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THE BABIES:
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Number

They Comfort Us In Our Sorrows, Let Us Not

Forget Them In Our Festivities

*86

SAMUEL L. CLEMENS was among the distinguished persons
called upon to deliver addresses at the banquet given at the Palmer
House, Chicago, on the evening of Nov. 13, 1879, *n honor of General
U. S. Grant, who had reached Chicago the previous day from his old
home at Galena.

The illustrious soldier had just returned from his triumphal
journey around the world, and there had gathered on this occasion
men who knew him at West Point, those who remembered him as a
leather salesman, soldiers who had served with him during the Mexi-
can and civil wars, as well as many of the most distinguished states-
men of the country.

The fifteenth and last regular toast at the banquet was “The
Babies: they comfort us in our sorrows; let us not forget them in our
festivities.” The response was by Mr. -Clemens (Mark Twain). He
said:

“l like that. We have not all had the good fortune to be ladies.
We have not been generals, nor poets, nor statesmen, but when the
toasts work down to the babies, we stand on common grounds—
[laughter]—for we have all been babies. [Laughter.] It is a shame
that for a thousand years the world’s banquets have utterly ignored
the baby— [laughter]—as if he didn’t amount to anything. [Laughter.]

“If you will stop and think a minute—if you will go back fifty or
a hundred years to your early married life— [laughter]—and recon-
template your first baby—you will remember that he amounted to a
good deal, and even something over. [Laughter.]

“You soldiers all know that when that little fellow arrived at
family headquarters you had to hand in your resignation. [Laughter.]
He took entire command. You became his lackey—his mere bod
servant— [laughter]—and you had to stand around, too. [Laughter.
He was not a commander who made allowances for time, distance,
weather or anything else. [Convulsive screams.] You had to execute
his order whether it was possible or not— !;roars]—and there was only
one form of manoeuver in his manual of tactics, and that was the
double-quick. [Shouts.]

“He treated you with every sort of insolence and disrespect—
Pau hter]—and the bravest of you didn't dare to say a word. [Great
aughter.] You could* face the death storm of Donelson and Vicks-
burg, and give back blow for blow, but when he clawed gour whiskers
and pulled your hair and twisted your nose you had to take it. [Roars.]

“When the thunders of war were sounding in your ears you set
your face toward the batteries and advanced with a steady tread, but
when he turned on the terrors of his war whoop-— [laughter]—you ad-
vanced in the other direction, and mighty glad of the chance, too. [Re-
newed laughter.] When he called for soothing syrup, did you venture
to throw out any remarks about certain services being unbecoming an
officer and a gentleman? t[Boisterous laughter.] No. You got up and
got it. [Great laughter.] If he ordered his pap bottle, and it was not
warm, did you talk back? [Laughter.] Not you. [Renewed laughter.]
You wient to work and warmed it. [Shouts.] You even descended so
far in your menial service as to take a suck at that warm, insipid
stuff— Iauahter]—just to see if it was right—three parts water and
one of milk— [tumultuous laughter]—a touch of su?ar to modify the
colic— [laughter]—and a drop of peppermint to kill those immortal
hiccoughs. [Roars.] | can taste that stuff now. [Laughter.]

“And how many things you learned as you went along! Senti-
mental young folks still take stock in that old saying that when the
baby smiles it is because the angels are whispering to him. Very
pretty, but too thin—simply wind on the stomach, my friends.
[Shouts.] If the baby proposed to take a walk at his usual hour, 2

o’clock in the morning— [laughter]—didn't you rise promptly
mark with a mental addition which would not improve a
school book much— [laughter]—that it was the very thing y-
about to propose yourself? [Great roars.]

“Oh, you were under good discipline— [laughter]— and
went faltering up and down the room in your undress an
[laughter]—you not only prattled baby talk, out even tuned t
martial voices and tried to sing 'Rock a-by Baby in the Tre
for instance. I[Great laughter ] What a spectacle for an Army
Tennessee— [laughter]—and what an affliction for the neighfv
for it is not everybody within a mile around that likes mititar
at 3 in the morning. [Laughter.]

“And when you had been keep:ng this sort of thing up for
three hours, and* your little velvet-head intimated that nothin*
him like exercise and noise— [laughter]—what did yon doF Y
ply went on until you dropped in the last ditch. [Laughter.]

“The idea that a baby doesn’t amount to anything! W
baby is just a house and a front yard full by itself. [Laughter
baby can furnish more business than you and your Interior £
ment can attend to. [Laughter.] He is enterprise irrepressible.
ful of lawless activities. ?Laug iter.} Do what you please you
make him stay on the res 1 [Great shouts.¥

“Sufficient unto the day is Olle baby. [Laughter.1 As long 3
are in your right mind you never pray for twins— [langl
there ain’t any real difference between triplet.- and
[Uproarious shouts.]

“Yes, it is high time for a toast to the masses, t
importance of the babies. [Laughter ] Think what is
present crop! Fifty years from now we shall all be
[laughter]—and then the flag, if it still survives, an-
may, will be floating over a republic numbering 20001
cording to the settled laws of our increase. Our pres
state— [laughter]—will have grown into a political Lev
Eastern. The cradled babies of to-day will be on dec:
well trained, for we are going to leave a big contract
[Laughter.]

“Among the three or four million cradles now roc
are some which this nation would preserve for ages, a
if we could know which ones they are. In one of tl
unconscious Farragut of the future is at this mot
[laughter]-—and putting in a worldl of dead earnest
erfectly justifiable profanity over it, too. [Laughter ]
uture renowned astronomer is blinking at the shir
with but a liquid interest—poor little chap—and worn
become of the other one they call the wet nurse. [Shot
the future great historian is lying—and doubtless will
— [laughter]—until his earthly mission is ended. In
ture President is busying himself with no profounds
what the mischief has become of his hair so early—
in a mighty array of cradles there are now some 60.0
seekers getting ready to furnish him occasion to gr
same old problem a second time.

“And in still one more cradle, somewhere under the Sag, the fu-
ture illustrious Commander-in-Chiet of the American armies is SO
little burdened with his approaching grandeurs and responsibilities as
to be giving his whole strategic mind at this moment to trying to find
some way to ﬂet his big toe into hi? mouth— Hlaughter]—an achieve-
ment to which, meaning no disrespect, the illustrious guest of this
evening turned his attention some fifty-six years ago, and if the child
is but a prophecy of the man, there are mighty few who will doubt
that he succeeded.” [Laughter and applause.]
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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 N 2 >

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

of every State in the Union, j*

The Williams Bros. Co.

Manufacturers

Picklers and Preservers Detroit, Mich.

“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.

MONEYWEIGHT SCALE CO.
58 State Street, Chicago, Illinois
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A FOOL'S JOB.

A man much in earnest uses short
words and short sentences. Busy
only with the main thought its ex-
pression never troubles him and, best
of all, there is no doubt as to what
he means. So when a certain citizen
was up for discussion the other day
and various opinions had been suc-
cinctly stated one man closed the talk
with the remark that Robinson had
a fool's job on his hand; he was try-
ing “to baffle God!” There was
moment of silence and then the gath
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It does seem as if dishonesty should %tions mean  where in
have found out by this time that the Jstrongholds Democratic
deed will be sure to result in disas- for public position have
ter. The daily record of that crime ed. Abuse of power is :
puts it down in black and white that [Its merited ret-vard and
the end is detection and punishment, fculges in that abuse is si
yet only a day or two ago the loot- the inevitable consequeno
ing of the Western mail coach as a Men engage in busines:
single instance only strengthens the thew tell us, for their he
idea that they who concocted and car- energy of body and soul
ried out the villainy are confident that jprop>erly so, fer the at
this time the thieves will get away lcommereiai gaiia. Fair an
with the money scotfree. Therein first. they get on ineb 1
lies the mistake. There will be a bit jfoot by foot ami finally to
of oversight somewhere and one of Ifor goal when
these days the paper's glaring head- Novi look out, and the
lines will proclaim the fact that the needed.  Encroachment
robbers are caught; it turned out aicroachment, advantage i
fool's job after all; the Maker of the |tage are gained ; >t and then
eighth commandment is not to be baf- go the thumbscr
fled and whoever undertakes to do
that will know that the job and its sets in. Market;
carrying out were the work of a fool, jcornered. Mono]
with all the clumsy fingermarks of jand aim of tr;
the fool to proclaim the fact. overcome. Reba

Good and evil, God and devil, have [Men are pushed
been, are and always will be antag-1
onists to the end of time and ahvays
with the same, the inevitable result; ,
good in the end will prevail;, and it|remedial lesnslat

Number 138!

enng scattered with a single rejoin-lis the task of humanity, recognizing!

der by one of them; “Yes, and there that fact> so to favor the g°°d as t |hence th? revolt!
are too many Robinsons to-day a treduce the number of these jobs t |better things.
work Oh the sarmejoB Ithe minimum, so that even the fool Politics and bu

Is there anything in this? Has hu- will become wise enough to let them all the instances t

manity reached that point where (:er—,IpIOUSIy alone. are more plentifi
tain specimens of it are ready to try! AN OLD COMPLAINT, Every one of o
conclusions with the Most High? Is What has been called Bourbonism same idea. We v
the contest between good and evil, js not confined to royalty or to the low. Consider tl
begun in Heaven and continued in gistinguished line of things from comes first to m
Eden, if we can rely at all on Mil- ypich" has come its name—leaving
ton’s story, to be carried on here and nothing and remembering nothing. It
new between Good—it is God’'s name|seems to be centralized, that I3 a... ithe tre
misspelled—and evil, which lacks only The same old fact has been known ‘.°\\r
tie to make it stand for the com- from time uncounted and history finds
p.ete idea; and is it possible that hu- here its best illustration-the abuse
man presumption has gone so far as of power. That is what is turning the

to believe that it can go on with the [-world to-day upside down. Men cov- Xt venture.

It is foolish tc

struggle in the devil's place and win: “et 4 position, wesrk for it, win it, abuse jiearn, The only answer is th

The question is as absurd as the idea
behind it and yet that idea accounts
remarkably for the wickedness going
on in the world.

Aside from the exceptions that con-|
firm the rule, there is no more gen-
erally conceded fact than that “mur-
der will out” and that “the wages of
sin is death,” and yet the morning
paper will be an unusual one if it does
not give the account of more than
one murder within the last twenty-
four hours. These murderers are sure
to be apprehended, condemned and
punished—conditions that are sure to
take place. Is the criminal laboring
under the belief that he is so much
keener than Cain and his followers
as to outwit his pursuers and escape
vengeance of the law and the brand
upon his forehead that the Avenger
placed there? Surely God is not
mocked and he who tries to mock
Him will sooner or later find out
how he has blundered.

it and down thi:y go. It is supposa- 1do and whether it is politics
; the lesson would be nes:; or the other and the ct
rivilege, position  or jconcerns of life it will be &
that thing lors. Man- jsame old story and ;t= out'Oi
dances learns nothing ing, winning, abusing and lo
and forgets nothing, and so dynastie a tale told sigi

rise and fall and the story sometime;

written down passes into oblivion BIG ME.

Rome rose, wrong wn ruin and j Amusing but prove he scr
been faith- now waging in a Wssstern town. T
undertaking 1-City Beautiful" ide;

that civilization knows

Politically we see w t is taking jpart of the comffiuni

place. Party lines are  isening and jmarked progress has been r

for this one reason. Each party be-

gins a needed existence. Wearily and Th.

worthily it works its way to the

front. It wins and rejoices and. ex-

ulting in its strength, it becomes

headstrong and willful and overbear-

ing and then, abusing its privilege,

down it goes. That is what Cannon-

ism amounts to; that is what men

mean when they denounce Aldrich-

ism, and that is what the recent elec- luai rights. The ordii mce, notwith-
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SAVED THE BOARD.

Letty Baxter in Behalf of Co-opera-
tive Effort.
Written for the Tradesman.

When the Weekagon Board of
Commerce had reached the advanced
age of six months and with but two
of the meetings provided for in the
constitution and by-laws showing any
report of proceedings of the organi-
zation, Bethuel Hudson observed:
“The business men of the town are
all right on gettin' woke up once in
awhile, but no good at ploddin’ and
peggin’ away.”

At this the Secretary, who was per-
forming the duties of his office as
a matter of glory, said: “They're a
bunch of quitters; that's what they
are.”

These comments, overheard by two
or three townsmen who happened to
be trading in Hudson's general store
when they were uttered, were not
long in percolating through the va-
rious business establishments along
the main street of the village, with
the result that three members of the
Board of Directors—that number be-
ing required by the rules and regula-
tions—visited the Secretary and re-
guested him to call a general meet-
ing of the Board for the following
evening.

“Of course I'll call it,” said the
Secretary, “but it won't dc no good;
they won't come out.”

“l guess they’ll come,” said one of
the directors, “if you tell ’em they’s
to be a discussion between D. Daniel
Sheppard and the Hon. Linus Baxter
or. ‘What Weekagon Needs.’”

The guess was a good one because
Mr. Baxter was not only a pioneer
but the wealthiest man in the place
and a man who, although he owned
the big mill in the town and was
President of the leading bank and
mainstay supporter of the largest
church in the little village, had stead-
fastly refused to join or in any way
recognize the Board of Commerce.

On the other hand, D. Daniel Shep-
pard was a native of an adjoining
township who all through his youth
had been known as “Dan.” Brought
up on a farm, a good worker, he had
overturned his boyhood record by
disappearing from Weekagon and re-
appearing after seven years’ absence
a college graduate and a lawyer who
had been admitted to the bar and
worst of all, a chap who “parted his
name in the middle.”

Incidentally and in a somewhat
suggested manner it had been the
habit of the Weekagon people to sus
pect, almost believe, indeed, that as
one of the townsmen put it: “He’s a
keener in business an’ stands to make
a lot more money.”

Not only did every one of the
eighty-four members of the Board of
Commerce turn out for the meeting
but—through the efforts of the Secre
tary and of D. Daniel Sheppard and
two or three of his friends—about as
many more citizens, not members of
the Board, were on hand, as were
twenty-five or thirty ladies, a major-
ity of whom were young. The little
meeting room of the Board being
entirely inadequate the audience, up-
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on the suggestion of the President—
who had been busy over the tele-
phone—adjourned to the Council
Chamber on the second floor of the
fire engine house and as the crowd
moved up the street to the next
quare other people joined it so that
when the discussion began it was be-
ore an audience of nearly 250 men
nd women—a very large crowd for
Weekagon and almost unthinkable
for a Board of Commerce event.
Calling the meeting to order the
President expressed his pleasure over
the interest shown upon the occa-
ion, thanked those before him for

ly engaged in chasing up the moon.”

When the applause which greeted
this summing up had subsided the
audience heard: “Mr. President?” in
a clear, sweet voice and to their as-
tonishment they saw Letty Baxter
upon her feet and when she had been
recognized by the President they
heard her apologize for the interrup-
tion and enquire: “May | put a ques-
tion to the speaker?”

Mr. Baxter, very evidently delight-
ed by his daughter’s self-reliance and
initiative—for she was the pride of
his heart—readily nodded his acquies-
cence as the President by responding,

their presence and added: “This meet-j certainly.”

ing is for the sole purpose of pro-1

moting the civic, educational, indus-
rial, commercial and social interests
d our village and it is an open meet-
ing. We will be very glad if any one
here has any suggestions to offer or
>ry questions to ask that we may
lear from them freely.” He then in-
;roduced “the Hon. Linus Baxter.”

It was noticeable as the gentleman
arose, addressing “Mr. President, la-
dies and gentlemen,” that his eyes
were directed in a surprised sort of
way toward a group of five young la-
dies at the right and in front of the
platform, and that his younger
daughter, Letty, was one of the quin-
tette, smiling, a bit coquettish and
really pretty, even although she re-
turned a respectful bow to the nod
of recognition given her by her fa-
ther.

Mr. Baxter was well groomed, rath-
er impressive in his frock coat and
by virtue of a set smile and more or
less of the rubbing of palms togeth-
er suggested the young superinten-
dent of a Sunday school about to ad-
dress the pupils upon some mission-
ary appeal. His talk, however, was
nothing of the sort. It consisted of
a review of the peace, industry, thrift,
economy and contentment of Weeka-
gon during the administrations of
Presidents Grant, Hayes, Garfield and
Arthur “when, as a community, we
believed in and relied upon each oth-
er implicitly and not once awoke to
any abuse of our confidence and
trust.” He idealized the old town,
“asleep but honest;” drew pretty pic-
tures of the intimate community re-
lations, free from avarice, jealousy
and scandalous gossip of things at
home or abroad. “We had no rail-
ways, steam, trolley or third rail; we
had a mail each way daily by stage
coach, and we teamed our products
out and our purchases in; we had no
telephones, no electric lights, no air-
ships—and we were happier, more
contented and more prosperous than
we are to-day.” Then, for he was a
forceful speaker when aroused, he
made a spirited assault upon modern
conditions, arguing that the people of
te-dav are “being civilized away out
of and beyond the limits of civiliza
tion. We are transforming ourselves
into a multitude of reckless, unscru-
pulous, hopeless, materialistic luna-
tics with pretense, envy, insincerity
and vanity as our dominant charac
tcristics. There is no such thing to
day as genuine, deep seated respect
and affection for the old roof-tree and
for the forefathers who did so much
for us; we are, every one of us, large

“May | ask the gentleman,” said
Letty, “if he intended any individual,
personal reflection in his reference to
the present day lack of respect and
affection for our forefathers?” And
the girl remained roguish and full of
laughter while her father assured her
that he was speaking generally; “not
of any individual nor community spe-
cifically but of all of them as an en-
tity.”

"What Weekagon needs,” contin-
led the gentleman with a broad grin
after the tumult caused by his daugh-
ter’s enquiry was over, “is the devel-
opment of a rational, conservative
and sincere spirit of harmony in liv-

up to an absolute practice of loy-
alty to our town and to ourselves.
We do not need to run off after every
new theory or notion evolved by some
city or some association or committee
somewhere else. We have every-
thing we need right here at home—
intelligent, upright men and women,
a righteous citizenship, as prolific a
territory surrounding us as can be de-
sired, splendid industrial resources,
good schools, plenty of churches,
good newspapers and a climate which
3 not surpassed. What we need most
to do is for each one of us, each for
himself as well as for his fellow citi-
zens, to live honestly and industri-
ously, thriftily and with fairness to
all and so with perfect fairness to our
village and all of her interests.”

As the little chamber shook with
the clapping of hands and stamping
of feet and before Mr. Baxter had
taken his seat Miss Letty was again
on her feet with her question of privi-
lege and, being recognized, she asked:

“While | agree quite thoroughly
with nearly everything you have said,
permit me to ask what would Weeka-
gon have done for electric lights had
it not been for the coming of the elec-
tric railway from eighty miles away?

The father winced even although
smiling as he replied: “Well, we got
along a good many years with kero-
sene, didn't we?”

“And why was it,” she continued
“that you substituted an electric mo-
tor in your mill for the oil boiler and
engine if not because, nearly sixty
miles across the country, the Pentacit
River Light & Power Co. brought
better and cheaper power into our
town?”

“Exactly,” responded Mr. Baxter.
“Just as | said. We have splendid
industrial resources; we have them—
have them now and do not need to
go elsewhere for them.”

“But we had to go outside to get
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them,” volunteered Letty as she took
her seat amid shouts of laughter.

“1 shall have very little to say in
response to the gentleman who has
preceded me,” said D. Daniel Shep-
pard after his introduction, “because
much of what he has said and sail
so much better than I could possibly
have attempted to present it—as |
fully intended—leads me to suspect
that somehow or other he had ac-
cess to my manuscript before he de-
livered his address.”

No one laughed more heartily at
this time honored device of the ha-
bitual speechmaker than did Mr. Bax-
ter so that Sheppard was greatly re-
lieved by the manner in which he re-
ceived the suggestion and this
prompted him to continue: “I fully
agree with the gentleman as to unit-
ed, co-ordinate action upon the part
of a community. The city or village
which is unable to develop co-opera-
tive effort toward a common cause is
most unfortunate.”

Then the young man took issue
as to the superior conditions existing
twenty or thirty years ago by com-
parison with conditions to-day. “It is
pleasant and natural for those who
were in their prime many years ago
tc look back upon the friends, the
homes, the old red schoolhouse and
1 that of those dear delightful days;
but the purely sentimental in such
reminiscences is not able to stand the
test of to-daj\ We must, every com-
munity and every individual, keep go-
ing to-day or very shortly we will
be unable to catch up: It is so in all
of the trades, in every profession, in
commerce and all the arts and sci-
ences. Indeed, it is so in love af-
fairs, in politics and in financial af-
fairs.”

“May | ask,” enquired Miss Letty
in a high, clear voice which every-
body recognized and smiled at, “if
the gentleman speaks from actual
knowledge?”

“Thank you for the enquiry. | will
reply,” said Sheppard, “by asking
you if you have any knowledge as
to the whereabouts of the manuscript
of my address which | loaned to you
three days ago?”

Instantly the audience was in an up-
roar. Mr. Baxter threw his hands-
and arms into the air as he leaned
back in his chair and shouted with
laughter, while President Hudson
hammered the table with a paper-
weight and shouted, “The meeting
will please come to order.”

Meanwhile the four young ladies
with Miss Baxter escorted that lady
to the platform and she, with be-
witchingly assumed formality, pre-
sented the folded manuscript to Shep-
pard, saying, “l think it has served
its purpose admirably.”

Then the father stepped to the
front of the stage. The audience was
ponderously silent—in a maze of
wonder.

“Fellow citizens and friends,” said
Mr. Baxter, “I have been awakened
from my sleep of thirty-five and forty
years ago and the awakening has been
caused by my friend, Mr. Sheppard,
and my daughter. The entire proceed-
ing upon this stage this evening, so
far as Mr. Sheppard and myself are
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concerned, was planned by my daugh-
ter. She practically dictated—from
Mr. Sheppard’s manuscript—the little
talk | have given you. Her inter-
ruptions and questions were her own
and unexpected by me. She dared
me to say not only what | believed
but to back my statements by what
Mr. Sheppard believes.”

“Yes—and pardon me,” said Mr.
Sheppard, interrupting Mr. Baxter,
“and Miss Baxter dared me to let her
see my manuscript and said if | did
not | would be sorry—be made to
‘look like thirty cents,’ to use her ex-
act words.”

“And now let me tell my story, Mr.
President,” said Miss Letty as the
audience once more lapsed into a
condition of quiet attention. Then she
told how her mother and herself had
long felt that the husband and father
should become a member and sup-
porter of the Board of Commerce;
that they had discussed the matter
with the father and with friends, Mr.
Sheppard among others. At last, the
father consenting to join the Public
Welfare Association, Mr. Sheppard
and herself had plotted to make the
father’s first appearance as an advo-
cate of co-operative effort one that
would be of value to the organiza-
tion—and so this joint discussion was
arranged.”

“Go on, Letty, tell it all,” said the
father, who stood at her side.

No, let Daniel tell that,” she
urged.
Thereupon Mr. Sheppard merely

observed: “l can add only that Mr.
Baxter and his daughter, as well as
myself, are so firmly loyal to our
town and so strong in our faith as,to
the value of co-operative effort that
at 5 o'clock next Saturday afternoon
at Mr. Baxter’s residence Miss Bax-
ter is to honor me by becoming Mrs.
Sheppard.”

The Weekagon Board of Com-
merce was saved. Before the wed-
ding forty-one new members were re-
ceived into the organization and
every one of the 125 members was
present at the union of the happy
pair.

Moreover, to-day, with a member-
ship of over 200 men—a membership
that works as well as pays its dues—
the Weekagon Board of Commerce
has wrought exceptional benefits up-
on the town, industrial, commercial,
educational and social values far
greater than are represented by the
eight years of annual dues paid by
the members since the day of the
wedding. L. F. Rand.

An Eye To Business.

H. G. Wells, the novelist, tells a
story of a gentleman next to whom
he once sat at a public dinner. The
conversation had turned upon one of
his own books and Mr. Wells had
said something to the effect that
“were there no self-seekers the world
would be a very Utopia.” This neigh-
bor promptly observed, “lI maintain
that all water used for drinking and
culinary purposes should be boiled at
least an hour.” “You are a physician,
I presume?” suggested the novelist.
“No, sir,” was the unexpected reply,
“l am a coal dealer.”
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State Convention of Gideons at Lan-
sing.

Detroit, April 26—The Michigan
Gideons elected the following officers
for the ensuing year at their State
convention at Lansing Saturday and
Sunday, April 23 and 24:

President—Gordon Z. Gage,
troit.

Vice-President—L. Van Delinder,
Lansing.

Secretary and Treasurer—Jacob J.
Kinsey, Saginaw.

Chaplain and Field Secretary—W.
S. Sly, Lansing.

The membership

De-

expressed their

A. B. T. Moore, National President

entire satisfaction with the manage-
ment during the past year and put at
the front to lead them again Messrs.
Gage and Kinsey, to be aided by
Messrs. Van Delinder and Sly.

During the convention $131 was
raised to place Bibles in Lansing ho-
tels. The following were present and
occupied these pulpits Sunday morn-
ing:

First Baptist—A. B. T. Moore, Ce-

Gordon C. Gage, State President

dar Rapids, and Aaron B. Gates, De-
troit.
Central Methodist — Major Cole,
Adrian, and Gordon Z. Gage, Detroit.
First Congregational—C. F. Lou-
thain, Grand Rapids; T. A. Adams,
Lansing, and L. D. Jones, Buchanan.
North M. E.—John Adams Sherick,

3

IEBrand Rapids, and F. W. Redfern, f Pontiac is growing. One concern

Lansing.

North Presbyterian — W.
Lansing, and D. W. Johns,
Rapids.

South Baptist—N. P. Colling, Yp-
silanti; W. Murich, Detroit, and Ray
Biakman, Flint.

First Pro. M. E.—Jacob J. Kinsey,
Saginaw; L. Van Delinder, Lansing,
and A. Cameron, Kalamazoo.

First Presbyterian—L. E. Allison.

Grand

| there recently let the
S.  Sly, jbuild 500 houses, which wifl rent from

contract to

$ro upwards. At least 200 of them

jare to be ready for occupancy this

Almond Gmfen.

|fall.
I )
Europeans Use AQ Cuts of

J “Only 11 per cent, of the carcass

Inets me as much per pound as the

jlive animal costs on the hoof**

la retail butcher the other day. If he

Chicago, W. A. Spooner, Ithaca, and jwas right, which seems probable, be

IW. F. Parmelee, Kalamazoo.

Gideon wives were present as fol-| more than a third of the

must have been a poor critter. Not
re-

lows: Mrs. Jacob J. Kinsey, Mrs. Gor-i tails for as much per pound as the

Johnson,
W. A
and

don Z. Gage, Mrs. F. H.
|IMrs. C. F. Louthain, Mrs.
Spooner, Mrs. L. Van Delinder
Mrs. T. Adams.

Iwhole carcass costs at wholesale.
would have been nearer the mark.
but even that is a poor showing to
the butcher who is honestly striving

Brothers in attendance: W. G. Ban-jto make a living without overcharg-

croft, Lansing, S. W. Severance, Lan- fmg his customers.
| that the American housewife too oft

sing, F. W. Wiese, Greenville.
The convention will be long

re-

The trouble is

|e® has never learned to cook. When

membered as full of interest and the |she was young she was either "in

Spirit Aaron B. Gates,

What Other Michigan Cities Are Do-
ing.
Written for the Trad?esman.

“Boost for a Busier and Better Me-
costa County” was the spirit shown
at a meeting of the young business
men and farmers, held at Big Rapids
April 20. It is planned to pull to-
gether for the development of the
fruit and general farming interests
of the county. A mass meeting will
be held soon to inaugurate an adver-
tising campaign.

Cadillac is also adopting the plan
of interesting farmers in the lands ot
that vicinity. One of the city's influ-
ential lumbermen suggests that the
city buy up 200000 acres of land
there and sell it on easy terms t
colonists from Ohio, Indiana and
other states.

Dowagiac and Eau Claire will be
connected by electric road this year.
The contract for grading and culverts
has been awarded.

Frankfort anticipates a prosperous
resort season. One of the lake trans-
portation lines writes the Board of
Trade that, beginning May 1, ten-ride
family commutation tickets, Chicago
to Frankfort, will be sold for $30, a
big reduction over the regular rate
of $ per trip. Armour & Co. also
promise to enlarge the canning fac-
tory at Frankfort, employing 300
hands.

Owosso has been promised new de-
pots by the Grand Trunk and the
Michigan Central railways. The State
Railway Commission will meet there
April 29 to learn if possible the needs
of the city with reference to new sta-
tions.

Kalamazoo expects that the pres-
ent census will show fully 40,000 peo-
ple there, as compared with 24,404 in
1900.

A warehouse for storing agricultur-
al tool handles exclusively, the larg-
est of its kind in the world, is being
built at Jackson. The building is
of reinforced concrete, fireproof
throughout, 80x150 feet, three stories.

Michigan is fringed with summer
resorts. The Port Huron Association
is mailing 20,000 booklets describing
the charms of Lake Huron and the
beautiful St. Clair River and 5000
visitors are expected.

jbusiness” or devoted her life to pieas-

ure, leaving her mother to prepare
She meals and keep the house m >r-
der. Then she got married and wrt
no initial preparation was faced wit
the problem of cooking dinners am
practicing domestic economy whbxci
she never learned. A steak or choc

>k them at all she succeeded s
badijr that she soon dwiXwes a dis*
taste for them and taught her bus
[band to share it.

Up; until recemtly this did not mat
ter very much. for meat was piencifu
and theap and if she bought extraira
lgantliy and wasted much of what sh<
&lght the family income was strffi
cient to hide her deficiencies and ai

right in the end. Now, how-
[ever. she is laced with short supplies
of meat and Oonsequent high price:
and is casting about for a way on:
of the dilemma. Germany and Francs
ipet the same problem many year-
ago, and they met it by cooking. The
housewife of Europe has long known
the art of preparing tasty, nutritious
(dinners from what we in America are
wont to dispose as the “coarser” cuts
of meat. Indeed, in many European
households such dishes are actually
preferred to chops and steaks. Con
sequently, the butcher has a real de-
mand for all parts of the carcass and
gets a good price for what he al-
most gives away in this country.

Unrecognized.

There came a knock at: the door.

The man of tlle house answered il

“Good morning, sir.’r said the call
er. “Don't yoU want—J"

“l don't want: anytlling!” snappei
the man of the house,, slamming th
door in his face. “Ding these ped-
dlers!”

It was a fateful mistake.

The stranger had come to make
him an offer for his house and lot.
which he was trying to sell.

Opportunity had knocked at
door and had been repulsed.

his

The most harmless amusement is
poisonous when it is the only food
your heart gets.
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Movements ofMerchants. jngs, have formed a copartnership

Manton—R. W. Hitchcock has and will open a bazaar store here
opened a jewelry store here. shortly.

Ishpeming—James R. Miners has] Buckley—Charles Dawson, druggist
engaged in the tailoring business. at this place, died Sunday at Manis-

Cadillac—R. C. Foster, of Detroit, tee. The funeral took place Tuesday
will open a grocery store here short- under the auspices of the Knights of
ly. | Pythias.

Big Rapids—John Ward succeeds Tecumseh— Kenneth Hay and Clar-
Henry Doucette in the meat busi- lence Simmonds have formed a co-
ness. ipartnership and purchased the con-

Lansing—J. E.Wood, recently of Jfectionery stock and bakery of Fred
DeWitt, has engaged in the furniture jAldrich.
business. I Quincy—The H. E. Lepper dry

Jackson— Maurice W. Jackson has goods stock has been purchased by
opened a grocery store at 702 EastjC. E. Wise, formerly of Coldwater,
Main street. jwho will continue the business at the

Grand Haven—James Bolt will en- same location,
gage in the grocery business herej Saginaw—A. A. Smith has sold his
about May 1 grocery stock and fixtures to G. E.

Detroit—The Telfer Coffee Co. has Ma-r, who will continue the business
increased its capital stock from $50,-|at the same location as a branch to
000 to $100,000. jhis Union avenue store.

Stittsville—Naldo Yeomans hastak- West Branch—The West Branch
en charge of Barney Stratton’s gro- Co., Limited, has been incorporated
eery store here. Jwith an authorized capital stock of

Jackson—Lewis & Clapp have clos- $3,000, all of which has been subscrib-
ed out their stock of meats and re-!ed and paid in in cash,
tired from business. 1 Ludington—Ambrose Knight, re-

Quincy—A. L. Lytle, for fortycently of Cleveland, Ohio, has pur-
years in the hardware business here, chased the jewelry stockof Cyrus
has made an assignment. Jarette and will continue the busi-

Sparta—M. A. Hummell has sold jness at the same location,
his bakery to Mrs. Sarah Brown, who Grand Ledge— M. H. Maier has pur-
will continue the business under the chased the interest of his partner in
same style. the firm of Maier & Soper, harness

Eaton Rapids—L. O. Hoxie, form-(dealers, and will continue the busi-
erly of Fenton, has leased the Knapp (ness under his own name,
building and will open a bazaar store I Muskegon—The Muskegon Dock &
about May 1. | Dredging Co. has been organized

Kalamazoo—C. W. Vanderbile has with an authorized capital stock of
opened a bakery and confectionery $6,000, all of which has been subscrib-
store here under the style of the jed and $3000 paid in in cash.

Home bakery. Muskegon—The L O. Loveland &

Jessie—DeCosta M. Putnam has Co. drug stock has been purchased
sold his stock of general merchandise Iby J. L. Congdon, who will consoli-
to George Jarvis, who took immedi- date it with his own which he has
ate possession. moved here from Pentwater.

Otsego— McAllister Bros., of Mon-| Hancock—Gusse & Rein, dealers in
terey, have purchased the grocery ;groceries and meats, have dissolved
stock of L. J. Philo and taken imme- | partnership, B. Gusse taking over the
diate possession. | interest of his partner and continuing

Kalamazoo— Saul Solomon has pur-|the business in his own name,
chased the Daniel Aach dry goods Muskegon—Otis E. Cutler has sold
and notion stock from Receiver Stev- jhis grocery stock to A. H. Medena
en G. Earl for $3600. and Walter Bassett, who have form-

Port Huron--David McTaggart & ed a copartnership and will continue
Co., book and stationery dealers, will the business at the same location,
open a branch store in Detroit under | Saginaw—A new company has been
the management of Walter Wright, (organized under the style of the Ajbee

Petoskey—The J. Greenberg bank- jKraut Co. with an authorized capital
rupt crockery stock was sold at trus- stock of $10,000, all of which has been
tee’s sale, April 26, to Robert
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John De Vries, in the Hastings Res-
taurant & Baking Co. and will con-
tinue the business under the same
style.

Bay Gty—The grocery firm of
Baumgarten Bros, has been dissolved
and will be succeeded by Baumgarten
& Kelly, Charles Baumgarten selling
his interest in the stock to J. H.
Kelly.

Lansing—A new company has been
organized under the style of the
Longstreet Lumber Co., with an au-
thorized capital stock of $65,000, all of
which has been subscribed, $4,081.64
being paid in in cash and $60,918.36
in property.

Freeland—W. E. Laur and O. A.
Beach, of this place, and Mr. Laur,
of Onaway, have leased the canning
factory at Shepherd with an option
to buy. They will put up baked beans
at present and, if successful, will move
the factory here.

Otsego—Fred Tubbs, of the hard-
ware firm of Sherwood Bros. &
Tubbs, has formed a copartnership
with John S. Brock and will engage
in the furniture and undertaking busi-
ness here about May 1 under the
style of Tubbs & Brock.

St. Johns— Noble Burnett, who has
been employed by John C. Hicks in
his dry goods store for several years,
has made arrangements for the store
in the Steel block, recently vacated
by Harry E. Mack and expects to put
in a stock of dry goods, in the near
future.

lonia—Louis H. Morgenthaler has
taken over the interest of his late
partner, Frank Williams, in the drug
stock of Morgenthaler & Williams,
thus becoming sole proprietor of the
business with which he has been con-
nected for more than thirty consec-
utive years.

Ludington—Frank Loppenthien has
leased the building next to the Palmer
House, where he will open a drug
store between May 10 and 15. For
several years Mr. Loppenthien has
been in the West and Southwest, re-
turning to this place from the City
of Mexico the first of the year.

Wyandotte — Complaint has been
filed by the J. B. Ford Co. in the
Federal Court before Judge Swan
protesting against a new schedule of
freight rates on soda ash announced
by the New York Central, the Michi-
gan Central and the Lake Shore rail-
roads, to go into effect May 1. The
company asserts that the proposed
rates are exorbitant and discrimina-
tive. It asks an injunction until the
railroads can show cause for estab-
lishing the rates they propose, which
it says would make its freight cost
it $30,000 more per year.

Calumet — Representatives of the
Chicago Association of Commerce
will visit this city and other Copper
Country towns on Saturday, June 18,
and will likely spend both Saturday
nd Sunday in this district- It has

C-;subscribed and $2,000, paid in in cash, jbeen proposed that the business men

Ames, trustee and principal creditor-. 1 Detroit—The Home Furniture Co. here meet in the near future for the

Dighton—AHen Clark has sold his jhas been incorporated with an author-

purpose of appointing committees to

interest m the meat roathet here to fried capital stpoh od $6,099, oi which [confer with the business tnen o-f oth~
his partner, James Curtice, who will $3000 has been subscribed., $t.too he- Ur towns of the dtisif-iot regarding the

eoatiaoe the busmen aspes own jins paid in in cash and
nntno. ) letty*

ffoJdaad—W \Y, Cnshios., of <@rant ffasting%=R-. Ch Coates has
Rapid

(entortninmont for- the ejected
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than with any other city in the coun-
try and Chicago jobbers consider the
Copper Country one of their richest
and best markets.

Cassopolis—Thomas W. Holmes, of
Marcellus, has filed in the Circuit
Court a bill for an accounting against
James Detwilder. These two men
formed a copartnership at Marcellus
in October, 1908, and opened a gro-
cery and meat business, each man
putting in $1400 in money. They
dissolved partnership by mutual con-
sent on October 11, 1909, and the
collections were in Detwilder’s hands.
Holmes claims that Detwilder never
showed him the books or made any
settlement with him and refuses to
do so, and the suit is to effect a final
settlement.

Manufacturing Matters.
Detroit—The Waccamaw Lumber
Co. has increased its capital stock
from $1,000,000 to $1,600,000.

Detroit—The Oldberg Manufactur-
ing Co., manufacturer of mufflers, has
increased its capital stock from $10,-
000 to $20,000.

Wacousta— The entire plant occu-
pied by the Wacousta Milling Co.
was destroyed by fire April 24. An
estimate places the loss on the mill
and contents at $16,000, with $2000
insurance.

Mendon—James Nixon, who has
operated the Carlisle Mills for sev-
eral years, has purchased the prop-
erty and will continue the manufac-
ture of flour and mill stuffs under
his own name.

Detroit — The Detroit Carbureter
Co. has been incorporated with an
authorized capital stock of $25000,
all of which has been subscribed,
$3,06250 being paid in in cash and
$12,750 in property.

Marion—The Marion Wood Work-
ing Co. has engaged in business to
manufacture lumber and lumber prod-
ucts. The new corporation is capi-
talized at $4,000 common and $2000
preferred, of which $3000 has been
subscribed and paid in in property.

Elsie—A Circuit Court jury recent-
ly gave C. E. Burr, G. Pershing and
George P. Casler a verdict for $193
against the individual stockholders of
the defunct Elsie Cheese Co. This
verdict opens the way for the sever-
al dozen creditors of the concern,
who to all appearances had lost theii
claims, as the company is without as-
sets.

Orion— The Universal Implement
Co., financed by John Winter, of De-
troit, will begin construction of its
new factory here next week. The
site will be on the land owned by Mr.
Winter just north of the Electric
Light & Power Co.’s paint. The fac-
tory will be a twro-story brick pier
and glass, with a frontage on Main
street of about 105 feet and a width
of 22 feet- Construction will be ar-
ranged so that a third story may be
added if needed, The contpany wdjt
obtain poiyer from the eleptric plant-
The factory- y(iif nut opt, the maUU-
fnctnre of inpietaents in gV in

in prepr. fatraogiaar for- a fitting teoepdioa %vflofndtng potato ffantw®*, potato %ort—
feta,, land rettera %fid pos&rbiy nniomo-
pwr- ora. The towns ed the Copper CootY jbile parts~. The factory will ewploy
nd G. ft RenedreT. ed Mast-jchased the interett od his pattaet», try do »ore be%oet% with Chicago j%exenty—-bxe to too men.

ju
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The Sintz-Wallin Co. has increas-
ed its capital stock from $60,000 to
$90,000.

O. L. Heath has opened a grocery
store at Sharon, having purchased the
stock of the Judson Grocer Co.

The Doxtator Revolving Case
Shelving Co. has changed its name
to the Sanitary Revolving Case Co.

A new grocery store has been open-
ea at Whitneyville by O. Fountain,
the Judson Grocer Co. furnishing the
stock.

R. A. Hall has engaged in the gro-
cery business at Slocum Grove. The
Judson Grocer Co. furnished the

stock.

A new grocery store has been open-
ed at Sand Lake by Alfred Giddings.
The Worden Grocer Co. furnished the
stock.

S. M. Frost has engaged in the
grocery business at 1200 Fifth ave-
nue. The stock was furnished by the
Judson Grocer Co.

W. H. Trombley has opened a gro-
cery store at Traverse City. The
stock was furnished by the Lemon &
Wheeler Company.

J. Whitefleet, of Ottawa Beach, has
engaged in the grocery business
that place, purchasing his stock from
the Worden Grocer Co.

E. B. Fick has engaged in
grocery business at Traverse
having purchased his stock of
Lemon & Wheeler Company.

The Produce Market.
Asparagus —$2 per crate for
nois.
Beets—$1.50 per bbl.

City,
the

the (unchanged prices—$3(0)350 per
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PRODUCE MARKET

Cucumbers — Hothouse, $1.25 per
doz.

Eggs—The market is firm at a de-
cline of ic per dozen from a week
ago. The receipts of fresh eggs are
fairly liberal and the consumptive de-
mand is good, also the speculative de-
mand. The quality of the eggs now
arriving is the finest of the year, and
the outlook is for a continued steady
to firm market until the storage sea-
son ends, which will be as soon as
the weather settles warm. Local deal-
ers are paying 19c f. o. b. shipping
point, holding case count at 20c and
carefully selected stock at 2lc.

Egg Plant—$175 per doz.

Grape Fruit—Florida is steady at
$325 per box for 96s, $350 for 80s
and $4.50 for 54s and 64s. Cuban is
50c per box less.

Green Peppers—$3 per 6 basket
crate from Florida.

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

Lemons—The market is steady on
the basis of $4@4.25 per box for both
Messinas and Californias.

Lettuce— Hothouse leaf, 12c per
Ib.; head, Southern stock, $150 per

jhamper.

Onions — Texas Bermudas com-
mand $1.75 per crate for yellow and

at i$i 85 per crate for white; home grown

gieen, 15c per doz. bunches.
Oranges—Are moving very well at
box
for California Navels.
Pieplant—75c for 40 Ib. box.
Potatoes — The market continues

(dull, as sellers are more numerous

than buyers. Prices are nearly the
same as last week, which is about
as cheap as they can get. New pota-

jtoes are in good supply, but the de-

Butter— Elgin prices have declinedjmand is just moderate as the price

3c, in consequence of which
handlers have reduced their
tions to 29c for tubs and 297c for
prints; dairy ranges from i8@19c for
packing stock to 23c for No. 1; proc-
ess, 25@26c; oleo, 12@2ic.

ceipts are exhibiting better quality

local s still around $2(0)225 per bu. for
quota- |Forida.

Poultry— Local dealers pay 16c for
fowls and springs; 10c for old roost-
ers; 15c for ducks; 8@ioc for geese

The re- and i6@i7c for turkeys.

Radishes—25c¢ per doz. bunches for

every day and will likely show an in- iround; 30c per doz. for long.

crease in volume in the near future.
Storage butter is about exhausted
and the bulk of the trade has gone
to fresh goods. The market

Spinach—65c per bu. for home

|grown.

Strawberries—The supply is in-

is |creasing daily, as well as the demand.

healthy at the moment and as the jjssissippi stock has declined to $3()

season advances there will probably 1305 for 24 quarts.

Louisiana stock

be further declines. The consumptive |commands $2@2.35 for 24 pints.

demand is about normal for the sea-
son.

Cabbage — Florida,
crate.

Cauliflower—$1.50 per doz fox- Cal-
ihpmin,

Cnrrols-T$:t.4S pen bbl.

Celery —j ft frm

$47°N4.23  per

RZZ0]
& fw Srbod
|fancy-..

Sweet Potatoes—$3,50 per bbl. fox |
igenuine kiln dried Jerseys.

The Grocery Market.
Sugar—Refined grades are steady,
unchanged and in light demand.

Tea—The market remains steady in
tone, with no particular movement,
the reason being possibly that holders
are asking more than buyers will pay.
As stocks are becoming reduced the
holders will probably get their price.
Japan cables that the season for pick-
ing is fully five days later than last
year, which will bring the opening
about May 1. So far the weather is
favorable for the crop and good quali-
ty teas are expected. The local coun-
try trade is good and the demand
runs to the better grades.

Coffee—Fine grades of Santos are
firm and it would be impossible to
obtain concessions even on a good
round order. Java and Mocha are
unchanged with a moderate demand.
There is a light demand for Rio and
ordinary grades of Santos. MilJ
grades are steadily maintained, but
the demand is light.

Canned Goods—Some of the toma-
to packers say that they are selling

ing up of layer Valencias. Other dried
fruits are dull and unchanged. Prunes
are dull and unchanged. There is con-
siderable pushing for sale in second-
ary markets at shaded prices, but
very little disposition to buy. The
Coast is about unchanged. Peaches
are dull at ruling prices.

Syrups and Molasses— Glucose ad-
vanced 10 points this (Wednesday)
morning and compound syrup ad-
vanced ic in four scales. The demand
for this syrup is quite light. Sugar
syrup is wanted for export, at full
prices, but not much for domestic
consumption. Molasses is quiet and
unchanged.

Spices — Prices abroad on most
grades of pepper are higher than on
ithe market here. The clove crop is
short, as reported some time ago,
with prices advancing. Ginger is al-
so said to be a smaller yield than last

season.
Rice — Prices remain about the
same. Advices from the South are

to the effect that the market is still
quiet on the Atlantic Coast, but at

below cost, but if this is the case the iNew Orleans the demand is improv-

new pack is quite sure to be sold
below cost, too, as futures are sell-
ing at about the same price as spot
goods and are not selling very well
at that. Corn is the article that is
hard to get at and is selling for
less than it should, but it is kept
down by the cheapness of all other
vegetables. Peas are selling very
well and prices are unchanged. As-
paragus is not moving very well, as
the price on fresh is very reasona-
ble. The market on canned fruit is
about the same as for some time past.
The decline on pound Hawaiian
pineapple a short time ago is increas-
ing the demand, as it can now be sold
at retail for 25c. Nearly all other
canned fruits are the same as the
opening price of last fall, which is
unusual, as there are some articles of
the line that generally show quite an
aovance by this season of the year,
but that is not the case this year and
as the market is well supplied there
is not likely to be an advance, at
least not for some time. The demand
for canned salmon is very good and
as the picnic season will soon be here
it is expected to increase. Supplies
aie not large here and the Coast
packers are said to be nearly all
cleaned up, except a few Pinks and
Sockeyes. The opening price has not
been made on 1910 domestic sardines,
but it is expected that when it is
made it will be higher than last year’'s
Oysters have begun to move some
but prices remain the same as for
some time past. Shrimp and lobsters
are both moving slowly and prices are
unchanged.

Dried Fruits—Apricots are easy
and dull. Spot cots, except for im-
mediate wants, do not look attractive
iu view of the fact that new fruit will
be available for July shipment. As
stated last week, a price of 8V2C had
kecti named for new choice apricots.

Tomatoes—$2.25 per @ basket crate Igjiter that other packers have named

jfrom Florida.

Twbtpsr—50c per bu.
Veai-r-JDealers pay-.
$s@0 foi-'farx to, §ood:-

fox poor-1 named

Mg, less, and there is some expecta-
that even tower prices may be
demapd- Raisins aje dull and weak,

Hf tiling op $eeoitnt of the clean-

ing some and an advance of
per pound on Japans is shown.

Cheese— Receipts of new have in-
Icreased during the week and as a re-
sult the market declined ic per pound
The consumptive demand is good
Iconsidering prices. The quality of
[the cheese arriving is good. As new
cheese improves and increases the
market should show a slight decline
At present prices are about 2c above
a year ago.

Starch— Muzzy bulk advanced 10c
per 100 pounds to-day. Best, both
lump and package, were also marked
up to the same extent.

Provisions—Strong and advancing
The consumptive demand has been
very seriously curtailed by the high
prices, although it continues fair un-
der the circumstances. Pure lard is
barely steady at a decline of ic per
pound, due to the same cause. Com-
pound is steady and unchanged. Bar-
rel pork is in very slow sale at 50c
Iper barrel decline. Dried beef and
Icanned meats are unchanged.

