the people the true function and use
of cold storage as a public bengefit.

Arguments are not lacking. Em-
phasis can be laid upon the truly
independent character of the public
refrigerator houses and upon the
fact that their facilities are for sale,
in normal competition, to any per-
son. The popular fallacy that stor-
age warehouses utilize their facili-
ties for speculative manipulation of
the goods carried can be dispelled by
statements of the number of patrons
storing goods and by showing that
public renorts as to the quantity of
important commodities carried from
time to time are freely published by
a majority of the houses for the ben-
efit of the people owning and trad-
ing in the goods.

It can be shown that the ability to
carry perishable foods from one sea-
son of flush production to the next
enormously lessens the waste and
increases the opportunity for profita-
ble production, thus adding to the
total supply of food. And the plain
fact can be deduced that average
prices must thereby be iowered as
compared with what they would be
if the period of storage were mate-
rially restricted. If it is argued on
the other side that under present
scale of production prices would be
lowered if storage were materially
restricted, it should be pointed out
that any such effect would be tem-
porary since it would inevitably lead
to a shrinkage in production; also
that it would be accompanied by a
material raising of prices, or per-
haps a total lack of supplies, during
the period of restriction.

Another self-evident fact that
should be set forth is that all food-
stuffs, even the less perishable-kinds,
must be stored to some extent in
order to assure continuous supplies;
it may be pointed out that cold stor-
age simply gives the same facility as
to the more perishable products, and
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that there is no more need for re-
striction in one class than in the
other.

In regard to claims that the sea-
son of permissible storage should be
limited to prevent goods from becom-
ing spoiled by too long holding, at-
tention should be directed to the evi-
dent fact that the interests of stor-
ers themselves are sufficient protec-
tion in this direction; that no mer-
chant can buy sound products and
make other than losses if he holds
them until they spoil; that so far as
unsound goods are concerned their
quantity would not be lessened by
any restfriction of the facilities of
preservation, neither would they be
any more easily detected nor their
sale more easily suppressed by health
authorities. And the popular notion
that poultry and eggs or other sea-
sonable products are habitually car-
ried in storage for years may be dis-
pelled by pointing out the general
fact that goods carried from one sea-
son of flush production to the next
would have to be sold in competition
with fresh production with the loss
of accrued storage, interest and in-
surance charges, which could not fail
to be greater than any difference in
price levels from one year to an-
other.

In sections where branding laws are
being agitated it is perhaps well
enough that we admit the justice of
the general proposition that long-
stored products should be sold to
consumers as such, provided there
be any practical means by which such
information could be conveyed to
them. But the extreme difficulty of
doing this should be considered in
relation to any possible benefit that
the public would derive from it. For it
is certain that the length of time
perishable goods are stored, at least
during the period of commercial ne-
cessity, is no indication whatever of
their quality; that by far the greater
part of the causes affecting both the
general quality and the condition of
perishable foods occurs prior to their
storage; and that subsequent changes
depend more upon the conditions
under which the goods are held than
upon the length of time. It should
also be pointed out and considered
that in any case consumers buying all
sorts of food must ultimately depend
upon their own judgment of quality
and condition, since among fresh
goods, that have never been stored,
there are no less variations in both
quality and condition than in stored
goods. In view of these factls it
seems extremely doubtful that con-
sumers would gain any benefit from
the branding of cold stored products
as such, or with the dates of stor-
age. even if it were possible to ac-
complish this. As to this possibili-
ty it should be shown that original
packages do not in many cases reach
the retail dealer owing to the neces-
sity of classifying and grading their
contents; also that only a small
part of the consumers actually buy
what they eat in the retail stores—
one person usually buying for many
others and many simply sending or-
ders over telephone or otherwise. The
labor and expense of branding

all J

storage articles so that consumers
would be informed of their age would,
therefore, be almost prohibitory, and
as it could, after all, convey no real
indication of quality, but would often
be really misleading, it seems clear
that the game would not be worth
the candle.

Special attention should be drawn
to the confusion that would arise in
trade channels as a result of a mul-
tiplicity of varying laws restricting
and regulating cold storage in dif-
ferent states and municipalities, also
to the fact that the effect of cold
storage has long been a subject of
investigation by the United States
Government without as yet reaching
any conclusion indicating a need of
legislative action; and that until the
Federal Government finds it advisa-
ble to legislate for inter-state com-
merce, local action, taken without
proper investigation and based upon
mere opinions, would be most unwise
and damaging.

| beg to suggest to the managers
of our splendid public cold storage
houses that they might create a
justly favorable public opinion by
advertising occasional dates for pub-
lic inspection of their plants, at least,
by accredited representatives of pub-
lic societies disassociated with the
produce trade. This has been done
in some cases with a most excellent
and deserved effect upon the impres-
sions of visitors, all of which is more
or less contagious. For truth spreads
as fast as error when it gets a fair
show. F. G. Urner.

One Exception.
She—(protestingly) — That's just
like you men. A man never gets jin
to trouble without dragging some
woman in with him.
He—Oh, | don't know. How about
Jonah in the whale?

WCR REA &

15

Our Slogan, “Quality Telia"
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ROY BAKER
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PRODUCE COMMISSION

10-4-106 W est Market St.,

Buffalo, N. Y.

“Buffalo Means Business”

We want your shipments of poultry,
high prices for choice fowls,
highest prices.

chickens,

both live and dressed. Heavy demand at
ducks and turkeys, and we can get

Consignments of fresh eggs and dairy butter wanted at all times.
REFERENCES -Marine National Bank. Commercial Agents, Express Companies Trade

Papers and Hundreds of Shippers.
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SEEDS

,_Are ready—fill your orders—all kinds clover
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EGGS=—wiill be in market daily for fresh eggs.
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Wholesale Dealers and Shippers Beans, Seeds and Potatoes
Office and Warehouse Second Ave. and Railroad

Grand Rapids, Mich.

ENDEN CO.

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

Wholesalers of Butter,

Eggs,

Fruits and Specialties
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THE GROCERY KING.

He Successfully Conducts Nearly 150
Separate Stores.
W ritten for the Tradesman.

The origin of the cash grocery idea,
the rapid growth of a retail selling
method, the system and methods that
brought success to a string of big
grocery stores—this is the personality

and history of a most remarkable
man.
A selling idea becomes a power

when it is carried out along system
atic lines and put into execution by
a man who has brains, energy and
nerve. When a man can show the
buying public he can save them mon-
ey by giving them high grade goods
cheaper than his competitors; show
them how they profit by co-operat-
ing with him and his methods, that
man receives the support of the great
masses whose aim is to save money
on every purchase.

Twenty-five years ago a poor young
man picked up an idea. The idea orig-
inated when he drove a wagon ped
dling goods from door to door on com
mission. That idea finally became ?
selling plan and kept on growing and
growing until to-day it is found to
exist in the form of a chain of 136
grocery stores in Cincinnati and the
outlying districts and a new store is
being opened every month.

This  tremendous growth  was
brought about by organization and
the success came through system in
buying and selling.

The personality and history of the
Grocery King, the founding of a great
staple industry, the system upon
which it was developed, the plans of
buying and selling and methods of
operating which have saved money
for the public and made the Grocery
King a millionaire in less than twen
ty-five years—all these are describ
ed in detail in this article.

For those retailers who are plod-
ding along and for those men who
are directing great industries there
are lessons somewhere in this story
or the methods which developed a lit-
tle horse and wagon outfit to a mil
lion dollar concern.

I dont want any more of your
goods,” snapped an angry housewife,
“they ain't as represented and | am
through with you.”

The young German lad with a
large basket of groceries on his
shoulder argued and argued, but he
could not again win the confidence
of this displeased customer. This
was bitter medicine for the German
boy, because he was selling goods
from house to house on a small com
mission, just eeking out a bare exist-
ence. As he made his way back to
the wagon he got his first idea of how
to win and hold trade through the
experience of losing a good cus
tomer.

He had always found it an easy
job to get orders, but a very hard
matter to make permanent customers.
The reason for this came out clearly
after this last loss of a good cus-
tomer. The firm he was selling for
were in the habit of delivering in-
ferior goods. The result was that
after selling a customer once or twice

MICHIGAN TRADESMAN

the young German found it almost
impossible to sell them again.

On that day he made up his mind
that if he ever got hold of a business
of his own he would deliver the best
goods he could get. He saw now
that this was the principal thing in
keeping business. He also kne.
price has quite an influence on get
ting business, and while it does not
compare in the maintenance of busi
ness to quality of goods he knew
the two must go hand in hand.

Immediately he began to figure out
how high quality groceries could be
sold at lowest prices. Even to this
day he has never stopped figuring,
and, although he solved the problem
years ago, every day he finds new
ways of selling the best goods cheap
er than his competitors.

This German lad, who in his 17th
year was almost penniless, was Bern
ard H. Kroger, President of the Kro-
ger Grocery '& Baking Co., a $1,000,-
000 concern in Cincinnati, Ohio. The
people of the Queen City take pride
in pointing to this millionaire grocer
as a self-made man and a desirable
citizen.

He is the largest retail grocer
west of Philadelphia and handles a
business of $3,500,000 annually. The
Kroger Grocery System extends
through a chain of 136 stores in Cin-
cinnati and suburbs, four stores in
Columbus, one in Dayton and new
links are being added to this chain
every month.

The most remarkable incident in
the life story of the Grocery Kinj.
is that he started as a farm laborer
His first salary was 5 cents a day,
and with that humble beginning he is
now worth over $2,000,000.

Mr. Kroger is 51 years old, but is
so well preserved he might easily
pass for a man of 35 years. He has
made every cent of his fortune him
self by hard work. He never specu-
lates nor gambles, but knows values
so well he goes after sure things <h
a large scale. He never went to
college, but his education in the great
school of experience has given him
a mathematical mind which is re
sponsible for his astonishing ability
in the commercial world.

Mr. Kroger has used his addition
and multiplication tables so carefully
that his success has been the nat
ural outcome of knowing how and
when to figure.

Personality of Kroger.

Every store in the Kroger System
s saturated with the Grocery King’s
personality. He is in direct touch
wuth all the details of his business,
but he does not permit himself to
be buried by details. He knows how
to organize detail work so that it
will fall into the hands of the right
men. He directs the business, but
depends upon able men to carry out
his directions. Mr. Kroger is all sys-
tem. His daily work is regulated by
system. He does everything in the
quickest way possible. He gives just
enough time to the grocery business
to insure success.

Men. who do business with him
get quick action. It is “Yes” or

No. Long disputes or arguments
never take place in his office. His

mind acts quickly and it is always
decisive. Some say that Kroger has
a spirit of stubbornness and that th
silence in an argument which is char
acteristic in his business deals is
refuge against opposition. Others
say it is belief in himself and confi
dence in his knowledge and judgmen
that makes him hold to his own ideas
Whatever this quality is, it has madi
Kroger’'s way the right way. Whei
Kroger makes up his mind nothing
can change him. His position is fix
ed and all arguments fall flat.

Mr. Kroger’s money has not inter
fered with his ambition for thx
growth of his idea. He has made
every cent of his fortune honestb
first by the ounce, then by the poun<
then by the ton and now he make
it by the carload.

By business men in general he is
regarded as an excellent commercia
quality. First, because he is safe and
conservative. Second, because h_
does not gamble but goes after sure
things on a large scale. He has ap-
plied his same plan of attractive in-
vestments to his bank. As President
of the Provident Savings Bank and
Trust Co., a $1,000,000 institution, he
has made it one of the safest and
most profitable banking institutions
in Cincinnati. Here, as in his gro-
cery business, he applies the princi-
ple of making it profitable to the pub-
lic. While the other banks agreed
on a scheme of paying 3 per cent,
only on a savings deposit, Mr. Kroger
continued to pay 4 per cent, on time
deposits.

Mr. Kroger is also President of the
Cincinnati, Milford & Loveland Trac-
tion Co., another $r,000,000 concern,

hich is the best paying suburban
road running into Cincinnati.

The remarkably successful career
of this young man is attributed to
hard work and a knowledge of his
business. He works energetically ear-
y anfl late in his systematic way.
There are certain hours in the morn-
ing, from 10 until 12, that he may be
found in his office in the large gro-
cery warehouse. It is said he can
handle more business in two hours
than the average man can in six. He
leaves the grocery office promptly at
12 every day and goes to the Bank,
where he remains until 3. Then he
devotes the remainder of the after-
noon to his other business affairs. He
is frequently spoken of as the “bus
iest man in Cincinnati.”

He has proceeded all his life on
the theory that a grocer sustains more
intimate relationship to a community
than any other person, because he is
the daily purveyor. On him depend
the quality of goods consumed and
the justness of prices.

Mr. Kroger’'s strong, flexible mind
is the key to his success as the Gro-
cery King of the Central States and

good business man of the Queen
City. He knows how to apply sys-
tem to his work. He is also a born
organizer, always giving a working
plan to his ideas.

Then there are other prominent
qualities to this many-sided Kroger:
He is a good director, has remarkable
executive ability, accurate
judgment of the ability and adapta-

intuitive j
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Than
Maple

The Crescent Mfg. Co.,
Seattle, Wash.
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See Grocery Price Current

John C. Morgan Co.
Traverse City, Mich.
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the qualities that have brought suc-
cess to everything he touched; the
tion of men for places. These are
qualities that have made him the
largest supplier of daily fare in the
Central States.

Story of Early Career.

Mr. Kroger was born in Cincinnati
in i860. When he had reached his
13th year John H. Kroger, his father,
met with financial reverses in the dry
goods business and the boy had to
strike out for himself. He went out
and worked as a farm hand for $1.50
a month until his 17th year and
knows what it is to have his back
blistered and strained by cultivating
corn, hoeing potatoes and all the
other multifarious duties of farm life.
He finally gravitated from the farm
to Cincinnati again, in his 17th year,
and obtained a position selling teas
and coffees on commission.

He kept the wagon going from
house to house for six years. After
being on the wagon all day he would
go back to the store every night and
work until 10 or 11 o'clock helping
put up orders. It took him all those
six years to save $372, but he had
earned more than money. He had
the beginning of a fortune in the
shape of a thorough knowledge of
what people want to buy, how they
can best pay and how they should
be served.

About the time when he saw the
slipshod methods of the firm he was
working for were the cause of losing
iis customers he began looking for
a different position. He saw no fu-
ture in this business because the man
agement was not practical. He was
offered a position to travel for a tea
house in New York and had accept
ed it When he told his employers
he was about to leave them the,
offered to give him $12 a week and
10 per cent, of the profits if he would
take charge and run the business for
them.

The man who owned the grocery
company had taken no active part in
the management of the business and
naturally it had almost gone to piec-
es. They had originally invested
$3,500 in the business and after two
and a half years they found they
had only $600 left.

Mr. Kroger was then only 22 years
old, but these men had confidence in
his ability and they agreed to give
him absolute charge. No one was
to interfere with his plans in any
way. He was to run the business ex-
actly as if it were his own. Kroger
told them he wanted no interference
in the management and that if, at
the end of three months, they were
not satisfied he would give up his
position.

The first thing he did was to hire
a cashier, an office which had never
been filled in this firm. Next he
installed a cash register, which this
concern had refused to recognize
before. He then discharged all the
employes except one and started in
with a clean slate.

In one year’s time he cleared $3,100
for this concern. He had changed
the entire method of buying and sell-
ing. He refused to buy the cheap
and trashy goods which had largely

made up the old stock. He purchas
ed only high grade goods and did away
with fictitious prices and values. His
one aim was to give his customers
the biggest values that money could
buy.

At the end of the first year he re
ceived $310 as his part of the earn
ings. He then offered this concern
$400 for a third interest in the busi
ness. He went to the man who
owned the company and explained his
ideas of how a grocery business
should be conducted to make it grow
His idea was to open more stores
buy for cash in large quantities and
sell for cash on narrow margin
profits. Kroger had become so thor-
oughly saturated with the cash gro-
cery idea that he almost promised
to increase this little business to a
business of half a million in five
years. But the meo back of this firm
had not the vision of branch stores
that Kroger had. They believed in
him, but his enthusiasm could not
penetrate their conservative ideas of
business methods. They wanted the
young man to remain with them, but
would not sell him a partnership in
the business. They insisted that he
should remain on a percentage basis,
offering him 15 per cent, of the net
profits, but he refused. Kroger’s idea
was calling and he followed its lead.

His Modest Beginning.

In the year of 1883 Mr. Kroger
started in business for himself, taking
a partner who had $350. Mr. Kroger
attended to the business himself
working from 5 a m. until 11 p. m
He drove the delivery wagon and
sometimes served his customers afoot,
carrying his baskets up the back stairs
in many cases, always seeing that
every customer was served on time
and perfectly satisfied. This first
year was filled with more reverses
than any one year during the growth
of the large industry. At the very
start there were two incidents that
knocked a big hole in the earnings
of the little retail grocery concern.
Their horse and wagon with a load
ot groceries were destroyed by a
railway train, entailing a loss of $460
to the infant firm, and a few weeks
later a flood in the Ohio River cost
them $350, and a little later Mr. Kro-
ger met with another loss of $400.
In spite of these discouraging re-
verses the business had grown so
rapidly the first year that Mr. Kroger
bought out his partner and paid him
$1,500 for his original investment of
$H0

Then the Grocery King began busi-
ness alone and his cherished idea of
multiplying stores became a living
plan. In about two years after this
Mr. Kroger started to tell the public
about his goods through the newspa-
pers. He advertised as generously as
his means would allow. At the very
start his advertisements were differ-
ent and alive with interesting points
to money-savers. Mr. Kroger used
the newspapers then, as he does now,
to fight competition and he realized
he could not do it by exploiting poor
oods. He laid the cornerstone
of his success by a system of selling
better goods at lower prices than the
other fellow.

When Mr. Kroger originated the H, LEONARD & SONS

cash grocery |d§a he .revolgtlo.nlzed. Wholesalers and Manufacturers’ Agents
the grocery business in Cincinnati Crockery, Glassware, China
and developed a new merchandising Gasoline Stoves, Refrigerators
method which has proven both prac- Fancy Goods and Toys
tical and profitable to both consumer GRAND RAPIDS, MICHIGAN
and dealer.

In the days when the Kroger germ
was taking on the form of life in one
little store the custom was to buy
on “tick.” Bernard Kroger did not
believe this was the practical way
to buy. He saw where the grocery-
man and the public were both losing
money because the public had not
been taught how to save money in
buying.

In the first place there was no fixed
price on groceries. When a customer
had everything charged the price was
according to the chance of loss. There
was only a price for the purpose of
haggling over it and the outcome
was always uncertain. The crafty
buyer always got the better of the
bargain.

Mr. Kroger found he would never
realize his idea of a chain of stores
if he followed in the wasteful meth-
ods of other dealers, so he originated
a new way of selling. At the very
start he began to show his customers
the benefit of buying for cash. He
showed them how he could purchase
the finest goods in large quantities
and sell direct for less than any of his
competitors if they would pay cash
instead of having them charged.

From the very first time the idea
of a cash grocery was put into execu-
tion it was necessary to have a sys-
tem of organization, a system of buy-

For sale by
Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.
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ing and a system of selling. The sys
tem of buying came first. His idea
was to save for himself the profits,
expenses and losses of middlemen by
buying direct from the producer. He
first applied economy in his method
of buying, then in his method of sell-
ing and, as he found his ideas prac-
tical, he applied economy in his or-
ganization and began to establish
branch stores.

He found it as easy to maintain
three stores as one, then ten as
three. Every time this conservative
grocer saw his way clear he added
another store to the chain. A few
years ago Mr. Kroger found it nec
essary to incorporate his business
with a capital stock of $1,000,000, be
cause it had grown so large one ma
could not handle it. The company
now has 136 stores in Cincinnati and
suburbs and many more in other cit
ies.

Five years ago Mr. Kroger foun
it worth while to put fresh meats
in some of the stores. He bought out
a local packing house which had eight
stores. When Mr. Kroger bought
over these stores he found their plan
was to sell cheap meats; that is, thin
cattle that could be bought at a low
price. Immediately upon taking hold
of this business this system was
changed. Kroger’s idea was the same
as in the grocery business—to sell
high grade goods at as low a price
as could be done consistently. One
of the men bought out thought the
Kroger System would break up the
meat business and resigned his posi-
tion. He believed it would be suicidal
to the meat business. After he had
resigned Mr. Kroger put in a new
buyer, who bought fine young steers,
handling only the best meats that
could be purchased.

During the first few months under
the Kroger System the meat business
fell off very rapidly. This was on
account of the loss of the riffraff
trade, but after Kroger’s method of
selling good quality meats became
known the business began growing
until now they are doing three times
the amount of business the old com-
pany did, and the meat business is
still spreading out into new stores
very rapidly. Over twenty-eight of
the stores maintain large meat de-
partments. Every week meat depart-
ments are being added to other stores.
It is Mr. Kroger's idea to expand
gradually. Every step he takes is on
solid ground. The time is not dis-
tant when every one of Kroger’s
stores will have meat departments.

Mr. Kroger has located each new
store with special reference to good
residential districts and they are sup-
plied by warehouses which are located
near the railroads. Thus Mr. Kroger
minimizes the problem of initial
transportation and hauling

The Kroger stores grew from the
fact that only those goods were han-
dled which would sell readily and
quickly. All stocks are bought and
sold with a view to profit to con-
sumer as well as the company itself.
Every store is equipped with the
same quality and class of goods. Each
store must be self supporting and the
management must show a good profit

along with the others. The Kroger
chain of stores are all new stores.
He never buys out an old store. A
substantial chain
gether, with the Kroger personality
in each individual store, is the basis
oi the whole Kroger System.

Each store has its salaried official
head and corps of assistants. The
store official may be an employe wh,
has grown up in the Kroger service
or he may be a groceryman who has
had experience as a manager in some
outside store

A branch store manager has charge
of his store and his help. He doe
not hire employes, except occasion
ally for some minor position. He
does not buy any goods, does not
pay any bills nor make any con
tracts. He is responsible to the dis
trict manager, who has charge of a
certain number of stores, sees that
they are kept clean and orderly, di
rects the help, keeps up the stock’an.
sees that the customers are being
treated properly in each store.

The branch manager makes a requi
sition for his stock on a sales slip
in triplicate, one of which is kept in
the central office, the second remains
in the warehouse shipping room and
the third he retains and must sign
when the goods are delivered.

The manager of each store makes
ally reports to the central office and
receives his supplies every day from
the warehouse. He determines how
much of any stock he should carry
from the volume and character of his
trade.

Since all transactions with custom-
rs are for cash, the cash register re-
ports are easily handled, and it is
“ot a difficult matter for the branch
manager to keep in close touch with
stocks received and sold.

Each store head receives the serv-
ices of three large departments main-
tained at the central office—the ac-
counting, advertising and employ-
ment departments. Since these three
engrossing duties are taken care of
the store manager is to keep the
stock in order, show the goods and
egister up the money for every sale

Mr. Kroger’'s stores are all mod-
ernly equipped and made distinctive
by red fronts. He wastes no money
"i useless ornamentation, but de-
pends on the appearance of the stock

make his store displays inviting.

His policy of selling is to keep
every hne of goods moving. His ex-
tenstve system of advertising, which

v he described in another article

hes care of this important part of

ngods hy keeping the shelves

clear of old stocks. Before a stock

allowed to get, old a special sale

moves ,t into the consumer’s, home to
used. H. Franklin Thomas.

Poor Place For Men Without
Means.
Los Angeles, March 12-During my
m this city | have learned facts
N
Shodia'be Tead RS RaSa Bt
isfied merchants in our State. A gen-

BT Murb®eho N8ase Rere <“two
years ago and opened a stock of
goods, recently sold out'because he
¢could not realize a satisfactory re-

linked closely to-

ward for his labor and the employ
ment of his capital. He said to me:
‘There are too many big stores in
Los Angeles. They outnumber those
of Detroit and are much larger, as a
rule. No store in Detroit is com-
parable to Hamberger’s, Bullock’s, the
Boston Store or the Ville de Paris.
'Rents are very high. A clothing mer-
chant just opening a store containing
15.000 square feet pays the awful
rental of $48,000. Clerk hire is cheap,
but other expenses are very high.
Thousands of young people come
here with but little or no means, many
of whom are in poor health, and will-
ingly accept employment in the stores
at from $5 to $7 per week. Thousands
of salespeople are girls, widows or
young married women who engage in
the work to help out the husbands.
How the girls manage to exist on
such small wages is a mystery to me.
Competition for business is sharp and
many articles of wearing apparel and
for use in the house, such as carpets,
rugs, curtains, etc., are sold much
cheaper than in the East.”

The pursuit of agriculture and fruit
raising in Southern California is a
precarious business on account of the
frosts and the lack of rain. This very
year a considerable part of the orange
crop was injured by frost and the
rainfall to date amounts to but ten
inches, while seventeen are necessary
to ensure good crops. The rainy sea-
son has about passed and the fruit
growers and farmers are discouraged
over the outlook. The most profita-
ble business in Southern California

dealing in real estate. Thousands

of people are coming here from the
East and seeking investments, and
many of these are easily plucked by

the land speculators. Los Angeles is
a large and rapidly growing city. Its
most important business is feeding
and housing the tourists and winter
sojourners. It is a poor place for
men without means.

Arthur S. White.

The Reason.

JUdge—And I am to understand
that you two men have one f|sh|ng
for three years and never had a quar-
rel before to-day?

Brown—Yes, your honor, but then
we have never caught any fish before
to-day.

Post Toasties

Any time, anywhere, a
delightful 'food—
“The Taste Lingers.”
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Rapid Growth of Banking Interests
of Michigan.

The annual report of the State Bank
Commissioner, recently issued, con-
tains a table showing how banking
interests in Michigan have grown in
twenty years. The showing will prob-
ably surprise even those who have
thought themselves to be well in-
formed as to the banks of the State,
and those who have not kept tab on
the financial development will be con-
siderably more than surprised.

In 1889 there were 113 National
banks in Michigan, with a total capital
of $15,674,600 and total resources of
$66,051,502.97; now there are ninety-
nine National banks, or fourteen less
than twenty years ago, with $15,189,-
500 capital, a shrinkage of approxi-
mately $500,000, and total resources
of $i5763i,530.54. or an increase of
230 per cent.

In 1889 there were ninety State
banks and two-trust companies, with
a total capital of $7,254,559.10 and to-
tal resources of $47,354,272.90. Now
there are 376 State banks and five
trust companies, or four times as
many, with total capital of $22,161,-
133, or three times as much, and to-
tal resources of $273,7x8,216.23, or an
increase of nearly 600 per cent.

The great growth it will be ob-
served has been in the State banks.
This is due to the wider latitude al-
lowed the State banks in doing busi-
ness. The National banks are limited
pretty closely to commercial busi-
ness and can not loan on real estate.
The average small town bank would
not have much of an excuse for exist-
ence if its business were confined to
commercial loans, and therefore they
are organized under the State law
which permits real estate loans.

The banks seem to have prospered
in the twenty years. In 1889 the
State banks had surplus and profits
equivalent to about 40 per cent, of
the capital and now notwithstanding
the great increase in the capitalization
the percentage is about 75 per cent.
The National banks twenty years ago
had 30 per cent, of surplus and profits
and now have 60 per cent. This com-
parison seems to be in favor of the
State banks.

The State banks in 1889 had loans
and discounts of $22,624,667 and
stocks, bonds and mortgages of $15,-
645,031, and these items now stand
respectively at $105,908,706 and $109,-
045,073- In the same time the Na-
tionals have increased from loans and
discounts $45,860,178 and  stocks,
bonds and mortgages $4,716,830 to
$92,367,238 and $26,306,496, respec-
tively.

Including savings, commercial and
certificate deposits and not due to
banks, the State bank deposits have
grown from $36,051,781 to $226,832,-
752, and in the same period the Na-
tionals have increased from $35,217.-
989 to $103,669,284.

In the last five years twelve Na-
tional banks have been established
and in the same period 134 new State
banks have been started. The new
National banks have been established
in the cities; State banks have sprung
up all over the State, in the prosper-
ous small towns and agricultural cen-

MICHIGAN TRADESMAN

ters where there are business to be
done and checks to be cashed or depos-
its received. Many of these small town
banks, as indicated by surplus and
undivided profits, are well managed
and prosperous.

An item of assets that is not par-
ticularly desirable is met with in
nearly every bank statement, and that
is “over drafts.” To acquire an over
draft seems, in fact, to be regarded as
one of the first essentials to con-
ducting a bank. Some of the banks
in their very first statements show
that some depositor has pulled out
more than he has put in. These over
drafts are rarely large in amount, but
they are almost always in evidence.
There are some exceptions to this
rule, however. The Presque Isle
County Savings Bank does not carry
an over draft account, and in the
same happy condition are the State
Bank of Memphis, the Union Savings
Bank of Manchester, the State Sav-
ings of Lapeer, the First State and
Savings of Flushing, the State Sav-
ings of Dowagiac, the Wayne County
Savings of Detroit, the Detroit United
of Detroit, the Eaton County Savings
of Charlotte, the State of Carleton,
the Lenawee County Savings of
Adrian, the Clinton County Savings
of St. Johns, the State Savings of
South Lyon and perhaps half a dozen
others. The National banks are as
prone to over drafts as the State, but
the figures do not seem to run quite
as high. Among the National banks
that appear to have rigid rules against
over drafts are the Bank of Com-
merce of Adrian, the First of Hub-
bell, the First of lron Mountain, the
First of Norway and the First of On-
tonagon.

A study of the report shows that
the State banks in this city are behind
other State banks in at least one re-
spect, and that is in seeking deposits
from other banks. In this city the
National banks carry ten times as
much due to banks as do the State
banks. In Detroit the State banks
carry about 25 per cent, of the total,
in Saginaw the State banks have
about a third of all the due to banks
in town, in Battle Creek the State and
Nationals break nearly even, in Kal-
amazoo the States have more than
three times the Nationals, in Bay
City the States are well in the lead,
in Jackson they have all and it is the
same in Ann Arbor. In Port Huron
the States have two-thirds of all and
in Marquette more than half. In
Lansing, Adrian and Muskegon the
Nationals are ahead. Apparently the
State banks in other towns find it
worth while to cultivate the friendly
relations of the banks in the small
towns around them. In this city the
State banks seem to have neglected
this particular field. There are evi-
dences, however, of an awakening in
this respect, and the Nationals may
yet have to hustle to hold their own.

Extenuating Circumstances.
“1 was caught whispering in school
to-day.”

“Haven't | told you not to whis-
per?”
“Well, ma, | was telling Mrs.

Jones’ little girl that you had a new
hat.”

In the District Court of the United
States for the Western District of
Michigan, Southern Division,
in Bankruptcy.

In the matter of Harold M. Collins,
bankrupt, notice is hereby given that
the assets of said bankrupt, consist-
ing of a general stock of jewelry, to-

GRAND RAPIDS
FIRE

THE MCcBAIN AQENCY

Qrand Rapids, Mich.

»

INSURANCE AGENCY

The Leading Agency

gether with store furniture and fix- General Investment Co.
tures and book accounts, will be of- Stocks, Bonds, Real Estate and
fered by me for sale at public auc- Loans

Cltz. 5275. 225-6 Houseman Bldg.

tion, according to the order of said
court, on Tuesday, the 29th day of
March, A. D. 1910, at 10 o’clock in the
forenoon of said day, at the former
store of said Harold M. Collins, at
No. 305 Howard street, Petoskey,
Michigan. The sale will be subject
to confirmation by the court. The in-
ventory of said assets may be seen
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Grand Rapids, Mich.
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at the office of Hon. John J. Reycraft, Capital ) $500,000
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Peter Doran,
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The Romance of Life Still Exists.

There be some people, cynical phil-
osophers, who declare that romance
in everyday life has ceased to exist.
Such people are wrong, and itheir wis-
dom approaches folly. As Rudyard
Kipling says: “Our lives hold quite
as much romance as is good for us,
sometimes more.”

It is true that this century claims
to be, and is, intensely practical. The
struggle for life is strenuous, and
many are forced to “cut their hard
paths straightly by Poor Richard’s
eloquence.” On the other hand, we
are continually told that modern so-
ciety has no earnestness, no depth,
little or no sincerity, and, worst of
all, no high moral standard. Fashion

and pleasure and a sham love are the |romance.

amusements of the hour. To oulL
shine each other in dress, in engage-
ments, in admirers is apparently the
whole duty of young women in the
“classes.” Of many of these it may
be said, as Thackeray said of Blanche
Amory, that while emotions are nec-
essary to them, they are unable to
carry out emotion to the full, but
have “a sham enthusiasm, a sham
hatred, a sham love, a sham grief,
each of which flares and shines
vehemently for an instant, but sub-
sides and gives place to the next
sham emotion.”

Also the story is told of a promi-
nent society man, a most desirable
parti, much pursued, who declares that
he never writes a letter to a woman,
not a relative, without first submitting
it to a lawyer.

Nevertheless a divinity does not
cease to exist because its temple is
desecrated; and none can deny that
loye is the greatest thing in the
world. It is not merely the fulfilling
of the law; it is the law itself, the
fundamental fact of the universe, the
sunshine which is the source of light
and life, which makes “the desert
blossom as the rose.”

There can be, no love without ro-
mance. Take that away and poetry
vanishes; even as war without ro-
mance is merely licensed slaughter,
so love bereft of its sentiment is but
an affair of sale and barter, or at
most of brute passion. That can
hardly be called a natural union where
the imagination never has been Kkin-
dled; where hearts are untouched,;
where, in a word, all romance is ab-
sent. It is quite a different matter
from a love affair when a man wants
to “settle” for prudential reasons. The
one man wants to marry because he
has fallen in love, and can not be
happy without the beloved one; the
other desires to fall in love because
he wishes to marry. As George Eliot
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says: “lIts a deep mystery the way
the heart of a man turns to one wom-
an out of all the rest he’s seen in the
world, and makes it easier for him to
work seven years for her, like Jacob
did for Rachel, sooner than have any
other for the asking.” Foolish people
think of love as a good joke, a sub-
ject for fun and* banter; wiser men un-
derstand that it is a gift of God, and
that to fall seriously in love is, for
good or evil, among the most im-
portant things that one can do.

Says Emerson: “All mankind loves
a lover. We see them exchange a
glance or betray a deep emotion, and
we are no longer strangers. We un-
derstand them, and take the warmest
interest in the development of the
The strong bent of nature
is seen in the proportion which this
topic of personal relations usurps in
the conversation of society. W'hat
do we wish to know of any worthy
person so much as how he sped in
the history of this sentiment? What
books in the circulating library cir-
culate? How we glow over these nov-
els of passion, when the story is told
with any spark of truth and nature!”

In the meanest hut there is romance
if we but knew the hearts there! So
long as the tired clerk lengthens his
homeward journey after the toil of
the day, in order that he may pass
his sweetheart’'s window; while the
soldier goes into action with a wom-
an’s picture on his breast; while a
man treasures a torn glove, or goes
out nominally “for a smoke,” but real-
ly to look at the stars which are shin-
ing alike upon him and on her whom
he loves, who shall dare say that ro-
mance is dead with the age of chiv-
alry? “Every form of human life is
romantic!”

All the same, the lover should en-
deavor to blend practicality with his
romance, otherwise he becomes a
mere dreamer and impossible. Rhap-
sodies over the attractions of his lady-
love are but empty compliments un-
less he strives to make a home for
her. Impassioned utterances in the
light of the moon are all the sweet-
er when they come as a relaxation
after strenuous efforts to make mar-
riage a speedy possibility. Desper-
ate lovemaking and pretty speeches
will not purchase chairs and tables,
although they may sweeten the
possession of them. The real man,
the true lover, will make his romance
gild the practical side of life. He
will not make it an excuse for idle
dreaming and aimless inconsequence.
Jacob proved his love by seven years’
hard work.

A pretty little story of a lover who
worked for love’s sake and was in-

spired by love while doing so was re-
cently told by a London daily news-
paper. At an examination for a civil
service appointment a candidate was
observed to take a piece of card from
his pocket. Whenever a stiff piece of
work was reached out came the card;
and after gazing at it earnestly for
some moments the youth would put
it away and go on writing with re-
doubled energy. The  examiner
thought that he had detected him
copying and demanded to see the
card. The young fellow blushed, but
handed it to the examiner. It was
the photograph of a pretty girl, the
one whom he hoped to marry if he
obtained the appointment. He had
been gaining'courage and inspiration
from the beloved face.

When the great apostle wished to

GROWTH INCREASES

March 23, 1910

Awnings

Our specialty is Awnings for Stores and
Residences. We make common pull-up,
chain and cog-gear roller awnings.
Tents, Horse, Wagon. Machine and
Stack Covers. Catalogue on Application.
CHAS. A. COYE, INC,
11 Pearl St.. Grand Rapids, Mich.

INVESTMENT

But added telephones mean at once increased income.

CITIZENS TELEPHONE COMPANY

Has enjoyed a net c};]rowth of more than 200 telephones in its Grand Ratpids
the Ipast two months,
ong distance lines, so that it now has

Exchange during
many exchanges and

and a great growth in others of its

MORE THAN 10,460 TELEPHONES
In its Grand Rapids Exchange alone, and about 25,000 telephones in other

exchanges in its system.

It has already paid

FIFTY QUARTERLY DIVIDENDS
And its stock is a good investment.

INVESTIGATE IT



March 23, 1910

describe the love of Christ for his
church he could find no more fitting
simile than that of true husband for
true wife. It is love, romantic love,
which makes of marriage the most
sacred and beautiful of ties; that
sweet passion which South has called
“the great instrument of nature, the
bond and cement of society, the spir-
it and spring of the universe,” which,
wisely controlled and rightly bestow-

ed, warms, elevates, and brightens
life. But it should not be lightly
given nor heedlessly accepted. The

heart should carefully discriminate
between true love and its many spur-
ious imitations; with its sacred aure-
ole of glory no unworthy object
should be crowned, neither should it
be allowed to dominate reason and
judgment. Romantic love is by no
means one and the same with blind,
unreasoning passion. Dorothy Dix.

Dooley On the Cost of Living.

“*'An’ so it goes. | complain iv th’
rent me landlord asts me, an’ some-
times | accede, as Hogan says, to his
request. Me landlord complains iv
th’ way th’ plumber overcharges him.
Th' plumber says he can't do any
better thin make a livin’ on account
iv th’ rapacity iv th’ plumbers’ union.
Th’ most prominent, distinguished
an’ wealthy member iv th’ plumbers’
union borrid two dollars fr'm me yes-
terdah because he cudden't pay his
bills out iv th’ vast hoards that he'd
wrenched fr'm his boss fr mendin’
waste pipes.

“‘An’ th’ sthrange thing about it is
that it's always been thrue in my rec-
ollection, an’ | can remimber almost
as far back as to think iv’ mesilf hol-
lerin’ “mort” to ye whin we were
buildin® th" pyramids. Ye’'ll say th’
cost iv livin’ was niver higher fr ye
an’ ye ar're right. Ye say it niver
was so high an’ ye’re wrong. It's al-
ways been th’ same f'r ye an’ th' likes
iv ye. | niver knew th' day whin ye
weren’t about th’ same number iv
jumps behind in th’ race with th’
price iv eggs. Whin ye're not wur-
rukin’ eggs is down. Whin ye ar're
wurrukin’  they're up. That's all
there is to it. Ye're to blame, me
boy, because a college profissor in
Harvard can not afford to buy him-
self a new hat. Ye've caused th’
boost in prices. Whin ye had less
wurrk ye ate less an’ wore out fewer
clothes. Whin ye got a stidy job ye
raided th’ grocery store, th’' price iv
pork chops took a sudden leap, an’
whin th' profissor at Harvard wint
down to th' foreman an’ got his pay
check that had been ample while ye
were onemployed he found har’ly
enough in it to pay th' butcher’s
bills. Whin ten millyon iv th' likes
iv ye gets twinty-five cints a day
more pay there’s just that much aid-
ed to what it costs iverybody to
live.

“‘But what am | goin’ to do about
it?” said Mr. Hennessy.

“‘Some pollytickal economists are
in favor iv ye're not eatin’, said Mr.
Dooley. ‘I wud say stop wurrkin’ if
it gives ye such an appetite.’”—F. P.
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The Experience of Uncle Will as a
Shopper.

Uncle Will was a most accommo-
dating uncle to the youngsters and a
most devoted brother to their mother,
therefore when Uncle Will started to
town his sister did not hesitate to
ask him to buy something she needed
nor did the children hesitate to de-
mand that he bring candy.

What Uncle Will's sister needed
was some sewing machine needles for
a Busybody sewing machine, model
C-23,468.

“All right,” said Uncle Will; “ail
right, I've got the number down.
How many shall | get—a quart?”

“Heavens, no!” said his literal sis-
ter; “all 1 want is two or three. Be
sure they're for a high-arm Busybody
machine with a tangent shuttle, No.
C-23,468.”

Uncle Will thought of sewing ma-
chine needles as he was going to the
station on his way home. He stop-
ped a policeman and asked him where
sewing machine needles might be had.
The policeman considered.

“There’s a place,” he said at length,
‘across town, but it's a long way from
here. They keep all kinds of machin-
ery—engines and things.”

Then a bright idea came to him—
an inspiration:

“Why not ring for a messenger
boy,” he said, “and have him show
you the places?” This struck Uncle
Will as a great time-saving scheme,
and presently he was in tow of a red-
haired messenger boy who smoked
cigarettes profusely.

“We want some sewin’ machine
needles,” said the boy as they enter-
ed the nearest department store. The
floorwalker pointed dramatically to-
ward the elevator.

“Seventh floor—rear,”
departed.

he said and

“What kind of needles?” enquired
the saleswoman. Uncle Will dived
into his pocket.

“Busybody, high-arm, tangent shut-
tle, No. C-23,468,” he read from his
memorandum.

“Don’'t keep ’'em,” said the lady
briefly, turning to resume her inter-
rupted conversation with a lady friend
who had called.

At the next store they offered nee-
dles for a Hummer machine, said to
be made by the same people.

“Is it the same as the high-arm

tangent-shuttle machine No. C-23,-
468?” Uncle Will asked.
“Not exactly,” said the tall spec-

tacled man who waited on them, “but
it's a'good machine. You'd better
let me sell you one—"

Dinner time came and Uncle Will
treated the messenger boy to pie.
Then the hunt was resumed.

“This is a cinch,” confided the mes-
senger. “You're payin’ for me time
an’ me feed.” Uncle Will said that
was all right, and the two entered
another department store.

“Of course we have them,” said the
manager of the department: “we keep
everything in supplies.”

“For a Busybody, high-arm, tan-
gent-shuttle machine. No. C-23.4687"
enquired Uncle Will joyously.

“Certainly,” said the department
manager; “what size do you want,
and do you want them for the tailor
model or the home model machine?”

Uncle Will scratched his ear.

“Give me both,” he said, “and all
the sizes.”

“It was so good of you, Will,” said
|his sister, “to bring me these, but
none of them will work. | need size
No. 3—didn't | tell you?”

“You didn't,” said Uncle Will, brief-
ly. “I'm going down to the postof-
fice for a while. Leave the front door
unlocked.”
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What Chicago Women Wear.

Soon it is good-bye to the clothes
of winter, for already the sunshine
is bringing out the early straw hats
and the tan and gray tailored suits.
Before the farewells are said, how-
ever, several pretty winter costumes
remain undescribed, and one of these
was worn by Mrs. Charles Counsel-
man, that attractive young matron
who was “one of the Felton girls.”

Mrs. Counselman was walking
down Dearborn street with her hus-
band in the heart of the noonday
rush when she appeared in this street
suit of slate serge made with plait
ed skirt which reached the ankles and
a coat which came within six inches
of the bottom of the skirt. The coat,
in fact, was Russian blouse in style,
heavily braided in black, with broad
silk braid of black outlining the
seams. A big puffy turban of black
velvet was worn with the hat.

Mrs. C. A. Chapin at a recent
morning was gowned in a trained
sage green velvet two piece suit with
a fancy yoke of white lace in the
dress and a plain coat of good length.
With this was worn a large black vel-
vet hat trimmed with two long tan
feathers.

Miss Margaret Herrick, whose
exquisite choice in garments so often
falls to the plain tailored skirt suit or
simple evening gown, with one dark
blue coat suit, wears a large gray
beaver hat with a “wreath” of white
marabout about the crown. Her
mother. Mrs. John J. Herrick, has
been seen in a dark blue two piece
suit, the skirt and coat of serge. The
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blue serge coat and skirt with a waist
of blue chiffon of the same shade. A
turban of sable sometimes is worn
with the suit, two wine colored
plumes trimming the left of the hat.
Jane English.

Two Novelties in Work Bags.

The girl who is at a loss what to
make for prizes or engagement gifts
need not despair so long as work
bags remain popular and new ideas
in them are always in demand.

Two that are novelties more in the
arrangement of their colorings than
in shape are here given:

The first is a round bottomed bag
five inches in diameter. This bot-
tom may be of raffia or of thick
double pieces of pasteboard covered
with silk or velvet and overcast to-
gether.

The top or bag part instead of be-
ing of one material, as is usual, has
the lower half of its ten inches of
flowered ribbon with the upper part
a plain color, the tone of the pre-
dominating shade in the flowers. The
joining is covered with narrow gilt
braid, and gold colored silk is plaited
together and used for a drawstring.

Never make the mistake of using
metal braids, however supple they
may seem, in a casing. Your bag
will be ruined with one or two draw-
ings up.

The top of the plain part is turned
down two inches for a frill, or the in-
terior of the bag may be lined
throughout with the plain color. Pro-
portions of the bag can be changed
at pleasure. Sometimes the flowered

yoke and sleeves are of tucked chif- [section will occupy more than half,

fon in the blue, the front and back
of the bodice trimmed in black satin
bands with loops and buttons. The
hat with this costume is a close fitting
turban of dark blue beaver with blue
and gold draped into the folds and
wings of dark blue touched with white
caught at the left side with rosettes
of pale blue velvet ribbon.

Mrs. W. J. Bryson is in the “laven-
der crowd,” wearing a serge of heavy
weave with braided coat and a yoke
in the dress of heavy net in the pur-

ple. A velvet“Tam” withsilk brim
goes with the dress.
Mrs.  Leroy Fuller has inclined

strongly toward black and also to
dark colors this year, wearing for one
a plain black broadcloth with a big
black velvet hat, the brim rolled se-
verely from the left side and trim-
med inflowers, and Mrs.  Charles
Dempster has worn a hat of black
turned back at the left front. A crown
of blue velvet and blue velvet ros-
ettes give the hat a lighter tone.
Mrs. Louis F. Swift has a heavy

again only a third. One stylish af-
fair had the plain color like a band
in the middle, with flowered ribbon on
both sides. In this case the edges
were outlined with gold braid.

Another bag with an oblong paste-
board bottom had it so arranged that
the lower section buttoned on at one
side and could be opened, to serve
as a needle book, silk holder or for
a case for scissors, tape measure, rule,
bodkins and other utensils held by
straps.

The top of bag is made of flower-
ed silk overcast to upper part of bot-
tom, the stitches concealed by a row
of dull gold galloon, turned up on
bag to depth of an inch and a half.
The two inch casing is made of black
satin ribbon sewed to the flowered
material so it comes on the outside
like an outer facing.

Rose St. John.

Fourteen Mistakes.
To attempt to set up our own
standard of right and wrong and ex-
pect everybody to conform to it.

To try to measure the enjoyment!
of others by our own.

To expect uniformity of opinion in
this world.

To look for judgment and experi-
ence in youth.

To endeavor to mold all disposi-
tions alike.

Not to yield in unimportant trifles.

To look for perfection in our own
actions.

To worry ourselves and others
about what can not be remedied.

Not to alleviate, if we can, all that
needs alleviation.

Not to make allowances for the
weakness of others.
To consider anything impossible

that we can not ourselves perform.
To believe only what our finite
minds can grasp.
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To live as if the moment, the time,
the day were unimportant.

To estimate people by some out-
side quality, when it is something
within which makes the man.
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HIRING HELP.

A Jobber’s Experience and a Youth’s
Victory.
Written for the Tradesman.

Just as | entered the general office
of a large jobbing house a few months
ago | noticed a very attractive ap-
pearing youngster as he stepped from
the private office of the General Man-
ager and as he came toward me, down
the desk-lined alleyway leading to the
main entrance, | heard one of the of-
fice clerks ask: “Well, did you get it?"

I did not hear the low spoken re-
ply, but when | slipped into the Man-
ager's office | saw that gentleman
looking very despondent and with a
seemingly aimless expression in his
eyes, staring through the window in-
to the street.

Giving the gentleman a cheery
“Good morning” | expressed the hope
that he was feeling good and ready
to be bored.

Cordially responding to my greet-
ing he added: “No, I'm not feeling
good, and I'd give a good deal if I
didn't have to do some things that
come to me now and then.”

Thereupon, recognizing the respect-
ful but silent enquiry that was evi-
dent in my face, he explained that
there are several positions upon the
staff of his establishment which may
not be filled except by his personal
investigation and approval. And then:
“Did you notice that good-looking
chap who left my office as you were
about to enter?”

Informed that | had observed the
person in question, the jobber con-
tinued: “Well, that boy is a high
school graduate, comes of splendid
stock—his father is a very good and
highly esteemed friend of mine—and
he wants to be taken on for a posi-
tion, one of the kind that | have to
decide upon. There is nothing that
would have pleased me better than
to have given him the chance, but |
just had to turn him down and it
breaks me all up.”

Filled with a desire to know more,
but not wishing to appear inquisitive,
I made no reply, at which, as though
fearful of conveying a wrong im-
pression, he quickly added: “Mind
you, | know nothing positively
against the young man except that
he has had very limited business ex-
perience. He is a competent account-
ant, | believe, for the reason that my
own son, a classmate of his, told me
lie was an excellent pupil in the high
school and stood high in his class at
graduation.”

Then the merchant explained why
be had felt compelled to “turn down”
the applicant: In the first place the
youngster was very deliberate in his
movements and slow of speech, “did-
n't seem to have any ginger.” And
then he spoke in a low, almost timid
tone of voice “as though doubting his
right to the privilege of applying for
a position.”

Involuntarily 1 exclaimed: “Such
diffidence is common among boys.”

“No, it wasn't diffidence,” replied
the jobber, “that is, not a diffidence
born of modesty. It told me as plain-
ly as though the lad had made the
charge, that he lacked self reliance;
that he had been too long dependent
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on his father and too generously fav-
ored in all ways-at home.”

“I've known many a ‘singed cat’ of
a boy who answered to just such a
description as you have given,” | ob-
served.

“But I'm not through with my de-
scription,” interrupted my friend.
“This boy was immaculately attired—
his father is very well to do—but his
right hand thumb and forefinger fair-
ly yelled the cigarette slogan, while
the folded paper he carried in his left
hand was a copy of the ‘Smart Set’
magazine.”

“And those two facts—the cigarette
habit and the flash journal—settled
it,” | at once commented. Receiving
no response | urged, “That was it,
wasn't it?”

With a smiling confession spread-
ing over his good natured face, the
jobber admitted: “Yes, | guess that is
what decided the matter; but just the
same | hated awfully to tell the boy
I couldn’t engage him. He’'s a mighty
good fellow, my son says.”

“Did you offer any explanation,
any excuse?” | asked.

“No, | simply told him | was afraid
he would not answer the requirements
of the position, which is one of con-
siderable responsibility,” replied the
jobber and, observing a quizzical
twinkle or something in my eye, he
continued: “Really, | suppose | should
have told him that | couldn't afford
the rick of having lighted cigarettes
about my establishment; that the
magazine he held in his hand is a
publication which does not meet with
my approval and that, judging from
his speech and movements, | feared
he lacked force, both mental and phy-
sical. Was that what you were going
to suggest?”

“Not exactly,” | replied. “In fact,
I was not going to suggest anything
unless invited to do so.”

“All right, go ahead, old man,”
said the merchant as he reached into
a drawer in his desk. “Go ahead. |
invite your criticism. Have a cigar.”

At this, after lighting the cigar very
deliberately, | gave it as my opinion
that the youth might have been given
a trial with an wunderstanding that
cigarettes were under taboo in the es-
tablishment; that genuine concern in
the advancement of the interests of
the enterprise would be expected and
that reliability, faithfulness and ener-
gy would be certain to receive recog-
nition. “Then, if the boy fails, you
could not be annoyed by the thought
of any shortcoming on your part,” |
concluded.

“Very good, very good,” quickly re-
turned my friend, “but this business
is purely mercantile, not domestic nor
parental. We are quite willing to do
all we can to develop good and com-
petent merchants, buyers and sellers
of merchandise; but we can not un-
dertake to correct homebred defects.”

Just then the desk buzzer sounded
and the merchant, placing the tele
phone receiver to his ear, called:
“Hello.”

Thereupon, much to my own cha-
grin, 1 heard one end of the dialogue
which, disconnected and broken al-
though it was, | felt certain related to
the applicant who had been “turned
down.”

Presently with an: “All right, send
him down in the morning,” the jobber
turned to me with:

“What do you know about that?
The boy went at once to his father’s
office, told how | had declined to give
him a position and what do vyou
think?”

I admitted my ignorance and he
continued: “He told his father that
he felt sure my refusal was because
of his stained thumb and finger and
the ‘Smart Set'—wdiich wasn'’t his but
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a copy he had just borrowed from my
son, my son, mark you—and that if
I would give him a trial he would
cut out cigarettes, read nothing but
the Ladies’ Home Journal and give
me the best there is in him.”

“That boy’'s a mind reader,” | said.
“He can sell goods.”

“He can learn,” said my friend,
“and his father says he'll see to it
that the boy gets right down to brass
tacks and stays there until he makes
good. And so | told him to come
on to begin work to-morrow.”

And the boy began work the next
day and up to date he is making good
in splendid fashion. L. F. Rand.

The Influence of Environment

The parrot which belonged to the
rich malefactor sat in its gilded cage,
contemplating a price mark which had
not yet been removed. Presently the
magnate approached and the bird
looked at him. He had been on the
witness stand that day in an impor-
tant case and was feeling rather elat-
ied over his successful testimony.

“Hello, Polly!” he greeted the bird,
sticking his finger through the bars

“Hello!” responded the parrot, ig-
noring the finger.

“Does Polly want a cracker?”

The bird cocked its head to one
side enquiringly. The magnate laugh-
ed at its manner. Possibly the bird
had not quite understood the ques-
tion.

“Does Polly want a cracker?” he
repeated.
The bird still looked at him with

slanted vision, but made no reply.
“Oho!” he laughed. “You are not
hungry. Have you had your dinner?”
“l don't remember,” croaked the
bird, and the magnate ordered the
butler to remove it from the prem-
ises forthwith.

Prompt Delivery

We have liberally anticipated the wants of

the retailer.

the newest fabrics for the

Spring Season

The extraordinarily large force of skillful
Designers, Cutters and Operators which
we employ enables us to give the best care to
your regular orders as well as your specials,
giving your customer the benefit of a made
to order garment without additional charge.
We are offering unusually good values in
Ladies’ and Misses’ Suits and separate Skirts,

Silk Rain Coats and cloth Capes.

Our stock is now complete with

Send us

your mail orders for sample garments and be
convinced, or when in Detroit visit our show
room.

123-125-127 Jefferson Ave.
Detroit, Mich.

Michigan’s Largest Cloak House

Electro Cuts Free With Orders

Established 1898

Electro Cuts Free With Orders
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CIVIC RIGHTEOUSNESS.

It Is Working Wonders on Grand
Traverse Bay.*

While | am quite free to admit
that | inherited a disposition to see
the practical, serious side of nearly
every proposition—a sort of pre-natal
inability to recognize the ludicrous
aspect of any situation—I must con-
fess in the presence of this distin-
guished assembly that | smiled vo-
luminously, even audibly, when | fully
comprehended the details of my invi-
tation to address you upon this oc-
casion.

In the first place | appreciated the
great honor of being asked to be with
you, and in the next place | was
greatly pleased over the fact that |
was urged to discuss civic righteousr
ness and one of the chief factors in
its net result—co-operative effort.

Then slowly, irresistibly, like the
wondrous unfolding of a matchless
picture in nature by the noiseless lift-
ing of an impenetrable fog, it dawn-
ed upon me that whatever | may have
to say upon my pet topic my re-
marks would be completely over-
whelmed by the presence and the elo-
quence of eminent citizens who are
just now very importantly before the
people of Michigan — the real-for-
true people of Michigan: those who
worship at the shrines of Lincoln,
Blaine, McKinley and John Hay;
those who believe in the patriotism of
Col. Roosevelt, Elihu Root, President
Taft and their confreres.

However, | am here and unafraid.
| am like the muscular, cool head-
ed and conscientious iron worker, one
of the modern sky-pilots who was at
work riveting bolt heads on a great
steel I-beam of the Singer building in
New York more than 250 feet above
the pavement of Broadway. “Do you
ever try to think,” he was asked,
“what would happen if you should
lose your grip and fall?”

“Not on your life!” was his reply
and he continued, “I'm too busy
thinking about what will happen if |
don’'t hang on.”

So | am very much occupied just
now in trying to hang on.

| have said that | am not afraid.
In the light of very recent events
in Grand Rapids | must temper that
claim slightly by admitting that |
am wofully embarrassed.

Out of atotal Republican vote of 17,-
000 the city of Grand Rapids last
Tuesday cast 4,000 votes for Otto H.
L. Wernicke and 4.000 votes for
George E. Ellis; the first named a
man of absolute rectitude, marvelous
force and in every particular a very
high grade citizen; his competitor a|
man exactly Mr. Wernicke's oppo-
site.

Thus a man who made his debut
in local politics out of a spirit of
genuine civic righteousness and who,
had he received the nomination and
been elected the official head of our
city, would have given the people of
Grand Rapids a progressive, reputable
administration was defeated. Why?

Because about 9,000 influential, high
minded citizens, many of whom had
*Addressdelivered by E. A. Stowe at annual

banquet Grand Traverse Lincoln Club at Trav-
erse City, March 18,1910.
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urged Mr. AVernicke to become a
candidate and who had promised to
give him their support and votes, for-
got to enroll their names in their
respective precincts on the date desig-
nated, at the same time declaring
their party affiliations.

Because 3.000 men who are at heart
full of civic righteousness forget a
simple duty easy to perform they
were not permitted to vote—not al-
lowed to keep the promise they had
made in all sincerity.

And so, as civic righteousness is
a factor | was asked to speak upon, I
bring my home town'’s experience to
your attention.

It is perfectly delightful and splen-
did to evolve civic center features, to
plan boulevards and parkways, to
set out trees and shrubbery, to estab-
lish public playgrounds, and all that,
but such things may not be well and
permanently done unless those who
are so in earnest as to civic righteous-
ness bear constantly in mind the fact
that there are political duties—un-
pleasant conventionalities, perhaps__
which they must not fail to observe.

Civic righteousness embodies ac-
tive, individual effort in behalf of po-
litical campaigns. Those who pro-
fess to be thus righteous must re-
member registration days; must see
that others remember them; must re-
member election days and see that
others get out to vote.

Unless men do this their claims to

civic righteousness are empty and
farcical.
Speaking of civic righteousness

and its natural offspring—harmonious
co-operative effort-—the people of the
Grand Traverse region—in fact, of all
of Western Michigan—should be most
willing and efficient workers in such
directions, because all of the splendid
possibilities thus far realized in the
territory indicated were made feasible
by an example of co-operation set by
the Indians almost a century ago.
At that time all of this wondrous
country of inland lakes, magnificent
forests and natural resources awaited
the touch of modern civilization, and
the aborigines, realizing the fact and
even at the tearing of their very
heartstrings, came together—fifty-sev-
en Ottawa chiefs, seventeen from the
tribes at L’'Arbre Croche and Little
Traverse, fourteen from the tribes at
Cross Village, three from the Mack-
inaw tribes, six from the tribes
around your own splendid bay, ten
from the North Manistique River,
two from the Manistee River, one
from the Platte River over in Benzie
county, one from the Pere Marquette
River, two from the White River and
one from the Grand River tribes.
These red men, in grand council,
eiected Augustin Hamelin, Jr., of the
Ottawas, to the position of Head
Chief of all the Ottawas and agreed
to ratify all his doings as such.”
And this agreement was fulfilled to
the letter. At that time the Missis-
sippi River was the western bound-
ary of the Territory of Michigan, so
that when Augustin Hamelin, Jr., be-
came the Head Chief of all the Otta-
was all of the harbors and inlets
around the Great Lakes and all of
the forests and mines in Michigan and

Wisconsin became available to the
white men.

Then came the traders and their
couriers, the hunters and trappers, the
pioneer settlers and the lumbermen in
the rotation specified. Sawmills sent
up their smokestacks at nearly every
lake harbor; general stores, boarding
houses, logging roads, tote roads,
skidways, lumber piles and farming
communities developed in quick suc-
cession and little hookers, two-mast-
ed schooners, three-masted brigan-
tines and even brigs were in continu-
ous procession up and down the east
shore of Michigan, with frequent
wood burning steamboats to empha-
size this naval parade of the long ago.

Traverse Bay, both arms of your
great inset from the lake, became the
most active and most generously fre-
guented feature of the revelation.

Speaking of the term, Grand Trav-
erse, there are hundreds of locations
thus designated all through New
Brunswick, Nova Scotia, Canada, Brit-
ish Columbia and in most of the
states adjacent to the Great Lakes or
in the Valleys of the Mississippi and
Ohio. Grand Traverse is a familiar
term. In a voluminous historic
rhyme of some 600 lines by the late
Albert Miller, of Bay City, dedicat-
ed to the rivers of the Saginaw Val-
ley, he says, referring to the present
site of the city of Flint:

'Where the Saginaw trail Flint River crossed

Had a long time been a trading post;

The riverin half a circle came.

'‘Grand Traverse’ then was the new French
name.

Called ‘Squo-ta-wi-ing” by Indian race.

Which means the tire land or burning place.”

And vyet there is really but one
great Grand Traverse region in or
immediately adjacent to the Great
Lakes, and Traverse City is the
lasting monument erected in its hon-
or—a splendid memorial to a great
period, an ever-growing tribute to the
achievements of brave, self-reliant,
upright, industrious and ambitious
men and women—who were ambi-
tious for their children, their homes
and the neighborhoods where they lo-
cated; who believed in co-operative
effort wisely co-ordinated; who had
faith in themselves, their neighbors
and friends and in the possibilities of
the section with which they identified
themselves.

Now, permit me to ask if such men
and women, under such conditions,
could not only exist but were able
to progress as they did—developing
from a population for your county in
i860 of 1,288 to a county having over
25,000 in 1909; if your beautiful city
was a hamlet of but a few hundred
souls in i860 and has grown to a
bustling, thrifty community of 15,000
of loyal, industrious and enterprising
citizens; if such a showing with such
a beginning can be made in half a
century, what may not you men and
v/°’men accomplish during the next
succeeding twenty-five years?

You have the location, the citizen-
ship, the resources and the environ-
ment to not only perpetuate the hon-
orable and enviable reputation you
have gained as the most attractive,
most progressive and best equipped
city in the upper portion of Michi-
gfans Lower Peninsula, but you are
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able to—and beyond all question you
will—improve on such a record.

Let the remembrance of what has
been achieved by those who have pre-
ceded you—those who did not plan
and build solely for their day but for
yours—let this memory inspire you
to look ahead ten, twenty and even
fifty years with an ambition to have
your work prove an equal inspiration
to your children and your children’s
children and an irresistible invitation
to others to come and join you.

There are to-day in your county
and the nine adjacent counties of the
Grand Traverse region about 160,000
people, according to the census of
1904.

The district embodied in the ten
counties indicated—Grand Traverse,
Leelanau, Antrim, Benzie, Kalkaska,
Wexford, Missaukee, Charlevoix and
Emmet—constitutes a remarkably pro -
ductive and versatile territory; an
area with hundreds of inland lakes
and with, approximately, a thousand
miles of shore line along your bays,
inlets and Lake Michigan; a region
which for picturesque qualities and
attractions for the summer traveler
and the sportsman has no superior;
a region in which is grown the finest
fruit produced anywhere; a district
abounding in dairy farms, stock
farms and general farms and a sec-
tion peculiarly well located and equip-
ped for any and all kinds of indus-
trial enterprises—rolling mills, blast
furnaces, flour mills, foundries, furni-
ture factories, paper mills and can-
ning factories; in fact, almost any
kind of a factory.

I challenge anyone to name any
ten counties in Michigan having bet-
ter transportation resources by both
water and rail than in the ten coun-
ties | have named. And when it
comes to aerial navigation those
counties can have airship stations on
the summits of a thousand hills which
make the knolls farther south look
like molehills.

_Where, | ask you, is there a sec-
tion in Michigan that is your su-
perior as to water power possibili-
ties? You may, if you choose, gen-
erate sufficient hydro-electric power
to operate and light all the railways,
mills and factories north of Big Rap-
ids, including the hotels at Mackinaw,
Petoskey, Charlevoix and all the oth-
er resorts; enough to illumine the
Manitotis and the Foxes and to
light every inlet on Grand Traverse
Bal)(/, Little Traverse Bay and Torch
Lake.

Now, all this talk may sound like
the frenzied fancies of a dreamer;
may constitute a great big dream.

It is a dream—a vision awaiting the
sorcery of good citizenship to trans-
form it into a reality. It is exactly
the same kind of a dream which fifty
and more years ago impelled the pio-
neers to strive tremendously, hope-
fully and with adamantine faith to
begin developing the conditions sur-
rounding you to-day. Those strong
men and women saw the coming of
farmers and the development of
arms; they saw the promise of rail-
ways and the creation of villages and
cities where forests of pine and hard-
wood dominated. They did not dream
of the electric railway, the telephone.
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No. 216
Detail Adder with all latest improvements
Il Keys Registering from 5c to $1.95,
or from Ic to 99c

No. 313
Total Adder with all latest improvements
15 Keys Registering from 5c to $1.95,
or from Ic to 59¢

High Grade

National Cash Registers
At Low Prices

Every merchant wants a National Cash Register.