Fish—Cod. hace and haddock ari»
unchanged and in light demand. The
season i5 practically over. Dorrlestic
sardines have advanced to $2.70 f. 0.
b. for gijarter oi s. on account Of the
outlook for shor pack. As reoorted
last week, the ltture nice is S2.73.
Demand for sardines is only fair Tm-
ported sardines are qulet and nn-
changed.  Spot salmon continues
scarce aiid high. There is some sell-
ing from second hands at slightlV be-
low the market. No alture prices
have been made on faittire salme>n as
yet, but new Columbia River will
open in three 0“ four weeks. |na>-
much as spot goods are selling ibout
25c above last year's opening it is
expected that the opening price will
be about 10c above last year. Mack-
erel shows a light demand and an
easier feeling. The week’s market has
been in the buyer’s favor.

Hr vett—e. S. Line,
New London. Ohio, has

recently of
opened a

, owing to the lack of exportjbazaar store here and also purchased

Ithe bazaar stock of the E. A. Bow-

foil though there may he a slightly bet- jman department store, which he will

Iconsolidate, with his own.
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FULL JOY OF LIVING.

Happiest People Are Those Who En-
joy Commonest Things.

We need to be reminded of the sta-
ple pleasures of existence. We are
reaching ever out for new joys,
strange excitements; yet after all the
happiest people are those who enjoy
the commonest things. Among day
laborers and wage earners'l find more
‘emorning faces” than among million-
aires and savants. Thirty thousand
people were turned away from the
theaters in New York one day, not
finding room; millions of dollars
stream over the mahogany bars of
saloons for artificial stimulant; in mu-
sic we strain for new effects; in fic-
tion we seek interest in the awful
mannikins which are offered to us in
the pages of the modern novelist. Life
is pleasanter than literature.

And first | note that all the bodily
activities are so designed by Nature
that their operation produces plea
ure.
serving that these humble offices of
our common humanity have
share in the sum of our content.

But | may point out the pleasure of
muscular exertion. If you will watch
the school children at play you will
see therein a certain exuberance; they
act as if they were drunk: the zest
of leaping, walking, screaming and j
laughing shows that Nature’'s cup is
inebriating. |
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millions of workers stepping out of
the close atmosphere of their homes
into these heavenly mornings and
gulping great drafts of this imperial
liquor. | seem to hear them break
forth in praise to Him who made
them and add a verse to Saint Fran-
cis’ Canticle, singing:

“We thank Thee for our little sis-
ter, the Air, and the joy of her!”

I am a great drinker of water and
do not see how any one could love
wine more passionately. And | think
often of the streams of blessedness
that gush forth in all the houses of
the city. One has but to turn the
faucet and the white blood of the sky
streams into his cup. Of all non-
sense the practice of drinking pre-
pared and imported waters seems to
me to be the cap and crown. The
street fountain appeals to-me, and
made germproof by health | partake
of the communion with my fellow
creatures from the iron cup attached
to a chain at the public corner. There

| pass them over, simply ob-Jis no chemical fizz sold in the drug

store so good, and the cup is as clean

thexrr Ls t}e druggist's glass, both being

merely rinsed.

Speaking of water, | wonder how
many pave ever learned the art of
enjoying rain. Umbrellas are a dis-
ease Of civilization. Go out some day-
when the heavens are gushing and
feej the rain in your face, the drops
caressing your hot cheeks like swarm-
ing baby fingers, the moisture perco-

All work partakes of this pleasure. jtatiag your clothes and creeping in

The woodman swinging his ax,

tbeLO caress your skin, until you

are

fisherman trolling his line, the house soaked through and through and you
painter laying on his color, the mo- at |ast attain unto that most delight-
torman driving his trolley car. the en- ful of all baths—the rain bath. As you
gineer at his cab window, all of these [push yourself against the buffeting
have a certain rich and stable k> in jgusts you feel that great Nature has
their work which tastes better and jfound you and clasped you and bap-
lasts. loagejf thad doy fiMi to be in A tixed you her owa. The» when you

ty as | thread the teeming streets.
The noise, the hum of traffic and the
roar of trains, the sharp cries of news-
boys and hawkers, the shattered frag-
ments of laughter and earnest speech
that flit by me, the enfolding con-
sciousness of the great heart of the
crowd—it all goes to my head. There
is a kind of pleasure in riding in one’s
automobile or behind one’s own pair
of bays, but | think it is not to be
compared, for one who loves his
kind, to the hearty democracy of a
trolley ride, with the come and go of
strange faces and the many tender
glimpses of courtesy and forbearance.

I will not begin to number the
forms of higher delight, intellectual
and spiritual, but merely indicate that
the vast shining ocean of human
pleasure is common to us all. It is
only when our spirits move away
from the common lot and seek un-
usual or exclusive kinds of enjoy-
ment that we find discontent. The
arc of happiness in the day laborer
coincides for nine-tenths of its extent
with that of the President of a great
college. Both eat, sleep, drink, wash,
hear, see, smell and touch; both may
know the love of wife and the dear
responsibilities of children; both may
work and rest, hope and pray; both
may laugh and weep with fellow men;
each has his obstacles, annoyances
and limitations. And as for that por-
tion of the President’s arc which ex-
ceeds the hand worker’s, while it re-
fines his tastes, it adds to his unrest.
For what did the wise king say?

“1 communed with mine own heart,
saying, Lo, I am come to great es-
tate, and have gotten more wisdom
than alt they that have been before
me: vea, my heart had great expert-
eace in wisdom and knowledge. And
| perceived that this also is vexation
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Dress and Saleswormen.

There has been a great deal of ink
used and much white paper spattered
lately upon what is and what is not
the proper garb for the women who
work in stores and business houses. It
seems to us this is a subject wholly
within the control of the women it
affects and we can see no use for the
great hullabaloo made about it by the
outsider and even the employer. From
our experience we have yet to see the
saleswomen who are overly bedizened
and appropriate the undue attention
of the shopper. We are now speak-
ing of saleswomen worthy of the
name, the women who know they
are members of a profession, not the
hangers on and the experiments, and
we are referring to the real shopper
and not the gadder.

The complaint is made by some
critics that many saleswomen seen
upon the streets are mistaken for the
daughters of millionaires on their way
to a matinee. Bad taste is charged
to the amount of jewelry, lace and
silk they wear. This is interesting,
certainly, but this type of the sales-
woman it has not been our good for-
tune to meet very often. Where she
has been met it has been found that
she does not come under our cate-
gory of the ambitious saleswoman
but the girl or woman who works
for spending money and dress money
only and who is a detriment to the
working body of any mercantile estab-
lishment.

One writer has gone so far as to
suggest the passing of a general mu-
nicipal law providing that working
|girls should wear plain attire. It is
said that the essence of a taw of this
ikind would result in helping the char-
acter and standing of the worker. Of
course, such a suggestion is little
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eoiiht aMd again at

eth pulsation. when the

beats per minute is shown

without the necessity for
calculation. Still another push on the

0 getjsuch a budding mouth and warm, softjp o prings the counter back to the
scheeks! The most beautiful thing Na- gtarting point. In the ordinary meth- peach ment.

1

is obliged to do two things at the
same time—i, e, to count the beats
and to keep his eye on the second-
hand of the watch. With the new
watch only one operation is neces-
sary—the counting of the pulsations
p to twenty, when the push-button
s pressed.

j No man can be
lideals who dodges

od of taking the pulse the observerJ

mx-ceW were setited imst ahead of a
tail mar! with fide whiskers, \Vbfth--
ier or ret the mar ‘Overheard our eon-
ivetsation. | am unable to say, bid
after a time he leaned over and tap-
iped my companion on the shoulder,
jSaying: ‘F.xense me, sit, but are you
|not Biancialli. the Strong Mess-?

“Bianciafli admitted the soft im

“Ts It true that you can lift two
and a half tows in harness?’

“Yes.’

*‘Can you hold two men at arms'
llength?

**1 can.

“*And put up jo© pounds with one
arm?’

*‘Yes.’

*Then,” concluded the man with
the side whiskers, ‘would you kindly
raise this ear window for me?”
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GOOD COPY.

Essential Small Advertisers Too Fre-
quently Ignore.
Written for the Tradesman.

Retail merchants in the smaller cit-
ies and in villages who advertise loy-
ally and regularly in their local pa-
pers overlook, it seems to me—and |
have been identified a number of
years with the advertising game—one
vital factor, the matter of good copy.
Of course, it is not to be expected
that a retailer who, with the aid of
one assistant—his wife, perhaps—
does a business of a few thousand
dollars a year can profitably invest
many dollars in the services of a
skilled advertisement writer, but any
retailer who has a good territory,
with ordinary possibilities for increas-
ing his trade, can not, on the other
hand, afford to refrain from an indul-
gence in advertising; and yielding to
this he can not afford to be careless
as to the text and style of the copy
he sends to the newspapers in which
his advertisements are to appear.

Thirty or forty years ago, when ad-
vertising was not an art, nearly any-
thing in the way of announcement
was thought sufficient. Even to-day
there are too many men who think
that any old thing will do; that they
haven't the time to study over an ad-
vertisement and that “anyway, about
all 1 need to tell is my name, my
street and number and in a general
way my line of business.”

This is a very grave misconception
of the purpose of advertising. A mer-
chant may advertise in such a way
until the cows come home without
getting anywhere near value receiv-
ed. Another thing to be avoided is
the coddling of a belief that you are
just advertising to help the paper
along.

The successful advertiser is the one
who,, appreciating at its best value
the character and extent of' the cir-
culation or the paper in which he ad-
vertises, hnys. space off that paper be-
cause he is «©»Sdle»? it w-JS he a good
ij«vestwent, laspwted by- that faith he
teahees that it te to» hfe® to pro-
vide copy which wd® jiratify his faith
in the widertahing He kwaws that
tCloch d wi his advertisement and

h of «wace *>*qad by «

cash

> get

wiwt 1&sB hkev igHH

"Se of profit thereon
t&tewtsrh ibg «&%< «Mrce.

3he chap» who fiaib a* sm ardverrhy>—1

fi 1)k the nitre who hify< PewspkpcT
1 gee and lets it tec as that. twWifer-
ctrt a* so what be provide* So occu-
py the space; he forgets that good
ccfpy is the very genesis of good ad-
vertising and fail* to recognize the
fact that poor or carelev* copy i«
a reflection upon his own busine««
ability,, and an imposition upon the
newspaper and its puhiisher.

Good copy does not necessarily
mean that a man must be a skf-fied
lexicographer or a compiler of dic-
tionaries so nrnch as that he «hafl
know his existing trade and the
trade which may be secured by a fit-
tie effort and expense. He mtm have
a keen, clear idea as to what his
people need and will buy and, having
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the goods, must let them know it. If
he has special inducements, either as
tc quality, price or seasonableness, he
must tell them as succinctly and defi-
nitely—that is to say, tell truth-
fully—exactly what he has and the
exact prices at which they may be
obtained.

Don’t generalize in announcing spe-
cial opportunities; don't grind, grind,
grind in an effort to be funny, elab-
orate or “off” in your advertisements.
State your facts simply and plainly
and as forcibly as possible, without
tautology and an overflow of adjec-
tives.

Change your copy every day or
every other day and, in the case of
weekly papers, change your copy
ever week. Bear in mind that it is
quite possible to convey the same
idea in various ways and always with
equal force. Max Wurfel.

Likability Gift of the Gods.

Nothing happens without a cause.
Back of every success there are rea-
sons, whether we can find them or
not. We say we can not “under-
stand” such and such a success. That
is because we are unable to find the
reasons for it. But they are there
just the same.

The youth who enlists in the
world’s army of workers believes that
promotion from the ranks is simply
a question of ability. If he is observ-
ant he soon finds that other qualities
are more important.

Ability is good, exceptional ability
is better, but likability is best. That
is, for success—for success interpret-
ed, as ninety men in ioo interpret it,
in terms of money, position, influ-
ence.

An old Scotch proverb says: “It’s
braw to be bonny and weet liked.”
Lucky is the man who is gifted with
likability.

HU® over the list of your acquaint-
ances, Here is A. sweating along as
a book-keeper' for Golddust Eros. He
has »»usual ability', is well educated,,
has all kinds of accojsfepjfehsssents and)
is well tead and «an talk, when in
the mood,. most entertainingly, So
fhr as abiiSty- goes he has the credit
wan heats» a bwodfc. The credit mem
go® hits pcomnotio» because of his »ice
wan»»?», his su»ny dhspict*itiow,. and

oif «Qiitssfe. his ahtfSity.. -V. skKhs
whew he isand wiHs t » - rW)|

a \ekHeftik 1o the thapster, heeanse 'be i* snetmed

ird he grouchy, itm \ m*t along casafly

It is doubtful if the possessor of!thereafter and went home early in
native likability really is aware of his!lthe afternoon.

priceless possession.
that in his rapid advance to the front
—boosted by his loving friends—he
is under the delusion that it is his
ability that is doing the work. Look
around—it won't be hard for you to
find instances of this.

Natural likability is not hard to
analyze. Fundamentally it consists
in perfect digestion, although there
must be other things, such as animal
spirits and hopefulness, together with
a low degree of sensitiveness, of
grouchiness, of critical faculty, of
egotism.

The business man who is a gen-
tleman in manners and speech has
both hands ready to clutch success,
but the fellow who is born with the
gold spoon of likability in his mouth
has a strangle hold on the fickle god-
dess. Andrew Glasner.

A Tobacco King Quits the Use of the
Weed.

James B. Duke, “the tobacco king.”
who has become a multimillionaire,
has sworn off smoking.

He used to smoke as many as
twenty-five big black cigars a day,
and used to chew tobacco in scrap
;form, but now he has forsworn
everything. Despite the fact that
the foundation of Mr. Duk ’s fortune
Icame from the cigarette lustry—
and Virginia cigarettes a that—he
has never been a confirm d user of

rej

The chances are!

Some of the other magnates in the
tobacco trust have cut down their
smoking also. Percival S. Hill, sec-
ond in command to Mr. Duke, but
the actual executive head in Mr.
Duke’s semi-retirement, used to be a
heavy cigarette smoker. He has
turned his back on the “coffin nail”
entirely and confines his communion
with “My Lady Nicotine” to three
cigars a day.

Get the Name Correct.

A grocery salesman, new in his
territory, fell into the common error
of mispronouncing a customer’s name.
“Good morning, Mr. Riddle,” he said.
“l represent a house you know very
well and that knows you very well.”

The grocer was mildly polite, but
he grew reserved as the salesman
continued to address him as Riddle.
During the beginning of the conver-
sation he had partly given an order,
but changed his attitude somewhat
abruptly and declared he needed noth-
ing in the salesman’s line. On going
jout, the latter overheard the correct
|pronunciation— “Ridell” — but  the
blunder could not be rectified. “Rid-
|die” was the grocer’s pet aversion.
The new salesman had won lasting
disfavor.

Another de;tier was a rough-spoker
man whose bark was worse than his
Ibite.  Salirsmen who knew how to
take him got along all right. and a
tip would bave «nificed. But the new

tke: would balesiman iliowed himself to le bluff
Fifth ave- €d atT werrt away in despair.

mie. New York, and cloud re cigar
smoke so thick that some people
thought the building was on fire. He
would sit from morning tfe& ftght

Stflt ano'thet dealer had strorrg ideas

it of li r &ftfi tobv'icco.

Wise salesmen deptrfUii f msefve*
iaccordingly But o %en

and conterat himself with a package jpermitted his flava
jof biscuit in bis upper drawer o® the jthe ascetic's nostrilt.

jleft side.

While chewing the biscui«

All these things || Bearti

fee- would shout off his orders 'm his |pertence that was ¢
usuai authoritative tone, amd someofiYet the former safcsorscamn h&d &

ithe biscuit would find its way sp

iachward, st the greater part we

ibe deposited i®

joesJic and on the ffooe.
Mr, Melde eats heavily at wjght,

lthrough the same

sells on hisl

its
themm» to hisnseU.

If a systematic
these person's® essruntiafo
barrassments wfilt

ithough he has cut wet the champ««ne| dueed when, a sew

as wet? as the Sebacea. Hi»
eiam* wed hum. th»? there
hi* anatom
137 XSS W
km. IWke

xsS-| The customer*" his?
s a[a rowwise refhrctaw»
«njif!
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ATTRACTING TRADE.

One of the surest magnets for at-
tracting trade is cleanliness. This
means cleanliness of person as well
as apartments. The man who is at-
tired in soiled clothes is not the one
the discriminating buyer chooses to
handle his food products. A wash-
dish, soap and towel will quickly re-
move the odor of kerosene otherwise
sure to cling after filling an oil can;
but neglect of this will almost cer-
tainly leave a taint on your standing
which will remain long after that of
the oil has evaporated.

It may seem a little expensive to
have the storeroom cleaned every
morning; yet this is not too often if
the best results are to be gained. A
clean room is always more attractive
to the better class of customers and
they are the ones for whom you es-
pecially strive. If you are neat about
the rooms, those who enter will, at
least in a measure, share this feel-
ing. The man who enters a filthy
hovel is not half as particular about
getting the dust from his feet as when
about to enter a home of scrupulous
neatness.

Keep the vegetables fresh and crisp.
The man who exposes his lettuce and
radishes in a sunny window, with no
provision for supplying them with wa-
ter, need not be disappointed if they
wilt into a shapeless mass long be-
fore they are sold. If you have not
the facilities for keeping them in good
condition in the window put up a neat
placard, telling what you have and
the price and keep the goods in the
background, where they can be sup-
plied with water. Parties interested
will be pleased at this extra care and
will next time hunt you out rather
than to buy a wilted mass shown
in some other window. If the street
is dusty this extra care will be more
than ever appreciated.

The approach of the strawberry
season renders this precaution doubly
necessary. The fruit requires the ut-
most care in handling and any care
which will prolong its firmness and
exclude foreign substances is quite as
beneficial to the dealer as to the
consumer, while the latter is certain
to value this; at least a lack of it will
merit her disapproval and the
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man across the street who has con-
sideration for these details is sure to
secure her patronage.

If you have a case of fresh salted
peanuts it may be quite an attractive

feature to place it near the door,
where every one entering will see
them and sample the goods. “That is

the best way in the world to make
sales,” declares one who has tried it.
It may make sales, but it will with
another class react in an entirely dif-
ferent manner. Not only will they
revolt against purchasing an article
which is open to the hands of all but
there will come a suspicion that the
laxness may not be confined to the
peanut case. Food products as a
whole should be guarded from the
hand of the public. It is not always
a clean hand.

The glass case polished until it
shines is to the fastidious more allur-
ing than the open box, no matter how
much of generosity may be apparent
in the latter. The candy and other
dainties will win in the end if the pre-
caution which stands for neatness and
cleanliness is kept in full view.

We may have ever so fine a stock
of goods; if they are not properly
presented their value depreciates. Ar-
ticles of a practically indestructible
nature may be shoved to the front
and placed within reach of all. But
there are other things which attract
more when placed in the background
The communistic spirit does not ap-
peal to the fastidious when food prod-
ucts are under consideration. Make
the attractions for the sense of sight
rather than for that of touch.

THE VANISHING LINES.

To the plain, plodding American
citizen who tries to mind his own
business and is doing his best to be
an upright straight oart- man the
present conditions of political duty
are bewildering. Party and the names
of the parties do not seem to amount
to anything. The man with his coat
off who stands ready and willing to
fight for his grand old party, his first
and only love, is beginning to have
misgivings. It seems somehow to
have lost its bearings. It has always
stood, so he has believed, for the best
in morals and in religion, and here is
a prosperous go-ahead city, priding
itself as a leader in all that pertains
to respectability and first-class citi-
zenship, with a ex-gambler for a
mayor, selected and elected in a Re-
publican city, which is to all appear-
ances fairly well satisfied with the
shameful accomplishment. An East-
ern city, notorious for its democracy,
has been true to itself nominally and
has elected a Democrat for a mayor
who, while the city and the whole
country for that matter shudders and
hopes to bear with Christian resigna-
tion the inevitable consequences with-
out a word, startles everybody by a
course of official action that is mak-
ing him the never-ending wonder and
delight of friends and enemies, ir-
respective of political creed and influ-
ence. As a capsheaf to all this Mil-
waukee stands up in her place among
her sister municipalities and* an-
nounces that she has concluded to
see what a socialist would do as the
mayor of a city and has given him

the chance of his life. Of course, he
took it; and, while every living soul
on the planet is grappling with his
prejudices, the socialist in the may-
or's chair has entered upon his job,
after proclaiming the fact that he is
no blackguard Republican and no un-
savory Democrat, and his one aim
and purpose as mayor is to make,
Milwaukee one of the best, if not the
best, city to live in in the United
States. Then, as if he were a master
of finance and not a socialist, he be-
gins by appointing a commissioner of
public works at $6,000 a year to per-
form the labors hitherto done by
three commissioners at $6,000 each,
with no more regard for the welfare
of the unemployed two than if they
had never been; and then, as if he
were sure of having done the right
thing, in three other cases he consoli-
dates two or more offices into one.
At this rate, it is to be hoped that
Milwaukee wall get all of the social-
ist she wants.

There we have it and we must take
our choice. What shall it be? The
lines are vanishing and we take our
pick. An ex-gambler, a renegade
Democrat, a socialist. Is it any won-
der that the man with the vote in
his hands hesitates and is it any won-
der that with the vanishing of the
lines he decides that he has a mind
of his own and votes according to
his own sweet will?

ROOSEVELT IN PARIS.
“No nobler lesson of civic duty
ever fell from human lips,” is the

terse, direct comment—a comment
that is immune from qualification or
modification—of the Paris Journal
upon Colonel Roosevelt’s lecture in
the Sorbonne; on the same topic and
with kindred fervor The Temps ap-
peals to France to accept and act in
accord writh “the advice of an honest
man whose deeds and life during
thirty years qualify him to speak,”
while the Journal Des Debats clinch-
es the verdict with: “Roosevelt’s sim-
ple and energetic language is that of
Hercules, armed, not with a club but
with a broom at the door of the Au-
gean stables.”

Thus from day to day ever since the
Colonel ended his hunt in Africa there
has come to the people of the Unit-
ed States confirmation as to the ac-
curacy, clearness and fairness of the
public opinion that has developed in
this country relative to our distin-
guished representative now in 'Eu-
rope.

There comes to us also in these ex-
pressions convincing evidence that
after all human nature at its best is
about the same anywhere and in spite
of nationality, language or environ-
ment. We may be densely ignorant
as to National ambitions, governmen-
tal policies and political methods in
Europe, and our across-the-sea
brothers may entertain exaggerated
and not always fair views as to Amer-
ican theories and National practices,
but when we listen to discussions of
the fundamentals of correct life, hon-
est aims and upright habits and re-
sults in domestic, civic, religious and
business circles we all know when
the speaker strikes twelve.

In this sense and because Colonel
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Roosevelt is everywhere received as
the ideal American citizen, typical of
our best citizenship, of the best citi-
zenship possible to attain, he is be-
come the world’s best citizen—a dis-
tinction which, reflected to the most
remote and isolated corner of our
land, bestows its benediction upon
every citizen of the United States of
America.

THE PRICE OF EXACTNESS.

We are taught to look upon exact-
ness as one of the cardinal virtues,
yet when carried to excess it becomes
guite the reverse from a popular
point of view. “Accuracy,” says one,
“is the twin brother of honesty.” Yet
we have seen people so painfully ac-
curate that their honesty was atonce
written with a question mark.

Recently two small children enter-
ed a store together, each wishing to
buy a penny’s worth of candy. The
one laid his coin on the counter and
received three or four hard pieces of
candy. The same amount of sweets
was laid out for the second lad; but
after several unsuccessful efforts to
produce his money, he decided that it
was lost. “Give me back the candy,”
replied the vender. And heedless of
the disappointed look he carefully re-
stored the sweets to the jar.

There are two ways of looking at
the incident. Doubtless he had been
“worked” by children; yet this boy
was not one who would stoop to any
strategy. He was thoroughly honest
and went in fully confident that he
had the money to make the purchase.
Again, the man might have had an
idea of teaching him thorough busi-
ness methods; but his own reputation
for the exactness which takes the half
pennies invariably to his own side
scarcely warranted such an interpre-
tation.

To the looker-on it seemed a bit
««f unpardonable stinginess. And one
of his regular customers quietly slip-
ped a coin into the hand of the crest-
fallen lad, telling him to “go across
the street and get his candy.” More,
he told the story, to which others add-
ed similar observances and the sym-
posium left an impression anything
but favorable for Mr. Blank.

Exactness may be abused. Be ac-
curate, but not too accurate in your
cwn behalf. It may save you pen-
nies while it takes from you self-
respect and the respect of the com-
munity.

A Frenchman has invented a beu
in which it is said the sleeper is sure
to sleep and to awake at any time
the rousing attachment is set for a
noise. It is to all appearances an or-
dinary bed, but the weight of the
body upon it sets clockwork in mo-
tion, thus operating a music box
which gives forth soothing melodies.
The lullabies which it plays are sup-
posed to induce sleep. By means of
a dial at the head of the bed the
person who occupies it fixes an alarm
for the next morning. This produc-
es, when the hour arrives, discordant
sounds, to which the person in bed
must pay heed, because failure to rise
within five minutes after the noise
has begun will cause the bottom of
the bed to fall out.

«
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LABOR WAR IN GERMANY.

If early predictions are verified
Germany appears to be entering upon
one of the greatest labor wars in her
history. The crisis, which has been
imminent for several weeks, has now-
occurred by the locking out of some
200,000 or more workmen in the build-
ing trades by the Building Employ-
ers’ Association. Unless the trouble
can be adjusted soon—and the pros-
pect for an amicable settlement does
not appear encouraging—the idle
workmen will be increased by many
hundreds of thousands in industries
allied to the building trades, and very
possibly in others not so intimately
related. The lockout is the result
of the workmen refusing promptly
and almost unanimously the demand
of the employers that the various
unions should agree to an entirely
new form of contract. This contract
provided that the men should no
longer object to piecework, that uni-
form conditions of labor should pre-
vail throughout the empire and that
there should be a general system of
labor exchanges organized and con-
trolled by the employers alone. The
employers presented these demands
as an ultimatum which must be ac-
cepted or the workmen would be
locked out. Both the employers and
employes have been preparing for a
struggle and each apparently is re-
solved upon a fight to the death.

The employers justify their demand
by alleging that the workmen for sev-
eral years have been pursuing a policy
o: forcing higher wages and shorter
hours by bringing about isolated
strikes in several places, thus secur-
ing advantages which they would be
unable to obtain through concerted
general action. They contend that
now the employers must make a unit-
ed stand against the employes. Back
of the building trades employers in
this struggle is said to be the General
Employers’ Organization, which in-
cludes representatives of every Ger-
man industry, and it is said this or-
ganization will supply the sinews of
war so long as the lockout continues.
About one-tenth of the building em-
ployers have refused to join in the
lockout and these are being strictly
boycotted by the others and by deal-
ers and manufacturers of building ma-
terials. It is the purpose to compel
the employers not now joining in the
lockout to do so or to drive them
out of business.

As for the workmen, they are more
perfectly organized in Germany than
in any other country and their treas-
uries are in a condition to withstand
a rather prolonged struggle. Under
the unions’ plan of campaign no mon-
ey will be paid locked out workmen
during the first two weeks. Upon all
men remaining at work during the
strike an assessment proportioned to
the wages of each will be levied, to
be paid into the fund for those made
idle by the lockout. Another feature
of the campaign—and one entirely un-
usual in the history of labor dis-
putes, and especially so in Germany,
where one is told beer is looked upon
as an essential part of the daily life
of the workman—is that total absti-
nence from all intoxicants is enjoin-
ed upon all union men so long as the
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struggle continues. The Imperial
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your children that she understand in jto regard as benevolent. There may

Minister of the Interior sought toJa general way the workings of the |be no formal presentation, no en-

avert the crises and now that he has
failed it will be of the highest in-

terest to observe the attitude which Icertain for one person to hold the more

so autocratic a government as that of
Germany will take in the conflict. But
whatever the outcome of the contest
between the employers and workmen,
it would seem that the conditions that
provoke it must give renewed impetus
to the already rapid growth of So-
cialism in Germany.

TIMELY TIPS.

It is to your interest to have your
goods rightly handled after they
leave your store. There are many
errors which might be easily guarded
against by the timely tip. While it
requires tact to tell the housewife
some of these necessary things with-
out giving offense, yet it may, in
most instances, be so done that she
will be grateful for the information.

Every butcher knows that by hang-
ing his meat so that the air can cir-
culate freely he prolongs its useful-
ness many hours. Yet the average
housewife does just the reverse. Shut-
ting it up carefully in a crock with
a close-fitting cover to keep out flies
and heat, she believes she has done
her duty and is indignant that it
speedily taints.

Honey is placed in the cellar as
the most legitimate place for keeping
it cool if there is no refrigerator.
1 his is really the worst place that
could be found—the refrigerator be-
ing next. It readily absorbs moist-
ure and becomes thin and watery, be-
sides absorbing any foreign odor, A
cool, dry room is the proper place
for it If ants annoy, draw a chalk
line around it or scatter tansy leaves.
A certain remedy is to put it on a
table, each leg of which stands in a
small dish of water. Ants can not
reach it if the table does not touch
the wall.

Tell the housewife who is too re-
mote from town to get fresh crackers
every day that when they become
moist the crispness may be quickly
restored by placing them in the oven
for a short time.

Warn her that at this season the
safest place for raisins or dried fruit
after the package is opened is in a
can with a tight fitting cover or a
paper sack kept tied. Remind her
that the tin can, especially contain-
ing tomatoes, must be emptied as
soon as it is opened. The admittance
of air causes the tin to corrode at
once. These are but a few of the
“kinks” known to the trade which
will help the consumer.

THE LIFE PARTNERSHIP.

No sane business man will con-
sent to a partnership in which he is
a dead head, knowing nothing of the
machinery of the business, simply
drawing from the profits as his needs
dictate. Yet this is often the condi-
tion of “the other half’ whose mis-
sion is simply to run the affairs of the
house.

You may be tired when night
comes; weary of anything which sa-
vors of business. Your wife may have
no natural fondness for finances or
the details of your work, yet it is

plant upon which she is dependent jdgowment. The advantages which
for her daily bread. Life is too un- «permit one to help himself are even
pronounced. The man who

only key to the business. Too many pyilds up a business which is a credit
families, when bereft of the Ieader, to himself’ who brings bargains to
are embarrassed by ignorance of mat- the door of the man who can not go
ters and are speedily victims of gyt to hunt them, who displays itn-
some mercenary person who is al-jproved stock, who builds up a taste
ways ready to help(?) on such occa-jfor superior articles—that man may
sions. be as much a factor in helping his
A rich oil man was Suddenly taken Ife”ow men as the one who gives
ill and died. His wife, who had lived thousands outright.
in a shanty and uncomplainingly  The contest for dollars should
struggled with poverty in helping to jgather together for a purpose.
make the home, now found herself j\whether this purpose be to build up
left with a much greater problem to 3 trade, or establish a library, or en-
solve. She was lacking in the edu- dow a college, the aim is a worthy
cation necessary to carry on the busi- gne, and no one need be ashamed to
ness left her. But, undaunted, she atjpe caught scrambling for the coins,
once enrolled in a business college, jwithout money this world would be
took a complete course and has made |in a sorry plight. Properly applied it
the investments of her husband yield s the lever which moves the world.
to her own manipulations ten, twen-
ty and in some instances a hundred-
fold. All this was possible because
she had means. But not every woman
is so left that she can take up a com-
plete business education. The next
best thing is familiarity with the gen-
eral situation. Of course she can not
be expected to know the details, but jnterest and discount, they will learn
as a safeguard and protection it is to compute them quickly enough,
Only business to so familiarize herJShe has secured the adoption of a
with your business—and hers—that jresolution by the school board drop-
should a crisis come she may have a jping algebra and some parts of arith-
fair showing. metic, such as compound interest
jand banking. Mrs. Young says the
THE CONTEST_ FOR DOLLARS. 55 things are a thorough mastery of
It has been affirmed that the hu-jine elementary processes, and a care-
man race is but a contest fo_r o_lollars. iful cultivation of common sense in at-
How much or how little this is true jtacking ordinary arithmetical prob-
depends very much upon the Ir'd"ilems. Expertness is not so import-
vidual. And in proportion to his Ver-..nt as the ability to think the whole
ification of _the statement rests his own matter out clearly and check the re-
EC?V\(’:ZLSZO itlnctrsasedw?fd|:a9|-pr:2essm§; suit infallibly. Dexterity in special
: kinds of operations will soon come

who works for money shrivels into f | K if the f |
a dwarf: the one who works for what | o actual work it the undamentals
’ are soundly laid.

it will accomplish may become a giant
ir. the commercial or industrial field.  The Canadian government has de-

You can all point to one or more cided to enlarge its mint and go in-
who pride themselves as successful to the coinage business more exten-
because they have amassed a large jsively than ever before. Canada has
sum of money. Yet when you come never produced any coin except sil-
to the attempt of naming some act jver of minor denominations, but will
which they have done for the com- soon issue $5 gold pieces and silver
munity you are lost. They have not dollars. They will have the same
made any one better nor happier be- metal value as similar coins of the
cause they were in the world andjunited States, but it is doubtful if
when they leave it they would gladly the bulky silver dollars will prove
take all that they have with them if any more popular there than here.
it were possible. It is simply a case The average citizen is about the same
of “Me and my wife and my family,” the world over, and when he knows
and no more. that the paper promises to pay are

The form of helping a community “just as good” as the metal itself he
may not be that which we are wont prefers bills to either gold or silver.

Mrs. Eliza Flagg Young, superin-
tendent of schools in Chicago, holds
that the elements of algebra are use-
less except for the few who intend
to go on with mathematics, and that
as soon as the pupils get enough
money to cause them to think about

TRUSTEESHIP CHARGES
A TWENTY-FIVE THOUSAND DOLLAR FUND
Our annual charge for handling is One Hundred Twenty-five Dollars.
This charge is in full for investing principal, remitting income,
rendering accounts, etc.

We realize for the parties interested the greatest income possible
consistent with the absolute safety of the principal.

THE MICHIGAN TRUST
COMPANY

only fair to yourself, T her ad t0J
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OPENED AT DAWI\)I(.

Programme Repeated Every Week
Day Morning.

It was dawn. A single figure ap-
peared in a deserted downtown street
whistling in loud, bird-like notes as
he advanced through the purple mist
of morning. He stopped before a
certain closed door among the many
along the way, took from his pocket
a key that unfolded like a jack knife,
inserted it, and, as the door opened,
there came into the street a great hot
blast of air heavily laden with the
blended odors of stale beer, stale cigar
smoke, cocktail bitters, lemons, mint,
dry oil from the floor linoleum and
toilet room disinfectant.

The saloon porter—for that's who
it was—disappeared through the in-
terior darkness. There were the
clanking of brass cuspidors being pil-
ed one above the other; the rattle of
buckets, broom and mop handles; a
jet of water resounded on a bucket
bottom; the porter, hatless and coat
less, began the day’s duties by mop-
ping the floor and soon the smeli of
steaming suds united with the many
other odors, all in a grand rush to
the street.

The screen door spring creaked
and a seedy little man in thin-soled
shoes appeared. With a quick step
he pattered to the rail and gave sev-
eral husky bark-like coughs. The
porter looked up from his mopping,
wiped his hands on his trousers’ sides
and went behind the bar. The little
man nodded. The porter set out THE
bottle and glasses, the little man
poured out a “rimmer,” raised it with
trembling caution, downed it with one
backward toss of his head, which
wagged from side to side as the li-
quor touched his palate, and a tre-
mendous shudder descended his fra-
gile frame, which ceased in a series
of nasal convulsions as he lowered
the glass and blindly reached for the
water. After a long, deep breath the
little man laid down a dime, which
the porter did NOT put in the register
drawer. Wiping his mouth on the
back of his hand, he pattered out of
the door.

The porter had just resumed his
mopping when the screen door creak-
ed again; but this time he merely
looked up, for the newcomer walked
directly behind the bar, rolled his hat
up in his coat, placed them in one of
the many little cupboards under the
bar, opened a drawer directly above
it, with a corner gnawed out by the
rats, untangled a comb from a string
that attached a key to a billet of
wood and arranged some very thin,
black, vaseline shining, strap-like
locks over the top of his very small,
peaked, bald head. Examining his
fingers, which, in size and color, sug-
gested Bologna sausages, he picked
a lemon knife from under the bar and
began manicuring his nails — the
smallest as large as a teaspoon bowl.
His own toilet complete he began
that of the bar, which consisted of
taking the glasses, one by one, from
the back bar, polishing each with a
towel and placing them temporarily
on the front bar.

The screen door gave a prolonged
creak, and a young man in well-made
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clothes and soiled linen stood just in-
side surveying the interior and its
operations. He elevated his nose and
instinctively turned his head towards
the fresh air as the many odors met
him. He braved them, though, walk-
ed over to the bar with a weak-
kneed tread, leaned against the rail-
ing, unfolded a morning paper, glanc-
ed over the headlines and attempted
to fix his heavy glassy eyes on the
body type.

The bartender smiled—a half-pity-
ing smile—and asked if he would
have something. The young man
moaned softly, looked down and, with
a trembling hand, scratched a bit of
yellow of an egg that had lodged
on one of his coat buttons. The bar-
tender suggested a nice “Martini.’
The young man gave another soft
moan, took a sack of granulated to-
bacco from his side coat pocket, a ci-
garette paper from another side coat
pocket, smoothed the wrinkles and
blew on its edge, tremblingly opened
the sack, poured the paper full of
tobacco after forming it into a little
trough, drew the puckering strings
into his teeth with a very long parch-
ed tongue after much unsteady wag-
ging of that member, closed the sack,
tremblingly rolled the tobacco, seal-
ed it by again extending his long
parched tongue, placed the finished
product between his teeth, lighted it,
blew a great cloud of smoke over
the bar, brushed off the tobacco
crumbs lodged in the wrinkles of his

lvest and then there were a few fee-

ble pulsations of conversation: “Sin
is luring,” said the young man. “By
sin 1 mean a breach of the laws of
Nature—never gives what it promis-
es—lures you and then lets you down
with a bump.”

“Oh, | think you’ll feel better after
a little whisky and absinthe,” inter-
rupted the bartender.

The young man nodded and moan-
ed again feebly, the decoction was set
before him, he downed it and opened
the inside page of the paper, reading
more headlines, awaiting for the stim-
ulant to percolate his system. The
body type became more and more dis-
tinct, he waded through several news
items and with some animation call-
ed to the bartender to “shoot up” an-
other.

By this time the porter had reach-
ed the front door with his mopping
and then numberless dirty rivulets
raced over the stone sidewalk, run-
ning into each other and around one
another, all in seeming emulation to
first reach the gutter, leaving their
path strewn with cotton mop ravel-
ings, swollen cigar butts, lemon rinds,
corks, burned matches and Bologna
skins from the day before free lunch.
The porter took them up, again wiped
hands on his trousers’ sides, took a
general survey of the sky and streets,
smiled at the Polish scrub-woman
next door, who looked at him, grin-
ned, remarked something in her own
tongue to another scrub-woman next
to that, which resulted in a peal of
laughter from the latter, and the
porter, having no defense, gathered
his implements and went inside.

The screen door creaked again. An
Italian entered carrying a basket cov-
ered with a wrinkled and cracked oil-

cloth. Leaving the day’s supply of
lemons and oranges he departed.

Next came the milkman, dressed in
a leather coat, carrying an unlighted
cigar butt between his teeth and a
dented can in his hand.

The mint gardener, the lunch meat
man, the pretzel man, the bread man,
the morning paper boy, all followed
in quick succession.

There was a lull. The porter came
in with a napkin covered tray con-
taining the bartender’s breakfast from
a neighboring restaurant. The young
man in the well-made clothes and
soiled linen had just imbibed his
fourth whisky and absinthe and was
beginning to *“take notice.” He ob-
served the bartender despatching
each item of the meal placed before
him. The cereal and cream, the ba-
con, the eggs fried soft and “lookin’
up,” the coffee and even the burned
and black potatoes fried heavy in
grease. The young man at last fold-
ed his paper and started out with the
remark that he guessed he would go
over and at least see if he couldn’t
“worry down” an egg.

A gaunt figure of a man entered by
the rear door, in wet rubber boots,
and a buggy apron covered the front
of his legs—a carriage washer in a
neighboring livery stable. He carried
a half-gallon fruit can with a jagged
top hammered down to a smooth
rim, which he deposited on the bar
and held up a nickel with one of his
pink, water wrinkled hands. With
his foaming can he departed with a
passing word to the porter, who was
shaving up a block of ice in a wash
tub.

A very fat clerk from the china
store next door came in, laid down a
dime, nodded to the bartender, who
broke an egg in a tall glass, picked a
bit of shell out with a long handled
spoon, poured it full of beer and set
it before the fat clerk, who swallow-
ed it at a gulp and a final drain and
wiped his mouth on the back of his
hand as he rushed out.

Some stoop shouldered young men
in faded clothes, broken shoes and
home-made shirts came in one by
one, selected morning papers from
the front of the bar and took seats
at the tables in the rear. The porter
remarked something about “boarders”
to the bartender and concluded it was
about time to get lunch. The stoop
shouldered young men looked up
from their papers and followed him
with their eyes as he went behind
the screen, and soon the odors of
freshly cut Bologna and bread and
onions and the steam from stewing
meat filled the air.

A group of portly men sauntered
in—contractors interspersed with a
politician or two. The first at the
bar snapped down a silver dollar and
ordered whisky. Some of the others
consulted their watches, but all agreed
it was about their time and nodded
repetition. With that finished, anoth-
er round was ordered—then another.
The conversation grew louder and
louder. Others joined them. Sud-
denly the rattle of a dice box was
heard. The morning sun shone
through the front window, over the
screen and glistened among the new-
ly polished glasses on the back bar.
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Lunch was ready. More men came
in. There were an almost continual
ring of the cash register bell; the rap-
ping on the bar of those impatient
to be served; the hum of the many
voices; occasional hoarse laughs; the
clinking of glasses; the rattle of
plates and forks on the lunch coun-
ter. The room filled with fresh blue
cigar smoke—the saloon was awake.

David Gibson.

Ten New Commandments.

A woman in Cairo, 11, recently
threatened to sue for a divorce. Her
husband promised to be good. He

signed the following ten command-
ments of his wife’'s making, which
were filed with a notary public:

I am thy love, thy wife; thou shalt
l-ave no other love but me.

Thou shalt not take unto thy heart
any stenographer nor any other love
pirate.
~ Thou shalt not promise to love me
in vain.

Remember thou come home on the
Sabbath.  Six days mayest thou
wander, but not at nights; nor the
seventh day, which is ttie day of thy
wife’s.

Honor thy mother-in-law, that thy
days may be long in the land of love.
Thou shalt not carry a latch key.
Thou shalt not return to thy hap-
py home at 3 o’clock in the morning.
The doors will be bolted if thou

dost.

Thou shalt not grumble at thy lot.

Thou shalt not object to buttoning
my gowns; nay, even if they be 500-
button dresses.

Thou shalt not covet the sweet
temper of thy neighbor’s wife.

Mrs. Frederick L. Douglas, of
Macon, Ga., recently attracted at-
tention by the unusual features of a
connubial contract existing between
her and her husband. She promised
to live within her husband’'s allow-
ance, and not to want an automobile;
she agreed to restrict her light read-
ing to two novels a week; she gave
her word to pursue serious study un-
der her husband’s direction; she con-
sented not to gad and shop about
every day in the week; not to play
bridge more than three times in sev-
en days; not to imitate actresses in
attire or manner, and not to threaten
to go home to mamma more than
once a month.

Putting Ants To Work.

In Burmah and the Far East they
have a curious fashion of setting ants
to work. Sandalwood, as we know,
is worth its weight in silver, but it is
only the hard heart of the wood that
is fragrant and valuable. This prec-
ious portion is overlaid by a soft and
worthless layer, which forms two-
thirds of the trunk of the tree. When
a tree is felled and cut into suitable
lengths the loggers just let it lie.
Then the ants, attracted by the sweet-
ness of the wood, attack the chunks.
Within a few weeks the little insects
have finished their work and the val-
uable heart of the wood is freed of
its worthless sappy covering and be-

comes a valuable article of com-
merce.

Some hope to cure the tiger of bit-
ing by filling his teeth with gold.
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BUTTER,EGGS andPROVISR»|Sj

Side Lights on Dairy Markets in New
York.

“Just take enough space in your
‘gossip column’ to tell the butter-
makers that the time has come for
them to reduce the amount of color-
ing matter that they are using
their butter,” remarked a prominent
operator. “The season this year is
so early that the cows are already
getting a bite of grass and this gives
more color to the butter. Several lots
in the past week were too highly col-
ored, and unless the matter is given
attention at once we shall have so
much of this over colored stock on
our hands that we shall not know
what to do with it. Emphasize the
fact that the best trade in New York
wants light colored butter. | do not
mean by that chalk white—although a
few customers like such—but a deli-
cate, light straw shade that has life
in it. Such lots suit almost everyone.
Now and then a buyer has trade for
goods with more color, but this is the
exception. You can not make these
points too strong, and now is the
time for the buttermakers to get
busy.”

“Accidents happen in the best regu-
lated families,” is a familiar expres-
sion that is full of meaning; and some
strange things occasionally happen in
some of the best families. Some two
weeks ago | was asked to look at a
shipment "of butter that arrived that
day from a Western creamery—one
of the best that comes to this mar-
ket. The color was simply dreadful.
Talk about barber poles, why, they
are not in it with the appearance of
that butter. We bored tub after tub
and the trier showed a layer of very
light color and then a layer or roll
of almost red butter—enough color-
ing in it to taste decidedly bad. What
would otherwise have been a fine
product was ruined for table use and
the whole shipment sold as packing
stock at a loss of 10 cents a pound.
Several experts studied over the prob-
lem, and the conclusion was that the
buttermaker forgot to put the color-
ing in the cream before churning, and
he discovered his mistake after the
butter came. Effort was then made
to color the butter, but it did not
mix in satisfactorily and the entire
churning, which was a good size one,
was very seriously damaged.

I am inclined to think that there
are a lot of new buttermakers in the
creameries this spring, and some of
them are not up to the best methods
of packing their butter. Some of the
defects that result from neglect or
lack of knowledge are not serious, but

they contribute to the appearance of Jtom of most of the defects.

the stock, and if the price is not af-
fected a sale may be interfered with.
One of the things that need atten-
tion is the proper lining of the tubs
with parchment. Not infrequently |
see a lot where the paper has been

in jfolded over so much on the bottom

ithat no paper shows on the sides. No
one would know that the tub was
lined unless the butter was turned out.
Others put the linen cap cloth on
top before folding over the paper and
if a lot does not sell readily and has
to be shown several times the edges
of the paper become torn and the ap-
pearance is unfavorable. This latter
complaint is so frequent that | want
to call special attention to it. After
the tub is well filled the paper lining
should be folded over the butter
about two inches, and then the linen
cap cloth put on. This permits draw-
ing back the .cloth so that the butter
can be bored without disturbing the
paper. Keep constantly in mind the
|fact that a handsome appearance

counts a great deal in almost any
market.

While the skim cheese industry of
New York State has lost some of the
markets it once supplied, the nearby
outlets are broadening rather than di-
minishing, a fragment of the South-
ern trade still remains and it seems
to us that the industry is one which
merits greater attention from our
State educational forces. The great
need of educational work in the in-
dustry is made apparent by the very
irregular condition and value of the
skim cheese offering for sale here, an
irregularity in which the varying
amounts of fat left in the different
lots of cheese often play a minor
part. We have heard of a number of
lots of light skims, put away last
summer and fall which deteriorated
o badly that they eventually sold at
about half their original value. Then
too, much of the winter and spring
make has suffered seriously by mis-
takes in manufacture which could
have been easily avoided. There is a
good profit in good quality skim
cheese and when sold legitimately
they enjoy a steady and active de-
mand; but on soft, spongy, defective
stuff which jhas been so common on
our markets this season there is little
profit for anybody, with often heavy
losses for manufacturer and holder.
There is no reason why the present
uncertainty of the keeping quality of
our skim cheese should exist nor why
they should not be more generally
made to carry and cure as well as our
full cream cheese. Ignorance of prop-
er methods of manufacture and mar-
ket demands seems to be at the bot-
It is by

no means uncommon to see a factory

of a slight increase in yield. Further
we know of a number of factories
which have lost heavily by the adop-
tion of the soaked curd system.

It looks to us as if the subject of
skim cheese manufacture merits more
attention in our dairy schools and
experiment stations.
sive bulletin on the subject would be
in order.

A mistake was made in figuring up
he total of butter in cold storage
last Saturday. By adding in the hold-
ings of the new Terminal warehouse
the amount given was put down as
tubs, when they were only pounds,
and the stock was made about 8000
tubs more than it really was. The
corrected statement is as follows: To-
al amount in three warehouses 29,-
925 tubs, against 38,868 tubs the week
previous, a reduction for the week of
8,743 tubs. For the corresponding
week last year the total stock was
‘8289 tubs, an increase for this year
of 1,630 tubs. As our receipts are
unning light this week there is like-
y to be heavy draft on the storage
tock and holders are now counting
cn cleaning up quite closely by the

which, in its effort to incorporate wa- ]
ter, is reducing the value of its prod- j
uct 3 to 5 cents a pound for the sake j
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Oar Slogan, “Quality Telia”

6raDd Bapids Broom Compaoi

Qrssd Rapids, Michigan

Ground

(YX) Feeds

| None Better

WYKES & CO.
GRAND RAPIDS

IMall orders to W.F. McLAUGHLIN & CO, Chicago

C. D. CRITTENDEN CO.

41-43 S. Market St.

Grand Rapids, Mich.

Wholesalers of Butter,

Eggs,

REA & WI1TZIU

Fruits and Specialties

A.J. Wttzig

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

“ Buffalo Means Business”

We want your shipments of poultry,

high prices for choice fowls, chickens,

highest prices.

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 Nation&l Bank, Commercial Agents. Express Companies Trade
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Grand Rapids, Mich.
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Furnished in barrels or 80lb. paper bags.
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first of May. Our current receipts for
two weeks past have not been more
than half enough to supply the aver-
age consumption.

One of our largest Western butter
receivers has been in New York nearly
all the week operating on the market
there, and it is an open secret here
that he is selling creamery which he
had stored in Boston and New York
at a nice margin of profit. Some peo-
ple are of the opinion that Boston
jobbers are losing an opportunity of
buying stock now which in a short
time they will not be able to get at
within i to 2 cents of present rates
here. We give this as the general
talk of the market, without commit-
ting ourselves one way or the other.
There is liable to be a very light
pinch before long.

Speaking about the egg situation
with Mr. Lee. of the Cloverdale Com-
pany. he said he had not bought a
case of eggs for storage because he
considered the price altogether too
high for a safe investment. He is
buying freely for current consump-
tion. but his stores are not distribut-
ing near so many eggs as they would
were the cost a couple of cents low-
er. There will be no scarcity of eggs,
taking the whole country through,
and he believes that there will be
cheaper eggs later on, but now is the
time to give the people a chance to
consume the product when they are
most palatable and when there is such
a heavy surplus coming in. Our re-
ceipts are now running considerably
ahead of a year ago, and stocks are
piling up rapidly in the cold storage
warehouses. “It is anything but a
healthy condition, in my estimation,
and | am thinking somebody will
come to grief later on in the sea-
son.”

A good many complaints of quali-
ty are being heard, especially as to
the eggs arriving from Southerly sec-
tions, many of which are showing de-
fects incident to warm weather and
some lots considerably more loss than
is usual at this season. Many of the
Southern will no longer pass muster
as firsts and have to go as seconds
at more or less concession. Recent
weather in the West has, however,
been colder—in some sections unsea-
sonably so—and there seems reason to
expect that we shall continue to find
qualities from that section for some
time to come that will compare fav-
orably in quality with the earlier
April packings. Reports of egg re-
ceipts at leading centers indicate that
the height of production, taking the
country as a whole, was reached last
week, but no radical decrease can be
expected in the near future. Poultry
collectors have been getting light
supplies, the high price of eggs hav-
ing undoubtedly induced farmers to
hang on to their laying poultry as
long as production is at all free.

Be the kind of man who awakens
in the morning with joy over the ad-
vent of another day for achievement,
who retire’s at night leaving some
thing of accomplishment behind tc
show for the day’s work.
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Ruling on Oleo Packing.

The  Commissioner of Internal
Revenue has made public a letter in
which he ruled that cartons of enam-
eled fiber board containers of two,
three and five pounds’ capacity for
backing uncolored oleomargarine sole-
ly inside original packages come with-
in the scope of the former regulations
made upon this matter. In addition
the Commissioner says: “l am also
of the opinion that crates made of
wood and sufficiently durable come
within the definition of ‘wooden pack-
ages’ as prescribed by the law for
packing oleomargarine, provided such
crates are so constructed that the
end frames are entirely closed by a
board or boards of necessary thick-
ness, nailed from the inside, or by
solid end boards to which are attach-
ed slats, the tax-paid stamp and cau-
tion label to be affixed to one end
and the manufacturer’s brand, the
gross tare and net weights stenciled
on the opposite end, while the word
‘oleomargarine’ shall be stenciled or
branded on the middle slat of each
side of such crate. The cartons as
herein described may be packed by
the manufacturer in these crates, with
cardboard between the cartons and
the walls of the crate for additional
protection, and all sales by wholesale
dealers shall be in the original un-
broken packages or crates containing
not less than ten pounds, while all
sales by retail dealers shall be from
said original packages and the car-
tons are not to be removed until bar-
gained for and sold.”

Volume of the Poultry Business.

The market value of dead chicken™
and table eggs consumed each year
in the United States is $650,000,000,
and if the value of standard bred
poultry and eggs sold annually is add-
ed to the market products the total
value of a year’s poultry business ex-
ceeds one billion dollars.

Every member of the big American
family' puts $12 a year into the pock-
ets of the poultrymen. Of this
amount the men and women who
grow the chickens and feed the lay-
ers receive the big end—the other
fellows—the corner grocers, the com-
mission merchant.s and the packers
take what is left.

We have a much greater business
than we receive credit for. Twelve
dollars a year from every man, wom-
an and child in America is contribut-
ed to our friends. Where is there
another business worth as much, or
that brings as much money to de-
serving people as does our business?
There are immense trusts which cre-
ate millionaires for a hobby; there
are financial institutions which make
rich men of the favored few who
came in on the ground floor, but
there is no business which helps Tom
Jones pay his taxes, his grocery bills
and buy Christmas presents for his
children, to the same extent as does
the poultry business.

Duck Farms Wanted West.

It is strange that there are not
more large duck farms in the Mid-
Western and Western States, says
Commercial Poultry. Duck breeding
on a large scale has proved most

|late poultry shipments.

profitable in the East, in spite of the
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No truth is understood until it is

fact that most of the feed has to be obeyed.

shipped from the Mid-Western
States. It seems to us that some en-
terprising fellow could make a good
bunch of money if he would go in-
to the duck business somewhere in
this Western country and help to
supply Chicago and the other large
markets with the edible and luscious
meat of the duck.

Butchers Must Observe New Law.

Effective on July i, an order has
been issued by the Indiana State
Board of Health that bakers, butch-
ers and meat dealers must comply
with the pure food laws. The butch-
ers and meat dealers have been noti-
fied to keep all meat in refrigerators,
or to protect by glass, wood or metal
cases all that part of the stock dis-
played for sale. Whole carcasses
may be left outside of the refrigera-
tors only when covered with curtains
of cloth or other similar material. The
meat dealer may keep on the meat
block only such parts of tEe carcass
as are necessary to the expeditious
conduct of his business.

To Regulate Poultry Shipments.

A bill has been introduced in Con-
gress by Representative Mann giving
the Inter-State Commerce Commis-
sion authority to make rules to regti-
The design
of the bill is to prevent the crowding
of live poultry cars so that there will

jbe plenty of room in cages for the

poultry to stand upright. Provision
will be made for the introduction of
sufficient air and also provision for
food and water every twenty-four
hours. Penalties for violating anv of
the provisions of the rules will con-
sist of fines ranging from $100 to
$300.

Rocks in our way are just Heaven
saying, “Climb up higher.”

Most business institutions need an
obstruction department.

H. LEONARD & SONS

Wholesalers and Manufacturers' Agents

Crockery, Glassware, China
Gasoline Moves, Refrigerators
Fancy Goods and Toys

GRAND RAPIDS, MICHIGAN

For Dealers in
HIDES AND PELTS
Look to
Crohon & Roden Co., Ltd. Tassera
37 S. Market St. Grand Rapids, Mich.

Ship us your Hides to be made into Robes
Prices Satisfactory

Country Newspaper For Sale

Only one in a_thriving Western Michigan
town”_ Owner selling on account of ill health.
Is paying a good profit and can be made to
pay more. Write at once for particulars.

Grand Rapids Electrotype Co.
Grand Rapids. Mick.

BAGS

For Beans, Potatoes
Grain, Flour, Feed and
Other Purposes

New and
Second Hand

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

THE NEW FLAVOR

MRANE

Better
Than
Maple

The Crescent Mfg. Co.,
Seattle, Wash.

The Vinkemulder Company

Jobbers and Shippers of Everything in

FRUITS AND PRODUCE

Grand Rapids, Mich.

SEEDS

If you want our regular quotations on seeds let us know and we
will put you on our mailing list

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

References:
Old State Bank of Fremont
Grand Rapids National Bank
Commercial Agencies

Bell Main 509
Citizens 4554

SHIP YOUR

Poultry, Butter, Eggs and Veal.

Prices Quoted on Application.

A. T. PEARSON PRODUCE CO.

14-16 Ottawa St.

Grand Rapids, Mich.
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SUFFERED IN SILENCE.
Experience of One Woman in Com-
batting the Saloon.

Written for the Tradesman.

Misery is the word that covers the
conditions best and this was one of
those instances where it needed con-
siderable stretching to give any-
where near a fair idea of the fact.
You see, she was a thoroughbred,
well born and brought up, and when
she married Winstead Willard every-
body in her social world pronounced
the match all that could be desired
from every point of view. There was
money enough on both sides for a
great deal more than comfort. A
long line, of most worthy ancestry
was behind them both. Winstead
was manly and muscular and Susan
Gray was “by far the loveliest girl in
town,” and so when they walked
down the aisle and out of the church
man and wife, it was a generally con-
ceded fact that they had a promising
future before them and that they
were worthy of it. They traveled
and they honeymoned to their hearts’
content and then settling down as
“old folks” life in earnest began for
them.

It sometimes takes a good while
and this was one of them. At first
it was rumored that Willard was not
attending strictly to business. He had
too many strings to his bow and
business wasn’t taking the lead with
him. It looked too much as if he
wanted to be “a good fellow” and
was willing to make sacrifices for
that. Then there was a lull and the
young man went home early one day
to report that the house was too ex-
acting for him. So for awhile there
was a long interim when with noth-
ing to do he was lounging about the
house or somewhere else—one of the
worst places in the world for an

idler. Then *“his folks and hers,” not
liking the condition of things, be-
stirred themselves, a position was

found for the man and he started in
again with high hopes that now the
turn in the lane had come and with
that little experience he possibly
needed he'd keep away from the
shoals and off the rocks and he guess-
ed he'd come out all right; but we
all know what that sort of talk
amounts to. Once he was back in
business his dear friends came back,
too, and slowly but surely the com-
mercial sails began to flap and the
wind died down and it was easy to
see drifting had set in or was go-
ing to.

That's the way things looked to
Mrs. Willard, whose experience had
taught her something and before the
trouble began she made up her mind
to see if anything could be done
about it. She went straight to Fa-
ther Willard and began:

“I'm sorry as | can be to say it,
but Willard has begun again and un-
less something can be done at once
he s going to be without a position
and we are going to have a lounger
on our hands. The fact is, Father
Willard, Winstead is getting to be
dissipated. He goes with his ‘set’ and
that set smokes and drinks and ca-
rouses and | see every indication that
the end is not far off. He is not
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keeping up his end of the yoke and
it won't be long before he comes
home discharged. | have done and
am doing all | can to ward off and
prevent, but he listens to me less and
less. His fondness for whisky is
stronger than it is for his family
and unless your family and mine can
find some way to prevent there are
only ruin and misery ahead. What is
to be done? What can we do?”

A hard, angry, determined expres-
sion flashed into the old man’s face.
“I'll tell you,” he said, “what I'd
do and at once. He’s my son and all
that, but Win is disgracing the whole
of us. Just leave him. If he wants
to go to the devil—ds determined to
go—Jet him. You take the children
and come to me. |If you rather go
to your father's‘go and I'll see to it
that you are provided for. | told
Win when we got this last position
with Davis & Johns that that was the
last; I'd reached my limit and that if
he didn't make good he had only
himself to blame. 1'd got through.
Now you give him a good straight
talk and I'll give him another and
it may make him realize that this
sort of business has got to stop.”

“But, Father, you must see that |
can't leave him. He is my husband,
the father of my children, the head
of my family, and leaving him would
only make a bad matter worse. If
home and wife and children can not
save him nothing can.”

“True, and if he isn’t saved and he
goes down he drags home and wife
down with him. Now if he's made
up his mind that he will go down,
let him go. According to my notion
it's better for one to sink instead of
four. Pretty cold-blooded talk, but
this sort o' thing has reached its
limit and if the worst has got to
come let’'s have it now.”

He found, however, that while his
charming daughter-in-law listened to
him she not only did not heed but
gave him every assurance that she
had no intention of so doing. He
knew as well as she that Win's
drinking was his only fault. Keep li-
quor away from him and there was
no better man on the footstool. Take
away the saloon and he was all
right. Everybody knew that. Then
why not take the saloon away? Oh,
that she were a man, she’'d see if the
pestholes of the town were to go on
tainting and poisoning and destroy-
ing whatever came into their murder-
ous atmosphere. So the e interview-
ended and things went on as every-
body knew they would go on. The
man had to give up his place, the
running down at the heels began and
had it not been for what both fami-
lies contributed to their support the
black sheep’s wife and children would
have found the road they were trav-
eling a rocky one indeed. “Of course
we are taken care of,” Mrs. Susie
once confided to her sympathizing
mother, “but the pity of it and the
shame of it! To see Win lying around
«all day doing nothing and worst of
all contented to do nothing is the
hardest thing to bear, and he, the
acknowledged peer of the city’s
brightest business men, tied to a
whisky bottle—my husband!”

So the time dragged its slow length

along, the man, W.instead, sinking
lower and lower into worthlessness
and nothingness and his little pale-
faced wife bearing with the heroism
of a major the humiliation and shame
which her good-for-nothing husband
heaped upon her. This she bore with
patience, but when one day he stag-
gered home, cross and ugly, and she
saved herself. from abuse only by
leaving him alone, she began to re-

call what Father Willard had said
one day and to ponder it in her
heart. Leave Win? Never. “Forsak-

ing all others keep thee only unto
him so long as ye both shall live”
was what she promised. That was
all there was to that; but at that
same interview she remembered
1 wishing she were a man so that she
might see whether she and her chil-
dren were to stand tamely by and
see the saloon, the greatest curse on
earth, drown her husband in drink
and finally send him to the graveyard,
the scorn of those who knew him and
loved him. Why was it necessary to
be a man to put a stop to that kind
of killing? It was not a question of
sex, but simply a matter of soul-
saving. That conclusion reached she
sat down to think it over, and she
did not do either a great while. She
had suffered too much; now she'd
see! “God helps those who help
themselves.” The lions in Pilgrim’s
way were chained, those that Daniel
found in the den never harmed him,
and wasn't it true that 19-year-old
David, heaven-helped, killed his lion?

There was a quiet but a very de-
cided woman who went in and out
of the Winstead Willard home for
several days after that. She found
her father at home and after a little
talk with him asked her mother to
join them. They were soon made
to see things as they looked to her.
An hour after she rapped at her min-
ister’s study door and the interview
with him was a long one and a profit-
able one. He said encouraging things
which it did her soul good to hear.
Father Willard's was her next stop-
ping place and when she left the
house he came with her, leaving her
at her own door. The heads of the
two fathers-in-law got together that
ssrne night and the two went to the
rectory, where it was soon seen that
three are not necessarily a crowd. In
this instance it was an earnest and a
very lively one.
they wrote down names, and when
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that fateful meeting was over, radi-
ating from that little study were
ideas which included the whole city
and were intended to fire with a sin-
gle purpose the hope implanted in
one devoted woman’s heart.

For the few days that followed
there were not only stirring but ex-
citing times in that university town.
Men never known before to trouble
themselves about the city’s business
beyond the vote on election day were
out earnestly talking now with this
man and later on with that one.
There were gatherings at night where
men met and discussed the situation.
The wets took the alarm and with
the owners of the beer barrels be-
hind them resorted to every scheme,
fair or foul, to carry the coming
election and finally both sides deter
mined to make one grand rally on
the night before election.

The unusual feature, however, aft-
er the excitement began was the ap-
pearance on the streets of the best
women of the city. They came some -
times in groups, sometimes singly.

Post Toasties

Any time, anywhere, a
delightful food—
"“The Taste Lingers."

Postum_ Cereal Co.. Ltd
Battle Creek, Mich.

Order a Box

Jennings C. P. Bluing

10 cent size.

It’s a repeater. Push it along.
Yonr jobber or direct.

They planned and JJénnings Flavoring Extract Co.

Grand Rap ds, Mich.
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but they came with a purpose and if
they in their earnestness may be
quoted they never left their man un-
til they “pailed him.” Foremost
among these determined souls was
Mrs. Winstead Willard. At first
there was an inclination to discoun-
tenance her efforts. Was it exactly
womanly thus to enter upon the dis-
cussion of such a question at the
street gatherings, to stop men on
their rounds of business with the
zeal of the Ancient Mariner and de-
tain them until they were “nailed,”
to go into their places of business
and insist on being heard? One might
as well talk to the wind. Instead of
restraining it incited and the woman
with society’s best in her train work-
ed as they only work who are sure of
their cause and are resolved that
it shall prevail.

The grand rally of the “drys” was
to be made in the auditorium and
long before the appointed hour the
vast hall was filled to overflowing.
The platform was honored by the
city’s best men and women. The
head of the University was the chair-
man and advancing to the desk he
said:

“Ladies, gentlemen, fellow citizens,
time, occasion and circumstance have
made this gathering the most im-
portant in the city’s history. We are
met for the discussion of human in-
terests that extend to the very throne
of God. I will call upon the Rever-
end Doctor Armatage to invoke the
divine blessing.” That was the be-
ginning and then with a candor and
an earnestness for which the Presi-
dent of the University was known he
spoke of the relationship existing be-
tween the institution and the state,
the college and the home and how
closely and intimately the good work
and the good name of the one de-
pended upon the hopes and the high
ideals of the other, and how as the
two labored unremittingly and de-
votedly for the attainment of the
same end so the purposes of both
were sure of achievement. “It would
be easy for me from my point of
view to state how the home and the
school are interfered with by this, the
greatest curse of humanity, but it is
more important for this great gather-
ing to hear what it was that has so
aroused this city to the fierce deter-
mination of crushing out for a long
series of years at least the saloon
and its always baneful influence. |
am going to ask Mrs. Winstead Wil-
lard to take my place at this desk and
tel! us that part of the story of her
Me. Mrs. Willard, you see a crowded
audience of eager listeners.”

If there is such a thipg as a si-
lence that can only be felt it existed
then and there. For an instant she
yelded a little to an almost over-
whelming reluctance and then she ad-
vanced to the desk to be greeted by
a cheer which only such an audience
as that can give. When quiet at last
prevailed—at last, for the hearty
greeting broke out again and again—
clear and sweet that musical voice
proclaimed its mission to that house-
ful of sympathizers. “My story is
not unknown to you: For fifteen years
the saloon has done its best to wreck
my home and to kill my husband. For
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fifteen years | have struggled sin-
gle-handed with a power far strong-
er than mine. When the strife be-
gan it found me the mistress of a
prosperous home, the happy mother
of children and the center of a
large circle of devoted friends. To-
day | am a poor weak woman,
houseless and homeless except the
wretchedness which for these long
years | could not give up. When
prosperity went | did not care much

for 1| still had my husband and |
still hoped to reclaim him. When
want came | was confident that I

could meet its demand and | could
have if the saloon had not fought
me; but when | saw that that was a
force which my strength was unequal
to, that my husband must be sacrific-
ed or it must be crushed, | determin-
ed for everything that life holds dear
to drive this pestilence from the city,
and | have done what | could do to
accomplish it. To-morrow we shall
know the result and if there are
wives and mothers here, suffering in
want and misery and shame as | have
suffered for fifteen wearisome years,
let me implore them and the men
who love them to free this city to-
morrow from the want and the woe
and the ruin that is worse than death

the single aim the saloon is work-
ing for. In God’s dear name give me
back my husband, give me back my
home, give me back what the saloon
has wrenched from me and give me
hope and happiness once more by
your votes to-morrow.”

For a minute that auditorium va-
cant had never been more quiet and
then—well, the .vote next day was
so overwhelmingly “dry” that the
most ardent saloonist voluntarily
gave up beaten.

Richard Malcolm Strong.

Wave Theory of Light in Disfavor.

In these days of demolition it is not
surprising to know that even the
wave theory of light is falling into
disfavor. Sir J. J. Thomson, the re-
nowned English physicist, show's that
the recent theories of light differ
from the wave theory. The fact upon
which stress has been laid for sup-
posing that light had had a kind of
constitution had reference to the ef
feet of ultra violet light on positive
electric surfaces. On light falling on
these surfaces particles flew off, and
the peculiarity was that the speed at
which these particles flew off was
quite independent of the intensity of
the light.

If the light was taken to a distance
the number of the particles that flow
off would be much reduced, but their
speed would be much the same.
Further it was supposed that light
consisted of separate bundles of lines
of magnetic force. It was only when
the electrical properties of light were
considered that we are almost driven
to consider light in accordance with
the optical effect. The idea that light
is bound up in bundles has been car-
ried forward with considerable elab-
oration and estimates have been giv-
en of the amount of energy in the
bundles.

The endeavor always counts more
for one’s happiness than the success.

Pitfall for Old Salaried Man.

It is not the old age bugaboo that
should haunt the salaried man just
slipping over the half century mark.
It is catching the fever to go into
business for himself that he should
try to avoid. The man who always
has worked for another, and has
drawn a salary instead of profits gets
this fever sooner or later.

If it does not get him earlier, it's
mighty certain to get him when he
has started on his second “half cen-
tury.” Up to this time he likely has
gone along drawing his weekly sal-
ary, pleased and satisfied when at
regular intervals it has been increas-
cd. Then when he has left the first
fifty years behind he takes a closer
sguint at the future. He ends up by
wishing that years ago he’d made
the break and gone into a business
of his own. Mentally he figures the
profits he would have drawn for him-
self in place of helping some other
man to get them.

Then in frantic haste he decides it
is not too late yet. He eagerly be-
gins casting around for an opportu-
nity to invest his savings in some
business undertaking of his own. As
a general rule in this case his choice
of a business is one that his many
years in the employ of another have
unfitted him for. For instance, if he
has always held an indoor position
he’ll probably decide when he gets
the personal profit fever to spend his
remaining days as a farmer.

He pictures himself as a landown-
er, monarch of his own domain. The
Ldea of not beklg bound by regular

ours appeals t‘t% the man “who™ for
vears has had face a time clock
very, time he entered or left the of-
ice. He reads the high market pric-
es of farm produce as listed in the
g'elﬂ)_( papers and is convinced thati

now on his fortewill be farm-L

He does not stop to considér "that
his years of desk work have not
given him the training necessary to
running a modern farm, or if he does
be won't admit it being true in his
case. He forgets that modern com-
petitive farming methods require a
knowledge of the most approved
methods if you would do your farm-
ing on a money making basis. Nor
will he take cognizance of the fact
that his years of desk work have de-
stroyed whatever natural talents he
may have had for a farmer’s life.

This man, when he bucks up
against the real proposition as he
finds it, loses all his enthusiasm. He
generally makes a flat failure of it
and comes back to the city glad to
find a berth in his old office if possi-
ble.
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Others who have not this back-to-
the-farm “bug” usually decide that*a
nice little store of some sort will be
the thing for their money. These
men will go into any sort of busi-
ness without the slightest knowledge
or training necessary to run profita-
bly any store, whether it be a corner
grocery or a little candy shop.

Typical of this sort of venture is
|tte case  a middle aged Swede, who
f°r years had worked in the office of
a West Side milk company. He had
ra*se{* a Zam”y of four children and
*n Edition had managed to save a
fciriy respectable bank account. When
Ithe “business for himself” fever
Istruck him he bartered with the own-
er of a grocery store on the North-
west Side. Had he known anything
about such dealings he would have
seen that the stock was run down
and that the general appearance of
the store showed that trade must
have been on the decline. However,
he was so enthusiastic over getting
into business for himself that he
bought the store, or its contents,
knowing that the building had been
leased from May on by another man.
This meant that inside of a few
months he would have to find anoth-
er location and move his stock and
fixtures. He found that the old trade
of the place had dropped almost en-
tirely away and because of his inex-
Iperi_ence he could not build it up
again.

Result, the. $700 he had invested in
the stock and fixtures is gone and
expenses are eating into the rest of
his savings. Al thiall hie has T® ShW
L;(E+ present for his venture is a deplet-
i stogk of gtoceries and the pros-
f{Je_ct 0 disposinﬁ of them if possi-

e. Otherwise, he will have to move
into another store and make a fresh
demt, Now this man is not dhﬂerﬁ[gt
trem the average salary worker.
sim'bly got the idea of going into
business for himself and followed it

out without takl’ng an invoice of "his
own qualifications. He did not stoo
to reason that he lacked busines5

training other than the Httle ined

in his office work. Nor did he realize
that he was past the age where mere
enthusiasm can build up a business
the nature of which was almost for-
eign to him.

He is just one among many going
through the same experience every
day. When the idea that it is not
too late for them to leave their sal-
aried jobs and go into businesses of
their own strikes them they are in a
fair way to run wild. They gener-
ally give a pretty fair example of the
faithful old family horse running away
and the results in both cases are us
ually attended by disaster.

Dean Halliday.

GROWTH INCREASES INVESTMENT
But added telephones mean at once increased income.

CITIZENS TELEPHONE COMPANY

Has enjoyed a net %rowth of more trr:an 200 telephones in its Grand Rapids
e past two months,

Exchange during t

and a great growth in others of its

many exchanges and long distance lines, so that it now has
MORE THAN 10,460 TELEPHONES
In its Grand Rapids Exchart'l%e alone, and about 25000 telephones in other

exchanges in its system. |

as already paid

FIFTY QUARTERLY DIVIDENDS
And its stock is a good investment.

INVESTIGATE IT
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Interesting Incidents in the Life of
Clothing Salesmen.

A clothing salesman told me this
story:

“l have been chasing trunks for
a long time, but last season | got
into the worst scrape of all my life
on the road. | was a little pushed
for time, so | wrote one of my ir-
regular country customers that |
would not be able to go to his town,
sbut that | would pay his expenses if
he would come in and meet me at
Spokane.

“When he showed up, he had
brought along his wife; and his wife
rolled a young baby into my sample
room. It was a pretty little kid, and
struck me as being the best-natured
little chap | had ever seen. of
course, you know that to jolly up
my customer a little 1 had to get on
the good side of the wife, and the
best way to do this was to play with
the baby. After | had danced the lit-
tle fellow around for a while, | put
him back into the buggy and sup-
posed that | was going to get down
to business. But the father said he
thought he would be in town for a
week or so and that he thought he
would go out and find a boarding
house.

“As we were talking, a friend of
mine dropped in. He directed my
customer to a boarding house, and
then, just for fun, said: ‘Why don't
you leave the baby here with wus
while you’re making arrangements.
Mr. Percy has lots of
home, and he knows how to take
care of them all right.” Imagine how
I felt when my country friends fell
in with the shoe man’s suggestion!

“Both of us got along first rate
with the baby for a while. 1 really
enjoyed it until my friend left me to
go down the street, and a customer
I was expecting came in. | thought
the baby would get along all right
by himself, and so | started to show
customer No. 2 my line of goods.
But the little chap had been spoiled
by too much of my coddling and
wouldn’t stand for being left alone.
At first he gave a little whimper. |
rolled him for a minute or two with
one hand and ran the other over a
line of cheviots and told my customer
how good they were; but the very
minute | let go of the buggy, out
broke the kid again. | repeated this
performance two or three times, but
whenever | let go the buggy handle
the baby yelled. In a few minutes
he was going it good and strong, and
I had to take him out and bounce him
up and down. Now, you can imag-
ine just how hard it is to pacify a
baby and sell a bill of clothing. Try
it if you don’t. | soon began to walk
the floor to keep the kid from howl-
ing, and presently | decided | would
rather keep that child quiet than sell
a bill of goods. Finally, customer
No. 2 went out, saying he would see
me the next morning; and there |

children__atany.
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was left all alone with the baby

again.

“l tried to ring a bell and get a
chambermaid to take care of him, but
the bell was broken. Then | began
to sing all the songs | knew and
kept it up until I nearly wore out my
throat. It seemed as if the baby’s
mother never would come back, but
| had the happy satisfaction of know-
ing, though, that the baby’s mother
and father would certainly have to
come back and get the little fellow,
and | felt sure of getting a good
bill of goods.

ifWell, what do you think happen-
ed? After two hours the mother
came back and got the baby and |
never saw her husband again! A
competitor of mine had ‘swiped’ him
as he came in the hotel office and
sold him his bill of goods.

A clothing man told me, not long
ago, of a little trick he once worked
on a Minnesota merchant.

When | was up in Saint Paul on
my last trip,” said he, “a country
merchant—what a ‘yokel’ he was!—
came in to meet me. He had written
my house he wanted to see their
line. But when he reached the hotel
another clothing man grabbed him
and got him to say he would look at
his line after he had seen mine. When
he came into my room, | could see
something was wrong. | could not
get him to lay out a single garment.
When a merchant begins to put sam-
ples aside, you've got him sure. After
a while, he said: ‘jWell, I want to
knock around a little; I'll be in to
see you after dinner’

“‘l am expecting you to dine with
me,” said I. ‘It's after eleven now;
you won’'t have time to go around
You'd better wait until this
afternoon.” | smelt a mouse, as there
were other clothing men in town; so
I knew | must hold him. But he
was hard to entertain. He wouldn’t
smoke and wouldn't drink—anything
but lemonade. Deliver me from the
merchant who is on the water wag-
on or won't even take a cigar! He's
hard to get next to. After we fin-
ished our lemonade, | brought out
my family photographs and kept him
listening to me tell how bright my
children were—until noon.

“When we finished luncheon 1 sug-
gested that we go up and do our
business, as | wanted to leave town
as soon as | could. Then he told
me he felt he ought to look at an-
other line before buying and that he
had promised another man he would
look at his line.

“Had | ‘bucked’ on that proposition
it would have knocked me out, so
1 said: ‘To be sure you should. 1
certainly do not wish you to buy my
goods unless they please you better
than any you will see. We claim we
are doing business on a more econom-
ical scale than any concern in the
country. We know this, and | shall
be only too glad to have you look
at other goods; then you will be bet-
ter satisfied with ours. I'll take
pleasure even in introducing you to
several clothing men right here in
the house.’

“This line of ten.

talk struck

My vyokel friend said: “Well, you
talk square and | want to buy of you.
I like a man who thinks lots of his
family, anyway; I've got a big fam-
ily myself—seven children—baby’s
just a month old and a fine boy. But
I promised my partner 1I'd look
around if | had a chance, and | think
I ought to keep my word with him.

“Luckily there was another sales-
man from my firm in town and
opened up that same day in the
hotel. | sent for him, never letting
my yokel friend get away from me
a foot. | saw the other man, at
whose line my friend wished to look,
sitting in the office; but | knew he
would obey the rule of the road and
not come up to the merchant until
I had let him go.

“My partner was a deuce of a long
time coming. | listened to episodes
in the lives of all of those seven

children. | took down notes on good
remedies for whooping cough, croup,
measles, and all the ills that flesh is
heir to—and thanked Heaven we had |
struck that subject! Finally my part-
ner, Sam, came. As he drew near
I gave him the wink, and, introducing
my friend to him, said: ‘Now, Mr.
Anderson is in town to buy clothing.
I have shown him my line, but he
feels he ought to look around. May-

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

Made ia Chicago by
BECKER, MAYER & CO.

April 27, 1910

Ideal Shirts

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.
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and

1(nicker Pants
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Is the Time

Place Your Order

H. A. SEINSHEIMER & CO.
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PERFECTION

CINCINNATI
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be 1 haven't all the patterns he
wants, and if | can get only a part
of the order there is no one I'd
rather see get the other than you.
Whatever the result, you'll bring Mr.
Anderson to my room, 112, when you
get through. Show him thoroughly.
I'm in no hurry.’

“l let Sam entertain Anderson un-
til 1 knew my competitor was out of
the way. Then | sent a note up to

him.  In due time he brought the
merchant down and soon excused
himself.

‘That’s a mighty nice fellow,” said
Anderson, ‘but my! his goods are
dear. Why, his suits are two to three
dollars higher than yours. You'll
certainly get my bill. | told my
partner | believed your house would
be all right to buy from.””

A vital point in this day of com
petition, and one not infrequently
wholly disregarded by concerns, is
the necessity of selling a good prod-
uct instead of a poor bat attractive-
looking one, when others are putting
a meritorious article on the market.
Failure to consider this factor proved
disastrous for a retail firm.

The firm did not realize what a
dangerous matter it is to trifle with
the quality of the goods it puts on
the market. It believed that if it sold
a line of goods that were good to
look at the buyers would be as well
satisfied as if what they had bought
were serviceable and lasting. The
firm sought only to make a good
profit on the trade. And to do this
it put an inferior product on sale
This policy shut out one of the best
lines, and to secure an adequate out
let in that city, the manufacturer of
this line decided to build up a com-
peting firm by co-operation.

The new store came in with new
methods. It opened a campaign
against the old one that almost swept
it off its feet at the beginning. It
went after the best trade in a hurry.
The firm advertised direct to the
trade. It obtained more capital, the
lines it carried were increased and
the other modern business policies
were continued, and within two years
it had the trade of the town, while
the other concern, to quote a local
newspaper, “gradually faded away
until the sheriff came.”— Charles N
Crewdson in Clothier and Furnisher,

A Salesman Must Have Courage.

Ever notice the way some sales-
men take instructions? The self-re-
liant, courageous man is not content
with half a message, and will not say
he understands instructions which are
not clear. He will not cut his in-
structor short nor interrupt with a
frequent “Yes, | know,” “l under-
stand fully,” when he really doesn’t
know nor understand. Those are the
expressions of the weaker brethren
who haven't strength of mind usual-
ly to say a thing is not clear when
their superior seems to think it should
be plain. The truth is they are
overborne by a superior will. It
has happened that for some time such
a man will appear to better advantage
than the other—until he “falls down”
through making some big mistake.
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Then the error is charged up to his
carelessness instead of his weakness
of mind and lack of courage. He is
the man who is constantly depending
upon strokes of good luck to carry
him through. He wants to avoid
thinking about things as they might
be and turn his attention to con-
quering the world as it is now. He
thinks the world has treated him
pretty well in the past and that should
be a good indication of how it will
‘treat him in the future. He never
|stops to think that if he would get
better treatment he must aim to al-
ter himself and not the world.

There is no place in the selling of
goods for weak minds. Salesmanship
is largely a battle of wills, and the
stronger will generally prevails. A
bold front is necessary to compel re-
spectful attention. To be a success-
ful salesman a man wants to hold
himself and his mission in high es-
teem. There is no excuse for a
salesman to assume the attitude or
bearing of humble submission, to go
about apparently shamefaced with
an excuse-me-for-being-here kind of
an air. Arid yet because so many
do this there is more or less of the
feeling among salesmen that they are
like “dumb driven cattle” at the mer-
cy of circumstances and that their
lot in life is merely “a'trust to
chance” and “fickle Fortune” sort of
n existence. Remember that esteem
begets esteem, that by respecting
yourself and your position, whatever
it may be, you win the respect of
others. And a bold front is neces-
sary to compel respectful attention.
Are you master or mastered? If in
the latter class strive to get into the
former. The salesman who allows
the customer to get the upper hand
looks like some prospective employe
being pumped by an employer. Of
course, it is necessary to answer
questions civilly, but he who stands
on the defensive too much usually
gets the worst of the transaction.
Aim to build on the solid, enduring
foundations of laborious effort and
accurate, trustworthy work. Learn
to have the courage to say you do
not understand, if such is the case,
and get your instructions right and
then execute them intelligently,
thinkingly. At all times be master
of yourself. And one good way to
come to feel that you are is to possess
a good savings account. It will save
a deal of worry and enable you to
perform your tasks in the proper
spirit and courageously.

How It Happened.
Dinks—Who was that sporty chap

in the high hat and diamonds that
spoke to you outside?
Winks—Don't you know him?

Why, he’s a spring poet.

Dinks—Spring poet? Mean to say
i spring poet can sport a tall hat
and diamonds?

Winks—Sure thing! He wrote a
poem on a wagon spring and the
manufacturers are paying him an
opera singer’s salary.

It is always safe to go where you
can help another.

Crooks are made by trying to dodge
around duties.

The Work of Business Men in Civic
Improvement.
Written for the Tradesman.

The progress made in recentyears
in many lines of betterment in the
conditions of municipal life is so
great that we are prone to congratu-
lation on the assumption that we
have really achieved the major share
of change from the “each for him-
self” to “each for the good of the
community.” Unquestionably, there
is a great change already accom-
plished, but this bears such a pro-
portion to the possibilities yet before
us that we must recognize that we
are still in the earliest dawn.

The problem of civic government
even is still a problem. In recent
years several towns and cities in this
country, such as Des Moines and
Galveston, have been experimenting
with the commission plan, and for a
time it looked as though some of
these experiments were likely to de-
velop a solution. The outlook in this
direction, in the light of recent ex-
perience, is not so promising. It is
being discovered that there is hu-
man nature even in commissions and,
where this is narrow and selfish, no
plan yet devised will serve to neu-
tralize the baneful influence. There
is more of promise in the fact that
in some communities there is in prog-
ress such an awakening of public sen-
timent that many business men of
brains are coming to recognize the
duty of taking active part in civic
betterment as opportunity offers.

In Grand Rapids we have our
share of such men. Thus for many
years Heman G. Barlow has beei
giving the benefit of his ripe busines
experience and his energy to the de
velopment of our city park system
While possible that the line of Mr
Barlow’s activity is determined some
what by personal inclination, there
is significance in the fact that he ha
taken up the work in which there was
the greatest opportunity for him, in
the accomplishment of results in civ

ic betterment. Nor is Mr. Barlow
alone along this line. The list of
those taking the lead in the cam

paign for pure water, for sanitation
in all other directions, as well as for
improved educational and material
civic betterment, is not short. It
may be discouraging to some that
we have such an affront upon decen-
cy in our mayoralty incubus, but
even this apparent calamity is bound
to react in good in that among those
of business strength and public spir-
it will come the ones to make an
overturning in the City Hall.

The dawn of civic improvement is
in evidence in the awakening of pub-
lic spirit in business men. Doubtless
the progress in general education in
the ways of better living, in sanita-
tion, in better and more beautiful
construction, co-operation and all
that goes to make up civic refinement
is doing vastly much, but there is
more of immediate promise in the
fact that business men of virile pur-
pose are turning their energies and
unselfish exertion into the direction
of public good. W. N. Fuller.

The man who is satisfied to follow
the crowd never gets to the front.
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TP APC YOUR delayed
InNHUt FREIGHT Easily
and Quickly. We can tell you
bow BARLOW BROS,,
Grand Rapids, Mich
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Sawyer’s i
Blue.

For the
Laundry.
DOUBLE
STRENGTH.

Sold in
Sifting Top
Boxes.

See that Top

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

It goes twice

as far as other
Blues.

Sawyer Crystal Blue Co.
88 Broad Street,

BOSTON - . MASS.

IF YOU CAN GET

Better Light

witi. a lamp that uses
Less Than Half the Current

what can you afford to
pay for the new lamp ?

The G.E. Tungsten
is a masterpiece of invention, genius
and manufacturing skill. We can
supply it at a price which will enable
you to make an important saving in
the cost of your lighting.

Grand Rapids-Muskegon
n Power Co.

Grand Rapids, Mich.
City Phone 4261 Bell Mein 4277
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DEALS AND IDEALS.

Side Lights on the Life of the Retail
Dealer.*

There is a question with which the
dealer has to deal, and a serious
pioblem it is, too: the problem of
advertising. Thirty years ago there
was a small store in Pittsburg, start-
ed originally as a new and second-
hand store. Its annual sales a few
years ago had attained the billion
mark. Its success has been phenom-
enal within the past fifteen years, due
very largely to the unique methods
cf its advertising men. Some of its
ways have been startling. Three
or four years ago the store offered a
prize for the largest pumpkin grown
upon the roofs of Pittsburg houses.
At one time several hundred small
balloons were launched from the roof
of the store building, and to these
balloons were attached tickets bear-
ing numbers; corresponding tickets
and numbers were placed on certain
articles of furniture in the store, and
the finder of the number on a piece
of furniture in the store was pre-
sented with the piece of furniture as
a gift. This method reminds me of
the dealer in North Carolina who
happened to be at a sawmill one
morning when the boiler let go. The
next day’s paper contained his ad-
vertisement. It read, “John Smith,
who went up in the boiler explosion
yesterday, is back in town and is
prepared to sell all kinds of house-
hold furniture at lower prices than
ever.” One of the largest time-pay-
ment houses in this State used for
years single-column advertisements
eight to ten inches long. Each ad-
vertisement was headed with a cut
of a dresser, a davenport or couch
or iron bed or any other article it
was desired to exploit, and follow-
ing this cut was a neatly worded ad-
vertisement which appeared as a per-
sonal talk by the store to its pros-
pective patrons. This whs inexpen-
sive and effective. This store rarely
used the Sunday papers, confining its
advertising to the week-day issues,
and in spite of the fact that competi-
tors multiplied around it, spending
thousands of dollars for advertising
where this store spent hundreds, it
did a successful business and has
held the same. But there is danger
also of too little advertising and
stereotyped methods. If a store is lo-
cated on a suburban street car line,
street cars can be used to good ad-
vantage. Billboards favorably locat-
ed will also bring good returns. In
all this there should be the constant
effort for originality and effective-
ness. This desire for originality
must not be carried too far, how-
ever, perhaps not as far as our friend,
Mr. Beecham, the pillmaker, carried
his. He made a present of a new set
of hymn books to a church and the
first Sunday after they were receiv-
ed the number of the hymn was an-
nounced and the congregation arose
to sing and found these words:

Hark the herald angels sing,
Beecham’s Pills are just the thing:
Pair and lowly, meek and mild
Two for man and one for child.’

A part of advertising is the man-
ner in which the dealer treats his cus-
Add{ess dﬁlllslered ﬁt the sixth annual ban-

quet of the O Retail Furniture Dealers’A's
soeiation by O. K. Wheelock.
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tomer. Let him follow the safe rule
cf the great Marshall Field store in
Chicago. The rule of that store is
that the customer is always right
No matter how exasperating or un
reasonable he may be, satisfy him
and please him. Thereby you will
be fulfilling the scriptures by heap
ing coals of fire upon his head and
incidentally holding his trade and get
ting his money. It is a cheering sign
i promise under our present profit
system, when men in the same line
of business, battling for trade in the
fierce strife of our competitive sys
tern, can and do get together to ex
change ideas and formulate plans
which will work out for the benefit
of their competitors as well as them
selves. Although economic evolu
tion is slowly but surely eliminating
the traveling salesman and the retai
dealer, although co-operation will in-
evitably supersede competition, al
though the time will come when we
shall have learned how to produce
for use and not for profit, neverthe-
less, under present day conditions,
both the traveling salesman and the
retail dealer fill a necessary niche and
perform a necessary service in our
system of production. And so we
may discuss briefly some phases of its
relation to his business and to the
public, which as a merchant he must
assume, and right here let me pay
a deserved tribute to the furniture
dealers of Ohio. In a ripe experience
covering almost a quarter of a cen-
tury it has been my privilege to visit
the dealers in nearly every town of
a population of 3000 and upwards,
and as a class no body of merchants
excels them in character and average
ability. To my knowledge, in all that
time, no one has strayed so far from
the narrow paths of rectitude as to
be classed as an undesirable citizen.
Not one has stolen a franchise, brib-
ed a judge, rode on a pass, made up
a tariff schedule K, passed any false
weights on sugar, shoplifted a mine
or embezzled an acre of timberland.
On the contrary, they are useful cit-
izens in the respective communities,
serving on school boards and town
councils, on boards of trade, cham-
bers of commerce and other civic or-
ganizations. They have their troub-
les and their problems and to solve
the one and lessen the other is the
object of this organization. One of
the first problems is inferior mer-
chandise. It is growing less every
year. The semi-annual expositions
at Grand Rapids, Chicago and New
\ ork have done a great deal to im-
prove the quality of all grades and
kinds of furniture. About twenty
years ago | carried, in connection
with several other lines, a line of
cheap chairs made in the East. |
sold a bill of these chairs to an old
German customer of mine over in
Indiana. | shall never forget the
first time .1 called on him after he
had received the chairs. As | enter-
ed the door he greeted me with a
smile and said, “Say, Veelock, you
know dose Pentzsylvania chairs vot
you solt me. Say, vot dit you finish
dose mit, tobacco juice?” To-day that
same factory is turning out a quality
-|9f goodsAwhich is as far §HBSH’3F %gj
*ts output of twenty years ago as a

fine quartered oak dresser is supe-
rior to the old fifteenth century maple
ones we used to have some years
ago. And there have been improve-
ments all along the line in the man-

ufacture of articles of furniture. Ex-
amine a catalogue or a set of blue-
prints of a factory line for the sea-
son of 1910 and compare it with the
catalogue or blueprints of the line
made twenty years ago, and you will
be amazed at the progress which has
been made. And so this problem of
inferior merchandise is rapidly solv-
ing itself. How shall the dealers
deal with trade-marks or advertising
brands of furniture? We may be
treading on dangerous ground. The
problem is yet a small one, but the
indications are it will grow very
rapidly. As a manufacturer | would
encourage the exploitation of the
trade-mark on furniture which | was
advertising; as a retailer | would
paste over it the name of the store
fiom which the article was sold. As
a general proposition the retail deal-
er must be like the young man who
went into a trance and remained un-
conscious for several days. His
friends thought that he was dead
and were preparing to bury him,
when he woke up. In discussing the
incident with a friend a few days
later the young man said. “I knew all
the time | was unconscious | was not
dead, because | was hungry and my
feet were cold.” “Why, how does
that prove anything?” said his friend.
He replied, “Don’t you see, if | was
in Heaven | know | would not be
hungry, and if | was in the other
place 1 am sure my feet would not
have been cold.” The dealer must
have hunger for improvement in every
line of his business and he must not
acquire cold feet at the progress he
is making. An earnest desire to suc-
ceed and a willingness to work for
that success must permeate all the
ideals of the retail dealers. What
about his ideals? What are his ideals,
what ought they to be? Did you read
those words in Everybody’s Maga-
zine for January? “Business is simply
making a good living and this world

better place to live in.” It is the
best game in the world. The man
who doesn’t enjoy his life work has
missed the whole point of living.. The
man who does not see that to do his
work honestly and well, however
humble his place is, is to enjoy the
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sum of human happiness and com-
fort is losing the richest reward of
his labor. We are so apt to wait for
opportunities that appear in the dis-
tance and neglect the door that stands
ajar immediately before us. There was
a citizen of Toledo, a business man,
who, through all the sordid influences
of our modern commercial life, kept
his ideals of social service fresh and
clean. He made a success of his
business. He was well rated in Brad-
street’s, but what is of more impor-
tance, he made a success of his life.
He initiated that economic truth,
that before our inalienable rights as
catalogued in the Declaration of In-
dependence (life, liberty and the pur-
suit of happiness), there is a primary
right upon which all those others de-
pend, the right to work. He empha-
sized with all the force of his fine
nature the greatest curse of present
day civilization, forced unemploy-
ment. He denounced, as we all ought
to denounce, that disgraceful, almost
criminal, spectacle, in any times,
good or bad, of strong, able-bodied
men, anxious and willing to work,
but unable to find suitable employ-
ment. And when he lay upon what
proved to be his deathbed what finer
tribute was ever paid to any citizen
of Ohio than the fact that prayers
for his recovery and speedy restora-
tion to health were offered up at the
Salvation Army barracks, in Roman
Catholic cathedrals, in Jewish syna-
gogues and in the Protestant church-
es of all denominations? The only
ideal a man needs in his business,
the only way he can insure its suc-
cess and his own happiness is by this
degree of social service. He is true
to God who is true to man. Wher-
ever wrong is done, who makes but
the humblest kneel or weakest suffer,
that wrong is done to us, and they
are slaves most base whose love of
right is for themselves alone and not
for all mankind.

A Distant Prospect.

“And you say you love me?"
"Devotedly!”

“With the cost of living as high
as it is?”

"Indeed | do, and when the cost
f living is less | will prove my love
by making you my wife.”

The man who wins is the man who
holds on just a little longer than he
thinks he can.

Klingman'’s

Summer and Cottage Furniture:

An Inviting

Exposition

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

Cottage and Porch.

previous efforts in these lines.

Our present display exceeds all

All the well known makes

show a great improvement this season and several very
attractive new designs have been added.

The best Porch and Cottage Furniture and where to get it.

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

Entrance to retell store 76 N.

lonia St.
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SHE LEFT TOWN.

How John Perry Outwitted a Pro-
fessional Blackmailer.
Written for the Tradesman.