Eventually we believe you will buy one.

That will be after we have shown you that it will pay for itself in your store in a
short time.

After you use a National Cash Register you will very likely say,
several times the price | paid for it
in business.”

We say this because it
National Cash Register.

Are you not willing to make an investment which requires only a small payment each
month and which will pay you back the amount of the principal the first year?

Over 800,000 merchants are using National Cash Registers.

Last year we sold 104,198 new Nationals.

“1 wouldn’t take
I wish | had used one every day since | started

is almost the unanimous expression of every user of a

A National Cash Register Pays for Itself

We would never have done this enormous business if the claim, “It pays for itself,”
was not fully realized by our users.

No matter whether you have a large or a small store, or what kind of business you
are in, there is a National Cash Register just suited to your particular needs.

We make over 200 styles and sizes, with
prices as low as $15.00.

We sell our registers on easy monthly pay-

OUR GUARANTEE
We guarantee to furnish a

ments or give a liberal discount for cash
BETTER CASH REGISTER payments.
for LESS MONEY than any Send today for illustrated catalogue show-
other concern in the world. Ing prices.

This will not obligate you in any way.

The National Cash Register Co.

Salesrooms: 16 N. Division St., Grand Rapids; 79 Woodward Ave., Detroit
Executive Offices: Broadway and 28th St.,, New York, N. Y.

No. 332
Total Adder with all latest Improvements
22 Keys Registering from Ic to $3.99,
or from 5c to $1.95

No. 420
Total Adder with all latest improvements
27 Amount Keys Registering from Ic to $9.99
4 Special Keys: Recelved-on-Account,
Charge, Paid-Out, No-Sale

$100

No. 1054

Total Adder, drawer operated, with all latest
improvements; prints each sale on a
strip of paper
32 Amount Keys Registering from Ic to
$59.99, or 5c to $59.95
5 Special Keys



the rural free delivery and the resto-
ration of water power to a par with
steam.

And so | believe that my reverie
as to your opportunity to-day is in
no sense nearly so amazing or un-
likely as was the ignis fatuus your
predecessors in the '50s, '60s and '70s
chased unceasingly and determinedly
over your hills and valleys, through
the magnificent forests and along your
bay shores that they might satisfy
their ambition to leave a proud rec-
ord.

That record is in your keeping and
it is up to you, citizens of the
Grand Traverse region; it is up to
every good citizen in all your ten
counties to hark back—way back—
and hark industriously.

Recall that historic day when the fif-
ty-seven red men came together as one
man and in perfect harmony of pur-
pose and action.
pie of good citizenship—however un-
wise it may have proved—based up-
on mutual confidence, mutual ambi-
tion to"better the condition of those
they represented and mutual faith in
the people with which they bargain-
ed. Very largely because of this ex-
hibition of tribal harmony by those
fearless, self-reliant stoics who wor-
shipped the sun and found their
books of prophecy, their epistles and
their gospels in the waters of the
Great Lakes and the rivers, in the
birds of the air and the wandering
beasts of the forests, we are here to-
day, planning as they planned, to the
very best of our ability in behalf of
the general welfare.

Never before in the history of civ-
ilization has there been more keen
appreciation of the justice and efficacy
of co-operative effort than is that
which is recognized to-day. All over
the world the spirit of co-operation
is making itself felt as never before
and in no country is this spirit mani-
fested with greater fairness, more in-
tensity or with larger usefulness than
in our own United States.

The splendid co-operative effort in
behalf of the apple industry of this
region has already been met by co-
operation elsewhere in  Michigan.
Even the railways are beginning to
discern their interest in the matter.

As | was reading the other day
how the people of the Spokane,
Umatilla and Columbia River coun-
tries are “viewing with alarm” the
surprising products of the fruit coun-
try in the Grand Traverse region and
are beginning to feel uneasy over
the organized, united efforts of the
fruit growers in that district | won-
dered if that good old publican who
was collecting taxes on the seashore
near Capernaum ever suspected when
he™ wrote the first gospel that he was
originating a slogan for the fruit
growers of Michigan.

Do you suppose he was enough of
a dreamer to imagine that some day,
centuries hence, people over in Ore-
gon and Washington would, in refer-
ring to the people of the Grand Trav-
erse region, exclaim: “By their fruits
ye shall know them?”

Only a wooden mat! can wear a
ready made opinion.
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The Earth Larger Than Supposed.
The United States Geodetic Survey
has been struggling for years with
the problem of the size of the earth.
With the help of other nations en-
gaged in this useful enterprise, it now
announces that the earth is larger
than supposed, since the equatorial
radius is 6,387,388 meters, or appre-
ciably longer than formerly estimat-
ed. This works out the radius at the
equator as 3*969 miles, nearly, and a
circumference of 23,938 miles. The
polar diameters and circumference
are a number of miles less, owing to
the figure of the earth being an ob
late spheroid and not a sphere.
More interesting is the announce-
ment that the rigidity of the earth
is confined to a sphere some seventy-
five miles below the surface, the su-
pervening crust being of variable
constituency, more solid underneath

There was an exam-1 the seas and less so under mountain

ranges. It is in this thin shell that
the molten lava exists which occa-
sionally bursts out through volcanoes.
The rigid part is known to have
about the weight of a similar mass
of steel, but whether it is gas or li-
quid compressed to that constituency
or is a solid is unknown. It is a
subject which scientists have been
investigating for years, and there are
various opinions on the subject, the
interesting point being that the same
scientists change their views often.

Those who hold to a modified form
O the nebular hypothesis of Laplace
conceive that the earth was once like
the sun, a mass of burning gas, and
that the surface alone has cooled off,
leaving interior gas compressed by
gravity to the consistency of steel.
Others think it is molten material,
although rigid, and others conceive
that the earth was built up by masses
of two suns which collided and that
the gaseous or even molten form was
never attained except in part. The
surface of the earth seems rough to
us, but the highest mountain is only
about one-five thousandth of the di-
ameter above the level of the sea,
which makes it relatively almost as
smooth as a billiard ball.

What is the use of securing all this
knowledge? Why should the Govern-
ment spend thousands of dollars in
efforts to determine the exact diam-
eter of the earth, the wobbling of the
polar axis, or the condition of the
earth’s interior? Because, in the first
place, it adds to the sum of human
knowledge of the orderly develop-
ment of the universe. From a gross-
ly material point of view this hardly
seems- worth the cost, but all these
investigations have an aspect which
in the last analysis is utilitarian. The
mind which comprehends large things
can deal with those of lesser value.
Astronomy and astrophysics belong
to the useful sciences.

How the Earth Is Weighed.

The earth weighs 13,000,000,000,000,-
000,000,000.000 pounds. .In a strict
sense of the word the earth has no
weight at all, because the weight is
really the pull of the earth itself on
any other body. And as the earth as
thought to be pulling on all parts of
itself equally in all directions, the net
result is, of course, no pull at all.|

But if a large pair of scales be fixed
at some point of the earth’s surface,
and if the earth could be brought up
bit by bit, cubic foot by cubic foot,
weighed and then returned to its
place, it couldi be weighed. And the
result would be as given. However,
when we talk of the weight of the
earth, we really mean its mass.

The possibility of finding the mass
of the earth is due to Newton. For
he taught that bodies pulled each oth-
er with forces depending solely upc
their mass and their distance apart
He showed the way, and) ten years
after his death the first real weighing
experiment was made. A succession
of experiments resulted in the density
of the earth being determined at 4~
Then came the investigations of
Mitchell and Cavendish, and finally
those of Prof. Boys, who found that
the earth had 5521 times the density
of water.

The weight of a cubic foot of wate
is about 62\2 pounds. And the aver
age weight of a cubic foot of earth
is about 350 pounds, or about five and
a half times as much as the cubic foot
of water. But this is quite imaginary
for specimens of the earth can be ob
tained only by mere scratches upon
its surface. It has been shown by the
pendulum that the earth’s pull varies
at different points on its surface. By
timing the same pendulum at different
parts of the surface, it can be found
out how the weight varies from point
to point.

Kipling's Cleverness.

A story by Rudyard Kipling was
once running through an American
magazine. By some means it became
known that the price paid for that
story was at the rate of a shilling a
word.

Hearing this, a young American
thought he saw an opportunity of tak-
ing a rise out of the author. He,
therefore, wrote him a note in a
somewhat sarcastic vein and inclosed
an order for a shilling. The note ran
thus:

“Hearing that wisdom is being re-
tailed at a shilling a word, | send a
shilling for a sample.”

Mr. Kipling kept the shilling and
sent the goods. When the recipient
received the reply he found a sheet
of notepaper enclosed, on which was
written the one word, “Thanks.”

Qet in the Lead!

Be the first to get for you

March 23, 1910

Hot Graham Muffins

A delicious morsel tbat confers an
added charm to any meal. _In them are
combined the exquisite lightness and
flavor demanded by the epicurean and
the productive tissue building qualities
so necessary to the worker.

. *

Wizard Graham Plour 1
There is something deli htfullé re-

freshing about Graham Muffins or Gems

—|I?ht, rown and flaky—just as pala-

table as they look. If you have a long-

ing for something different for break- f

fast, luncheon or dinner, try "Wizard”

Graham _Gems,_ Muffins, Puffs, Waffles

or Biscuits. AT ALL GROCERS.

Wizard Graham is Made by

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

Grand Rapids, Michigan

The Right Sack

The fact thatr you allow your
customers a wide range of
brands to select from can’t
possibly aid you in building
business unless each brand of-
fered has some prevailing fea-
tures which make it better.

Yourown good judgment will
tell you that this cannot be truth-
fully said regarding the majority
of brands manufactured and sold.

Then why not reduce the
number of brands and increase
your popularity by liberal re-
commendation of

Crescent Flour

to your customer?

VOIQT MILLING CO.
GRAND RAPIDS, MICH.

Don't be a Follower!

r store the finished product

of expert and up-to-date milling in the most complete

and modern mill in Michigan today. You sell

New Perfection

“The Faultless Flour”

and let the other fellow trail behind.

Write us

today for prices.

vV

WATSON & FROST co., Makers
Grand Rapids, Mich.
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Development of the Tubular Woven
Neckwear Industry.

There is more than ordinary inter-
est manifested at present throughout
the neckwear industry in the tubular
woven tie. This tie derives its name
from the shape in which it comes
from the machine by which it is
woven.

This machine is so constructed as
to weave the entire article much the
same as ribbons are woven, except
that they are double and seamless,
making them tubular in shape as they
are taken from the machine. In this
connection it might be said that to
a large extent the industry has been
thus far confined to mills which man-
ufactured or are still turning out rib-
bons.

The present interest in this line of
merchandise does not, however, arise
from the newness of the article under
discussion, because it develops upon
investigation that this tie is not a
new article, but that instead the pres-
ent activity is due to a stimulated in-
terest in a line of manufacture that
has been known and has been in
operation for many years.

History of Tubular Ties.

Opinions vary as to the origin of
making ties in this manner, but it is
known that as far back as nearly
thirty years ago an article of this
character was manufactured in Eng-
land and shortly thereafter introduced
in this country by the American
branch of the English manufacturers.
During the greater part of the past
thirty years this line has been sold,
but has been pushed forward only
spasmodically. These ties have onty
been given the attention that might
be expected from houses that dealt
in a host of other lines, some of
which are supposed to yield a larger
profit and consequently deserving of
more attention.

At various times during its period
of existence the tubular tie has
aroused more than ordinary interest.
Illustrating this fact, one of the old-
est manufacturers of neckwear in this
country recently stated that the
present interest in this line of neck-
wear was the third time that it had
attracted the attention of the market.
After both of the former periods of
popularity of this tie, according to
this manufacturer, it relapsed into the
background.

Manufacturing in This Country.

Tubular woven neckwear has been
manufactured in this country for
about fifteen years. The American-
made ties were first placed on the
market by a Philadelphia house, which
has continued in the business and is
still making these ties. For a num-
ber of years this concern limited its
production to a silk tie to retail at
50 cents and a cotton wash tiee«to
retail at 25 cents. Since the time
that this concern started the manu-
facture of the article many others
have launched in the field, believing

MICHIGAN TRADESMAN

it to be a fruitful source of business.
It might be here mentioned that the
paths of these concerns have not
been all roses, and some have found
that the business has not been as
fruitful a source of profit as they at
first expected.

There are in the city of Philadel-
phia now six companies manufactur-
ing this tie and operating a total
of about sixty looms, twenty-five of
which are operated by one company.
The industry is not confined to that
city, there being several other East-
ern cities where the tubular tie is
woven.

About the Machines.

Some information about the ma-
chines used in the construction of
this tie might be of interest. Tubular
woven ties are made on regular rib-
bon machines that have been slightly
reconstructed or altered. To do this
the ribbon machine is simply chang-
ed to operate a graduated reed, which
is used in fashioning or shaping the
tie. The cost of making this change
averages about fifty dollars, and a
complete loom machine ready for
weaving the tubular tie may be pur-
chased from the manufacturer for
from $500 to $550. This covers the
cost of the machine complete,
which is only about $50 more than
the cost of a regular ribbon machine.
The machines can be changed back
for their original purpose, the manu-
facture of ribbons. One of these
looms has a capacity of about 340 fin-
ished ties per day, the finishing proc-
ess, however, being nothing more
than cutting them off the desired
length.

Aside from the description of the
tie as related at the opening of this
article, in explaining the name it
might also be said that the tubular
woven tie averages about forty pick
to the inch, while the tie silk aver-
ages from sixty to one hundred and
twenty picks to the inch. The tubu-
lar tie can be woven from a coarse
or fine thread, either tight or loose.
The strength and durability of the tie
are in proportion to the coarseness of
the thread and the tightness of the
weave; that is, if a coarse thread is
used and it is woven tightly the fin
i.-hed article will be strong and dura
ble, while if the light thread is used
and it is woven loosely the opposite
will be true. The various qualities
are made, not only by modifying the
tightness of the weave and varying
the fineness of the thread, but by the
introduction of other than silk thread.
*The length of the tie is 48 inches.

jacquard does not permit such a va-
riety of patterns as the top jacquard.
Variety of Patterns Limited.
It is admitted that the variety
patterns permissible under the pres-

site sides of the same tie. For
stance, a striped design may be wov-

posite sides. They are also made in
combinations of a plain fabric on one
side and a pattern on the other. The
piece goods silk manufacturers make
their silks on a top jacquard ma-
chine, while the tubular woven seam-
less ties are made to a large extent
on a side jacquard machine. It is
possible that in the near future a
seamless woven tie will be made on
the top jacquard machine in the same
manner that the piece silks are made,
which will permit the tubular ties
to be brought out in patterns similar
to the piece goods line.—Apparel Ga-
zette.

What Is Success?

Men are being forced to the con-
clusion that moderation in all things
is essential to a true judgment of all
things, and that the ideal life is the
well-rounded life, with broad views,
broad culture, broad sympathies and
broad purposes for good—the ability
to separate the good from the bad
in all lines of thought and activity.

In this broader view business loses
rank as an end and becomes a means
to an end—a means for making a live-
lihood, a field of wholesome activity
and a school for the development of
character and mental vigor.

W. P. Warren.

“Graduate” and “Viking System” Clothes
for Young Men and “Viking” for Boys and
Little Fellows.

Made in Chicago by
BECKER, MAYER & CO.

27

We wish to call your atten-
tion to our line of work shirts,
which is most complete, in-
cluding

Chambrays
Drills

Sateens
Silkeline
Percales
Bedford Cords
Madras
Pajama Cloth

These goods are all selected
in the very latest coloring,
including

Plain Black
Two-tone Effects
Black and White Sets
Regimental Khaki
Cream

Champagne

Gray

White

Write us for samples.

THE

Communion Suits
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iIKnicker Pants
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Is the Time

Place Your Order

H. A. SEINSHEIMER & CO
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ON THE OTHER SIDE.

How the Drug Stores Look To a
Druggist.

Naples, Italy, Feb. 25—Pharmacy
on the continent is conducted along
lines quite different from those in
our own country; and we have been
interested in learning of these differ-
ences and of how our brother pill-
makers conduct their places of busi-
ness over here.

We have learned that the lines are
drawn rather more closely than with
us, unless it be in Italy, where laws
are now being framed that will make
this country included in the state-
ment. For instance, in both Belgium
and Hollandt, a diploma is necessary
before one is qualified for the con-
duct of a pharmacy, and this comes
only after an apprenticeship has been
served; and the handling of anything
but strictly pharmaceutical goods and
the compounding of prescriptions are
looked upon as very questionable in
the one undertaking it.

Pharmacy is held as a profession,
and he who infringes, by crossing the
forbidden line, is looked upon as hav-
ing lost his dignity.

The fact is that the places used as
pharmacies are so small that any-
thing else attempted would be out of
the question, as sufficient room for
more than half a dozen people is not
left as open space, usually, in these
places of business.

The reader must remember that in
these countries named almost every-
where if he needs a toilet article, such
as a tooth brush, soap or perfume, all
of which are legitimately considered
to be in the American pharmacist’s
field, he will have to go to the shop
of the coiffure, who is none other
than the hair dresser; however, those
for both gentlemen and ladies exist,
each carrying a line of articles for
the toilet.

In these countries only so many
pharmacies can be founded, averag-
ing one for each ten thousand popu-
lation; and but for this and the fact
that the pharmacist dispenses largely
only products of his own manufac-
ture, could this professional man be
sustained, as his volume is so limited.

Patent medicines are relegated to
the background and one can easily
see that strict pharmacy is not only
believed in, but is practiced. Coming
to Germany, you will find that, prac-
tically, business is done along lines
above indicated; however, the Ameri-
can idea of adding other lines of
goods has been learned and fuller
lines of proprietary articles are no-
ticed on the shelves of the dealers.

On the leading avenues one will
discover quite a number of the stores
havihg side lines, such as kodaks and
photographic supplies, or something
akin to those of his American brother,
who adopted this course to main-
tain himself in a location that other-
wise would be impossible.

The soda fountain has not found its
way over here to any extent, perhaps
on account of the drink habit other-
wise filling the need of the people’s
appetite in that direction.

Some of the more common patents

noted were Scott's Emulsion, whichipharmacy laws as has Germany andl

MICHIGAN TRADESMAN

we learned sells the best of all pat-
ents; Fellows’ Syrup has a good sale;
also Syrup of Figs, but on the basis
of a 75c article. Colgate’s line of
soaps and dentifrices, Lyon’s and Col-
ox tooth powders, Cuticura goods
and Bromo Seltzer were seen quite a
considerable, but, to our surprise,
Castoria failed to appear except as a
rarity.

We have yet to see any American
manufacturer represented in the line
of perfumery to any extent appre-
ciable, the only exception being a few
bottles of Hudnut's and Colgate’s
toilet waters. This entire line of busi-
ness seems to be in the hands of the
French manufacturers.

While the preponderance in value
is far in excess for the American
druggist, because of the wide range
of stock carried, yet there are some
things he is not called upon to fur-
nish. The German druggist does con-
siderable business in the skins of
black cats. We saw them hanging
on strings in several of the shops
and wondered if they were used in
place of chamois for the manufacture
of vests which are needed in the cold
climate of Northern Germany; but,
upon enquiry, after becoming curious,
we were told that they were used as
a cure for rheumatism andl that con-
siderable merit was attached to this
mode of treatment (binding it over
the affected part) and that many were
disposed of during the season. Prices
ranged from 8770 to $1.25, according
to size and depth of color.

We have had the difficult task of
attempting to visit a wholesale drug
store in Germany on two occasions
and the first attempt brought us no
farther than to run the gauntlet of
guard, office boy and several clerks,
to find after a half hour's wait that
permission would have to be obtained
of one who would not be in until the
next day, which ended this attempt
of seeing a Cologne drug jobber.
While in Berlin we were enabled to
get an audience with one of the offi-
cials of the C. W. Barenthin Co., a
leader in wholesale drug circles
of this large and thrifty city, and
learned that drugs and chemicals, with
a line of pharmaceutical products,
are all the variety of stock carried
by them. No attempt whatever was
made in the sundry line, as brushes,
combs, perfumery, etc., are carried
by another line of trade and are
considered a distinct business. Ad-
reualin and Hydrastin, of a Detroit
manufacturer, are carried and sold
in limited quantities. = Merck’'s and
Howard’s chemicals have the entire
business practically in their line.
Paris and London, as places for pat-
ents to emanate from, were quite
noticeable, although many are made
at home and in other German terri-
tory. Castoria was mentioned by us
as having a tremendous sale in Amer-
ica and we were told that with them
an occasional order through a Lon-
don house is made for a three doz-
en lot. With Syrup of Figs it is quite
different, as something like $i0,000]
worth of this article was disposed of
last year through this one firm.

Switzerland has quite the same!

the shops are conducted along the
same lines, all more or less going into
the line of sundries. This has been
quite largely brought about because
of such a large business coming here
on account of tourists, who all de-
mand their favorite American denti-
frice or proprietary article, and the
English customers also insist upon
the perfume or powder of their fancy.

The drug stores here look quite
natural, the class of goods being of
the kind usually carried by us. The
familiar names, that greet one as he
looks over the assortment of goods
carried make one feel as though he
were not so far away from home after
all.

Coming into Italy we find a condi-
tion indicating progress, as laws are
now being sought for, with a rea-
sonable hope of success, as we were
informed, that will place limitations
around this profession, so that only a
given number of pharmacies will be
allowed for the population (probably
one for eight thousand) and other
legislation as to qualifications is
hoped for that will place this land in
the front rank of European countries
as to pharmacy laws. Already, and
for some time past, only those having
qualifications have been allowed to
conduct pharmacies, but the near fu-
ture bids fair to still raise the stand-
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YOUR DELAYED

I nff UL FREIGHT Easily
and Quickly. We can tell you
how. BARLOW BROS,,

Qrand Rapids. Mich

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
jarge 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 West Lake St., Chicago.

Klingman'’s

Summer and Cottage Furniture:

An Inviting

Exposition

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

Cottage and Porch.

Our present display exceeds all
previous efforts in these lines.

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.

More School Desks?

We can fill your order now, and give you
the benefit of the lowest market prices.

We are anxious to make new friends
everywhere by right treatment.

We can also ship immediately:
Teachers* Desks and Chairs
Office Desks and Tables

Bookcases

Blackboards
Globes Maps

Our Prices Are the Lowest

We keep up the quality and guarantee satisfaction.

If you need the goods, why not write us for prices and descriptive

catalogues—Series 0-10. Mention

this journal.

Hmeriean Seating Company

215 Wabash AverW

GRAND RAPIDS NEW YORK

CHICAGO, ILL.
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afd in that a graduate only will be
allowed to do so.

Here, as in Germany and’ Switzer-
land, what are called drogherias are
quite plentifully distributed through
the various cities which we have vis-
ited, and in these can be obtained all

the common medicaments, such as
are usually known as household reme-
dies. All the proprietary articles and
some sundries will usually be found
herein, but poisons can not be sold,
neither can prescriptions be com-
pounded.

In one small city that we visited
twelve places in which drugs could

be purchased were found, yet but
three are dignified by the name
“farmacia” or “apotheke,” which

means that those alone can com-
pound prescriptions.

In Italy, if a grocery store sells
drugs, it must be in full packages
only, and these are in kilos or y2
kilo quantities.

We were much interested in a vis-
it to the leading wholesale drug firm
in Rome (Farmaceutica di Roma),
where we saw how crudely the btisi-
ness was conducted and on what a
small scale, compared with our Mich-
i8fan jobbers. .We were told by one
of the leading retail druggists that
only the “hurry up” orders are pur-
chased there, but that nearly all, of
both drugs and chemicals, are
bought in either Paris, London or
Dresden, in order to obtain a good
quality and right prices, the lat-
ter in consideration of a duty on all
goods brought in, which on some
classes runs as high as 25 per cent.

While in Florence, the American
consul informed us of a very ancient
drug firm founded by the monks away
back in the fifteenth century and he
urged us to make a call, which we
did, much to our pleasure. The firm,
Farmaceutica Santa Maria Novella,
was named after the church standing
near and in which these monks are
particularly  interested. ~Some re-
tailing is still done, but the main
feature is the manufacture of lines of
perfumery, sachets and special pro-
prietary preparations, of which is
made a long list.

The store is worthy of more than
a passing notice, for although it has
been modernized within the last
quarter of a century, it still has much
that connects it with the early days
of the profession. The trade mark of
the firm is a standing figure, repre-
senting the body of a man in duplex
with the name Galeno on the breast
of the figure, who faces you, while
around the head in a half circle are
the names, “lIppocrate and Galeno.”
The entrance to the store is through
a long hallway, up several steps,
thence into a small entrance enclosed,
when you are at the door opening in-
to this very strange, yet beautiful
store.

The first room is the retail depart-
ment, about 24x30, with a 20 foot
arched ceiling, beautifully painted. In
it is one counter, about 10 feet long,
with a lady clerk in charge. The
stock is carried in wall cases only and
consists of the goods manufactured by
the firm. These, as has been stated
above, consist of perfumery and pro-
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prietary articles, and many odors and
pretty packages are to be seen of the
former, both in liquid and dry form,
while the latter number fifty items,
at least, and are made in many sizes
and odd shaped containers. We were
granted the freedom of the store and
strolled about, seeing much that was
interesting.

The room adjoining the one above
described was about 18x24 in size, and
had but a few immense size jar con-
tainers on the deep shelves. It seem-
ed to be a passage way to the pre-
scription room just beyond and had a
very fine floor paved with marble
blocks and the walls and ceiling were
beautifully painted and some pieces
of statuary were to be seen.

Another room, about 12x14, had
seats around the outside as the only
furnishings, but the painted walls
were so magnificently done that much
time could well be used while sitting
to view these very interesting scenes,
which depicted that which is akin to
pharmacy.

Probably the most interesting room
of all, to a druggist, is the one re-
maining to be described and which
is connected with the one last men-
tioned. About 16x30 in dimensions,
it is used to show the utensils of
former times which were used in
this pharmacy.

A mortar had a cover fastened with
two adjustable bolts in such a man-
ner that the drug to be powdered
could be placed inside, and through
it was a slot cut for the pestle,
of a square shape and flat bottom,
the idea being to rub the drug back
and forth, rather than give it the cir-
cular movement thought necessary
now-a-days. The prescription file?
for many years are to be seen in
glass cases, while in the center i
the old heater which is now utilize'
by having a peg-like arrangement 0I?
its sides upon which are hung retorts
test tubes, beakers, graduates, etc
Probably the most interesting things
of all to us were the framed pictures
of each of nine proprietors who
owned this store from 1612 to 1890,
The present owner, son of his prede
cessor, is soon to have his placed
with the group. This makes an aver
age of over thirty years for each, a
record hard to beat, we think.

Chas. M. Smith

Mammoth Dinosaurs Found.

The largest beast of prey that ever
lived was the tyrannosaurus, the
greatest of the huge flesh eating Hz
ards or dinosaurs. Three skeletons
were discovered in Montana and are
being sent to the Natural History
museum of New York. The monster
is forty feet long, with jaws four feet
long, armed with sharply pointed
teeth, each projecting from two to six
inches from the socket. The rock in
which the skeletons were found isa
loosely cemented sandstone. The skull
and jaws of the third and finest
skeleton of the tyrannosaur show sev-
eral unusual features.

There is no living beast of prey
that compares with the great carni-
vorous dinosaurs, who habitually at-
tacked the largest herbivorous ani-
mals. But during the age of reptiles

the colossal lizards were fitted to at-
tack and prey upon the largest of
their herbivorous contemporaries, and
the size and power of their weapons
for attack far surpass anything seen
among modern carnivora or those of
the age of mammals.

Consequently the largest herbivor-
ous lizards of those times wore armor
or weapons for defense much heavier
than can be found among the great
animals of modern times, whose thick
skin is mainly a protection against
accidental injury or the attacks of in-
sects.

A Single Thought.
He—I am very fond of you.

She—Then we shall get along
splendidly. | am very fond of my-
self.

Child, Hulswit & Company
BANKERS

Municipal and Corporation
Bonds

City, County, Township, School
and Irrigatian Issues

Special Department
Dealing in Bank Stocks and
Industrial Securities of Western
Michigan.

Long Distance Telephonee:
Citizens 4367 Bell Main 424
Ground Floor Ottawa Street Entrance
Michigan Trust Building
Grand Rapids
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Our New 1910 Cases represent years of experience.
Every weak point eliminated. That is why we recognize no competition.

Grand Rapids Show Case Co.,

Grand Rapids, Mich.

VWHEN!

Are You Going to Put

in Those Show Cases?

Now Is the Time
And This Is the Case You Should Buy

Our Special Narrow Frame Floor Case

Complete Catalog and Prices on Request

W

936 Jefferson Ave.,

Down Town Show room—58 S

Ilmarth Show Case Co,

Orand Rapids, Mich.

lonia St.

Detroit Show room—40 Broadway
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A BOY’S VACATION.

The Way It Is Secured by the State
Y. M. C. A

Ann Arbor, March 22—What shall
a boy do with his vacation? This is
a most perplexing question, especial-
ly with boys from 12 to 16 years of
age.

An ardent controversy is waging
in England concerning the best way
to dispose of English school boys
during the long summer vacation, it
being generally felt that the fash-
ionable hotel or summer resort is not
altogether the best for the develop-
ment of the body and character. Can-

on Barnett, in the Westminster Ga-
zette, urged the need of vacation
schools where Eton, Rugby and

Westminster boys may be taught a
little, entertained much and kept out
of harm’s way.

America has practically the same
problem, but the idea of a vacation
school does not appeal to parents
nor to boys of our country. Dr. G.
Stanley Hall, in his book on Adoles-
cence, has well said: “The ideal life
of the boy is not in the city. He
should know of animals, plants, rivers
and that great out-of-door life which
lays for him the foundation of his
later life.” It is this, the out-of-door
life, that appeals to the red blooded
and growing boy; the physical make-
up, the gang instinct and the com-
plexity of the individual has led pa-
rents of boys to become enthusiastic
over the summer camp for boys, prop-
erly supervised, and which has prov-
ed a solution for the question, what
to do with the boy during the vaca-
tion months. Parents everywhere, es-
pecially in the United States, are real-
izing the value of the summer camp.
It is estimated that fully 15,000 boys
lived under canvas last year. Michi-
gan. with its numerous lakes and
streams, its forests and natural wild-
ness, offers abundant opportunity for
this kind of life.

Among the many camps conducted
in Michigan there is one which has
proven a success and is followed as a
model camp for boys, known as
“Hayo-Went-Ha,” on Torch Lake,
the State camp for boys, under the
direct supervision of the State Execu-
tive Committee of the Young Men’s
Christian - Associations of Michigan,
composed of leading business and
professional men.

The State camp provides boys with
an outdoor life free from convention-
alities, full of clean fun, sport and
recreation, a thoroughly wholesome
life away from outside influences,
where every fellow must be ready to
give his share toward the good fel-
lowship and success of the camp at
large. The camp motto, “Each for
all and all for each.” is the true spirit
of “Hayo-Went-Ha.” On the other
hand, it provides parents with a safe
place to send their boy during the
summer months and feel absolutely
at ease that the boy is under the
leadership of men who are intensely
interested in the all-round develop-
ment of the boy.

The location of the camp is ideal.
It is central for Michigan as a
whole, on the eastern shore of Torch
Lake* in Antrim county, and thought
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by many to be the most beautiful
lake in this county. It is the largest
inland lake in the State, being eigh-
teen miles long and from one to four
miles wide. This site was chosen,
moreover, for its healthfulness, the
lake being fed by numerous springs
and the water level being T2 feet
above Lake. Michigan. Its natural
beauty, its wildness and the fact that
the nearest railroad station is Central
Lake, on the Pere Marquette Rail-
road, makes the camp isolated from
the usual evil influences of resorts
and an ideal place for an outing.

The camp is reached by telephone
and rural delivery, which keep it in
touch with the outside world. The
State Committee owns fifty-five acres
of land, part of which is cleared for
athletic purposes. This, together with
the present building for headquarters,
social purposes, manual training, na-
ture study, boat house, tents, dining
equipment, etc., is valued at $5,000,
all of which has been contributed by
the .people of Michigan. A fund of
$3,000 is now being raised for extra
equipment so as to accommodate 125
boys at a time. Every boy pays the
actual cost of board and lodging, so
that the fee is very low. Last year
't averaged but $5 per week for each
boy. The camp is conducted not as
a moneymaking scheme, but for the
good of the boys of Michigan and
the past six years of its existence have
demonstrated a real need for such a
camp, which is now established as a
permanent one for Michigan boys.
The amount of good it has done for
hundreds of boys can not be estimat-
ed in dollars and cents, as many a
parent has expressed himself that it
was the best thing that ever entered
into the life of his boy. One man has
contributed $500 this year toward the
$3,000, feeling that this is an invest-
ment worth while, paying large divi-
dends in the building of character.

The camp opens this year on Tune
27, with a ten day conference for
High School boys of Michigan. This
will be an entirely new feature, the
first of its kind held anywhere. The
boys will come from all parts of the
State and will be a delegated body
to study the problems of High School
life.