In the year 1878 the Grand Rapids
Democrat was owned by General A.
A. Stevens and Colonel I. E. Mess-
more. General Stevens endorsed
the firm's notes and Colonel Mess-
more wrote editorials, each rendering
to the publication in the manner stat-
ed his full capacity as a newspaper
man.  Messmore’s editorials were
more vigorous than rational and were
read for amusement rather than for
the instruction they contained. Mess-
more practiced law during the day-
time and penned editorials at night,
concluding his work usually in time
to obtain the last “nightcap” dispens-
ed by George Woodbury or Billy
Clifton at Sweet’'s Hotel. Mess-
more’s clients occasionally called up-
on him at his sanctum in the Demo-
crat office. They were a queer lot,
to say the least. A bright young
local editor occupied a room adjoin-
ing the editorial apartments of Mess-
more during the year mentioned and
not infrequently overheard conversa-
tions. between the Colonel and his
clients. He always spoke in loud
tones and seldom took the precaution
to close the door opening into the lo-
cal room.

A woman named Harrington was
not an infrequent caller upon the ed-
itor, usually arriving shortly after 11
o’clock p. m.

John Perry held the office of Chief
of Police during the year 1878. He
was an efficient officer and in later
years served the county ably and
well as a deputy sheriff. One morn-
ing in the month of October of the
year mentioned he met the city edi-
tor of the Democrat and remarked:
“A very good friend of yours and
mine is in trouble.”

“What’s his name?” the newspaper
writer asked.

Mr. Perry gave the name of a
prominent banker.

“What is the nature of the troub-
le?” the newspaper man questioned.

A prominent attorney, formerly
holding the office of Lieutenant Gov-
ernor, living in a neighboring city,
had called upon the banker, it seems,
representing a woman and demanded
the payment of $10,000 as a considera-
tion for withholding the filing of a
complaint in a suit in court against
him, alleging seduction and the fail-
ure to fulfill a promise of marriage.
The conversation continued as fol-
lows:

“What is the woman’'s name?”

“Harrington. She occupies rooms
in the Island company’s building and
presumably carries on the business of
dressmaking.”

“Tell our friend not to give her
or her representative a cent. The
woman is a blackmailer.”

“How do you know that?”

“By overhearing conversations be-
tween the woman and her attorney.
She has extorted money from a State
official at Lansing; from a business
man at Flint and is now trying to
bleed the pocket of a hotelkeeper at
lonia. By the way, how deeply is
our friend involved in this matter?”
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“The attorney declares that he has
witnesses to prove that the banker
was seen ascending the staircase lead-
ing to the rooms of Mrs. Harring-
ton. You would defy this woman?”

“1 certainly would.”

“1 will so advise our friend.”

The banker called his attorney in-
to the case and, while he' hemmed
and hawed and threw dust into the
eyes of the blackmailer’s representa-
tive, for the purpose of gaining time,
Chief Perry proceeded to put an-
other woman into the case.

One day there appeared at the
Harrington rooms a modest little
lady who desired to learn the dress-
maker’s art. She would pay liberally
for instruction and so favorably im-
pressed the Harrington woman that
she not only entered into an agree-
ment to teach the caller her art but
offered to share her rooms and board
with her. This attractive proposition
was accepted and the pair soon be-
came warm(?) friends. Little by
little Mrs. Harrington revealed the
illegitimate practices she had indulg-
ed in to obtain money and, greatly
to her pleasure, her guest approved
of the same. Chief Perry was in-
formed from time to time of the
progress of the affairs of the women
and one day when the guest was left
alone for several hours she ransack-
ed the trunk and secret apartments
of the owner and, securing a pack-
age of incriminating letters written
by a number of business men, she
locked the doors and departed.

When Mrs. Harrington returned
she was invited to call at the office
of Chief Perry. She responded

promptly when Mr. Perry pointed to
a package of letters lying on a shelf
in his safe and remarked that the
climate of Grand Rapids would not
be conducive to the health of his
caller if she should be found to be
a resident of the city thirty-six hours
later.

The woman acted upon the sugges-
tion and the banker heard nothing
more of her or her attorney.

Ten days later a statement appear-
ed in the newspapers that the hotel-
keeper of lonia had disposed of cer-
tain property he possessed, receiv-
ing $16,000 for the same, and had
started for the Pacific Coast to re-
main permanently.

A month later, near the midnight
hour, the city editor of the Demo-
crat was disturbed in his work by
the rustle of silks in the apartment
of his chief. The Colonel was gush-
ingly delighted with the appearance
of his client and the pair spent an
hour very pleasantly. Discretion \yas
thrown aside and the woman declar-
ed that she had found the former

lonian in the West and had made
him disgorge $9,000.
The horses attached to a hack

standing outside stamped the pave-
ment impatiently, but when called in-
to action they drew the woman to
the Union depot and a midnight train
carried her away from the city.
Arthur S. White.

Flour from Beets.
A Belgian farmer, after lengthy
experiments, recently announced that
he had succeeded in making flour

not only as
use

from beets, excellent
feed for horses, but notably for

in making fine pastry. This discov- jFIRE

ery means large profits for the dis-
tricts round Magdeburg and Posen,
Germany, where the beet is cultivat-
ed to such an extent that five hun-
dred steamploughs representing ap-
proximately  forty-seven  thousand
horse-power are used by the farm-

It is folly to try deaf mutes as
servants; they won’'t answer.

Child, Hulswit & Company
BANKERS

Municipal and Corporation
Bonds

City, County, Township, School
and Irrigation Issues

Special Department
Dealing in Bank Stocks and
Industrial Securities of Western
Michigan.
Long Distance Telephones:

Citizens 4367 Bell Main 424
Ground Floor Ottawa Street Entrance

Michigan Trust Building
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GRAND RAPIDS
INSURANCE AGENCY

THE McBAIN AOENCY

tirand Rapids, Mich. The Leading Agency

General Investment Co.
Stocks, Bonds, Real Estate and
Loans

Cltz. 5275. 225-6 Houseman Bldg.
GRAND RAPIDS

Kent State Bank

Grand Rapids, Mich.

$500,000
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Capital - - -
Surplus and Profits

Deposits
5& Million Dollars

HENRY IDEMA - - - President
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Paid on Certificates

You can do your banking business with
us easily by mail. Worite us about it if
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THE TELEPHONE FOOL

Has Cost Many a Good Fellow His
Position.
Written for the Tradesman.

Don’t you do it, Gertrude, or Es-
tella, or Gladys, or Irene, or Imo-
gen, or whatever your name is. Don't
you do it. Don’t run to the »telephone
every ten minutes and call up EI-
bert, or Harold, or Earle, or Aubry,
or whatever his name is. Don’t you
do it. You stick to your knitting and
let the little fair-haired fellow you
are expecting to make a pie-piece of
for the remainder of your life call
you up—in case he wants to. But
don't you go and call him up. If
you do, you may lose your pie-piece
and Harold, or Eugene, or whateve
his name is, may lose his job.

11 tell you why, if you'll promise
never to mention it: When Eugene
has a frantic desire to pay for your
shirtwaists and things for the re
mainder of your days, he wants most
of his conversations with you when
he is within reaching distance. Do
you see the point? And when he is
rot within reaching distance he wants
to exercise his faculties in getting
enough money together to buy furni
ture for a four-room flat on the un-
easy payment plan. There you are

Perhaps | never should have
thought of putting all this Solomon
into print if | hadn’'t come across
Joshua Dodd on the street car the
other day. When 1 first knew Joshua
Dodd he was struggling to acquire
enough money, all at one time, to
buy a marriage license, a frame to
put the preacher’s certificate in and
two both-way tickets to Howard
City. He had relatives at Howard
City, so he thought that would be
a fine place to spend his honeymoon.
*his in spite of the well-known fact
that Jimmie Haskins writes up all
honeymoon trips remorselessly in his
newspaper.

Joshua was saving up money for
ill these things when he came to
work at Perkins’ shoe store, where |
was employed just for the novelty of
finding out how long it would take
me to learn the difference between
a pair of patent-leather pumps and a
bunch of shoestrings. Joshua was a
good clerk. He could sell goods
with the best of them. He was hon-
est, too, and people had discovered
it, so he had a little personal patron-
age of his own. When Joshua came
in one Monday morning and went to
work | wondered why he had left
the good job up at the Blake de-
partment store, where he was next
to the head of the shoe department.

I soon found out about that. Joshua
was on the silk carpet up in front
selling shoes to a pretty blonde
from the high-up precinct of the
hourth Ward when the telephone
rang. The book-keeper lifted the re-
ceiver and called out:

“Mr. Joshua Dodd!”

| thought that Joshua looked as if

he had been shot in the ribs with a

load of bird shot—not fatally injur-
ed, but annoyed considerably.
went to the telephone, after asking
permission of his customer, and
something like this followed:
“Never too busy when you—"

Hel
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Then he listened a moment.

Why, of course. Glad you called
me up.”

A long silence followed.

The blue suit? Why,
looks well on—"

The other clerks began to snicker.

Oh, yes, early. If anything goes
wrong, call ----- ?

The customer waited a long time.
She smiled. She would have been
a dunce not to know that it was a
love-talk going on over the tele-
phone. | have no doubt she imagin-
ed the little bees out on the wire
gathering the honey that was slipping
out of the transmitter at the other
end. The boss began to get nerv
ous and Joshua saw it. So he rang
off and went back to the blonde girl
from the Fourth Ward.

I(rom that time on Joshua was
haunted by that telephone. He looked
at it with terror in his eyes morning,
noon and night. He was afraid ofit.

As a usual thing Joshua Dodd was
called to the telephone at g o’clock
every morning. He used to stand
right there so he would be sure to
get the call. Then he would be call-
ed at irregular intervals all day. You
never knew when Joshua’s lovey-
dovey was going to nestle down to
the telephone for a good long chat
with him.

I guess Joshua was afraid he'd lose
Clellie. He never said a word back
to her when she called him three
times an hour. | reckon she thought
he was paid a salary for standing
at that telephone listening to her
foice. Joshua was a profitable man
to have about the store, and so the
boss put up with a lot of foolishness
from him.

Some of our business friends used
to address the store like this: “If
Joshua Dodd is not wusing the
phone 1d like to talk with the mana-
ger. If Clellie hadn't had Joshua
nared proper she would have lost
him right there. However, the boss
felt sorry for him and let it go on.
He knew that Joshua trembled at the
ound of his name, yet hadn’t the
ierve to tell Clellie to cut it out or
go and snare another pie-piece.

The telephone has knocked many

wedding because silly girls could
not refrain from calling up Charley
and telling him all about nothing in
seventeen thousand words. Many a
lover has become so exasperated at
being haunted by the telephone that
he has left both his job and his lady-
love.

Also, many a promising business
deal has been spoiled by the two fre-
guent use of the telephone. It is
easy to take down the receiver and
talk a lot of half-digested ideas into
the transmitter. Now, it is not half-
digested ideas that go in business
When a man talks business he must
pick his words and say them force-
fully and stand by them. That is
business. The telephone fool does
not seem to know this.

It is exasperating to have any one
call on the telephone just for the
sake of a little chin-chin. It may be
your sweetheart, your wife, your
chum, your business associate. Never
mind. If it is not business it has no
place in the office during business

anything

[hours. Many a good deal, many an
jadvantageous business chance, many
a friendship, has been lost because of
the telephone fool. There is the tele-
phone nuisance who talks a lot of
nonsense with business, but he can
be endured. He only delays busi-
ness, does not block it.

When a young man has to answer
a lot of lovey questions before a
ropmful of associates, it makes him
mad, and the girl is prying herself
away from her meal ticket. When a
man is called to the telephone every
half hour to listen to the alleged
thoughts of some acquaintance on a
pending business deal he has a right
to get hot.

When a book-keeper is halfway
down a long column of figures it nat-
urally makes him angry to be called
to the telephone, but when the per-
son at the other end wants only to
talk with him about a party they
went to, or are going to attend, or
a boat ride on the river, or a picnic
to John Ball Park, the only wonder
is that he does not chew the re-
ceiver up right there. | have seen
accountants mad enough to do even
that.

Many a business man engages a tel-
ephone clerk at a salary of $12 per
week just to choke off the telephone
fool. When the bell rings the clerk
asks who it is, what is wanted. Many
a time the person at the other end
is “Me,” and wants to talk with a
subordinate down on the next floor.
Iso, the clerk can not call the person.
It is against the rules. Then the
clerk is going to lose her job, be-
cause the person at the other end of
the line has a pull with the boss! It
is safe to state right here that no
telephone fool has a pull with any
one.

People say things through the tele-
phone they would not dare say to
the face. Many a rank business prop-
osition has been made by telephone,
many a sweet girl has gone away
from the telephone with tears of rage
and indignation in her eyes. The
telephone talker has the power, fool
as he is, to do a great deal of mis-
chief.

But it was only the sweetheart
proposition that worried Joshua. If
it had been a creditor dunning him
by telephone he could have stood for
it. If it had been anybody but Clellie
he would have shut them off quick.
Clellie did not know that her meal
ticket as represented by Joshua Dodd
was going into total eclipse. She in-
vited him to parties and picnics, and
to little dinners for which he was to
pay, and to moonlight rides and to
Sunday excursions which she never
would have had the nerve to men-
tion to his face.

And Joshua Dodd took it all down
until Clellie called him up five times
between 10 and n o’clock one busy
morning. The last time he went to
mes telephone the book-keeper heard

is:

“No; I'm busy; ring off.”

You could almost hear the ring of
that receiver, but Joshua held it close.

I'm too busy. If you want to talk
wrth me call me up after business
hours.”

The clerks stood about in silent
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awe, watching the worm that had
turned. It would have been worth
something to hear what Joshua was
getting over the wire:

“All right. Send the truck to my
rooms. Good day!”

That was the end of it. Joshua
Dodd seemed to take on flesh after
that. The fair Clellie had hocus-
pocused herself out of the best fel-
low there was in the store, and that
is saying a great deal, for | was
there myself in those days.

So, when | met Joshua Dodd on a
street car, the other day, | asked him
about Miss Clellie. The subject did
not interest him. He said she was
a pretty good sort of a girl, but it
was a pity she was such a little pig
and so foolish.

Honest, if Cupid could have heard
the man talk he would have pierced
him with the largest dart in his quiv-
ler. But, then, Dan Cupid might
have learned a thing or two right
then and there. What's the use of his
going about the country shooting
darts when he permits girls who are
engaged to run to the telephone everv
five minutes and take up the time
of the lucky man for an hour—or
the time of nis employer?

I read somewhere the other day
that men like to hunt, that it is the
hunting instinct that sets them to
courting. Perhaps that is why they
buck when they are themselves hunt-
ed by the ones they would otherwise
be breaking their necks to get!

Alfred B. Tozer.

She Wanted To Know.

She was a middle-aged woman, but
for a while she was shy of tackling
the man with the newspaper in the
street car. Then she drew a long
breath, braced up and asked:

“Will you kindly tell me if there
is any news from Paris?”

I haven't come across any,
ma am, was the kind reply.
The last time | heard anything

Paris was being flooded from the
Seine, or the Seeny, or whatever you
call it. Did the raging waters finally
subside?”

“Oh, yes.”

And they got rid of them?”

“Oh, yes.”

“And anyone can walk around the
city now?”

‘Assuredly, ma’'am.”

You must excuse my many ques-
tions, but you see I am personally in-
terested.”

“So? Friends there, perhaps?”

“N-0-0, but my daughter is going
out to-night to visit an old couple
who are stone deaf and she wants
something to talk about to interest
them. Its so hard to find something
new, you know, since President Mc-
Kinley was assassinated.”

Reforming Reform.

_ Do you believe in reformed spel-
ling?”
~ No other kind goes out of my of-
fice.”

So glad you approve of our sim-
plified method.”

But | don't. My typewriter seems
to. It’s her spelling | reform.”

He who takes his own time general-
ly takes other people’s, too.
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Most Troublesome Problem of the
Department Store.

A prospective mother-in-law, liv-
ing in a Connecticut town about fifty
miles away from New York City, or-
dered recently for her daughter’s
wedding an elaborate cake to be
made to order by one of the big
department stores.

The cake was made in due time
and sent by express some days be-
fore the date set for the wedding.
On the day before the wedding, how-
ever, the following telegram was de-
livered at the bureau of complaints
in the store:

“Where is cake? Wire!”

Consternation resigned for a few
moments in the complaint bureau.
The customer had a charge account
each month; she was a good friend
of the house and the loss of her
patronage meant a great deal.

Quick action on the telephone be-
tween the store and the express com-
pany’s office and a speedy investiga-
tion by the latter of its “undelivered
packages” located the missing cake
in a town some twenty-five miles
from its proper destination, where it
had found its way through some mis-
take in the address.

Immediately an investigator was
sent after the cake, and he then took
care to deliver the cake personally,
together with a note from the firm
expressing regret for the delay and
best wishes for the happy couple.

Thus, by tact and quick action, the
management of a department store
can often bridge over an awkward
situation.

But it is not always that mistakes
have such a happy ending.

Failure to deliver goods on time
is a continual source of complaints.
A turkey delivered on the day after
Thanksgiving has, so far as the orig-
inal intention for which the purchase
was made is concerned, about as
much value as a chimney in sum-
mer.  Affability won’'t go very far
with a woman who has been obliged,
through the blunder of some store,
tc serve on the National holiday del-
icatessen ham to her guests instead
of turkey.

Keeping women customers satisfied
is one of the most troublesome prob-
lems of department store manage-
ment. The trouble arises from two
sources: first, in righting the wrongs
that are complained of, and, second,
in searching out and correcting those
abuses that are not reported.

To handle successfully a business
representing tens of thousands of
women customers daily is a delicate
task. Aside from the sensitive,
quick-to-be-offended, nervous dispo-
sitions of many women, the compli-

MICHIGAN

cated nature of the business often of
itself produces unavoidable mistakes.

As one store Superintendent said:
A tired and cross salesperson may
give our business train such a jolt
that a good customer will be thrown
off the car.”

The time was when the law put
it right straight up to the customer
to look out for himself, to rely solely
upon his own wits in every commer-
cial transaction.

The other fellow could trick, de-
fraud, deceive, and, so long as he
kept within certain bounds, the law
would not indict him for making a
fool of another man.

It was always a case of “do unto
others as others would do unto you__
but do it first!”

A premium was set upon sharp-
dealing and chicanery in business,
and a rogue could take refuge every
time behind the following 1decision
delivered in a leading case by the
Kings Own Court: “The prosecutor
might have measured the liquor be-
fore he accepted it and it was his
own indolence and carelessness if he
did not. Therefore common prudence
might have guarded him against suf-
fering any inconvenience by the de-
fendant s offering him any less than
he had contracted for. The prisoner
is discharged.”

Those were good old days for thrif-
ty salesmen. No fear of the law re-
strained their activities, their profits,
unlike the one-price system of to-
day, were most often shaped by the
prosperous, or otherwise, appearance
of their customers and without any
reference to current market values.

Did he refund money on unsatis-
factory purchases?

Not on your life!

It was actually as much as one’s
crown was worth to appear dissatis-
fied with any purchase, much less to
look to get back the purchase money.
But conditions eventually changed.

By degrees it dawned upon our
doughty old tradesmen that business
did not consist in merely one sale
of exorbitant profit. They realized
with increasing dismay that once
stung’ a patron refused to come
back to be “stung” a second time.
The old Biblical admonition about
turning the other cheek was utterly
disregarded.

The boot is now on the other leg.

Instead of the customer taking any
chances on an unsatisfactory pur-
chaser, all the risk is shouldered by
the retailer. The customer is not only
guarded against unsatisfactory pur-
chases, but the broad liberality of
most big stores nowadays protects
her against even a change of her own
mind.

TRADESMAN

If, a week or a month after having
purchased, say, a painting, rug, piano,
or coffee-mill, a woman finds her
original liking for the article waning,
she may return it to the store where
it was purchased and have her ac-
count credited with its original cost,
or receive a credit memorandum val-
id for either cash or merchandise.

Such liberality often breeds abuse.
The chief adjuster in a big store tells
an interesting story of how he
smoothed out a customer’s unreason-
able expectation without loss to the
store and at the same time to the
perfect satisfaction of the customer.

Mrs. A. had bought a Kirmansha
rug in February of last year. In
October she sent it in with a demand
that we take it back—moths had ali
but ruined it.
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Indirect enquiries brought out the
fact that she had spent most of the
summer in Wisconsin.  Her silver
had gone into a safety deposit vault,
her furs into cold storage, but she
had made no provision to protect her
rugs.

It developed that most of her car-
pets were English or domestic
weaves, practically immune from
moths, and that she had not known
that her beautiful new Kirmansha
stood in any danger from the winged
pests. She blamed herself. But she
blamed us, too—and it was evident
that she expected us to make good
a loss entirely out of our power to
prevent.

Sympathy | was willing to give
her. To take back the rug was out
of the question. It required all the
tact and salesmanship | possessed to
bring her to see the thing from our
standpoint.

“If you had bought a fur coat in
February, Mrs. A. ----—---- S 1 sug-
gested, “and you found moths in it
eight months later you wouldn’t
blame us, would you?”

“Oh, no.” she conceded, “but furs
are different.”

Tt was my job to convince her that
the cases wereanalagous, holding
one card in reserve. When | had se-
cured the admission 1 wanted, | led
her up to the rug section, where, m
the repair room, an Armeian expert
was restoring the lost beauties of
carpets damaged by careless usage. |
was depending on her relief at dis-
covering that her Kirmansha could
be repaired to complete her recon-
ciliation.

T was not disappointed. Examina-
tion of Mrs. A.’s rug showed that it
was not hopelessly damaged. She
was delighted to learn it could be
restored and did not even propose
that the house bear part of the ex-
pense of repairing it.

A frequent source of loss to big
stores is the desire which many wom-
en have to enjoy the temporary use
of merchandise without paying any-
thing for it

The bureaus of adjustment and
complaints of every large store un-
earth daily scores of little tricks and
devices by which women strive to
avoid paying for such merchandise
as they may require only temporarily.

It is no uncommon occurrence for
women, even of means, to have sent
to their homes “on approval” eight
or ten high-grade rugs, or a piece or
two of furniture, which, instead of
being taken advantage of to afford
the family a convenient opportunity
of selecting the preferred pattern or
style, are used solely to add a fin-
ishing touch to the hou=e for some
social event. A day or two, or a
week, following the occasion the
rugs, or the furniture, are all re-
turned to the store with some meager
explanation to the effect that they
are not “quite what was wanted.”

The cases where shoppers order,
also “on approval,” costly suits, furs
or hats which are worn once at some
society function and then returned
as “unsatisfactory” are too numerous
to even excite comment among the
attaches of the adjustment or com-
plaint desk.

MICHIGAN TRADESMAN

A department store has to con-
tend with three classes of women:
(1) honest and reasonable women,
(2) honest and unreasonable women,
(3) dishonest women. The last class
fortunately are very rare. The com-
plaint of an honest and reasonable
woman is always remedied immedi-
ately. That is in the better class of
stores. There are certain stores
which may not always be quite ready
to refund purchase money, but, as
a rule, most stores will exchange un-
satisfactory merchandise. Even an
honest and unreasonable complaint
will be remedied in many stores.

Why?

Because the average store man-
agement, while it is seldom blind to
the abuses heaped upon the "return
if not satisfactory” privilege and
knows that it itself is often “easy,”
knows also that in nine cases out of
ten customers are honest and com-
plaints legitimate. It will, therefore,
even remedy unreasonable complaints
where it can be done without entail-
ing too great a loss upon the store.

Delivery of cut glass, china and
plaster and marble figurines is at-
tended with much breakage—not be-
cause they are carelessly packed, but
because the boxes are awkwardly
opened. Even scrupulous honesty
can persuade itself that the blame for
such breakage attaches to the house
because of the difficulty experienced
:n safely unpacking them.

It is such cases of honest, although
mostly unreasonable, complaints that
the adjuster must- exercise his keen-
est tact and judgment. The follow-
ing story, told recently by an old
department store man, explains one
of the little subterfuges which big
stores resort to to bring around un-
reasonable customers to a reasona-
ble way of thinking.

The adjuster who handles this class
of claims served an apprenticeship as
a packer; and he can determine from
the condition of the broken article
the manner in which it came to grief.
Sometimes a tool slips through a thin
board or a clumsy hatchet does the
damage. Whenever it is not evident
that the breakage occurred by care-
less handling while still packed, the
customer is called in and the true
manner of the accident dramatized
for her. Often the dramatization is
enough, and she admits that she or
a servant was to blame for the acci-
dent and the claim is dropped or
compromised advantageously.

This adjuster called me down one
morning to witness the demonstra-
tion of how a huge cut glass punch-
bowl had not been wrecked. Mrs.
B----- , who made the claim, insisted
that at opening the stout wooden
box she had found the bowl in frag-
ments, apparently the result of a
fall. Sending for a defective pressed
glass bowl of about the same size
and pattern which he had noticed
in another department, he conducted
Mrs. B----- and me to the packing
room in the basement. There be-
fore her eyes and subject to her ap-
proval the pressed glass bowl was
packed exactly as the cut-glass bowl
had been. Then in a little room off
the department he rehearsed the ac-
cident.

“Now, madame,” he said, “I'm go-
ing to drop this box from my arms
just as you think the cut glass bowl
was dropped. If it breaks in any-
thing like the same manner we will
replace the bowl. You shall be the
judge.” She nodded assent.

Thump! The thing was heavy and
the floor concrete. He lifted it, laid
his ear to the box as he jogged it
up and down. No clink, although
even | expected it. Again he drop-
ped it on a different face, with the
same result. The third time it land-
ed on one corner.

Opened, the bowl was found
tact. Mrs. B---—-- was silent.

“l think,” the adjuster suggested
diffidently, “that a cut glass bowl, to
be broken like this one, would have
to be dropped on a hard-wood floor.
Could we ask you, Mrs. B----- , to en-
quire of your maid if that wasn't the
way the accident occurred? Natural-
ly, she would try to conceal the
thing at first.”

“Yes, I'll ask,” Mrs. B----- agreed,
although half an hour before she had
emphasized the fact that she was
present at the opening.

That was all. The claim was not
pressed further and Mrs. B----- 's bill
was settled as usual.

“You took a good deal of risk,” |
told the adjuster as the elevator car-
ried us up.

“Not a bit,” he said. “I tried that
pressed glass bowl three times yes-
tehday in exactly the same way and
found | could not break it.”

The same adjuster tells another of
his experiences.

in-
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Rare as they are, exceptions to
the general rule of honesty occur oft-
en enough to keep the adjuster—as
well as the credit man—always on
the alert. Usually the deliberate
swindler is sufficiently subtle to pre-
pare his case with minute attention
to details and often can bring cir-
cumstantial evidence to bolster up
his claims.

Witness one instance:

Just before Christmas a woman
was sent up to me by a department
head to lodge a complaint which he
could not adjust himself.

She was a stenographer, she told
me. employed by a reputable con-
cern—she named it—since her arrival
in the city, three months before. Ten
days previous she had bought, for
cash, a new outfit at the store, a $30
walking suit, with shoes and gloves
to match. The suit needed altera-
tions. so she had ordered it delivered
ar her house with the shoes. The
gloves she had taken with her.

“Here they are,” she said, strip-
ping one of them off. It was a good
make and our name was stamped in
the usual place.

Neither shoes nor suit had been
delivered, she declared. Failing to
receive them within a week, she had
called up the suit department to ask
the reason. To her surprise, no one
seemed to know anything about her
clothes and she had been asked to
come in and help straighten out the
tangle. She had pointed out to the
department head a duplicate of the
suit she had purchased and the sales-
woman who had taken the order. The

SPECIAL OFFER
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kind.

15 dozen No. 1365 Blue striped duck jackets,

34 x 4 @

made, perfect fitting “Empire”
Styles and quantities are:

assorted,
*4 50

7 dozen No. 1475 Blue striped duck jackets, assorted,

34 x4 @

15 dozen No. 1185 Khaki jackets, assorted, 34 x 44 @ ..
6 dozen No. 1325 Black drill jackets, assorted, 33x44 (a

475
4 50
4 50

8 dozen No. 1205 Blue denim, 240 weight, engineers’

jackets with brass ring buttons, assorted, 34x44 @
15 dozen No. 185 Khaki bibs, assorted, 32 x40 @

4 dozen No. 205 Blue denim

style, brass buttons, match 1205 jackets, 32 x 42 (9

6 80
1 50
6 68

bib overalls, engineers’

8 dozen No. 335 Cottonade stripe duck bibs, assorted,

32 X40 @

9 dozen No. 302 Salt and pepper pant overalls, assort-

ed, 32x40 @

12 dozen No. 202 Blue denim pant overalls,
tons, match 1205 jackets, assorted, 32x42 (a.........

brass but-

Mail orders receive prompt and careful attention

Grand Rapids
Exclusively Whosesale

Dry Goods Co.
Grand Rapids, Mich.

Commencing May 7 our store will close at 1 o’clock Saturday

afternoons for the summer months.



saleswoman could not recall her—
nothing wonderful in a rush sea-

son—nor could the missing suit be
found in the department or the fitting
rooms.

Your shoes were delivered?”
asked.

“No,” she answered, “lI have not
looked up the shoes yet—the suit
was worth four or five times as
much as they were, so | came

straight to you.”

“If you’ll give me your duplicate

sales slips,” | said, “I'll look both
suit and shoes up for you and re-
port to you by telephone this after-
noon.”
k “My sales slips?” she questioned.
“Oh, you mean the ticket | carried
around from room to room, when |
bought the things. The clerk in the
glove department kept that.”

‘No, that was a purchase ticket,”
| said, very glad to know that we
would have an additional way of trac-
ing the transactions.

I explained that | wanted the du-
plicate sales slips made out by each
ot the three clerks she dealt with.

“1 didn't keep those,” she admitted

candidly. “I didn’t think | needed
receipts in a store like this.”
As a reflection of public confi-

cnce in the company, this was cheer-
ful. But it gave no clue to the facts
I wanted. In the end | had to be
content with the personal informa-
tion she had volunteered already, her
address and the date of her pur
chases.

One of my assistants spent the bet
ter part of two days examining our
records, trying to find where that
tbirty-dollar suit and missing shoes
had gone. The triplicate record of
each sale made is preserved for ref
erence, but we could find none which
deal with the girl’s three purchases.
The purchase ticket she had alluded
to was not on file, and there was no
break in the serial numbers, as there
was none in the serial numbers of
the sales slips in the three depart
ments involved.

When we can not find records of
our own we turn to our neighbors
none of them could we find trace of
a suit or a hat which had failed to
make connections with its owner. It
really seemed as though the stenog
rapher’s circumstantial tale was an
invention.

I sent her a brief note asking her
to come in. | told her exactly what
we had done to trace her purchases,
enlarging on the triple check we kept
on every transaction and showing her
how- at least two of the three clerks
serving her had had no possible mo-
tive tor suppressing their records for

they had received no money. For
even although | was convinced that
she had attempted a fraud, | must

make no accusation, direct or im-
plied.

“There’s only one thing left,” | ex-
plained, drawing a pad up to me.
4You said, when you were here first,
that you could describe the suit and
shoes exactly. [I'll take your descrip-
tion of each. Then we’ll go down
to the suit department. If our stock-
book shows we've had such a gown
for sale within the last six months
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we’'ll replace both that and the
shoes.”

I pinned her down to exact de-
tails, material, linings, trimmings,
cut, a dozen particulars about the
suit and the shoes. She hesitated
more than once. | repeated the de-
scriptions to her, made some final
emendations and escorted her to the
elevators.

As a car stopped her face plgnghed.
tu™ed to me>fri™t in her eyes:

Ii—I not get off—at the suit
floor  she gasped.“Maybe I was
mistaken.  Please let.the  matter
rept . #

An illustration of how one store
can gain and another lose a good
customer is recalled to me in the
visit, the other day, of a lady whose
patronage we had been for a long
time trying to get.
that she spent several hundred dol-
lars a year for her goods and her
trade was an item that was not to

considered trifling. She had been

rading fot several years at the store j _THey were a very young and ob-

if a nearby competitor and had only
t intervals and for trifling purchas-
es, come to our store. This time,
however, she made several large
purchases and informed the head of
the department that she was desir-
ous of continuing her business deal-
mgs with Us if she could get the
proper satisfaction and the courtesy

EFe{ o‘; Tﬁersgnarﬁag. itvslé’g%js ‘trﬁ%t l_i{n
making a small purchase at a bar-
gain punter, in the other store, she
ad picked out an unsatisfactory ar-
tide and returning it to the lady

cierk, the next day, asked for an ex-1

change slip which would give her
the privilege of taking anything else
up to the amount of her first pur-
chase. The clerk was new and un-
acquainted with the customer and the
importance of courtesy alike, and
snapped back that it was not cus
tomary to exchange bargains. The
lady tried to explain, but was un-
successful because the clerk turned
her back and insolently referred her
to the floorwalker. He in turn re-
spectfully sought out the department
manager, who, quickly recognizing
her, offered to exchange the gloves
without further parleying, but the
damage was done. She neither want-
ed the gloves changed nor did she
want to continue business with a
firm that was so apparently indis
criminate in its selection of clerks.
We had gained a good customer to
the misfortune of our competitor.

That the average American woman
is generally honest and reasonable
the big stores have found.

She appreciates the vast possibili-
ties for errors, delays and misun-
derstandings which exist in an estab-
lishment employing thousands of per-
sons and doing a business that runs
into the millions of dollars each
year. Appeals to her sense of rea-
son or generosity are seldom made
in vain.

But these big stores must go
further than merely evincing a dis-
position to do the right thing The
disposition should find expression in
effective acts.

Every complaint should be taken
up and vigorously traced down to

the root of the trouble. When rea-
sonable, money should be refunded
without a murmur. Goods should be
exchanged and credit slips issued
with cheerfulness.

The necessary red tape of the com-
plaint bureau should be kept as far
as possible in the background. The
essence of the activities of the com-
plaint clerk should be cordiality.

Hie customer has suffered a griev-
ance while shopping in some partic-
ular store, and whether the fault lies
with that store or not, hospitality
and good business principles demand
that not only should the wrong of
which she complains be righted, but
that she be courteously treated and

her outraged feelings effectively
mollified.
Courtesy, cordiality, generosity—

We were aware these, then, are the tools with which

to handle American women
Alphonsus P. Haire.
—————— + o »

Obliging,

viously bride and bridegroomish
c°uple. On entering the tea shop
tile maid tactfully led them to a lit-
t,e side room chanced to be unoccu-
Ped.

Tea was ordered and served As
the waitress was leaving the room the
young man discovered an important
fault in the service.
have a YGEgR" he said, "may  we

“Oh ves” said th* ,;ri «t
come back for ten mfnutes 317°"I
quite think you will be able’ to have

the room a» to Tlselves”
reives.
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A
Case of

Quality

Scientifically and substan-
tially constructed, un-
usually graceful in design,
highly finished and rival-
ing any case on the mar-
ket selling at 25% higher
and one we can highly
recommend to those de-
siring an exceptionally
nice case. Let us figure
with you—a case, com-
plete outfit or none.

Grand Rapids Show

Case Co.
Grand Rapids, Mich.

The Largest Manufacturers of
Store Fixtures in the World

ITVE/S

COCOA and
CHOCOLATE

For Drinking and Baking

These superfine goods bring the customer back
or more and pay a fair profit to the dealer too

The Walter H. Lowney Company
BOSTON

We are Headquarters as usual

Our stock this year is unusually well assorted and we
have specialized on Sane Fireworks

town displays furnished

PUTNAM FACTORY, National Candy Co.

GRAND RAPIDS, MICH.
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Suitable Choice of Clothes for the
Woman at 50

If 40 is “the childhood of old age"
50 must be the girlhood. In any case
this saying gives much comfort and
some freedom to the woman at 50
in the choice of her clothes. The
dressing of an “elderly young per-
son” is nowadays more influenced by
the question of avoirdupois than that
of years.
ions and materials go they are ad-
mirably adapted to the older woman,
and, indeed, the question of age sets
no limit whatever on her selection of
materials. The older woman of to-
day may wear either muslin or bro-
cade or run the gauntlet between
either with a feeling of confidence in
their appropriateness to her needs.
She is no longer restricted to gren-
adine, moire and silk.

Colors have more to do with the
suitability of a material to the wom-
an at 50 than the material. To put
it as gently as possible, it must be
admitted that as women grow older
complexions must be consulted and
that women can not afford to be reck-
less in their selection of colors. A
bright, strong color can seldom be
worn with any degree of becoming-
ness by an elderly woman, whereas
as long as she keeps to the low, sub-
dued shades she is comparatively
safe. Indeed, a touch of some soft,
warm coloring is generally to be rec-
ommended for her clothes, although
the prevailing belief is that a som-
berness of color is absolutely requir-
ed when probably many things in a
woman’s personal appearance ill ac-
cord with the idea.

Pale blue, the soft shades of ashes
of roses, all shades of gray, the light
and deeper ecru shades, all shades of
purple from the deep royal to the
pale mauve, and the darker, richer
shades of red bordering on maroon
are all colors which are becoming to
the vast majority of older women.

Appearance Depends on Details.

It is in the little points of dress
that the success of the older woman’s
appearance really depends. Such
things as the arrangement of the neck
and the waist line are telling points
in her toilet. The waist line, above
all others, is a troublesome point in
a woman’s dress, particularly in the
case of a woman who is stout, and it
is one which for some reason or oth-
er is often finished in a slipshod
manner that ruins an otherwise nice
looking dress. Now, by the woman
with a generous sized waist, a belt,
such as worn by younger women
with slimmer waists, should never be
used, as it accentuates the worst
points of her figure.

The plaited skirt, which seems to
have superseded all others in favor,
is not a good model for the stout
woman to follow, and especially is it
not altogether practical for summer
gowns of thin materials which may
be worn for a season without laun-
dering, but adaptations of the plait-
ed skirt especially suited for the el-
derly woman have been made. In
these skirts the plaits are wide, shal-
low, flatly stitched and not so nu-
merous in number as those on the
skirts of her young daughters and
granddaughters; then, again, these

As far as the present fash-
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skirts are plaited only in the center
of the front and back, simulating a
panel effect.

It would seem hard, indeed, to say
that the shirtwaist suit, which seems
to fit into all corners of a woman’s
needs, must be left out of the elderly
woman’s wardrobe, and this need not
be the case if she will but make a
few concessions. Nothing can be
more useful or more neat in appear-
ance for such a suit than satin fou-
lard, challie or one of the many thin
summer materials in cotton goods
and in the mercerized fabrics. In
these the skirts should be made sim-
ply, the idea being to create a long,
graceful line by means of vertical
trimmings of appliqued bands of
plain silk, or a material in contrast
to that of the gown, or by insertions
of lace let in to give a panel effect
at the sides and front. The bodice
should be made with a short basque
with postilion ends, or with loose fit-
ting jacket fronts and a short inner
vest of a lighter material. The size
of the sleeves should be graded ac-
cording to their becomingness to
the woman for whom the gown is in-
tended.

Plaited Bodices for Summer.

A still simpler way to make morn-
ing bodices for summer gowns is to
have them plaited in box plaits from
an inch and a half to four inches in
width, both back and front, the plaits
extending below the waist line some
three inches, forming tablike ends,
the bodice proper ending at the waist
line and a girdle of ribbon running
beneath the plaits and fastening at
the left side front. This arrangement
is a compromise between the blouse
and basque and a rather happy solu-
tion for summer wash dresses.

Most attractive for wear on warm
summer days are the black and
white, mauve and white, and gray and
white lawns, and also the black and
white swiss muslins. The prettiest
way to fashion these gowns is to have
the skirts gored and trimmed with
ruffles or flounces of various widths.
The ruffles may be put on in flat
bands simulating tucks. When flounc-
es are employed they are sometimes
formed of alternate bands of the ma-
terial and lace insertion, and, in the
case of a figured or flowered lawn,
the flounce is made of a plain lawn,
or vice versa. The bodices of these
gowns are made over linings of ba-
tiste or lawn and only boned when
necessary.

Most women at 50 or over require
some trimming in the backs of their
dresses. Crushed girdles of some
soft goods, preferably silk, cut on
the bias, may be arranged becom-
ingly to the figure. They should be
made quite narrow, ending in a point
in front and gradually widening in
the back, where they are held up
by means of whalebones, a “V” shape
opening occurring in the middle of
the back of the girdle so that the
base of the girdle only meets; from
this point two small jabot postilion
ends fall over the skirt. A girdle
may be made to look smart with
small steel or rhinestone buttons at
each side of the opening of the cen-
ter back. This style of girdle is a
becoming one and could be worn

with different dresses by either a

slender or a stout woman.

Back Postilion Shaped.

Another becoming arrangement is
a combination of the postilion back
and the loose, semi-fitting, stole
trimmed front. In such a bodice the
back is postilion shaped, the sides
and front are tight fitting and falling
loosely from the bust line is a
straight stole shaped piece of the
trimming or of the dress itself. This
stole piece should fall from two to
three inches below the waist line. It
gives a long line in front and a loose
fit without the blouse pouched look
which is apt to accentuate the size
of a stout figure. And, by the way,
speaking of this pouched look, as far
as possible it is much better to ar-
range the looseness of all waists by-
means of small, well cut darts to give
the necessary loose look instead of
bunches of gathers where the mate-
rial is heavy.

In coats and wraps the three-
guarter length is, without any ques-
tion, the most suitable. Both of these
garments are cut in the semi-fitting
shape. The wraps are looser in cut
than the coats. Coats of three-quar-
ter length in the plainer, simpler,
tailor-made garments have the plain
coat shaped sleeve, the wraps on the
paletot order having the more fanci-
fully cut sleeves in several variations
of the bell and bat shaped sleeves. The
paletot coats in lightweight woolen
goods, silks and in the new Shantung
pongees are really almost indispen-
sable garments, besides being most
becoming and suited to too many
occasions to designate.

The question of millinery is an
important and often a vexatious one.

The choice, of course, lies between
two styles, the bonnet and the
[toque. The woman who wears her

hair full may wear becomingly a wide
style of toque. A few years ago a
bonnet with strings was considered
the only correct one for the woman
who was no longer young. This idea,
however, has been quite given up, and
the toques are now considered not
only more becoming but more com-
fortable as well. They are worn
rather over the face than otherwise
and are made with soft face or Jrape
trimmings to bring a soft, becoming
fullness near the face. One of the
prettiest and most becoming of all
toques for a middle aged woman is
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one composed entirely of flowers and
foliage, of course in a soft tint of
coloring. Such a hat may be worn
with almost any costume and looks
especially well when worn with an
all black gown. Edith Harlow.

BUICKS LEAD

CARS $1.000 AND UP

BUICK MOTOR COMPANY
Louis and Ottawa Sts. Grand Rapids Branch

MOTOR DELIVERY

Catalog 18 Auburn, Ind.

TIEXQDFIUM ill!

Are More Beautiful, Simple
and Sensible than Ever Before

Air Cooled. Light Weight, Easy Riding

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

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

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

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

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

atalogue 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 LE

Terpeneless

MAN’S -

High Class

brand,

Lemon and Vanilla

Write for our '‘Promotion Offer” 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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RELIC OF A PAST AGE.

Making Special Prices To Meet Com
petition.
Written for the Tradesman.

Tradesman readers certainly are
an extra bright and intelligent lot;
yet it is safe to assume that even
among this picked company there is
not a single one so shrewd and lev-
el-headed, having so sure a sense of
mercantile wisdom and expediency
and possessing such unerring judg-
ment, that he never commits any
business follies. We all are foolish
at times, and the worst of it is that
past lapses never render us immune
ftom present and future attacks.

But there is one piece of foolish-
ness so old, so worn out and explod-
ed, whose utter and entire fatuity has
been proved such countless numbers
of times, that every man of brains
and ability ought to cut it out at once
and forever.

This is reducing the marked price
of an article in order to meet real or
alleged competition and make a par-
ticular sale.

The practice of throwing off some-
thing from the price first asked, when
found necessary to do so in order
to consummate a deal, belongs with
certain other outgrown methods of
a past age. Probably it always was
a mistake. Certainly it is one now.
It is no longer to be found in the
best stores nor employed by the
most progressive merchants. Many
fairly successful men have allowed
and still allow this archaic practice
in their places of business, but what-
ever their success, it is achieved in
spite of it, not because of it.

Like many another ghost of the
past, the throwing off custom is
hard one to down. It materializes in
unexpected places.

A lady who was out shopping ha.
been commissioned by her sister to
see what was being shown in worn
en’s -suits and coats at the various
stores she visited. At one place, after
showing the lines they had to offe
and telling her the prices, the sales
lady as a parting inducement for hei
return remarked earnestly: “Now re
member, no matter what may be of
fered you elsewhere, come right back
to this store; we can make prices to
meet any competition.” At another
place the very gentlemanly salesman,
who, in justice it should be said, was
a forceful and persuasive talker and
by no means a beginner in the art of
selling goods, said to her when sh
was about to go: “Don’t fail to bring
your sister in; if she wants a suit
we shall not let a little matter like
the price stand in the way.”

Did these instances occur at some
little country crossroads store, so re-
mote from the large centers of trade
that the employment of methods con-
siderably behind the times could oc-
casion no surprise? By no means.

. e Place was a progressive Michigan
city, whose every resident would go
right up in the air at any insinuation
that they and their town were not
strictly up to date in commercial mat-
ters as well as in every other respect.
It is probably true that even in the
very largest cities in the State the
practice of throwing off something
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from the price has not been discarded
so completely but that many exam-
ples similar to those given could
readily be gathered.

That it pleases the average cus-
tomer and often is a powerful lever,
in the closing of a deal, to be made
to feel that he or she is getting a
thing for less than it is actually
worth, and less than it seemed at first
might have to be paid; that as an
appropriate tribute and concession to
his or her unusual shrewdness and ac-
umen, a special reduction has been of-
fered that is not granted to others;
that in this particular instance the
very shortest price known to the
trade is being made, a figure that is
a little inside the very inside; that
other customers are paying this suave
dealer his profits, but with this pa
iron he is well satisfied to get back
the original cost of the article with
out thought of pecuniary gain—that
all this tickles the vanity of the cus
tomer and gives him the pleasing
feeling that in laying out his monej
he is securing the extreme limit ol
value, there is no denying.

Away back in the hoary past, when
our prehistoric ancestors of the stone
age bartered with one another in the
way of celts and axes, doubtless many
a one of the more knowing discover-
ed that a little drop from the original
value asked hastened the closing of
a deal and left the other party to it
with a broad smile upon his savage
features. Later on, when one nomad
made a swap with another, his simple
soul was mightily rejoiced if he
could get possession of the coveted
horse belonging to the other fellow
by giving up a thinner cow or a
scrubbier camel than the one at first
demanded in exchange.

So the price reduction practice has
been handed down from most ancient
times, and like many another old, old
custom, while fundamentally errone-
ous, at least as applied to modern
conditions, presents to superficial
observation certain specious advan-
tages which serve to keep it in vogue.

For instance, a customer wants a
pair of shoes. He is unwilling to. pay
$4 for the pair that pleases him, but
by a little feeling of the state of his
mind and pocketbook it is ascertained
that he will quite cheerfully pay $3.75.
Now while $4 may not be too high a
price, $3-75 allows some profit, and
't is very natural to reason that it is
better to take the lower price than
lose the sale. If there were only one
customer and one sale this might be
entirely correct. But there are oth-
ers, a fact that is soon borne in wo-
fully on the two-or-more-prices mer-
chant.

It has been said that “a man will
alk about a good bargain all day; a

Oman will talk about it all night.” If
ou give a customer a special price
you can not depend upon his keeping
the matter a secret. It is bound to
get out” And nothing destroys con-
fidence in a dealer's honesty and de-
pendableness faster than the knowl-
edge which in one way or another
is always very rapidly disseminated,
that the price asked will often be re-
duced rather than lose a sale.

At the first intimation that prices
will be altered to meet competition

the shrewd buyer quickly comes to
the conclusion that the marked pric
es are not as low as they could rea
sonably be made; that the goods in
that store are marked high to start
with, so as to allow for reductions
To some extent this usually is the
case, but whether true or not in s
given instance, the public mind is sure
to regard it as true.

Comparison of prices by different
purchasers is going on constantly.
No merchant can hone to stop it, nor,
if he is conducting his business
on legitimate lines, would it be de-
sirable for him to do so if he could.
It* his goods are right and his prices
are right the more comparison the
better.

But comparison makes sure trouble
for the more-than-one-price man. Sup-
pose three ladies in the same neigh-
borhood each buy a $25 spring suit.
One does no haggling and pays the
full price. The second asks if $5
; “the very best they can do,” and
ets hers for $2350. The third is a
bargain hunter from way back and,
after repeated attempts, threats to
buy elsewhere and glowing accounts
of wonderful values that others are
giving, carries off her suit for $2
They meet, tell one another frankly
what they have paid and discuss mat-
ters. The lady who paid the full
price without cavil or question feels
that she was deliberately swindled.
The second thinks she was “done up
to some extent, while the third, al-
though pluming herself on securing
the best deal of the three, falls to

ondering whether she couldn’t have
gotten her suit for $21 if she had hung
ior it: and in her secret heart comes
to believe that no one of their suits
is any better than those that are of-
fered at the strictly one-price store
farther down the stret for $0 even

In every store where it is known
that reductions may possibly be se-
cured for the asking, there are con-
stantly recurring scenes of chaffer-
ing and haggling, which, witnessed by
all the customers present, are the
natural causes and forerunners of
more just such questionable exhibi-
tions of unbusinesslike methods.

When, from its being along in the
season, or their getting out of style
or for other reason, it is best to
mark goods down in price, let it be
done without delay, and let the cut be
sharp enough to move them. But all
this should be attended to before
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Hot Graham Muffins

A delicious morsel that confers an
added charm to any meal. _In them are
combined the exquisite lightness and
flavor demanded by the epicurean anu
the productive tissue building qualiti*«
S0 necessary to the worker

Wzad GaremHour

There is something delightfully re
freshing about Graham Muffins or Gemc,
“ I|?ht, rown and flaky—just as nai»
table as they look. If you have along-
ing for something different for break-
fast, luncheon or dinner, try “wWizard”
Graham _Gems, Muffins. Puffs Waffle«
or Biscuits. AT ALL GROCERS.

Wizard Graham is Made by

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

Grand Rapids, Michigan

Crescent Flour
Solves the Problem

Just bear in mind, Mr. Gro-
cer, that the flour question
never bothers the house that
handles “ Crescent.”

No trouble in supplying the
most particular trade—and no
trouble to get n<fw customers
started to using it.

Crescent flour is just so good
that the first trial” sack con-
vinces the housewife, and each
succeeding sack keeps her con-
vinced—and satisfied.

It's the flour grocers are
pushing. If you've never sold
Crescent flour, write us for
prices and other information.

VOIGT MILLING CO.
QRAND RAPIDS, MICH.
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New Perfection

“The Faultless Flour”
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the goods are shown to customers,
the prices as reduced should be mark-
ed in plain figures and offered to all
customers alike, and they should be
strictly adhered to. All remnants and
soiled and damaged goods should, so
far as possible, have the bargain pric-
es attached before they are placed
on sale. If any concessions in price
are to be made for buying-goods in
quantity, let them be definitely de-
termined upon and the advantage of
purchasing in large lots be allowed
every patron, not confined to a few
special favorites.

Every really low price, every extra
good value in your store, that is
thrown right out open to everybody
serves as the best possible kind of an
advertisement. But a price reduced
at the time for the purpose of forc-
ing a particular sale serves rather
to make public the dealer’s perfidy.

One strong point of an inflexible
one-price system is that it puts the
whole selling force, big and little, on
an equality. The privilege of mak-
ing special prices is never granted in-
discriminately. Bankruptcy  would
surely result if it were. It must be
reserved to the proprietor and a very
few of the older and more experienc-
ed clerks. This places every subor-
dinate at a disadvantage. What is
more humiliating to the salesperson,
when he or she has tried hard to
make a sale at the marked price, than
to be asked by the customer to take
the matter to the proprietor or an
older clerk, who graciously allows the
triumphant customer.a substantial re-
duction? This kind of thing demoraliz-
es patrons and clerks alike.

The mail order houses boldly put
out their printed prices and stick to
them. Only by uniformly pursuing
the same methods can you success-
fully compete with them, not by spas-
modically meeting their prices on a
few leaders they may be offering.

As was remarked at the beginning,
we all are bound to make some blun-
ders; but whatever errors we commit,
let them at least have some freshness
and novelty for their extenuation.
Let us keep free from the mercantile
sin of yielding to special pressure
and dropping on our established pric-
es, a trade trick which was old when
Noah was a baby. Quillo.

Be Your Own Employer.

When you get a job, just think of
yourself as actually starting out in
business for yourself, as really work-
ing for yourself. Get as much sal-
ary as you can, but remember that
that is a very small part of the con-
sideration. You have actually got
ten an opportunity to get right into
the heart of the great activities of a
large concern, an opportunity to
drink in, through your eyes and your
ears, knowledge wherever you go in
the establishment, knowledge that
will be invaluable to you in the fu-
ture.

Resolve that you will call upon all
of your resourcefulness, your inven-
tiveness, your ingenuity, to devise
new and better ways of doing things;
and you will be surprised to see how
quickly you will attract the attention
of those above you.—The Booster.
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Some New Things in This Season’s
Cravattings.

Seldom does one hear to-day the
complaint that ingenuity has been
exhausted in connection with cravat
patterns and color combinations. The
reason is not far to seek. Stripes are
gradually making way for figures and
the latter take on the appearance of
decided newness after so long an ab-
sence. Perhaps, too, the designers
have taken up their task with fresh
interest.

Whatever the cause, the showings
supposed to mark a channel in which
the manufacturers will follow are
now as distinctive and original in
design and treatment as the offerings
of any season for a decade.

Not a striped pattern appeared in
a recent handsome window display.
It was not a case of purposely choos-
ing figured specimens. To the con-
trary, the best shops generously con-
tribute what they consider their fin-
est examples for this purpose and in
no case was a stripe included.

Plain grounds, too, are few. All-
over effects have a conspicuous place.
The weaves cover the entire range,
with a great many combinations.

In colors it is difficult to find a
particular trend. Spring, not sum-
mer, cravattings are of the heavier
silks. With the lighter silks for
summer comes a preponderance of the
pastel tints, with lavender a particu-
lar favorite.

Nor is there noticeable any definite
departure with respect to shapes. The
folded-in four-in-hand is everywhere
leading, and the more expensive the
cravat the sturdier the weave and the
broader the ends. Some of the ends
measure twelve inches across. Of
course to some it seems like a waste
of good material because the luxury
of it does not show. But your man
of means looks at it rather from the

angle of personal satisfaction in the
knowledge of wearing the best. And
with those who order freely of such
materials as we mention the matter
of expense is not seriously consid-
ered.

Just as a side-light on this disre-
gard of cost by the patrons of the
exclusive shops, we find it not un-
usual for a man to designate what
he wants from the displays and mere-
ly glance at the bill afterward. One
visitor recently passed before two
cases of cravats, making hurried se-
lections, and was handed a statement
for $136 worth of four-in-hands. An-
other chose twenty-four silk under-
suits at a sitting at an average of
fifty dollars each, a total of $1,200.
But you must know that someone
must be careless-like when you con-
sider the rents paid for some of the
shops and their heavy expenses in
going abroad frequently in quest of
the new.

They are doing well with the stock
ties for evening wear. These we
have described. They come now in
white for ceremonious usage, as well
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two reasons: Many men are wearing
high-cut  waistcoats which conceal
most of a four-in-hand; and the new
wide shapes in ties, two and a quarter
inches at the ends, have made a dis-
tinct appeal to the better trade. Fur-
ther, recent novelties in custom shirts
include many plain bosoms with fan-
cy center pleats, made so expressly
for summer wear with ties. To the
popular trade the inch and three-
quarter ties are most acceptable.

Velvet four-in-hands appeared in a
high-class shop’s window the past
month. They have not made a not-
able bid for favor in the past, but
they are likely to sooner or later.
One ought to be dressed smartly in
every detail to affect them, for they
savor of the extreme. The current
colors are purple, green and grey.

In the manufactured tub lines for
summer one finds an old idea in new
treatment, namely, that of having the
part at the knot differ from the ends.
They differ both in color and in pat-

tern. Pale tints of blue, green, grey
and tan are in the forefront. Some
with colored grounds have center

as black, to accompany the evening [Panels in self and contrasting shades.

jacket. Some manufacturers, by the
way, are now supplying them to the
trade. In the shops thus far dis-
playing them they are made only on
order. Although some have bands
broad enough to almost completely
cover the collar—which must be of
the lap-front style for good effect—
the majority are now just wide
enough to show above the coat. Thus
far, to be sure, they are a fad for the
particular. Just why the majority
of cravat manufacturers have declined
to touch them is hard to understand in
the light of frequent letters from
merchants enquiring where they may
be ordered.

Ties are regarded as likely to fig-
ure largely the coming summer for

Two specially approved effects are
salmon spots on grey and purple on
green.

A new concern in the cravat indus-
try has adopted unusual methods in
the preparation of its line. For in-
stance, a technical expert has evolv-
ed a lot of new weaves, which will
have to be named because they can
not come under any commonly
known classification. There is to be
a special effort by this concern on a
fine to sell at retail at a dollar.—
Haberdasher.

An appropriate present for a miser
would be a chest protector.

Women who wear tight shoes usu-
|ally have narrow soles.

You have had calls for

HNDSWDIO

If you filled them, all’'s well; If you

didn’t,

your rival got the order, and

may get the customer’s entire trade.

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate
enough for the baby’s skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cent* per cake.
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SOME STRANGE SIGHTS

The Observing Traveler Sees in Con-
tinental Europe.

On board S. S. Yorck, March 30—
One sees many strange things when
visiting foreign lands—those which
are peculiar to the particular country
in which he is visiting—and since
many have been noted by us we
thought it might be interesting to
give some of them in this letter:

Never were we impressed with the
immensity of distance so much as
when we took the North German
Lloyd S. S. Yorck at Naples and
learned that four months were taken
in making a round trip for this line
of boats, running from Bremen, Ger-
many, to Yokohama, Japan. Just
think of a regular trip so extended
as to be able to make it only three
times annually, and only then do you
get an idea of the immense distance
separating these places.

Thirty-eight thousand Italians de-
parted from their native land for the
port of New York during the month
of February. As we saw them lined
up for passage on one of the ocean
steamships lying at the dock of Na-
ples, the great number-of men form-
ing this long snake-like line extend-
ing back and forth across the waiting
room and out into the street, we
were made to understand how such
a vast number could be realized in
the sailing for one month from one
country alone.

We learned that the government
is making it as difficult as possi-
ble for these people to obtain pass-
ports (in order that they may prop-
erly leave) as emigration is fast de-
populating the country. Of course,
as is well known, the high wages
in the United States, in contrast with
the low ones received here (60 cents
a day), is the reason for this large
exodus.

Labor is so scarce and laborers are
so many that when a position is open
and becomes known there are so
many applicants that an advertise-
ment, as we term it, iS never insert-
ed for fear of a plethora of people
gathering so as to make it a veritable
nuisance, not only for a day but sev-
eral weeks to come. Many men are
not only willing to work for a mere
pittance but will accept a position
without salary if it is one that will
afford them tips and, if an especially
good one because of this feature, we
were told that the successful appli-
cant would be the one who would
pay the most for the position. Em-
ployes who have served one year’s
time are considered as permanent
fixtures with the firm who employs
them and employers must get rid of
them sooner if they do not want to
be responsible.

School teachers who have served
districts so capably as to maintain
the position for three successive
years are entitled to their salaries
ever afterward, even although they
are not wanted in the service.

Business shops in Italy are small,
being only about 15x20 feet in di-
mensions. This admits of many
stores and gives more people an op-
portunity to gain a livelihood and,
strange to say, is an idea descending
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directly from the people of ancient
days who were here in commercial
lines. This is conclusively proven
by the Pompeiian excavations. The
many streets that have here been
uncovered are shown to have had
the same sized shops; the stone bas-
es for the fronts of the buildings
having grooves in them in a system-
atic manner where went the sliding
shutters for enclosure are plainly to
be seen. The same fact is proven in
the Roman Forum, but not to such
a large extent, for this interesting
field has been the scene of pillage for
centuries, until recently when the
Roman government has not only put
a stop to it but has enclosed it
with a fence and is guarding it quite
sacredly; and well can it do it, even
from a financial standpoint, as there
is no doubt that thousands of visit-
ors and much the larger majority of
those who visit Rome come because
of this wonderfully interesting his-
toric field being located here.

Much evidence of poverty exists in
this land and of business being done
on the most meager scales. Shoe
cobblers illustrate this fact in the
strongest kind of manner. Most of
those who have separate shops (if
they can be so designated properly)
have practically what can be called
“holes in the wall.” Some appropri-
ate one corner of the main living
room for their family, and this might
be 10x15 feet in size; but the exclu-
sive shop is about 4x6 feet in size,
so that but one customer can get in
at a time. During the bright days
you can always find the cobbler ap-
propriating a portion of the side-
walk that he may be the more com-
fortable at his work. A number of
other lines of business are done in
this same manner and demonstrate
how hard it is for the many people
here to gain a livelihood.

In Palermo, Sicily, we saw the
strangest thing of all that will il-
lustrate this fact, for not only was
the sidewalk appropriated but whole
side streets were used in the con-
ducting of some lines of business
For instance, we saw one street, two
blocks in length, that was given up
to the manufacture of hemp twine.
Three persons, usually two women
and one man, had coils of flax about
them and in the space of about 100
feet, while they were walking back-
ward with their fingers loosening the
fiber and twirling it into a cord, a
boy at the farther end was turning
a crudely constructed machine hav-
ing one large wheel, which in its
revolution would strike against the
cords and combine them into one
larger that would be about the size
of our No. 18 B. Another boy would
move this length over near the build-
ing and with a piece of woven wire
in his hand he would moisten the en-
tire length, by running it through
this wetted wire mat held in his
hand firmly, when the various strands
seemed to be cemented together.
This process was repeated over and
over again, not only by those we
closely watched, but by other fami-
lies up and down this street and also
another one emanating from it

In another part of the city, just
off from the main avenue, two streets

were used for the manufacture of
chairs. Whole families could be
seen working at this industry, the
men splitting and sawing the wood,
the boys and girls painting and stain-
ing, while the women were caning
bottoms. The streets upon which this
work was being done were so narrow
that they were entirely given up to
it; indeed, the workmen could reach
across and touch each other.

The natives of these ancient cities

all live on the narrow streets and
this is particularly noticeable all
through the land of Italy, also in

Northern Africa, where the Algerian
dwells. These people not only live

in a peculiar manner but are very j

odd in their dress, as seen upon the
street. The men wear a cloaklike
looking garment loosely wrapped
about them, one end being swung
over the shoulder, and the fez for a
cap, which looks as though some
loosely wound cloth had been caught
together, while their feet, if cover-
ed, have sandals upon them, the bare
legs showing halfway up to the
knees. The women have a loosely
thrown covering over their shoulders
which falls below their waists, but
not low enough so but that their
bag-like trousers can be seen, fasten-
ed at the bottom by means of a shir
string. Their faces are covered with
a thin kind of cloth, just enough
opening being made for the eyes to
be seen, and the head is covered with
the same kind of white cloth. Al-
giers is fast becoming a French city
and has already been transformed,
for the most part, into a metropoli-
tan city. It presents a wonderfully
fine appearance as it is seen from
the boat as one enters the harbor.
The native quarters are now limited
to a rather narrow section at the
right of the harbor, running back up-
on the heights of the mountain that
is back of the city and can be plain-
ly discerned on account of the
strange style of architecture employ-
ed in the construction of the build-
ings. They are quite in contrast
with the Italian native, for his is
built of stone and ever remains the
same in appearance, while the Alge-
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rian builds a narrow story and a
ihalf structure painted white.

The Mosque is plainly’ visible, ly-
!ing well towards the water’s edge,
and, with its pure white and dome-
shaped roof looming above all the
surrounding buildings, looks very
handsome. We witnessed the strange
form of worship of this people and
were reminded that, although strange
Ito us, many thousands use this means
to appease the inner longing of man-
.kind to show homage to their Maker.

|Columbia Batteries, Spark Plugs
! Gas Engine Accessories and

I Electrical Toys

IC.J. LATSCHER ELECTRIC CO.
Grand Rapids, Mich.

“MORGAN?”

Trade Mark. Registered.

Sweet Juice Hard Cider
Boiled Cider and Vinegar
See Grocery Price Current

John C. Morgan Co.
Traverse City, Mich.

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.

New Invention Just Out
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Good Dollars
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Handy
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The fish market of these seaport
cities is a sight to behold, owing to
the great variety of the finny tribe,
species that are difficult to classify
as fish, but which are sold for food
and in many cases, although uninvit-
ing in appearance, are staple articles
of food with this people. We had
the great pleasure of paying a visit to
the Naples Aquaria, and varieties of
the inhabitants of the deep were
seen of which we had never heard,
the most peculiar ones, perhaps, be-
ing the jelly fish. Many kinds of this
species were to be seen, but two de-
serve particular mention, both of
which are peculiar to the waters here
and are short-lived, about ten days be-
ing as long as they can be kept alive
after having been taken from their
native element.

One variety looks like a parachute
and as it rests at the top ofthe jar
in which it iskept, taking in the
air, one can easily imagine that some
balloon has lost its lower appendage
and that it is resting here beneath
the water. It sinks slowly to the
bottom and, when attempting to rise
again, the inflated part is drawn in
and then rapidly distended, enabling
this strange creature to rise and fall
and move about at will. Another of
this species isa stillstranger ob-
ject, it being in the form of a long
ribbon with ring center. As it lies
at the surface it may be seen breath-
ing and each pulsation seems to send
out from the center, along the lower
side of the ribbon, a beautifully col-
ored streak of a sort of iridescent
hue. This species are said to be very
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poisonous and live by drawing into
their coils small fish which are lit-
erally squeezed to death and slowly
absorbed.

A very amusing fact was learned
from an English pharmacist who has
recently opened a store in Naples:
He had just received a consignment
of soap having his imprint and was
anxious before offering it for sale
to learn whether it would lather free-
ly in sea water. Consequently, his
errand boy was sent to the Mediter-
ranean, only two blocks away, for
a small pail of water. After waiting
a long time and suspecting his boy
was lingering to play he set out to
find his whereabouts. Not being able
to find him, and upon enquiry of
workmen, he learned that his boy
had been arrested and it would be
necessary for him to go to the jail
to find him, which he did and dis-
covered there for the first time that
it is a misdemeanor to take water
from the Sea, the government hold-
ing it to be its property and that a
theft had been committed. Explana-
tions had to be made, of course, show-
ing entire ignorance of such a law
and that the boy was in no sense
to blame, when a release was grant-
ed him.

In a Sicilian village where the rev-
enues were short in meeting the nec-
essary expenses of the corporation,
improvements were desired and, as
taxes were already so high as not to
admit of any increase, other means
were sought to find a way to raise
the necessary funds. The village was
enclosed by a wall having but one

gate, at which a toll was collected,
and it was argued by a member of
the Council that another gate could
be cut through the wall so that the
toll would be doubled. The Council
concurred unanimously and another
gate was ordered made.

A murder may be committed in
open daylight in the midst of a
crowded street in some Italian

towns, and when the officer arrives
to make an arrest not a person can
be found who will admit he saw the
murder committed; yet he will say
he was present, but saw nothing of
it, so we were told that it is prac-
tically impossible to get a conviction
for most of the foul deeds perpe-
trated here.

Other odd things, which can prop-
erly be termed minor items, may be
mentioned, as oranges being sold by
the street merchant by peeling them
for the customer. This is done so
that the merchant may retain the
peel, which has a market value.

In a tannery we witnessed the
powdering of hemlock bark by means
of a horse driven by a boy going
around a platform about four feet
high, upon which the bark was
spread and over which an immense
millstone was rolling. At the side a
boy would occasionally brush the
powder that fell down the slanting
sides into a groove made to catch it.

Cacti of the variety having the
broad leaves are planted extensively
in Sicily for fences, and in many
cases where low stone fences were
already made they were planted on
top by means of a broken blade of
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the plant being set in a small por-
tion of earth put upon the wall. When
once these get in a growing condi-
tion a barrier that is practically im-
pregnable to animals is formed. Stone
fences are built with a cement top
in which a deep groove has been
purposely made. These may be seen
along the railroads quite frequently
and enable the gardner or owner of
a fruit farm to conduct water to the
various fields he owns and may de-
sire to irrigate.

Goats are plentiful in Switzerland
and southward and flocks of them
may be seen being driven through
the streets in early morn or evening,
and they are not particular where
they walk either, as a goodly portion
of the sidewalk is taken up by them.
One evening while walking out from
Naples over five hundred were seen
by us in flocks of a dozen to fifty.
They were being driven home to be
milked. Strange sights meet your
eyes on some of the narrow streets
here, where this animal is such an
important factor to the household.
The goat is driven to some centrally
located corner and the owner, usual-

a woman, may be seen milking
into the cups and dishes her cus-
tomers bring to get their milk sup-
ply. Occasionally a cow is seen hav-
ing this same operation performed
upon her at the street corner, but
qo per cent, of the poor class of peo-
ple drink goat's milk.

On the streets of Genoa in Piazzo
Nunziata, one of the principal public
places, may be seen on any morn-
ing of the week, Sundays included,

Highest Grade Canned Goods

PACKED BY

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

We operate three model plants, including the largest and best-equipped pea packing plant in the world.
Peas packed fresh from the field by automatic continuous machinery, under perfect sanitary
conditions. All water used is from artesian wells. Skilled helpers, expert processers
—all under personal observation of experienced packers—give to the
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Distinctive character and make them TRADE WINNERS AND TRADE HOLDERS

Send for Catalogue.

Ask Your Jobber for Hart Brands.

W. R. ROACH & CO., Hart, Mich.

Factories at HART, KENT and LEXINGTON—AIlI Model Plants.
Judson Grocer Co., Distributors, Grand Rapids, Mich.
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the street literally lined with sellers
of vegetables, who come at 6 and re-
main until io o’clock, at which hour
the street has to be cleared anJ
cleaned.

Sixteen yoke of oxen, being driven
by as many men, were seen plowing
in one field recently. The oxen have
very long horns and as they are
hitched to the one-handle plows used
one caught an idea that prevailing
customs here are of the ancient type.
In fact, a considerable portion of the
ground of the smaller farms here
is spaded, the laborers, « many in
number, being now employed at this
job of turning the sod under by this
process. Four and five horse teams
are seen drawing the heavily loaded
two wheel carts which are sometimes
20 feet in length. Skill is required
in loading this strange wagon hav-
ing wheels 6~ feet in diameter and
a platform extending over the first
horse hitched to it.

Donkeys no larger than Shetland
ponies may be seen drawing carts
loaded with boxes and barrels, so
that the load reminds one of the fairy
picture showing the snail drawing the
little girl in her doll cart.

We saw a queer looking team on
the streets of Rome—a horse hitch-
ed between a cow and a donkey,
the three making a team that pulled
an immense load of bundled twigs.

A strange sight greets one as a
village having a body of water near
is approached, for here can be seen
scores of women busy doing their
washing as they kneel by the side
of a large stone upon which the rub-
bing is done. Within the larger cit-
ies public lavatories are provided for
the women to do their laundry. Nar-
row side streets, three and four
blocks in length, may be seen strung
with lines from third and fourth
story windows on most any day of
the week.

Pieces of rope, one and a half inch-
es in diameter, may be seen hanging
in a coil on fronts of tobacco and
cigar stores with a lighted end pro-
truding for smokers’ convenience._

Custom here seems to demand that
gentlemen lift their hats to one an-
other. If a priest, followed by an
attendant carrying the sacrament, is
observed passing on the street every
man, wherever he may be, is seen to
lift his hat.

A funeral procession, which we
witnessed several times, appeared
very queer to us. When the poor are
buried all mourners walk directly
back of the hearse, which is at the
head of the procession, with a car-
riage following containing the priest
and attendant. Then comes a
band of music, with the rear brought
up by men carrying the flowers. In
one procession in Naples eighteen
mammoth flower designs six feet or
more in height were being carried,
each requiring the services of two
men.

Several were seen where those im-
mediately following the hearse wore
masks, either white or black, cover-
ing the face, except eye holes. One
of these, in addition, had the nov-
elty of each of six masked men,
together with the priest who pre-
ceded, carrying a lighted torch, which
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was a paper cleverly twisted in yard
lengths.

Perhaps the strangest church serv-
ice we attended was one held in
Amsterdam, Holland. As soon as the
church service started not only were
the front doors locked but the iron
gates also in the fence surrounding
the church. No means of ingress
save a side entrance is left for late
comers. The sermon appeared to be
divided into three sections, and a
collection was taken up between the
first and second, as also between the
second and third, and when we pass-
ed out the same collectors stood at
the door, baskets in hand, to receive
the third. Most everybody present,
children included, seemed to give as
each opportunity was offered them.

Chas. M. Smith.

An Upright Retailer Chases a Crook-

ed Debtor.
Written for the Tradesman.

One morning recently a prominent
Grand Rapids attorney, on his way
down to his office, was decidedly
startled as he was about to pass a
long-established retail grocery store
and meat market to see a citizen
whom he knew forcibly ejected from
the store to the sidewalk and to note
that the propelling power had been
the proprietor of the establishment.

Then the person who had so sum-
marily been dismissed turned and
shouted: ‘'Oh, you tightwad, you
cheap skate! I'll—"

What he might have threatened is
not known because the merchant
rushed out on the sidewalk and a very
forceful example of assault and bat-
tery was prevented only because the
lawyer intercepted the grocer with:
“Don’t do it; you don't want to get
into court.” Then, to the angry party
who had made the hasty exit, he add-
ed: “You would better go about your
business.  Settle this matter, what-
ever it is, some other way.”

With “You can bet all you've got
that | will settle it,” the man who
had applied the epithets picked up
his hat and walked away. Enquiry
on the part of the lawyer revealed
this situation:

The grocer had been supplying the
man he had put into the street with
groceries *and provisions for many
months. At the outset the customer
had paid cash but, little by little, now
and then a charge, he had finally run
up a bill of about $18 and this debt,
in spite of repeated statements mail-
ed and five or six attempts to col-
lect, remained unpaid. At last the
grocer had mailed another statement,
accompanied by the warning that un-
less it was paid within a week a col-
lection by legal process would be at-
tempted.

This communication caused the
clash that had been witnessed and
checked by the lawyer. “It wasn't
strictly a professional thing for a
member of the bar to do,” said the
attorney in speaking of the matter,
“according to the popular estimate
as to lawyers, but | have traded with
that merchant nearly fifteen yeans
and | know he is straight. More than
that—and here is the valuable fact in
the case— 1 know he is not penuri-
ous.”
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Thereupon the following facts were
revealed. The merchant in question
is a plodder. He began business in
a small way nearly twenty years ago
and slowly but surely he has built up
a business which is second to none
of its kind in the city. A man of un-
assuming manner and simple habits,
his sole aim, seemingly, is to give
good advice and render value receiv-
ed every time. He provides gener-
ously for his family; his home life is
ideal; he is a constant and liberal sup-
porter of his church and is every-
where accepted as an upright mer-
chant and an honorable citizen.

“Now, look you,” continued the at-
torney, “a man who does not pay his
bills calls him names and threatens.
What of it? | happen to know, not
in a professional way, however, that
that merchant during the past ten or
twelve years has practically support-
ed an invalid brother who is forced
to live in Colorado, and that just
now he is putting a nephew, son of
his widowed sister-in-law, through
the Boston School of Technology. I
would be willing to wager that that
‘tight-wad’ and ‘cheap-skate’ expends
in the ways | have indicated and in
other generous practices at least a
thousand dollars a year.”

C. H. Seymour.

The world can get along just as
well without the aid of any particular
individual in it, but every man ought
to be so in love with his own par-
ticular task that he feels he can do
it just a little better than anybody
else.

Our General
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In the District Court of the United
States for the Western District
of Michigan, Southern Divi-
sion, in Bankruptcy.

In the matter of John W. Hubbell
and Leon E. Thompson and Hubbell
& Thompson, a copartnership, bank
rupts, notice is hereby given that the
assets of the said bankrupt copart-
nership, consisting of and appraised
as follows, dry goods, notions and
ladies’ clothing, $3,142.30; men’s
clothing and furnishings, $1,950.34;
shoes and rubbers, $1,533.69; grocer-
ies, s$557-8i; furniture and fixtures,
$295.83; book accounts and notes,
$649.18, will be offered by me for
sale at public auction to the highest
bidder, according to the order of said
court, on Tuesday, May 3d, 1910, at
1:30 p. m. of said day, at the store
of said bankrupt copartnership in the
village of Manton, Wexford county,
Michigan. The sale will be subject
to confirmation by the court. An
itemized inventory of said assets may
be seen at the Manton State Bank,
Manton, Michigan, at the office of
the Receiver, with Burnham, Stoepel
& Co., Detroit, Michigan, and at the
offices of Peter Doran, 307 Fourth
National Bank building, and Hon.
Kirk E. Wicks, Referee in Bankrupt-
cy, Houseman building, Grand Rap-

ids, Mich.

Dated April 19, 1910.
George A. Corwin, Receiver,
Detroit, Mich.

Peter Doran,
Grand Rapids, Mich.,
Attorney for Receiver.

Store

Special

This is the most popular case we have ever offered
the general store trade

WRITE FOR OUR NEW CATALOG
JUST OUT

WILMARTH SHOW CASE CO.

916 Jefferson Ave.

Grand Rapids, Mich.

Downtown Show Room, 58 S. lonia St.

40 Broadway,

Detroit, Mich.
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Advantages of Federated Boards of
Trade.

Grand Rapids, April 25— It strikes
me as remarkable that any man en-
gaged in commercial organization
work needs to be given reasons why
a membership in the National Asso-
ciation of Commercial Executives will
be valuable to him and to his Asso-
ciation We can see how organiza-
tion men not located in New York
and Pennsylvania, which up to two
years ago embraced practically the
entire membership of the new Na-
tional Association, would not be par-
ticularly interested in the doings of
the “Association of Commercial Ex-
ecutives” as it was then called.

But, during the last two years, the
Association has spread out over the
entire land (and some water), in-
cluding in its membership, as it does,
H. P. Wood, Secretary of the Hono-
lulu Chamber of Commerce. On the
east, Boston is represented by Secre-
tary John L. Sewall, of the “Boston-
1915” movement; while on the south
we have Messrs. E. H. Hyman, of
Montgomery, and John B. Carring-
ton, of San Antonio.

When the announcement of the
Rochester meeting reached me last
fall, with an advance programme, |

immediately perceived the splendid
opportunity for acquiring a lot of
ideas at small expense. At the next

meeting of our Executive Committee
I placed the matter before them, and
they were enthusiastic, advising me
to go to Rochester before the end of
the Industrial Exposition, which im-
mediately preceded the convention of
the National Association of Commer-
cial Executives, and absorb all the in-
spiration and ideas possible.

That visit will never be regretted
by any of us. By going a little early
I not only secured valuable data con-
cerning the Industrial Exposition but
I found out all about how Rochester
secured its large convention hall and
how the city did a number of other
things.

I also began to lay wires for secur-
ing the next convention of the N. A.
C. E. for Grand Rapids, for it stood
to reason it could not help but do any
city a tremendous amount of good
to have a large gathering of “live
wires,” men of ideas, from all over
the country, right in our midst and
giving us the benefit of their brains
and experience.

While every moment of every ses-
sion of the Rochester meeting was
full of instruction, all of the set pa-
pers being well worth going to hear,
those portions of the programme giv-
en up to informal discussions gave
an opportunity to post up on a whole
lot of things that | wanted to learn.
Under the heading of “Secretaries'
Troubles,” and all secretaries have
numberless troubles, every man there
had a chance to find out how the oth-
er secretaries (and presidents) had
taken care of difficult and embarrass-
ing situations. Those who are en-
gaged in organization work know
just what it means to have twelve or
fifteen hundred bosses; for if the or-
ganization is a live one every mem-
ber is one of the bosses, and the
more lively and effective the commit-
tees are the more prone they become
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to monopolize the time of the secre-
tary and his staff.

It takes all kinds of tact and re-
sourcefulness, as well as energy, for
a secretary who actually accomplishes
things to get along with the entire
membership. And there is nothing
strange about this. My statement is
no indication of unreasonableness on
the part of the membership, for |
would not give a snap for any com-
mercial association the committees of
which were not so busy and ambi-
tious that they did make it hard
work for the secretary.

But it is not the trouble and worry
of the general process that should be
allowed to become the result. It is
the refuse as distinguished from the
desired product of the machine. The
more saleable product one can get
out of the factory and the less refuse
the more successful is that factory,
and so with an organization. No one
knows it all.

The President of the greatest or-
ganization on the face of the earth
can come to the convention of the
National Association of Commercial
Executives, to be held in Grand Rap-
ids next summer or fall (the Execu-
tive Committee has not yet decided
which), and learn more than enough
to match up with the inconvenience
and expense of the trip. On top of
that he will perhaps be in position
to say that he has given up some of
his wisdom for the benefit of other
communities and other individuals.

Almost every day we have requests
from commercial organizations in
other cities asking the co-operation
of the Grand Rapids Board of Trade
in this, that or the other thing; and
we get all kinds of enquiries as to
the methods of our Grand Rapids or-
ganization—for we are not so modest
as not to be very proud of the fact
that our organization is a live one,
which accomplishes well whatever it
undertakes when accomplishment is
possible.

Only one member has resigned
from the N. A. C. E. during the past
year. He gave no good reason for
leaving us save that the Executive
Committee of his Chamber could not
see what he could get out of it. The
very next day after his resignation
came | received a long letter from
him accompanied by a set of resolu-
tions which his Board of Directors
had adopted. And we were asked to
assist that city, which | will not
name, by adopting a similar set of
resolutions. And yet the Executive
Committee for which that Secretary
was doing correspondence begrudged
a five dollar membership in an organ-
ization from many of the members of
which he is now asking co-operation.

There was one suggestion concern-
ing relations between shippers and
transportation companies which | ac-
quired at the Rochester meeting
which will prove immensely valua-
ble to Grand Rapids, and | came
home with all sorts of thoughts
which have assisted me continually.
On the other hand, | had had actual
experience in several enterprises of
importance, where many of the other
executives had not, and | was very
glad to tell them of how certain
things could be most easily accom-

plished. The questions | refer to,
which would take too long to de-
scribe, could be discussed by all con-
cerned without loss to any of the
cities represented.

But to get to the question of mem-
bership work, concerning which you
asked me to write: As in all organi-
zations where the members can not
be furnished with photographs of the
amount of their dues actually coming
back to their pocketbooks, 1| have
found that campaigning is necessary.
True, there are quite a number of
enterprising gentlemen who have
come willingly and gladly and their
names appear in the list at the end
of this article. | am now engaged
in writing a series of letters to a
list of prospective members.

Where necessary the other mem-
bers of the Executive Committee will
be asked to follow such letters up
with arguments of their own, and
after that if the “prospects” still re-
main uninterested we shall call on
any or, if necessary, all of our mem-
bership to help gather in the obstrep-
erous ones. In other words, not only
will the Executive Committee get aft-
er the lost one, but they will enlist
the services of the ninety and nine
and ask them to help cause him to see
the light. The following are the
most recent additions to the mem-
bership of the National Association of
Commercial Executives:

New York City—S. Cristy Mead,
Secretary Merchants’ Association of
New York.

Atlanta— Samuel C. Dobbs, Presi-
dent Associated Advertisers Clubs of
America.

Sherbrooke (Quebec)—C. O. Palm-
er, Secretary-Treasurer Board of
Trade.

Chicago—John M. Glenn, Secre-
tary Illinois Manufacturers’ Associa-
tion.

Chicago—Elmer S. Batterson, Sec-
retary Municipal Service League.

St. Louis—E. J. Troy, Secretary
Missouri Manufacturers’ Association.
St.  Louis—Thomas L. Cannon,

Secretary-Manager Conventions Bu-
reau of the Business Men's League.
St.. Louis—W. T. Saunders, Secre-
tary Business Men’'s League.
Milwaukee—F. A. Cannon, Secre-
tary Citizens’ Business League.
San Antonio—John B. Carrington,
Secretary Chamber of Commerce.
Ithaca—C. E. Westervelt, Secretary
Business Men’s Association.
Kalamazoo—Joseph D.
Secretary Commercial Club.
Battle Creek—John I. Gibson, Sec-

Clement,

retary Industrial Association.
Chicago—Lewis D. Sampson, edi-
tor Town Development.
Grand Rapids—Heber A. Knott,
President Board of Trade.
lonia—F. A. Bunnell, Secretary
Board of Trade.
Seattle—C. B. Yandell, Secretary

Chamber of Commerce.
Trenton—C. Arthur Metzger, Sec-
retary Chamber of Commerce.
London (Ontario)—H. T. Reason,

Vice-President London Board of
Trade.

Hamilton (Ontario) — Charles A.
Murton, Secretary “Greater Hamil-

ton” Movement.
Oklahoma City—A. W. McKeand,
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Secretary Oklahoma City Chamber
of Commerce.

Cleveland — Munson A. Havens,
Secretary Cleveland  Chamber of
Commerce.

Chicago—Frank W. Zingg, Assist-
ant Secretary Convention Bureau
Chicago Association of Commerce.

Clarence A. Cotton,
Secretary Board of Trade.

Women Pearl Divers of Japan.

The pearl divers of Japan are the
women. Along the coast of the bay
of Ago and the bay of Gokasho the
13 and 14 year old girls, after they
have finished their primary school
work, go to sea and learn to dive.
They are in the water and learn to
swim almost from babyhood and they
-pend most of their time in the water
except in the coldest season, from
the end of December to the begin-
ning of February. Even during this
most inclement of seasons they
sometimes dive for pearls. They wear
a special dress, white underwear, and
the hair twisted up into a hard knot.
The eyes are protected by glasses to
prevent the entrance of water. Tubs
are suspended from the waist.

A boat in command of a man is
assigned to every five to ten women
divers to carry them to and from the
fishing grounds. When the divers
arrive on the grounds they leap into
the water at once and begin to gather
oysters at the bottom. The oysters
are dropped into the tubs suspended
from their waists. When these ves-
sels are filled the divers are raised
to the surface and jump into the
boats. They dive to a depth of from
five to thirty fathoms without any
special apparatus and retain their
breath while remaining under water
from one to three minutes. Their ages
vary from 13 to 40 years, and be-
tween 25 to 35 they are at foeiir
prime.

TELEPHONE CO.

THE BEST

You Want the Best

Peacock Brand

Leaf Lard and Special
Mild-Cured Hams and Bacon

Are the Best

The Lard being absolutely
Pure Leaf

The Hams and Bacon are from
dairy-fed selected pigs, mild-
cured by the “ Peacock” process;
given a light smoke, they be-
come the most delicious morsel
to the palate.

For sale only by the leading
dealers.
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Value of an Understudy as a Busi-
ness Safeguard.

The destinies of your business are
sailing on perilous seas unless you
have an anchor to the windward. In
a recent talk with an old retailer
who had rounded out almost a half
century of business success, he la-
mented the fact that of the houses
that were in business fifty years
ago only a very, very few now ex-
ist. Many of these houses, now a
decade dead, were large and substan-
tial and gave tokens of a life of use-
fulness to the community and contin-
uance for many years, and yet, after
the passage of fifty years there are
but three of the old shoe stores left.

He lamented the fact and said that
the reason was the proprietors did
not confide in their employes nor give
to any one the necessary training
and authority to conduct their busi-
ness during illness or absence or aft-
er death. With the first mix-up or
accident the business was left in
chaos and the departure of the pro-
prietor who was essential to
straightening out of the matter plac-
ed the business in jeopardy, and as
a result caused its dissolution at a
time when all indications were that
it could have existed for years had
there been someone who understood
the management of the business.

The idea was so well conveyed by
the retailer that it may be held up
as a moral to all retailers who think
they stand securely with the reins
in their own hand, and are loath to
give up any authority and have firm
conviction that they can swing the
business alone for years to come.
This feeling is erroneous and the
quicker the man who has made a
successful career realizes his re-
sponsibility to the business, to his
family and to his posterity the soon-
er he will see the merits of confiding
the details of his business to an un-

der-study. The climax may not
come. The safeguard is always
there.

If there is no one to step into a
bleach, there is apt to be serious
loss—loss that might have been pre-
vented by confidence in the ability
of an understudy to cope with the
situation. The successful men of to-
day who have not learned to let up
on detail usually injure their health
and ability by personally attending
to the mass of small matters that
might be well taken care of by an
assistant. To this cause alone may
be attributed the death of H. H.
Harriman, who would always have
his finger on the railroad pulse of
the country. Business-headiness is
shown by the man who knows de-
tails, can work them out if need be,
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but knows better than to make the
attempt. He believes in trained as-
sistants upon whom the responsibili-
ty can be thrown with no fear of his
own authority being lessened.

It is a vital mistake for the re-
tailer who has been developing his
clerk into buying and managing to
belittle the importance of such a
safeguard to business as his clerk
has become through close applica-
tion. The proprietor's time may be
better devoted to bigger interests
and should not be absorbed by petty
detail and yet he should keep in
dose touch with everything, even if
he does not do it with his own hands,
IIt is a long-headed policy to shift
Ithese superfluous details on to the
lhands of clerks. They feel an add-
led interest in the doings of the store
with every increased Responsibility.
It is a mere matter of capacity, for
la man can not do more than a cer-
tain amount of work and keep his
health up to the standard.

Having no one trained to do your

the jyork would seem the height of folly

if you depend upon your own pres-
ence at the store or office to give the
proper attention to the business of
the day. When you consider the pos-
sibilities of sudden accidents, motor
catastrophes, railroad casualties and
a hundred and one ills of the flesh—
it is enough to make you suddenly
jump when you read this and say,
“What are they going to do without
me? | wouldn't carry the cares of
the details of a to-morrow entirely
upon my shoulders unless | felt per-
fectly sure that Providence would
care for them for me in case | was
absent.”

Time is a great leveler and things
do pass away—but the chances are
nine out of ten that they pass away
prematurely.

Do you love your work? Then you
revel in the doing of details and turn
out daily double the amount of detail
work that you ought to do. The day
is coming when your desires and ca-
pacities for work will be lessened.
This is positive. The law of general
averages has decided that. Do you
love authority? Then the faculty of
holding a responsible position with
tne dictatorship of a business pro-
prietor is sure to come into your
work and you guard your executive
duties so that your importance will
not be lessened. Then you are of
the type of employer who talks most
of being overdriven or of the infe-
riority of all employes and of the
impossibility of anyone filling your
shoes. To put it mildly you are
“tooting your own horn in a crum-
bling Hall of Fame.”

If every element of store manage-I
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The Race of Success
Runs on Time

Napoleon said: “ | beat the Austrians because they did not know the
value of five minutes.”

Several thousand alert progressive shoe dealers have already placed
their orders for the

Bertsch Shoe

If you are not one of that number you owe
it to your good judgment and your business
acumen to see this line—our salesmen are out
—one of them will call on you, but to expedite
matters—to get the samples of this line before
you in good season, that your goods may
reach you on time—Ilet us have a request for
the samples today.

Herold=Bertsch Shoe Co.

Makers of the
H B Hard Pan and Bertsch Shoe Lines

Grand Rapids, Mich.

No. 979 Box Calf
No. 990 Quo Metal
Ooe of the best sellers
of the season
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The Standard
Quality Line

Every shoe we make and every shoe we
sell possess the merit of being the best in their
kind and class. We have been over four dec- I
in the business and know both shoe-

We offer

for your inspection a line of footwear that's

ades
construction and the shoe market.

complete from baby shoes to boots, every item
of which is standard quality in its grade and
price.

Coming from us, this is what we would be
expected to say. But proof can easily be had.
Look our line over. Try out a few numbers.
That will show you more than mere words
what we can do to make your business better
in the way of the right kind of good shoes at

right prices.

Rindge, Kalmbach, Logie & Co.#Ltd.
Grand Rapids, Mich. ]
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ment is suddenly placed on a man
without warning it is a pretty sure
conclusion that unless he is a hun-
dred point man he will not be able
to swing the task. Opportunity and
necessity usually produce the man in
the conduct of states and empires,
and likewise in the small businesses,
but in the crisis there are sure to be
apprehension and great anxiety.
Then again the state has its thou-
sands of men to step into the breach
whereas the store has its one. If
the clerk is found incompetent to
take the business over the perilous
times it is best to find this out dur-
ing the days when he is serving his
apprenticeship—when he is an under-
study.

Get a good assistant, win his loy-
alty and the better work accomplish-
ed will reflect on the good manage-
ment of the head of the house rath-
er than on the skill of the assistant.
li you doubt your own capacity for
successfully doing the whole of the
executive work then the assistant is
of double value. If in your own work
you get results without perceptible
strain make allowances for the slow-
er assistant who is giving careful
attention to every detail of his
work and yet who can not accom-
plish the volume of work that you
can.

The intelligent proprietor is the
one that realizes that efficiency in
an understudy is both possible and
probable. It is a comfort to him to
have a man on the job in case he de-
sires to take a business trip of long
duration. He has the pleasure of
knowing that the man left behind
will not use his authority wrongly
but will do the best in his power
to make the business go on as it has
gone on in the past. Sharing respon-
sibility is not lessened responsibili-
ty. It is instead developing an un-
derstudy to that point wherein he
can take the reins in his hands him-
self and conduct the business as the
principal would do.

Often the clever, competent son
taken into his father’s business would
be better fitted to be confided in
than a clerk. Instead the father us-
ually tries to find another occupa-
tion for his son upon the completion
of his education. One of the funda-
mental causes of failure in Ameri-
cans is that upon completing their
college careers they absolutely do
not know what business they intend
to embark upon. Their prior educa-
tion has fitted them for nothing in
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trained in their business, and also a
number of them, because no purchas-
er has any time to spare. It is
quick fitting or none at all.

Unless some authority is given to
a clerk outside of the simple func-
tion of filling shelves and fitting feet,
he is sure to be dissatisfied. Even
the most mediocre type of “order
clerk” finds a stimulus in having a
little bit of executive work to do. The
difference between an order clerk and
salesman is measured by the disci-
pline of the store. If a clerk sells
to the patron only those shoes and
styles that the patron asks for he
is an order clerk of the cheapest
grade. If, however, he sells those
shoes that are on the shelves and
convinces the customer that the
shoes are the correct ones for him
to wear then he is indeed a salesman.
The test of retail shoe salesmanship
is: “How many customers leave the
store with a package of shoes?”

The tendency of the proprietor to
belittle the work of his clerks is
noted everywhere. If an efficient
clerk accomplishes more than a son
or a favorite clerk, take it philosoph-
ically and consider yourself fortu-
nate. Worth need not fear jealousy
or a rival. Merit can not be downed
by either. Opportunity will find the
man whether it be in your store or
in your competitor’s. The competent
clerk should be trained to buy, dec-
orate the windows, order in advance
and spend the proprietor’'s money ju-
diciously. He is on the road to suc-
cess and to the success of your store
as long as you keep him in the har-
ness of doing advance work togeth-
er with his routine labor.

The retail shoe store offers as many
opportunities to its salesmen as any
other branch of business. Many of
the buyers who are sent to the Bos-
ton market each season to purchase
the entire stocks for the advance
season’s sales have developed from
positions of clerks. Upon them rests
the success of the store or depart-
ment. Their salaries are in propor-
tion and their success is indisputable.
It is not a matter of years, for some
of the brightest buyers that visit the
market are young in age. One large
store recently promoted a clerk to
full charge of a department and in
preparation for his taking over the
managership he was sent on a three
months’ educational tour of the large
stores of the country, so that he
might have every possible advantage
to help him in the development of

particular, and usually social life has +his department.

diminished their efficiency in any line
of business.

Someone has said that a million
intelligent American boys are look-
ing around wondering how to begin
life’s work. They want to start some-
thing. They want to support them-
selves and they want to do it quick-
ly. They do not want to lose any
time and want to go up the stairs of
success two and three at a time.
Haste and impatience are shown as
much in the shoe business as in any
other line. American impatience,
that part of it that demands instant
service in the retail stores, increases
the expense of a store materially.
Customers expect efficient clerks,

The clerk’s work is dignified work
if he does it faithfully. He becomes
supervisor of certain details which
he endeavors to do correctly. He
looks upon his work as a sort of in-
tellectual training ground on which
he is to develop his faculties. The
clerk understands human beings and
how to deal with them successfully.
As this is a story of the understudy
the following is apropos:

The proprietor of an Indianapolis
store who had been developing an as-
sistant took him out for a car ride
one summer afternoon. He sat in
the middle of the car and asked the
clerk to look at the people seated
opposite and to* give him an idea
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Red School

Shoes Mean

House
More Business

For Boys For Girls

Red School House shoesare Stylish, Comfortable
and Long Enduringl and merchants who sell them
do the Largest School Shoe Business in Their
Community. Parents watch their children’s shoes
very closely and they usually buy their own shoes of
the merchant who saves them school shoe money—
not only do Red School House Shoes bring
the children’s business to your store, but the shoe
money of their parents, too. Better get in line this
fall. Do Not Place Any Fall Orders Until You See
The Red School House Line.

Send for Catalog

Watson=Plummer Shoe Co.

230-232 Adams St., Chicago, 111

Factories Located at Dixon, IlI.

Rouge
Rex

s

The Successful Merchant is a
student of the needs of his patrons.
The successful manufacturer is
likewise a student of the require-
ments of his trade.

Our salesman will see you soon with a full line of samples, and if you
will carefully examine same you will find that we have fully anticipated
your wants in first-class shoes, especially for the laboring man, for be he
farmer, mechanic or shop hand there is a Rouge Rex shoe especially
adapted to give him highly satisfactory service.

Carefully selected leathers and high grade workmanship are producing
trade winners in Rouge Rex shoes.

Defer ordering for fall until you have seen our line. Your mail orders
for immediate delivery will have prompt and careful attention.