The 7th of July is the opening day
of Camp “Hayo-Went-Ha” and it will
run for three sections of two weeks
each, some boys coming for the en-
tire period. The dates of the begin-
ning of each section are July 7 and
21 and August 4, camp closing Au-
gust 18 unless a number wish to re-
main for a longer period.

The camp shall be limited to one
hundred boys at a time, so those
wishing to get in should send in their
applications early. A day in camp
may be of interest:

6:30. Rising whistle, setting up ex-
ercises, dip in the lake.

7:00. Breakfast, announcement
day’s events.

7:3°- Camp duties, blankets taken
out for airing.

of

8:00. Morning inspection.
~ 8:15. Bible study, interesting top-
ics.

9:00. Nature study trips, tennis,

manual training, etc.

11:00. Swimming period.
12:00. Dinner.
Afternoon.

1:00. Rest hour.

2:00. Base ball, “hikes,” athletics.

4:00. Swimming period.

5:30. Evening inspection.

6:00. Supper.

7:.00. Twilight amusements.

8:00. Campfire or evening enter-
tainment.

9:00. Warning whistle.

9:30. Taps, lights out for a good
nine hours’ sleep.

This is typical of how the boys are
kept busy from morning until night
along recreative, inspirational and ed-
ucational lines. In a camp like this
a boy learns things he can not get
out of text books, such as self-reli-
ance, decision, unselfishness, stead-
fastness of purpose, etc. Rubbing el-
bows with ninety-nine boys from all
parts of the State is good training
for the “apron string boy” for there
is no test like camp life to show up
the lazy boy and the selfish boy and
the boy with the “yellow streak” and
effectually check and cure these fail-

ings. This life near to nature in
God’s out-of-doors induces clean
thoughts and right living. The

American boy takes kindly to the
idea of roughing it and in return he
receives strength physically, mentally
nd morally.

The men in charge of the various
activities and the staff of leaders are
all men who have had long experi-
ence in the care and training of boys
and who are thorough campers. Sev-
etal of the leaders are Principals of
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Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color,
and one that complies with the pure
food laws of every State and
of the United States.

Manufactured by Wells & Richardson Co.
Burlington, Vt.

139*141 Monroe St .
Betti Phonos
GRAND RAPIDS. MICH.

THE BEST

You Want the Best

Peacock Brand
Leaf Lard and Special
Mild-Cured Hams and Bacon

Are the Best

And are sold by the best salesmen
in Michigan and Ohio:

R. J. Hill, Houghton, Mich.

W. R. Goe, 203 Mansfield St., Ironwood, Mich.

C. B. Fenton, Box 474, Iron Mountain, Mich.

J. E. Coogan, Marinette, Wis.

Chas. Haase, care The New Ludington Hotel, Esca-
naba, Mich.

G. P. Farney, 316 Barnum St., Isbpeming, Micb.

W. A Wilson, care Marquette Hotel, Marquette,
Mich.

F. L. Bents, Box 42, Ludington, Mich.

A C. Malone, 117 So. Seventh St., Saginaw, Mich.

A E Leighton, 317 Genesee St., West, Lansing
Mich.

Geo. Bessor, 297 Broadway, Niles, Mich.

C F. Gebring, 21 Bagley Ave., Detroit, Mich.

H. Schiff, care The Wayne Hotel, Toledo, 0.

JpW YIiE/S
COCOA and
CHOCOLATE

For Drinking and Baking

These superfine goods bring the customer back
for more and pay a fair profit to the dealer too

The Walter n. Lowney Company
BOSTON

Lozenges

Our plant is one of the largest in the United States and our
brand is known throughout the entire country

Double A Lozenges

Are recognized as the leader for quality

ASK YOUR JOBBER

PUTNAM FACTORY

Grand Rapids, Mich.
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High Schools and teachers in col-
leges, who will be in position to do
private tutoring with the boys who
may be obliged to make up somt
study or school work before the be-
ginning of the school year. Any
further information as to the many
activities and details will be gladly
forwarded by addressing the writer,
J. A. Van Dis,
State Boys’' Secretary.

What Are You Going To Do About
It?

As one hears the question often in
the streets, it is in challenging tone,
inviting some one else to do his
worst. As the question appears here,
however, it is challenging in its na-
ture, but is asking the challenged
one how he purposes doing his best
under the circumstances.

“What am | going to. do about it?"
is one of the most important of all
self-imposed questions, especially with
the young man. Before he asks him-
self the question he is more or less
in difficulty. Something has arisen
that may border on the unexpected,
it may have been wholly unexpected
and disconcerting. “What am | to
do about it?” he asks of himself first;
within twenty-four hours he may be
asking the advice of his friends.

To the young man that first of
all judgments in the matter is forced
upon himself in the question, “Should
I do anything at all about it?” Is it
worth while recognizing any neces-
sity for doing anything? Would he
not better let the whole matter rest?
Would he not better forget all
about it?

In a thousand seeming dilemmas of
the kind the young man may save
himself the second question by an-
swering the first for himself. That
untried young man, in his first touch
v/ith the world, is inclined to griev-
ances, which he accepts without per-
sonal knowledge of their proportion
as compared with men and things.
Often we hear a person who ought
to be worldly wise taking offense at
something some one has said or
dene. At the time of the occurrence
he overlooked the “enormity” of the
thing. Thinking it all over carefully
he feels that he has discovered the
true inwardness of the whole thing.
He has diagnosed the whole situation.
That thing, and this thing, and the
other thing, all put together, make
everything concerning the circum-
stance plain as daylight!

Yet how many times, when some
one has come to you with such an
explanation, do you discover that in
the aggrieved person’s diagnosis of
the thing he has given the person
responsible for it an inferential credit
for possessing a mind shrewd enough
and reasoning enough for the offend-
er to acquit himself in a business
situation paying $10,000 a year salary?

Innuendo and sly, backhanded
thrusts that reach home in the victim
ordinarily are tools used by keen
wits. The ordinary “dub,” as he is
styled, by the same slang token,
“doesn't get away” with them. Yet
how many of those offenders at large
are grouped with the “dubs?” Some
of the most prominent “dubs” | know
are in correspondingly prominent
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places, both in business and in so-
ciety. There is no class distinction
among them. | like the word “dub,”
and if the word is applied deservedly
and intelligently, anywhere in the so-
cial scale, it explains all to me. A
“dub” is a “dub.”

And just here it serves the purpose
of the text of this article. Don't be a
“dub” yourself—and sometimes it
is not easy to avoid the charge in the
case of the young man who is asked,
"What are you going to do about
it?” Avoidance of the implication,
even, is much easier if the whole
matter goes no farther than the young
man’s self-imposed question, “What
am | going to do about it?”

A few years ago a doctor friend of
mine met me in the street, put his
hand in his overcoat pocket and hand-
ed me a bunch of small cards on
which | saw the imprint of type. |
glanced at one of them and read: “Go
to-—- | have troubles of my own!”
He was not a man given to levity, and
1 asked why he had taken upon him-
self the distribution of such cards.

“1 was sitting quietly awhile ago in
a car,” he explained, “and just as a
man sitting next to me got up to
leave he shoved something in my over-
coat pocket. It was a big handful of
these cards.”

Often since that time | have won-
dered whether a free distribution of
this printed card on occasion might
not serve a great community good.
That average person who would be a
deserving recipient of such a card is
the person who is in position to be
asked that practical, short and to the
point, “What are you going to do
about it?” So far, he isn't doing any-
thing about it; he is merely talking
about it! He ought to know that in
all probability he is boring his hear-
er. If his listening companion is good
natured and yet uninterested, he will
do no more than try to discover what
his companion is thinking of doing,
and at once fall in with the speaker’s
idea. There is nothing helpful to be
expected of the hearer.

To begin talking of a grievance, or
hard luck, or other distressing condi-
tion suffered by the voluble victim of
troubles is a bad thing in general. It
is akin to the fate of the man who
boasted of being in the Mexican War,
and who year after year boasted so
much harder in the story that finally
he believed it himself.

A “grouch” will grow luxuriantly
with no other nourishment than con-
tinued contemplation of the cause of
it In a period of years it may be
impossible for a disinterested stran-
ger to dig deep enough even to find
the roots of the “grouch” itself. Hard
luck, tangles, troubles, jealousies, wor-
ries—all of these grow by the same
studied contemplation.

“What are you going to do about
it?” Are you intending merely to
talk them out? This is impossible un-
less you shall have a list of new ones
continually ripening and coming on,
in which case you may as well num-
ber yourself with the officially “dead
ones.”

Something needs to be done in
cases of a thousand troubles. The
victim most often is the one and only

one to do it. What is he going to do?
He can't shirk the question without
becoming a candidate for the “dub”
election. Some time ago a good
friend came to me with his personal
problem. | heard it in full. “Do this,”
| suggested, and he said, “l can't!”
“Then this,” | offered as the next
best remedy, to which he said, “Oh,
but I don't want to do that!”

But he bored me for ten days, tell
ing me of his troubles, which at the
end of that time were most amicably
and satisfactorily adjusted!

“What are you going to do about
it?” John A. Howland.

Telescope Now Three Centuries Old.

The telescope celebrates its ter-
centenary. A small tract printed 300
years ago mentions the “nouvelles
lunettes” made by a poor, pious and
godfearing man of Mididlebourg and
states that “even the stars which or-
dinarily do not appear to our view
and our eyes on account of their
smallness and the weakness of our
vision may be seen by this instru-
ment.”

A story was current early in the
seventeenth century that some chil-
dren while playing with lenses had
found that a weathercock viewed
through two of them appeared much
larger and upside down, and that this
led to the invention of the telescope.
The value of the telescope is to be
measured not only by the insight it
gave into the nature of the heavenly
bodies and the aid it rendered in fol-
lowing their movements more ac-
curately. It also rendered important
service by making the Copernican
system appear more natural and rea-
sonable.

In the twinkling of an eye the whole

aspect of the wuniverse had been
changed by the invention of the
telescope. That this was felt in some

way even by determined enemies of
the .idea of the earth’s motion ap-
pears in the statement made by Clavi-
15 the chronologist, in i6it, that
astronomers would have to look out
for a system which would agree with
the new discoveries, as the old one
would not serve them any longer. The
question could no longer be, “Do
you believe in the earth’s motion?” It
could now only be whether the argu-
ments in favor of this motion were
becoming so irresistible that the saf-
est thing for its opponents to do

«l

would be to proclaim the doctrine to
be heretical. This was done about
seven years after the invention of the
telescope.

The heart is
hoarded affection.

never enriched by

BUICKS LEAD
CARS $1 000 AND UP

°UICK MOTOR COMPANY
Louis and Ottawa Sts. Grand Rapids Braacb

MOTOR DELIVERY

Catalog 182 Auburn, Ind.

THE:e10 FHINUKGAS

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
ef_ﬁuenc?/| tests of the 1909 séason.
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
troublesight weight and light tire
expense—look into the Franklin.

Catalogue on request.

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

Tanglefoot

The Original Fly Paper
For 25 years the Standard in Quality
All Others Are Imitations

FOOTE & JENKS’ CO LEMAN’S

Terpeneless

lbkand)
High Class

Lemon and Vanilla

Wrrite for our "Promotion Offor” that combats "Factory to Family” schemes.

Insist

ongetting Coleman's Extracts from your jobbing grocer, or mail order direct to
FOOTE & JENKS, Jackson, Mich.
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Do Your Customers

REVIEWor e SHOEMARKST  want Stylish Footwear

How One Shoe House Trains Its
Salesmen.

Trained men are worth more than
just men, and so, too, are trained
salesmen worth more than just sales-
men, how much more depending up-
on how well they have been trained
and how well they use their train-
ing. Like every other profession a
salesman must possess a natural in-
clination toward the work of his
choice, besides the faculty of being
able to read character to a certain
degree, and also a great deal of pa-
tience and a convincing manner, born
of the knowledge of the goods he is
selling.

Can Acquire Ability.

Most of these qualities can be ac-
quired, and the most ordinary sales-
man can, by his own efforts, become
a very proficient salesman, and the
fact that he was not born with these
gualities need not prove a barrier to
his success as a salesman by any
means. A salesman in the shoe busi-
ness needs to be more than ordinarily
clever to acquire a first class record,
because he must not only please the
eye of the customer but must fit him
with a shoe that will feel comforta-
ble and look neat on his foot before
he can even make a sale.

Ai Salesmen Create Business.

Should he fail to fit his customer
with a shoe that affords him a fair
amount of wear and comfort his ef-
forts are practically wasted toward
creating new business for the store.
His duty is not done by merely sell-
ing the single pair of shoes to the
customer, neither does this single
pair pay enough profit to cover the
cost of selling it and advertising
it in most cases, but if a “repeat-
er” is made of the customer, then is
the salesman’s work well done. When
a salesman sells a pair of shoes he
should endeavor to make a customer
for the house, not for the benefit of
the house alone but for his own, be-
cause when a salesman develops the
ability to make customers for the
house it is positive evidence that he
can do as well should he start a
business of his own. This is why
most houses employing help prefer
salesmen with experience gleaned
from working with reputable firms.

Courses in Salesmanship.

Many of the large department
stores have a regular course of in-
struction in salesmanship for the ben-
efit of their younger employes and
allow them a certain length of time
each day or week to take advantage
of this instruction. The houses that
arrange for these courses realize the
importance of training their employes
to properly handle their business, and

while we know of no shoe concern
that does this on so large a scale,
still there are many of them that
take great pains to train their sales-
men for their own particular needs,
and this training is never out of place
as it constitutes valuable experience.
High Class Men Study Their
Profession.

Most salesmen realize the value of
these different experiences, and if
they are ambitious to become first-
class salesmen they will study their
profession from every viewpoint.
Many shoe merchants neglect this
part of their business for various rea-
sons, the most common of which is
that after they get a salesman “broke
in” to their way of doing things he
leaves for another position and they
have taken their pains for nothing,
therefore they are satisfied to hire a
man with satisfactory experience and
let him proceed in his own way with-
out any instruction from them what-
ever. But this idea is entirely wrong
because it is evident that if every
shoe merchant would take the trouble
to instruct and train his men in the
various stages of selling and fitting
shoes, they would be doing their share
toward educating salesmen to a high-
er standard, which would be of much
benefit to all concerned.

Rupperts Demand Much From
Salesmen.

The Ruppert Shoe Co., of Chicago,
while not having a regular form of
training for its salesmen, has done
much toward turning out first-class
men, and it demands more from
its sales force than most stores in
that city. That this concern realizes
the value of special training is evi-
denced by the fact that they are all
trained to work together, not only in
selling shoes, but in looking after all
other interests concerning the cus-
tomers as well as the business. Many
times its salesmen will carry a pair
of shoes out to a customer who needs
them, while on the way home, because
delivery is impossible in any other
way at that time, whether the patron
happens to be their customer or
n°’t- They also take a personal in-
terest in the different repair jobs that
they take in for their customers, and
are not satisfied with merely sending
the shoes to the repair department
with tag attached showing what is to
be done, but they see personally that
the customer is properly taken care
of in that respect as well as when
they sell him a pair of shoes. This
is a part of the training of these
Istores, to look after the interests of
the patrons of the house without be-
ing constantly watched, and those
who” need constant watching are im-
mediately let out and a new man giv-

No doubt most of them do.

Is not comfort a great consid-
eration when they buy?

Most assuredly.

Do they not expect good wear-
ing quality in their fine shoes?

Most decidedly.

You can satisfy their demands
fully with

ROUGE REX
WELTS

WE WANT AN AGENT IN YOUR TOWN

You want to be that agent, and
the next mail may be your last chance
to get in. A card on that mail re-
questing samples will be taking Op-
portunity by the forelock.

NOW IS THE TIME

Hirth-Krause Company

Shoe Manufacturers
Grand Rapids, Michigan

e”>TRADE MARK

"RDEA"

For the Man Who Goes on the
Most Fashionable Footing

You need the

BERTSCH SHOE

For the busine s man, a line that fits easily all over.

For the man who wants service, they have the extra wear.

Business and profitmakers from the
day you stock them.

As a matter of fact, Bertsch Shoes are
replacing a lot of higher priced lines

with vastly increased profit to the
dealer.

~ou 11 want a lot of these shoes be-
fore the season is ended.

We can ship ,you any quantity you
need at any time, but if you want the

big lot of business you’ll get in your
order right now.

Herold=Bertsch Shoe Co.

Makers of the
H B Hard Pan and Bertsch Shoe Lines

Grand Rapids, Mich.

No. 979 Box Calf
No. 990 Gun Metal
One of tbe best sellers
of the season
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en a chance. Another of the impor-
tant policies of these stores is not to
allow a customer to leave the store
without being fitted, if there is a
pair of shoes in the house that will
suit him. They realize that many
“hard-to-fit" customers are often very
irritable and touchy when buying
shoes, believing that the reason they
can not be fitted immediately is be-
cause the store hasn't their size in
stock, which is often a wrong im-
pression. The fault often is that of
salesmen, who may not know the
stock very well or may not make a
good impression on the customer for
other reasons. It is often the case
that the proprietor of a store can sell
a customer a pair of shoes where a
regular salesman can not, simply be-
cause the customer knows that he is
the proprietor and concludes that he
is more competent to fit him properly.
Then, too, one salesman can get
along with a customer of this type
better than another, not because he
is a better salesman, necessarily, but
he may be more agreeable to the
patron and understand better how to
humor him. With this idea in view
the Ruppert sales force are trained to
understand that because they can
not please a customer is no excuse
for allowing him to leave with-
out making a purchase, and also
not to tire a customer out showing
numerous styles in an effort to sell
him a pair of shoes of some kind to
effect a sale.
The Proper Turn-Over.

They aim to please all their trade
and when a salesman realizes that he
is making no progress toward making
a sale, it becomes his duty to trans-
fer the customer to some other sales-
man whom he knows to be better suit-
ed, from better knowledge of the
stock, or other reasons, to handle the
customer. In most stores this is
called turning over the customer,
and is usually done in such a way as
to give the customer the idea that
the salesman has failed, and has call-
ed a clever talker to try and prevail
upon the customer to make a pur-
chase.

This is a very bad impression to
make upon a customer, and has a
tendency to keep him from becoming
a “repeater” for the store, because
he feels that he is always expected to
buy, whether he is suited or not.

Fine Training Shows Best.

Right here is where fine training
and co-operative work come in
among the sales force toward effect-
ing a transfer without the customer
realizing that he has been actually
turned over. All along he is made
to feel that he is under no obligation
to buy, and that time and trouble are
no object, and that they consider fit-
ting the customer the important mat-
ter above everything else. Occasion-
ally strong arguments are required to
convince him that the particular shoe
he desires is not the proper shape for
his foot, is too short, or for some
other reason is not adapted to his re-
quirements, as these stores make a
specialty of fitting feet, not in sizes
alone but also in shapes.

“Mr. Smith, Just a Minute,
Please.”
Some time ago, before the impor-

MICHIGAN TRADESMAN

tance of training made itself evident
in the selling and fitting of shoes,
one might step into a Ruppert store
at any time, as in almost any other
exclusive shoe store, and observe the
turning over of a customer somewhat
along these lines: “Mr. Smith, just
a minute, please. Will you see what
you can do with this gentleman? |
don’'t seem to be able to satisfy him,”
and this before a store full of cus-
tomers! Mr. Smith understands im-
mediately that the customer is hard
to suit and is handicapped from the
first with this fact: that the custom-
er realizes that he has been turned
over to him, and that the salesman’sj
duty is to induce him to purchase a
pair of shoes if possible, and in
many cases he will buy a pair that
is not exactly suited to his needs be-
cause he does not want to appear as
a crank. But he seldom returns for
the next pair.
Effect a Transfer Quietly.

But now when you step into a
Ruppert store you never observe a
turn-over, because their sales force
is trained to effect a transfer with-
out so much publicity, even the cus-
tomer does not realize that he has
been transferred. The method now
is along these lines: After a few ef-
forts toward fitting a customer and
realizing that he is making no prog-
ress toward effecting a sale the sales-
man attracts the attention of the
floor manager or a fellow salesman,
who strays over near him, to all
appearances engaged in putting away
stock, when he is addressed by the
salesman in distress asking him if that
“new shipment of that particular style
that he is looking for has arrived
yet,” or some such thing as that,
which serves to get him over to the
customer without exciting any un-
due suspicion that he is about to be
turned over. On his assurance that
the shipment has arrived and enquir-
ing as to what size he wants, he se-
cures a measuring stick and takes the
measure of the customer’s foot, re-
marking to the former salesman that
he will get the shoe, as he knows just
where to find it. Before starting to
fit the customer he learns what troub-

The Agency

Red School

Is a Valuable

le the other man had and generally
makes the sale without much trouble.

Salesmen’s Personality Helps in

Selling,

The personality of a salesman has
much to do toward making sales and
making customers, too, and therefore
this system of transferring custom-
ers has been adopted with great suc-
cess by many prominent shoe hous-
es. Occasionally a concern will ad-
vertise that it never turns over a
customer, arguing that if a patron of
its store does not find what he is
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looking for it will not urge him
to buy. We can not see the wisdom
of this, as turning over a customer
is really a follow-up system inside
the store and if properly conducted
need not offend a patron in the least
and very often results in a sale. If a
merchant is selling meritorious goods
he is justified in urging his customers
to try them, especially if he guaran-
tees satisfaction or money back. This
system is much better than “talking
an arm off” a customer to get him
to buy and the purchase is usually

A Substitute
Never Substitutes

There is nothing like
Hard Pan Shoes for the

the real genuine original
wet weather. They are

storm proof; not only that, but they will give the

Rindge, Kalmbach,

hard-on shoes people
more wear and foot
comfort for their
money than they can
get in any other
shoes.

Our trade mark on
the sole guarantees

them to vyour cus-
tomers.

Logie & Co., Ltd.

Grand Rapids, Mich.

for the

House Shoe

Franchise

The Quality is so well known by thousands of
buyers that violent advertising and unusual sale
schemes are unnecessary—you show the Trade
Mark and that is all there is to it—the Sale is made.

Made in all
Styles

Good

Send for Catalog

Watson=Plummer
Shoe Company

230 Adams St. Chicago
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more satisfactory in every respect.
There is another thing that impress-
es one on entering a Ruppert store,
and that is the readiness with which
all the salesmen seem to meet
the customers immediately on enter-
ing and find seats for them. Cus-
tomers never stand waiting to be ac-
costed, because the sales force are all
trained to work together in this re-
spect and they are just as well taken
care of when the oflor manager is
otherwise engaged as when he is
there.

Not Every Salesman Satisfactory.

Whenever a salesman changes his
position he has many new things to
learn, and this is especially true of
this store. Not every salesman that
is engaged proves satisfactory, owing
to the exactness of this firm re-
garding many of its policies, but
those that do usually secure a per-
manent position as long as they care
to stay.

That Ruppert training is good
training is evidenced by the fact that
after nearly forty years of continued
business, with all its competition and
ups and downs, this house is still
enjoying its share of prosperity and is
still training men for service as sales-
men in every sense of the word; in
fact, it trains its sales force to look
after its business interests in every
small detail as well as the manager
would do himself.—Shoe Trade Jour-
nal.

Why You Should Read Your Insur-
ance Policies.

When you received those insurance
policies you had a lot of things to
do and you put them in a safe place
intending to look them over—some-
time.

Perhaps you noticed that the
amount of insurance was what you
called for, but that crowded print in
the lower half of the document, and
those little pasters, which your agent
said he would take care of, you could
not stop to read. Any time would
do to satisfy your curiosity on these
points.

Perhaps after reading the subject of
fire insurance you were led to think
that all that it is necessary to have
is enough policies.

But that's not a safe conclusion
There is another thing to consider—
do they fit? That is important, too.

Is it reasonable to suppose that this
standard policj' form, full as it is of
conditional and restrictive clauses and
intended only to supply a basis for
contracts to insure all sorts of risks,
is going to apply exactly to every
property or stock of goods—every-
where?

Emphatically—No.

And it is just here that we find
the reason why policy holders have
to take settlements on their losses
which they think are unfair.

The policy contract betwen you and
the insuring company does not fit the
risk, or to put it the other way, the
policy holder has not been living up
to the requirements of his policy, al-
though if he had known them he could
and would have done so, or else had
the policy altered to cover the needs
of his business.
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As you probably know, the law in
all but a few states requires the use
by all companies of a standard form
of policy, to which it is expected there
shall be attached such special clauses,
conditions and privileges as may be
required properly to cover the risk.

Hence, when you understand the
required printed conditions of one
policy you have grasped the basic
conditions of all, and it remains for
you to read simply the special claus-
es, conditions and privileges on each
policy, which are attached by the
agent, and these, if correct, should be
exactly alike in all the policies apply-
ing to the same property.

Recently we were told by a man
who knows whereof he speaks that
owing to defects in policies claims
amounting to many millions of dol-
lars are each year compromised and
the smaller places suffer more from
this than the larger cities.

All this is not half so likely to
be the fault of the insurance com-
panies as of the policy holder.

Why? Because men treat no other
business contract so lightly as a fire
insurance policy.

Every other business arrangement
may receive your minutest attention,
every possibility of misunderstanding
be eliminated, but your insurance pol-
icy—which may become the only bar
rier between you and bankruptcy—is
seldom examined much deeper than
to see that it bears your name and is
for the amount you called for.

What | mainly want to impress up-
on you now is that as a buyer of in-
surance you are entitled to policies
which cover the property you want to
insure and fit the conditions of your
business affairs. | want you to know
what things you can do under your
contract with the insurance compan-
ies without giving them an advan-
tage over you when it comes to set-
tling a loss.

Now is the time to get your poli-
cies and inspect them. Read one of
them thoroughly and compare it with
any others that you may have. If
there is anything about them which
is not perfectly clear you have a
right to full explanation. Write the
home office of the insurance com-
pany and let them settle your doubts.

After the fire your policies are un-
alterable, no matter how glaring the
errors which appear and how far the
policies are from what you expected.

It is the forehanded man who wins

—you know.—Shoe and Leather Ga-
zette.

In the District Court of the United
States for the Western District of
Michigan, Southern Division,
in Bankruptcy.

In the matter of Samuel J. Skaff,
bankrupt, notice is hereby given that
the assets of said bankrupt, consisting
of a stock of clothing, shoes, rubbers
and gentlemen’s furnishing goods, to-
gether with furniture and fixtures and
book accounts, will be offered by me
for sale at public auction, according
to the order of said court, on Tues-
day, the 29th day of March, A. D.
r9Jo, at 10 o'clock in the forenoon of
said day, at the store of said bank-
rupt, No. 306 South Lafayette street,
Greenville, Michigan. The sale will

be subject to confirmation by the
court. The inventory of said assets
may be seen at the offices of Milo
Lewis, attorney, Greenville, Mich.,
Peter Doran, 307-8 Fourth National
Bank building, Grand Rapids, Mich.,
and Hon. Kirk E. Wicks, Referee
in Bankruptcy, Houseman building.
Grand Rapids, Mich.

Dated March 16, 1910.

John Snitseler, Receiver.
Peter Doran,
Grand Rapids, Mich.,
Attorney for Receiver.

Wanted To Alter His Will.

An elderly gentleman who knew
something of law lived in an Iri-h
village where no solicitor had ever
penetrated, and was in the habit of
arranging the disputes of his neigh-
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bors and making their wills. At an
early hour one morning he was arous-
ed from his slumbers by a loud
knocking at his gate, and putting his
head out of the window he asked
who was there.

“It’s me, your honor—Flaherty. |
could not get a wink of sleep think-
ing of the will I made.”

“What's the matter with the will?”
asked the amateur lawyer.

“Matter, indeed,” replied Pat,
“shttre I've not left myself a three-
legged stool to sit on.”

MAYER
Special Merit

School Shoes Are Winners

MICHIGAN SHOE COMPANY

TYLE
ERVI1CE

You get them in the

TISFACTION MISHOCO SHOE

Made in all

leathers for

MEN, WOMEN AND BOYS

You should have them in stock—every pair will
sell another pair

MICHIGAN SHOE CO., DETROIT
Our BOSTON and BAY STATE RUBBER Stock is Complete

What Is

Of good printing?

the Good

You can probably

answer that in a minute when you com-

pare good printing with poor.

You know

the satisfaction of sending out printed

matter that is neat, ship-shape and up-

to-date in appearance.

You know how it

impresses you when you receive it from

some one else.
your customers.

It has the same effect on
Let us show you what

we can do by a judicious admixture of

brains and type.
your printing.

Let us help you with

Tradesman Company
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Causes for Discharge.

In a large majority of cases in
which the contract is terminated be-
fore its expiration, it is the employer
who puts an end to the relation. An
employe has ordinarily very few rea-
sons for leaving his employment so
long as his salary is paid. It is true
that in some cases he may do this
if his employer does not furnish him
work (no doubt a rare case), or a
safe place in which to work, and for
certain other reasons not of general
importance. But ordinarily if an em-
ploye quits during the existence of
his contract, it is with his employer’s
consent or else a direct breach of his
contract.

The employer, however, has sever-
al causes for discharging an em-
ploye, says System. In addition to
disability an employer, in gener-
al. has the right to discharge for any
misconduct, inattention, carelessness,
unfaithfulness, dishonesty, or insub-
ordination which does or may tend
to injure the interests of the employ-
er. These causes, however, must
have some relation to the business of
the employer and not be merely per-
sonal considerations. Whether they
are of sufficient importance or not
depends somewhat upon circum-
stances. For instance, in an. actual
case, it was held that a superintend-
ent with large discretionary powers,
with authority over many subordin-
ates, and having charge of a great
mass of business detail, should not be
held to the same exact obedience in
a trifling matter as an ordinary clerk.

It was held in another case that
an employer had no right to dis-
charge a traveling boot and shoe
salesman for some rather “loud” con-
duct of a Sunday in a country town,
since it did not appear that this nec-
essarily injured the employer’s inter-
ests.

An employe who had a position as
confidential clerk with a share in the
profits of his concern was discharged
because he let his curiosity get the
better of him one noon and exam-
ined the shipping and other books, to
which he had been forbidden access.
The court held that he was properly
discharged and lost his share in the
profits. In another case it was very
properly held that an employe who
revealed trade secrets was rightfully
discharged. Retention of an employe
for even a short time after an of-
fense will generally act as a con-
donation.

An employe who is discharged
should be careful not to acquiesce in
the discharge any further than to
leave. His acquiescence may release
his employer from all liability. If
the discharge is not absolute, the em-
ploye should tender his services until
they are refused.

Wrongfully discharged, an employe
may require his former employer to
make good any loss of salary, but he
is bound to seek other employment
of the same kind, in the same gen-
eral locality, and must deduct his
earnings from the damages. He is
not bound, however, to accept em-
ployment of a substantially different
kind, nor to account for what he may
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earn “after hours” in his new employ-
ment.

Some of the foregoing suggestions
may seem difficult to apply in certain
situations without a breach of busi-
ness etiquette. If employer and em-
ploye tactfully insist upon having
their relations clearly understood,
cause of offense will be avoided.

Enlist Traffic Managers and Shipping
Clerks.

Under the chairmanship of E. K.
Pritchett, the Transportation Com-
mittee of the Board of Trade will
work along new lines, and it is rea-
sonable to expect that excellent re-
sults will follow. The new plan is to
organize the shippers, and by this is
meant not only those who have direct
financial interest in the transactions
with the railroads, but also those who
look after the details. Heretofore the
“high up” men have looked after
transportation matters, and now it is
proposed to enlist the traffic mana-
gers and the shipping clerks as well,
and get the benefit of their experi-
ence and expert knowledge in solving
the problems that arise, and at the
same time give them educational ad-
vantages which they have not enjoy-
ed. There are in the Grand Rapids
zone thirty or forty large concerns
that have traffic managers, and every
concern that sends goods to the
freight house has its shipping clerk.
The plan is to organize these mana-
gers and clerks into an association
which shall be distinct from the
Board of Trade, yet auxiliary to it
and with the Board’s Transportation
Committee as its nucleus. This As-
sociation would have its own com-
mittees and a wide degree of freedom
in making and carrying out plans, and
there is no question but that it could
do all that the present Committee is
doing and much which the present
Committee can not or does not touch.
Through this Association prominent
men in the traffic world could be invit-
ed to the city to make addresses that
will be in the highest degree instruc-
tive, and the discussions and exchang-
es of experiences among the members
ar the regular meetings will be ex-
ceedingly valuable. Such an organi-
zation would tend to make the traffic
managers and shipping clerks more
intelligent in their special line of
work. It would add to their effi-
ciency in many ways, and this in it-
self would remove some of the trans-
portation difficulties, or at least ma-
terially reduce them. At the same
time this organization of the men
who actually start the freight will be
of great value to the Board of Trade
as it will concentrate the interest and
attention of many transportation ex-
perts and give added weight to what-
ever demands may be made, whether
for concessions or for the correction
of abuses that may exist.

Mark’s Little Date.
Teacher—Now, Willie, tell us one
of the principal events in Roman his-
tory, and mention the date.”
Willie—Mark Antony went to
Egypt 'cos he had a date with Cleo-
patra.

Polishing a pew is not burnishing
g crown.