Hirth-Krause Company

Shoe Manufacturers

Grand Rapids, Michigan



just what methods he would use
trying to sell each one a pair
shoes. The proprietor said no more
and left it to the clerk to give h
story. The first man inspected was
a fat, good-natured fellow, and the
clerk immediately said: “I1 would sell
him style 674» Aristo cap, patent
leather blucher, $4, with size about
p D.” He then took a glance at
crabbed old maid and recited a simi
lar story. He took into consideration
the idiosyncrasies and peculiarities of
the imaginary customer----- the child
the youth, the miss or the grand
dad—and with each he gave his ideas
of how he should fit the customer,
was a lesson in physiological contact
with an imaginary trade. It was an
opportunity to develop the clerk
faculties through first appearances.

In actual selling the elements o
persuasion and explanation come in
The clerk must train himself to say
just enough to the customer and not
too much. The one word too much
spoils a sale. There is nothing more
common than for the clerk who has
shown ability, patience and fidelity
to be selected as an assistant to th
boss. If you have a clerk that i
above the average let him see that
he has a career ahead of him. Jus
because a man is a clerk is no rea
son that he should pass all his life
time as a clerk. Many men go into
the army without becoming captain
and colonels. An assistant or under
study becomes keen, able and hard
working if he is given half a chance
If he has any of the qualities of in
telligence, patience or perseverance
he can take the reins at any time
Bad management will not come i
he has a complete grasp of the af-
fairs.

The retail store is a place for learn-
ing business. If the understudy is
energetic he can develop business to
a greater extent because he is the
twin horse that is pulling the load
Two ideas are better than one and
he should be in a position to furnish
a new idea now and then. The un
derstudy in a retail shoe store whc
has not a keen perception of what
the future means to a progressive
business is worse than no understudy
at all. The future should be thought
of by everyone. UnJerstudy means
future. He is the emergency of the
present and the necessity of the fu-
ture. If you have a clerk who has
been fifteen, twenty or twenty-five
years or more in your store, and who
knows all the people within a radius
of fifty miles or so, he should be a
good clerk, and yet if he is nothing
more than a clerk after all of these
years, there is something wrong
with him or with his system of liv-
ing. There is nothing disgraceful in
the fact that he is still a clerk, but
if he has shown such business ca-
pacity as to remain a competent clerk
for this length of time, there must be
something wrong in his make-up from
the fact that he has nothing of his
own to show for his labor in the
store. If, however, the proprietor
has given additional authority to the
clerk so that he has become much
more valuable and an executive sales-
man, his life has not been wasted.

There are men who are serenely
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happy and satisfied with the work
that they are doing as clerks, but
they are few. | know of a clerk that
has been forty-six years a fitter
and seller of shoes and he is thor-
oughly satisfied. A statement of such
facts is not alluring to the aver-
age American clerk, and yet it is
well to know what the future has in
store for a retail salesman, be he sat-
isfied with his present condition or
ambitious for something better.

It is the wise retailer who knows
how to stimulate the natural ambi-
tions of a clerk by increasing his re-
sponsibilities. Jealousy of the dealer
of his understudy is foolishness. The
pettiness of mere authority destroys
smooth running business. The time
will surely come when the retailer
will bitterly regret the fact that he
has not been more trusting of his
employes and more longheaded in
seeing that his welfare is dependable
upon their best efforts.

To the clerk the one best quality
s tenacity. Stick-to-it-iveness should
be his cardinal virtue and with this
virtue he is sure to win out, become
m assistant or understudy and a fac
tor in industrial life even at the
:ost_of many years of training and
waiting.

To the retailer, develop an assist-
ant, an honest, capable understudy
who keeps in touch with your busi-
ness, and in your relations with him
remember, “mere label counts for
othing, importance lies in con-
tents. Boot and Shoe Recorder.

Keeping Clippings in a Letter File.
Perhaps a year ago a business man
read of a good office system, a sales
icheme, or a new process of manu-
facture. To-day he needs one of those
methods in his business, but he has
forgotten it and has mislaid the clip-
ping. What is needed is an efficient
and easily cared for clipping system.
It is a simple problem to list and
file clippings from trade journals,
magazines and newspapers. An ordi-
ary vertical correspondence file and
card index are all that are usually
required. As the clippings increase in
number another drawer may be add-
ed. The drawers are lettered on the
ont. The manila folders in each
rawer are numbered from 1 to 300
Bach folder represents a subject,
nd has its corresponding card or
irds in the card index. These cards
re filed alphabetically by subjects,
bus, if information is desired on
cost accounting the index card for
costs’ lists all the clippings that
ave been saved on this subject, and
dicates by such figures as B-14 in
which folder the clippings may be
found. This file number would indi-
cate that the clippings were in the
urteenth folder in the drawer mark-
ed B.

The advantage of filing these clip-
pings in a letter file lies in the fact
that not only almost any size of clip-
pings can be preserved, but pictures
and drawings as well.—Shoe Trade
Journal.

A man soon gets tired of his re-
igion when he does not work at it.

It is a good deal easier to seem fit
die than to be fit to live with.

How Rubber Is Cured.

Rubber reaches the market in al-
most every possible shape and color.
111 most cases the queer names in the
market reports are mostly descrip
tive. Thin, pale crepe, for instance,
arrives in strips, generally about
four feet long and eight to twelve
inches wide. It varies in thickness
from one-sixteenth to one-half an
inch and has a roughish surface, from
which the name crepe is derived. This
rubber is pale yellow in color, and
when held up to the light is quite
transparent, which proves its purity
and accounts for the very high price
obtainable therefor. The so-called
sheet rubber is similar to crepe, but
slightly thicker and not so transpar-
ent. It is prepared in a different man
ner and, unlike crep, must be put
through the washing-mills before it
can be used.

Hard, fine Para is prepared by na-
tive labor of the Amazon by dipping
a so-called paddle in the rubber and
then holding it in the smoke of a
fire, which hardens the coating of
milk. The paddle is then dipped
for a second coating and again smok-
ed, and so on until quite a large bis-
cuit, generally weighing about sixty
pounds, has been built up. The oper-
ator with a knife then slits the bis-
cuit down one side in order to re-
move it from the paddle. Rubber so
prepared contains a large proportion
of moisture, but is stronger than any
of the plantation rubbers.

From the Congo come large sup
plies of clean, black rubber, coagulat-
ed originally in large blocks and then
cut up into small cubes to permit it
to dry and ripen. The Congo also
ships rubber in reddish sausages col-
lected directly from the tree, the red-
dish appearance being caused by
small portions of the bark adhering.

The Gold Coast ships rubber pre-
pared by the natives digging a trough
n the earth and running the latex in-
O 't In time the mass in the
trough coagulates from the outside,
forms a hard skin and finally becomes
hard throughout. But this kind of
ubber holds the moisture which was
originally in the latex and therefore
such lumps often contain 50 per cent,
of water. On the Ivory Coast, the
French Sudan, and in the Sierra
~eone neighborhood the natives col-
lect rubber from the same trees, but

ive a great deal more pains to the
preparation. The resulting product is
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known as “Sierra Leone niggers” or
“konakry.” This rubber is in large
balls, consisting of strips carefully
wound together, varying in size from
that of an orange to that of a man’s
head. The rolling process is done
while the strips are fresh, and they
become one compact ball. Rubber
treated thus is of a reddish color, for
which reason the balls are known as
“red niggers.”

In the Customer’'s Interest.

“A point that is frequently lost
sight of upon the part of the one
who is making a sale,” said a retailer
the other day, “is the important one,
that in order to bring the sale to a
successful conclusion it is necessary
to make the customer realize that
the article that is offered will be of
benefit to him, and that it will be a
little better than some other article
at the same price. | say this is im-
portant and that it is often over-
looked because | have rather followed
the thing out.

‘We all know that the first thing
we think of when we go to buy any-
thing is, ‘How much will this thing
benefit me?’ and what is true of our-
selves is naturally true of anyone to
whom we are trying to make a sale.
As to the fact that this important
thing is frequently overlooked, a lit-
tle observation will demonstrate that
many salespeople are more or less
istless, or if not that are of the opin-
ion that their only object is to show
the goods that customers may call
for.

“But this is not all that is needed
to create a good salesman. Of
course, to go contrary to the wishes
of a customer is not good policy, but
to put one’s self in the place of the
customer and realize why he should
want the particular article that he

;ks for and realize the advantages
of that particular article for that par-
ticular purpose and then speak ac-
cordingly is good salesmanship and a
sort that will be found when prac-
ticed to increase the amount of sales
made to a wonderful extent.”—Boot
and Shoe Recorder.

The Best Work Shoes Bear

The Mayer Trade Mark

Michigan shoe conrpary

TYLE
ERVICE
ATISFACTION

Made in all

You get them in the

MISHOCO SHOE

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
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SIX NEW BANKS.

Gradual Growth of Michigan’s Bank-
ing Interests.

The State Bank Commissioner has
compiled the statements of the State
banks showing conditions on March
29, and his report shows an increase
of $518431 in commercial deposits
and of $5037,680 in savings deposits
since Jan. 31, and an increase in the
total deposits of $29,615,400 compared
with a year ago. These figures ought
to be studied carefully by those who
are thinking of going West or to
Canada or to the Southwest in search
of fortune. The figures indicate that
Michigan is prosperous, that the peo-
ple are making more than they spend,
that for more and more of them the
rainy day is losing its terror. Nearly
$30,000000 in a year is a nice lust}
surplus. It is equivalent approxi
mately to $10 apiece all around, and
any state that can make such a show-
ing is a tolerably good state to live
and do business in, alike for those
who have means and for those who
must work.

Since Jan. 1 six new banks have
organized, located respectively at
Grand Haven, Baraga, Lansing, Hes-
peria, Garden and Berlin. Lansing is
among the sizable cities of the State
and so is Grand Haven, and Baraga
has a population of over 1,000, but
the three other towns are in the 500
population class. The banks are get-
ting closer to the people. They are
being established in all the villages
and small towns—in places where a
few years ago the people would not
have known what to do with a bank
if they had one. The increase in the
number of banks is especially notice-
able in the prosperous farming and
fruit growing districts and in many
instances the farmers themselves
furnish a large share of the capital
and are depended upon to bring in
the deposits and do most of the bor-
rowing. The farmers have their free
mail delivery and their telephones and
now they are adding banks to their
list of city comforts and conveniences.

Two of the city banks the past week
have been advertising high grade tim-
ber and irrigation bonds for sale. This
does 'not mean that these banks have
taken up the purchase and sale of
investment securities, as a side line to
their regular business. The fact is
the banks took in these bonds when
the demand for money was light,
when it was either to make such in-
vestments or keep the money idle in
the vaults. There is now a strong de-
mand for money and the banks are
letting these bonds go that they may
be in a position to meet the demands
of business. Part of this demand for
funds is from the up-State banks that

carry balances here. They are call-

ing in their reserves and finance the
farmers in their season’s operations.
The need for this aid is said to be
especially strong in the potato dis-
tricts. Many of the growers put their
potatoes in pits last fall hoping for
better prices in the spring. Instead
of better prices there came a big
slump and it is necessary to draw on
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the banks for aid to get in a new
crop.

Dudley E. Waters, of the Grand
Rapids National, took a lively inter-
est in the dog show last week. He
helped the organization known as the
Butterflies in getting it up, and dur-
ing its progress he was one of the
strongest “barkers” in its behalf. This
recalls that there has never been a
dog show in this city in which Mr.
Waters has not taken an interest. The
first attempt at anything in this line
was at the West Michigan State Fair
v/hen it occupied Comstock Park the
first time. That was way back in
'83. Sherwood Hall got it up as an
interesting feature. Mr. Waters was
among the exhibitors and he remem-
bers to this day how proud he was
to receive a prize. He has been an
exhibitor at all the shows that have
since been given. He does not confine
his interest to dogs, however. He is
also fond of chickens and is one of
the most reliable patrons of the poul-
try shows that are given here an
nually.

Clay H. Hollister has a fine Boston
terrier and E. D. Conger a high grade
Dalmatian, but neither made an en-
try. Wm. H. Anderson exhibited his
handsome Scotch collie and won a
prize. The bankers, however, do not
run much to dogs, but the show last
week may stimulate their interest.
Jas. R. Wylie is said to have a fancy
for a Scotch collie and Henry Ide-
ma’s preference is said to be for an
Airedale, but as yet neither has made
an investment.

Great Things Accomplished by Busi-
ness Men.

\\ hile hard-headed and keen-eyed
business men are not usually given
credit for great deeds of impulse or
emotion, either good or bad, it is in-
teresting to note that most of the
good and great things which are real-
s accomplished in the world are ac-
complished by business men. It is,
perhaps, because they are so much
more able than others—able to ac-
complish things and bring them
about.

It may be said that they do what
they do not through sentiment but
for the good of business. Even if we
admit this, does not the good of
business appeal to the good of every-
body? If business is good, does it
not follow that everybody benefits by
that condition? The great banking in-
terests of the world brought the war
between Japan and Russia to a close
and not the somewhat hysterical
universal peace promoters. The mo-
tive of the latter class was good, but
it was not practical.

A war between Germany and Eng-
land was prevented once, we are told,
by the action of bankers. Such a
motive—to propagate peace and make
things financially prosperous—is what
we regard as a first-class one, and
that is the motive which governs

our business men.—Oregon Trades-
man.

One of the worst things about ex-
posing the wolves is that the sheep
will turn and try to rend you.

And

Michigan, Ohio
INndiana
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

The Money

and they are willing to
spend it. If you want it,
put your advertisement
in the Tradesman and
tell your story. Ifitisa
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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Random Reflections of a Successful
Hardware Dealer.

“Yes,” remarked the hardware mer-
chant, meditatively, *“the clothing
business is the best proposition |
know of. You go to a tailor to see
about having a suit made, and per-
haps what you fancy will cost you
$35  You naturally want to look
around a little before deciding, and
in the next tailor’s establishment you
will see, among others, a piece which
appears to be identical with the first
one. Upon enquiring the cost of a
suit you are told that the price will
be $40.

“Then you remark, in an apologetic
sort of a way, that you saw a piece
of goods in another shop which ap-
peared to you just the same, and
that the price was only $35 for the
suit. The salesman then bluffs you
down, pointing out the superiority of
his goods in weave, firmness of tex-
ture, wearing qualities, coloring, etc.,
and you can not gainsay him, as you
are unfamiliar wdth the different qual-
ities of cloths.

“On the other hand,” the merchant
continued, “no man has difficulty in
determining the value of a hand saw
or a nail hammer,” mentioning well
known manufacturers’ brands, “or a
keg of nails.”

“There also must be,” said the
pilgrim, “lots of money in ready
made clothing. | recently bought a
suit of clothes from a reliable con-
cern for $15 which had been marked
down from $25.”

“Yes, there is,” replied the mer-
chant. “I learned from a friend that
a clothing store in an adjoining
state always marked suits $25 that
cost $13, and those that cost $17.50
to $18 were sold for $35, and he got
cash for every sale, even if it was
nothing more than a collar button.
When he has a mark-down sale he
can knock off 25 per cent, from the
selling price and still make enough
money to pay his running expenses
and have something over.”

In a reminiscent mood the mer-
chant referred to an Utopian dream
he had sometimes indulged in of
turning his business into a strictly
cash one. “But,” he said, “l have
come to the conclusion that with a
general stock of hardware a cash
business can not be done.”

The conversation then turned up-
on the numberless calls upon his time
and energy inlooking after the details
of his business. “I could get a good
man,” the merchant said, “at $35 or
$40 a week, who would relieve me of
much .detail, .and doubtless increase
my business, but not in proportion
to the increased expense.
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“My business has increased each
year,” he continued, “some years
more than others, for | have kept
right after it and pushed it along.
If a business does not show an in-
crease every year it will fall behind,
because margins are being cut closer
and closer every year and volume of
business has to be depended upon to
keep up profits.”

“Do you include store fixtures in
your annual inventory at a depreciat-
ed value each year?” he was asked

“l did so for two or three years,”
he replied; “but | found that in ten
years | would have no representa-
tion of fixture value on my inven-
tory. In case of loss by fire | claim
| should get what it would cost
to replace them, so | include them in
inventory and deduct them when fig-
uring my profit or loss.

“No, there is no money in figuring
on builders’ hardware; from 10 to 15
per cent, is all we can usually get
out of it, and | only figure on a job
when | can not help it. Doing my
best, 1 have never been able to get
my expenses below 18 per cent, on
my sales.

“Screen wire cloth, binder twine
and almost all staple goods are now
controlled by trusts,” complained the
merchant, “so that competition is al-
most entirely eliminated and a
shrewd buyer has little advantage over
a poor one. We can sometimes fig-
ure around and do a little better than
the trust prices, but not often.

“Of course, | feel that | must buy
some of the new goods that are
brought out,” explained the mer-
chant. “l want my customers to re-
gard this store as up to date, so if
they want something new they can
find it here or at least can get in-
formation about it. There are, how-
ever, comparatively few new things
for which there is any continued de-
mand.

“If we do take up some new things,
especially those of manufacturers ad-
vertising in the monthly magazines,
who refer enquiries from people in
our territory to us, we always fol-
low them up closely by letter and
printed matter or make personal call.
Our records, however, show that not
10 per cent, of the people who write
to manufacturers for catalogues have
a real desire to buy the goods.”—
Iron Age-Hardware.

Business Habits.

Many men make the mistake of
confining business habits to business
hours. Do you know that it is a
splendid privilege to be able to ac-
quire business habits?

A well regulated store is a business
college conducted on a practical ba-
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sis. Its specialty is imbuing its men
with “business habits” and watching
them acted out.

In college we have a recitation. In
the store we have the real thing. The
professor corrects the one. The
manager corrects the other. But the
point is to carry this habit outside
of the store. Let your trained busi-
ness habits apply to home life, social
life, church life, political life.

Some day you’ll be a councilman
maybe or a vestryman or an impor-
tant chairman. That is where your
business training will help you and
where you must put it to use.

W. E. Sweeney.

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
1 and 3 Ib. tin boxes, 10, 13 and 25
Ib. buckets and kegs, half barrels
and barrels.

Hand Separator OQil

is free from gum and is anti-rust
and anti-corrosive. Put up in
t and 5 gallon cans.

Many a business man has gone to
pieces on the rocks because he was
lacking in sand.

STANDARD OIL CO.
QUAND RAPIDS, MICH.

CLARK-WEAVER CO.

The Only Exclusive
Wholesale Hardware House
In Western Michigan

32 to 46 S. lonia St. Grand Rapids, Mich.

More School Desks?

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

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

We can also ship immediately:
Teachers’ Desks and Chairs
Office Desks and Tables
Bookcases Blackboards
Globes Maps
Our Prices Are the Lowest
We keep up the quality and guarantee satisfaction.

If you need the goods, why not write us for prices and descriptive
catalogues—Series G-10. Mention this journal.

Hmertean Seating Company

*215 Wabash Ave CHICAGO, ILL.

GRAND RAPIDS NEW YORK BOSTON PHILADELPHIA

M
* 4
\
|*’\#3
4
v 4
-4
*
-<
#* nf
-4
k3
«
F: 3
* $4
* 4
* 4
- 4-
- 1 E
-A
1" A
-4
«
y 4
* ‘4
f
, 4]
w m-
L #



-#

« fpift
v «E

A
P
- 4_|_|f

«*-#

r J'4

April 27, 1910

Active vs. Passive Policy in Going
After Customers.

Some dealers have a theory that
it is bad policy to urge a customer
to buy when in their store. Such
slogans as, “Our salesmen never ask
you to buy anything,” “Come in and
look over our stock, whether you in-
tend to purchase or not,” are adopt-
ed, and the whole atmosphere of the
store is, “If you don't see what you
want ask for it.”

Now, this passive policy might
have been all right when competition
had not developed to the point to
which it now has, and when there
were not the thousand and one de-
mands upon the customer’s purchas-
ing power that exist to-day. Success-
ful businesses have no doubt been
built along those lines, but the fact
that these ventures proved success-
ful was, to our mind, in spite of the
methods employed than because of
them.

The whole theory of passive selling
is wrong, and the dealer to-day who
realizes this, and who adopts the ac-
tive, get-up-and-get method is bound
to win.

Under the passive policy a woman
comes into your store to purchase
a pair of scissors. After the sale
has been made she walks out of your

store. Figure the profit for your-
self.
On the other hand, suppose the

clerk who made the sale had pleas-
antly suggested that his customer
look at some new refrigerators just
received, or a new kind of range, or
even some small household article of
less importance from a profit stand-
point.

Even if no further sale had been
made, two things at least would have
been accomplished:

That store would have been im-
pressed upon the customer’s mind as
the place to buy refrigerators, rang-
es or whatever the article might be
and the customer would have had
a sub-conscious feeling that her trade
was appreciated, and that that par-
ticular store had an interest in her
beyond the mere profit on that one
sale.

Stop for a second and consider
whether your store gets its share of
your own customer’s business. Why
should your customer go to your
competitor for a new stove when
she has been your customer for years,
and when you handle stoves the equal
in all respects to his? Probably be-
cause your competitor, by some one
of the many forms of salesmanship,
interested her in his stoves.

This may have been accomplished

through newspaper advertising, cir-
cularizing, window display, or per-
sonal solicitation, but the fact re-

mains that you should have so treat-
ed your customer that she would have
gone to your store first, simply be-
cause she “always trades there.”

In carrying out the active policy of
selling goods to your customers it is
a good plan to notify your clerks
from day to day as to anything new
received and as to articles which you
handle and which are being exten-
sively advertised by the manufac-
turer.

Why not take full advantage of a
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manufacturer’s national campaign? If
the manufacturer is willing to spend
his money to send people in your
store to buy the article he manufac-
tures, there is everything to gain and
nothing to lose in closely and eagerly
co-operating with him.

The profit on advertised articles is
usually such as warrants the full sup-
port of a dealer and there is no
question that goods well advertised
are practically half sold.

The policy of selling your goods
can be developed to a high degree of
perfection and, as your sales increase
under this policy, if it is pursued
rightly and intelligently, you will no-
tice gratifying returns in the fact
that your customers will be your
customers, and not only your cus-
tomers but satisfied customers.

Julian O. Knox.

Briquets Make Excellent Fuel.

The briquetting industry is a fea-
ture of our fuel question which is be-
coming important. Recent Geolog-
ical Survey tests showed wonderful
efficiency with briquets, as compar-
ed with the best mined coal, and al-
so that under certain conditions they
produce less smoke than coal. Ger-
many manufactures 15,000,000 tons of
briquets annually and she and other
continental countries use the briquet
extensively on railroads and for do-
mestic purposes. In this country the
cheapness of raw coal has operated
against the use of the briquet, but as
its superiority becomes better known
it will take its proper place as a
fuel.

In sixteen complete test trips on
the Atlantic Coast Line Railroad,
made under the supervision of the
Government engineers, with briguets
in comparison with run of mine coal,
the former proved superior in every
respect. The average of briquet fuel
consumed was less and the number of
miles run was greatly in favor of the
briquets. They burned completely,
with little smoke and no clinkers. In
these tests 172,700 pounds of coal
were consumed in running 10,912 car
miles, as against 161,980 pounds of
briguets in running 12,896 car miles.
Stated another way, the running of
each car mile consumed 15.8 pounds
of coal, as against 125 pounds of bri-
guets. With the briquet substituted
for coal on all American railroad en-
gines, this would mean a saving of
30,000,000 tons of coal annually.

The cost of laying' down the fin-
ished briquet is a little over $l a
ton, and a dozen or more factories
are now in successful operation in
the United States. Ordinary briquets
require from 4 to 7 per cent, of pitch
or some other “binder,” which is the
principal item in cost; but the Geo-
logical Survey has recently installed
a huge machine for producing bri-
quets of lignite coal by simple press-
ure without the use of a binder. This
machine is capable of exerting a
pressure of 28000 pounds to the
square inch and! has demonstrated
that successful briquetting can be ac-
complished without the use of a
binder.

The man who halted on third base
to congratulate himself failed to make
a home run.

Characteristic Thrift of the

French.

The

|powering any aggrieved

37

tained goods at “cut” rates, and em-
trader to

The American family that goes to jbring an actign for damages against
Paris to live, under the delusion that Ithose who offend in this way. Un-
its expenses will be less there than Ifortunately most members of Parlia-
in New York, is somewhat surprised Iment and* the vast majority of their
to find that eggs, butter and many |constituents are not concerned with
other common articles of diet sell for jretail trading, but are presumably in
about the same price in the two cities. Ifavor, rather than otherwise, of the
Then, how can the living be cheaper, Itactics of the “smart” man who is

exclusive of rent? It is not, if you
do your cooking as you do it at
home. But for the Frenchwoman it
is cheaper because she has learned to
dispense with the element of waste.
The French housewife is the most
thrifty and economical manager of
household affairs in the world.
could give points to the American
housewife that would cut her bills
down from one-third to one-half.
Even the Agricultural Department
took lessons from the French house-
wife before it published its little
pamphlet on how to cut down the cost
of living by more economical meth-
ods of cookery. An expert visited
Paris in the interests of the depart-
ment and took copious notes of how
to make a shinbone last a week with-
out going into cold storage and how
to make rich soups out of nothing.
Here is what he found, although
this is not reported in so many words
in the pamphlet: The French house-
wife keeps the pot-au-feu always
simmering on the back of the stove
and into this pot go all the scraps
from the kitchen and diningroom ta-
ble. Not a crumb of bread, not a
piece of bone, not a scrap of meat,
not a fruit nor vegetable nor peel-
ings thereof are wasted. Everything
goes into the pot-au-feu. Then, when
the bones are recovered from the pot
they are burned to get the lime for
the canaries. The vegetables that will
not go into soup are spiced and turn-
ed into various dishes whose virtues
are not always known to visitors.

Checkmating the Cutter.

The latest suggestion for putting a
stop to the price cutting of proprie-
tary articles is that Parliament should
be asked to pass a measure render-
ing it illegal to advertise price main-

Do You Make

kind enough to let the public have
goods for less money than they can
be obtained elsewhere.

Those who want another prohibi-
tive act of Parliament forget that
manufacturers have already the pow-
er to insure their products being re-

She Xailed at whatever figure they choose

to fix. All that is wanted is suffi-
cient determination on the part of
the makers to compel retailers to
respect their wishes. This can be
done by requiring the wholesaler to
sign an agreement not to supply ar-
ticles below a certain price, and by
insisting that he, in his turn, shall
bind the retailer to observe specified
conditions.— Ironmonger.

Acorn Brass Mfg. Co.

Chicago

Makes Gasoline Lighting Systems and
Everything of Metal

TRADE WINNERS

Rap Gom Popoars
Peanut Roesters ad
Coniretion Mechires.
Many Style*.
Satisfaction Quaranteed.
Send for Catalog.

KINGERY MFG. CO..106-108 E. Pearl St..Cincinnati,a

Bstabllshed in 1171

Bast Equipped
Pirm In tbs Stats

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

The Weatherly Co.
IS Pearl St. Orand Rapids, Micb.

A Satisfactory Profit?

If you paid $5,000 for a house and lot and had a chance to sell it,

would you take $4,000 for it?

Not likely—you would want to make something on the deal, you
would want to make a profit that would pay you for your trouble, your
time, your expense, and, incidentally, add a little to your bank account.

Every time you sell a Trunk, Suit Case or Bag do you make enough
so as to add a little to your bank account—do you make a profit that is
consistent with good business principles—are your goods of such quality
that they command a ready sale and a satisfactory price?

Why tamper with inferior goods when it's most easy to buy the

“tried and proved”
“ Satisfactory Profit?”

kind at prices that will enable you to make this

It will take you but a minute to ask for our catalog of Trunks, Suit

Cases and Bags.

Won'tyou do it NOW before you forget it?

BROWN & SEHLER CO , Grand Rapids, Mich.
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FORMING A NEW FIRM.

How the Partners Came to Appre
date Each Other.
Written for the Tradrsman.

Not so very long ago, it was quite
the thing to have a clerk sleep in the
store. Then police protection was
n't so efficient as now, and mer
chants didn't believe in banks as they
do at the present time.

It was usually the youngest clerk
who lodged in a room back of the
salesroom or in an apartment over
it. He closed the store at night, aft
er the boss left and opened it at an
early hour in the morning. When
customers began coming he had the

store- all swept out and the floor
sprinkled.

Years ago merchants might do
business  without patronizing a

bank, without advertising in the lo-
cal newspaper, without taking the
dead flies out of the front windows
for months at a time, but they never,
never would open up for business
without having the store floor liber-
ally sprinkled.

It was Tommy who slept in Green’s
back room that summer. Tommy was
raw product from the country. He
was freckled and red-headed, but he
had ambitions. When he left the
plow he declared he was going to
own a store himself some day, and
he did his best at Green’s to make the
prophecy come true.

Tommy went to bed at io every
night and arose at 4 He had been

used to doing that in the country. |

Besides, he figured that if a boy
could earn a store of his own in ten
years by working ten hours a day,
he could earn one in about seven
years by working fifteen hours a day
most of the time. He was a cheerful
fellow, and everybody in town liked
him, everybody except Jimmy, who
worked in the shoe store next door.

The back yards of the grocery
where Tommy presided and the shoe
store which Jimmie honored with his
presence were separated only by a
four-foot board fence. Tommy and
Jimmie quarreled plenty, and the pro-
prietors of the establishments often
threatened to fire them if they didn't
quit making the atmosphere of the
back yards smell so much like match-
es. The boys were eventually to be-
come partners, but there were to be
doings before their names appeared
on one signboard.

One morning Jimmy awoke from a
troubled sleep over the shoe store.
He had been dreaming that an ele-
phant shod with steel was giving a
double shuffle down in the back yard.
He tumbled out of bed and went to
the rear window. There was Tom-
my, up early, as usual, pounding box-
es apart and saving the nails. Jimmy
was mad, for it was very early and
he was sleepy.

“Say, there,” he said to Tommy,
*when you get them boxes dissect-
ed, suppose you come up here and
pull the nails out of the floor. You
don't seem to be making noise
enough down there.”

“l suppose,” said Tommy, “that
you've got an idea I'm a Chinese or-
chestra playing in a beer garden. Go
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back to bed and sleep off your cigar-
ettes.”

“A  Chinese orchestra,” said Jim-
my, “wouldn’t make a noise like that.
Besides, you look like a farmer that’s
gone wrong in the cupolo. Do you
have to get them nails out before the
boss will lead you up to the feed
trough 7’

Jimmy found a brick he had laid
aside for just such an occasion and
fired it at the red-headed lad down
in the yard. It struck a crock of
pickles and the odor of vinegar arose
on the summer air.

“I'm doing this as an investment,”
replied Tommy. “I'm thinking of
building a brick store here, and I'm
collecting bricks. If you'll throw a
ittle more to the right, you won't in
terfere with the grocery stock.”

Jimmy found another brick in a
chair at the head of his bed and
shot it out at Tommy. It went wide
of its mark and Tommy picked it up
and laid it with the other brick.

Throw ’em gently,” he said. “You
are cracking 'em.”

Jimmy heaved a third brick which
knocked the hammer out of Tommy’s
hand and broke a pane of glass in the
store house window.

“You're all right as a pitcher,” ob-
served Tommy, “only you'd want the
wide, wide world to pitch in. Sup-
pose you come down here and throw
craps with the kids in the alley.”

The next brick struck Tommy on
the arm and bounded off and struck
another window.

Say,” said Tommy, “if you can’t
swim get up on the clock shelf. I'm
going to turn a stream of water into
that window in about a minute. You
haven t forgotten how to climb since
they caught you wild in the woods,
have you?”

“Oh, that's all right,” replied Jim-
mie. “l can climb, all right, and I've
got to get up on a trunk to get my
gun, anyway, so you may as well
let er come. If you have any water
left, you might use a little of it on
the dirty mug | see sticking out under
that red mop. You must have root-
ed hard for feed this morning to get
a snout like that.”

Tommy dodged bricks while he got
the hose and turned on the water at
the hydrant. Jimmy had no idea he
would really turn water into the win-
dow, so he leaned out and made faces
at him.

If jou think I'm goin’ to wash

your room every morning,” said
Tommy, as he pointed the hose
heavenward, “you’re off your beat.

Anyway, I'm not going to do it un-
less you pay for the water.”

All right,” replied Jimmy. “I'll
pay for the water, all right, all the
water you send up here. There is a
payment in advance now.”

The brick took Tommy on the side
of the head and almost keeled him
over.

I’'Hsend up a receipt!” cried Tom-
my, and up it went.

The strong stream from the hose
broke the glass it the hastily-lowered
sash and made the room look as if

spring freshet had been that way.

Jimmy sat down on the edge of
the bed and watched the water creep
over toward his feet and soak through

the floor. He knew there would be
doings in the store below in short or-
der.

Presently, when there was about a
foot of water on the floor, the stream
stopped and Jimmy waded through
the mess and leaned out of the win-
dow.

“Come on up here an’ go fishin',”
he said.

Nothin’ but bullheads up
replied Tommy.

Jimmy found a pail and launched
about two gallons of water on the
red head below him, just over the
fence.

“l've got to get this water out of
here before the boss comes,” he
said. “We’'ve got something besides
waders in stock downstairs.”

“I'll go and get a blotting pad,”
said Tommy, “and take it up for you.
Any time you want a room made
sanitary just send a note to me on
the top side of a brick. I'll be right
along with the hose.”

Jimmy had a few more bricks and
he lost no time in unloading them
in the back yard of the grocery.

Here, vyelled a man who was
passing along the alley in the guise
of a night watchman, “what are you
boys doing there?”

Just then a brick came within about
an inch of the night watchman'’s
nose. He broke for cover instantly.

“Never mind a little thing like
that, said Tommy. “That's Jimmy.
He s just tossin’ a few things out of
the room to make way for the wa-
ter I've been putting up there.”

The watchman climbed over the

there,”
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Coffee Ranch Coffee
Roasted the Day You Order It

A 20c Retailer 14c
A 25c Retailer 16c
A 30c Retailer 18c
A 35¢c Retailer 23c

J. T. WATKINS
Coffee Importer and Roaster
LANSING, MCH

WHY
should you
recommend

it?
Just read
this and j
you'll see.yj/

MINUTE GELATINE
(PLAIN

is made of the purest gelatine that can
be bought. A]J_elly made from it is the
clearest and firmest possible.  You
don t have to soak it like other kinds.
It dissolves in less_than_a minute in
boiling water or milk. Each_package
has four envelopes, each of which holds
Ji** enough to make a pint of jelly.
This changes guess work to a certainty.
A regular package makes a full hal

gallon.” No standard package makes
any more. We refund the purchase
Pr* i° any dissatisfied customer. You
sell it at two packages for 25? and
make 36% on the cost. Doesn’'t all
this answer your question?

iEf to try M'NUTE GELA-
TINE (PL n\'f) your_%ll‘\,ﬂweul-l—sen you
a package free.” Give usyour jobber’s
name and the package is yours:

-MINUTE TAPIOCA CO,,

«3 W. Main St., Orange, Mass.

IN Earnest

about wanting to
propositions

before the retail

lay your business

mer-

chants of Michigan, Ohio and Indiana?
If you really are, here is your oppor-

tunity. The

devotes all its time and efforts to cater-

ing to the wants of that class. It

doesn’'t go everywhere, because there
are not merchants at every crossroads.
It has a bona fide paid circulation— has
just what it claims, and claims just

what it has.

medium for the general

It is a good advertising

advertiser.

Sample and rates on request.

Grand Rapids, Michigan
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alley fence and looked up at the
window.

“You come down here,” he cried to
Jimmy. “You’'re pinched for assault-
ing an officer in the discharge of his
duty.”

“All right,” said Jimmie, and he
doused a pail of water on the police-
man.

There was a ladder leaning against
the grocery and the watchman got
it and put it up to the window where
Jimmy was. Tommy looked on with
a grin.

When the policeman got about
halfway up the ladder Jimmy looked
out of the window and motioned to
his old antagonist. Tommy under-
stood. Two boys will fight each oth-
er when there is no one else to fight,
but as soon as a policeman breaks
into the scrap they are likely to quit
fighting each other and mix with
him.

So when Jimmy motioned to Tom
my, Tommy turned the hose on thi
watchman. The watchman changed
his mind about going up the ladde.
and thought it best to get down to the
ground as soon as possible. He de
scended alertly, for there was Jimmy
in the window with another brick.

The watchman did not catch Tom
my, for the hose and the stream o
water were in the way. After a time
he went to a telephone and turned a
not call in to the police station
When the one patrol wagon of the
town dashed up the alley Tommy and
Jimmy were clearing the water out
of Jimmy’s room and getting ready
to scrub the store below.

The youngsters looked so innocent
that the policeman—who was not as
wet as the watchman who had turned
in the riot call—laughed and went
back to the station. Then Jimmy
sat down on the edge of the counter
and looked at Tommy.

“Gee!” he said. “You've got the
nervel”

“You've got a few yourself,”
plied Tommy.

“Any kid that will turn water on
a copper is good enough for me to
associate with,” said Jimmy. “Say,
but that was a corker!”

“Any boy that flings jokes with his
bricks,” said Tommy, “is good enough
for me to take into partnership.”

So the firm of Tommy & Jimmy
was formed right there. They had
no store, but when they did get one
those names went over the door. But
it delayed the business start—paying
for the damages caused by their get-
ting well acquainted with each other!

Alfred B. Tozer.

The Witty Chauffeur.
“They are ready chaps, these taxi-
drivers,” said Senator Depew at a
dinner in Washington. “One of them,

re-

inspirited, no doubt, by the tip I'd
given him, said to me affably the
other day:

“‘l just had an old lady from the
country for a fare, sir. She asked me
when she got out what was the prop-
er name for the driver of a taxicab.
| said to her, said I:

“ ‘Taxidermist, ma’'am.’

“Then the driver gave a
laugh, winked, and added:
| “‘l1 was stuffin’ her, you see, sir.’”

loud
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NEW YORK MARKET.

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

New York, April 23—Rio coffee
are mighty dull on the spot market
and the outlook is about as depress
ing—and distressing—as it has been
for a long time. Santos are pretty
well sustained, but even on this grade
it is said that some concession in
dating is being made to attract buy
ers. However, as a rule, Santos are
pretty well maintain d, owing to the
fact that before new coffee arrives
there will be a big shortage here and
to the further fact that the outlook
now is for a small crop—say 8500,000
bags. This is, perhaps, a bull esti-
mate. Roasters are taking only the
smallest quantities, and the genera
aspect of things seems to be in keep-
ing with dullness reported in other
lines. Mild coffees show no greater
activity than do Brazilian sorts. In
store and afloat there are of Brazilian
coffee 3,191,055 bags, against 3,699,-
433 bags at the same time last year.
At the close Rio No. 7 is quoted in
an invoice way at 8j4@8|Hic.

The little business done in refined
sugar this week has been almost al-
together in the way of withdrawals
on previous contract and new trans-
actions have been conspicuous by
their absence. The prevailing rate
with all refiners is 5.15c. With warm-
er weather this article should rapidly
take on more activity.

In Formosa and green teas it is
said there has been a fair amount of
ine business and quotations are pret-
ty well sustained, but, so far as the
rest of the market is concerned, slug-
gishness prevails and sales are of the
smallest possible amounts. Perhaps
the dullest sorts at the moment are
low grade Congous.

There has been more enquiry and,
in fact, sales of rice have been more
frequent this week than for some
time. The situation South is report-
ed as showing improvement and this
seems to be reflected here. Good to
prime domestic, 4™@5c.

Spices are quiet, so far as actual
sales are concerned, but, as a rule,
quotations are well sustained, with-
out any change of note.

The market for molasses is at least
as good as could be expected, but
that is not saying very much, as the
season is growing old. .Good to prime
centrifugal is unchanged at 26@3oc.
Syrups are in fair demand for ex-
port, with domestic trade moderate.
Fancy, 27@3oc.

Canned goods are dull. This is not
sent as a news item, but the phrase is
stereotyped and saves trouble. There
has been in former years something
doing by this time in futures, but this
season not a soul seems interested
either in futures or spots. It is re-
ported that quite a good many to-
matoes, 3s, have been sold in cans
that show some disfigurement at 60
@62}4c delivered here. And some full
standards have sold at the latter fig-
ure, but, of course, holders are not
anxious to dispose of stock at this fig-
ure. Corn and peas are both dull
and the whole situation savors of
neglect.

Butter has declined under the influ
ence of larger arrivals and creamery
special is not quoted at over 30@
30j4c; extras, 2914c; held creamery,
extras, 29c; firsts, 27@28c; imitation
creamery, 23j4@25c; factory, firsts,
23c; seconds, 22@22}4c.

Cheese, old, full cream, i7HXc, with
a fairly good demand. New cheese
is now receiving more attention and
is worth about 13J4c.

Eggs are in liberal supply, but are
largely being placed in storage.
Western selected extras, 23j4c; reg-
ular pack, 22j4c and so on down to
197c.

The Food Value of Chestnuts.

The fruit of the chestnut tree is
nearly as valuable as bread and more
valuable than potatoes for dietetic
purposes. Two pounds of chestnuts
contain 118 grammes of starch and
eight of fat.

The annual production of chestnuts
n France is over 3,000,000 quintals of
20 pounds. That means food for
many workmen. But the hide-tanners
keep the product from the food mar-
ket by buying it in large quantities
for use in their business. Producers
make more profit by selling their
chestnuts for tanning than by dis-
posing of them for food.
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Jennings’

Flavoring
Extracts

Terpeneless Lemon

Mexican Vanilla

JpS» I
NericeYears i

Guaranteed by Jennings Flavor-
ing Extract Co. under the Food
and Drug Act June 30, 1906,
Serial No. 6588.

See Price Current

Whatever May Be Your Wants

as a buyer or a seller, a merchant or a manufacturer, a lawyer or a banker, a real
estate agent or an owner, a hotel owner or a manager, a man wanting a job or a
man having jobs for others, the place to make your wants known is in the Busi-
ness Wants Department of the Michigan Tradesman.

Do You Want To

Buy a stock of merchandise?

Buy a store building?

Buy a hotel or a farm?
Buy stocks, bonds or other securities?

Do You Want To

Sell farms or timber lands?

Sell industrial plants?

Sell manufacturing sites?

Sell water powers?
Sell your business?

Do You Want

A clerk or a salesman?

A superintendent or an office manager?
An agency or a situation of any kind?
A partner with money?

A manager for your store?

Communities possessing advantages for factories and desiring to attract the
attention of manufacturers and capitalists find this department especially effective.
Banks, hotels and other businesses are using space regularly with excellent returns.

The Business Wants Department of the Michigan Tradesman is an advertis-
ing feature that is of interest to all readers for the news it contains—news in con-

densed classified form.
gratifying results.

It is a department of small advertisements that brings
Rates, two cents per word for the first insertion and one cent

per word for each subsequent consecutive insertion.



Inside Information Regarding the
Pullman Company.

[The following article on the inside
history of the Pullman Company was
written by Lynn Haines for the
American Magazine before the Inter-
State Commerce Commission handed
down its decision in the rate cases
submitted to that tribunal. As is
well known, the Inter-State Com-
merce Commission held that the Pull-
man Company must reduce its rates
and that it must make a lower charge
for upper berths than for lower
berths. The article is exceptionally
interesting in that it evinces a re-
markable insight in the unparalleled
growth of the company and the enor-
mous profits it is making.]

At last all the facts regarding the
Pullman Sleeping Car Company have
been dragged out into open daylight.
They make most illuminating read-
ing; they exhibit to the vision of the
lon.g-suffering American people one
of the most unique members of the
entire modern family of monopolies.

There is no other trust quite like
the Pullman Sleeping Car Company.
Most monopolies regard the “citadel
of protection” as a place where all
may assemble around the fireside at
Thanksgiving and Christmas. But
the Pullman Company never has to
refer to the tariff as “Father.”

Nor has it needed a Cannon or
Aldrich to bestow the privileges of
the people; it has thriven without po-
litical assistance, or land grants, or
franchises. It has also succeeded in
quite a remarkable way in growing
to a robust maturity without attract-
ing any of the sunshine of publicity,
without investigations, without being
investigated by inquisitive legislators
and with a minimum of taxation.

On the other hand, no other trust
in the whole predatory family has
perhaps made quite such a record of
plethoric profits as the Pullman Com-
pany.

For more than a decade it has had
an annual return of 500 per cent, on
the money actually invested.

Eighteen million six hundred and
three thousand and sixty-seven per-
sons patronized Robert T. Lincoln’s
“growing concern” during 1908. Prac-
tically all of these people participated
in a common experience. Grudgingly,
as a rule, each placed from two to
twenty dollars in the palm of the
Pullman Company and then sought
solace in sleep. They were travelers
and sleep brought rest and forgetful-
ness of time and distance—with at
least two striking exceptions:

At least two men—in Minneapolis—
never bought a berth without won-
dering why it cost so much. Neither
ever laddered his way to a loft in
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the limited without sensing the in-
justice that compelled the same price
for an upper as for a lower. Neither
ever tipped ajar the portals of Ethio
pian courtesy without the feeling that
the porter’s portion, at least sufficient
to insure a little alacrity and an oc
casional smile, should assume the
shape of salary from his employer
After such considerations as these,
instead of sleep, the economic phases
of the situation would intrude far in
to the night. There were hours and
weeks and years of this and then the
story starts:

George S. Loftus, complainant, and
James Manahan, attorney, began an
investigation of the Pullman monop
oly before the Inter-State Commerce
Commission in August, 1907. In the
beginning it applied only to the rates
between Minneapolis, St. Paul and
Chicago. Later the complaint was
amended to include the sleeping car
business of the entire country. The
first hearing was held in St. Paul in
November, 1907. After adjourned
sessions of the Commission, extend-
ing over nearly two years, the enquiry
was concluded at Washington in June
of last year. The decision, is still
pending.

The cases were based upon two im-
portant questions:

1. Is the same rate for an upper
as for a lower berth in a sleeping car
a discrimination?

2. Are the standard rates as en-
forced generally by the Pullman
Company and the railroads operating
sleeping cars unreasonable?

The Pullman Company objected to
the investigation on the ground that
the Inter-State Commerce Commis-
sion had no right to adjust the con-
troversy, the complainant taking the
other position that sleeping cars are
common carriers and subject to the
same regulation as railroads. But the
question of jurisdiction does not con-
cern this discussion. A few funda-
mental facts in connection with the
monopoly, as disclosed in the course
of the enquiry, are all that | shall at-
tempt to suggest:

It should be kept in mind that the
Pullman Company is a dual institu-
tion. It manufactures sleeping cars
and it operates sleeping cars. The
two departments are distinct—sep-
arate in all respects save ownership
and management. The manufactur-
ing side is not a monopoly. It builds
and repairs cars in competition with
several similar enterprises. The al-
most unprecedented profits of the
Pullman Company come from the
operation of sleeping cars. There
we meet unmitigated monopoly and
dividends by the million,

j The Pullman Company began busi-
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ness forty years ago with a capital
of $100,000. A careful study of its
fiscal history shows that, without the
addition of more capital, the assets of
the operating department have in
creased to approximately $30,000,000
It is true that a net amount of $28-
000,000 additional cash was put into
the business since its inception, but
none of that can be said to have gone
into sleeping cars or their equipment.
The fine Pullman building in Chicago
and the several manufacturing plants
of the company at Pullman and else-
where cost all of that and more. The
4,700 odd sleepers now owned by the
concern, representing, according to
their own estimate, some eighty mil-
lions, are the result of profits in ex-
cess of regular dividends that came
from the original investment of $100,-
000.

An analysis of the annual state-
ments of the company shows, and an
examination of its books of account
will demonstrate, that under the
present rates a standard sleeper will,
during its natural life, from its own
earnings, pay all its operating ex-
penses and ordinary repairs, return
to the company its own cost of con-
struction and build not less than
three cars more of the same type.

The great growth of the sleeping
car family is not unlike rabbit gen-
ealogy. A hare is a prodigious per-
former as to progeny. So is a Pull-
man palace car. The rabbit race in-
creases according to a regular geo-
metric progression. The mother rais-
es rabbits; then she and her rabbits
raise rabbits; next the mother and hei
rabbits and her rabbits’ rabbits raise
more rabbits; and so on until the de-
scendants number thousands.

Striking an average for the forty
years of Pullman experience a stand-
rd sleeper costs $15000. The aver-
age netyearly income for each car has
mounted to something like $5000.
The company had about six cars when
it began business. As the business is
conducted now, these cars yielded
profits in excess of dividends the first
year of their use sufficient to create
two more sleepers. The second year
eight cars would produce a surplus
sufficient to build two and two-thirds
more cars. The third year ten cars
would yield in profits enough to build
three and one-third more cars, giving
sixteen sleepers to begin the fourth
year. Thus did the number grow in-
to nearly 5000, and a value of $80-
000,000.

As the assets of the company have
grown in this way, the surplus being
sed to create new cars, new capital
stock has been issued and distributed
among the stockholders without
bringing more money into the busi-

ess. Since the concern was founded

in 1867 the capital stock has increased
from $100,000 to $100,000,000. Except
for an issue of $20,000,000 of new
stock ten years ago, which was em-
ployed to take over the only com-
peting concern, the Wagner Com-
any, and about $35,000,000 put in in
ash, one-fifth of which was returned
to stockholders in addition to divi-
dends, the difference between one
hundred thousand and one hundred
million has accrued from surplus
profits.
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ten years 1899 to
1908 inclusive total dividends were
paid to stockholders amounting to
$51,665,848. It is interesting to re-
late these millions of profit to the
original investment. Deducting an
annual dividend return of 10 per cent,
on the $28000,000 invested in the
Pullman building and the manufac-
turing department, or $2,800,000 for
that decade, and a 10 per cent, divi-
dend on the $20,000,000 of stock issued
to buy the Wagner concern for the
same period, or $2,000000, we still
have $46,865,848 of dividends for ten
years, which would represent nearly
500 per cent, of profit on the original
$100,000 of capital stock.

In view of these facts it can not be
disputed that the Pullman Company
is very rich and very profitable. Nor
can it be denied that it is almost all-
powerful in its industrial field. In its
operation of sleeping cars the con-
cern piloted by Abraham Lincoln’s
son practically monopolizes the busi-
ness of the American continent.

Only four railroads, the Great
Northern, the Chicago, Milwaukee
and St. Paul, the Soo System, and the
New York, New Haven and Hart-
ford, operate their own sleeping cars.
All the others obtain sleeping cars
from the Pullman Company under
contracts which bring to that monop-
opy about $7,000 a year (gross) for
each car. If the sale of berths does
not equal that amount the railroads
are obliged to make up the deficien-
cy. If the total receipts from the
sale of berths on a sleeper exceed
$7,000 a year, that excess goes to the
monopoly. It is the real original
heads | win, tails you lose” propo-
sition.

A question naturally arises: If the
operation of sleeping cars is so
profitable, why do not all the rail-
roads own their own cars? WEy is

During the

Qood
Sunday Reading

We recommend that you
read our Sunday dinner
menu card next Sunday.
It makes excellent Sun-
dayreading. Dinner 5:30.

Hotel Livingston
Orand Rapids, Mich.

Hotel Cody

Grand Rapids, Mich.
A. B. GARDNER, Mgr.

. Many improvements have been made
in this popular hotel. Hot and oold
water have been put In all the rooms.

Twenty new rooms have been added,
many with private bath.

The_lobby has been enlarged and
beautified, and the dining room moved
to the ground floor.

remain .the same—%.oo,
250 anﬁ §§60 American plan. .00
All meals 50c.
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the Pullman Company able to main-
tain its monopoly? There are four
answers, the first two being largely
irrelevant and untrue:

1. Some have supposed it was be-
cause the Pullman Company controll-
ed the patents for all sleeping cars;
which is not the reason.

2. Others have concluded that it
was because the stockholders of the
Pullman Company were largely offi-
cers of railroads and that they as
traffic managers for the railroads
made contracts with their own sleep-
ing car company which were condu-
cive to its own monopolistic welfare.
But even that alluring theory will
hardly stand the test.

3« Railroads are practically com-
pelled to yield to the demands of the
Pullman Company, since no single
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maintenance” fund. It admits that
the gross earning from each stand-
ard sleeper amounts to about $7,000
a year; but the net returns from this
average earning are conveniently
and substantially lessened by the
claim that it costs annually $1,908.05
to operate each car and $2,426.05 to
keep it in repair.

There is a very extraordinary dif-
ference between these figures and
those submitted by the Great North-
ern, one of the railroads that owns
and operates its own sleepers. The
Auditor of the Great Northern testi-
fied that it cost that system approx-
imately $1,550 per year to operate a
standard sleeper and $350 a year to
keep the average car in repair.

This great monopoly may not have
moved into some “twilight zone” to

system could afford to own a suffi-jescape rightful regulation, but its sys-

cient number of cars for its own use
at all seasons. Travel so fluctuates
that a number of cars adequate for
one month would necessitate the
owning of a large number of cars that
would be idle at other times. The
Pullman Company is so extensive in
its territory and operations that it is
able to meet this condition with the
minimum of unused sleepers. When
traffic is heavy in one direction, or
over one railroad, it is invariably cor-
respondingly light in some other di-
rection. With every abnormal move-
rment North or West there is less
travel East or South, and vice versa.
By shifting cars wherever there is an
extra demand the monopoly is able
to keep almost all of its sleepers con-
stantly employed, whereas a railroad
would be compelled to own more
sleeping car equipment to meet un-
usual situations than could be used at
ordinary times.

4- There is another
the railroads do not
the monopoly: They pick up a lot
of easy money by permitting the
Pullman Company to own and oper-
ate the cars they run over their lines.
The Pullman Company equips each
sleeper and pays porter and conduct-
or. All the railroad does is to move
the sleeper. And they get as much
out of passengers from this source as
they do when they use the cars own-
ed, equipped, manned and kept in re-
pair at their own expense.

To illustrate: During 1908 18,603 -
067 persons paid for berths. The
average night run is about 400 miles.
At two cents a mile each of these
eighteen and a half million brought
the railroads eight dollars, for which
they furnished no seat nor anything
save light, heat and motive power.
Last year the railroads under con-
tract with the Pullman Company re-
ceived about $150,000,000 in regular
mileage fares from Pullman patrons,
which cost them many millions less
than it did to handle the same amount
of business with their day coaches.
That suggests why the concern in
question is able to maintain its mon-
strous monopoly without molestation

reason why
interfere with

from the railroads. The contracts
between them are mutually expedi-
ent and profitable.

The Pullman Company attempted
to establish a defense against the
charge of unreasonable profits by an
obvious padding of its “repairs and

tem of book-keeping seems adapted to
that end. The average life of a stand-
ard sleeper, according to the testi-
mony of Pullman experts, is twenty
years. Two decades after it is built
a car is theoretically relegated into
junk and the company has a depre-
ciation fund adequate to replace this
died-of-old-age equipment. But there
is undisputable evidence that the
money thus set aside for “deprecia-
tion” is not employed for that pur-
pose. Wornout cars are practically
replaced from the “repairs and main-
tenance” fund. That is why that
fund is so abnormally large as to
lead the public and authorities to be-
lieve that the company’s net income
is not unreasonable. In addition to
keeping a car in good repair during
its natural life, when it approaches
the period for disposal as junk it is
“shopped” and around the old frame
and the old name there is built what
amounts to practically a new car.
This “repairing” of old cars into new,
even after they have passed the al-
lotted score of years, is what brings
that fund up to $2426.05 a year for
the average car. That amount not
only keeps a car up to the highest
state of excellence and efficiency, but
it also prolongs its life indefinitely,
although the depreciation fund is in-
tended to provide an entirely new
car every twenty years.

In his final argument before the
Inter-State Commerce Commission
Gustavus S. Fernalld, counsel for the
Pullman Company, cited an “analo-
gous” case: He inferred that since
a sleeping room in a good hotel costs
about the same as his concern charg-
es for a berth, the prevailing price
could hardly be called unreasonable.
Mr. Fernalld did not intend to be hu-
morous, but Mr. Manahan's mathe-
matics made him so. The latter had
paid $4.50 for a berth from Chicago
to Washington, which berth had rep-
resented a space six feet long, three
feet wide and three feet high, or ap-
proximately fifty cubic feet. Applied
to the average room in a hotel ioxi2x
16, the same rate would make the
room cost $40 a day.

The porter presents an interesting
if not an economic phase of the sub-
ject. On the standard sleeper he
draws the magnificent salary of twen-
ty-five dollars per month. The com-
pany inventories the contents of each
car as it begins and completes each

trip, and what is missing—combs,
brushes, linen, and so forth—is charg-
ed against the porter’s “salary.”

It might not be impertinent to sug-
gest in this connection that the Pull-
man Company is not contributing
very substantially to a solution of the
race problem. It employs several
thousand negroes and, instead of tend-
ing to stimulate thrift and integrity,
under existing conditions a porter’s
position might be likened rather to

a school that teaches begging and
graft.
Two vital facts have been incon-

trovertibly established by this Loftus-
Manahan investigation: 1. The Pull-
man Company has no competition to
affect its prices and comparatively lit-
tle rivalry in its field of operation,
which includes a continent.

2 Prevailing prices for sleeping
car accommodations are so profita-
ble that they have yielded more than
adequate dividends and also added,
through surplus profits, nearly one
hundred millions to the business.

The fight for the regulation of this
monstrous public service corporation
is now nicely started; it should re-
sult in a substantial reduction in
rates. The Pullman Company has
thus far been able to maintain its
monopoly without much attention to
government; if it is forced into a po-
litical alliance with the railroads, “the
corrupters of courts and Kkings,” it
may require many years to bring
about equity in its relations with the
public.

The Traveling Salesman.

Said one buyer: “The average sales-
man is being educated to the fact
that the buyer has something else to
do besides entertain him. There are
not near so many of the persistent
kind as there used to be; those who
think they have the only line of
goods of the kind, and that you
should buy of them whether you need
the goods or not.”

Still, a salesman should have faith
in his goods, and back them up
against those of any one else. He
soon learns which of his wares are
superior to those of his competitors,
and it is his business to eloquently
tell of those, letting the other fellow
talk about his own.

An old salesman in a talk to a lot
of beginners, made use of the follow-
ing terse suggestions: “Talk business
to the buyer the moment you get a
chance at him. If you feel that you
must unburden your soul to him
about the weather, the North Pole,
the tariff, or the descent of man, wait
until you have booked your order—
and don’'t do it then, unless he asks
you to; and | don’t see him asking
once in a thousand calls. You see,
this plan saves’ his time and yours,
makes him like you, and open the
way to a warm welcome when you
come aagin.”

Here is a tribute to the'salesman
who fills the bill, as outlined by a
buyer of many years of suffering:
“Some salesmen who call on me
are always hopeful, optimistic, and
apparently happy. Their entrance is
like a ray of sunshine in November,
the warmth of which quickly per-
vades the atmosphere of the store,
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bringing light to the eye, smiles to
the cheek, and encouragement to the
souls of all present.”

Another buyer takes a philosophic
and rather original view of the calls
of his traveling friends:

“From an economic standpoint,
the traveling salesman is rather an
expensive luxury. Say that we have
an average of ten calls a day from
them. Estimating that each receives
a salary, counting expenses, of fif-
teen dollars a day, and assuming that
their visit to us corfiprises their ef-
forts of the day, would amount to
one hundred and fifty dollars; we
are very free to admit that we would
prefer to have a check for that
amount than to have their visits,
no matter how delightful they may
be.”

How Large Are the Waves?

Dr. Vaughan Cornish has tried for
years to get exact observations of the
actual size attained by waves under
different conditions. In Lake Geneva
the extreme height is 9 feet, the
length of the wave being 46 statute
miles. On Lake Superior waves as
high as 22)4 feet had been measured,
with a wave length of 300 feet, though
on large inclosed seas like the Medi-
terranean or the still larger semi-
enclosed China sea it was not found
that the increase in the size of the
waves went on so rapidly, although
they were a little larger. The inter-
fering cause was that they were
reaching the limit of the size of the
atmospheric depressions, which caus-

ed the strong winds that produced
the waves.
The next considerable increase in

the size of the waves was when they
passed from the inclosed seas to the
oceans. In the Atlantic ocean waves
about 42 feet in length frequently
recurred during strong gales in any
positions not less than 600 nautical
miles from the windward shore. The
statements about wave« 80 to 100 feet
high encountered by modern Atlantic
liners are not thought to be exag-
gerated.

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

Buffalo, April 27—Creamery, fresh,
26@2gc; dairy, fresh, 22@25c; poor to
common, 20@22c.

Eggs—Strictly fresh, 2itfc.

Dressed Poultry—Iced fowls, 20c;
iced turkeys, 20@22c; iced old cocks,
15c.

Live Poultry — Fowls, 20@2ic;
ducks, 20@?2ic; old cocks, 14@i5c;
geese, 15@ i6c; turkeys, i6@ 2oc.

Beans — Pea, hand-picked, $2.25@
2.30; red kidney, hand-picked, $3@
$3.10; white kidney, hand-picked, $2.75

@35 marrow, $2.8s@2.90; medium,
hand-picked, $2.25(2.30.
Potatoes—30c per bu.
Rea & Witzig.

Geo. T. Williams (Judson Grocer
Co.) is taking a two weeks’ vacation
in Washington and New York. His
territory is being covered in the
meantime by W. F. Blake.

A store of unpracticed piety in the
heart soon paralyzes it.
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Michigan Board of Pharmacy.
President—W. E. Collins, Owosso.
Secretary—John D. Muir, Grand Rapids.
Treasurer—W. A. Dohany, Detroit.
Other Members—Edw. J. "Rodgers, Port

Huron, and John J. Campbell, Pigeon.

Michigan Retail Dru%gists' Association.
President—C. A. Bugbee, Traverse City.
First Vice-President—Fred Brundage,

Muskegon.

Second Vice-President—C. H. Jongejan,

Grand Rapids.

C,%ecretary—H. R. McDonald. Traverse
ity.

_dTreasurer—Henry Riechel, Grand Rap-
ids.

Michigan State Pharmaceutical Associa-
non.
onPresident—Edw. J. Rodgers, Port Hur-
Solr;']irst Vice-President—J. E. Way, Jack-

Second Vice-President—W. R. Hall,
Manistee. i

Third _Vice-President—0O. A. Fanck-
boner. Grand Rapids.

Secretary—E. E. Calkins, Ann Arbor.
Treasurer—Willis Lelsenring, Pontiac.

The Controversy Over Nomenclature
and Synonyms.

It has been an amusing thing to me
to note the various attitudes assum-
ed by people toward the question of
synonyms as sub-titles for articles
recognized by the United States Phar-
macopoeia.

It seems to be a matter for which
the question as to whose ox is gored
is accepted as evidence. For the
eighth revision certain names which
are not only synonyms, but so far as
public use and understanding are con-
cerned are original names, were re-
fused admission .on the sole ground
that they were commercial names, ar-
bitrarily coined for trade purposes.

The question naturally arises, What
is if synonym? In a way, the question
is easily settled: Two or more words
which have exactly the same meaning
are synonyms, but here again there
is a complication. Sulphuric acid is
the synonym for oil of vitriol and
not for the thing itself. This seems
like splitting a hair, but it is not. The
oil of vitriol of the early chemists
was of variable nature, owing to the
fact that it contained impurities, etc.,
and varying proportions of water. It
was obtained by its discoverer by a
destructive distillation of green vitriol,
and because it had an oily consistence
and possessed more active properties
than its source it was thought to be
what we of to-day would call the
active principle of green vitriol; the
residue in the retort, ferric oxide, oc-
cupying in the minds of the distillers
the same position as the modern
"dregs” remaining in the still after
the removal oL the oil of peppermint,
wintergreen and the like.

On the other hand, sulphuric acid,
as we understand the term to-day, is
not of variable constitution, and cer-
tain limits are fixed for it by the va-
rious pharmacopoeias. It is not an
oil at all and it has nothing to do

with green or any other kind of vit-lthe Latin into English
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riol. Sulphuric acid is, however, one
kind of oil of vitriol and the term
is used by the public generally to in-
dicate that fact, and without any idea
of specifying conditions of purity,
strength or any other qualification
whatever.

The fact that chemists have found
it necessary to insist upon a more
precise definition for sulphuric acid
than the alchemists required for their
crude product does not alter the oth-
er fact that sulphuric acid is the
synonym for oil of vitriol and that
the present pharmacopoeial order,
giving oil of vitriol as the synonym,
is wrong.

Furthermore, the definite chemical,
sulphuric acid, is not the same thing
as the indefinite one, oil of vitriol.

Is this another case of hair split-
ting?

The meaning of any word is not
fixed by the act of legislature, the
dicta of the learned or by the use of
the word by any restricted body of
men, but by the common consent of
the common people that such word
shall mean thus and so. It can not
be so fixed by the citizens of a cer-
tain locality and can only be the re-
sult of the common consent of those
of all localities combined. Of course
this does not apply to words of a sci-
entific or technical nature, which are
only used in special fields, but only
to those with which the people as a
mass are concerned and have use for
in their daiiy life.

For reasons to which it is not need-
ed to call attention here pharmaco-
poeias are written in a dead language,
not subject to the changes of mod-
ern life, and it goes without saying
that such works are not calculated for
the use of the common people, but
only for the use of the specially edu-
cated. It should also go without say-
ing that no terms of the common lan-
guage should be included in such
works, except possibly in a table of
names which have been used to some
extent as vulgar synonyms of the
things mentioned in the pharmaco-
poeia proper.

The proposition that synonyms
should be given in connection with
the official names, so that the general
public may be gradually educated to
finally drop the vulgar names, is of
too much hair-of-the-dog nature to
be taken seriously and would indicate
that those who make that proposi-
tion have an idea that after a time
the pharmacopoeia will be found
alongside of the family Bible in every
household.

I am well aware that the proposi-
tion that the synonyms given for the
Latin names be simply translations of
has been

made, but | can see no advantage in
doing unnecessary work for people
who will receive no benefit from the
work. If a person’s knowledge of
pharmacy does not extend even to a
comprehension of the official names
of the pharmacopoeia, he is surely not
to be trusted with the handling of the
things named. In addition to this
there are things, such as many of the
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Weather Thermometers That Change
Color.

Cobalt salts have the property of
changing from blue to pink as they
absorb moisture, so that in dry weath-
er paper or fabrics dyed with a solu-
tion of chloride or nitrate cobalt will
acquire a blue tint, but as the atmos-
phere becomes damp the paper or
fabric changes to a pink color. The

modern chemicals, for which no Eng-1same reaction is witnessed in writing

lish translation can be made.

Sooner or later the present method
of trying to serve God and Mammon
will have to be dropped. The revis-
ers of pharmacopoeias will have to
cut loose from either science or the
common man. The makers of some
of the new remedies have seen the
handwriting on the wall and, as they
are more interested in the common
man than in the exceptional one, have
coined names for their products which
can be pronounced without fear of
lockjaw. It is a fascinating idea to
so name a chemical that its very
name will indicate its chemical con-
stitution, but to what does that lead?

A certain manufacturer turns out a
new product and its discoverer tells
him that it is Or ..I0ethyloxyanamo-
nobenzoylamidochinoline. The man-
ufacturer’s chemist has done the
square thing by his employer. He has
gone back to the great-grandfather of
his child, given all the intermarriages
and the whole family history, but the
man of business can not see any in-
terest in that for the public. The day
of foreign titles of nobility has gone
by and it is “Alice for short,” for him.
He calls the stuff “Analgen.” He has
given it a name which will enable the
doctor to write a prescription for it
without being obliged to get up early
in the morning and wear out a couple
of lead pencils in putting it on pa-
per; besides, the druggist can read it
and understand it without being com-
pelled to check the preparation off
syllable by syllable.

The revisers of the last pharmaco-
poeia were already up against it and
were obliged to fly in the face of
academics, for instance, in the case of
sulphonmethane, which is a condensa-
tion product, made by elliding diethyl
and dimethyl. This matter of nomen-
clature is a big thing and the matter
of synonyms is wrapped up in the
same package.

What are we going to do about it?

J. Winchell Forbes.

The Drug Market.

Opium— Is steady.

Morphine—Is unchanged.

Quinine—Is unchanged.

Citric Acid—Is very firm at the late
advance.

Alcohol—Has declined.

Lycopodium—Is lower.

Balsam Peru— Has advauced.

Cubeb Berries—Are well maintain-
ed at the high price.

Juniper Berries—Are slightly lower.

Asafoetida— Continues high.

Orris Root—Is very firm and tend-
ing higher.

Oil Cubebs—Is higher in sympathy
with the berries.

To be guided by the senses alone
is as though one should let the com-
pass steer the ship.

done with the so-called “sympathetic
ink,” made from a solution of chlo-
ride of cobalt. A solution of this salt
is almost colorless and writing traced
with it is invisible on white paper.
But if the paper be warmed the com-
pound gives up the water which it
has been holding in chemical combin-
ation, the deep anhydrous chloride of
cobalt is produced and the writing is
very plainly seen. The writing dis-
appears again as the paper cools, be-
cause enough water is absorbed from
the air to cause the reformation of
the colorless hydrated compound.

Here are some formulas for win-

dow pane barometers which may
prove helpful:

1. Chloride of cobalt, i; gelatine,
io; water, ioo.

2. Chloride of copper, x; gelatine,
io; water, ioo.

3- Chloride of cobalt, i; gelatine,
20; water, 200 parts; nickel oxide, .
chloride, The variations of color

will indicate the probable weather. In
damp states of the atmosphere the
glass will be almost colorless, but in
dry weather No. 1 will assume a
blue, No. 2 a yellow and No. 3 a
green tint.

Ownership of the Prescription.

The ownership of prescriptions has
been a matter for perennial discussion
and it is not yet settled. We do not
know of any law which compels the
pharmacist to return the prescription,
either to the doctor or to the patient.
Some states require that wupon all
sales of whisky by prescription the
druggist must keep the prescription
on file for inspection. The North
Carolina law directs that the phar-
macist shall retain all prescriptions
of whatever character. We shall be
pleased to open our columns to a
discussion of this matter, although
we know that there will be just as
many varieties of opinions as there
are correspondents.

The Most Dangerous Cargo.

Lime is said to be the most dan-
gerous cargo with which a vessel
may be intrusted, for when it catch
es fire, which it not infrequently
does, despite the greatest precau-
tions against the admission of water
into the hold, it is practically impos-
sible to extinguish it. The only
method possessing any value what-
ever in this event is to stop every
crack of the hold with soap, so that
no air may reach the lime. But oft-
en this will not stop the fire, which
will burn for weeks, until the ves-
sel at last sinks beneath the waves.

When a vessel loaded with lime

takes fire it is sure death to go be-
low.

The man who lives by the Golden
Rule never has to talk to his friends
about his piety.

»

<4

%

>4



1910

»

«

April 27, 1910

MICHIGAN

W MOUESALE DRUG PRICE CURRENT

Acldum i i :
Aceticum n c® 8 Copaiba | 75@i 85 Scillae @ s
Benzoicum, 70® 75 Cubebae . 3 2003 40 Scillae Co.. @ s
Borgmle 12 Erigeron .2 35@2 50 Tolutan ..., @ s
gﬁhcou:gum i-g% 2406 Evechthl_tos ......... 1 00@1! 10 P!'un.us virg @ s
Hydrochlor 3@ 5 Gaultheria 4 80@5 0Q Zingiber ... @ s
(N)ltrﬁcum . g® 10 Geranium 75 Tinctures
xaltcum .. 15
Phosphoriur, " dil. ® 1 E{OZSIPPII Sem gal 70@ B AlOES ..oooorrerssnnn 6
Sallcylicum ... 44® 47 Hedeoma Aloes & Myrrh.. 6
_?_ulphuncum l?ll® Eg Junipera Anconltum Nap’sF 5
annicum Lavendula Anconitum Nap’sR 6
Tartaricum 4 |imons Arnica
mmonia Mentha Piper ...2 25@2 50 Asafoetida
ﬁgﬂg Jé’%ddeegg . 563 Mentha Verid ...2 75@3 00 Atrope Belladonna
Oarboruas ...j... 13® 15 Morrhuae, gal. .2 oo@2 50 Auranti Cortex.. 51
Chloridum ........... 12® 14 Myricia .3 00@3 50 Barosma 51
Aniline Olive 1 00@3 00 Benzoin 6l
Elack -2 5 Plcis Liquida __ 10® 12 Benzoin CO...ew.. st
Rea . % Picis Liquida gal. @ 40 cantharides 7
Yellow oo Ricina Capsicum 51
Baccae Rosae oz. Cardamon 7{
JCubebae 6 . 50 Rosmarin! Cardamon Co. 7i
uniperus ... oL 12 Sabina Cassia Acutifol . 5(
Xanthoxylum .,1 25@1 50 santal %gg%a} Acutifol Co 56
10
Balsamum - Sassafras Catechu o(
00 Sinapis, ess. oz 65 Cinchona .. 5C
Terabm Canada ~ 78® & 1S_LACCIn| 200® % Cinchona Co. 6C
Tolutan' ......., 40® 45 -Nyme Columbia 5§
Thyme, op 5%1 60 Cubebae 5C
Cortex Théobromas 1! 20 Digitalis 50
Abies, Canadian 18 Tighl 90®1 00 Ergot 50
CaSS|ae ............... 20 Potassium Ferri 35
Cinchona Flava.. 18 BI-Carb —  15@ 18 Gen 50
Buonymus atro.. & Bichromate -— 13® 15 Gentlan Co.. &
Myrica Cerlfera. 20 Bromide .... ..... 25® 30 Guiaca 50
Plrjllllrllal‘ilg \étrr inl., % carb ... 2® 15 aunaca ammon 0
iy Do, oscyamus 50
Sssafras po 25‘ 2 8;‘;%13? po %%% 3‘? | %l yame® .= 76
Ulmus ..., 20 |odide ... T ... 300®3 10 Io_dme colorless o
Extractum Potassa, Bitart pr 30@ Kino . 50
Glycyrrhlza, Gla. 24® go Potass Nltras opt 7® s
Glycyrrhlza, po. 28® 30 Potass Nltras 6@ 0
Haematox ... .. 11® 12 Prussiate 23® >
Haematox, Is 13® 14 Sulphate po 15® L&
Haematox, 44s .. 14® 15 . Radix !
Haematox, 44s 16® 17 Aconitum - 20@ 2%
Ferru Althae 30® 50
Carbonate Precip. 15 QPUCQ“S;‘O 10%) 50
Citrate and Quina 2 OF Calamus 20® Sanguinaria 50
Citrate Soluble.., Bl Gantiana BoTIET D® Serpentaria 50
Ferrocyanidum S 4 Glychrrhiza pv 15 16@ Stromanium Q
Solut. Chloride It Hellebore, Alba ™ 12® Jolutan 0
Sulphate, coml . J Hydrastis. Canada @250 yalerian e
Sul hate com’l, by Veratrum Veride 50
Hydrastis. Can.po ®260 7i,4ib 60
per cwt. .. 0 \nula, po 18® - 2 ZINgiber ...
Sulphate pure 7 Ipecac o 10 Miscellaneous
pecas P Aether, Spts Nit 3f 30® 35
Flora Iris plox . 40 “Acther. Spts Nit 4130 B
Arnloa ... ... 20® 25 lalapa, pr. Alumen, grd po 7 3® 4
Anthemls ... 50® 60 Maranta, 44s g ANNAtO oo 400 50
Matricaria ... 30® H E%dophy‘llum po %g s Antimoni, po ... 4® 5
Eolia Rhel @ ﬁnﬂngm et po T 40@ 2&6
Barosma ..... e Rhe 75®1 00 Ant| ebrin ... @ Y
Cassia Acutifol, San u|nar| n Ipy';m @
Tinnevelly 15® 20 Scnae po 208 ﬁrgent Nltras 0z 1 @ 62
Cassia, Acutifdl 25® F T ja 85® Br?e”'%“f” d""b”"a 68% %
Salvia officinalis, Serpentarla 50® alm  Gilead bu
44s and 44s .. | 18% 20 X, @ Bl?muth ShI i 90®2 00
DASR R ks 8 G dher i "G 8
Gumml Spigella 1 4150 Calcium Chlor, 45 1
Acacle 2nd Pra © 2 valeriana Eng. o  cantharides Rus Y
Acacia, 3rd pkd. ® 3{2 %/ﬁ\lg{l;g?aa Ger. %2 Cagsm Fruc's po 2
Acacia, sifted sts. 45% fl}5 Zingiber J ... 5@ 8g'pn:mFeru?\lg B po @@}1255
ps) Seme Qarphyllus ........... 20® 22
25 Anisum po 20 @ 16 Cassia ructus @ 35
45 Aplum (gravels) 13® 15 Cataceum g 35
Ammoniac 60 Bird, Is 4® 6 Centraria 10
Asafoetida 9 Cannabis '$ 7® s Cera Alba . 50® 55
Benzoinum 55 Cardamon .. 70® 9D Cera Flava 40® 42
Catechu, Is .. g 13 Carui po 15 12® 16 Crocus . 45 50
Catechu, 44s _ 14 Chenopodium 25® 30 '’blorofor 34® S
Catechu, 44s % 16 Coriandrum 1z® 14 chloral Hyd 15®1 40
Camphorae ........... 60 6 Cydonium ... 75@1 00 Cliioro m Sqmbbs @ D
horbfum ® 40 Dipterix Odorate 2 50@275 hondrus 20® 25
Ga banum ... e1 00 oeniculum ... 30 Cinchonid’e G 48
Gamboge ...po..l 25®1 35 Foenugreek, po.. 7® 9 Cinchonidine p W 38® 18
Gauciacum po 35 ® 35 Lini s eg 8 COCAINE. .ocovvreerenn, 80@3 00
45¢ ® 45 .Linl, grd. bbl. 5% & s Corks list, less 75%
@ 75 Lobelia ... 75® 8 Creosotum ... 45
45 Pharlaris Cana’n 9® 10 Creta ... bbl. 75 2
10 Rapa ... 5® & Creta, prep. ... 5
45® 55 Sinapis Alba s® 10 Creta, precip. 9I® 11
Shellac ‘bleached 60® 65 Sinapis ngra 9® 10 Creta, l{)bra 8
Tragacanth ... 70@1 00 Cudbear N 24
Herba Frumentl \R/. 2 0082 50 %Up{l Sulph §® %8
Absinthium 7 00@7 60 Frumentl ... 1 25%1 50 Eﬁ])é'fmea" Nos .
Eu atorium oz pk Juniperis Co. 3 50 E Y,
elia oz pk Juniperis Co oT 1 65@2 oo EMEry, po ... 6
Majorlum .0z pk Saccharum E 19072 10 Ergota ——po 65 60® 65
Mentra Pip. oz pk Spt_Vini Galli .1 7905 8 Ether sulph ... 35® 40
Mentra Ver oz pk ini Alba ... 1 25'»? oo Ilake White 12® 15
RUE o oz pk vini Oporto 1 25@2 00 ga”abl g 30
Tanacetum V. nges Gglgtlﬁr Cooper 3@ &0
Thymus V..oz pk Extra yellow sheeps’ Gelatin Frer?ch 3BE &0
wool * carriage ®1I5 Glassware, fit boo 76%
agnesia Florida sheeps wool 0
Calcined, Pat .. 55® 3 5o Less than' box 70%
Carbonate, Pat. 18® Gr‘aasrs”gﬁee 's'""ii\'/ool 00@ Glue, brown ... 11® 13
Carbonate, K-M. 18® carriage p o1 25 CGlue, white 15@ 25
Carbonate ... 18®  pard elate Uee” Glycerina . 23® 30
Hard, slate use.. @100 &%na Paradisi @ 2%
Oleu Nassau sheeps’ wool Humulus 3B®
Absinthium ... s 50@790 Ia g ---------- 3 7 Hydrarg Ammo'l @1 15
Amygdalae Duic.  75@ 8 Velvet éxtra sheel)s Hydrarg Ch.Mt 0
Amygdalae, Ama s 0D@825 _ wool carrlag 00 pYarard cncor 8 4l
ANIST e 1902 00 Yellow Reef, for Hvdrarg Ox Ruo'm o1 oo
Auranti Cortex slate US€ ... @L 0 [Yirard Uhouem 508" &
Bergamil .. Syrups Hydrargyrunt @85
Cajiputi . Acacia ...l Ic thyo%olla Am. 90@1 00
ggragphllll - éurantll gortex INAIgo ..o 75®1 00
........ erri lod ...
o i o
Cinnamon! ei. Arom Liquor Arssi e '
Conium Mae 80® 90 Smilax Offl's ® Hydrarg lod. 26
OMraoela ... 09# T9 innee . XJq Potass Arsthit 1o »
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Lupulin e d 40 Rubia TInctorum 12® 14
Lycopodium ........ 70® 75 saccharum La's  18® 20
Macls e 65® 70 salacin ... 4 5004 75
Magnesia, Sulph.  3® & sanguis Drac’s 40® 50
Magnesia, Sulph. bbl @ 1% Sapo, G
Mannia S. F. 75® 86 Sapo, M
Menthol 315@335 Sapo, W U
Morphia, 5P&W355 3 80 seidlitz Mlxture 20
Morphia, NYQ 3 55@3 8 Sinapis
I\Mllorprl:la l\éalt 3 Sinapis, opt .
oschus Canton
Myristiea, No. 1 25® Snu Macca‘bmc.)l)‘/:‘
Nux_Vomica po 15 Snuff S’h DeVo’s
Os Sepsﬁl ----------- & Soda, Boras .... 54
Pe sbn caac H Soda. Boras, po ..6if®
@1 00 Soda et Pot's Tart 25®
i oda, Carb ... %@
-G 2 00 Soda, Bi-Carb 3®
Plcis Lig qt 1 00 Soda, ASh ... 3%
Picis Ligq pints . ® 60 Soda, Sulphas %
PH Hydrarg pog 80 Spts.” Cologne . @2 60
Piper “Alba po 35 Spts. Ether Co. 50® 55
Piper_Nigra po 22 Spts. Myrcla @2 60
Pix Burgum " ... Spts. Vini Rect bbl @
Plumb! Acet ... 12® , Spis’ vi'i Rect as b @
Pulvis Ip’cet Op|l 1 3'0@1 50 Spts Vi'l R’t 10 gl .
Pyrenthrum. bxs Spts. Vi'i R't 5 gl
D Co. doz. @ Strychnla Crys'l 1 1081 £
Pyrenthrum, pv. — 20® Sulphur Subl” ___244®
Qﬂﬂfg'aﬁ : ® _Sl_ulphurdRoll 24%% 30/8
. amarinds -
uina, S. Ger 1® Terebenth Venice 28® 20
§uma. SP&W 17® Thebrromae ... 40® a5

Vanilla ... 9 00@10 oo
Zinci Sulph 7 10
Qils

[ard, extra
Lard, No. :
Linseed, pur ®
Linseed, boiled .. 81® ss
Neat's-foot, w str 65® ru
Turpentine, bbl. 6644
Turpentlne less.... 7
Whale, winter 70® 76
Paints bbl. L.
Green, Paris ... 26
Green Pdenmsular 13® 16
Lead, red ... 8
Lead Whlte 744® g

Ochre, yei Ber 1% 2
Ochre, yel Mars 1% 2
Putty, commer’l 244 244,
Putty, strict pr 244 %%@3

@4

Red "Venetian ,.18)
Shaker Prep’d 1 25®: 3b
Vermillion, Eng. 75® 80
Vermillion Prime
American_ ... 13® 15
Whltlng Gilders* @ 95
Whit'g Paris Am’r e1: 25
Wb|tg Paris Eng.
[ 1)1 @140
Whltmg, whlte S’n @
arnishes
Extra_Tu rp ......... 1 0®:1 70

0.1 Tnrp Coach 1 10®:1 20

PLAY BALL

We Are Agents for

Base Ball Goods

Manufactured by
REACH & CO.,

Balls, Bats

A .

Philadelphia, Pa.

Fielders’ and Basemen’s Mitts
Gloves, Protectors
Catchers’ Mitts and Masks

Please send us your order early while
our stock is unbroken and complete

Hazeltine & Perkins

Drug Co.

Grand Rapids, Mich.

LaBelle Moistener

and Le

Sealer

For Sealing Letters, Affixing Stamps and General Use

lest, cleanest and most convenient device of its

on the market.
You can seal 2,000 letters an hour.

Filled with water

it will last several days and is always ready.

Price, 75c Postpaid to Your Address

TRADESMAN COMPANY

GRAND RAPIDS, MICH.
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and are intended to be correct at time of going to press.

market prices at date of purchase.

ADVANCED

Index to Market*
By Columns

Col

Ammonia
Axle Grease

Baked Beans
Bath Brick
Bluing
Brooms
Brushes .
Butter Co

e

Candies
Canned Goods
Carbon Oils
Catsup

e

Cheese
Chewing Gum

dem ke

Chicory
Chocolate .
Clothes Lines

Cocoa

Cocoanut ..
Cocoa Shelis
Coffee ...
Confectlons
Crackers
Cream Tartar ..

* k< ¥ X™(

Dried Fruits

farinaceous Goods

Fish and Oysters
Fishing Tackle
FIavormg Extracts

Flo 6

Pointed Ends

Flair
Choice
Fancy
Peabérry

Maracaibo

German, broken pk>."f
: Taplsss
Scotch Cookies 116 20> %2acks.. 6

MICHIGAN TRADESMAN Aoril 21, 50
CHEWING GUM Cocoanut Hone¥_ Cake Festino e H I
These quotations are carefully corrected weekly, within six hours of mailing, ] Cocoanut Hon. Fingers Bent's Water Crackers 1 40
American Flag Spruce 8 Cocoanut Hon Jum Ies
p h Beeman’s Pepsin 55 CREAM TARTAR
rices, however, are dams' Pepsin 5 Cocoanut Macaroons ..18 Barrels or drums . 38
liable to change at any time, and country merchants will have their orders filled at Best Pepsin 45 Gurrant Cookies Iced 11 S Cane 34
Elack i,fgl'(n 6D (X) )i*le Sugar Cookie .. 9  Fancy caddies ... s
Largest Gum Made % Family Cookie ... 9 DRIED FRUIT*
BengB Klg cake Assorted ..12 Apples
DECLINED Sen Ben Biosth perif 1(X) Fig Newtons .. .12 sundrled ...
Yueattim Florabel Cake .. ..12Vi Evaporated ... Vi
Spearmint 56 Fluted Cocoanut Bar 10 Apricots
Frosted Creams California ... 10018
Chicory Frosted Fingers .. 16 ‘
Bulk 6 Frosted Ginger Cookie "8 Corsi itron
L Frosted Honey Cake ..12 orsican........ *IS
8 FYUR Honey Cake ——14 | .4 q | Urrﬁnts
sch Y Z>FrU|t Tarts .. 12 |mported bulk 3 t*
chener s Ginger Gems .. .. 8 P Reel
CHOCOLATE Ginger Gems, lced.... 9 | o0 American
Walter Baker A Co.’s Graham Crackers - Grange  American t
gsgmaunmSWeet 2 glnger é\luts i 18 9 e t
inger Snaps Fami
Caracas . 1 Glnger Snags N. B.)E: Vi CIusteer crovimf. ------- 1«
ARCTIC AMMONIAD c I'boySterS & Walter ‘M. Lowney Co Ginger Snaps N. B. C. LOOSE‘MUSCﬁtteIS er.
os. Cove, lib. . Premium, %s .. 20  Square T g ose Muscatels | ‘er.
12 os. ovals 2 dos. box..76 Cove, 2lb. 15501 7 oon* Musoatela, 4 er. a&
Cove. Iib @1 20 Premium, 8 Hippodrome Bar ....19 M. Seeded 1fb. <% e 2
AXLE GREASE e e CIDER, SWE Horey gl?(ck ﬁakg < 11‘% carorsia Prunes
raser’s oney Cake, N.
lib. wood boxes, 4 dos. S 00 Plums ... 1 00©2 60 Regular barregl 50 gals 7 50 Hone¥ Fingers. As. Ice 12 100'%%8 %'1% BOXBS g
lib. tin boxes, 3 dos. 2 35 Trade barrel, 28 gals 4 50 Honey Jumbles. Iced 12 90- i oxas
3%]b. tin boxes, 2 dos. 426 Marrowfat 90@1 25 % Trade barrel, 14 gals 276 Honey Flake " i5vi 80- 0 26!b. borea
101b. pails, per doz...6 00 Early June ... 1 25 Boiled, per gal .. 50 Honey Lassies 70- 80 261b. boxen
161b. pails, per doz...7 20 Early June sified 1 15@1 8 Hard, per gal 2 Household Cookies ... s
251b. pails, per doz..i2 00 Peaches  Baker's COA - FogselljloLd COCOkleS ICEdlg
BAKED BEANS Pi€ oo ce ohey rumpets
lib. can, per doz... . D No. io s|ze can p|e @3 (D CIeVEI.and 4 Imperlal 9
21b. can, per dos 40 Colonial, 3% Jersey Lunch 9
31b. can. per do ~18 grated 1 8602 50 Colonlal %s B Jubilee Mlxed 10 FARINACBOUd GOODS
BATH BRICK Sliasd 0502 20 EPPS ... 42 Kream Klips % ... Beans
American . 78 >lce . Huyler s, 45 Laddie ... g Dried Lima . 5K
English 85 . Pumpkin Lowney. tys Lemon Gems .. .10 Med. Hand Pk'd. * g*
BLUING Fair 8 LoWney, V4* Lemon Biscuit Square 8 Brown Holland w2 90
Arctic | % ||:0W“9y IVla IL_emon \'/:vruflt Square . 1]?7% b b packlage* 1
owne S emon Wafer
16%2. Yound 3 qoz pox. 7 2@ van' Houten, "Vt Lemona ... o Bulk, per 168 Ib% ... 11
Raspberries an Houten, %s - Mary Ann . Hominy
Sawyer’s Pepperngﬁoss Standard p ,,,,,,,,,, Van Houten, %s .. Marghmallow Flake, 50 'b. saCk ...,1 s6
. 8 doz. wood bxs 4 00 almon Van Houten, is Molasses Cakes Pearl, 100 tb. sack .. s 48
No. 5’ 3 doz. wood bxs 7 00 Col'a River, tails 2 0002 10 Webb ... 3B Molasses Cakes. Pearl. 200 Tb. sack ....4 8
Sawyer Crystal Bag %olda Ellvelr flats l24255fa)267§ Wligur, 0"//05 333 Mcl)laases Fruit Cooklesl1 P)Aaccartqnl 1gnfjb Vbarmloslll
400 Re aska fail ilbur, %s omestic, . ben.. se
Blu BROOMS """ Pink Alaska 90©1 00 C Mottled Square .10 Imported. 25 Tb. box..I 10
No. 1 Carpet 4 sew .5 00 sardines Dunham’sVis A Vis 26V Nabob Jumbles . .14 Pearl Barley
No. 2 Carpet 4 sew .4 50 Domestic, %s ..3%© 4 Dunham’s Vis 27 Oatmeal Crackers .......8 Common .. M
No. 3 Carpet 3 sew ,4 25 Domestic, %s .. © 6 Dunham’s Vis .23 Orange Gems 9 Chester 599
No. 4 Carpet 3 sew .4 00 Domestic, % Mus. 6%@ 9 Bulk Penny Assorted -9 Empire 99
Parlor Gem .6 00 California, %s .11 Peanut Gems .9 Peas
Common Whisk 140 California, %s .-17 24 Pretzels, Hand v 9 Green, Wim h Ex N 1
Fancy Whisk . 150 French, %s .....7 ©14 gommon Pretzelettes, Hand Md. 9 e ,
Waréhouse 5 25 French, % s @23 Fair .. Pretzelettes, Mac. Md. 8 bHRTN fpy.Cotch” bu.... 2 5y
BRUSH Choice Raisin Cookies 10
Scrub Standard ,,,,,,,,,,,,,,,, 1 40 Fancy Sanies Revere, Assorte 14 East India
Solid Back, 8 in... 76 . Succotash c 9  German, sacks
Solid Back, 11 in. % Fair ommon 18
.10
.16
10
12
16

Grain Ba
Grains

Jelly
Licorice ... *

Matches ...
Meat Extracts
MInoe Meat

Molasses
Mustard

Shoe Blacklng
Snuff ..

Soap
Soda
Soups
Spices ..
Starch .
Syrups

Tea
Tobacco
Twine

Vinegar

Wicking ...

Woodenware ...

Wrapping Papor
Y

! east Oaks.........

10

10

N Stove
o. St
No. Standard
No Fancy .
Shoe
No. Good
No. Fair
No. Fancy
No. BUTTER COLOR .1 00 Gallons 2 50
R. & Co.’s 25c size 2 00 CARBSJP‘Q@ILS
R. & Co.'s 50c size 4 00 pgrfection ov
. CANDLES Water White . 10
Faraffine, 6s 8 D. s. Gasoline .. 13%
Wir&fifhngev Gas Machine ;4
CANNED 88555 ohngey Nap'a %232‘/
2 Standards ® EIERS wii 80610
Gallon ... 5®3 00 !
Biackberries CEREALS
2D al B Bordeglgegglggg '::agol?ls) 250
Standards ggélﬁsns @4 50 Cream of Wheat, 36 2ib 4 50
Egg-O-See, 36 plégs. .2 8
Excello Flakes, Ib. 450
cello, laige pkgs. 4‘1‘56u
orce, .
rape Nuts, 2 2 70
StandardBlaaberrles 135 Malrtja Ceres, 24 lib 2 40
Gallon 6 25 Malta Vita, '36 lib... 28
Broo rout Mapl- Flake 24 Itb. 2 70
21b. cans, spl)lced ........... 190 Sgllsstjounryl-sle\éll%ﬁs Fgogiz 45
36 2Ib.is 4 50
Hite ’?‘u%cc'f( Iib, 10081 B sunlight Fiakes. %iib 2 &
Clam Bouillon Sunlight Flakes. 20 Itb 4 Of
Burnham’s % pt. 22Kellogg’s Toasted Com
Burnham's pts 7:55% Flakes 36 pkgs In cs. % %0
igor, 36 PKOS...cmnn
Burnhams qt 40Zogl t Cream Flakes 24%
Red St d d ®140£eSt, 20 2D
eh anars ..... @1 40 Zest, %Rgmeajllogtlégs 27
Fair SRO"?dCAVEE&) Tl%blsk ..520705
Good teel Cut, . sks.
Fgﬁcy . 45 Monarch, bbl......... 4 70
French Peas Monarch, 90 Tb. sacks 2 25
Sur Extra Fine 2 Quaker, 18 Regular ..1 45
Extra Fine 1 uaker, 20 Family 4 00
Fine . 5 Cracked Wheat
Moyen Gooseberries 1 Bulk 3.
Standard ... S 17 24 21b. pe(\:cA(_?_ eUs ©
ominy Columbia, 25 pts. 15
Standard ... & Sniders pints .. 5
Snider’s E% pmts .
‘z‘g Acme ESE
..... 9
Plcmc Tails . 27 Gem @15%
Mustard, "Ekere gersey
ustard. ..
Mustard, 2Tb. 2&)35¥?£3:§jaﬁe @8
Soused. 1%Ib. . arner's 16
Soused. 2tb.. . rick 16
Tomato, Itb -A30T-eiden ®15
Tomato 28 Iﬁlmbur er 18
inea
Hotels o M Sap a . @20
Buttons # *6 Swiss, omestlc @13

D Choice

Fair
Choice

“"Mexican

Flake,
Snow Creams
Spiced Currant ngrll 123“10|gb. Sﬁgjlés .. 454
Sugar Fingers . PKgS.
Sultana Fruit Bi FLAVORING EXTRACTS

Spiced Ginger Cake ..
Spiced Ginger Cake led 10
Sugar Cakes 9

Foots A Jenka
Coleman Brand
Lemon

Fanc v 19 SU8ar Sauares.  larae No.
Croten UREA 0 S Sres oree o NG yernenstn: o
OICE s SunnySIde Jumbles ... 10 No. Terpeneless o
African ava gupe L i 22 No bi Xancillla
ponge Lady |ngers . ig ass 120
Fancy African Sugar Crim No.  High Class ..I es
P G Vanilla Wafers 17 No.  High Clas 4 66
Victors ... 12 Jaxon Broad
Arabian e 2z Waverly 10 os Pullvlellr(]agls%re t 14
ackage -
New Yorkg Basis In-er Seal Go%cé$ doa oz. Full Measure ....4 ss
Arbuckle Albert Biscuit 1030 os. Full Measure....s 66
Dilworth Animals o 100 Lemon
Jersey Arrowroot Biscuit ...100 ©0S Full Measure ... 21
Lion ". Baronet Biscuit 10 0z Full Measure ...1 40
Mc X Bremner's Butter oz. Full Measure...4 8
McLaughIlns XXXX_ sold ~\yafers 0 Jennings D. C. Brand
to retailers only. ~Mail aII Cameo Biscuit 60 Terpeneless Ext. Lemon
orders direct to W. Cheese Sandwich 00 Dos.
McLaughlin A Co., Chlca— Chocolate Wafers 1 60 No. 2 Ppanel 78
go. Extract Cocoanut Dainties 1 00 No. 4 Panel 1if
Holland, Vi gro boxes | % E'\elSR’ = h ) Taper panel 17
Felix. Vi Qross ........ 15 Five O'clock Tea &0 oz Full M 1
Hummers f0|l Vi gro. & Lo 100 ©Lfu easure ...2 ss
Hummel’'s tin. Vi gro. 143 Gro anaS ............ Gsee T8 4 oz. Full Measure ....2
CRACKERS G'”%‘" f&apsk Red Jennings D. C. Brand
National Béscmdt Company Gf2Ral Lrackers, Reg . Extract Vanilla
ran
Lemon Snaps.. . 0
Butter Marshmallow Dainties 1 oo NO. 2 Panel
N. B. C. Square ... 7 Qatmeal Crackers 1 0o NO. 4 Panel 88
Seymour, Round -7 0ld Time Sugar CodK.1 00 No. & Panel . SO
Soda 7 Qval Salt Biscuit .1 g TaPer Pﬁnel -8 00
Oysterettes "7 50 . 0z Full Measure..... 80
- 9 pletzelettes. HAd. M 0 2 oz. Full Measure 18
Saratoga Flakes 1S Roval Toast .. "1 00 40z _Full Measure ....s 50
Zephyrette ... .18 Saltine Biscuit No. 2 Assorted Flavors 1 00
Oyster Saratoga Flakes 50 GRAIN BAGS
N. B. C. Round Social Tea Biscuit =~ 00 Amoskeag, 100 In bale 18
Gem .. 7  Soda Craks. N. B. C. 100 Amoskeag, less than bl 18%
Eaust e 8  Soda Cracks, Select 1 00 GRAIN AND FLOUR
aisin Svsg:i Goode. 'S s Butter Crackers 160 Wheat .
Animals 10 Sultana Fruit Biscuit 1 50 %1]1
Atlantics ... 1 Uneedd POt sory B Winter Wheat Fieur
Atlantic. Assorted 12 Uneeda Lunch Biscuit — 16 Local Brands
Arrowroot Biscuit .1 {Hoe08 SuOCh 108 Patents ... .
Avena Fruit Cake Water Thin Biscuit 1 00 gecon%s Patents 6 ??
................. tral 8
gg(rj'rékilse Bee 0 %uwmzbuacl%mger Snaps 165? (S:(Iecor%]d Straight x g2
. &
Cartwheels Assorted 10 In Special Tin Packages. “Flour in  barreis, 28s psr
Chocolate Drops ... 16 ) Per dOZ barrel additional.
Circle Honev Cookies 12  Festino Lemon & Wheeler Co.
Currant Fruit BISCUItS 12 Nabisco. 25¢c . 2 % Big Wonder %s cloth 5 so
Cracknels Nabisco. 10c ...