And

Michigan, Ohio
Indiana

Merchants

have money to pay for
what they want. They
have customers with as
great a purchasing power
per capita as any other
state. Are you getting
all the business you want ?
The Tradesman can “put
you next” to more pos-
sible buyers than any
other medium published.
The dealers of Michigan,
Ohio and Indiana

Have

e Money

and they are willing to
spend it. If you want it,
put your advertisement
in the Tradesman and
tell your story. Ifitis a
good one and your goods
have merit, our sub-
scribers are ready to buy.
We can not sell your
goods, but we can intro-
duce you to our people,
then it is up to you. We
can help you. Use the
Tradesman, use it right,
and you can not fall
down on results. Give
us a chance.
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Value of Cleanliness in the Hardware
Store.

Just a word of self-introduction. |
realize as you do that no living man
knows the hardware business. | al-
so know that there are greater or
lesser degrees of perfection. | shall
give you the best there as in me at
all times and aim to work for your
interest in such a maner that my
hand won’'t tremble when | reach
for the cash envelope on pay day.

Cleanliness in a hardware store
should begin with a clean conscience
and a cheerful disposition. | shall en-
deavor to avoid the personal appear-
ance of the assistant -manager, whose
face is long enough to eat oatmeal
out of a churn, but | shall at all
times encourage the development of

nose long enough to find dust in
the bottom of the deepest receptacle
in the store.
this nose into some pretty dirty cor-
ners, but | won’'t blow there and stir
things up too much, for dust would
piobably settle on the showcases.

An Undesirable Inheritance.

We hardwaremen have a pretty dir-
ty reputation, but it isn’'t entirely our
fault. It is something we didn’t
want, but it was just naturally handed
us by our tinker forefathers, who at
the eountry cressroads ran stowes
with blacksmithing, pipefitting and
tinsmithing and hardware depart-
ments all in the same room.

This picture would not be complete
without the apprentice boy pausin
from his half shined stove to listen
in open-mouthed amazement to the
drummer who, for the past three days
had been telling stories and inciden-

| shall probably poke\ H

miohigah

store still furnishes material for gos-
sip at the ladies’ sewing circle.

A jobber’s representative is always
looking for a chance to praise and
encourage the man to whom he sells
goods. He never misses an opportu-
nity. Has he ever told you that your
store had a dustproof appearance? If
not you are the man for whom | am
working to-day.

Does Cleanliness Pay?

I have found from practical ex-
perience that it pays in more ways
than one to keep a clean hardware
store. Purchase a duster, put a boy
on the handle end of it and the in-
vestment will bring good returns. Do
not expect too much the first day.

The average boy will handle a

dustgr abopt as reckigssly as g drtRk
1"? 18,! h*mmtr O¥r the toP of
* showcase- Put blm wise

d W~ * W&k he will be ~ather-
| I'P,* 5 ® mnstead of spring jt
W:? and find time on the si epto gac|<
your blacksmith’s coal.

A number of years ago | was show-
ing a lady some stew pans. She ex-
amined several very closely and

hought gne; at.the sae  {ime e
™ °PT °J my. fir§t lef°*s °n
S I R 10 a well admin

_d ,ecture abou* soiled gloves.
From that day to this | have fought
dust and stew pans have been my
specialty.

We move our goods and dust every
portion of our stock at least once a

menth and iR this werk use a weven
| © W2 duster- which gathers or wipes

uf tHe St better than anything we
aVe tned' tb’s stock cleaning we

* *

tally beating that well worn path to “*“ i 01" ?1l turkey or ostrich dusters

the tavern across the way. The drum-\T J”

mer was making his reputation good
But this is ancient history.

The traveling man long ago lived
down his predecessor’'s reputation
and to-day represents the cleanest-
cut bunch of hustlers on the mao
He no longer worries himself mak-
ing his reputation good, but bv his
work is making good reputation.

Is Your Store Only a “Men’s

Store?”

Have we done as well, or is our
place of business still known as
“men’s store?” Has modern cleanli-
ness meant to us merely the laying
aside of a soiled celluloid collar and
the donning of a spotless linen one.
or have we grasped it in its truest
sense and cleaned out those nail bins?

Cleanliness has got to be such a +

common thing in good confectionery

stores that it no longer excites un-

usual comment, but a soiled skirt
which has been dragged across some
tobacco-juiced floor in a hardware

\\Nefc

1.?2" a”d faci"”™ every day.
“ twlce each Vear we use

lot. and wash thoroughly

iT * ~ the Store'

I+ u the Smell °f Well washed shelv-
u 3 tendency to start a clerk

|°n a showcase campaign.

Showcase That Has a Lesson,
"k °T WC See unused and
& Sh?Wecases- | have in mind a

f,n cu“erY case which was once
USed to but very P°or advantage by

° Uf fompetitors- is a four-
.°0t case w,th three wooden shelves

n °ll the“sual brackets.

th,S comPetit° r decided to
. s hardware department and
L ? ‘ime ‘° ,he *ro“ r)

I. We,lt dow" *° **

Stock’ 1 was usbered in-

spotless>well conducted, flourish-
ng grocery department occupying
three-quarters of a large room, and

dtrtiest, poorest arranged,

ead hardware departments | ever
saw occupied the balance of the space,
we liked and understood the gro-

1?7 °

b s

a N

tradesman

eery business, but his ignorance of
the hardware business had evidently
caused him to endeavor to maintain
its ancient reputation for dirt. If this
was his aim he surely succeeded. |
might have stood for the hardware
department but for that immaculate
grocery side. The contrast ruffled my
feelings, for | like to think of a
hardware store being just a little
cleaner than a grocery store.

In the front part of the room stood
the cutlery case mentioned. The
wooden shelves which were originally
in it had been taken out because the
flies had gotten too busy on them,
and the hacked-edge, home-cut, plate J
glass shelves which had been sub-
stituted also showed plenty of fly
signs, although it was in January and
the open season for flies had long
since passed.

These glass shelves were covered
with pocket knives, wrenches, screw-
drivers, scissors, revolvers, cleavers
and carving sets. Every jar in the
room set these various articles jump-
ing and teetering on the smooth glass
until they looked as if they had been
put in with a shotgun. The blue vel-
vet in the bottom of the case looked

ke the city dump and smelled like
the pesthouse. Later in a waferoom
t saw the shelves of this showcase
and resolved to buy it, as we had a
place in our store for just such a
case.

The Forlorn Case Cost $12.

To make a long story short, | paid
$12 for it and brought it home. It
was surely a forlorn looking case.
Didn’t have a friend in the world un-
til our nurse took it into the hospital
and began making it over. The mold-
ing of the wooden shelves was taken
off and varnished and the shelves
were trimmed with a rich green ve-
lour. The case was scrubbed, washed
and polished until it shone like a mir-
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Handy Lamp

Gasoline
Lighting System

(lives a 300 Candle Power

Shadowless Light the instant

you move the lever. Turns up

. or down, like gas, burns dim

when not in use. or can be turned up instantly
when more light is needed. It floods a 30foot
space with a brilliancy like daylight. Far
cheaper than gas, kerosene or electricity and

sosimple that anyone can use it. Catalogue

M. T. tells why. Send for it now.
BRILLIANT OAS LAMP CO,
Dept. 25, 42 State Street, Chicago, III.

| Sell
Coffee Roasters

And teach you to
Roast Your Own Coffee
| can double your coffee business and
double your profits in e months. Write me.

Get prices on my roasted coffees.
You save 20 per -cent,

J. T, Watkins

COFFEE RANCH
Landing, Mich.

Mica Axle Grease

Reduces friction to a minimum. It
saves wear and tear of wagon and
harness. It saves horse energy. It
increases horse power. Put up in
i and 3 Ib. tin boxes, io, 15 and 25
Ib. buckets and kegs, half barrels
and barrels.

Hand Separator Oil

is free from gum and is anti-rusl
and anti-corrosive. Put up in y2,
1 *nd 5 gallon cans.

STANDARD OIL CO.
QUAND RAPIDS, MICH.

CLARK-WEAVER CO.

The Only

Exclusive

Wholesale Hardware House
In Western Michigan

32 to 46 S. lonia St.

FOSTER. STEVENS & CO.

Exclu,lve A«ents for Michigan.

Grand Rapids, Mich.

Grand Rapics, Mich

Write for Catalog.
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ror. It was then placed in a prom-
inent position in our salesroom where
the shelves were filled with pocket
knives and the bottom of the case
with scissors.

The knives are neatly arranged and
are sold from the case. The scis-
sors are merely sampled, but the stock
is convenient and easily reached. If
a particular customer wants the sam-
ple we sell it, but it is immediately
replaced from the stock.

The green velour uesd to cover
the shelves is a pretty background
and when once arranged the knives
stay in the position in which they
are placed. We have mats made of
the same greeii material used to show
samples on top of the case. We do
not use the felt mats usually sent
out by cutlery and ammunition manu-
facturers, as the attractive advertise-
ments on them usually distract at-
tention from our goods while a solid
color mat brings out every good qual-
ity these goods may possess.

That case is paying for itself every
week and is a fixture of which we are
proud. We owe it to the thorough
washing it gets every ten days and
the dusting it gets several times daily.

We owe it to the neat stock we
keep there and we will pay our debt
to that old case which teaches us daily
the profits of cleanliness.

It would be nothing short of a
crime to sell anything but guaranteed
goods from that case. Every clerk
in the store knows its history and
boosts its contents. Its story told
to a new employe impresses a lesson
of neatness, meaning clean shelves,
neat windows, a warehouse that looks
like a salesroom and a desire to be
like the rest of the bunch and work
on the stock.

Stock Men and Hens' Teeth.

Good stock men are as scarce as
hens’ teeth these days. They do not
just happen—they are made. A
school boy’s description of the
growth of a pollywog is that first
comes the head, then comes the wig-
gle. As the head of your institution
are you encouraging your clerks to
become stock-keepers? If not, re-
member the head won't get very far
without the wiggle behind it.

Our crack stockman came from the
store of the dirty showcase. He had
the ability, but lacked the support
and co-operation of the management
and of his fellow clerks. He will
probably read this article and be en-
couraged to still greater efforts.

Some of you may think he will also
be encouraged to tap the boss for
greater pay, but we won't worry about
that, as it has in the past and will in
the future come with increased effi-
ciency.

If your store has .its catch-all cor-
ners let's clean them out and trim a
new showcase with a history. Clean-
liness is next to Godliness. Get next.
—Assistant Manager in Iron Age-
Hardware.

Took the Hint.
Gotrox—I see a bank up in Canada
has a million dollars to lend.
Norox—Well, good-by.
Gotrox—Where are you going?
Norox-—To Canada.
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Advance in Stoves Possible.

Representatives of stove manufac-
turing concerns are soliciting orders
for next fall delivery at existing pric-
es with the plea that merchants who
delay ordering until the last moment
will be forced to pay a higher price
for their stoves, according to Hard-
ware Trade, which adds: “It seems
likely that the wholesale prices of
stoves will have to advance during
the next six months or so because
of increased costs of raw material.
Whether the advance will come as a
change in list prices or as a reduc-
tion in discounts has not yet been
determined. Meetings of stove manu-
facturers have recently been held in
New York and Chicago at which the
question of reducing the discount on
stoves for future delivery from 5 to
2 per cent, was considered. These
meetings adjourned without definite
action being taken. Eastern manu-
facturers, it is said, are opposed to
any reduction in the discount for the
reason that a large part of their
product is marketed in the Middle
West and West and that they are
obliged to offer a discount of at
least 5 per cent, in order to get fu-
ture business. An Eastern factory,
with representation in the Twin Cit-
ies, has already booked $200,000
worth of orders for next fall deliv-
ery, and if the discount were reduc-
ed from 5 to 2 per cent, it would be
impossible to obtain such a large
amount of future orders at this time.
Several stove men who have been in-
terviewed have expressed the opinion
that there will be no change in dis-
counts this year, but that individual
manufacturers may make changes in
their list prices. One large factory,
it is understood, has already revis-
ed its list for next fall delivery and
prices on some grades of stoves have
gone up, while in other instances
there have been actual reductions.
However, the general tendency of all
materials entering into the construc-
tion of a stove is upward and has
been for several months and it is un-
likely that there will be many reduc-
tions in prices, while increases may
be expected.”

The New Counterfeit $1 Bill.

The Secret Service Division of the
Treasury Department issues the fol-
lowing warning of a new counterfeit
$1 silver certificate:

Series of 1899; check letter “B;”
face plate number 4,810; back plate
number 2,844 or 2,344, W. T. Ver-
non, Register of the Treasury; Chas.

H. Treat, Treasurer of the United
States. Portraits of Lincoln and
Grant.

The sample under inspection is one
that would easily deceive the ordinary
handler of money. The face and back
are printed on thin paper and be-
tween them is pasted a third sheet to
give them the required thickness. So
much paste is used in the making of
the note that it has a very rough and
stiff feeling. It seems to have been
printed from etched intaglio plates
of mediocre workmanship which show
evidence of an attempt to supply
missing details by the unskillful use
cf the graving tool. This is chiefly
noticeable on the back of the note

where the words “one dollar” in the
marginal panel, upper right of note,
have been scratched in. In the low-
er center of the note under the words
“of America” there is much rough
work with the graver, producing an
effect like thorns in what should be
lathe work. The final “e” in the
word “certificate,” lower center of
the back, has been scratched in in a
very crude manner, and the plate
number on the back was evidently
scratched in after the plate was etch-
ed. In the middle of the numeral
“1,” which appears at the left and
right end back of note, there is in
the genuine an ornamental design
with considerable detail. In the sam-
ple under observation that ornamen-
tal work is merely outlined and sug-
gested. The color of the seal, num-
bers and denominational figures on
the face of the note is pale as com-
pared with the genuine and the num-
bers are badly printed. In the note
under inspection the serial number is
R99121192, and the last three figures
appear to have been put in separately
and then touched up with dark blue
and white water colors, most of
which disappears on the application of

moisture. The print of the face of
the note is three-sixteenths of an
inch short. A few bits of coarse and

raveled silk twist have been inserted
between the pieces of paper in one
place in the note under inspection.

Health Note.
A medical paper claims
dentist’s fingers carry disease germs.
Moral: Boil your dentist.

that a pay more.
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Columbia Batteries, Spark Plugs
Gas Engine Accessories and
Electrical Toys

C. J. LITSCHER ELECTRIC CO.
Grand Rapids, Mich.

Acorn Brass Mfg. Co.
Chicago

Makes Gasoline Lighting Systems and
Everything cf Metal

A Good investment

PEANUTROASTERS
and CORN POPPERS.

Gnat Variety, $8.50 to $350.61
EASY TERMS.
Catalog Free.

KINGERY MG, CO,,106-108 E Pearl St.,ClnclniiaJ,0

Established In 187*

Beat Equipped
Firm In the State

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

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

Country Newspaper For Sale

Only one in a thriving Western Michigan
town”_ Owner selling on account of ill health.
Is paying a %\?o_d profit and can be made to

rite at once for particulars.

Qrand Rapids Electrotype Co.
Orand Rapids, Mich.

Think It Over

Would you be willing to give us your business in
Trunks, Suit Cases and Bags if we were to share our

profits with you?

T

Don’t think by this that we would give you something for

nothing—such a plan is not consistent with good business prin-
ciples—but we do intend to give you something for making our
Trunks, Suit Cases and Bags your leading stock in trade.

T We wouldn’t ask you to handle our line unless we had faith

that it would “make good” in your business.

You know what

it is—know that it is merit all the way through__from the most

expensive trunk to the lowest priced bag or suit case.

Made of

the finest materials—by high class workmen—in a model fac-
tory, our Trunks, Suit Cases and Bags rank second to none.

T We have formulated a plan that will mean MORE MONEY
to both of us—it will mean more business for you and MORE
PROFITS, and that is your constant aim.

T

Ask us right now— to-day—about our Profit-Sharing Plan.

It obligates you in no way, and it may mean more dollars to

your future business.

BROWN & SEHLER CO., Grand Rapids, Mich.
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NEW YORK MARKET.

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

New York, March 19—Taking into
consideration “things in general”
there is not the activity in the mar-
kets here that has been hoped for.
Here it is almost the first of April
and go into what section you will,
whether groceries or dry goods or
hardware, there is a feeling that there
is room for improvement, and for
this improvement all are praying. The
reasons for the near-dulness are too
many to enumerate, but the feeling is
prevalent that prices have gotten to a
point beyond which they can not
go. Still the gay and festive hog
seems to be bringing more and more
every day.

Coffee, for instance, according to
the statisticians, ought to be rapidly
advancing so that buyers would form
lines in order to be the next pur-
chaser. But there is nothing of the
kind and the market is absolutely dull,
with some sellers saying that really
nothing is being done. Maybe this is
because at the moment prices are re-
garded as too high. In an invoice
way Rio No. 7 is quoted at 8j£@
8%c. In store and afloat there are
3,395,979 bags, against 4,094.336 bags
at the same time last year. Mild
grades, apparently in sympathy with
Brazilian grades, are sick and quota-
tions show no change, good Cucuta
being worth 10J2C

Granulated sugar is quoted at 5.25c.
The market is very quiet and buyers
are taking the smallest possible
amounts. Next week the sales offices
of the sugar refineries—and for that
matter about all the exchanges—will
close Friday—Good Friday—and Sat-
urday, thus making a short week.

The jobbing demand for teas has
been rather more satisfactory than for
some other staples, and this week has
shown improvement over last. No one
grade seems favored, but the whole
line is doing fairly well.

Rice is dull, buyers taking only
enough to supply current needs.
While prices show no change, they are
well sustained. Receipts are not es-
pecially large, but there is enough to
meet all demands.

Spices are in rather light supply
and are well sustained. The demand
is about all that might be looked for
at this time of year—that is, from
hand to mouth.

No change is noted in molasses.
There is an everyday trade on pre-
vious levels. Good to prime centrifu-
gal, 26@3oc; open kettle, 32@42c.
Syrups are quiet. Supplies are larg-
er and prices are slightly shaded.

In canned goods most interest is
displayed in corn and about the least
in tomatoes. Corn can be bought at
almost every figure; 75c seems to be
about the correct quotation for goods
that are straight, but sellers are not
willing to dispose of holdings at this
figure. There is said to be a de-
mand for unlabeled tomatoes at 62”0,
but goods that are standing the test
can not be picked up at this. An esti-
mate of 1,600,000 cases in buyers’
hands has been made by the tri-state
packers. While this does not seem
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a large amount the fact remains that
the market is unsteady and packers
who “need the money” are letting go
in sufficient quantity to cause a little
uncertainty all the time. Other
goods show little, if any, change.

Butter is in short supply and prices
are firm, so far as top grades go.
Creamery specials are quoted at 33c;
extras, 32c; firsts, 29@3ic; held
creamery specials, 3iJ*@32c; imita-
tion creamery, 24"@26c¢; factory, 22
@22)4@23)°C.

Cheese is unchanged and is steady.
Full Cream New York State, 17°2@
18c.

Eggs are firm, although arrivals
have been more liberal. Western ex-
tras, 24@24"c; firsts, 22"@23c.

What Other Michigan Cities are Do-
ing.
Wrritten for the Tradesman.

Kalamazoo is beginning a cam-
paign for a cleaner city. The sani-
tary squad of the city health depart-
ment has been strengthened and reg-
ulations regarding the disposal of ref-
use will be strictly enforced.

Cheboygan’s Chamber of Com-
merce is taking on new life. At a re-
cent meeting fifty-six new members
were admitted. There is talk of rais-
ing a fund to secure new industries.

Allegan will not tolerate junk shops
and junk buying in the business dis-
trict or in any conspicuous place in
the city. The Common Council re-
cently made a ruling to this effect.

Muskegon makes the best record
in her history in tax collections this
past year. Out of a total tax roll of
approximately $327,000 the amount of
delinquent tax returned was only 6.7
per cent, and the City Treasurer at-
tributes the fine showing made large-
ly to the followup system now em-
ployed, which reminds people that
their taxes are due and shows them
the business folly of allowing taxes
to be returned as delinquent.

Busy Boyne City will be made bus-
ier through the addition of a cooper-
age plant this season.

Bessemer, in the Gogebic iron
range, has a full fledged Commercial
Club, which starts out with fifty-two
members.

The Park Board of Flint asks for
$16,000 to carry on its work this year.

Carolina poplar trees for street
planting are likely to be placed under
the ban at Ann Arbor. The roots
play havoc with the sewer pipes.

Prominent officials of the Lake
Shore road met with the business
men and manufacturers of Coldwater
recently and business matters were
discussed. C. H. Newell, editor of
the Courier, conducted the correspon-
dence which made the meeting possi-
ble, and the outcome will no doubt
iprove a benefit to the city and to the
railroad as well.

The city of Hancock, in the Cop-
per Country, is discussing the need
of a civic organization, entirely di-
vorced from politics, to promote the
best interests of the city as a whole.

Detroit is securing statistics from
other cities with a view to showing
that her tax rate of $18.07 is low. Of
twenty leading cities it is claimed that
only five have a lower rate than this.

The Civic League of Bay City will

employ an expert to conduct a model
playground during the summer.
Almond Griffen.

Why Merchant Could Not Keep His
Employes.

He adopted slave-driving methods.

He took no interest in their wel-
fare.

He was arbitrary, captious and un-
just.

He always appealed to the worst
in them instead of the best.

His policy was to get the most
work out of them for the least wages.

He regarded them merely as a
part of the machinery of his busi-
ness.

He resented the idea that his em-
ployes should share in his prosperity.

He used them as safety valves to
vent the spleen of his drastic moods.

He humiliated his employes by re-
buking them in the presence of others.

He never trusted them, but al-
ways held suspicious thoughts to-
ward them.

He killed their enthusiasm by find-
ing fault and never praising nor appre-
ciating them.

He tried to make them feel that
neither he nor his business owed any-
thing to them.

He stifled ambition by treating the
careless and the thrifty alike.

He never asked himself, “What is
the matter with me?” but, “What is
the matter with my help?”

He constantly made them work
overtime without remuneration, but
it they were a minute late they were
finded. O. S. Marden.
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How He Knew.
Thompson—“So you've raked up a
grass widow.
Johnson—Yes.

it?
Thompson—I used my field glasses.

mt Ban cantl nia
Packed by
W. R. Roach & Co., Hart, Mich.

How did you know

Michigan People Want Michigan Product»

Just

suppose

you were in the

Kitchen and want-

ed to make a des-

sert and make it

inaburrytoo. A

tapioca ~ pudding

would be nice but

oucouldn’tmake

t o! pearl tapioca

becauseyoudidn’t

. .. think to put it to

/soak the night before. if you bad

MINUTE TAPIOCA

ou would be alt right, because it doesn’t need to
esoaked. In fifteen minutes from tbe time it is
taken from tbe package it is ready to serve.
Besides, the pudding is not gummy or lumpy.
One package will make six full guarts.

Then suppose

you instruct ﬁour clerks to tell this to every lady
upon whom they wait to-day, and let tbem know
why MINUTE TAPIOCA is better than tbe other
kind. The quality of tbe product is such that
they’ll thank you for the suggestion. Don’t
forget that you gain too. There's better tban an
ordinary profit in it.  Have you used Minute
Tapioca in your own home? Send us your job-
ber’s name ‘and you’ll get a package totry. " Do
you know what tapioca comes from and bow it
1s made?  When writing for the package ask
for “ The Story of Tapioca’”. It’s free.

MINUTE TAPIOCA CO.,
223 W. Main St., Orange, Mass.

Pour Kinds of
Coupon Books

Are manufactured by us and all sold on the
same basis, irrespective of size, shape or

denomination.
tion.

Free samples on applica-

TRADESMAN COMPANY, Grand Rapids, Mich.
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TWO SPECIAL FUNDS.

They Supplement the Work of the
Public Library.

Ryerson Library has two special
funds, one a bequest, the other a gift,
the incomes from which are to be
used for special purposes, and strange
as it may seem the general public has
little knowledge of either. The be-
quest is $i,000, left by the late C. W.
Coit. The money was given to the
Library without conditions and when
it was received it was proposed to
spend it for some rare works to be
preserved as a memorial. Instead of
doing this, however, with the con-
sent of everybody interested, the
money was invested and the income
only is used, chiefly for additions to
the art works in the Library. In this
way the bequest has been made a
permanent benefit to the Library, an
annual contribution to the Library
along special lines. The other fund

Smith & bake

Fine (groceries and fdeats
«1-413 Howard St.

The Tradesman Co.,
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fund to “maturity,” with the required
$150 income. The process can and
no doubt will be expedited by invest-
ing the money in securities that yield
better than savings bank interest.
The Lewis G. Stuart fund had its
origin in a sale to the library by
Mr. Stuart in the summer of 1896 for
$150 of a complete set of the session
and compiled laws of Michigan State
and Territory, nearly a complete set
of the journals of the Territorial
Counsel and State Legislature, most
of the legislative and joint docu-
ments of the State, complete bound
fdes of the old Evening Leader and a
quantity of other material valuable
for the reference library. The pro-
ceeds from this sale were given by
Mr. Stuart to the Historical Society
as the nucleus of a fund the income
from which should be used for the
purchase of Michigan historical mate-
rial. The donor was made custodian
of the fund with authority to use his

from Mr. Stuart and the judicious
expenditure of the available income
Ryerson Library has one of the larg-
est collections of Michigan material
in the State, including some things
not to be found in any other library
or collection, not even at Lansing or
in Washington.

One of its treasures is a prayer
book, English on one page and
French on the opposite, printed on
the Father Richard press in Detroit in
1815, the first book printed in Michi-
gan, and made more interesting by
containing the autograph of Louis
Campau. A very valuable and in-
teresting document is the first draft
of the first State constitution printed
in legislative bill form and showing
the pencil corrections, interlineations
and changes made by Lucius Lyon,
who was a member of the first con-
stitutional cenvention and one of
Michigan’s two first Senators. Some
01 the Territorial Counsel documents

Petoskey,Mich., Feb.25,1910.

Grand Rapids, Mich.,

Gentlemen--The writer took tne Tradesman one year before going

into business ana our firm has

taken it continuously

since and we feel

that we owe no small part of our success in business to a perusal of its

pages.

is known as the Lewis G. Stuart fund
and the Library received it in March,
1905, as a gift. It contains $1,600 in
gilt edged securities, yielding an an-
nual income of $96, and in addition
something over $200 in cash in the
savings bank at 3 per cent. The con-
ditions attached to this fund are that
$50 of the annual income may be
used each year for the purchase of
books, papers, maps and other ma-
terial relating to Michigan, all the
income above $50 a year to be added
to the principal and invested and re-
invested until the total income shall
be $150 a year, when the entire in-
come may be used for the purposes
indicated. The addition to principal
this year will be about $53, and if the
policy is continued of letting the fund
accumulate in the savings bank at 3
per cent.,, compounding semi-annually,
it is estimated that about twenty
years will be required to bring the

Very tru ly ours

own judgment in its investment. Ad-
ditions were made to the fund from
the sale by Mr. Stuart of Michigan

material to the Library, $21.50 on
Sept. 1, 1897, $22 on April 6, 1898, and
on March 1, 1905, $511.80. This made
a total of $705.30, and this money as
received, together with the income
received, was so invested that when
the fund was turned over to the Li-
brary it contained $1,000 of Michigan
Light Co. preferred stock, $600 Amer-
ican Light & Traction Co. preferred
stock and $18.95 cash. In directing
the turning over of the fund to the
Library the Historical Society at-
tached the same conditions originally
imposed. In the five years that have
passed since the custody of the fund
was transferred the principal has in-
creased about $200, and the $50 a
year has been expended as books and
other materials have been offered.

in the collection were borrowed by
the State to be reprinted, the State
itself not having the originals, neith-
er in printed nor written form. Among
the rare maps are the famous Mitchell
map of 1755, maps of Michigan from
1830 to date, the original water color
map of the old Detroit-Toledo Road,
the original of the> first map of Mt.
Clemens, 1827, the first map of Ann
Arbor, which Ann Arbor borrowed
to make a copy from, the Douglass
Houghton maps of Jackson, Lenawee
and other counties, early maps of the
city and county and “boom” maps of
Ada and other Michigan towns of the
1836 period. All the histories of
Michigan that have been printed, ear-
ly travels relating to Michigan and
many local histories are in the col-
lection and there is a great quantity
of other materials. The collection will
grow slowly from the expenditure of

As a result of the purchase made |the $50 available, as well as by the

89

donations that come in from time to
time.

Greatest and Best Work of the Board
of Trade.

The Board of Trade is a good thing
not only because of its immediate ac-
complishments for the general good
but more important still because of its
influence in developing men and giv-
ing them a chance to show what is in
them. This is especially true of young
men, who under ordinary circumstanc-
es are quite likely to be overshadow-
ed by their seniors. The Grand Rap-
ids Board of Trade in the last half
dozen years has done much to “bring
out” its members, and it is no ex-
aggeration to say that this has been
its greatest and most useful work. At
the head of the Board at the present
time as its President is Heber A.
Knott, and it is no discredit to him
to say that the Board of Trade has
been the making of him as a prom-
inent and influential citizen. He pos-
sessed the qualities of leadership and
the Board brought them out or rather
gave him the opportunity to show the
stuff that was in him. John B. Mar-
tin has been similarly “discovered,”
both to himself and to the city. He
used to be diffident, self-centered and
not particularly interested in public
affairs. Through the Board of Trade
he was started on new lines, and with
his zeal awakened his strong person-
ality made the Board’s Municipal Af-
fairs Committee one of the most im-
portant and potential in the organiza-
tion, and he has come to the front
as one of the city’s most useful citi-
zens. A. B. Merritt has been brought
out very largely through the Board
of Trade, and the same is true of
Walter K. Plumb. Both had the abil-
ity, but it has been the Board of
Trade to a very large degree that
has let the fact be known to them-
selves and to others. Chas. N. Rem-
ington, Robert W. Irwin, E. K
Pritchett, W. Millard Palmer, J. R.
Munson, the Cornelius boys, F. Stuart
Poote, Ben R. Merrick, Geo. E. Fitch,
Fred M. Briggs, Carroll F. Sweet and
a dozen others who might be named
are “sons” of the Board, brought out
and trained in the ways of public
spirit and public usefulness and be-
ing prepared for the greater respon-
sibilities in the future.

The Board of Trade, representing
co-operation and united effort, can do
much in a material way for the city.
It can secure more favorable trans-
portation conditions, new industries,
the correction of trade and other
evils. But, after all, its greatest and
best work is as a developer of men.
as a training school in good citizen-
ship. Men of ability and enterprise
and ambition can find their way to
the front in other ways, but the Board
of Trade represents a short cut to
deserved recognition, an immediate
opportunity to show merit.

Discordant Note.

“Mr. Meekum, don't you think a
woman should receive a man’s pay
when she does a man’'s work?”

“Why—er—Iook at the other side
of the question a moment, will you?
Think how many men are doing wom-
en’s work and not getting a cent
for it!”



The Salesman a Business Developer.

It is part of a salesman’s duty to
keep track of the new business de-
veloping in his teritory. Being on
the ground, and in touch with the
sources of local news, it is easier
for him than for the house to watch
changing conditions. New enter-
prises are constantly springing up in
all parts of the country. OlId dealers
are broadening out, adding to their
stock in trade. Do you watch these
things. Are you the first to be in-
formed and to put in your bid for
the business?

How frequently we hear salesmen
say, “I might just as well have had
this or that man’s order, if | had only
known he was going .to be in the
market,” or, "The house ought to
have kept me better posted. | didn't
hear of Blank’s new store until after
my competitor had cinched him.”

Why depend upon the house en-
tirely for information? Men who
have the initiative to find things out
for themselves are doubly valuable
in the eyes of their manager. The
man who acknowledges that his com-
petitor “hears of things first” ac-
knowledges that his competitor is a
better man than he is—in one re-
spect, at least.

It pays to have a system of watch-
ing your territory.

One salesman in the West—whose
name will be Jones for present pur-
poses—has perfected such a system,
and is getting the best results from
it. He keeps in correspondence with
four other salesmen who represent
other houses—not competitors—and
whose route covers practically the
same ground as his.

These five—including Jones—make
the same towns at different times,
and keep each other posted as to all
the latest developments. So, when
Jones returns to the town of Y., for
instance, after being away from it
three months, he knows what chang-
es have been taking place—what new
stores have opened, if any, what new
departments have been added to old
ones, or what old customers may
have gone out of business.

It is a great advantage to him
and costs him little trouble. He dic-
takes a few lines to the hotel stenog-
rapher once or twice a week and
mails them to the four correspond-
ents, who in turn do the same by
him.

In the larger cities on his route,
Jones has a local correspondent, usu-
ally some friendly merchant among
his old customers. In this manner
current talk among dealers in that
city gets to Jones—and if it is not

always of vital importance it furnish-1
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es him at least with topics of mu-
tual interest for his selling talk. His
prospects feel that he is better in-
formed generally than the majority
of salesmen, simply because he al-
ways seems to know what they are
interested in.

In some lines, such as plumbing,
or anything connected with the build-
ing trades, it often pays a salesman
to engage the services of a press
clipping bureau. Projected building
operations are always given promi-
nence in the local press, in any lo-
cality. The clipping bureau gathers
these reports and can as well forward
them to the salesman at different
points on his route as deliver them
to any client’'s permanent address.