Coffee Cake
Coffee Cake,
Cocoanut Taffy Bar
Cocoanut Bar

Cocoanut Drops

Big Wonder %s cloth 5 so

Champagne Wafer .. 2 60 Worden Grocer Co.’s Brand

Chocolate Tokens....2 50

Per tin in bulk, ﬂaﬁg'} %"i‘g&r """""""" %
Sorbetto ... 106 Wykes A Co.
N&bijQo N Eclipse . ooy V4
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Kansas Hard Wheat Fleur Short Cut Clear
Judson Grocer u>.

%
Fanchon, %s cloth ....6 20 Brlsket Clear 25 00
Demon & Wheeler Co. Pig i 25 0
White Star, %s cloth 5 % Clear Famlly 00
White Star, %s cloth 585 y
White Star, %s cloth 575 S P Bell |es
Grand Rtpids _Grain Lard

Milling- Co. Brands.
Purity, Patent
Wizard, Flour
Wizard, Graham
Wizard, Com Mea
leard Buckwheat
ye ...................................

erg Wheat Flour

oy Baker’s Brand

Pure in tierces ..
Compound Lard ..
Ib. tubs ...advance %

3

Ib. palls——advance 1

20

10 Ib. pails... .advance %
6

1 Ib. pa|ls————advance 1

Golden™ Horn, family. .5 Smoked Meat:

Golden Horn, bakefs..58 Hams, 12 Ib. average 18%
Duluth Imperial -6 Hams, 14 Ib. average..18%
Wisconsin Rye 4 Hams, 16 Ib. average. .18%

=

Judson Grocer Co a
Ceresota, %s .
Ceresota, %s .

”eresota, %s .

3

Hams, 18 Ib. average..18%
Skinned Ham's 20
Ham, dried beef sets . 6%
California_ Hams
Picnic BoiledHams

oOg oyt

Damon ft Wheeler’s B
Wingold, %s .. .
Wingold, 1ss
Wingold, %s
Worden Grocer Co.'s B
Laurel, %s cloth .
Laurel, %s cloth ...
Laurel, %s&%s, cloth
Laurel, %s cloth
V0|gt Milling Co.'s B
Voigt's Crescent ...
Voigt’s Flouroigt

(whole wheat fIOur) 6
V0|gts Hyg|

o

3 onmog o
888588 &85 8 eéaaaaaaﬁmaeéeaeeee
H el r

(o]

5
V0|gts Royal . 6
Wykes * Co.
Sleepy Eye. %s cloth..6
Slepy E|:y %s cloth..6
ye, .6

.6
.6

Sleepy %s cloth.

Sleepy Eye, %s paper.

Sleepy Eye, N‘I’/os paper.
a

e
[210] 1 (=To N 3 90
Golden Granulated ....4 oo
St Car Pead screencd 28 8 % bbis, Casings
No. 1 Com and Oats 28 50 Hogs, per ib

Corn, cracked ... 28
Corn’ Meal, coarse ..28 50 Ee% roudnélls SEtt' """"" %
W'é‘éfr Wheat Bran %‘61 % Sﬁgep mper Bundie 1 9
iddlings oo '
Buffalo Gluten Feed 20 M solid "Sagred Butigring,
Dairy Feeds  Country Rolls . . o o
Wykgs Ca Country Rolls .10%@16%

anned Meats
O P Linseed Meal .40 00 Corned beef |

0 P Laxo-Cake-Meal 37 00 Corned beef

Cottonseed Meal Roast beef.2 Ib..
Gluten Feed ... 50 Roast beef, 1 Ib
Brewers’ Grains . 28 00 Potted ham, %s
Hammond Dalry Feed 25 00 potted ham. %s .
Alfalfa Meal 25 0 peviled Ham, %s

- Oat Deviled ham, %s ....
Michigan carlots ......... 49 Potted tongue %s .... 60
Less than é:arlots __ 52 potted ton%le %s .... DO

orn
Carlots .. 62 Fancy ..
Less than __ 65 japan ..

Hay Broken
Carlots 17 SALAD DRESSING
Less than 18 Columbia, % pint

Columbia, 1 pint .00 4 00

SHage ----- 15 Durkee’s, large, 1 doz. 4 50
ops ... 15 Durkee’s, small, 2 doz. 5 25

Laurel Leaves
Senna Leaves

-« 16 Snider’s, large, 1 doz. 235
HORSE RADISH

25 Snider’s, small, 2 doz. 1 35

Per doz......innicnernnns 0 Packed 60 Ibs. in box.
JELLY Arm and Hammer 3 00
tn' pails, per doz...... 225 Dpeland’s ... 3 00
ISIb. "pails, per pail .. 50 Dwight's Cow . .3 00
301b. pails, per pail .... 0 gy p. - 00

P. .
1 os bo’\tltleELple'rlEdoz Standgrd Y R
. 3 00 Wyandotte, 100 %S ..3 oo
MATCHES Y SAL SODA

. D. Crittenden_Co. Granulated, bbls......... 80
Noiseless TIP .4 50@4 75 Granulated 100 Ibs. cs. 90
MOLASSES Lump, bbls.......ccocneen. go
New Orleans Lymp, 145 Ib kegs RS
Fancy Open Kettle .... 40 SAL
Choice .. . 35 mmon Grades
Good 2100 3 Ib SACKS ovvvvreenenns
Fall[la'i'f' arrels 2¢ extra 2 88 6olob f/ECKS Kk 2 »o
10% bl
MINCE MEAT 56 [D. SACKS  rm 32
Per case ... 290 28 Ib. sacks 17
MUSTARD arsaw.

1856 1b. dalry in drill bags 40

OLIVES 28 Ib. dairy in drill bags 20
Bulk, 1 gal. kegs 1 10@1 20 Solar Rock g
Bulk, 2 gal. kegs 95@105 56 1b. SACKS ....cocrvrrreinns 24
Bulk! 5 gal. kegs 90@1 Common
Manznllla, 3 oz 7SGranulated, fine D0
ueen, pints 50 Medium, 85
450
700 C
POLarge whole
.1 45 small whole 8
Strips or br 7% 10%

day, No. 216 per box 1 75 Pollock ...
Claby, T. D, full count 60

Holland  Herring
Barrels 1,200 count ..6 25

bbls., 600 count 3 6 Wmte HB bls 10 50@11 00
s mall bbIS.....coor 5 75
1,200 count 4 50 white Hoep mchs. 68 80

Halfp?_t,&ls\?’me CARDS

. Norweglan ...........
No. 90 Steamboat .... 8 Round, 100 Ibs............... 3 75
No. 15, Rival, assorted 1 75 b
No. 20, Rover, enam’'d 2 00
No. 572, Special ... 17
No. 98 Golf, sat'n fin. 2 oo
No. 80S Blcycle ..... 20 N
No. 632 Toum’t whist 2 25

. POT

Babbitt’'s ... 4 00

Barreled Bork :

arrele or Mese, 40 Ibs
Clear Back " 28 25 Mess, 10 Ibs.
short Cut 27 @0 Hess, » Ms.

SH6E BLACKIN

Handy Box, small
Bixby’s Royal
Miller’s Crown

SNUF
in bladders

J. S. Kirk & Co.
American Family
Dusky Dlamond 50 soz

ose, 50 bars

White Russian .
Dome, oval bars

Le Proctor & Gamble C

Lautz Bros. & Co.
30 bars, 75 Ibs.
25 bars, 75 lbs.
25 bars, 70 Ibs.
Acme 100 cakes

Gercnan Mottled ...
German Mottled, 5 bxs
German Mottled,
German Mottled 25bxs

IO|) ekes 5e
100 ck toil
%bx _toilet

Soap Powders -
Snow Boy, 24 4lbs. ...
Snow Boy, 60 5c

Gold Dust 24
100-5¢
Kirkoline, 24 4lb.

pi
Babbitt's 1776

Compounds
Johnson s X X X

Enoch Morgans sons.
ross lots ....9

singlé boxes. 2

Scourlne Manufacturin
50 cakes ....
100 cakes
SODA

SPICE
Whole Spices
Allspice, Jamaica ...
large Garden 11
Cloves, Zanzibar 16
Cassia, Canton

G|nger Cochin
Mace, Penang .

Mixed. 5c pkgs doz" 45
0 ... 25

Pepper, White
Pepper, Cayenne
ungarian_ ..
Pure’ Ground In Buik
Allspice,_Jamaica .... 12
Cloves, Zanzibar
Cassia, Canton

Pepper, Black ..
7 Pepper, W hite..

Paprlka Huanana'n' .38

20 lib. pkgs
Muzzy 40 IG|lIJ pkgs. .. 5

Klngsford

Silver Gloss, 12 slbs. 8% No.

16 51b. packages .

. 9
in cs. 165 Splint, small .
|n cs. 1 & Willow, Clothes, large s 25 Calfskin, green, No.

cs 70 Willow, Clothe«, me'm 7 26 Calfskin, cured. No.
& 1761W|Ilow aotfcss. small » g6 Calfskin, oured. No.

201b. cans % dz.
101b. cans, % dz.
51b. cans, 2 dz.
8%lIb. cans, s dz.

MICHIGAN TRADESMAN
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Purs Cane

TEA 1 1b., 250 in crate..

Corn Cake, Iib. 7.2 Butcher's Manila..

Plow Boy, 1% oz 39

Flax, medium “N

Wool, 1 Ib. balls Boiled Lobster

............. A VINEGAR
8taktle geal oo 1'212
akland applecider e
Morgan’s B?dProcess 14 rph
Barrels re Smoked," White ’
libs. 7s |CKING Chinook Salmon
16 31bs. 6% No. 0 per gross... Mackerel ...
per gross .40 Finnan Haddie
No. 2 per gross .. .50 Roe Shad ...
.5 No. 3 per gross .. .76 Shad Roe, each
WOODENWARE Speckled Bass

Baskets
Bushels ... | 10 Hides
Bushels, wide band .1 25 Green No. 1.
Market 40 Green No. 2 .
27 Splint, large .3 50 Cured No. 1

Splint, medium

Fair Wire End or Ovals.
Good % Ib., 250 in crate...
Choice’ % Ib., 250 in crate

, green. No.

Butter Plates

5 BBRES8

m. Japa 2 Ib., 250 in crate .
D sundried, medlum 24@26 31b., 20 in crate..
Sundried, choice .30@ 33 . 250 |n crate
00 sundried, fancy 40
92 48 Regular, medium 26 Barrel, gal each .3
G Regular, choice ... 33 Barrel, 10 gal., each.256
large 3 dz 2 50 Regular, fancy ...... 36 Clothes Pins
1 25 Basket-fired, ‘'medium ..30 Round Head.
Polish 8 Basket-fired, choice ssesr 4 inch, 5 gross .. .
Polls 23} Bagket -fired, fancy ,so0e@as 4% inch, 5 gross .
Cartons 20 2% doz. bxs..60
g7 Siftings .......... f8§778 Egg Crates and Fillers
in jars .. 335 Fannings ... 14@15 Humftgf n?pl tgty. 12 dz. 28
appie injars .4 Gunpowder
e ! Moyune, medium . No. 2 complete . 2
Moyune, choice 2> Case No.2 fillersiSsets 1 36

Cass, mediums. 12 sets 1 It

.......... 4 00 Moyune, fancy .
2 8 Pingsuey, medium .25028 Faucets
00 s oz 3 8 Pingsuey, choice ... 3o Cork, lineu. s |n. 74
3 e Pingsuey, fancy __ 40@45 Cork lined, 30
3 M ~ Young Hyson Cork lined. 10 |n oft
% % 'C:h0|ce .................... ; 40059Q Trolan sprpnsnc'(s
................ 90
270 2Oy Oolong lI\ElC ipse patent spring s&ft
4 0 o. COMMON oo,
o. K%’&osanef[iaﬂ%/ 45@60 No. 2 palL j»rush holder 8 S
3 50 Amoy, choice Y 1ztb|c,\ottor% mop heads 1 ??t
'_'."'_?%% B{ ail Engllsh Breakfast |I """""""""
3 60 Cr?o:ce **??8 2-hoop Standard 2 1ft
Fanc _1'40&45 2-hoop Standard 2 25
400 y i 2-wiré. Cable . 2 26
100 Levl hoieg'd 30@35 2-Wire, Cable . 2 46
38 Fg¥1gn choice 46C0@60 Cedar, all red, brass .1 25
y Paper Eureka .. 225
v .3 60 TOBACCO Fibre 270
70 bars . 28 i Fins Cut
.3 35 Cadillac Toothp|cka
3 30 Sweet Loma Hardwood 260
I0bxs 3 25 H|awatha 51b. pails .56  Softwood 275
320 Tele% > Banquet 1 fto
00 cakes ..6 00 Pay Car Ideal . 1 80 ¢
4 00 Prairie Ro .49 Traps
4 00 Protection .49 Mouse, wood, holes.. 2
2 10 Sweet Burle Mouse, wood.4 holes.. 46
ersley 4 Tiger .. . Mouse, wood,s boles.. 70
- 3 28 Plug I\R/Iotusew tldn ft holes %
Red CroSS ..o 30 Rgt’ spor?n 2
400 Kylo. . 3? Tubs
T 2348 Battle ax 20-in. Standard, No. 1 s 7t
1 c ... ‘2‘ American Eagle ... 33 18-in. Sa4,Jidard, No. 2 7 76
arge . 4 30 standard Navy ... 37 16-in. Standard No. 2 6 75
.. 400 Spear Head, 7 oz a7 20-in. 1. » 3t
- 80 Spear Head 14% ©oz. 44  18-in. .2 ..8 25
375 Nobby st . 16-in. 2 2t
4 10 Jolly No. 2
355 old Honesty 43 No. 2 25
30 No. 2 Fibre %
. 38OJp e Washboards
Blp Ja Bronze Globe .. fto
5,, Boot N DEWEY .eoovorrrs 7t
2 2% Honey DIP Twist ___*3  poyble Acme s
3 5 Black Standard < 40 Single Acme .. .3 15
38 Eg? Iel a4 Ja Double Peerless .3 75
N|c|gel .:I:\lNISt _ Single Peerless 32
Ml TWIsE . 62 Nortbhlern Queen 325
i s  Sread e .
25 sweet Core moking Universal .. 3 00
__________________ 2% ) .~ Window Cleaners
Flat Car.. ot
g Co warpath oft
3 gg Bamboo. ; 5
: >)(( LL' 6|1% P Wood Bowls
5% Honey' Dew 13 in. Butter .1 50
L 4% Ift in. Butter 2 2t
Egdmgrl]ow 17 in. Butter .. 4 00
'g 19 in. Butter 5 »0
RAIDS sy Assorted, 131517 .. 3 0
Duke’s  Mixt Assorted, 15-17-19 4 25
Duke's Cameo WRAPPING PAPER
_______ N Myrtle Navy Common straw ... 2
Yam Yum. 1% Fibre Manijla, white . 3
Y Yum. lib Fibre Manila, colored ..4
cPe’Qr‘n um, {ib. p 3 No. 1 Manila .4
Corn Cake. 2% os. % Cream Manila 8

Wax Butter* short c'nt 13
Wax Butter, full count 20

o\

HIDES AND PELTS

11

) Pelta
Did Wool 0
Lambs ..

No. Tallow .,
No. 9

Woo
Unwashed, med o
Unwashed, fine 0
Standard

Jumbo, 82 Ib............. iu
Extra H H

Boston Cream ..

Big stick, 30 Ib. out -

a™ »™22. Q" dy
Uompetition .. *'x*%x* J=
Conserve 71777 1"** fj.
Ribbon
Broken .
Uut Loaf u
Leader . J=
K|nde|r]garten kkdkkok kokok |s
Trench™ Cream el H
Wand Made ~;cqc¢n .
tremio Cream mixed 14

Paris Cream Bon Eons 10

F —in Pall#

Gypsy ipe rts ...

Loco  Bon Bona ... * 14
Fudge Square« ..... 19
Peanut Square« 4
Sugared_ Peanuts 7***'is
aalted Peanuts *x'jz
Starlight Kisses 7 7 !IIf
?»» Bias Goodies .. is
Lozenges, plain ....111«

Lozenges §r|nted

Shamplon, Btigceists 1t

Eureka Chocolates ,7 !If
gumtette Chocolates I*
hampion Gum Drops 7
Moss " Drops
Lemon Sours
Imaerials ... .
Cream Opera ..*..13

on Bona
Golden Waftj? e

Red Rose Gum Drops 10
Auto Bubbles

ofd” FARiond o XS
es . Jesse. 191b. bx 1 s#
Orange Jellles llllll «9

IS eeeece

Did Fashloned Hore-

hound drops ... 99
Peppermint Drops . ft#
Champion Choc. Drag ss
H> M. Choc. Drops 1 19
H. M. Choc. LL and

Dark No .

Bitter Sweets, as
Brilliant. Gums, Crys. o9
A. A. Licorice Drop«..ss

Lozenges, printed ...«ft
Lozenges, plain 94
Imperials ... .. ea
Mottoes ... il

Cream Bar . ’

G. M. Peanut Bar ..
Hand Made Grms 89096
Cream Wafer
String Rock
Wintergreen Berries 49
Olu Time Assorted s

Buster Brown Good s ft#
Up-to-date Asstm’t s 71
Ten Strike No. 1 ..8 88
Ten Strike No. 8 .. ® 99
Ten Strike, Summer as-

sortment ... 8 71
Scientific Ass’'L ....18 a9
N Pop Corn
Cracker Jack 88

Plow Boy, 3% 0s 39 Giggles, fto pkg.
Peerless, 5% oz. . 35 \Wax BUIter, r%"ASKE > Boly Corn Balls 2005 136
K?ﬁrnlaef;kel% 0z. .. 3» 1 It éﬁullklt OOSOs B
Cant Hook . . ge c1 09 My 1
'(:Iountr xc)&b Baee 116 py tnamC Mgzyr11tl1|30rloS 1 00
orex 3
Good  Indian : ({easg Igream 10?; ddos 1 00 Smith Bros. ... N
Self Binder, 160s. tos. 20-22 'e€as EREOH "R e NUTS—Whole
%22 %Uv\é%rt ,\h)gﬂ‘e w24 Per Ib. Almonds, Tarragona 10
‘1 Roval Smoke " Whitefish, Jumbo 16 Almonds, Drake .. Ift
"5 y Whitefish, No. 1 12 AImonds California aft.
C 35 Trout lift _ shell .
Tioe SOttON, 3" ply Halibut 100 Brazils
18 Cotton, 4 p Iy 2 Herrin 7  Filberts
"9 Jute, 2 ply 14 Bluefish . 14% Cal. No. 1
Hemp, s Iy 54 Live Lobster .. 20« Walnuts, soft shell 164

Walnuts, Marbot
Table nuts, fancy 12(
Pecans, Med.
Pecans, ex. large’
Pecans, Jumbos .
H|ckory Nuts per bu.
Ohio, new .........
COCOANULS  ootoioirier s
Chestnuts, New York
State, per bu. ...

i Shelled
Spanish Peanuts
ecan Halves ....
Walnut Halves
Filbert Meats
Alicante Almonds
Jordan Almonds

Peanuts
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AXLE OREASE

Mica, tin boxes .76 9 Q0
Paragon ... 5 6CP
BAKING POWDER

Royal
10c size D0
%!b. cans1 25
*0s. cans 1 90
%]Ib. cans 2 60
%n>. cans 2 76
lib. eans 4 SO
Sib. eans 12 00
5lb> cans 21 50
BLUING

C. P. Bluing

Small size, 1 doz box. .4(
Large size. 1 doz. box..7

CIGARS
Johnson Cigar Co.’s Brand

S. C. W, 1000 lots...... 21

EU Portana ... .22
Evening Press .22
Exemplar”® .22
Worden Grocer Co. brand
Ben Hur
Perfection ... 21
Perfection Extras 26
Londres ... .25
Londres Grand .25
Standard 6
Puritanos 26
Panatellas, 25
Panatellas, Bock . .25
Jookey Club .. 36
COCOANUT
Baker’'s Brasil Shredded

70 5c pkgs, per case ..2 €0

26 10c pkgs, per case ..2 60

16 10c and 28 6¢c pkgB,
per 0ase ... 2 60

FRESH MEATS
Beef

Carcass ....
Hindquarters
Loins
Rounds
Chucks
Platts

16
li
15
Shoulders ... 12*6
Leaf Lard .. 13
Pork Trimmings @11
Mutton
Carcass ...

MICHIGAN TRADESMAN

Special Price Current

Veal
Carcass ... 5
CLOTHES LINES
Sisal

60ft. 3 thread, extra..l
72ft. 3 thread, extra..l
90ft. 3 thread. extra..l
60ft. 6 thread, extra..l

6 thread. extra..

Jute

Cotton Victor

\,
=]
ErF
[

Cotton WIndeor

3

=y
NI
53RE  RWF

Cotton Braided

o)
o

=+

i

Galvanized Wire
No. 20, each 100ft. long
No. 19. each 100ft. long

COFFEE
Roasted

Dwinell-Wright Co.'s B’ds.

B8 &he

NP

White House, lib.
White House, 2ilb.
Excelsior, M & J,
Excelsior, M & J.
Tip Tos), M & J,
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. st Co.,
Saginaw; Brown, Davis 4

Warner, Jackson; Gods-
mark, Durand 4c Co., Bat-
tle Creek; Flelbach Co.,
Toledo.

7
L
11
15
20
No. 1, 10 feet .. 6
No. 2, 15 feet ..... 7
No. 3, 9
No. 4. 10
No. 5, 11
No. 6, 12
No. 7, 16
No. 8 15 feet 18
No. 9, 15 feet ... 20

Poles
Bamboo, 14 ft., per doz.
Bamboo, 16 fL, per doz.
Bamboo, 18 ft., per doz.
GELATINE
Cox’s, 1 dos. Large ..1
Cox’s, 1 doz. Small .1
Knox's Sparkling, doz. 1
Knox’s Sparkling, gr. 14
Nelson’s
Knox’s Addu’d. dos. ..1
Oxford .
Plymouth Bock

8AFES8

Full line of fire and burg-
lar proof safes kept in
stock’ by the Tradesman
Company. Thirty-live sizes
and styles on hand at all
times—twice as many safes
as are carried by any other
house in the State. If you
are unable to visit Grand

Rapids and Inspect the
line personally, write for
quotations.

SOAP

Beaver Soap Co.'s Brand.

100 cakes, -arge size..
50 cakes. large size.
104 cakes, small size..
50 cakes, small size..

RPNWwoy
BRRE

Tradesman’s Co.'s Brand

Black Hawk, ono box 2 60
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 26
TABLE SAUCES
Halford, large
Halford, small

Tradesman

Coupon

Books

Made by

Tradesman Company
Grand Rapids, Mich.

What

Lowest

“the
lowest market”

Our catalogue is
world’s
because we are the
largest buyers of general
merchandise in America.

And because our com-
paratively inexpensive
method of selling,
through a catalogue, re-

duces costs.

We sell
only.

to merchants

Ask for current cata-
logue.

Butler Brothers

New York
Chicago  St. Louis

Minneapolis

Of good printing?

April 27, 1910

G. J. Johnson Cigar Co.

S. C. W. El Portana
Evening Press Exemplar

These Be Our Leaders

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter Color,
and oné that complies with the pure
food laws of every State and
of the United States.

Manufactured %W_ells & Richardson Co.
urlington, Vt.

HIGHEST IN HONORS

Baker's Cocoa
&HINAFE

«5 2

HIGHEST
AWARDS
IN
EUROPE
AND
AMERICA

A perfect food, preserves
health, prolongs life

Walter Baker & Co. Ltd.

Established 1780  DORHEBIHER M

Is 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

Grand Rapids
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Advertisements

subsequent continuous insertion.

1 USINSSS CHANCES.

For Sale—$7,000 shoe stock and fixtures.
8000 population. Strictly cash business.
Well established, college” town. Wish to
retire. Address 582 care Tradesman.

Drug and small book stock for sale,
with Store furniture; 1-3_ invoice—invoice
about $2500. Good opening here for old

Bhysician', none in town. Will Curlett,
exter, Mich. 581
For Sale—(Wheaton—Beautiful college y

temperance suburb, trains stop here
daily. Lot 80x200; new; east front, house
20x38; oak floors and trim; I|V|ng—room
13x24, fireplace, bay window, bath, fur-
nace, gas, electric, “fine lawn, large gar-
den. rice $4,650. Tomlinson & Sons,
Wheaton, Il 579
For Sale—In live city in Southern_ Col-
orado, grocerg and queensware business,
annual sales $125000. Average profit 25%
Best location in city. Fine climate. Wish

to retire. Have made enough. Will sell
at invoice price. Address Box 37, Pagg%sa
Springs, Colo.

For Sale—Al horseshoeing and black-
smith business in good country town.

Business enough for two good men. Ad-
dress Lock BoOx 74, Alto, Mich. 578
For Sale—Good blacksmith shop  and

woodworkers’ room, with good machiner

and tools, also gasoline engine. Clyde W.

Britten, Box 183 Maple Rapids, Mich.
577

. For Sale—Good clean stock of hardware
in one of the best villages in the State
and doing a ﬁood business. H. M. Weed,
Bellevue, "Mich. 576
Will trade 400 acres of good unimproved
land for stock of hardware or dry goods.
Best terms, lowest prices on farm lands.
Write for circular. Address Wm. H.
Caple, Clare, Mich. 583

For Sale—Ilo.OOO No.

2 cedar railr04ad

ties. R. W. Hyde, Posen, Mich. 57:
A Successful Special Sale
Will quickly convert your surplui
merchandisé and slow selling good;
into cash. My sales are eonductec
along profit “producing lines anc
leave no bad aftereffect. You place
, the sale prices on your goods anc
my plans will draw the crowds anc

A _make daily sales climb to high fig
tires. Write for particulars, %lv_mg size_ ol
stock. .. H. Comstock, 907 Ohio "Building
Toledo, Ohio.)

For Sale—$13000 stock generat mer-
chandise in prosperous _ North Dakota
town. Can reduce to suit buyer.
Britten, Box 1115 Minot, N. D.

For Sale—Going West. Chance for

capital to pay

¥oung man with™ small
or my drug business in one year, doin
$6,000 “annually. rent $12.50.
No opposition. Town 500." Good farm-
ing section. | can refer you to any
wholesale firm. Reason, poor health. Ad-
dress P. M., care Tradesman. 573
For Sale—First-class and up-to-date
restaurant in city of 10000. Al location.
moneymaker.” Best of reasons for
wanting to sell. No trades. No triflers.
Strictly” cash, $600 takes it. If you mean
business write No. 567, care Trades%negn.

Brick store,

For Sale—$2000 grocery stock and fix-
tures in college town about 4,000. Dog&g
strictly cash™ business. Sales $20,
mearl . Good reason for_selling. Address

0. 566, care Michigan Tradesman. 566

For Trade—Suburban lots in Oklahoma
town of 3500 for automobile of 1909 or
1910 model; standard _make. Address
Middleton Bros., Collinsville, Okla. 564

For Sale—Good grocery and meat busi-
ness combined, on one of best streets
in Kalamazoo. Invoics about $2500. with
fixtures. Doing good business. Address
563, care Tradesman. 563

Bakery. For Sale—Well-established bak-
ery business. 1060 Fifth St., San Bernar-
dino, Cali. 562

For Sale—A clean stock of groceries
and hardware; will consider a “dwelling
or small place near town. J. N. DougGIgs,
Belvidere,

For Sale—Best hotel in town; $2 a day;
best business; reason for selling, lost my
wife; 30 rooms, lot 60x132; rooms all fur-

nished; best rooms in town. W. S.
Young, Winterset. lowa. 558
For Sale—$4,500 stock general mer-

chandise worth 100c on the dollar. Good

trade, country town 400, Central Michi-
gan. High school, good market. Chea
rent. On account poor health, will sell
for 85c on the dollar.

Bargain, care Tradesman.

Address Rare,
572 1

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

a word the first insertion and one cent a word for each

inserted under this head for two cents

No charge less

For Sale—Saw mill and coal business.
I will _take the output of mill and fur-
nish 200000 feet of logs at mill ready
to saw. A snap for the right party. Must
sell, as other business takes my time.
E. E. Hooker, Beliefontaine, Ohio. 554

Good _oplportunity for party with medi-
um capital to become president and gen-
eral manager of established manufactur-
ing and foundry business, or entire busi-
ness can be had at two-thirds its value.
Park & Bonsted, Atornevs, Syracuse N.
. 553

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.

. Wanted—A position in a general store
in a country town, by a single man of

good habits. Can come at once. Four
){_ears‘ experience. Address No. 557, care
radesman. 557

For Sale—Good grocery business with
soda fountain in ~connéction, in good
town in one of the finest farming sec-
tions in Central Michigan. Must sell
on account of sickness. Splendid oppor-
tunity. Stock and fixtures about $2,000.
Liberal discount if sold at once. Address
H. D., care Tradesman. 551

Opportunities In the West—No_ matter
what trade, business or profession you
follow, if you are looking for a befter
opportunity, send twenty-five cents for
six months’ subscription” to Owortunlty
Magazine, Dept. 164, Spokane, Wash.

550

Improved farm 14 miles west of Trav-
erse City to exchange for stock mer-
chg#dlse. Address No. 546, care Tras%gs—

Worth $1,000 to any merchant. Model
form collection letters: “get the money,”
and retain the good will of the custom-
ers. Maijled for $.. Mercantile Agency,
Arthur, lowa. 545

Comvelete Planing Mill Plant—Including
four Woods machines, edger, resaw, dry
kilns, other equipment including site, 15
cottages thereon. Well located South
Georgia timber belt on three main lines

of railroads. Southern Lumber Co.
Brookfield, Ga. 543
For coal, oil and gas, land |eases,
write C. . Deming Co., Real Estate
Dealers, Tulsa, Okla. 542
For Sale—General stock and fine dwell-

ing on beautiful river, 600 feet salt water
front, 25 acres oyster bed. Good fishing,
huntln;g/1 bathing. R. C. Drew, Salis-
bury, d. 541

For Sale—A good store and stock of
general _merchandise in good farming
community. Address M. A" Vogel, Ster-
ling, Mich. 552

ror Kent—m Milan, Mich.,

brick stor<

47x68, old-established, best store. Mod-
ern equipment, complete for genera:
stock, 'hot air heat, electric lamps 2-

hours, sanitary plumbing, city water. A

$12.000 to $20000 general stock, will sel

$40,000 to $60,000 here. Write A. E Put-
' 534

nam, Sigourney, la.

IT WILL PROFIT YOU

to write me if you have a stock_ to sell. Give
sk for information. Mention

gescription.
ates.
REMEMBER!

it is your customers that really pay my com-
mission. John C. Gibbs, Expert Auctioneer
Mt. Union, lowa.

_Money in_ Every Mall—Own business
like mine. No capital; no canvassing; no
merchandise to handle; legitimate. Ad-
dress, with stamp, J. L. Whatley, Toccoa
Ga- 531

Factory hands wanted. Carpenters for
cabinet "and stair department. Cutters
and rlﬂpers for cuttmg department. Ma-
chine hands for sash department. Mould-
ing machine hands for operating up to
date moulders. Address, stating wages

fg\ﬂgcted, Huttig Mfg. Co,, Musc%e,

For Sale—Bakery, restaurant, Ice cream

parlor. Cheap if 'sold soon. Thoroughly

equipped. Splendid business. Snap for

baker. Uglow’s Bakery, Lowell, Mich
519

than 25 cents.

good farm In Michi-

If you want to bu
eal Estate Exchag}ge,

an, “write to the
cBride, Mich.

For Sale—Old-established paying re-
tail lumber yard and mill, Monroe.” Pop-
ulation 8500. Many factories and build-
ings going up. City growing. One other
yard in city. W. C. Sterling, Jr., Mon-
roe, Mich. 525

For Sale—Wool, hide and fur business
established twenty years. Volume, $200-
per year. Present owner has made
a competence and desires to retire. Will
sell warehouse, cellar and residence for
$6,000 (cost $12,000), all cash or partly
on time. Purchaser should have $5000
or more additional capital to conduct
business. Address No. 454, care Michigan
Tradesman. 454

Buy new soda fountains ofus. Also
have” four second-hand fountains. Michi-
an _Store & Office Fixtures Co., Grand
apids, Mich. 452

Will pay cash for shoe stock. Address
No. 286, care Michigan Tradesman. 286

For Sale—General stock Inventorying
about $7,000 doing a business exceedin
$40000 per year. Also own half interes
and operate te
farmer subscribers.  Postoffice. Ware-
house on track and established produce
business. Will rent or sell store build-
ing and residence property. Business
long established and always profitable.
Refer to bankers at Howard City. Ad-
dress No. 413, care Michigan Tra eszlgn.

For «Sale—One 300 account McCaskey
register cheap. Addrens A. B., _car*
Michigan Tradesman P

Safes Opened—W. L. Slocum, safe ex-
ert and locksmith. 114 Monroe street.
rand Rapids. Mich. 1Q

Cash For Your 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
611518/ price, address Frank P. "Cleveland,
III1 Adams Express Building, Chlc%go,

«

HELP WANTED.

Wanted—Salesmen of abilit¥_ to solicit
druggists. Package goods of finest qual-
ity “and appearance. _Large variety.
Guaranteed under the Pure Foods and
Drugs Act. 20% commission. _Settle-
ments bi-monthly. Sold from finely il-
lustrated catalogue and flat sample book.
Offers you an exceptionally fine_side line.

telephone_ exchange of 60

47

Cash must accompany alt orders

Here Isa

Catalogue at request. Heénry Tha%/er &
Co., ambridge-Boston, Mass. stab-
lished 1847 510

Wanted—cClerk for general store. Must
be sober and industrious and have some
previous experience. _References required.
Address Store cere Tredeeman. 242

Went Ads, continued on next page.

CIRCULARS
WS« 3 COMPANY.
TRad ESMANGRAND repics, MCH

Pointer

Your advertisement,
if placed on this page,
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let-
ters from thousands of
people who nave

bought, sold or ex-
changed properties as
the direct result of ad-

vertising in this paper.

Attention, Merchants!!

Who want to make money surely, quickly and honestly.

THE

INTERSTATE MERCANTILE CO.

The World’s Greatest Sale Conductors
148 East Washington Street, Chicago

The only sales concern who conduct their own sales in person.

We will guarantee

ou 50 per cent, more money and at 40 per cent, less expense than any other concern
ollowing this line of business 30000f the best concerns in the country will testify to

oar clean-cut methods and crowd-bringing abilities. We can p_ositivel¥ PUt
sale that will start your Spring business with a boom and benefit your future

ou On a
usiness.

The only sales concern in the world who conduct all their own sales in person. Write

today for a date.

All information without obligating yourself.

THE INTERSTATE MERCANTILE CO., L. B. Ullar, Mgr.
148 East Washington Street. CHICAGO, ILL.
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Girl Leppers Trans
ported.

The apprehension of a number of
Whitley county young ladies over the
danger of contracting teprosy from
wearing rats, puffs, turbans, etc., has
now received another and additional
increase just as it had begun to wear
off.

This last cause for anxiety on the
part of the rat-bearers is a letter
from Mrs. Will Beatty, of Minneap
olisi, Minn., to her cousin, Mrs. Lot
tie McConnell, of Sidney. In the let
ter Mrs. Beatty described the hor
rible and heart rending sight she wit
nessed recently in that city.

Twenty young girls from Chicago,
said to be from big department
stores, five more from Minneapolis
and four from St. Paul, were being
hustled to the coast to take passage
for the Hawaiian islands and become
members of the leper colony.

The letter goes on to state that
each girl was completely shrouded in
a rubber bag, only their heads being
permitted to protrude. Mrs. Beatty
lives outside the city of Minneapolis
and happened to 'be in town the day
the young women were being trans
ported and attracted by the crowds
followed to the scene.

She declared she afterward regret-
ted that she had been a witness to
the departure of th epoor girls, for
their struggles to save themselves
from banishment the remainder of
their natural lives to a lonely island
in the middle of the Pacific, sur
rounded only by those who were like
unfortunates, was pathetic in the ex-
treme and their anguished cries as
they parted from native land and
lovedl ones wa sheart-tearding.

It is declared that the girls who
first contracted the disease were em-
ployed in making the puffs, rats, etc.,
from hair which had been imported
to this country from foreign, lands.

When the contents of the letter be-
came known in South Whitley, every
woman and girl in the surrounding
community took it up and now the
wearing of rats is said to be tabooed
by all alike.—Columbia City, Ind.,
Commercial-Mail.

Twenty-Nine

Manufacturing Matters.

Detroit—The American Lubricator
Co. has purchased a site extending
from Ferdinand to Summit streets,
along the Wabash Railway, and will
erect a plant that will give the com-
pany three or four times the capacity
it has at present. The dimensions of
the site are 139x309 feet.

Port Huron—Forty thousand dol-
lars of the proposed $75,000 necessary
to bring the Cass Auto Truck Co.
from Detroit to this city has been
subscribed by local business men. The
enterprise is being handled by the
Young Men’s Business Association.
The plant will employ about 500 men.

Detroit— A new company has been
incorporated under the style of the
McKee-Newton Manufacturing Co. to
manufacture and sell pasteurizing ma-
chines and conduct a general mer-
cantile business. The company has
an authorized capital stock of $50,000,
all of which has been subscribed and
$6i000 paid in in cash.

Bay City—A new company has

MICHIGAN TRADESMAN

been organized under the style of the
Fresh Air Appliance Co. for the pur
pose of manufacturing and selling
portable fresh air porches, attachable
porches, cottages, tents, etc. The new
company has an authorized capital
stock of $30,000, of which $16,000 has
been subscribed and $4,000 paid in in
cash.

Detroit—The Berry Bros. Varnish
Co., through its attorneys, Campbell
'& Dewey, have started an action of
debt against the Sunley Finish Color
Co., in an attempt to collect money
alleged to be due for materials furn
ished. The company represents in its
bill that there were irregularities in
stock transfers in the corporation and
wants an airing of the firm’s business
and the whole matter in court. The
firm has been in financial difficulties
for some time, and in the course of
straightening out the kinks it has de
veloped that Miss Edith Presley, the
Lansing stenographer whose myste
rious death in Detroit resulted in the
arrest of Representative Charles P
Ward, owned eighty-seven shares of
the stock.

Indiana Wholesale Grocers Fully Or
ganized.

Indianapolis, April 22—The first an-
nual meeting of the Indiana Whole-
sale Grocers’ Association was held in
the governors’ room of the Board of
Trade building yesterday. About thir-
ty jobbers attended and plans were
made to further the interests of the
organization and to increase the
membership.

Officers were chosen as follows:

President—Joseph A. Goddard, of
the Joseph A. Goddard Co., Muncie.

Vice-President—Charles W. Wells,
Vice-President of the Kothe, Wells &
Bauer Co., Indianapolis.

Treasurer—John C. Smith, Vice-
President of the Indianapolis Fancy
Grocery Co., Indianapolis.

Secretary — Herbert
Muncie.

Guy W. Rouse, of Grand Rapids,
Piesident of the Michigan Wholesak-
Giocers’ Association, spoke on “The
Benefits of Association Formation.”
He suggested new business methods,
advocated a closer affiliation between
jobbers and told of the good deriv-
ed from the Michigan Association.

The Association will have, a board
of directors and an advisory board,
both to be chosen by the President.
It is planned to hold meetings at va-
rious places in the State at intenvals
during the year, to be attended by
obbers in those districts.

The organization voted to support
the National Wholesale Grocers’ As-
ociation and may send representa-
tives to the annual convention to be
held in Louisville, Ky., May 24, 25
and 26. A resolution was also adopt-
ed taking a stand against various so-
called “vicious practices” in the trade.

The Association expressed its dis-
approval of “deals,” “schemes” and

the subsidizing of jobbers* employes
by manufacturers.” The meeting was
adjourned subject to the call of the
President.

U. Biggar

It is no use looking in lonely plac-
es for men who are really walking
with God.

Ruling Prices on Confectionery Forty
Years Ago.

The reproduction of the old gro-
cery invoice in the Michigan Trades-
man last week stimulated John H.
Miliar (National Candy Co.) to kind-
ly send the Michigan Tradesman an
invoice that was rendered the late
Dr. G. B. Nichols, of Martin, on Dec
12, 1871, nearly thirty-nine years ago
Mr. Millar has very kindly made 1
comparison of the prices charged at
that time with the ruling prices on
similar goods, as follows:

Billed Present
Stick candy .....cccoeeeet e iec 0772C
Mottoes ....ccoceeiiiiieine e 12C
Peanut bar 12¢c
Port wine
Brandy ....occooveviinins
J. J. lozenges .......... —-
Cin. iMpP oo 30c l12C
Wintergreen lozenges __ 28c IIC
Peppermint 28c  1IC
Motto hearts ............. — 25¢ 12¢C
A. B. bon bons ... — 25¢  10C
Syrup bar ... ___20c 10C
Cream bar ___20c 12C
Barber poles 20c  12C
Sugar fish ..o — 25c 12¢c
Lemon drops ........... — 20c¢ IIC
Sour drops .............. 22¢ 12¢C
Peppermint drops — 25¢ 13C
Mixed drops ... .... 28¢  13C
FigS o __22¢ 12¢C
Rose gum drops ....... .... 25¢c 10C
Royal gum drops __ ... 25¢  12¢C
A. B. gum drops......... — 25¢c 08¢
Jap C€OCOA ...c.ceevvevrrennes — 25¢ 12¢C
Jap figs v 25¢c
H. & Hands....c... oeeienne 28c

Cream mici
Cream peaches
Peach slices
Plain creams
Peanuts, baked
Images

18c
09%
07”c
13c

Steady Job Every Spring.

The Michigan Tradesman calls at-
tention to the fact that the club wom-
en of Grand Rapids and of some other
cities have started their annual cam-
paign against the spitter. Every year
the women start out quite as hopeful
of impressing this individual with the
disease breeding feature of his habit

personal cleanliness does not ap-
peal to him, and every year it has to
be done over again. Whether he re-
turns like the weeds of a new crop
Ol is sown every spring is not stated,
but always he is here. The reforma-

ion of the expectorator will never
come about through arrest and fine,

Ithough these things lessen his va-
riety. The man who uses the street
for a cuspidore has lacked home train-
ing and that is a deficiency never to
be supplied, not even by the courts,

f the club women might begin a sys-
tem of home crusade now, perhaps
they might be able to produce a fu-
ture generation of non-spitters, but
they can look forward to a steady job
every spring as far as the present
generation is concerned. — Cadillac
News and Express.

Muskegon To Detroit by Automo-
bile.

Muskegon, April 26-Ten delegates
of the “Muskegon Business Men's
Protective Association to the Michi-
gsn Retail Grocers’ convention to be
held in Detroit May 23, 24 and 25
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are going to cross the State in auto-
mobiles, plentifully advertising the
fact that the party is from this city.

The delegates are to be Ole Peter-
son, Charles P. Rasmus, Daniel Chris-
tie, S. M. Mangleson, J. D. Klont,
Henry Wit, Hans Hansen H. B.
Smith, Hans Johnson and A. R. Bliss.
The automobiles are to be beautiful-
ly decorated and will undoubtedly at-
tract a lot of attention on the waw-
south.

No action toward trying to land
the next convention for Muskegon
was taken at the last meeting, the
grocers and butchers feeling that the
guestion ought to be considered a lit-
tle more before a decision was
reached.

There will be no May half-holiday
closing for the grocers and butchers.
The stores will close Wednesday aft-
ernoon, as last year, in June, July and
August, except the first Wednesday
in June, on account of Memorial day-
coming the same week. A. R. Bliss
13 NOW getting out stickers and cards
advertising the half-holiday closing.

It Handles Sane Fireworks.

The National Candy Co. meant to
advertise “sane” fireworks in the last
edition of the Tradesman, but the
printer and proofreader insisted on
making it “some” fireworks instead.
The Tradesman cheerfully certifies
that the National Candy Co. handles
fireworks that are as sane as fire-
works can be and still attract the at-
tention and approbation of Young
America.

The less a man thinks about his
sincerity the more he is likely to
have.
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-tradesman. 592

i —I-ive cash shoe store, best
j ed. J°ng established, selling best
. 7tock about $8,000, in beautiful.
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Michi-
of up-

Isy trolley service to Lake George, North,
aratoga, South. Address C. A. Taylor.
590

, ~or Sale—We have an opportunity that
Is seldom offered in the lumber business.
io an honest agreeable gentleman, who
understands the retail lumber business
wno can devote his time to the business
wc will sell, not to exceed a one-thir
interest in an incorporated lumber com-
any doing an excellent and %rowmg
usiness in the city of Flint, the best
town in State of Michigan. Not for sale
frrO®Pt as above stated. Apply at the
ar~T 1919 Pine St., Flint, or address R.
. Holihan. Mlllersburg, Mich. 589

Have patent right want to exchange
ror erchangllae. W. H. D, Boxéﬁ
Waukomie, a.



Give 'einla Chance

That’'s What They’re Waiting For

Oar persistent claims of
superiority for our superb
“White House” Coffee are
datiasd wWereer and

er people can have an
opportunity toaaTpare it with
other brand that may be

offered.. GIVE YOUR
CUSTOMERS THE OP-
PORTUNITY. “WHITE

HOUSE” WILL MEET IT
SQUARELY—AND WIN
OUT.

Symons Bros. & Co.

Wholesale Distributors Saginaw

Pays a Profit From the
Day It is Installed

1 This is THE McCASKEY ACCOUNT REGISTER in
which is embodied the SYSTEM of handling ACCOUNTS
WITH ONE WRITING.

% Sixty thousand nlerchants are using it.

2 If it saves them time, labor and money it will do the same
for you.

We’'ll be glad to tell you about it and demonstrate it with-
out any cost to you. Drop us a line saying you are in-
terested.

FIRST AND STILL THE BEST

THE McCASKEY REGISTER CO.
ALLIANCE, OHIO

Manufacturers of the famous Multiplex Duplicating and Triplicating Sales
Pads. Also Singl« Carbon Pads in all Varieties.

Detroit Office: 1014 Chamber of Commerce Bldg.
Grand Rapids Office: 286 Sheldon St., Citizens Phone 9648

Agencies in all Principal Cities

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. i

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

merits. Ten cents’ worth of the best for ten cents, and a

and why you are going to stick, to
eal market today— Kellogg’s Toasted
” cereal.

KELLOGG TOASTED CORN FLAKE CO.



How to

Meat the Situation

During these troublous times, when the
price of meat is soaring skyward, tell your
customers to make their “meat,,

Shredded W heat

Of course, you don't want to hurt the
butcher around the corner—he may not be to
blame for the high prices—but people who have
decided to cut out meat for awhile will thank
you for telling them about such a nourishing,
wholesome substitute as Shredded W heat Biscuit.

If your customers like
Shredded Wheat Biscuit
for breakfast they will
like it for any meal in
combination with sliced
bananas, baked apples,
stewed prunes or other
fresh or preserved fruits.
Two Biscuits with a little
fruit will supply all the
energy needed for a half
day’s work.

The Shredded Wheat Company, Niagara Falls, N. Y.

Barlow’s Fancy Cake Flour

Barlow’s Barlow'’s
Old Tyme Indian
Graham Corn Meal

Barlow’s
Best Flour

All Choice
Michigan Product

JUDSON GROCER CO.

Exclusive Distributors

ORAND RAPIDS, MICH.

Twelve O'clock

When you wake up and the clock strikes
twelve, when it's darker than pitch and the
wind blows a gale, you say to yourself:

“What a Wild Night for a Fire”

Then you think of your own place of business
and you say, “Well, I'm insured.” Are you?
What about your valuable papers and account
books—are they insured? What would be
your loss if they burned? You dislike to think
about it, don't you?

Think Once nore and Buy a Safe

During the winter months we have the most fires.

Better get busy and write us today for prices.

Grand RapIdS Safe CO. Grand Rapids, flieh.
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