The trade publications can be re-
lied upon for many timely pointers.
Most of them publish reports each
week or month from all different
parts of the country—your territory
must be represented, wherever it is.
It is a small matter to avail your-
self of this source of information.
One single “tip” may result in your
locating a customer of whom other-
wise you would hear “too late.”

Frank H. Hamilton.

Why the Salesman Should Rest His
Heart.
Sensational flights to success are
few and far between, and are not
for you, Mr. Average Salesman.

Still, you can jerk yourself out of
the $60 to $90 a month class.

Pay attention to this: You arise in
the morning, wash, dress, breakfast,
get your paper and start for the of-
fice; or you arise, you have but thirty
minutes to reach the office in, you
rush into your clothes, grab a car and
gobble up the paper on the way
down; you arrive, irritable, in a hur-
ry to finish office details and get out
to breakfast. Result is you are care-
less; you rush through things. You
finally get out, perhaps late, you
breakfast, robbing your working hours
01 valuable minutes. You start to
work. You find that in your rush
you forgot to get prices for Mr.
Smith. The samples you were going
to submit to Jones *& Co. were left
behind in your hurry to get out. You
can thank your horse shoe for success
this day.

Oh! You were up early and down
on time.”

Well, even then stop and consider
these facts: While you slept your
heart pumped and pumped the blood
through your system. All night your
heart pumped. you arose, dressed,
etc., still your heart pumped. What
dld you do to relieve this heart? Not
a thing. Made no effort to relieve this

poor, hard worked organ. Heart's
tired, circulation sluggish, feel heavy
yourself. Tack around, Mr. Salesman.
Try this and note the difference: “I
want ten minutes every morning to
improve my condition, to relieve my
heart. I'll exercise and throw the
work upon my muscles.”

Throw the work of circulation off
the heart. Now for the exercise:
Arise, throw open the windows, ex-
ercise as you please. Do what you
please, but get yourself into action.

Swing your arms, kick your legs,
bend to touch toes, anything to keep
moving. If you want to be precise
and correct purchase a book of Unit-
ed States army getting up exercises.
Try the old calesthenics you used to
do at school. Stretch, yawn, run
around the room, use dumbbells, In-
dian clubs and jump the rope. Keep it
up. Action for ten minutes.

Walk before your breakfast if you
can, and by all means breathe; breathe
freely, don't hold your breath while
exercising. Take short puffs. Drink-
all the water you want, but sip it
slowly.

Your exercise has relieved your
poor, hard-working heart and thrown
the work upon your muscular system.
Circulation is fine now.

Recollect: “Faint heart ne’er won,”
etc.

Arrived at the office, note the dif-
ference'—clear head, brighter, more
cheerful and alert. Less careless and

the good circulation makes you a
man of force. You dominate what
you come in contact with. Your

healthy animal spirit rules and youi
capacity for business increases in
proportion. You have no headaches
nor thick head, ever. You go out to
represent your firm and sell goods
You say, “Do this, Mr. Weak Heart,’
and Weak Heart says, “l like your
proposition; it sounds good. Here is
the order.”

Exercise ten minutes in the morn-
ing before you bathe and dress. Then
go out to do business and you will
do business. James M. Allison.

Heard in the Barber Shop.

The bald-headed man with the four
days’ growth of beard on his chin
went into a hairdresser's shop and
sat down in one of the operating
chairs. TO him presently came a
knight of the razor, who remarked,
interrogatively:

“Shave, sir?”

“No!” growled the man in the
chair. | want to be measured for a
suit of clothes.”

This statement seemed to surprise

barber, but he managed to say:

This isnt a tailor shop, sir.”

“Isn’t it?”

“No, sir.”

“What is it?”

“It’s a hairdresser’s shop, sir.”

“What sort of work do you do in
this shop?”

_“Shave men and cut
sir.

“Do you think a man with no hair
on his head would come in here to
have his hair cut?”

“No, sir.”

“Do | look like a lunatic?”

This was replied to by a silent

their hair
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shake of the head, but the barber
doubtless thought he was acting like
one.

“Then, presuming me to be a sane
man,” went on the customer, “but
bald-headed, what would you natur-
ally suppose | came in here for?”

“For a shave.”

“Then, my dear sir, why did you
ask me if | wanted a shave when |
took a seat in your chair? Why
didn't you go to work at once? If
some of you hairdressers would cul-
tivate a habit of inferring from easily
ascertained data, instead of develop-
ing such wonderful conversational
and catechistical powers, it would be
material aid in advancing you in your
chosen vocation and of expanding
your profits. Do you comprehend?”

“Yes, sir,” replied the man, as he
began to lather the customer’'s face
in a dazed sort of way, and he never
even asked him if he wanted a face
massage when the operation was per-
formed.

Hotel Cody

Grand Rapids, Mich.
A. B. GARDNER, Mgr.

. Many improvements have been made
in this popular hotel. Hot and cold
water have been putin all the rooms.

Twenty new rooms have been added,
many with private bath.

The lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

The rates remain the same—12.00
*250and $3.00. American plan.
All meals 50c.

“The Smile That
Won't Come On”

They all wear it in some hotels.
The moment you step in

Hotel Livingston
Grand Rapids, Mich.

you see the word welcome written
across every face.

The Breslin

Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to all Subways
and Depots. Rooms $1.50 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



If4

March 23, 1910

Gripsack Brigade.

An Owosso correspondent writes:
F. B. Bilhimer has resigned his posi-
tion at Pearce’s store and accepted a
road job with the DeLaval Cream
Separator Co. His territory will be
in Michigan.

F. D. Hilbert, who has represent-
ed the American Tobacco Co. in this
territory for the past five years, has
engaged to cover Ohio and Michigan
for the United States Tobacco Co.,
of Richland, Va. Mr. Hilbert has
four men working under him in Ohio,
but is undertaking to cover the Mich-
igan trade himself.

Manley Jones, who has represented
the Telfer Coffee Co., of Detroit, in
this territory for several years, has
been promoted to the management of
the Milwaukee branch, which was
opened up last August and has prov-
en so successful that Mr. Telfer has
concluded to put his best traveling
representative in charge. Mr. Jones
left yesterday for Milwaukee, which
will be his future home.

A. P. Backus, G. S. Trevor, J. F.
Hammell, Allen D. Grant and Wil-
liam F. Griffith recently met at Du-
rand and, while seated at the same
dinner table the question of service
on the road was mentioned. In sum-
ming up the total it was found to be
167 years, or an average of 33 2-5
years for each one. During this time
they have had the pleasure of stop-
ping with the traveling men’s friend,
A. S. Thomas, of Durand. They all
represent Detroit houses and think
Michigan good enough for them.

A Hillsdale correspondent writes as
follows: Over half a century a Ma-
son, six years a member of the Exec-
utive Committee of the Michigan
United Commercial Travelers and
five years Chaplain of the order, and
one of the best known Michigan
salesmen, are facts in the life of
Frank W. Thompson, aged 72, sales-
man for the National Biscuit Com-
pany, who recently died in this city.
Mr. Thompson sustained a fall about
a year ago, and as a result of this he
was confined to his home. The im-
mediate cause of death was a dropsi-
cal trouble. He had spent all his life
in Hillsdale county and for the past
twenty years in Hillsdale city.- The
deceased is survived by his wife and
two grandchildren, Mrs. S. Chase Bis-

hop, of Parkersburg, W. Va., and
Mrs. Clarence Prentice, of Tipton,
Ind. Mr. Thompson was an apostle

of the new school of salesmanship.
While on the road he was frank with
his customers and could be relied up-
on for truth and integrity. When he
first began his career the salesman
who was the greatest treater and fast-
est talker was considered the one who
made the sale. Mr. Thompson ad-
vocated that salesmanship is a noble
calling, and he was honored through-
out the State because of the upright-
ness of his character.

Seventy-One Applications Have Been
Acted Upon.

Grand Rapids, March 22—A meet-
ing of the United* Commercial Trav-
elers such as the State of Michigan
never before experienced was held
last Saturday by Saginaw Qouncil, No.
43. For several moons the boys in
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Saginaw have been in very much of
a Rip Van Winkle condition, and
some time ago Grand Counselor A. T.
Lincoln, accompanied by John W.
Schram, of the Grand Executive Com-
mittee, paid a visit to Saginaw Coun-
cil and gave them some good talks
and advice as to how to get out of
the rut they were working in and get
more members, new material and new
life. Two teams were made up and
each started out to get new mem-
bers. At the end of the contest the
losing team was to banquet the win-
ning one. Saturday being the regu-
lar meeting of the Council, word was
sent to Grand Counselor A. T. Lin-
coln to come and see the results, as
there were forty new applications to
be balloted on and initiated. John W.
Schram, of Detroit, and John D. Mar-
tin, of Grand Rapids, also responded
and met Grand Counselor Lincoln at
Saginaw. Supreme Treasurer R. N.
Hull, of Columbus, Ohio, also came
to Saginaw for the occasion. At 2:30
in the afternoon the meeting was
called to order by Senior Counselor
C. W. Taylor and to the surprise of
everyone seventy-one  applications
v/ere handed in to be balloted on,
which was the largest number ever
balloted on at one meeting in Michi-
gan, and as the membership of Sagi-
naw Council, No. 43, was but sixty-
four, there was a record made in the
order of United Commercial Travel-
ers of a Council more than doubling
itself in one meeting. The following
officers were then elected and install-
ed, John D. Martin being vested with
the power of installing officer:

Senior Counselor—Ben Mercer.

Junior Counselor—'Otto Kessell.

Past Conductor—C. W. Taylor.

Secretary-Treasurer—H. E. Vasold.

Conductor—Wm. Guy.

Page—C. F. Fuller.

Sentinel—H. Ranney.

A large class of the newly-elected
candidates were then initiated and
from 6:30 to 8:30 at the Bancroit
House a banquet was served, Past
Senior Counselor Mark S. Brown act-
ing as toastmaster. In that capacity
Brother Brown is certainly all right.
Fine talks were given by Supreme
Treasurer Hull and Grand Counselor
Lincoln. All then repaired to the
Council chamber, where another large
class was initiated and some more
good talks were listened to from
Grand Counselor Lincoln, Supreme
Treasurer Hull, John D. Martin and
John W. Schram. The meeting was
then duly closed by Senior Counsel-
or Mercer and will pass into U. C. T.
history as one of the greatest meet-
ings ever held in the order of United
Commercial Travelers of America.

J. D. M.

Shepherd—The Shepherd Canning
Factory has been leased to a com-
pany composed of W. E. Laur, M.
Laur, and A. R. Beach, who will put
up baked beans. The gentlemen who
will conduct the business are from
Freeland and are thoroughly familiar
with the business.

The Starr & Gannon Co. has in-
creased its capital stock from $7,500
to $15,000.

Death of a Veteran Drug Salesman.

Detroit, March 15—It is with deep
regret and sorrow that we notify you
of the death yesterday afternoon of
our former representative, George T.
Jack. Mr. Jack had a stroke of
apoplexy on Sunday afternoon and
immediately became unconscious and
remained so until the time of his
death.

Mr. Jack was our veteran salesman.
He came with us about 860, enlisted
in the civil war in the famous Loomis
Battery, and went through the thick-
est of the four years’ campaign, in
which he engaged in some of the
hottest and hardest fought battles of
the war. He was shot once, the bul-
let going clean through his body, and
was left on the field of battle for
dead. Afterwards he was taken by
the enemy and spent eight months
in Chickamauga prison.

Mr. Jack had a unique personality
—blunt, straightforward and honest
as the day is long. He was a man of
few words, preferably of one syllable,
and called a spade a spade; always
hewed straight to the line, regardless
of where the chips might fall; gen-
erous, open-handed, one of the few
men who esteemed it a privilege to
be permitted to loan money to a
friend in need.

Mr. Jack had represented us on
the road and been one of our sell-
ing staff since 1885 and had been al-
most a continuous representative in
Southern and Southwestern Michi-
gan, where no salesman was better or
more favorably known. He was a
perfect gentleman in every way and
the charm of his amiability, the
evenness of his temper and the man-
liness of his character attracted at-
tention and caused him to be held
in exceptional regard.

Williams-Davis-Brooks &
Hinchman Sons.

Movements of Working Gideons.

Detroit, March 22—Lafayette Van
Delinder, of Lansing Camp, smiled
on his customers on the Ann Arbor,
between Alma and Cadillac, and will
continue to smile during his entire
trip around the Thumb. He sells raz-
ors and talks State and National
Gideon Convention.

E. W. Ford, of Grand Rapids, the
man who sells shingles for an “An-
gell” in Grand Rapids, was at Alma
last week. He will shingle Michigan
customers a few days and then start
on his Eastern trip and will not re-
turn until last of July.

The Gideon State Rally at Flint
was well attended and $70 was raised
to put Bibles in Flint hotels. Flint
Camp was represented by Sylvanus
Frese, L. B. Langworthy and wife,
Mors. L. H. Richardson, Geo. A.
Fricke and wife and Ray Blakeman
and wife; Saginaw was represented by
Jacob J. Kinsey and wife; Chicago
was represented by L. E. Allison; De-
troit by Gordon Z. Gage and wife,
Geo. S. Webb and wife, Wheaton
Smith and Aaron B. Gates and wife.

Sunday morning there were serv-
ices in Court street M. E. church, led
by Gordon Z. Gage. The Bible fund
was presented by Wheaton Smith.
Solos by Geo. S. Webb. There was
a camp fire at 3 p. m. at the First

tt

Baptist church, Gordon Z. Gage lead-
er, and addressed by L. E. Allison.
Geo. S. Webb, soloist. The evening
session was held at the Garland M.
E. church, assisted by the full Gar-
land orchestra. Geo. S. Webb, solo-
ist. L. E. Allison gave the address.
He was introduced by a very large
D. D. and as he stepped to the front,
with his hands in his pockets, look-
ed like a youngster of about fifteen
years, but the audience were soon
convinced that valuable articles are
done up in small packages. He pre-
sented the subject, “We need the
money” forcefully and at the close
money enough to put Bibles in Flint
hotels was in the hands of Flint
Gideons. Aaron B. Gates.

Force Public To Pay the Porters.

Stockholders of the Pullman Palace
Car Co. held their special meeting
Monday and voted the $20,000,000 in-
crease in the capital stock of the
corporation as recommended recent-
ly by the directors. The new shares
are to be distributed gratis as a 20
per cent, dividend to stockholders of
record April 30. This will bring the
company’s total capitalization up to
$120,000,000. It is understood that the
8 per cent, annual dividends will be
continued on the increased capital.
The $20,000,000 of stock now voted
will make a total of $64,000,000 the
Pullman Co. has given to its share-
holders in stock dividends.

The original announcement of the
stock dividend was to the effect that
the increased investment in the man-
ufacturing facilities had been so con-
siderable that the directors believed
it should be represented in the capi-
tal stock. There are also certain re-
serve accounts in the manufacturing
department which have been held in
abeyance to meet contingencies which
are not now expected to arise. These
items, together with the surplus and
the current results of operation, were
regarded by the directors as justifi-
cation for the stock dividend.

Table of Contents Still There.

“Doctor,” said the patient, upon
wthom the hospital surgeon had just
operated for appendicitis, “you’'re the
same surgeon that amputated the first
finger of my right hand when | had
it crushed in a railroad accident a
few months ago, ain't you?” *“Yes,”
answered the surgeon. “Well, you
got my index then, and now you've
got my appendix. | hope you are
satisfied.”

Detroit—The Geo. J. Miller Stor-
age Battery Co. has been merged in-
to a stock company under the style of
the Miller Sprague Waldo Manufac-
turing Co. to engage in the same line
of business. The new corporation
has an authorized capital stock o:
$25,000, all of which has been sub-
scribed and $2,500 paid in in cash.

Detroit—A new company has been
organized under the style of the
Bonewell Medicine Co., with an au-
thorized capital stock of $20,000, of
which $13,870 has been subscribed,
$1,000 being paid in in cash and $12,-
870 in property.

A mortgage on the house will not
prevent the roof from leaking.
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DRUGS DRUGGISTS SUNDRIES

fife 1®

Michlgan Board of Pharmacy.
President—W. E. Collins, Owo0ss0. .
Secretary—John D. Muir, Grand Rapids.
Treasurer—W. A. Dohany, Detroit.
Other Members—Edw. J. Rodgrers, Port

Huron, and John J. Campbell, Pigeon.
Michigan Retail Druggists’ Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage.
Muskegon. . .
Second Vice-President—C. H. Jongejan.
Grand Rapids.
R. McDonald. Traverse

Secretary—H.
Cl%y. .
d reasurer—Henry Riechel, Grand Rap-
S.

i
Michigan State Prg_armaceutical Associa-
ion.

President—Edw. J. Rodgers, Port Hur-

on.
First Vice-President—J. E. Way, Jack-
S0

n.
Second Vice-President—W. R. Hall
Manistee. i
Third _Vice-President—O. A. Fanck-
boner. Grand Rapids.

Secretary—E. E. Calkins, Ann Arbor.
Treasuréer—W illis T.elsenring. Pontiac.

Some of the Methods of Attracting
Trade.

A Wisconsin druggist borrowed an
incubator and placed it in his win-
dow. It was filled with chocolate
and other candy eggs and the door
left open so that the contents were
visible. Over the incubator hung a
sign reading: “They won’t hatch, al
though they are all pure and fresh
Quality and price considered, our
Easter candies are beyond competi-
tion with other goods.” A general
candy display was made in connection
with the above.

In the center of a general display
of dyes, candies and Easter gifts
stood the following display: A pencil
was fixed firmly in an upright posi-
tion to the floor of the window, on
the upper end of it was a penny and
upon the penny, balanced upon its
small end, was an egg which trem-
blingly rocked back and forth. The
penny was glued to the pencil, the egg
had been blown, some mercury drop-
ped in and the perforations closed
with plaster of Paris. The vibrations
of the building kept the egg trem-
bling. Above this hung a sign letter-
ed thus: “We have Columbus beaten
to a frazzle.”

The year before the same druggist
displayed a bottle containing an egg
of which the circumference was much
larger than the opening in the bot-
tle. The egg had been boiled very

‘hard and then soaked in vinegar un-

til it became so elastic that it could
be elongated and forced into the bot-
tle, when it at once returned to its
original shape.

A unique exhibit consisted of a
collection of natural vegetables, such
as potatoes, turnips, carrots, and so
on, which had been first coated with
glue sizing and then fancifully color-
ed with egg dyes. A sign informed
the observer that: “Our Easter egg
dyes are non-poisonous, purely vege-
table dyes and this display proves it.”

"eys N«

Paul R. England in the Bulletin of
Pharmacy says: “We recently inaug-
urated a guessing contest which prov-
ed a winner. Each purchaser of five
cents’ worth of cards was allowed to
make an estimate on the number of
post-cards in the window. They were
all on display, some 4000 in number.
With the aid of strong cord and small
hooks the whole back and side of the
window were converted into a solid
mass of post-cards arranged in per-
pendicular rows. The floor, too, was
covered. Several packages t marked,
‘ioo each.” were placed in the win-
dow, but there were three piles about
ten inches high unnumbered in the
foreground. Suitable signs were used
giving the rules of the contest. The
competition lasted for two weeks,
when ioo post-cards were given to
the winner. This idea proved a suc-
cess not only in immediate sales but
also in general advertising for the
store.”

One druggist in New York has
drawn a good trade from all over the
city by his booklets telling how pre-
scriptions are filled by real pharma-
cists who do nothing else and never
mix it with the soda work. At the
outset this man went after the hospi-
tal and professional business in his
neighborhood. That gave him the
doctors trade. On top of the profes-
sional trade he built general adver-
tising that told how much of this
trade he had, and why—because his
prescription counter is really a big
department in a room by itself, and
a chemical laboratory as well, equip-
ped to make blood, urine, bacteriolog
ical tests, etc., and running a day and
night service of oxygen tanks and
emergency goods, and delivering pre-
scriptions at any hour by telephone.
This druggist is an aggressive im-
porter and has the latest things from
Europe as soon as they are described
here. His prescription business is
really interesting. Naturally, he found
it good policy to interest people in
it, and people responded.

When it is estimated that the aver-
age pharmacist sends out between one
hundred and four hundred packages
each day, it is a cause for wonder
why these packages are not made an
excellent advertising medium. It may
not be as effective in all instances as
newspaper advertising and the send-
ing out of circulars by mail, but its
effects are really remarkable. It
amounts in results to fully as much
as a similar number of circulars mail-
ed each day. Every one is sure to
go where it will be seen and read, and
then naturally it is up to the con-
tents of the circular to become an ex-
cellent advertising medium.

To make this plan effective it is
necessary that all parcels leaving the
store should be neat ones, as people
generally are proud of a neat parcel,
and it reflects favorably upon the
store which sends it out. A different
insert should be used each week, and
a quantity should be placed where
they may be ready for insertion in
parcels.

Let no pharmacist Underestimate
the value of this package-insert form
of advertising. The inserts are read
when the customer is most easily in-
fluenced. He has shown his confi-
dence in buying from the store where
he got them and that is the time to
drive the entering wedge for future
trade and make that which you al-
ready have more secure.

An interesting little story is told of
a druggist who opened a new store in
a locality already rather plentifully
supplied with such establishments.

Neighborhood prophets predicted
that a third drug store in the block
was a superfluity and that the new-
comer would fail in less than a month.
But the prophets did not take into ac-
count the resourcefulness of the new
druggist. He showed his hand the day
the woman who occupied a flat above
his store said she was sorry, but if
he had so much work ahead that she
couldn't get her prescription put up
in less than half an hour she would
have to go to another store.

“It may not take quite that long,”
said he beguilingly, “and while you
wait you are entitled to one tele-
phone call without charge.”

“And what could | do?” said the
woman afterward. “There was not
a soul on earth | wanted to telephone
to just then, but | couldn't let the
chance to get something for noth-
ing slip by, so | called up two women
whom | 'had no desire to see and in-
vited them to a luncheon that | had
to spend a dollar extra on because
they were coming. In the remaining
fifteen minutes that | waited three
ether women in a hurry were held
by the alluring free telephone bait.’

Run that man out? Never! In less
than three weks no woman in the
neighborhood could be induced to buy
drugs elsewhere. If anybody is run
out it will be the old established drug-
gists, not the new man.

Composition of Schleich’s Anesthetic
Mixtures. *
These various mixtures have the
following composition:

Chloroform ... 3 parts

Petroleum ether ................... j part

Sulphuric ether ........ccccccvvvve . parts
2.

Chloroform ..o 3 parts

Petroleum ether .................. X part

Sulphuric ether ................. .]110 parts
3-

Chioroform .....ccevviicinnne, 6 parts

Petroleum ether ... X part
Sulphuric ether

Schleich originally suggested the
use of a petroleum ether boiling at
6c. to 6s degrees C. Owing to the
difficulty of procuring such an article
the only way to approach it is to re-
distil the official benzin and use the
Ightest portions. Mixture No. i is

used for short operations and the
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others for longer ones. About | fl.
0z. is necessary for a 20-minute anes-

thesia. Thos. Willets.
Cream of Camphor.
Castile S0P .oocvevviriereiienne 120 grs.
Ammonium carbonate, clear
PIECES it 120 grs
Powdered camphor... ..120 grs
Oil of thyme........ .o 1 dr.
Oil of turpentine.... 2 0zs
Tihcture of opium ........cccceue 2 drs
Water, sufficient to make.... | pt

Dissolve the soap and the ammo-
nium carbonate in to fluidounces of
water and introduce the solution in-
to a pint bottle. Dissolve the cam-
phor in the mixed oils and add this
to the soap solution, shaking the bot-
tle vigorously until an emulsion is
formed. Finally add the tincture of
opium and water to make 1 pint.

Solid Mucilage.

Gelatin
Acacia
Tragacanth
Glycerin
Oil of wintergreen
Water ..o 200 c. ¢. (mils)

Soften the gelatin in 80 c. c. (mils)
of the water, then add the gums, gly-
cerin and water, and heat on a water
bath until a homogeneous creamy
mass is formed, a drop of which be-
comes firm on cooling. Remove from
the heat and when the mass is cool
cut it into cakes of convenient size
and shape.

Liquid Glue.

Ammonia water ... j oz
W ater i I pt
Formaldehyde ................. x dr
Casein ..cccoevvevnenieinine v.... .sufficient

Mix the first three together, then
stir in ordinary commercial casein
until it is about the consistency of

thick cream. This is far superior to
the animal glue usually sold as it re-
tains its consistency under almost all
conditions and forms a better and
stronger joint. When well dried it
has the appearance of horn. Al
ounce tube for ten cents is the com-
mon size.

Postal Authorities Bar Toxo-Absorb-
ent Co.

The latest “cancer cure” concern to
be declared fraudulent by the post-
office authorities is that of the Toxo-
Absorbent Company, operated by one
F. W. Warner, Rochester, N. Y. The
chemical analysis of these prepara-
tions showed the Toxo-Absorbent
packs to be composed of sand and
clay 98 per cent., animal charcoal 2
per cent. The cancer and tumor tab-
lets were said to contain milk sugar
98.6 per cent., moisture 1.4 per cent,
and animal charcoal a trace.

A Heavy Fine for Prescribing Ver-
bally.

A physician just out of Boston, who
prescribed verbally for a sick child,
the child afterwards dying, has been
fined $2,500, and the drug clerk who
dispensed the verbal prescription has
been exonerated.

Wiegand’s Rheumatism Spirit.

Oil of turpentine ... 55 gms
Spirit of camphor ... --SS gms
Soft soap .......... 5 gms
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Aceticum ...
Benzoicum, Ger..
Boracie
arbolicum
itricum ...
Hydrochlor
Nitrocum .
Oxaltcum_...........
Phasphorium. dil.
Salicylicum ...
Sulphuricum
Tannlcum ...
Tartaricum ...

Ammonia
Aqua, 18 deg.
Aqua, 20 deg.
Oarbonas
Chloridum ............

Yellow

Baccae
Cubebae 5 . .
Juniperus .
Xanthoxylum ...1

Balsamum

Terabln, Canada
Tolutan .

Cortex

Abies, Canadian
Cassiae ...
Cinchona Flava..
Buonymus atro..
Myrica Cerifera..
Prunus Viralni..
gulllala, grid. .
assafras, pO 25..
Ulmus ..

Extractum
Glycyrrhiza, Gla..
Glycyrrhiza, po..
Haematox ...
Haematox, Is
Haematox, %5
Haematox, Vis ..

Ferru
Carbonate Precip.
Citrate and Quina
Citrate Soluble..
Ferrocyanidum S
Solut. Chloride
Sulphate, com’l

Sulphate, com’l, by

bbl. per cwt.

Sulphate, pure
. Flora
Arnica ..l

Anthémis
Matricaria

Barosma ...
cassia Acutlfol
Tinnevelly -—-
Cassia, Acutifol
Salvia' officinalis,
Vis and Vis
Uva Ursi .

Acacia, 1st pUd.
Acacia, 2nd pkd.
Acacia, 3rd pkd.

Zingiber a ® 16 Ccap’i Fruc’s B po
ﬁggg:g S'fted sts. Zingiber J . 25@ 28 Ca?mlne No. 4
Aloe, Barb ” Semen Olarphyllus ... 20
Aloe, Cape Ahisum ® 16 Cassia ructus ...
Aloe, Socotri APrlum s(gravelS) 130 12 gg}]atggglgw
ﬁg%%?,lgg Cannabis Sativa  _7® 8 Cera Alba .
Benzolnum Cardamon ... 70® 90 Cera Flava
Catechu. Is . Carol po 15 .. 12® 15 Crocus ...
Catechu, %s - Chenopodium 25® 3D t'hloroform 34®
Catechu’ Vis - 12® 14 Chloral Hyd Crss 1 15@1
Campho'rae 75®1 0o Chloro'm “Squibbs
Euphorbfum .. TMpterIxI Odorate  50®2 ;5 ghr?cth%rrlljsd S 38@
sgeniculum ... ! 1d.
%g#%ggg} pol 25®1 gg mVienugreek, po.. 76% % glnchonldlne P—W2 38@@)}3
Lini e, 0CaINe, .vvrcene
E?#&”"ff’_"”_’__pg"[lgg 3 Lini, grd. bbl. 5VE ag Corks list, less 75%
M astic obelia  ...coovevie 75 Creosotum ... @
Myrrh Eharlarls Cana’n 95% 1% ggg%g ... bbl. 75
APA | e ,
gt?e'ﬁ?c ’ Smpapus Alba ... 8® 10 Creta, gg
Shellac, "b'leached Sinapis  Nigra .. 9® 10 (C?Ledta
Tragacanth ... Frumentl W B° 2 00@2 s Cupri Sulp 3@
Absinthi Herba 7 7 Fmmenti ... 1 25@1 50 Er%’gr”“ea” @
AAbsinthium  00@7 50 Tuniperis Co. 1 75@3 5» EMEN,
upatorium oz p juniperis Co OT 1 65@2 00 EMery, po
Lobelia ... oz pk Saccharum N E 19072 ip Ergofa . po 65 60®
Majorium ..0z pk Spt Vini Galli .1 75®6 50 Ether Sulph ... 35®
Mentra Pip. oz pk il Alba o 71 25«7 oi Rlake White - 12®
Mueent?..xﬁ.r..gzz &'(‘ Vini Oporto” "1 25@2 no Gall g
Tanacetum..V .. Sponges Gelatin, Cooper .
Thymus V..oz pk Extra yellow sheeps’ Gelatin, French 35
. wool ~ carriage ®125 Glassware, fit boo 75%
Calcined, lvg)aagtnesm Flgzglrcni'?a sy eeps’ W%OIOO@S 50 Less than box 70% 11
Carbonate, Pat.” Grass sgeep"sm"\'l\'/ool 15®
Carbonate, K-M. carriage ... @l 25 23®
Carbonate ... Hgggaussaﬁgeﬁjssewool ®1 00 ®
Oleum
carriage -------- 3 50®3 75 Hydrarg Aruno’l
ﬁ%s)',g%h;ﬁa@ Duie. 6 60 VelvetI extra sheeps’ ®2 00 Hgdrarg Ch.Mt g
Amygdalae, Ama 8 00@8 Yé’i’l%?/v ’%%rerfla g H)ﬁ:g;g 82 é:L?rm 8
AU orise 3 982 Slate use .. ®1 40 Hydrarg Ungue'm 500
Bergamu > e Acacia Syrups |-(|: ghr%%ohuam Am g
Cajiput . 85® e , .
Auranti Cortex .. ~ Indigo ...
Ca{i)gOph_l,!_l_l_ l%ggl Ferri lod ... Iodme Resubi ..400@4
Chenopadlj .2 76®4 Ipecac lodoform ... 390®4
Cmnamonl 17601 8 Rhei Arom .. 50 Liquor Arsen et
Conium. Mm ssee WO 98 Smllax Offl * 606 60 Hydrarg lod.
dtraceila ........ SeoMa 60 lig PoOnb Aratnit 106
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otassa. Bitart pr 3U/
Potass Nitras opt 7®

Potass Nitras .... 6®
Prussiate ... 23®
Sulphate po - 15@ o%n camphorated
) Radix Opil. deo orlzed
Aconitum 20® uassia .
Althae 30® Shatany .
nchusa 10% Rhei .
rum po Sanguinaria
Calamus 20® Sergentana
entiana_p 12® Stromonium
Gl chrrhlza pv 15 16® Tolutan
lellebore. Alba 12® Valerian
Hydrastis. Canada ®2 Veratrum
Hydrastis. Can. po ®2 60 Zzingiber ........
Inula, po Miscellaneous
Ipecac po Acether, Spts Nit 3f 30®
i;llsapgm);)r 40 ﬁlether Sptg N|t74f 334,1(%)
umen, grd po
Maranta. Vis ® 35 Annatto g P 40®
dophyllum po’  15® 18 ‘Antimoni, p 4®
Khei 75@1 00 Antimoni et po T 40®
EE%: ; ﬁntlfebrm %
ntipyrin
Sanguinari, po 18 ® Argent! Nitras oz @
Scillae, po 4 SD . 20 Arsenicum ... 10®
Senega ......... Balm Gilead buds 60®
Serpentaria Bismuth S N ..1 90®2
Smilax, M Calcium Chlor, Is @
Smllax offl . Calcium Chlor,
pigeila ... Calcium_ Chlor, Vis g
\/mplocarpus ® 25 Cantharides, Rus,
aleriana Eng.. ® 25 Capsici Fruc’s af

Valeriana, Ger. .. %g® 20

Copaiba .1 75@1 85 Scillae @

8 Cubebae 3 20®3 40 Scillae Co.. ®
Brigeron .. 2 35®2 50 Tolutan ... @
Evechthltos Prunus vlrg @
Gaultherla Zingiber ... ®
Geranium ... 0z 75 Tinctures
Gossippii Sem gal 70@ 75 AIl0ES v
Hedeoma ...2 50®2 75 Aloes & Myrrh..

5 Junipera 40@1 20 Anconitum Nap’sF
Lavendula ... 90®3 60 Anconitum Nap’sR
Limons ..1 15@1 25 Arnica
Mentha Piper ...2 25@2 50 Asafoetida
Mentha Verid ...2 75@3 00 Atrope Belladonna
Morrhuae, gal. ..2 00@2 50 Auranti Cortex..
Myrlcia .o, 3 00@3 60 Barosma ...

Olive i 1 00®3 00 Benzoin

Picis Liquida ---- 10® 12 Benzoin Co..

Picis Liquida gal. ® 40 Cantharides

Ricina 1.. Capsicum

Rosae 0z.. Cardamon ..

Rosmarlni Cardamon Co

Sabina (C3a55|a ,AAcuttlffoll C
assia Acutifol Co

Santal Castor

Sassafras Catechu

6 Sinapis, ess. 0z.. @ 65 Cinchona ..
Succini 40 45 Cinchona Co.
hyme .. 40 50 Columbia

lyme, opt 60 Cubebae
heobromas . Dlgltalls
Tighit oo Ergot .

Ferri Chioridum’
_Car Gentian ...
Bichromat Gentian Co..
Bromide Guiaca
Carb ... Guiaca ammon
Chlorate m)é?r?gyamus -----
Cyanide jodine, Eioiess”
no

Capsid Fruc’s po

Pil Hydrarg po 80
Piper "Alba” po
Piper Nigra po 22
Pix Burgum

nina. S.
uJna P P

@@@@@@@
RN

Lupulin . @ Rubia TlInctorum 12® 14 Vanilla ... 9 00® 10 00
Lycopodium . 70® Saccharum La's  18® 20 Zinci Sulph ®
Macis . 65® Salacin ... 4 50®4 75 Qils bb
Magnesia, Sulph. 3® Sanguis Drac’s 40® 50 :
Magnesia, Sulph. bbl ® Sapo, G e ® 15 tg[g &)étral T 35® EY
Mannia S. F. .. 75® 85 Sapo. M ... 10® 12 Linseed, pure raw 80®
Menthol ............ 3 15 3351Sapo ..13vs® 15 Linseed, boiled .. 81®
Morphla SP&W 3 55@3 80 Seldlltz Miixture 200 22 Neat's-foot; w str 65®
Morphia, SNYQ 3 55®3 80 Sinapis ........ 18 Turpentine, bbl. .66V6
Morphia, Mai. ~...3 55®3 80 Slna?IS opt. 30 Turpentme less 7
Moschus Canton ® Snuf Maccaboy, .Whale, winter
Myristica, No. 1 25@ 40 De Voes ... Paints
NUx Vomica po 15 10 Snuff Sh DeVo’s Green, Paris ..
Os Sepia .. 40 Soda, Boras .... 5VE@ Green, Peninsu
Pes)sm Saac Soda, Boras, po ..5)5® 10 Lead, red ..

Co... @1 00 Soda et Pot’s Tart 25® 28,Lead, white
Picis L|q N S Carb 1V6| 2i0Ochre, yei Ber I% 2

doz g 10chre, yei Mars 1% 2
PJCIS Llig 4iPutty, commer’l 2V4 2%
Picis Lig pints .. 2

2 60 Red’ Venetian . 13f
55 Shaker Prep’d 1 25@1
2 50 Vermillion, Eng. 75®
Vermillion Prime

Plumbi Acet ... 12® . @ American ... ®

Pulvis Ip’'cet Opil 1 30®1 50 Spts. Vi’i Rt 1 gl Whiting_ Gilders’ g %

Pyrenthrum, bxs. H Spts. Vi'i R’t 5 gl Whit'g "Paris Ara’r 1
& P D Co. doz. g 75 Strychnia. Crys’l 1 10®1 3o Whit’'g Paris Eng.

Pyrenthrum, pv. 20® 25 Sulphur Subl” ...264® 4 _chff ... ®1
uassiae . 10 Sulphur, Roll ...2v5@ 3Vi Whiting, white S'n @
uina, N. 27 Tamarinds ... 8 10 Varnishes

27 'Torebenth Venice 28® 30 Extra_Turp

1910

Our Sundry Salesmen will call upon
you in the immediate future with a
complete line of samples of

Staple and Fancy
Druggists’ Sundries
Stationery
School Supplies
Blank Books
Sporting Goods
Hammocks

Please reserve your orders for them

Hazeltine & Perkins Drug: Co.
Grand Rapids, Mich.

LaRRelle Moistener
and Letter Sealer

For Sealing Letters, Affixing Stamps and General Use

" Simplest, cleanest and most convenient device of its
kind on the market.

You can seal 2,000 letters an hour. Filled with water
it will last several days and is always ready.

Price, 7c Postpaid to Your Address

TRADESMAN COMPANY GRAND RAPIDS, MICH.

Putty, strict pr 2Vi 2%®3
2 @3

60®1
27 Thebrromae ... A0® 45 \<i 1Turp CVrach 1 10®1 20
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of tutiling.

and are intended to be correct at time of going to press.

Prices, however are

CHEWING GUM
American Flag. Spruce
Beeman’s Pepsin
Adams’

65

MICHIGAN TRADESMAN

Cocoanut Hon. Fingers 12
Cocoanut Hon Jumbles 12
Cocoanut Macaroons ..It

March 23, 1910

Festino 19
Bent’s Water Crackers 1 49
CREAM TARTAR

i i i i i Pepsin .
liable to change at any time, and country merchants will have their orders filled at 53 Pepsnﬁ' " 2 Currant Cookies lced 11  Barrels or drums . 33
market prices at date of purchase. ElestkPepsi(n 5 boxes ..2 oo P)&r*erB|SCU|E o~ 25 26
ack Jack oo uaur Cookie ~ n
largest Gum Made 55 Family Cookie ... 9 41
ADVANCED DECLINED SEN SeN .o 55 >ig mke Assorted 12 les
Sen Sen Breath Per’f 1 oo Fig Newtons 12 Sundrled App
Yucat Florabel Cake Evaporated
Spearmlnt . ll::Iutedd Cé)coanut Bar 1? A
roste reams ...... i i
CHICORY Frosted Fingers ... 16 California ..
Frosted Ginger Cookie 8 .
1 Frosted Hohey Cake .12  Corsican ........
Fruit Honey Cake ....14 C
Schener’s Fruit Tarts ... 12 Impd 1 1b. E(
CHOCOLATE Ginger Gems . imported bul 8 T
Walter Baker A Co’s Ginger Gems, lced.... o Fool
Index to Markets German Sweet 2o Graham Crackers . (Isemon AAT‘E”Ca” ﬁ
Premium gmger Sl'\luts s o range maelgll(;]%n
By Columns ARCTIC AMMONIA Oysters Caracas Ginger Snaps RAMIY. 8 Cluster, i CIOWN e 173
Doz  €Eove, lib.. 5 _ Walter Co #00*. Muscatels 2 or.
, P % 30 Ginger Snaps N. B. C.
Coi 12 oz. ovals 2 doz. box..75 gove, I'Zl;rb 2 Pigm:ﬂm %059 © %0 L SQUATE o, 8 II:ost I\Kllluscattells 3 or. |%
AXLE GREASE ove, lib., ' ; Hippodrome Bar ... 19 oose Muscatels, 4 or. |u
5 E S 0
Ammonia_ 1 1ib. wood boxes, 4 doz. 3 00 Plums .UM Reaular fMorgans” Honey Chie N-¥G. T 12 - e Frunce
lip. tin boxes, 3 doz. 2 35 Peas ngduearbaragrle 38 gals 4 50 Honey Fingers. ‘As.Ice 12 100126 |
3%]Ib. tin boxes, 2 doz. 4 25 K Y Honey Jumbles, iced 12  90-100 251b  hHoes,
Baked BeansB 1 ioTb. pails, per doz & oo Earlrovvaat ......... 90@1 ZE |éo‘lrrgde barrel 14-gals 2%8 Hone¥ FlTks 10 89- 0 toa
arly June .. oile er gal
Bath Brick 1 151b. pails, per doz_7 20 Earlill June Sifted 1 15@1 80 Hard, p?sr ggl 20 Honey Lassies .......10 60- 70 351b. b)en%
Bluing ... 1 251b. pails, per doz.7712 00 peaches COCOA Household Cookies ... 3 247 by 5237 lan!
Brooms 1 BAKED BEANS Pie 1 25 Baker’s 37 Household Cookies Iced 9 20- 50 251b hDGl-ll
Brushes ... t lib. can, per doz.... 0 NE i07SE CEn Die 3 00 Cleveland ... 41 lced Honey Crumpets 19 30- 40 251b. b i
Butter Color 1 2R>. can, per doz......1 40 P 9 Imperial . boxen..I
p Colonial, %s 36 %e | In 191b
31b. can, per doz....... Pineapple Colonial. %S o g Jersey Lunch oe lesn In Lol
Candi L AmerdATH BRICK ™" Qrated o 1 EG20 Eppe 22 Jubilee Mixed FARINACEOUS QOODS
andies merican . i eans
Canned Goods 1 English 85 'ES\X,I:JY “Oom * Laddie oo Dried ,Lima ...
Carbon Oils 2 BLUING 85 owney, %m Lemon Gems Med. Hand Pk’d N
Catsu 2 Arctic 90 | owney, %s Lemon Biscuit Square 2  Brown Holland .......... *2 90
Cereals .+ 8 4 0z. ovals 3 doz. box $ 40 Fancy 1 00 owney, Is Lemon Fruit Square .12% Farina
Cheese ... 2 16 0z. round 2 doz. box 75 Gallon 2 60 van Houten Lemon Wafer .. . 1724 1 ib. packages 119
Chewing Gum 3 Sawyers Pepper Box Raspberries Van Houten, Lemona ... s Bulk, per 199 bni ........ 519
Ch'COT?/ ------ 8 Per Gross Standard ... Van Houten, %s Mary Ann .. miny
Chocolate .. 8 No. 3 doz. wood bxs 4 0o Salmon Vvan Houten Is Marshmallow Walnuts 16 Flake, 60 Ib sack 1 99
Clothes Lines No. 5 3 doz. wood bxs 7 00 Col’a River, tails 1 9502 00 Web . 33 Molasses Cakes ... Pearl, 100 Ib. sack ... 3 41
Cocoa ..ceveee. 3 Sawyer Crystal Bag Col’a River. flats 2 250 2 76 wWilbur. s 33 Molasses Oakes, Iced 9 Pearl, 200 Ib. sack ....4 89
Cocoanut ... 3 TBIUE e~ e, 400 Red Alaska 1 45@1 60 Wilbur. %s 32 M°|35595 Fruit Cookies Maocaronl and Vnrmlsnlll
Cocoa Shells 3 BROOMS Pink Alaska 90@1 00 "CUCOANUT™™ 77 Jeed s Il Domestic, 19 Ib. box..

. 8 No. 1 Carpet 4 sew ..4 00 Sardines Dunham’sts Sc %s 26% Maottled Square -+10 Imported, 25 Ib. box..3 19
Confections 11 No. 2 Carpet, 4 sew ..3 80 pomestic, Ubs 3/0@ . Dunham’s  %s 7 Nabob Jumbles .. .14 Fearl Barley
Crackers ... 8 No. 3 Carpet, 3 sew ..3 65 Domestic. %S N Dunham’ %s Oatmeal Crackers ..8  Common .. - M
Dream Tartar 4 No 4 Carpet, 3 Domestic. %DMUS 6%@ o Btllk Orange Gems ........ 9  Chester

Parlor Gem ... California, %s .11 @14 Penny Assorted 9 Empire g g9
Dried Fruits D 4 Eommo\;‘vryvnwk California, %s ..17 024 E?gtgglts Gﬁr;rr?d M 99
.............. . *
V\?Qrce)rlouselsl ............ French, O%S """""" ’ 14 Pretzelettes Hand 9 Green. Wlaooaatn. b*.
French, %s 18 23
Farinaceous Goods 5 RS ' rimps E;elgzlﬁleétggklelg/lac 10 Yot o COLEN. Dll-o-2 6§
6 Solid Back %ruin Standard ... 0@1 Revere, Assorted ... 14 Sago
|:|5h and Oyster .10 Zolid Back 11 m— . Succotash Rosalie ... o Bast India ... a
Fishing Tackle Pointed Ends : Fair G Rube ... . o German, sacks .9
Havorlng Extrac g Stove ’ 25@1 Scalloped G " 10 German, t_)l_r;kl?]r;npr».
our ... No. Scotch Cookies .10 .
Eresh M No. Standargtrawberrles Peabgrry Snow  Creams .. 19  Ffake, 119 Pb —elf» an
No. Fancy Spiced Currant Ca 10 Eeafl 180, Ib. sacks..ll_ 4%
Shoe i sugar Fingers ... 2 ear - PKOS.n
Gelatine No. Good Sultana_Fruit Bisouit 19 FLAVORING_ EXTRACTS
Grain Bags 5 No. Eair Spiced Ginger Cake .. 9 Foots E Janlea
Grains 6 No. Fancy gplced %lrlr(ger Cake led 10 Coleman Brand
0. ugar akes . Lemon
H BUTTER COLOR Gallons Sugar Squares e or No. STerpenelens .. 71
T W. R. & Co.’s 25¢ size 2 00 CARBON OILS small ... .9 No sTerpeneleao....1 75
Hides and Pelts ... 10w R & Co.’s 50c size 4 00 pg taction Barrels Sunnyside 10 No. Terpenelens .8 99
CANDLES Water W hite ... %O% Superba 3 ||ﬁ
Jell Paraffine. 6s 8 52" chsoline 1%0/ Sponge Lad 26 No. H|gh a8l in
elly « Parafflne Ca Machme ] 0 0 Sugar C”mp .9 No. 4 nghCIans Jdllls 99
L ; 1 \\//anllla Wafers 17 No. I HighClans..... 4 99
LiCOFICE  ovvvvvrecrsirecriirrins 6 . B 5,421% Arabian W'g\t,%ﬁy """ 1 Jaxognil?lraand
o Engin Package 5
Black winter 8%@10 New York Basis In-Sr Seal Goode 421 on. IIIMMeasure "4| gg
Matches 6 CEREALS Arbuckle 15 25 d oz pasure -
Meat Extracts 6 v 1 - per doz. g oz. Full Measure___t 99
€ | @ Breakfast Foods Dilworth Albert Biscuit .1 09
Mince Meat 6 Standards galions @450 Bordeau Flakes, 36 lib. 2 50 Jersey 00 Animals w1 09 Lemon
Molasses ... 6 Cream ofWheat 36 21b 450 Lion ... Arrowroot Biscuit 1 go 80z Full Measure ....1 21
Mustard 6 Baked.,..?.**"*. 85@1 30 Egg-O-See, 85 McLaughlin’s XX XX Baronet Biscuit ... 00 4 0z Full Measure ...1 49
Red Kidney 85@ 95 Excello Flakes 3 *ib. 4 50 McLaughlin’s XXXX sold Brertmer’s Butter 8 oz. Full Measure....4 50
N String 70@1 15 Excello, large pkgs ........ 4 5r to retailers only. a|| all W afers Jennings D. C. Brand
NUES s 11 Wax 75@1 25 Force, Z%b 4 50 orders direct to F. Cameo Biscuit Terpeneless Bxt, Lemon
Grape Nuts, 2 doz. ...2 70 McLaughlin & Co.. Chica— Cheese Sandwich 1
; Standard 135 Malta Ceres, 24 lib. ..2 40 go. Chocolate W afers 1 09 No. 2 Panel
OlIVES oo € Gallon 625 Malta Vita, 36 lib..... 28 Extract Cocoanut Dainties 1 g9 No.  4Panel
Brook Tr Mapl-Flake, 24 lib. .2 70 Holland, % gro boxes 95 Eaust Oyster .1 o9 No. 6Panel
6 21b. cans, spiced ... 190 Pillsbury’s Vitos, 3 dz. 4 25 Felix, % gross ... 116 Fig Newton .. .| 90 Taper Panel .. K
8 ams ) Ralston " Health 'Food Hummel’s” foil, % gro." 8 Five O'clock Tea ....199 2 oz, Full Measure ...l 26
g Little Neck, lib. 1 00(fill 25 36 21b...cwcceererrriins. 4 50 Hummel’s tin. % gro. | 43 Ginger Snaps, N. B. C. 1 99 4 oz. Full Measure ....2 00
o Little Neck. 2ib, 150 Sunlight Flakes, 36 lib 2 85 . CRACKERS, Graﬁam Crackers, Red
Clam Bouillon Sunlight Flakes, 20 1Tb 4 00 National Biscuit Company | Jennings D. C. Brand
Provisions 6 Burnham’s % pt.. 200 Kellogg’s Toasted Corn Brand Lemon Shaps. Extract Vanilla
Burnham’s pts.. Flakes 36 pkgs in cs. 2 80 Butter Oatmeal Crackers 1 09 ik 2Panel
Rice . Burnham’ s qts Vigor, 36 pKgsS....cooooimin. N. B. C. Square ... 6% Old Time Sugar Coo'k_1 00 NO- 4Pane|
Cherries Voigt Cream Flakes ‘.2 80 Seymour, Round 6% OQOval Salt Biscuit 00 0. ane
galad Dressing 7 Red Standards 140 Zest, 20 2Th 10 da T OySterettes No. 6Panel
Saleratus ... 7 Whit 5 % RS 5 Soda Oysterettes ... Taper Panel
Sal Soda 7 est, Rollba QRS- g\‘élg;'t c. 6% “eganut Wafers ... Lo U Meas %
Salt 7 Rolled Avena. bbls 5 00 Saratoga Elakes .18 ° EgetgelgrtgeasstHd Md. |1 99 2 oz. Full Measure ...1 80
% Steel Cut, 100 Ib sks. 2 75 Zephyrette .13 galtine Biscuit 4 oz. Full Measure ....8 50
7 45 Monarch, bbl. .. 70 Oyster Saratoga Flakes 19 No. 2 Assorted Flavors 1 00
H F h Pe Monarch. 90 Th. sacks 25 V. B. c Round 6% Social Tea Biscuit 00 GRAIN BA
s Boaken X BaeT i 8 & S Soda craks, N. B C. 100 Amoskeag: 100 1 bale 1o,
uaker amily ... : : moskeag, less than
VIS i Cracked W heat e Gods T ° oL g&?fekrs craciars 160 GRAIN' AND FLOUR
8 y Goosapains BUIK  oerreeeeeesnrienes av, Animals .10 Syltana Fruit Hiscuit I 59 Red W heat
9 standard ooepermes 1 75 24 2lb. packages . 2 60 Atlantics «12 Uneeda BisCUit ........ V\?hitém
8 CATSU Atlantic. Assorte 12 Uneeda Jinjer Wayfer 1 99 d
Columbia. 25 pts.. Arrowroot Biscuit 16 d h Winte
Standard ... 85 Uneeda Lunch Biscuit 69 1 d
Lobsiar Snider’s plnlgs; Avena Fruit Cake L V\CaqlllaTxVafeBrs o .110009 Local Brands
%1b ater in Biscui -
lib ..o CHEESE Bumble Be Zu Zu Ginger Snaps 59
Picnic Faiis™ *cme .. . 17% (C:g?t?/\t/sheels o Zwieback i 199
M d, Niag:kerel ?eef@e)/"" 18  Chocolate Drops ... @ Special Tin Packages
Mﬂg%gﬁd o Riverside @17% Circle Honey Cookies 12 Per doz. , Flour In barrels,
Soused. 1% 1b Springdale 17% Currant Fruit BISCUI'[S 12 estino " 2 69 barrel addltlonaL
- - W arner’s i17% Cracknels ... Nabisco, 25¢ Lemon & Wheeler Co.
Soused. 2Tb....... e —— o, Coffee Cak isco’ : Big Wonder %s cloth 5 85
Tomato, 1Tb. i %}&ﬂ ortee Cake 10 Nabisco, 10c ... .1 00 B 19 weng 0/0 o2 e
Tomato' 2Tb II_ b Coffee Cake, ic Champagne Wafer .. 2 69 V\;g J onder %s cotB :
imburger . @17 'C::ocoanu{ Eaffy Bar l;f Chocolate Tokens ....2 50 orken Grocer Co.'s Bran
Pineapple 40 oooanu ar’ .. ] Per tin In bu|>> uaker, paper ... 6 60
EXxap Sago . @22 Cocoanut Drops . 13 SOrDEtto oo, uaker, doth 77—
ts SWISS domestic Al9 Cocoanut Honey Ca 12 Nabisco 1 7| Wykes & Co.

Eclipse
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Kans
as Hard Whsat Flour gnort cut d
ear ... 21 50
No.

ngancJ#gr);on%ngt{h Co. Be
clo an ..
whénon & wioth & 0 Brisket, dear . < 2050 Ng
ite Star, (4s cloth Pk 24 00 No. i Pu
W hite Star 1 59 Clear Eam T 24 00 No. Pair re Cane
White Star. (4 cloth 580 rFamily 2h 8 No Good ... 18 Butter Plat
Grand Rap,éss CLljoth 570 « p. CBtnind" choice on (ire Endor Ov i bl
rsula  ft 11 in cra elts
Purity ng Co. Braude. P Lard 100 Ibs, VO I Ng._Zlam. TEA 1 by 28 1 Crate g ge
ity atent 70 Pure in tierces 50 Ibs... -97 Japan Ib.,"260 in crate
WlZard Flour Gompound “Lard ... 13% > 1bs.. Sundried. med 2 tb., 250 in cr 0@ ik
Wizard, Qraham Mgk Lard o 2. > lbs.. Sundried. choice . -:24@26 3 Io. 250 in ot w0Q e
Wizard B°J8kv“v"h9§'t-- 400 50 ItttlJ ttiUbe agvance 8 aHOE BLAC %ég?lrli'ierd fa{,‘°y : 840 § . 20 m crat No. Tallow
R ! at .. .otins..... a KIN medium No.
YSprin (%0 20 1 pails. advance ¢ HANGY BO% 12795 3d(23250 Regular. ghoice . %‘('3 20 Barrel. 5 gal "Sach
0y IBakers Flour 2 B pails.... advance o Bixby's Rox, small....12% B gk r. fancy 30 33 Barrel. 10 gal., ach .2 40
Golden” H Brand pails... advanc o Mill oyal Polish & Basket- fired, mediu 40 Clothes Pi -2 66 Unwash Wool
Golden Horn, family..s o5 5 th, pails . advance 1 Ars Sogn Polsn g Baskel-pred, edlum a3l Round Head > " Unwazngg' med. @ 93
Duluth [mperial " ooiie oo Hams, Soked Meats Scotch, in" blaa ketfred fancy 4683 dainch.sgros Sndaret g @2
%udaoonnsg]m?eyre e B"?asij ngmg %‘6‘ th g\‘,’gr':gg ﬂ y'riécnccahb()%/,a in Jargrs_m::: ----- 3357 'Szlafrglr?l%zs 10@18 Cartonsc 20 z%£°ffoz wmbo, 2 m . 9
eresota, (4s n , tb. average.. 14 PPIE in jars ..43 H@16 rates and Eilers ®© Eztra H H : .
83{223{2’ 4 E',(amgédlfmbmsaverage 14 5 s e c Moyune, Gunpowder H“mf‘gomDpurentgty 12 dz.” 20 Eoston, Al R
Damon 4 (\}'VS oo 640 Ham, dried beef sets ... i0j American Family - Moyune, Choice' 28 No. 2 complete .. so Rig stick, 80 n> case 8
heele Cal ts ..16(4 Dusk 40 M Ca 28
Wingold, (4s r's Brand pa Iforma Hams .. “n\g Dusky Diamond, 50 80z 2 8o oyune, fancy ..li 3 Cc se No.2_fillers (,Sets 1 35 Groc Mixed Candy
ngom e .6 a0 Bicnic Boiled Bms s Jap os'g g b100 6 0z 3 80 E:Rgggey medium ase, mediums, 12 sets 1 It e tion
Wingold.  tas Borlin Ham. piessed™ 5 8hon mperial 3 & Pingatey. fancy Cork, linet 25 2
Laurel, ((34I’socer Cos "Brand Minced pressed 11 White Russian 30 vo ancy Eork tined o in 70 &
RSl (s loth "~ e 3 Bacon ; Dome, oval bars "3 oo Choice oung Hyson ~  Cork lined. o' 80 Ribh
aurel. (4s(4s cloth . a -
|\_/aure| gz‘g@cslotcr!om T 1 Bologna Sausages . Sngvrvob&gy &100 e 42158 Fancy ... i Trojan g\f)??ngStlcks
Vot wiling "o+ "Biang Flapitori s LI AR feny” celie patent $iiig i ging .
Voigts Flouroigt " 6 00 POTK .. <o . : A edium Nor 5 oM O b hoTie indergarten * »xxsee =
gt veal . n o lvory, moy, choice S paL brush h nch” Crea is
VéY\ért]gleHWheat Hour) o 0o Tongus I Star English 15, Gquton mop heads s & Sareh Bream e
& tapam Yorente HeadCheese  .omns n AcmeLa%z Bros. J&C '(\:Aﬁg alish_Breakfast oc eal NO. 7 v ;o Hand. Made Cream’* 1
Voigt’s R 9 ba ice Pails 1 remio Cream ; E
VO S g O Rim: Acne. @ pars Fancy.. . c e Sandag ool -Bor ora i
gleepy Ezyye %:855 gloth. .6 20 R”mp’ nFe;‘iAgI]’s' Eop 00 éfgm?w 100 Cakes ™ Ceylon, choice 50 ®' Z Wifg- Standard g ey Efie Q’ﬁ%'” Palls
SISSBV Eve’ 4% Cloth S 0 §4 eet [German ol o bars .2 85 i Cedar, o e, Cable d{%) Bon Bons . - 14
Sleehy Eyer (45 paper-o &0 Sy L e ' -1 B BUERG SSaiire
Bol Ve, fo parer..e 00 . German Mottled, lobxs 3 28 ;R fuprLeld Sguares
olted an Mottled, 25bx Toothpicks baited anuts
Golden Gr 2 90 Kits, 15 Marsellles. 10 . 2o0xs 8 20 Higwatha, 5lb.pails 1" Hardwood "o rroks Starli htpeanm* C
golden Gran o Kt s arseilles, 19 cakes .6 Q0 relegra P "S 56 Softwood v 260 3an Kisses ..." 11
EIO 2com a?l%regna@_%g gO 54 bblss g . mggglues 100 2k “toll 288 |PDay ST . Bdamlluet . 276 Lozenglglss Gp‘ﬁ‘;d'es 11
or 0 [0S... illes, (£ rairie a ea 1 59 in ...1"
com: ,&feaaclkego ........ 28 « Hogs, pe Gasings G A B(\?vxnst?e'}l,et 210 ProtecnoFriose T 1 9o é—hogﬁ]nges rinted ... L#
\I\I/Ivil(?c}f'r Wheatar%erah"zzi 08 Beef, r%Urr‘ldtsJSet """""" 322 O?é)dCOCuhnet?{/ 400 S\Aéeet Burley " 41 Mouse, W00i|rapZSholes 22 ECI'pspelo%hogglcaotgte ~id
ings ... Beef, e 25 ouse ! - Eu i
Buffalo gGIuten""'p' ----- 26 00 Sheep, m'gd'es set 80 s Soap Powders 14 Mouse, \,W\,ggg' 4 holes.. 46 uz%@mfhgw'ates 1**16
Dai eed 3100 per bundle 8 snow Boy, 100s lib Red Cross. Mouse, wood, ¢ holes.. 70 G hocolates 11
Wy{(rgs fteegg SO|Idun(?gI%5ed Butterme gggw BBOY 24 4|bsI s f(%) Palo ross Rat, wo Irgj 6 holes __ asMoasg]pbcjpopGum Drops o
O P Linseed M Count S @12 w Boy, 2 Kylo .. Rat, sprin T go i-einon So **10
Q P Laxo- eal .40 00 ry  ROIIS " T10(s @166 Gad DU 2 40 Battle A g % Imperials v :
&Riten e E'S'Iég'Meal 3500 Eomed Canned, Meats “ 8ol pust 8 sAtrgﬁ&'cad”XEéé'l'é """""" W zoein!  Standel® No. 18 75 b £ream“”5'b‘ """"" C L
ed .. rne : ar _ . 13
E;?nwn%sndGDrams 5 EOast ngfefzilgb PKSQFF.HQG 24 Ié go Spear Heagla\éyoz...l .......... 37 12 I'rf]‘ St.h”fé‘{g' “8 % 5 72 %22,"93 Dregm gon | Bons 13
Alf airy Feed 25 o> oast beef, 1 Ib.. Soapine 3 75 ead, 11% oz 20-in. Cable. No. 1 6 76 ose Gum Drops
alfa Meal' 52 85 polted fam. (45 Babbits a1 Napoy, T Heady % oz # 1.9 25 Auto Bubbles ... F’_,,_,"
Vess than C%zr:llroltst """" i Beviled Ham. 4(?45" .50 Ovr.mOuers 3% ¥Idddk>'/°”e“y” ' 26 BIFHRSHE b a” ofedee
s
carlots ..o S — % Potted tonagrne VAR | ISdOSnt;ap 3 80 5 OfaqasssJeeSH ob. 30
Less than carlote ™" 62 Potted tongue 543 ... 50 Johnson’s Fin 25 Lerflwh S [T 60
than carlots .... 90 Joh e 5 10 B aShboards ours ... it
. cariots L8 Faroy RICE Johnson's XXX 2% Honey Dip i Bronge Glove 260 O hashioned Hors-
arlots ..o Japan w7 @ 7% Rub-N ‘clock ... '3 3p Black Staudar ist . D BY i 176 P hound drops .. "
Less than carlots 17 Broken 5%@ 6(4 o-More .. 3 g Cadillac uo- o Souble Acme 3 eppermint  Drops’*’ g
sage LGarots 18 SALAD DREéSl%\;)/OG@S(‘l Enoch 'Svtl:(())urmgr Rojaf Dlgt?tl)?e Acme ... 378 Char'clplgn L (DIops ™ <
Columbl S rganTs  Sons ic erless - : . Dr
Hope ... 15 Gol p. (4 pint 2 25 apolio, gross lots “n Min Single Peerless Yy s HOOM. Bhosr L3Syt e
Laurel Leaves 15 Durlf(rgebla 1opint ..oo.a Sapolio, half gro. 9 00 Great Northern Qu -3 25 Dark No. 12 nd
s larde. 1 doz” 00 § g 10ts 4 50 een ) 12
séng vees oo B QUSRS IS%%?I 02" 60 Sapolio: single’ Boxes2 2 sweet Cort Double Duplex %SS B S eets, aslL 1 at
Per doz DISH Smdg{s arge.” Joz. 3 &2 gcourine Manufacturing Pluset a0 Universal ... 75 A, A. Lico ry». 60
-------------------------------- ] sma|| 2 d Scourine, 50 cturing Co W e ~ Wind 3 (0 Loze rice Drop». 90
TTIELLY 90 dA 0z. 135 S¢ cakes ...1 80 pnar .. ndow Clsansrs nge», printed
61b pails, pe Pack LERATUS ourine, 100 cakes ..3 Bamboo, 16 Lozenge», plain ....66
161b. pails, per doz.... 225 Ar cked 60 Ibs_ in box SODA 350 IX L, & 0z.. 1«6 Imperial» . e U
301b. pails, per pail ... 55 Derp and Hammer .3 Boxes I X L 1 1 8 Mottoes ... u
) oz bMA%‘i_rEmél % Dwiagnhdt'ss Cow gg Kews. English % G§|ﬁeyB|D6 0z palls | 13 jp Wood *Bowls ~2 30 Gream Bar .. y o
. bott . er ea 23
c b Mgsfcmeésdoz 3 00 %andard IIsplceWr}glr%aSp'ces Elagmanocﬁ %9 ilnn' BBtfﬁtg’ > gg E{?ena?n M\,?,dgfurchmaar 8|90988
ica ... 13 S e 19 in r 40 afer» ...
Noisele rittenden Co. yandotte, Allspice’ large G K|In D 9 in. Butte .4 00 String Rock
s Tip, 3 5084 75 Granulat F EOPA Cloves, (Z:grq%lbaraf?__ef‘_.. 16 Dukers fled ot RiSoned: %Er“"' $ Q Yintergreen Berries &
Ne G 80 T uke s Ca L 1719 ime A
E%gfgeopevx Qs w Cranviated, 8 Gassla, 50 pkg, doz... 1% wyrtie Na’i‘yeo ";;‘43 CoWRAPPING OApER 2 Duster dBtrowsrf"{;‘S‘éd 8 18
u - I a
Go_od . 35Lump' 145 th. w80 ﬁﬂlﬂger Cochin 1281 Yum, Yljnm i’/loboz - Fibre Man||aaWWH'|'ié" Tan Sirike ﬁ[S)Stmt [7J8
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MICHIGAN

Special Price Current

AXLE GREASE

Mica, tin boxes ..75 900

Paragon __ ..... 55 SO*
BAKING POWDER
Royal

19c size 90

%Ib. cans 1 35
60z. cans 1 90
%Ib. cans 2 50

cans S 75
1R> cans 4 80
3R> cans IS oo
51blcans 21 60

BLUING

Small size, 1 doz box..4C
Large size. 1 doz. box..75
CIGARS
Johnson Cigar Co.'s Brand

S. C. W., 1,000 lots 31
El Portana
Evenm? Pres
Exemplar

Worden Grocer Co. brand
. Bsn Hur
Perfection
Perfection

Londres ..

Tendres Grand .35
Standard ... .85
Puritanos .35

Panatellas, Finas
Panatellas. Bock .

Jockey Club
COCOANUT
Baker’'s Brasil Shredded

70 5c¢ pkgs, per case ..2 60

36 10c pKgs, per case ..2 60

16 10c and 38 5c pkgs,
mper Case ... 2 60

FRESH MEATS
Beef
Carcass ... 6%® 9%
Hindquarters ..8 10%
Loins .. 9 ii4
Rounds 7%&) 9
Chucks 7 a» T7i,
Plates Q
Uv«re a »
816
n
Boston Butts . @15
Shoulders ......... @12%
f-eaf Lard @ 13
Pork TrimmiInf* @11
Mutton
Carcass @10
Lambs . @12

Spring Lambs .. @13

esl Full line of Are and bur?-

Carcass ..o 6 @9 lar kpr(k))of ?]afes_l_ kdept n

stoc y the Tradesman

CLOTHES LINES Company. Thirty-five size«
Sisal Yes

60ft.  3thread, extra..1 oo &nd sty on hand at all

times—twice as many safes
Gt Sthresd: extra- 140 asare carried by any oiner
60ft.  othread extra. ;1 20 house In the State. "If you

72ft.  6thread, extra..

are unable to visit Grand
Rapids and inspect the
line personally, write for
quotations.

80AP
Beaver Soap Co.’s Brand.

\ Cotton Braided

100 cakes, .arge size..6S0
50 cakes, large size..s2b
. . 190 cakes,small atm..llb

Galvanized Wire 50 cakes, small size..l 9%
No. 20, each 100ft. long 1 90
No. 19. each 100ft. long 2 10

COFFEE
Roasted
Dwinell-Wright Co.’s B’ds.

Tradesman’s Co.’s Brand

Black Hawk, one box 2 50
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 25
TABLE SAUCES
Halford, large
Halford, small

White House, i
White House.
Excelsior, M A
Excelsior. M &
Tip Top, M &
Royal Java
Royal Java and Mocha...
Java and Mocha Blend....
Boston Combination ...

Distributed by  Judson
Grocer Co., Gr°nd Rapids,
Lee, Cady & Smart, De-
troit; Symons Bros, ft Co.,
Saginaw; Brown, Davis A
W arner, Jackson;  Gods-
mark Durand & Co., Bat-
tle Creek; Fielbach Co.,

Totedo Tradesman

%
1%
1%
1%

2 in..
3 in..

Cotton Lines
No. 10 feet

feet
15 feet
15 feet .
feet ..
feet
15 feet ..
15 feet .
15 feet

=
(S

Coupon

z

o
OoNovI~wWNE

]

(513

e~ Books

Bamboo, 14 ft., per doz. 65
Bamboo, 16 ft., per doz. 60
Bamboo, 18 ft., per dm. 80
GELATINE
Cox’s, 1 doz. Large ..1 80
Cox’s, 1 doz. Small ..1 00
Knox's Sparkling, doz. 1 25
Knox’s Sparkling, gr. 14?8

Nelson's  ..ceiieienine 1
Knox’s Acidu’d. dm. ..1 %g
v Made by

SAFES

Tradesman Company
Grand Rapids, Mich

Sample Houses:

TUAUEBMa N

OUR APRIL CATALOGUE bears to
the merchants of America the first hint of a
movement for which we have long been
making preparation. About forty-eight hours
before going to press we decided to deliver
in that issue a message we had not expected

to put in print for another thirty days.

That message has to do with the 25 Cent
Combination Counter—the newest develop-

ment of the Variety business.

The *“combination” idea is a new and
far-reaching conception that will in some

ways revolutionize retail methods.

In a nutshell, the time is ripe to repeat
in 25 cent goods the same inspiring success
that in recent years has been wrought out
in 5 and 10 cent goods.

Things move fast nowadays. We look
to see exclusive 25 cent stores established in
all our larger cities in a fraction of the time
that was required to cover the country with

the 5 and 10 cent stores.

And in all smaller cities and towns the
25 Cent Combination Idea will work itself
out in the form of 25 cent counters and de-

partments.

Our “Quick Action” assortments of 25
cent goods are put up for merchants who
want to get in line with this new idea in the
shortest time.

Wire or write amount you wish to invest
and goods will go forward promptly.

And write at once for our April cata-

logue, giving full details.
No. FF782.

Ask for catalogue

New York, Chicago, St. Louis, Minneapolis

Baltimore, Cincinnati, Dallas, Kansas City,

San Francisco, Seattle

March 23, 1910

The 5 and 10c Twins
have a Baby Brother

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise

Omaha
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Advertisements

BUSINESS CHANCES.

For Sale—Stock of ottice supplies, books
and stationery and up-to-date fixtures in
Michigan town. Inventories about $5,500.
Address No. 506, care Michigan Trasdfes—
man.

For Sale—Grocery and drug stock, in-
voices $1,350. Must be sold af once. Good

location. Fine chance for someone to
continue the business. H. H. Mages,
Trustee, Sunfield, Mich. 505
156 acres, in Charlevoix county, about
30 under cultivation, balance cut over,
plenty of wood timber, on R. F.

D, y2
mile “from postoffice and good market.
Good school. Will sell cheap or exchange
for stock of merchandise. Address No.
504. care Tradesman. 504

FORMULAS.

2,999 formulas nearly 400 pages, cloth-
bound, invaluable to farming, mechanical
work and every other department of
human endeavor. Satisfaction guaran-
teed. Prepaid 48c. Box 81, Washing-
ton, D. C. 503

Store Fixtures For Sale

At about 50c on the dollar. Bar
gain prices on a lot of store fixtures
and furniture.

that cost $115, in
for only $60 $30

One Toledo Scale
erfect condition,
oll Top Desk for

$12.50. Oil Tanks, Ribbon Case, etc.
If interested write for list, quoting

. net cash prices of _money saving
interest. B. M. Comstock, 907 Ohio Building;,
TdHedon &hiovith $300 for half interest in

farm near Toronto,

improved 50 acre :
Can. 219 McDougall St., Windsor, 9gnt.
u 4

Barber shop for sale. Seven chair
shop, baths of all kinds, established fif-
teen fyears. . Doing paying business. Rea-
son for selling, have ‘other business. E.
E. Reynolds, 105 Michigan Ave.,, W,
Lansing, Mich. 498

For Sale—Grocery and hardware stock
and fixtures .about $2,000. Everything
new and up-to-date. New farming town
on railroad and river. Last year’s sales
about $10,000. Good reasons for selling.

Cash. Faye E. Wenzel, Edgetts, '\fg'?
Conduct a candy kitenen *and _clear
from $10 to $25 per daﬁ/; very limited
capital required; we teach you ‘the busi-
ness, send for particulars.” Kennon &
Co., 148 W. Ontario St., Dept. 33, Chica-
go, 1l 496
For Rent—Cheap, large double store

buildinsq in lively town in Central Michi-
c[;an._ plendid opening for someone. Best
ocation in town. Bdx 183, Ithaca, Mich.

49

For Rent or Sale—Double store room in

good little towm. Two. stor)ﬁl brick and
stone. Fine trading point. atural gas.
Address J. A. DeMoss, Thayer, Kagss)gs.

To Exchange — Southern Wisconsin

farm 260 acres for stock of good mer-
chandise. address N. M. Guettel. 126
Market, Chicagg, lII. 5Q7
$500 buys fine little jewelry business in
small town in Western Michigan. Good
Erlces and no competition. Rent is cheap.

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

inserted under this head' for two cents
subsequent continuous insertion.

No charge less

For Sale—The best groqerg store in the
best town_in the best fruit belt in North-
ern Michigan. Address No. 479,
Tradesman.

Elegant summer home or private
boarding house, 16 rooms, on Little
Traverse Bay, adjoining 4 famous re-
sorts, running water and all conveniences.
E. M. Deuel, Harbor Springs, Mlch.476

For Sale—The best grocery business_in
the city of Batavia, Illinois. 38 miles
west of Chicago. Population 6,000. Stock
will invoice about $3500. Did a busi-
ness last year of over $30,000. We run
two wagons. _Address John A. Anderson
& Son, Batavia, Il

For Sale or Rent—Cheap, brick store
building, Mt. Morris. Splendid opening
for hardware, general grocery store.
Live town. Particulars, addréss Thos.
Ferguson, Mt. Morris, Mich. 486

For Sale—Good laundry, in lively town,
cheap for cash, if taken at once. J.
Dales, Chesaning, Mich. 485

. Gall Stones—Bilious colic is result; no
indigestion about it; your physician can
not cure you; only ‘one remedyknown
on earth; free booklet. Brazilian "Rem-
edy Co.. Box 3021. Boston, Mass. 484

Modernbakery, two story building,
supplies and wagon, 20,000 population 'in
Wisconsin..  $7,500. Address No. 473,
care Michigan Tradesman.___ 473

For Sale—163% acre blackwaxy land,
half mile from village; R. F. D.; South-
western telephone;  good school and
churches; residence, barn arid other build-
ings; deep well and_wind mill. Price $60
per acre. W. S. Duggan, Myra, T%zs.

care
479

For Rent—Space 66x110 feet, for furni-
ture department in new addition, to be
completed Sept. 1, to the largest_depart-
ment store in the State. Address The Bee
Hive Company, Sioux Falls, South Da-
kota. 462

Desirable farms and city property to
exchange for stocks of goods. G. W
Streeter. Rockford. 111

For Sale—Hardware stock and tinshop

in city of 50,000; fine stock, good trade;
low rent. Invoices about $8500. Bar-
galn for quick cash. 612 Trust Bldg.,
ockford, IlI. 471

For Sale—$5,000 stock of general mer-
chandise located in Genesee county. One
of the best business propositions” in the
State _of Michigan. Stock can be reduced
to suit purchaser. Address No. 456, care
Tradesman. 456

For Sale—Four business lots, 25x 100
feet, with store and stock of general mer-
chandise. Living rooms, warehouse and
barn in connection. Everzthln_lg handy.
Connected with waterworks. The only
reason for selling is poor health. Chas. L.
Merithew, Buckley, ich. 438

IF YOU WANT TO SELL

all or a portion of your stock at the rate of a
sale every 15 seconds, and make a profit on
your goods, you want the services of

JOHN C. GIBBS

the Expert Auctioneer of Mt. Union, lowa.
He has done this for others, he will do this

xcellent opportunity to start in cheap for you.

and have Fg)jgod tra)(/je from the startp. Y

Address No. 509,.care Tradesman. 509 Wanted—Location for an up-to-date
For Sale—IMusic store, $4,000, 10 years clothing store or_would buy out stock
established, good lease; going to Tleave clothing, shoes.

eity; don’t answer unless you have the
money and mean business. Experience
unnecessary. J. Wilson, 3114 N. Ashland
Ave., Chicago, 11 493

For Sale—A small day school for boys.
Well equlpged with apparatus, etc. Ac-
credited. elect and growing patronﬁgge.

P. O. Box 622, Savannah, Ga.
For Sale—Or will exchange for good
land on a cash basis. @A fine general

store located in one of the best towns
in Northern Indiana. Practically no dead
stock, big established trade, invoice about

$22,000. "Can_reduce. Thjis is a genuine
bargain. Will not consider poor land.
Address No. 482, care Tradesman. 482
Grassland—11,000 acres in Northern
W isconsin.  Suitable for dairy farming.
On railroad. Fine location for colong.
Price $4.50 per acre. Easy terms. E. B.
Pulling. Marshfield. Wis. 481

For Sale—Drug stock and very desir-
able buildings in small town in” Central
Michigan. Address

"Doc,” care Michisqoan
Tradesman. 4
For Sale—Fine improved 360 acre
stock farm, Knox county, lllinois. Also
eight foot buffalo robe.

Charles Webb,
Galesburg, HI. 450

Burt Jennings, Sturgis,
Mich. g 45?7

For Sale—Wool, hide and fur business
established twenty years. Volume, $200,-
000 per year. Present owper has made
a competence and desires to retire. Will

sell warehouse, cellar and residence for
$6,000 (cost $12,000), all cash or partl
on time. Purchaser should have $5,000
or more additional capital to conduct
business. Address No. 454, care Michigan
Tradesman. 45,
Buy new soda fountains of us. Also
have four second-hand fountains. Michi-

an _Store &
apids, Mich.
Have a 400 acre_farm south of city at
$40 per acre. Will exchange for stock
of merchandise. Michigan Store & Office
Fixtures Co., Grand Rapids, Mich. 453
Virginia farms and homes. Send us 5

Office Fixtures Co., Grand
452

cents for descriptive_ catalogue.  Halifax
Land Agency, News Ferry, Virginia. 420
Hotel Wanted—A Michigan city of
6,500 inhabitants has only” one Small
frame hotel. Owners will ‘not rebuild a
large hotel recently burned. Wanted a
competent hotel man to join in building
a 40-room modern hotel. J.

Address M.
477

Bolen, Boyne City, Mich.

o seph Armstrong, Lapeer, Mich.
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a word the first insertion and one cent a word for each

than 25 cents.

For Sale—GrocerY, queensware stock,
corner room, central location, clean stock.
Last year’s business twenty-eight thou-
sand. ~ Other business, must sell at once.
W. E. Caldwell, Ligonier, Ind. 449

Stock of general merchandise for sale
or exchange for good farm, In good lo-

cation and domg 0good business.  "Will in-
voice about $8500. Don’t enquire unless
you mean business. Address No. 448,
care Tradesman. 448
For Sale—The new plant and land
which | bought on the Belt Line here
(and which connects up all the rail-
roads). Easily and cheaply converted
into a box shook factory of woodwork-
ing plant of an%/_ kind. © Norfolk is one
of the best locations in the country to-
day for plant of this character. Cheap
lumber and cheap freights. Write for
articulars. Address "Cornelius,” Box
77, Norfolk, Va. 446
Soda fountain for sale, 15 syrup. Glass

dome for water spray, three tanks, glass-
es and_silverware. “$900 worth for™ $200.
I. Benedict, Belding, Mich. 443

SOMETHING NEW

We _can either close you out or put on a sale
to build up your business at a profit for_ you.
Others sacrifice your profits to get business.
We get the business and save the profits. We
would like to talk it over with you

G. B. JOHNS & CO., Auctioneers
1341 Warren Ave. West Detroit. Mich.

. For Sale—Dry goods and notion_stock,
invoicing $4,000, in _Southern Michigan
town. Address J. P. Southard, Harbor
Springs, Mich. 442

For Sale—Drug store in mountain town,
50 miles from Denver. Full prices. Also
would sell building with living rooms_over
store. A money maker. Address P. O.
Box 165 Georgetown, Colorado. 433

For Sale Cheap—Stock of clothing and
furnishings. Best location in city. 41%0—

Incorporate under South Dakota laws.
No franchise taxes; save expense, re-
liable. Drexel Investment Co., Drexel
Bank Bldg., Chicago. 415

For_ Sale—$2,500 stock general
chandise, good factory town 3,000.
1 farming country. ood business, offer
at low price to “sell quickly as other
business’ demands attention. Address
No. 488, care Tradesman. 488

For Sale—Clean grocery stock in
Grand Rapids, good fixtures and delivery

mer-
No.

outfit; good location; store building and
barn at reasonable rent; $1,500 buxs
stock; reason for selling, poor health.

Address No. 489, care Michigan Trades-
man 489

For Sale—Cheag,
oor health. 1134
orth Lansing, Mich

For Sale—Stock of drugs reduced to
about $900. On account of death of own-
er, will sell at big discount to close es-
tate at once. M Barnum, Sand
Lake, Mich. 3

For Sale—General stock inventorying
about $7,000 doing a business exceeding
$40,000 per year. ~Also own half interest
and operate telephone exchange of 60
farmer subscribers. Postoffice. W are-
house on track and established produce
business. Will rent or sell store build-
ing and residence property. Business
long established and always éalrofltable.
Refer to bankers at Howard |t3/. Ad-
dress No. 413, care Michigan Tra esTlan.

]

_ For Rent—Best and largest store build-

ing in _Milan, Mich., completely furnished.

Splendid opening for general store _in

thriving town of 1,600 population. For
a_rtr:cu ars address, A. E. Putnam, Mlggn,
ich.

For Rent—Large store building in live
Northern Michigan town. Splendid op-
ening for someone. Best location in
town. Address L. H. Smith, McBain,
Mich. 271

Will pay cash for shoe stock.
No. 286. care Michigan Tradesman.

Tontitown, Ark. — Community  600;
church, academy, schools, 3 factories,
building now 25-room hotel; people pour-
ing in; need drug store, general store,
hardware store, cold storage, olothing and
shoe store and lumber vyard.  Address
Father P. Bandini, Trustee, Tontitown,
Ark., ar. German-American Realty Co.,
Rogers, Ark. 323

For Sale—One 300 account
register cheap. Addreee A.
Michigan Tradesman.

bakery. Reason,
W ashington Ave.,
397

Address
286

McCaskey
B., care
$41

Cash must-accompany al* orders.

Safes Opened—W. L. Slocum, safe ex-
pert and locksmith. 114 Monroe street,
Grand Rapids, Mich. 104

Cash For Tour Business Or Real Es-
tate. No matter where located. If you
want to buy, sell or exchange any Kind
of business” or real estate anywhere at
ang/ price, address Frank P. "Cleveland,
ﬁl Adams Express Building, Chicago,

For Sale—First-class meat market,
stock and  fixtures;_ building included.
Cheap for cash. J. F. Rezac & Co.,

Marys. Kan. 86

SITUATIONS WANTED.

W anted—Position as manager of gro-
cery department in general Sstore or in
good first-class_ grocery. Married man,
9 years old. Ten years’ experience. Al
reférences furnished? Address Manager,
care Tradesman. 508

Wanted—A position at once by young
married man. Eight years pracfical ex-

perience in dry ‘goods, clothing, shoes
and general merchandise.  References
furnished. Address O. H. Seaman. Chip-
pewa Lake, Mich. 501

Position wanted in a grocery or gen-
eral store. Reference A. No. 1. About
seven years’ experience. Address Box
352, Sheéridan, Mich. 461

Position wanted by an experienced re-
tail salesman in general merchandise
lines. Twelve years’ experience. Address
Box 33. Gowen, Mich. 330

HELP WANTED.

. Wanted—Factory foreman for interior

finish factory with retail yard in connec-

tion. Good ‘established trade. Only yard

in town. Man who can invest

$5.000 and capable of handlin

W)_rk. Address A. H. Rusch,
is.

Wanted—Several competent salesmen
with established trade in_West Virginia,
Western Pennsylvania, Middle States and
the West to carry a complete line of
working and_dress gloyes for men’s wear
on a_commission basis. An attractive
line for the best trade. State territory,

about

factory

eedsville,
502

revious experience and references.
andling Glove wo. 623 Broadway, New
York. 500

W anted—First-class cheesemaker. Ad-
dress Victor Peterson, Kent City, '\ilglgh

Men (or women) $4 day sure all year,
raising  mushrooms in “cellars, sheds,
boxes™ etc. Big market. Free illus-
trated booklet. Hiram Barton, West
48th St., New York. 460

Wanted—Clerk (or general store. Must
be soher and industrious and have some
previous experience. _References requjred.
Address store, care Tradesman. 242

Want Ads, continued on next p«*ge.

FIRE AND
BURGLAR.
PROOF

AFES

Grand Rapids
Safe Co.

Tradesman Building
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REUBEN GLUE.

Nickname Originally Applied to Dea
con Ellis.

Mayor George E. Ellis landed in
Grand Rapids about twenty years
ago. He was one of the greenest look
ing youths who ever crossed the por
tals of the city. His trousers were
of the high water mark order. He
hung around Geo. Robens’ saloon, at
the southeast corner of Hall and
South Division streets, and learned
to play cards. The gamblers and
sports with whom he associated gave
him the nickname of Reuben Glue
which stayed by him a good many
years. Even now the title is used b}
some of the oldest members of th
gambling fraternity in speaking of
the novice who developed into th
most successful con artist the city has
ever known.

Under the expert instruction of his
associates the Deacon soon became
card sharp and inside of a month h
found an outlet for his ambition in
inveigling country boys into the sa
loon and relieving them of their
spare change at the rate of io cents
a game. As soon as he had gained
sufficient confidence in his ability as
a gambler he formed a copartnership
with his half brother, Russ Ellis, and
opened a faro bank over the saloon
which they conducted several years
The location was just across the city
line at that time. When the limits
were extended a mile farther south
and the city became an “open town’
he and his brother moved down to
Monroe street, where they conducted
a faro bank six or eight years over
Jerome Trowbridge's (now Moore’s)
saloon. He then parted company
with his brother and started a faro
bank in the Moran block, on North
lonia street. A year or two later he
put gambling boards in the bar-room
of a local hotel and in Frank Bon-
riell s saloon. The officers of the
law afterwards put an end to this
species of gambling, whereupon he
started a bucket shop in the rear of
the Morton House, which was the
ruination of several men and proba-
bly caused countless thousands to
mourn.

As the result of his gambling ca-
reer Deacon Ellis has accumulated a
fortune variously estimated at from
$300,000 to $400,000. His half brother
insists that he is possessed of prop-
erty in excess of $250,000. Russ and
he were bad friends for several years,
growing out of the manner in which
the Deacon absorbed the paternal

homestead in York State when the
father died, leaving the other chil-
dren out in the cold. The breach

was afterward healed by the Dea-
con's securing a position as Deputy
Sheriff for Russ, which position he
held for several years.

Deacon Ellis is one of the most
cold-blooded men in the world. It is
claimed that he never had an ambi-
tion which was not inspired by sel-
fishness and greed. It is also asserted
that he cares for no one but himself.
He has probably ruined more men.
including Lant K. Salisbury, than
any gambler who ever did business
in Michigan. Practically every dol-
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lar of his fortune is “tainted money,

-representing, as it does, the sufferings

of little children and the agony of
despairing women.

Deacon Ellis’ nerve is proverbial
He was once arrested on a charge of
keeping a gambling establishment and
was fined $100 and costs by the late
Judge Haggerty. The next time he
met the Judge in the Methodist
church he greeted him as “Brother
Haggerty.”

Deacon Ellis is now a candidate
for re-election as Mayor on the Re
publican ticket. He is spending mon
ey with a lavish hand to accomplish
this result. His record during the
past four years has been anything but
good. Most of his appointments have
been wretched. His influence has
been bad. His example has been
worse than bad. The re-nomination
of such a man by the Republican
party is a disgrace to the party and
a reflection on a city which should
keep at its head a man of irreproach-
able character. This condition is due
to apathy on the part of decent Re-
publicans, who ought to be ashamed
oi themselves for failing to enroll
their names so as to be able to cast
their votes at the primary election

st Tuesday. If they had done their
duty Otto Wernicke would have been
nominated by several hundred major-
ity. Because they did not do' their
duty Deacon Ellis secured the nomi-
nation by a paltry 40 votes. It is up
to the people to say whether he shall
be elected a third term to disgrace
the office of Mayor.

Butter and Cheese News.

Tekonsha—The Tekonsha Co-oper-
ative Cheese Co. has engaged a new
superintendent in the person of Al-
bert Shedd, now a student at the
Michigan Agricultural College, to

ke charge of their creamery on the
departure of H. E. Taylor for Ar-
ansas. The manufacture of cheese
will be discontinued and the facili-
ties of the factory devoted to the
manufacture of butter.

Adrian B. A. Dorrell, a prosperous
armer of Weston, has purchased of

. H. Delano his interest in the Ma-
ple City Creamery and with W. A,

arnaby, who retains his interest,

ill conduct the business under the
rm name of Barnaby & Dorrell, the

eamery retaining its old name of
the Maple City Creamery Co.

West Branch—The West Branch
creamery has come into the posses-
sion of a trio of business men here
whose connection with any enterprise

a guarantee that it will be oper-
ated on business principles and made

paying project if such a thing is
possible. 1. H. Jones, John Tolfree
and A. C. Neilson are the gentlemen
who as stockholders have formed a
corporation for the purpose of oper-
ating the plant.

Muskegon—Extending the scope of
its work, the Dalton creamery, own-
d by E. J. Peterson, of this city, has

ken over the management of the
Oceana Creamery Co., of Claybanks,
‘nd is to operate this concern in con-
ection with the work done in this
city.

Alanson Articles of incorporation

the Alanson Creamery Co. have

been filed. The capital stock is $5,000
and has all been subscribed for by G.
W. Rotter, E. R. White and R. T.
O’'Reilley, all of this place. A vyear
or so ago a creamery was built here
but never operated. This building has
been secured, with machinery already
installed, and will be used by the new
company for the manufacture of but-
ter and other milk products.

Leslie—E. J. Kneilbehler has pur-
chased of G. J. Pullen the plant of
the Leslie Butter Co., located in the
south part of town. Mr. Pullen was
obliged to give up work last year on
account of his health, when he leased
the factory to Mr. Kneibehler, who
came here from Capac, where he had
been engaged in the same business.
Mr. Kneibehler did some hustling and
made a good showing. He paid to
the farmers of this place and vicinity
the sum of $14,168.43 for milk and
cream, which is said to be the best
year s business the creamery has done
since it was started.

Gaylord'—Dr. A. Simmons, who
has been constructing a cheese fac-
tory on his farm northwest of this
village, has all the machinery and
other appliances in the building and
expects that he will have all in readi-
ness to receive milk about April 10.
The factory will be started as soon
as enough milk is promised to make
operations pay. Dr. Simmons is an
old-time cheesemaker and is thor-
oughly conversant with this line of
business.

Birdsell—C. C. Colvin Son will
open a new cheese factory at this
place.

Fairport—Fred Dillon will establish
a new factory at this place.

Rollin — Henry Carmichael has
moved the equipment in the cheese
factory located at Britton to this
place, where he will start a new fac-
tory within the next few weeks. The
factor} will be in the building erect-

ed last fall by the Hudson Cream-
ery Co.
Hudson—H. J. Bivins has gone to

Williamston, where he will take
charge of his cheese factory during
the summer.

Grant—The Grant Creamery Co.
has been incorporated with an author-
ized capital stock of $4000 of which
$2000 has been subscribed and 1,000
paid in in cash.

Sparta—P. C. Mossner succeeds H.
A. Black as manager of the Sparta
Creamery Co.

Manufacturing Matters.

Detroit—The Regal Motor Car Co.
has increased its capital stock from
$100000 to $1,000000

Detroit—The American Auto Trim-
ming Co. has increased its capitaliza-
tion from 10000 to $HO000

Detroit—The capital stock of the
Detroit Range Boiler Co. has been
increased from $5000 to KI20000

Bay City—The capital stock of the
North American Chemical Co. has
been decreased from $1,500000 to
$1,000000

Detroit—The Davidson Manufac-
turing Co. has engaged in business to
manufacture and sell toys and novel-
ties with an authorized capital stock
of $80000 of which $30000 has been
subscribed and $5000 paid in in cash.
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Jackson—The Baker Drop Forge
Co. has been organized with an au-
thorized capital stock of $65,000, of
which $57,000 has been subscribed
and $7,000 paid in in cash.

Detroit—The Detroit Core Sand
Co. has engaged in business, with an
authorized capital stock of $100,000,
of which $82,000 has been subscribed
and $25,000 paid in in property.

Detroit—The Meyer Glass & Metal
Cap Co. has been incorporated with
an authorized capital stock of $35,-
000, of which $25,430 has been sub-
scribed, $100 being paid in in cash
and $25,330 in property.

Detroit—The Michigan Metal Spin-
ning '& Manufacturing Co. has merg-
ed its business into a stock company
under the style of the Michigan Met-
al Spinning Manufacturing Co., with
an authorized capital stock of $12,000,
of which $8,000 has been subscribed
and paid in in property.

Eaton Rapids—The egg case fac-
tory conducted by L. J. Smith & Co.,
at Smithville, twenty miles up the
river from this city, is doing an
enormous business this spring. The
company is shipping its egg cases to
every State in the Unidn, and many
of them are going into Canada.

Detroit—J. D. Candler & Co., roof-
ers and galvanized iron workers, have
merged their business into a stock
company under the style of the J. D.
Candler Co., with an authorized capi-
tal stock of $30,000, of which $25,100
has been subscribed, $8,236.46 being
paid in in cash and $16,863.54 in prop-
erty.

Deckerville—The flax mill at this
village is one of the busiest places in
the county. It has run continuously
since the crop was harvested and
there is material enough in sight to
keep it running until the new crop
comes. The scarcity of labor has
somewhat hindered the work at the
mill, but the situation is somewhat
better now and a good year is in
sight. Flax brings somewhere around
$10 a ton at the mill and runs from
two to four tons to the acre.

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

Buffalo, March 23—Creamery, fresh,
27@ 33c; dairy, fresh, 22@27c; poor to
common, ig@2i.

Eggs—Strictly fresh, 22c..

Live Poultry — Fowls, 17@i8"c;
springers, 17@i8”c; ducks, 17@i8c;
old cocks, 12@i3c; geese, 13@i5c;

turkeys, 20@22c.

Dressed Poultry—OIld cocks, 13@
rdc; fowls, i8@19c; chickens, 19@2ic;
turkeys, 20@26c; ducks, 8@ 20c;
geese, 13@i5c.

Beans — Pea, hand-picked, new,
$235; red kidney, hand-picked, $3;
white kidney, hand-picked, $2.75@3;
marrow, $3; medium, hand-picked,
$2.35-

Potatoes r 3o0@4oc per bu.

Rea & Witzig.
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Is Your Lean On

Time “\White House”
Worth

Money?

and let its success help

_ _ you to success— for
Spend any time keepln(f] book»
m Copy and post charges from one book to another

Mak tstat t th d of th th e ”
s,pae_ned%%yst?meemtﬁzmsgam coliect your accounts WHITE HOUSE
Y Kot how much you cell Tor e mers
Ou Know how much gou sell on credit iS a LEADER , a

Know how much you receive on account
Enowdhow much_sﬁock you have on hand
, ave disputes with your customers over accounts
. Ever forg?et to charé,e goods sold P U L L E R and a
Ever forget to make proper credits .
CAN YOU show a correct proof of lossin case of fire?

WOULD YOU inyvestigate a system that will handle all accounts
%iéhe)c()gle){]genoe writing gnd elin¥inate the many losses of time, labor P U S H E R '

%I;itEorl}/lceASKEY REGISTER SYSTEM gives you complete infor-
jon.

Information is free—Drop us a postal. I S A G R EAT
THE McCASKEY REGISTER CO. BIG SUCCESS

Alliance, Ohio

Manufacturers of the famous Multiplex Duplicate and Triplicate Sales Books:
Also the different styles of Single Carbon Books.

Detroit Office, 1014 Chamber of Commerce Bldg., Phone Main 3968 DW I N E L L:W R I G H T CO

Grand Rapids Office, 286 Sheldon St., Citizens Phone 9645 Principal Coffee Roasters
Agencies in all Principal Cities BOSTON CHICAGO

A Square Deal to
Everybody

North — East — South — West

One price to everybody—that's the basis. No special
privileges to Chain Stores, Department Stores, Buying
Exchanges, etc.

The average retail grocer is our best friend and we give
him the square deal—small lots with the assurance of
fresh goods

The bottom price is the price you all pay, and it allows
you a good profit on

KELLOGG’S

TOASTED CORN FLAKES

We protect our own interests in protecting yours. We long ago
discovered that “free deals” frequently meant overstocking—stale
goods, etc., that eventually affected the entire trade.

Every customer knows that Kellogg's Toasted Corn Flakes sells
on its merits. Ten cents’ worth of the best for ten cents, and a
good, clean profit for you.

That’s why you have stuck, and why you are going to stick, to

the one big thing in the cereal market today—Kellogg’'s Toasted
Corn Flakes—the “square deal” cereal.

KELLOGG TOASTED CORN FLAKE CO.
BATTLE CREEK, MICH.



We've Got the Newspaper Men
Working for You

With the most thorough advertising campaign you ever saw—big, convincing advertisements that make your
customers hungry for BEARDSLEY'S SHREDDED CODFISH are being published continually in the news-
papers your customers read.

All youve got to do is to lay in a good stock, put it where people can see it and you’ll have a big sale
right away.

J. W. Beardsley’s Sons, New York

Don’t Depend
On a Dog

We know it is mighty hard work to convince the owner
that his particular dog isnt the best all around store
protector and the most voracious

Burglar Eater

on earth, but as a matter of fact thousands of stores
have been robbed where nearly everything was taken

, a | , except the dog—and they could probably have coaxed
him off if theyd had any use for him. Dogs are all right for pets, but when it comes to protection for money
books and papers they don’t stack up with a J’

First Class Safe

We have the right kind, the kind you need. Worite us to-day and let us quote you prices.

Grand Rapids Safe Co. @GgdRTnich



